
TAKE THE  
NEXT STEP FOR
YOUR FUTURE
The LPL Advisor Institute



MAKE YOUR MARK
ON THE WORLD
You have much to offer, but may not know the path that will best  
let you share your experience. You have a drive to help people, 
families, and communities prosper, but what kind of career can  
help you realize those aspirations? 

The LPL Advisor Institute offers that opportunity. 

More than a training program, you’ll serve in a local financial 
advisor’s practice as an employee of LPL Financial—the nation’s 
largest independent broker/dealer.1 You’ll gain valuable, on-the-job 
guidance that will help you develop the skills for a successful career. 
Your curriculum will also help with licensing preparation and the 
opportunity to network with industry experts. 

In completing the program, you’ll have experience and resources to 
begin building your own book of business. Backed by the partnership 
of LPL, you can embark on a career that positively impacts the people,  
families, and communities you serve with personal financial guidance. 
Your next chapter is here.

1 Based on total revenues, Financial Planning magazine, June 1996-2020 



FOUNDATIONAL 
TRAINING, 
REAL-WORLD 
EXPERIENCE, 
AND NETWORK-
BUILDING

The LPL Advisor Institute offers the foundational training, real-world experience,  
and network-building that can help you confidently pursue this career path. Along with 
guaranteed compensation for your first three years, you’ll receive a unique blend of 
valuable on-the-job training and distance learning. In addition to your managing advisor, 
you’ll have access to a wide variety of leading professionals within the industry and LPL 
ecosystem, such as:

	§ Experienced financial advisors who are part of the nation’s largest  
independent advisor network

	§ Product experts

	§ Marketing, sales, and practice optimization coaches

	§ LPL leaders

	§ A dedicated program manager, who is available to answer questions  
and help keep you on track toward meeting program milestones

In your first year, you’ll complete structured industry, marketing, and business 
management training, as well as prepare for your SIE, Series 7 Top-Off, and Series 66 
licensing exams. At the end of the first year, you’ll officially join your managing advisor’s 
practice. In the following two years, you’ll continue to have access to leading support  
from LPL as you build your own book of clients and provide independent financial  
advice to investors. 

PROGRAM AT A GLANCE
As a financial advisor, you’ll join a field where the demand  
for the services you provide is increasing and the potential  
for growth relies on your drive to serve others.



YOUR OPPORTUNITIES THOUGH AI

	§ A comprehensive path to a career  
as a successful financial advisor

	§ Competitive compensation and 
commission structures, benefits,  
and the opportunity to earn additional 
performance incentives as you move 
through the program

	§ Guidance and experience working 
alongside a tenured financial advisor

	§ One-on-one consultation and coaching

	§ Robust opportunities to build  
client relationship skills and your  
own book of business 

	§ Rigorous training and support  
during your preparation for  
the licensing exams, as well  
as additional learning modules  
that build a strong foundational 
knowledge of the industry 

	§ Nationwide network of program 
participants and opportunities  
for program-wide discussion  
and study groups

	§ The opportunity to help others  
turn their financial and life goals  
into reality

Program Overview

Months 1–3 Months 3–12 Years 2–3

What LPL  
Will Provide

	§  Firm onboarding 
information

	§  LPL and industry 
training modules

	§  SIE, Series 7  
Top-Off, Series 6  
exam preparation

	§  Access to sales 
workshops and 
networking events

	§  Product line, financial 
literacy, and sales 
training modules

	§  Recognition at LPL 
awards conference

	§  Access to services  
and resources that  
can help you build  
your book of business 
and your career as  
a producing advisor

What We  
Need from 
You, the 
Associate 
Advisor

	§  SIE, Series 7 and  
66SIE, Series 7  
Top-Off, Series 66

	§  Participation in 
organized distance 
classroom learning  
and individual  
virtual courses

	§  Willingness to accept 
feedback and adapt 
new methodologies

	§  Participation in client 
meetings and other 
business-building 
activities

	§  Initiation of work as  
a producing advisor

	§  Pursuit of opportunities 
to grow your network 
and serve clients

	§  Dedication to 
continuing education

 
What You Bring to the Program

	§ A passion for helping others determine 
and pursue their financial goals

	§ One to three years of applicable 
professional experience and/or 
experience working in a professional 
sales or entrepreneurial setting

	§ A self-starter mindset, and an eagerness 
to win in the highly competitive financial 
advice space and quickly build a network 
of clients

	§ High attention to detail and desire  
to deliver superior service

	§ A confident and engaging presence,  
high emotional intelligence, and a 
willingness to learn

	§ Enthusiasm toward building relationships 
and developing a network of potential 
clients 
 

	§ Eagerness to join in practice 
management and client service  
activities with the goal of taking  
on more clients in the future

	§ Motivation to complete training  
and obtain SIE, Series 7 Top-Off,  
and Series 66 licenses within the  
first six months of employment

	§ Ability to quickly learn new technologies 
and software programs

	§ Ability to learn and accept standard 
operating procedures and compliance 
regulations

	§ A desire for coaching and mentorship  
on an ongoing basis

	§ Personal finances that are in  
good standing (for financial  
licensing purposes)

	§ Clean criminal record  
(for financial licensing purposes) 



THE ART OF FINANCIAL ADVICE
Financial advice is much more than dollars and cents. It’s people. 
Your clients are unique, each with hopes and dreams, and need help 
reaching their financial goals. 

A career as a financial advisor connects 
multiple disciplines and skills—counselor, 
strategist, and professional advisor—in  
a way that allows you to connect deeply 
with your clients and their families to help 
them for generations to come.

LPL needs professionals like you. 
According to a 2020 survey from the 
College for Financial Planning,2 guidance 
from a financial advisor is in demand. Even 
with all the disruption of 2020, 70% of 
investors did not plan to postpone their 
retirement. Those investors will need 
someone to turn to. 

That someone could be you.
As you pursue this path, it’s important 

to work with a firm that has built a strong 
reputation for putting advisors first. For 
more than 30 years, LPL has provided 
the tools, access, and infrastructure 

for advisors to grow their businesses 
on their own terms. Because we only 
support independent advisors, we do 
not engage in the business practices 
of investment banks or provide other 
alternative financial services. We don’t 
have traditional proprietary products 
or banking relationships, which gives 
advisors the freedom to provide 
customized, objective advice to  
their clients.

As you work to serve your clients, you 
define your work in a personal way. You’ll 
grow alongside your managing advisor and 
their practice, building your book of clients 
and providing the recommendations that 
are suitable for them. You’ll build your 
career at the speed and in the avenues  
that you choose, and we’ll be alongside  
you at every step to help.

2   https://www.businesswire.com/news/home/20201015005664/en/Survey-From-The-College-for-Financial-
Planning–a-Kaplan-Company-Finds-More-Investors-Turning-to-Financial-Advisors-as-a-Result-of-the-Pandemic 

https://www.businesswire.com/news/home/20201015005664/en/Survey-From-The-College-for-Financial-Planning–a-Kaplan-Company-Finds-More-Investors-Turning-to-Financial-Advisors-as-a-Result-of-the-Pandemic
https://www.businesswire.com/news/home/20201015005664/en/Survey-From-The-College-for-Financial-Planning–a-Kaplan-Company-Finds-More-Investors-Turning-to-Financial-Advisors-as-a-Result-of-the-Pandemic


It requires deep knowledge of the financial services industry and the soft skills that  
help you build and maintain strong relationships. The Advisor Institute will help you gain 
both in an organized, hands-on environment. 

Seizing Opportunity 
Working alongside your managing advisor 
allows you to benefit from lessons they’ve 
learned during their time in the industry. 
Given their knowledge and years of 
experience, they’ll help you recognize 
obstacles, find solutions, and avoid 
potential pitfalls. Having that perspective 
on your side reduces risk as you work to 
establish yourself in a highly competitive, 
fast-changing industry.

Gaining Critical Skills 
Once you’re on board with LPL and have 
completed orientation with your new 
managing advisor, you’ll begin a robust 
training curriculum. The first three months 
will introduce you to the world of financial 
advice while preparing you for your 
licensing exams.

	§ The Securities Industry Essentials® 
(SIE®) Exam is a FINRA exam for 
prospective securities industry 
professionals. This introductory-level 
exam assesses a candidate’s knowledge 
of basic securities industry information 
including concepts fundamental to 
working in the industry, such as types of 
products and their risks; the structure 
of the securities industry markets, 
regulatory agencies and their functions; 
and prohibited practices.

	§ The Series 7 Top-Off Exam: This exam,  
also known as the General Securities 
Representative Qualification Examination,  
measures your knowledge of the various 
job functions required of a registered 
representative. Once you pass this exam, 
you’ll be qualified to solicit, purchase, 
and/or sell all securities products. 

	§ Series 66 Exam: This exam, also known 
as the Uniform Combined State Law 
Examination, covers topics about 
providing investment advice and 
effecting securities transactions for 
clients. Upon passing the exam, you’ll be 
qualified as both a securities agent and 
an investment adviser representative.

For more on financial industry licenses, 
please visit www.finra.org.

In additional to your managing advisor, 
you’ll work closely with the Independent 
Advisor Institute program manager and 
other LPL staff dedicated to your training 
and development. You’ll participate 
in organized classroom sessions with 
LPL team members and other program 
participants from around the country.

THE LPL ADVISOR INSTITUTE
Embarking on a career as a financial advisor is an exciting  
yet ambitious decision. 

CREATING THE CONDITIONS  
FOR FUTURE SUCCESS

	§ Finding the Right Fit
	— Advisor Interview

	§ Building a Strong Foundation
	— Pre-Licensing

	§ Gearing Up for Growth
	— Training

	§ Charting a New Course
	— Join the Practice 

 
GEARING UP FOR GROWTH

With your licenses obtained, your 
training will delve into more complex 
foundational subjects. This stage 
goes beyond the fundamentals of 
investing and exposes you to the 
more specialized areas and unique 
relationships that make up financial 
advice. Your managing advisor will 
be there to mentor and support you 
along the way, and help you find new 
opportunities to grow your client base.



CHARTING A NEW COURSE

After the first year of learning, you’ll 
be well on your way to helping clients 
pursue their dreams. You’ll formally 
transition into your managing advisor’s 
practice, working alongside them  
to continue expanding your client  
base. LPL will be there to support  
your efforts, along with your class  
of new-to-the-industry advisor peers, 
sharing best practices on all areas  
of the business.

Get ready to start this next chapter  
of your career alongside the experience 
of your managing advisor and the 
strength of LPL. 

Program Curriculum
The curriculum is constructed to ensure you’re ready for full production at the end  
of the program’s first year. In addition, the program will feature ongoing opportunities  
for collaboration, discussion forums, study groups, and more for managing advisors  
and associate advisors, along with the program manager.

New Hire 
Months 1–3

Foundational Training 
Months 4–6

Growth Training 
Months 6–12

	§  Onboarding period

	§  SIE, Series 7 Top-Off 
and Series 66 licensing 
materials, study plans  
and weekly check-in 
mentoring call

	§  Participate in two 
90-minute weekly  
distance learning 
sessions on Sales 
Training Skills:

	— Creating a new client 
acquisition plan

	— Prospecting and  
marketing strategies

	— Social media

	— Phone skills

	— Creating and 
articulating  
your value 
proposition

	— Consultative sales 
process

	— Initial appointment

	— Making 
recommendations

	— How to incorporate  
client goals

Once you have acquired 
your industry licenses, 
you will be able to begin 
production within your 
practice.

Attend Sales Symposium 
Week to bring all the sales 
skills together:

	§  Participate in two 
90-minute weekly 
distance learning 
sessions on product  
and technology

	§  Overview of WMO/Why 
advisory conversation/
Overview of advisory 
platforms

	§  Case for centrally 
managed/AdvisoryWorld 
demo

	§  SAM and MWP deep dive/
Enhanced Trading demo/
Advisor Sleeve demo

	§  GWP deep dive and 
demo/MS deep dive/OMP 
deep dive

	§  LPL Insurance 

	—  Life insurance

	—  Disability 

	—  Long-term care

	—  Annuities

	§  Ongoing virtual product 
and technology training

	§  Additional classroom 
opportunities available 
with third-party coaches

	§  Advanced Planning 
Education:

	— Goals-based planning

	— Portfolio creation

	— Evaluation of 
financial instruments

	— Role and impact 
of taxes on wealth 
management 
decisions

	— Estate planning 

 

 Start Building Your Future Today 
     To find out more about the LPL Advisor Institute  
     or to apply, contact us at AdvisorInstitute@lplfinancial.com.

mailto: AdvisorInstitute@lplfinancial.com


LPL.COM

Securities and advisory services offered through LPL Financial (LPL), a registered investment advisor and broker-dealer (member FINRA/SIPC). Insurance products  
are offered through LPL or its licensed affiliates. To the extent you are receiving investment advice from a separately registered independent investment advisor that is not an  
LPL Financial affiliate, please note LPL Financial makes no representation with respect to such entity. 

Not Insured by FDIC/NCUA or Any 
Other Government Agency

Not Bank/Credit Union 
Guaranteed

Not Bank/Credit Union Deposits 
or Obligations

May Lose Value
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