
Mike Watson: [Schwab] is a competitor with

a massive brand, massive client reach, and

every incentive to capture more of

the advice economics itself.



Tim Welsh: The strategy

is actually more

sophisticated … and

therefore more

threatening.



Greg O'Gara: SWA

represents an expansion

of an established model,

not a departure into

something covert.



Sean Dunlop: I struggle

to envision why it would

be preferable or

important to distinguish

between branches and

locations.



Jon Beatty: ‘There’s a $37

trillion opportunity out

there for all of us.’



Expanding Client Choice with Active ETFs

For Clients: ETF Brochure Explore Liquidity View Video







A typical Schwab branch.





An edited extract from

Neesha Hathi's speech at

Schwab's May 14 Investor

Day event. (Click to

enlarge).

Still running ineffective SMAs? $8b+ converted to ETFs in 2025.

Ask Tidal How
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