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Advisor Support Is Key to College Savings Plan Sales 
Survey of 500+ Financial Advisors Focuses on Opportunities to Improve Use of 529 Plans 

 

BOSTON, January 21, 2014 – A new report by Strategic Insight reveals that college savings plans still have 
significant potential to grow, despite setting annual asset highs for the fifth straight year. The survey of more 
than 500 financial advisors indicates that 22% of RIAs and 29% of all financial advisors plan on 
recommending 529 college savings plans to their clients more often in the next 12 months. 

“Assets in 529 plans have reached year-over-year highs since 1998, except for 2008, but there is clearly room 
for continued growth. Our surveys show that parents want to know more about options for saving for 
education and financial advisors are one of the most important sources of information for those investors,” 
said Paul Curley, Director of Strategic Insight’s college savings plan research practice.  

The report, 529 Advisor Study, 2013, is Strategic Insight’s ninth in-depth research study on 529 plans since 
2002. In the most current survey, 74% of advisors said that they—not their clients—usually start the 
conversation about college savings. It happens fairly often, as 47% of advisors say they initiate a discussion 
on the topic with a client once every three months, while 25% say they do so once every six months.  

Advisors Need More Marketing Support  

Advisors rely heavily on product providers to arm them with the information they need to have those client 
discussions—61% of advisors named providers’ literature and mailings as sources of information on college 
savings and 48% named providers’ wholesalers. However, 36% said they need more sales ideas on using 
529s, 35% want “conversation starters,” and 34% want the quality of sales materials for clients to be 
improved. 

“As awareness and understanding is still a hurdle for the college savings industry, providing advisors with 
better tools—including comparisons of plans and investment options—to explain and position 529 plans will 
fuel an increase new account openings,” Curley said.  

The report focuses on how program managers and other members of the 529 industry can increase plan 
sales through financial advisors. Curley notes that the report provides new data and strategies for program 
managers, state agencies and treasury departments, primary distributors, product providers and 
broker/dealers. Bolstered by 45 exhibits, the report’s five main sections include an overview of college 
savings historical growth and trends, product, distribution and support preferences, and strategic 
recommendations for the various 529 industry constituencies. 

The survey respondents represented advisors spanning all types of distribution channels, compensation 
models, tenure ranks, asset levels and regions within the U.S. According to Curley, “This is, by far, the most 
comprehensive and in-depth report of its kind in the 529 industry.” 
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About Strategic Insight 

For more than 25 years, Strategic Insight has been at the forefront of thorough, unbiased mutual fund industry 
research and business intelligence. We provide a variety of data products and research services to a range of 
clients, including executives from more than 200 investment management and insurance companies, 
distributors, investment banks, hedge funds, consultants and law firms. Strategic Insight’s parent company, 
Asset International, delivers critical, cutting edge data, research and marketing programs to mutual fund 
companies, banks, asset managers and insurance companies worldwide. The company has offices in New 



York, Boston, Hong Kong, London, Melbourne, Toronto and Stamford, CT. For additional information, visit 
www.SIonline.com.	  
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