
This case study is not intended to guarantee or represent that all firms will achieve the same or similar results.

©2022 Pershing LLC. All rights reserved. Pershing LLC, member FINRA, NYSE, SIPC, is a subsidiary of The Bank of New York Mellon Corporation 
(BNY Mellon). Pershing Advisor Solutions LLC, member FINRA, SIPC, and BNY Mellon, N.A., member FDIC, are affiliates of Pershing LLC. Affiliated 
investment advisory services, if offered, are provided by Lockwood Advisors, Inc., an investment adviser registered in the United States under the 
Investment Advisers Act of 1940. Technology services may be provided by Pershing X, Inc., formerly known as Albridge Solutions, Inc. For professional 
use only. Not intended for use by the general public. Trademark(s) belong to their respective owners. This material is for general information purposes 
only and is not intended to provide legal, tax, accounting, investment, financial or other professional advice on any matter. Pershing is not responsible 
for updating any information contained within this material and information contained herein is subject to change without notice.

pershing.com

One Pershing Plaza, Jersey City, NJ 07399

WRQ-636 C&I Success Stories Batch 1_1022

Challenge
A bank broker-dealer established a 
National Investment Center of registered 

professionals to support mass affluent clients’ 
investment needs. The bank offered technical and basic 
product training on available investment solutions, 
yet saw their opportunity to capture assets and truly 
differentiate their service was not realized.

Solution
Pershing’s Advisor Practice Management 
Consultants worked closely with the 

leadership team and spent time with advisors in the 
National Investment Center to understand the nature 
and tenor of client calls. Identifying a lack of proactive, 
thoughtful client discussions, Pershing’s Advisor 
Practice Management Consultants recommended 
training in client discovery skills and positioning 
solutions to client needs and goals. 
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Unlock Growth Through 
Enhanced Client Discovery

21%
The client attributes their 21% 
increase in AUM to Pershing’s advisor 
programs, which emphasize probing 
for needs and goals, allowing advisors 
to position appropriate solutions 
more effectively to clients.
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