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A competitive 
benefits package
You can expect:

• Health and dental
• Vision care coverage
• Stock purchase 

program
• 401(k) plan 

(including company-
paid profit sharing)

Stability
We’ve gained respect 
as one of America’s 
leading financial 
services companies, 
building on what’s 
proven and pursuing 
what’s possible.

Balance
A work-life
balance most 
financial careers 
don’t offer.

Committed to 
your growth
We support your 
professional 
development through 
mentoring, learning 
and development 
courses, professional 
associations, yearly 
summits and more.



What it takes to be a 
financial professional
If you’re a results-driven self-starter 
and an effective communicator, you 
can be successful.

Characteristics of a top financial 
professional include:

• A 4-year college degree is preferred, but not 
required, and relevant professional FINRA securities 
registrations are a plus.

• If you do not have the following, you will be required 
to attain them under our sponsorship: state life and 
health licenses, FINRA Series 7 and 63 registrations.

• Possesses integrity, a strong work ethic, and the 
desire to help others plan for and protect their 
economic futures.

• Team player who possesses excellent interpersonal 
skills and communication abilities, with a high 
degree of self-confidence.

• Draws upon past/present experiences and 
acquaintances to develop markets and build upon 
them to sustain long-term relationships.

• MBA, JD, CFP®, CPA or ChFC®, a plus.

What type of financial 
professional would you 
like to be?
Equitable Advisors Financial Professionals develop 
their very own practice or collaborate with an established 
team of professionals. The Retirement Benefits Group 
provides wealth management services and financial 
education to those who serve and build our communities, 
such as school and municipal employees.
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Equitable Advisors 
Financial Professional
Love what you do

• Impact. We believe in a holistic approach to financial planning that takes into 
account every facet of our clients’ lives: their purpose and goals, their lifestyle and 
wellness, and lastly, their financial resources. This means that the work you do not 
only helps your clients make smarter decisions in their financial lives, it helps 
them focus on the people and the passions in their lives that matter most to them.  

• Independence. We value ambition. You control your own career. In fact, we work 
hard to create a culture where you move forward as fast as you’d like, not as fast 
as you’re told.

• Income. As a financial professional, you have the ability to accelerate your earning 
potential. And if you’re just starting out, you have the flexibility to choose between 
a base salary with commissions or a full commission-plus-bonus compensation 
plan. Growing your income or responsibilities is based on one factor: you. 

Responsibilities of a financial professional include:
• Analyze financial information obtained from clients to determine strategies, financial 

products and services to help clients meet their unique financial objectives.
• Build and maintain client base, keep client plans up to date and acquire new 

clients on an ongoing basis.
• Contact clients periodically to determine if there have been changes in their      

financial status.
• Provide knowledgeable, objective financial guidance and customized-to-consumer 

segments that demand high-quality service.
• Sell financial products and services, including life insurance, annuities and    

investment options.

Retirement Benefits Group (RBG) 
Financial Professionals
People who work for public schools, colleges, universities, hospitals, nonprofit 
organizations and municipal governments can save for retirement through 403(b) 
tax-sheltered arrangements (TSAs) and 457(b) employee deferred compensation    
(EDC) plans.

Recognizing the benefits of these plans, and the specific needs of this marketplace, 
we created the Retirement Benefits Group (RBG). The RBG team provides wealth 
management services and financial education to help meet the retirement needs of 
those who serve and build our communities.

Financial professionals are assigned to employers who have selected our company 
as a product provider for their retirement plan. This gives financial professionals 
access to prospects. As a financial professional, you will initially build a book of 
business by offering retirement funding products for 403(b) TSA and 457(b) EDC 
plans. Your sales opportunities increase with the potential for cross sales — the 
ability to offer clients additional annuity, insurance and investment products.
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How to get started
Before you may execute a Preliminary Employment Agreement, you must 
obtain your Life, Accident and Health Insurance license and your FINRA 
Securities Industry Essentials (SIE) exam. Prior to offering products, services 
and guidance to clients, you must obtain all necessary licenses and 
registrations associated with those products (i.e. FINRA Series 7).

1 Training
Once you’ve obtained the necessary licenses and registrations, you will 
execute a Preliminary Employment Agreement and begin your salaried 
training phase. Our comprehensive training and onboarding program will 
supply you with valuable information designed to help you jump-start 
your career.

• You will be provided with time to study for the FINRA Series 63 exam.
• In addition to your training salary, you will be eligible to receive 

commissions on approved business written during your training 
period, if you are duly registered, licensed, appointed and approved to 
offer that product.

• You will have the support of your manager as you navigate through 
your learning curriculum.

2 Selling
Once the required initial training courses are successfully completed, you 
will move to a dedicated selling phase, in which your manager will work with 
you to help develop your sales and prospecting skills by incorporating 
mentoring, role-playing and hands-on experience. During this phase, you 
will begin to build your practice through marketing and sales visits with 
clients and prospects.

3 Contracting
Once the required training and selling phase of the program has been 
completed, you are eligible to become a financial professional with us.  
Joining with the required licenses, registrations and necessary skills will  
help you become a knowledgeable, first-in-class financial professional.
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The time
is now
A need for financial 
professionals
Financial professionals are in high demand 
to meet the growing number of aging 
Americans who are retiring.1

32%
Out of the top six fastest-growing 
careers taking over the United 
States, the personal financial 
advisor position is ranked #1 with 
a projected job growth rate of 32% 
from 2010–2020.2

73%
By 2020, the population of 
Americans ages 55 to 64 will 
have grown an unprecedented 
73% since 2000.3

Compensation 
and benefits
If you work hard and grow  
your book of business, there  
is potentially no ceiling to how  
much you can be rewarded.

• Health and dental coverage options
• Vision care coverage
• Stock purchase program
• 401(k) plan (including a company-paid            

profit-sharing feature)
• Short-term and long-term disability income 

coverage options
• Group term and optional group universal             

life insurance coverage

Your professional 
growth
Unlike other entry-level positions, as a financial 
professional, you can accelerate your own success — 
we value your ambition. To get you up and running, we 
will sponsor your pursuit of the licensing requirements. 
And, our training curriculum is designed to provide you 
with the skills and tools you need to succeed.

Decide the daily routine 
that works best for you 
to achieve both success 
and work-life balance.
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Interested in exploring  
your potential as a  

financial professional?

Visit our careers page to apply: 
equitable.com/advisor-careers

Securities offered through Equitable Advisors, LLC (NY, NY (212) 314-4600), member FINRA, SIPC (Equitable Financial Advisors in MI & TN). 
Investment advisory products and services offered through Equitable Advisors, LLC, an SEC-registered investment advisor. Annuity and insurance 
products offered through Equitable Network, LLC.  

Equitable Advisors, LLC is an Equal Opportunity Employer M/F/D/V.

© 2020 Equitable Holdings, Inc. All rights reserved. GE-3112657 (6/20) (Exp. 6/22)  |  G647391  |  Cat. #159836 (6/20)

1 Says Kristi Merritt, a career search coach at Claim It, a career consulting company.

2 Projected job growth rates from the U.S. Department of Labor’s Occupational Outlook Handbook, 2012-2013 edition.                              
http://education.yahoo.net/articles/six_fast-growing_jobs. htm?kid=1O0L3.

3  Source: http://www.huffingtonpost.com/2012/04/02aging-in- america-baby-boomers-arianna-huffington_n_1397686.html.


