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INTEGRATION
SPOTLIGHT

THE DOL RULE:  
ADVICENT PRODUCT POSITIONING FOR COMPLIANCE 
WITH NEW FIDUCIARY STANDARDS

In early 2016, the U.S. Department of Labor 

(DOL) issued regulation that redefined who is a 

‘fiduciary’ in the context of providing financial and 

investment advice. The rule, Conflict of Interest 

Rule–Retirement Investment Advice, determines 

anyone who provides investment advice or 

recommendations regarding a plan or Individual 

Retirement Account (IRA) for a fee or other 

compensation is a fiduciary and therefore must 

comply with the new regulations set forth by the 

ruling. The requirements of the rule, including the 

new fiduciary standard, are effective April 10, 2017.

The ruling does provide an exemption, aptly 

titled Best Interest Contract Exemption (BICE). 

This particular exemption provides reprieve for 

individuals that receive commissions and revenue-

sharing in connection to investment advice for 

“retail” retirement investors. The exemption 

requires acknowledgment of fiduciary status for an 

organization and the advisors it employs.

Ultimately, the advisor and organization must 

provide advice that is prudent; is in the best 

interests of the client; is void of misleading 

statements; and receives up to but not more than 

reasonable compensation. Because the definition 

of all of these requirements is vague, it is important 

to understand how an advisor and organization 

can build a case for compliance.

FINANCIAL PLANNING WILL BE AT THE CORE 
OF DOL COMPLIANCE EFFORTS

With this industry-changing regulation, we believe 

planning revenue will replace much of the current 

(continued on next page)
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commission and fee revenues that many financial 

professionals rely on today. If this ultimately is 

the case, it is important for advisors to efficiently 

onboard and generate more financial plans for a 

larger client-base through a streamlined process 

created, in part, by the industry-leading technology 

offered by Advicent.

Every client deserves a financial plan, and it is 

the key to doing more business. The DOL rule 

is the best reason to start offering financial 

planning services to all your clients if you do not 

already. Not only is it profitable, but it shows 

your good-faith effort that you act in the best 

interest of your clients. Quite bluntly, you cannot 

justify any product recommendations without 

first understanding what your clients want to 

accomplish – especially with the new expectations 

set forth by the DOL. Every client has goals, so 

every client needs a plan. Not only is planning 

good for clients, it is good for the advisor’s bottom 

line too.

NEW COMPLIANCE EFFORTS ARE 
ADVANTAGEOUS TO THE ADVISOR TOO

By creating a comprehensive plan for a client, 

the advisor receives a more in-depth look at the 

client’s entire financial situation and may bring 

hidden opportunities to light. The process of 

building a financial plan may uncover held-away 

assets, and advisors must know the extent of the 

client’s assets in order to build a truly accurate 

plan. Once the advisor is aware of the assets, they 

have a better chance of managing as many of them 

as possible. Advisors who leverage comprehensive 

financial planning software will get the assets, 

uncover the product needs, get the sale, and help 

clients reach their goals – all while enhancing their 

DOL compliance strategy. 

The price of implementing software will pay for 

itself when the advisor capitalizes on the cross-

selling opportunities and the ability to uncover 

held-away assets. By leveraging the functionalities 

in Advicent tools and providing a comprehensive 

and in-depth financial plan, the client will feel 

more secure with their financial future. The advisor 

can also present their options with confidence 

by utilizing our robust calculation engine that 

provides accurate projections with retirement 

planning and asset management.

ADVICENT HELPS ADVISORS AND 
ORGANIZATIONS BUILD A CASE FOR 
COMPLIANCE

Advicent has been developing the most 

comprehensive financial planning tools since 

1969. Fiduciary standards such as those set forth 

by the Department of Labor are not new to us. 

Our unmatched experience means we are always 

prepared for industry changes — ensuring our 

development of first-in-class tools meets ever-

changing industry regulations while still exceeding 

the needs of our partners. We have identified 

eight specific unique functionalities within our 

technology offerings that can be leveraged to 

meet the compliance expectations and fiduciary 

standards set forth by the Conflict of Interest rule 

from the DOL.

We do not believe a singular software or 

process can completely ensure that an advisor 

By leveraging the functionalities 
in Advicent tools and providing a 
comprehensive and in-depth financial 
plan, the client will feel more secure 
with their financial future. 

(continued on next page)
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or organization will not be subject to regulatory 

review. Due to the complexity of the client-

advisor-firm relationship, there will be situations 

where decisions and recommendations are made 

outside determined workflows and might be 

called into question by the Department of Labor. 

Advicent firmly believes that internal processes—

coupled with a robust, well-positioned financial 

planning software—can greatly reduce the risk of 

noncompliance.

Click here to download 
a more detailed 
description of these 
functionalities and 
how they can be 
leveraged in your DOL 
compliance strategy.

The information presented in this article has been provided by Advicent and has been reproduced with its permission.  

Such information does not reflect the views and opinions of Orion Advisor Services, LLC (“Orion”). Orion clients should 

undertake their own assessments to determine whether a third party meets their business and due diligence requirements.

http://www.advicentsolutions.com/Solutions/DOL-Compliance
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Nov
9-10

November 2016 Tech Lab
Omaha, Nebraska

Nov
9

RMD Dashboard Overview
@ 1:00 PM - 1:30 PM

EVENTS
Nov
2-4

T3 Enterprise
Las Vegas, Nevada

Learn more about these events and others at orionadvisor.com/events

Nov
10

Trading Model Analyzer
@ 1:00 PM - 1:30 PM

Nov
16-17

November 2016 Tech Lab II
Omaha, Nebraska

Nov
2-4

LPL ADVocate RIA Symposium 
Denver, Colorado

https://www.orionadvisor.com/event/november-2016-tech-lab-2/
https://www.orionadvisor.com/event/rmd-dashboard-overview/
https://www.orionadvisor.com/event/t3-enterprise/
http://www.orionadvisor.com/events
https://www.orionadvisor.com/event/trading-model-analyzer/
https://www.orionadvisor.com/event/november-ii-2016-tech-lab/
https://www.orionadvisor.com/event/lpl-advocate-ria-symposium/
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ADVISOR
SPOTLIGHT

Q: Location

A: Beachwood, OH

Q: One word that describes how you work

A: Passionate

Q:  Why did you decide to join the RIA industry?

A:  Coming from the world of back office mutual fund operations at a transfer agent, I joined Stratos 

Wealth Partners after reflecting on my career goals and aspirations. I have always been interested 

in the financial advisory industry and Stratos was a relatively new, exciting and fast growing 

independent hybrid RIA. I joined our compliance and operations team at Stratos to be the “Orion 

Specialist” and learn how to use the system to create both compliance and operational efficiencies, 

as well as training IAR’s on how Orion can help them in their practice. Working at an RIA has given 

me a lot of perspective on the fiduciary landscape of RIA’s and how the industry is trending toward 

these client-advisor relations built on a trust and an obligation to act in a client’s best interest.

Greg Elliott

Q:  Current position & company

A:     Senior Operations Analyst 
Stratos Wealth Partners

(continued on next page)
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Q:  What do you enjoy most about working with your clients?

A:   In my space, the clients are the advisors themselves. I am the “go-to” person when one of our reps  

is working with Orion and needs assistance. Our setup at Stratos is a little unique from other RIAs. 

Since Stratos is conglomerate of hundreds of IAR’s and different teams all working independent of one 

another, there are challenges understanding everyone’s needs. However, I get a lot of enjoyment out of 

helping reps use Orion to streamline their daily operational processes. This allows them to better focus 

on building client relations and grow their practice.

Q:  What is your favorite app? 
A:  One of my favorite apps in Orion is Custom Imports. We have thousands of 

accounts on our database and this is the best for updating information on a large 
number of accounts with a few easy clicks. This is a huge time saver on our end. 
Also, data queries is probably one of the most unique and useful apps in Orion. 
The Tech Team at Orion has built custom queries for our firm. This has allowed 
us to create many compliance and operational efficiencies. For instance, we were 
able build custom queries that give us compliance oversight of our accounts such 
as account concentration, inactivity reports, and performance outliers.

Q: Tell us about some of your favorite books, or what you are currently reading? 

A:  Most recently, I read a book called “Odds On” by Matt Hall. This book is somewhat of an autobiography 

about Matt’s journey as an advisor and how he adopted the philosophy of evidence-based investing in 

his practice. Evidence-based investing makes the argument that opportunities to exploit inefficiencies 

in the market are too few and cost effective to pursue through active investing. An evidence-based 

approach contradicts the conventional Wall Street wisdom of active selection and market timing to 

beat the market, but instead uses a scientific framework to maximize after-tax return and minimize risk 

through proper asset allocation and low cost products. The book made a very compelling argument 

and I highly recommend the read for anyone who works as an advisor.

Q: What do you do to unwind when not working (in other words, what are some of your hobbies)?

A:  I enjoy watching sports. I am a huge Cleveland sports and Ohio State fan. I also enjoy doing anything 

to stay active since working at a desk usually equates to sitting all day. Most recently, I began my first 

year of coaching youth wrestling for the program that I attended growing up. I also enjoy spending 

time with my beautiful wife, Shaylyn and dog, Benji.

(continued on next page)
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Q:  What is one thing you can’t do without at work?

A:  I need to start my day with coffee.

Q:  What is the best advice you’ve  
ever received?

A:  Success is determined by one’s dedication. 
Pride and passion separate excellence  
from mediocrity.

Q:  What is your favorite type of music?

A:  Rock & Roll. The classic rock era is my favorite.

Q:    What are the top three essential tools in your workspace?

A:  I use a lot of Excel. One feature I have purchased is an Excel add in called Able-bits that I cannot be 
without. I also use GoToMeeting to conduct webinar to teach the features of Orion to our reps. Lastly,  

a headset for talking on the phone. Typing and talking is impossible without one. 

Q:  Where do you see this industry going in the next five years?

A:  I see the RIA landscape becoming more prominent as more clients see the advantages of a fee based 

fiduciary relationship vs commission based brokerage. I also see technology playing a major role in how 

an advisor interacts with clients. Video conferencing and mobile app information sharing will become 

more commonplace. As the landscape changes, advisors will have to also evolve their practice to meet 

the needs and expectations of a younger generation of clients.

Want to be featured in our Advisor Spotlight or know someone who should? Contact 
Orion’s marketing team at johnny@mineralinteractive.com for more information.

mailto:?subject=
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INSIDE
ORION

Q: How long have you been here?

A: Since July - 3 months

Q: What would you say you do here?

A:  One of my primary job functions is to help the Ascent program evolve from an outstanding concept 

into an effective reality as a learning platform. The ability to push that evolution starts with positive and 

focused interactions with colleagues, and Orion has been a very welcoming place. Many people have 

displayed a willingness to answer my questions and help me grow in my overall understanding of the 

company, and I greatly appreciate that. 

My goal is to continue cultivating relationships with my co-workers at Orion, assisting them in any way  

I can, showing that I appreciate them and I appreciate being here.

Q:  What’s your favorite thing about working here?

A:  I have two things I really like: 1) the people 2) the fact that I don’t have to wear a tie.

Bob Lamberty

Q:  What’s your current  
job title?

A:  Manager - Training  
and Engagement

(continued on next page)
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Q: What was your first job?

A:  I vacuumed cars at a car wash - what people leave under their seats is shocking.

Q: What’s your favorite movie?

A:  Point Break - Original

Q: What’s your favorite book?

A: Great Expectations

Q: What do you enjoy doing outside of work?

A:  I enjoy spending time with my family, always trying to find the next weekend activity to occupy the kids. 

I also like exercising and working in my yard.

Q: What is your favorite article of clothing?

A: I have several dri-fit shirts in a regular rotation.

Q: R&B, Blues, Slow Jams, or Hip Hop. You can only choose one.

A: R&B

Connect with your Service Team
for Solutions to Empower You!
We are excited for the upcoming Tech 
Labs! Contact your Advisor Success 
Advocate for registration instructions.  
Here are the dates for the 2016 Tech Labs 
as well as the Tech Lab daily schedule:

• November 9-10, 2016

• November 16-17, 2016

• December 7-8, 2016

Limited attendance – each session  
is capped at 25 attendees 

Day One:
Lunch
Technology Update
One-on-one Meetings & Flex 

Time
Dinner at Pitch Pizzeria 

Day Two:
Group Discussions & Idea Sharing
One-on-one Meetings
Lunch & Departures

https://www.orionadvisor.com/event/november-2016-tech-lab-2/
https://www.orionadvisor.com/event/november-ii-2016-tech-lab/
https://www.orionadvisor.com/event/december-2016-tech-lab/
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Orion Advisor Services, LLC has launched Ascent, 

an interactive training course aimed at empowering 

advisors to become expertly versed in the Orion 

platform, as well as those of Orion’s integration 

partners. 

Ascent was developed by a team of professional 

educators and technology training experts to 

provide advisors with a well-rounded educational 

experience that involves video tutorials, interactive 

quizzes and staff training materials. Advisors 

complete a prerequisite questionnaire that informs 

them of the difficulty level and design of their 

training course, as well as identifies the key areas of 

the Orion platform that are most important for the 

user to gain proficiency in, reflective of their unique 

needs and business models. Since the beta launch 

in August 2016, nearly 1,400 advisors have signed 

up for the program - these advisors have passed 

3,077 different courses representing over 1,200 

hours of online training.

“We are excited to provide access to Orion’s 

training program anytime, anywhere with our 

online Ascent learning platform.  As our technology 

continues to evolve, we want to make sure that our 

advisors are getting the most out of our technology 

and leveraging best practices,” said Eric Clarke, 

CEO of Orion Advisor Services. “Our Ascent 

training platform is both intuitive and customizable 

for advisors’ unique business needs. We’ve seen an 

incredible response so far from advisors who are 

discovering technology efficiencies using Orion that 

they never knew they had.”

“In addition to being beneficial for advisors looking 

to learn more about their technology needs and 

test their skills, feedback from the tutorials gives 

Orion engineers a micro look at how to best 

streamline functions, providing insight into how 

Orion can improve its software.” 

As part of the training course, Orion has segmented 

its features into eight learning trails, each based 

around a piece of key system functionality: Data 

Reconciliation; New Accounts; Reporting; Billing; 

Performance: Market Data; Trading and Integrations. 

After completing a series of check points within 

each learning trail, advisors are awarded with 

ORION LAUNCHES INTERACTIVE ADVISOR 
TRAINING PROGRAM, ASCENT  

IN CASE YOU MISSED IT

“Orion is not only committed to 
delivering great technology solutions, 
they also invest in the ability of their 
clients to drive effective usage of these 
solutions through training and support.”

(continued on next page)
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a corresponding certification badge. When all 

learning trails are completed, they are named a 

Universal Trail Guide.  

“Ascent benefits our firm by alleviating the time 

spent training new employees on Orion technology. 

Now, instead of assigning one employee to train 

another, we can automate that learning process,” 

said Chris Horvath, Director of Operations and 

Partner at Fusion Capital Management. “It also 

allows us to track everyone’s progress, so we always 

know where we stand with training milestones.” 

“All of the ROI on advisors’ technology investments 

is tied to effective usage,” said Spenser Segal, CEO 

of ActiFi. “Orion is not only committed to delivering 

great technology solutions, they also invest in 

the ability of their clients to drive effective usage 

of these solutions through training and support. 

Ascent is another great example of  

their commitment.”  

Orion Ascent is now available for all Orion clients 

at no additional charge. Advisors can login to Orion 

Connect and type “Ascent Sign Up” in the Assist 

search function for information on how to obtain an 

Ascent user login.

0391-OAS-10/26/2016


