Nucleus census 2021

Key findings
from Nucleus

USers

Explore the census - start reading

Giving you a plafform to
debate

Hello and a warm welcome to our 2021 Census covering
what has clearly been a memorable year (not always for the
best reasons).

Ifthis is your first look at the Nucleus census, I'm delighted to welcome you. The 2021 census will
help provide animpression of the types of advisory businesses using the Nucleus platform, and
their thoughts about some of the key themes across our industry now and in the future. Perhaps
yoU'll see some similarities. If you're a regular reader, a warm welcome back to you too. The
census will allow you benchmark the progress of your firm against others in the community of
Nucleus users. We think this is valuable insight and something that's been enhanced as part of
this year's analysis, with some results now available atregional level.

Roll back to March 2020, | don't believe many thought we'd sill be in this position more than a
year after the original lockdown. Everyone has their own sfory about this time, where working from
a spare room or kitchen has become the norm, many struggled to juggle work and home life
commitments, and meetings with family and friends took place online. With lockdown starting to
ease (for hopefully the final ime) and elements of normal life starting fo return, things are starting
to look a little more positive.
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The results of this year's census reflect the progressive, client-centric and tech-savvy nature of the
Nucleus community. Changes to your businesses (some enforced, some by choice) saw new ways
of working introduced which are setto remain in the future, and which look to have improved the
overall client experience. Firms realised quickly that staying closely connected with clients across
these worrying fimes would be appreciated and confinue to build on the trusted relationship
between planner and client. The results showed average aclive client numbers swelled, the
proportion of your time spent with clients and prospects increased, and turnover levels improved
for over half of firms, all during a global pandemic.

Times like these can lead to thoughts about the future, with more business owners realising a
need fo consider succession. The inferests of your colleagues and dlients plays a huge role in this
decision with the lure of large consolidators or product providers lessening. The trend of seeking
a sale to a likeminded advice firm continues reflecting a potentially more difficult exit, but
certainly a more satisfying one. The concern and challenge around how fo scale your businesses
efficiently remains. Perhaps the more digital way of working has opened doors to opportunities
you've dreamed of infroducing, but never found the time or opportunity fo research and
implement.

I'd love to hear your thoughts about the analysis and findings. If you have any feedback, please
drop me or any of the team a message.

Thanks again for your ongoing support.

Darren Lowry
Head of sales, Nucleus
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The impact of lockdown
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01

The impact of
lockdown on your
business

The impact of the pandemic will be felt for many
years to come. It's affected us in ways we may
yet be unable to understand. From a business
perspective, the census showed there were
three main areas impacting your business both
positively and negatively: employees, financials
and clients.



Select a region on the map to see results at regional

level.

01 Scotland

Northern Ireland exclud o RURAELES

anc?ﬁh
wes

Pre-lockdown

Prior to lockdown, a significant
proportion of Nucleus users were
already exploring alternatives to face-
to-face advice and conducted online
client meetings. This rocketed as
lockdown restrictions were infroduced,
but for many the move to online
working would’'ve been an easier
transition (although not on the scale
seen).

01 North

easv

01 North

-9

01 Midlands

Sag ©

fficient number of responses

Our firm ran online client meetings prior

to lockdown...

Our firm ran online client meetings prior
to lockdown

All regions

Most clients will return to full face-to-face
advice post-lockdown

All regions
Disogree - i

01 London

0

01 South

easv

During lockdown

Lockdown of course meant offices were
closed. Despite lessening of restrictions

over the summer and the subsequent
refurn fo lockdown after Chrisimas,
eight out of ten users say all or nearly
all employees have worked remotely
since March 2020.
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How would you rate the overall impact of
lockdown on your business financially?

All regions

We've been affected 35%

We were broadly
34%
unaffacted
Qur business
improved

3%

If Covid-19 was eradicated tomorrow, how
would you split your time between remote
working and being in the office?

All regions
More remote
19%
than office
Mix of both 27%
More office 543,
than remote

Since March 2020, roughly what
proportion of your staff still in
employment have worked remotely?

Eight in ten

.AII or nearly all



Staff factors

Has your business taken any of the following
measures during lockdown?

100%
90%
80%
70%

60%

50%

40%

30%

20%

10% - 39
o 50% 30% 10% 10% r—

Furloughed Taken on Made staff Reduced Outsourced
staff more staff  redundant salaries/bonuses  staff

The financial impact of lockdown had clear implications with firms
turning to government help fo ensure survival. 50% of responders
work with firms that furloughed sfaff, 10% saw staff redundancies
and 10% saw a reduction in salary or bonuses. Clearly any
reduction in staffis a last resort, is upsetting for those within the
business and can disrupt the natural flow of working (albeit
nothing was natural over lockdown). This isn't a decision anyone
wouldve taken lightly.

Some firms (30%) took the opportunity to bring in more staff, and
some turned to outsourced solutions (compliance or
paraplanning) fo help keep things moving for clients.

Financial factors

Has your business taken any of the following
measures during lockdown?

100%
90%
80%
70%
60%
50%
40%
30%
20%

10%

223

Received grants

0%
Taken out loans

There's a big divide relating to the financial position many firms
found themselves in, with around a third believing lockdown had
a negative financial impact on their business. Only a small
proportion of firms furned fo government assistance (out-with
furlough) or took out loans. Around two-thirds believe their
business has been unaffected or hasimproved over lockdown,
potentially as they embraced (and refained) a new way of
working.
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Client factors

By what channel was new client acquisition
done across lockdown?

70%
60%
50%
40%
30%
20%

10%

9 9 1%
62% 25%
0% I
Nearly all Mostly online, We didn't take on
online some face-to-face any new clients

Of course, face-to-face interaction with clients or prospects was
near impossible across much of the year. Unsurprisingly, the
majority (87%) of new client acquisition was done online or mostly
online. A quick look at comments in any of the frade press will
confirm there are split camps about the merits of both
approaches, with many believing the trusted relationship
between adviser and client can only be achieved through a face-
to-face approach. But there’s no doubt for some, the digital
adviser model is the way ahead with no detriment to the client
experience. This may be the type of approach they've dreamed of
infroducing, but never found the fime or opportunity fo research
and implement.



What client measures has your business taken during lockdown?

Contacted clients via Introduced Introduced more
new media/channels client webinars  frequent client reviews

We amended our definition, policies or procedures
around vulnerable clients following lockdown

60%

We increased communication to clients
about scams and fraud during lockdown

Improved client experience

Many have embraced client webinars and alternative
contact channels to ensure more frequent contact with
clients.

Staying more closely connected with clients is likely to be particularly appreciated across these
worrying times. And this increases trust. During early 2020, when many direct investors were
trying fo frade (and fime) the market, around three quarters of Nucleus users said their clients
made no change fo their portfolios, demonsirafing the value and benefit of an advised
relationship.

Vulnerable clients

Lockdown meant an increased focus on vulnerable clients,
with FCA research showing a significant increase in clients
who could be classed as vulnerable.

The increased focus on digital engagement meant scams became more frequent and
sophisticated, so it's great to see nearly six out of ten firms increased communication to clients
over this period. The FCA has committed to protecting vulnerable clients and rightly believe the
financial consequences of Covid-19 will be around for years. They are clear firms should be
doing more to prevent harm from scams, so this feels like a step in the right direction from
many.

Working patterns

Working patterns don't look to be
returning to 'normal’ anytime soon.
The desired approach looks to be a
mix of remote and office-based
working, with the average score
being 6.12 out of 10 (0 being fully
remote and 10 being a full return to
the office).

However more than half (53%] wish fo refurn o a more
office-based working pattern. After a year+ of potentially
solitary working from home, it's easy to understand why.

Beyond lockdown

A permanent change?

96% of responses state new
technology and/or ways of working
will remain in place, so the new
way of working is here to stay.

Thats not to say there isn't a place for face-to-face
meefings —in reality, a lot of this will be driven by client
demand (93% say clients will defermine the mix of online
vs face-to-face engagement).

Another interesting development from lockdown
surrounds location. Eight out of ten responses showed
geographyis no longer a consideration and their firm
will service clients from all over the UK. This approach
may allow firms to widen their target market of clients but
would be heavily reliant on the continuation of virtual
clientengagement.
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Our firm will continue fo run
online client meetings post-lockdown

96% 4%

Clients will be able to determine the
mix of online and face-to-face interaction

93% 7%

New fechnology and/or ways of working
implemented during lockdown will remain in place

96% 4%

Geography is no longer a consideration —
we can and will service clients from all over the UK

83% 17%
’ Agree ’ Disagree



Next... chapter two

Your business
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02

Your business

Firms using Nucleus are typically smaller but
look to be going from strength to strength
financially, with over half experiencing an
increase in turnover across 2020.

The future success of your business may be
helped through demonstrating there’s a career
path for the younger members of your team.
However, ongoing issues around Pl insurance
and regulatory fees persist.



Assets under management

. . Up to £10m
Select a region on the map to see results at regional
level. £10m - £19.9m
£20m - £49.9m
£50m - £99.9m

£100m - £199.9m

£200m - £499.9m

Above £500m

02 Scotland

Number of employees

| 02 North -
5-9
easv

o

02 North e

wev : 20-49 .
50-99 I
100+ I

02 Midlands

0

Northern Ireland excluded due fo an insufficient number of responses

02 London

0

02 South

easo

02 Wales

anc?uth
wes
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All regions
2%
6%
14%
22%
25%
18%

13%

All regions
34%
24%
23%
1%
6%

2%

Turnover

All regions

Less than £100,000 I 99,

£100,000 - £299,999 - 16%
£300,000 - £499,999 . %
£500,000 - £749,999 - 14%
£750,000 - £999,999 . 9%

More than £1m

Will this be an increase, decrease, or roughly
the same turnover as last year?

All regions

Increased

-10%

Decreased .

Stayed the same 39%



Did the number of employees increase, decrease or remain
the same across 20207?

Number of RIs

@

Number of in-house paraplanners

-10% 66% 14%

. Decreased . Net increase
. Stayed the same . Increase

Your people

Advisory businesses using Nucleus are typically smaller
businesses, with over 80% having fewer than 20
employees.

Butyour businesses are growing. We asked how the number of employees within each role
changed over 2020 and, on average, you told us there was a netincrease in all directly
employed roles, particularly Rls and in-house paraplanners.

Show them the way

So where did the increase in numbers come from? Like
any business, it's a complicated pattern.

The open market was the most common source, with two-thirds of firms recruiting staff this way.
Some was driven through the promotion of internal staff (a third of firms did this) and then
recruifing further down the business which can help demonsirate a career path for staff. Thisis
a great strategy to help with the future of the business, parficularly as two-thirds of responders
employ atleast one person under the age of 30. Demonstrating a career path exists (if staff
want this), can help staffloyalty, and clearly a low turnover of staff increases knowledge of your
business and furthers client understanding and confinuity.

Fina nCiG IS What percentage of firms achieved a gross Will this be an increase, decrease or roughly the
turnover of over £500,0007?

Turnover

Despite the difficulty faced by many
businesses over 2020, over half
reported an increase in revenue vs

2019.

This is highlighted by an overall increase in firms turning
over £500,000+, which seven out of ten firms do. Some
noted this had “recovered greatly in the last quarter”
demonstrating a strong bounce back atthe end of the
year.

2021

2020

2019
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same turnover as last year?

‘ Increased ‘ Stayed the same ‘ Decreased



Do you anticipate a rise in your regulatory and Pl insurance bills across

2021/20227

Yas, and I'm likely _ 13%
to increase my client _ 17%
fees to cover this - 12%

W
o ncreose myclnt | 7
ees o cover | 61"

I 12
o [N 1%

I 27

. 2021 . 2020 . 2019

Persistent Pl

Which of the following statements describes the

availability and affordability of Pl insurance this year?

problems

Sourcing affordable levels
of Pl insurance remains
an issue.

Not one responder found the availability
of Plinsurance to be easier than last year
and only a handful agreed the
affordability, process and terms offered
were better. So we're seeing no significant
improvement in this area. Some
mentioned fees had reduced asthey had
given up their DB fransfer permissions.
However, there appears litle immediate
correlation between these two factors
across our user base.

Availability is. ..

Affordability is...

The renewal
process has been...

The terms offered/
number of exclusions
have been...

‘ 2021 . 2020

0%

...easier / better than last year
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Your firms' fees

The increase in revenue will be offset by
a clear and significant rise in the
regulatory fees and Pl insurance
required.

These increased by an estimated 37% and 26% respectively. And
expectations are these will continue to rise, with over 80%
expecting an increase nextyear. Nearly seven out of ten firms
don'texpectto raise fees to cope with this. Responses around why
not were:

“Already increased client fees to
cover cost”

“Hopefully not, unless they want
firms to go under”

“A % charge makes it more
difficult to increase client fees”

In terms of DB transfer requests do any of the following
apply to your firm?

40%
35%
30%
25%
20%
15%
10%

5%

29% yRY 12% 36%

0%
Never advised
or haven't for a

long time

Continue to Given up our
advise permissions
(last two years)

Recently
stopped advising
(last two years)



Client charging
methods

Regular readers of the census will know
we've seen a progressive shiffin client
charging models from the percentage of
assets model towards a combination
view.

However, this looks fo have been reversed
with eight out of ten businesses charging
a percentage of asset fee for clients. The
reality is many are flexing the percentage
of assets model to incorporate flexibility
such as one-off advice charges, applying
minimum or capped fees, and tiered
chargesto reflect a different approach for
different value clients. Platforms do it, so
why shouldn’t you?

For fee business how does your firm charge clients?

84%

% of assets

Combination 34%

32%

0%

Differs by

. 10%
client segment

0% 10% 20% 30% 40% 50% 60% 70% 80% 90%

. 2021 ‘ 2020 ‘ 2019

Do you charge different client segments differently?

A different fee amount applies to different client segments

35%

Ry

A different fee structure applies to different client segments (eg % of assets vs fixed fee)

21% 79%

°-

®-
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Does your fee structure include any of the following?
70%
60%
50%
40%
30%
20%

10%

67% 62% 43% 27% 24%

0%

One-off A minimum Tiered Differing ongoing A minimum
advice charges fee ongoing adviser charges  capped fee
adviser for more or
charges less frequent

client reviews

Client value not client segment

In terms of segmentation, nearly two-
thirds charge the same fee regardless of
client segment, while almost 80% offer
no alternative structure across
segments.

Client value is the most commonly used variable within
segmentation, butis one of, on average, four variables used. So
its clear ifs the client's value, not segment, that's broadly driving
any alternative pricing model.



A Spoﬂlg ht on charges Have any clients challenged your fees or fee structure?

0—% : ]%
Costs and charges disclosure documents were intended to bring

transparency to the charges dients face, and any actions taken by Neither Fees Both Fee structure
you and your firms has been around the investment or platform

charges. Only 11% of respondents say they've reduced adviser

fees for clients, showing you believe any cost pressures should be

pushed onto the investment managers and platforms. Brett With an increased focus on costs and charges documents, did your firm
Davidson has an interesting take on if you should ever negotiate undertake any of the following activities over 2020?

on feesin our illuminate series.

Nearly three-quarters of respondents say
they've not been challenged by clients
about their fees or fee structure. This

shows most clients are happy with what
and how they pay for your services.

No changes
e
Further reoding. N strategy fo reduce charges
Should you ever negotiate fees? with your primary platform
By Brett Davidson Moved platform to access _
cheaper charges for clients

Reduced adviser
fees for clients

0% 5% 10% 15% 20% 25% 30% 35% 40%

Next... chapter three

Your clients
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03

Your clients

Average client numbers per adviser and
average client values grew, reflecting optimism
in last year’s census. This could be a result of a
move to a virtual advice service allowing you to
spend more time with clients and prospects.

This has implications for the future, with three
quarters expecting to see growth in client
numbers again this year



Select a region on the map to see results at regional
level.

03 Scotland

4 . 3 B —

| 03 Noth east

03 Noth

Wev

03 Midlands

0

Northern Ireland excluded due fo an insufficient number of responses

03 Wales

ancguth
wes

Active clients

Average client numbers saw a huge jump from last year, back in line with 2019’s numbers to 161 active clients per adviser.

Average active clients

Averqge scie clents -

In the year ahead, how will the number of
clients your firm actively deals with change?

Will increase

Will drop

03 London

0

03 South

easv

Will remain the same -

Average investable assets

£50,000 - £99,999 .
£100,000 - £249,999 -
£250,000 - £499,999 -

£500,000 - £999,999 -

Over £1m |

All regions
%
38%
35%
15%

1%

This resonates with optimism seen in last year's census, where over 70% of responders expected the number of clients they dealt with to increase. And across 2020, less than a fifth of you rated the number of new client
enquiries and new client acquisition to be below expectations or poor. Most firms saw growth driven by organic means, with only 11% increasing client numbers via a business or client bank purchase. Considering the

average size of most businesses using Nucleus this would be expected.
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How would you rate the following factors for What would you attribute the change in the

How many acfive clients are you personally your firm across 20207? number of active clients advised by your firm?

responsible for?

70%

Number of new client enquiries
2021

60%

50%

2020 40%

30%

New client acquisition

DE
163 50% 35%

20%
10%

6o

0%

Organic No significant Growth via Growth via
growth change business client bank
acquisition purchase
Average values Loqklng at your'cllen’r profl'les - what would you How would you rate the following factors for your firm
estimate as their average investable assets? across 20207
As well as an increase in 50%

The levels of new business received from clients

the average number of
clients, the average
investable client assets
also increased,
particularly across the
£250,000-£500,000

grouping.

Again, only 14% rated the levels of new

business received from clients as below 10%
expectations or poor and three quarters

felt client appetite fo invest was strong.

= &
X § 2
Clearly itwas a tough year for many, so o S B
0

e lessthan ~ £50,000to0 £100,000 fo £250,000t0 £500,000f0 Over £Im
what e accountfor this increased £50,000 £99,999 £249,999  £499,999  £999,999

appefite? ‘ 2021 . 2020 . 2019

40%

30%

20%

I
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More Tlme W”h C"enTS Percentage of advisers spending more than 40 per cent of

their time with prospective clients. ..

As demand for your services continues to grow, moving to a more
digitally based advice business is certainly one way to help increase
capacity.

It also appears to be helping with the amount of time you spend with clients or prospective clients, with those
spending more than 40% of their ime with clients up to 28% this year compared to just 18% in last year's census.
Reducing fravel time and removing some of the distractions of being in an office may have contributed to this.

. 2021 . 2020 ‘ 2019
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Demand vs supply

Increasing your ability to spend time with clients or
prospects means expectations for client growth in the year
ahead are bullish.

Three-quarters of responders expect to see an increase in the number of clients advised by
the firm in 2021, continuing the trend over the past few years.

Demand is certainly there and increased virtual engagement of clients might be the driver to
help increase supply.

In the year ahead, will the number of clients your firm actively deals
with show an increase?

2021

2020

2019

Vulnerable clients

From an already strong position last year, there has been
improvement in the overall consideration of vulnerable
clients this year.

Nearly all firms confinue fo agree they have a clearly defined definifion of vulnerable clients
and have policies and proceduresin place to protect them.

There has been a slightincrease in the levels of staff fraining around what to do if they suspect
a client may be vulnerable, up to 93% from 89% last year. Finally, only 6% of responders
believe their firm deals with no vulnerable clients.

Thinking about any vulnerable clients your business may advise,
how strongly do you agree or disagree with the following
statements?

My business has a clearly defined
definition of what a vulnerable client is
97%

97%

My business has a policy and procedures in
place which help us protect our vulnerable clients
96%

97%

Staff have received training and know what to
do when they suspect a client may be vulnerable
93%

89%

We have no
vulnerable clients

@

‘ 2021 ‘ 2020

Next... chapter four

Your platform usage

For adviser use only

© Nucleus Financial Services Limited 2021

Nucdleus Financial Services Limited is authorised and regulated by the Financial Conduct Authority, is registered in England with company number 05629686 and hasiits registered office at Elder House, St Georges Business
Park, Brooklands Road, Weybridge, Surrey KT13 OTS. Please note that telephone calls may be recorded in order to monitor the quality of our customer service and for training purposes.

18774



19/74

04

Your platform usage

We're seeing evidence of consolidation of
platform use among advisers. When selecting a
platform, advisers are prioritising platform
functionality and integration support.



Does your business plan to partner with any  How frequently does you firm run platform
new platforms in 2021? due diligence reviews?

All regions All regions
Select a region on the map to see results at regional -

Yes 16%  Continually
level.

7%

Every 6 months

Every 8- Tzmonths -

10%

40%

What is the most important factor you Every 12 - 16 months DA

consider when selecting a new platform? Every 18 months

5%
or more

All regions
04 Scotland Platform funcfionality 46%
9 Service 30%
o N
4 Value for money 7%
Platform charges 4%
Financial strength 29
and sustainability
Investment range 1%
04 North
easv
04 North
wev
04 Midlands
Northern Ireland excluded due fo an insufficient number of responses
04 London
04 Wales
04 South 04 South
anc?uth
eas
WES 9 9
CU rrenf se n‘|'| men‘l' The support and usefulness of the platforms | use is...

Generally, the support and usefulness of the platforms you use Good

were rated positively, with around three-quarters rating this as

excellent or good and only 4% below expectations. Nucleus Neutral

users contfinue to use around six platforms on average, with one

primary, two secondary and three legacy platforms. Below 49
expectation 9
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FUTUf@ USCIge How will your platform use change across 2021?

Intention onsoct | D38% Q7
€319% &7
. . . E219% OO%
Despite general satisfaction, o s
there appears to be S Q22
o 9% @24%
consolidation of platform o9, Q%
. NURT @ 10% v LS
usage in the pipeline for o O
secondary or legacy use @12% &7
& 13% @33%
platforms. ey O
The future intention stats show net usage gz:‘f gz::
(number of users set o increase usage minus =25; 032;
e number o sers storeduce usagel o cver | S 0o
fourieen of he lsed plafforms s setfo pamenin | Szt Qe
decrease Also, upwards of o quarierof users rsety Funcsevor | Sz Q6%
of eight of the listed platforms are currently
) . 0% 20% 40% 60% 80% 100% Met usage Currently moving
moving clients off the platform. dients away
. Increase . Stay the same . Reduce from this platform?
p Does your business plan to partner with any new What do you feel are the three most important factors
platforms in 2021? you consider when selecting a new platform?

16% of respondents intend
to partner with a new
platform in the next year.

100%

This means careful consideration of your 80%

regulatory (isitin the best inferests of your
client?) and commercial requirements
(whattraining, procedures or additional
work may be required to maintain
exisfing service levels?) will be needed.
The selection process (vs last year)
remains consistent, with platform
functionality, service and value for money
being the three mostimportant elements.
This year, platform functionality rose to first
place as the mostimportantindividual
element followed by service, then value for

60%

40%

20%

. 5%
1% Ll 2%

0%

Platform Service Platform Value for  Investment  Financial
money. Overall advisers are Iooking for functionality charges money range strength and
: ! sustainability

their platforms to deliver more

functionality, particularly in conjunction . e
with some of the other tools you use in their

business. Also, remote working is likely to

have been a factor in what you expect a

platform to be able to support in terms of

digital onboarding and engagement.

. Most . Second . Third
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How frequently does you firm run platform due What drives a plafform due diligence review? Due process
diligence reviews?

50% 80% And if you're going to

72%

partner with a new
platform, then platform
due diligence reviews will
be critical.

g 70%
60%
52 50%
N~
N
40%
30%
20%
10%
I 0%

40%

30%

41%

Frequency of review varies, but most
(nearly eight out of ten) run this every six fo
18 months. Periodic reviews are the most
common trigger of a review, but
frustration with a current platform and a
change in proposition are both significant
triggers. There was a doubling of those
saying a change in the market situation

20%

13%
14%

s
N
=

10%

7%

o
3=

Im

I o

Continually Every six Every six to Every12to  Every 18 months Periodic review  Frustration with  Change in Regulation Change in market : : i :
months 12 months 18 months or more (six-monthly current provider platform (new entrant, was a driver. With a host of a « uisifions in
review etc) proposition acquisition etc) the marketin the last18 monThs, users

. 2021 . 2020 . 2019 . 2021 . 2020 ‘ 2019 clearly recognise this as a potential

disrupftion to their business.

PIOTfOrm integ rqﬁon How satisfied are you with the integration between the third-

party tools and the platform your firm uses?

An area of focus across adviser businesses is the connectivity between
the software used in your practice. Nearly two-thirds are satisfied with satisfied (@RS

the integration between their platforms and the third party tools used.
Neutral 22%

However, around one in seven users expressed dissafisfaction with this, up slightly compared fo last year. Despite
progress made on many areas including digital signatures, signatureless and straight through processes,
advisers consistently report limited movement or progress regarding integrations. The back office and platform Dissatisfied 15%
relationship is key, for example, to allow quote and apply via a back office system to save double keying, reduce
the risk of errors and freeing up time.

Next... chapter five

Your investment solutions

For adviser use only
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Your investment
solutions

Investment research and returns aren’t what
clients value most in you. The trend towards
outsourcing of investment solutions confinues
among Nucleus users, with future usage of DFM
MPS set to increase strongly.

However, advisory-built models are sfill very popular as some wish fo sfay in
full control of these decisions. ESG usage remains relatively low, but many see
this as a process to be embedded in any investment decision. Additional
costs and a loss of returns for those using ESG solutions will not be tolerated.



Consistent centralised
process

Most Nucleus users run a centralised
investment proposition (CIP), with just over half
running a centralised retirement proposition
(CRP).

Having a centralised approach brings a consistent, repeatable process for
your firm and can help justify why differing strategies may be applied to
different clients. It can also help narrow the choice when selecting a new
platform, with those unable to offer particular types of investment solutions
immediately discarded. Like platform due diligence, ifsimportant fo keep
these under review and it's inferesting to see the most common frequency is
to review continually, done by around two fifths of users. The investment
process is animportant part of an advisory business, so what drives a
review of this?

The two biggest drivers are performance and price both cited by over 80%
of users. Clearly both are important and increasingly visible to clients, so it's
right these are top of your criteria. And, of course, your aimisto provide a
process that will enable dlients fo fulfil their financial goals, so ifs great fo see
firms firmly invested in this as the third biggest driver.

Your investment strategies

Usage of a mix of investment strategies is apparent with
the three most popular solutions (DFM MPS, multi-asset
solutions and own model portfolios) all employed by
around 60% of users.

DFM MPS and multi-asset solutions are clear examples of outsourcing where the adviser
plays no partin any rebalancing process, therefore freeing up time to focus on advice, or for
lighter touch clients. Advisory model portfolios increase risk to the business and of course
require additional checks and balances to be performed, but clearly allow the firm fo fake
control of the investment solution and are a driver for margin.

How often is your CIP reviewed?

Continually JSEeAA

Up to every six months YA

Every six months to a year [ASNA
Every year to two years LN

Longer than every two years O%

0% 5% 10% 15% 20% 25% 30% 35% 40%

Which factors are most important to you when undertaking due diligence
on a CIP?

Performance/ 0
risk adjusted returns 87%

Price ReYINA

Ability to meet client goals FeXeRA

Service JoXNA

Availability across %)

multiple platforms 48%
Links to chose 0

risk profiling tools 33%

0% 10% 20% 30% 40% 50% 60% 70% 80% 90%

The usage of these solutions is varied. 71% of those employing their own model portfolios
say a high proportion of client money is allocated to this solution. Thisis to be expected as
clearly the firm believes in their own investment process and has tailored this to their client
requirements. The reverse is frue with mulfi-asset funds where 86% say a low proportion of
client money is allocated, evidencing an element of blending with other solutions. DFM
MPS shows split usage, with many allocating a low proportion of client money, suggesting
they’re uncomfortable with the DFM being the sole decision maker, or only use them for a
particular cient segment. Others clearly have no issue with this and are comfortable
allocating a high proportion of client money here. Perhaps the more interesting aspectis
the net future use (the percentage who say they'll increase usage of this solution, minus
those that say they'll reduce usage).
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Outsourced model portfolio —
using a DFM (MPS)

Single fund solutions
(multi-asset funds)

Own model portfolios —
on an advisory basis

Product provider funds
(eg PruFund)

Outsourced bespoke
DFM service

Outsourced model portfolio —

from third party provider

(template models: RSM / Square Mile
/ Morningstar etc)

External DFM models
(off platform)

Outsourced model portfolio —
from product provider
(Nucleus / Standard Life /
Quilter / 7IM / AJ Bell etc)

Own model portfolios —
with own discretionary permissions

Own bespoke DFM service

DFM MPS on the up

Usage

61%

61%

56%

\UAULY

47%

37%

o I

29%

4

16%

15%

N%

7%

Current allocation

vioh T
Medium
Low E S

High

Medium

High
Medium
Low PRI

High 0%
Medium [ 4%

ow

High

Medium 0%

ow

o B

Medium 0%

ow

High 0%
Medium 0%

X" 100%

High 0%
Medium 0%

Low QLeFA

i TS

Medium 0%

ow

o

Medium 0%

Usage over the next year

Don‘t/won't
Increase
Same

Decrease 2%

Don‘t/won't
Increase
Same

Decrease 16%

Don‘t/won't
Increase
Same

Decrease 26%

Don‘t/won't

Increase 0%

Same

Decrease 22%

Don‘t/won't
Increase
Same

Decrease 7%

Don't/won't
Increase
Same

Decrease = 3%

Don't/won't

Increase 0%

Same

Decrease 5%

Don't/won't
Increase
Same

Decrease 4%

Don‘t/won't
Increase

Same

Decrease 4%

Don't/won't

Increase 0%

same

Decrease 0%

Net usage

+28%

Net usage

-9%

Net usage

-1%

Net usage

-22%

Net usage

+3%

Net usage

+31%

Net usage

-5%

Net usage

+13%

Net usage

+4%

Net usage

0%

Future usage of DFM MPS is the only solution within the top three to see a net increase, with 30% of users expecting to
increase usage and only 2% set to reduce.

This shows the outsourcing model is set fo continue for many Nucleus users. The reverse is frue for adviser-built model portfolios. Despite high current usage and a high allocation of client money,
over a quarter of users are set to reduce usage. Clearly many have assessed the opportunity costs of the time spent building, executing and maintaining their own portfolios.
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OUTSOUfCing If you outsource the investment decision, what If you use outsourced DFM model portfolios, what
i i are the main reasons for doing this? factors do your firm consider when selecting?
investment solutions

R
=
| Oo

100% 100%

Investment research and returns

80%

aren’t what clients value most in you. 80%

79%

72%
69%

Ifs about making sense of it all through the planning,
coaching and communication you provide. That's why
almost three-quarters of Nucleus users opt fo outsource the
investment decision. As coaching becomes more prevalent 20%
and advisers are spending more time with clients, its easy

to see why. Investment managers provide the sufficient

expertise to remove the research from the adviser. This 20%
creates additional time, cost and resource savings, and

allows the adviser to focus on what they do best: advise

%
%

60% 60%

54%
52%
63
63%
%
%
64
53%
64%
56%
60%

46
46

40%

34%
34%

20%

0% 0%

dienTS. A'SO, When OUTSOUI’Cing '[O a DFN\, price rema ins the Investment Time and Diversification Risk Cost Cost DFM investment Platform Past

. . . expertise resource of investment  management efficiency process availability performance
largest driver, suggesting excessive DFM charges may be saving approach
under pressure. Q2 @r» @v Q2 @rno @20

Environmental, social and governance investing (ESG)

ESG continued to create headlines across 2020 and beyond. There's clearly appetite for this, as less than one in 20
responses believed none of their clients wanted to make a positive impact via their investment.

However, only around one in ten believe more than half of their clients wish to do so, suggesting this is sfill reasonably immature. Articulation of the values clients would like reflected in their
investments has split users almost entirely down the middle. However, it would appear more about the environment (so what do the companies do rather than how they do if). From an investment
perspective this approach can be easier fo run and research with industry classifications such as arms, fossil fuels etc widely available. The “how do firms operate” approach might cover a
mulfitude of facfors (environmental impact, social and human rights efc) which are less binary. Maturity in the market may bring solufions that help with some client's arficulation of what ESG values
they would like reflected in their investments.

What % of your clients want to make a positive Do clients typically understand what values they Typically, what broad areas of ESG are most
environmental and social impact via their would like reflected in their investments? important fo your clients?
investment?
80% Environmental
(o)
60% Social
40%
Governance
20% 16%
Other
10% 9
. . == I
0% None Up to Between Between Above . = . @ . Uil

25% 25% and 50% 50% and 75% 75%

26/74



What level of return would your typical client be willing to sacrifice to

reflect their values? Embedded, not expensive
There’s an over-arching feeling clients may expect
to give up a little bit of their returns to
Upto . accommodate their values, but many still clearly
0.5% pa believe ESG should be an embedded part of the
o investment process, therefore have no impact on
p1o 0
2.0% pa ' 3% returns.

Next... chapter six

Your third-party usage

For adviser use only
© Nucleus Financial Services Limited 2021
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Mergers and acquisitions continued atf a strong
rate in the past 18 months with fund houses,
platforms and other third-party tool providers

swallowing up or partnering with notable
providers.

Interms of infegration, this could be a good thing for users, but what of those
advisers wishing to use a fully independent approach for integrated tools?

The tables show where Nucleus users state they use specific planning
tools in their business. This is not an indication of the offerings from
eachtool / company.



Used

Year on for risk
User rank Provider year usage profiling
O = 0 @
QO v @ @
® - O O
O - O O
O ~ 0 O

Risk profiling

As you may expect, only one risk profiling fool is used on
average, yet there is no dominant risk profiling tool within the
Nucleus user base. Safisfaction around the integration
between risk profiling and the other tools used in your practice
appearsto have dropped slightly this year. Only 40% are
satisfied with the integration compared to 54% last year, while
this saw the highest level of dissatisfaction among users (27%,
nearly double last year). We know risk profiling is more
indicative than prescriptive when agreeing a dlients
investment solution and is more complex than simply
matching fo a risk score. This feels like an area where more
could be doneto help align and visualise client goals and
solutions.

How satisfied are you with the integration
between the risk profiling tools your firm
uses?

© D
© &b
®

Used for Used for
cashflow platform
modelling comparison

v I X
X
X
X
&-

00O

User rank

Used
for back
office

Provider

Dynarnic

Planner

FiInametrica

Morningstar

Evalue

Defagto
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Used
for client

portal

DOOL

Iress

Year on
year usage

Q00O
OO0V
QOO0
ORI R
VOO

Used
for fund
research

Fund research

Nucleus users rely on an average of two fund research fools.
Many of the fund research tools used also provide a risk
profiling tool, which is sensible. FE remain the most widely used
option by far and were the only tool within the fop five to see an
increase in usage. FE's acquisition of CashCalc is promoted as
cashflow being a natural extension of the fund selection
process, which is clearly essential. Integrations should allow
easier analysis and visualisation of how likely a portfolio is fo
deliver for a clients’ long-term goals. O&M's purchase by Iress
means, at company level, they cover all of the main third-party
tools employed by Nucleus users.

Used for Used for Used Used
cashflow platform for back for client
modelling comparison office

DO



Used for Used for
Year on Used for platform cashflow
User rank Provider year usage client portal comparison modelling
O - O O O O-
0 ~» O © O O
O o QO @ O O

Platform comparison

Platform comparison is done with on average two tools.
Defagto is the most commonly used tool, but the Lang Cat (with
their platform directory) are only a whisker behind. Platform
comparison tools are the ones we might expect to have the User rank
lowest levels of integrafion and thafs reflected in the
satisfaction scores, where most responders were neutral about
this. That's not to say it's not possible — Defagto, Selectapension
and O&M are all providers of other tools for Nucleus users.
Therefore the process of getting these tools to talk to one other
should be increasingly easy.

How satisfied are you with the integration
between the platform comparison tools your
firm uses?

© €D
© G
SN 17%

Q00

Used
for fund
research

Provider

Defagto

The Lang Cat

Selectapension 0

Oo&M
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O&Mm Oo&M

Iress

< ORI X
0OV O

Back office / CRM

Again, most firms using Nucleus rely on one CRM system and
Intelliflo’s solution is by far the most widely used. Like fund
research and risk profiling, the back office provider and client
portal offers an obvious fie up (proven by client portal usage
shown later). Infegration satisfaction is in line with last year
(53% are satisfied). This shows there is sfill plenty more that can
be done to automate as many of these processes as possible.
Ofthe three most widely used solutions, only O&M (owned by
Iress) has a company-wide coverage of all fools.

How satisfied are you with the integration
between the CRM tool your firm uses?

© G
ON 28%
(BN 19%

Used Used for Used Used
for back cashflow for fund for risk
office modelling research profiling

Iress Iress

CO0QO
OO0



Cashflow modelling

Again, most users stick with one cashflow modelling tool, with
CashCalc and Voyantleading the way in the usage stats. Both
providers have recently changed hands, with CashCalc

Used Used for Used Used ) )
Year on Used for for back platform for fund for risk bought by FE and Voyant bought by US tech solutions provider
User rank Provider year usage client portal office comparison research profiling AssetMark Financial. A combined cashflow tool linked with

other software can provide a more holistic view of a client's
portfolio, alignment with goals, income planning and
reporting. The use of Timeline (Finalytiq) has sfarfed fo increase
among Nucleus users, whose app is designed to visualise a
clients sustainable withdrawal strategy across retirement.

FE

0 CashCalc 0 Q Q
o Voyant 0 Q Q
e Selectapension 0 Q Q

How satisfied are you with the integration
between the cashflow modelling tool your
firm uses?

© G
© &b
© D

0V
DO
X I I

Client portal

Used Used for Used for Used Used
Year on for back platfarm cashflow for fund for risk
Finally, and expectedly, only one client portal is used on User rank Provider yearusage office comparison modelling research profiing

average, with Nucleus Go leading the way, closely followed by
Intelliflo. There has been anincrease in safisfaction of
integrations between client portals and other tools, up to 60%,
potentially driven by increased usage during lockdown.

MNucleus Go

0 0 O O
O 00 O
0 0 Q0 O
O Qv Qo Do

Intelliflo

How satisfied are you with the integration
between the client portal your firm uses?

© D
(ON 30%
® @ 10%

Moneyinfo

Iress

©O000C
QOO O
0000

What drives a review?

As regular census readers will know, there’s limited change seen year-on-year with the third-party tool usage. Clearly if a firm is to rip out and replace an

existing solution, this would cause upheaval in retraining staff, business efficiency and consistency. And often, the benefits may not be immediately
forthcoming.

So with such disruption likely, it's clear this is an event driven process where a desire for a better solution, poor service and a perceived lack of value all contribute to a change of plans. This obviously isn't a decision taken lightly, but with litlle progress
made with the connectivity of tools, something eventually has fo give. This is one area in the market where challenger brands or collaborations may enter and cause significant disruption.
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What drives a review of the third-party tools you use?

80% . 2021 . 2020 . 2019

70%
60%
50% 32
™
40 3|
? <
30%
20%
10% X X 8?01
0 o O —
¢ Desire Service Cost Connectivity Frustration Periodic Change in Regulatory New entrant
for better with platform/  with current reviews ownership requirement info the
functionality other tools provider market

Next... chapter seven
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Your future

Many business owners are closer to and
therefore making plans for their business
succession. In line with previous years, a sale to
a likeminded advisory business is the preferred
plan. Scaling your business is your biggest
concern but also your greatest opportunity.
There’s also inferest in additional services and
processes that can help further strengthen your
client relationships.



Select a region on the map to see results at regional
level.

07 Scotland

L

07 North

easv

—

.

07 North

Wev

07 Midlands

2 O

Northern Ireland excluded due fo an insufficient number of responses

07 Wales

anc?uth
wes

Do you have a succession plan in place?

All regions

Who are you likely to sell your business to?
All regions
tErnglrggﬁ ownership - 149

Management buy out . 10%
Large consolidator l 8%
Not inferested

in selling 8%

Unsure I 5o

Family member 0%

Product provider 0%

07 London

0

07 South

easo
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Would you consider selling your business in
the next...

All regions
12 months if the right 149
offer came along
1- 3 years 18%
3 - 5years 16%
5 years+ 27%
Iwouldn't consider
selling my business 25
In terms of the future direction of your
business...

All regions

Behavioural finance has
or will play a larger role
in helping understand
our clients

80%

Coaching clients has or
will become a huge
part of what we do

88%

Applying the principles
of financial wellbeing
is hugely important to
our business

a2

Geography is no longer
a consideration. We can
and will service clients
from all over the UK

83%



Future business direction

Making sense of the whole financial planning process and trust are
both key foundations upon which the success of your business is
built. Nucleus users explore and often embrace new practices to
enable them to continually enhance the service they provide to
clients.

Advisers and planners are experts at bringing money to life through financial planning and coaching and its
greatto see the Nucleus audience embrace this with almost nine out of ten users agreeing coaching has or
will become a huge part of their process.

Behavioural finance could be a key differentiator in helping understand the unconscious biases you and your
clients may hold and how these can be builtinto your planning process to uncover what clients really think.
Again, a huge proportion of Nucleus users (80%) believe this will play a larger role in helping understand
their clients. Further details about this can be found in Nucleus’ whitepaper The role of behaviour in financial
planning, written in partnership with Neil Bage and Dr. Ariel Cecchi of behavioural insights firm Be-1Q.

And of course, with everything we've been through, financial wellbeing and feeling in control of your financial
future could be one less worry for us all. Over nine out of ten responders agree this is hugely important fo their
business and can continue to enhance the trusted relationship between planner and dlient.

In business terms what is your main concern or challenge over the
next year?

BUSI R — 6%
usiness growth
/efficiency
Y 9%
I, 15%
Regulation | I 19
[, 17

Succession —12%
p|0nning _ 7%

30%

11%

. _ N%
Business
- [)
siructure _3/04"/

0% 5% 10% 15% 20% 25% 30%

. 2021 . 2020 . 2019
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In terms of the future direction of your business, how
strongly do you agree with the following statements?

Behavioural finance has or will play a larger
role in helping understand our clients

Coaching clients has or will become
a huge part of what we do

Applying the principles of financial wellbeing
is hugely important to our business

. Agree ‘ Disagree

Concern and challenge

Your biggest concern is around how to scale your
business efficiently. There are multiple reasons why
scaling your business can be difficult — acquisition
and recruitment can be tough and time consuming.

To scale, this will likely involve a structural change of your business which can be met
with resistance. Perhaps the more digital way of operating has opened doors to
new opportunities as this is less of a concern than in lastyear's census, but clearly
there's no silver bullet. As always, regulation is highlighted, either from the existing
state or through upcoming change. As we'll see below, succession planning is
creeping into sight for many business owners.


https://www.nucleusfinancial.com/support/publications

Opportunity

What do see as the main opportunity over the next year?

50%

The need for your services remains high on the list of opportunities 4o
and this feels right. Coupled up is the need to build and improve your

. .. 30%
business (not too much of a leap to suggest this is to help meet
increased demand). 20%
So as big a challenge as building and scaling your business is, its undoubtedly a massive opportunity too. 10%
Another factor to help here would be increased automation in your business, which is seen as your third
biggest opportunity. Again, the new way of working enforced as part of lockdown may have driven many to 0%

explore more of these opportunities. Anything that makes the advice process less manual would increase

efficiency, reduce errors and create space. The challenge is finding the fime to complete this.

Age catches up with us all

Do you have a succession plan in place?

2021

2020

2019

’Yes .No

The average age of responder fo our census increased this year
to 49. So despite many still being a long way from retirement, it's
clear thoughts about succession have started to creep up many to
dolists. In terms of succession plans, there’s been a huge upliftin
business owners having a planin place, up from 40% lastyear fo
65%. And of those that don't, 41% have a plan in progress while
around halffeel it's too soon.

When to sell?

Would you consider selling your business in the
next...

o

50%

40%
3
=
30% ~
o~ a2
[¥s)
~
20% Q
o
R
=
R
o
10% R e
™~ O
N
o~

0%

47%

30%
33%

28%
27%

18%
16%

14%

12 months if One to three Three to Five years + I wouldn't
the right offer years five years consider selling
camein my business

‘ 2021 . 2020 . 2019

This therefore has an impact on when business owners may
consider selling their business with more opento a sale in the
medium term and fewer stafing they have long ferm plans fo
remain. Lastyear, less than 10% were considering selling within
the next three years. This has rocketed to nearly a third. Despite
just over half (52%) saying itll be at least five years or they have no
plans to sell their business, this is down from over 60% lastyear
and 74% inthe 2019 census.
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45%
39%
33% 3929,

The need for financial
planning services

‘ 2021 . 2020 . 2019

0% 0%

Increasing automation
in your business

Building and/or
improving the business

Sell to whom?

Who are you likely to sell your business to?

Other I N 5
acvica frr, N |
o

Large I 5%
consolidator I 12%

Product o%
) 0%
provider 0%

Management _w 10%
b t >
WV OUl O 13%

Employee I 14%
ownership N 18°%
trust (EOT) NN 16°%
Other, I 12%
onsure NN 12%
I

0% 10% 20% 30% 40% 50% 60%

.2021 .2020 .2019

The trend of seeking a likeminded advice firm to sell fo continues,
with over half of business owners seeking this route. Its a sensible
approach and one that could see the least disruption for staff and
clients if successful. Nucleus has a job to do here to help connect
firms looking to sell with those looking to acquire. This would be a
win-win for all parties. There remains little to no appetite to sell to
a large consolidator or product provider. Despite the eyewatering
deals on offer from some consolidators, many must live by the old
adage ‘ifit seems too good to be true, it probably is’. And the
terms required to achieve the full valuation figure may be seen as
a conflict of interest, which should be disclosed and managed.



Confidence in the future

Despite the challenges seen since March 2020, nearly all Nucleus users remain confident in the future of their business. And it's
easy to see why. For over half of firms to have emerged from a pandemic with an increase in revenue, an increase in active
customer numbers and plans to continually improve the client experience, the future must be bright.

The future of financial planning

Our latest white paper, the future of financial advice,

prepared in partnership with Phil Billingham, director, 4
: : : : The future
Perceptive Planning, explores the wider debate around . _ offinancial

ks ¢ "
financial planning and where this is heading. It also The funre ' planning
of nnancial ;

offers ideas for forward-looking practices to be fit for the :
IIUrENANANAISCUSSEs the challengeSHnaNie aheach

Next... find out more

Getting in touch with us

For adviser use only

© Nucleus Financial Services Limited 2021

Nucdleus Financial Services Limited is authorised and regulated by the Financial Conduct Authority, is registered in England with company number 05629686 and hasiits registered office at Elder House, St Georges Business
Park, Brooklands Road, Weybridge, Surrey KT13 OTS. Please note that telephone calls may be recorded in order to monitor the quality of our customer service and for training purposes.

371774


https://publications.nucleusfinancial.com/future-of-financial-planning-g/welcome/

Getting in touch...

Nucleus is an award-winning, adviser-built wrap platform. Since launch we‘ve established ourselves as a major force for
change in the market. We're a thriving community of over 850 adviser businesses who currently manage £18.9bn of assets

(as at 30 June 2021).

Request-a-meeting
Request a meeting with us

Our regional
business
development
directors

Darren Lowry Chris Macdonald John Daly
Head of sales Scotland, north London and east of Northern Ireland
darren.lowry@nucleusfinancial.com England john.daly@nudleusfinancial.com
07803171958 chris macdonald@nucleusfinancial.com 07714900703
07595820112

Russell Dowd Alan Jordan Martin Clement Alex Pemble
North England South west and Wales South England South east and south London
russell.dowd@nucleusfinancial.com alanjordan@nucleusfinancial.com martin.clement@nucleusfinancial.com alex.pemble@nucleusfinancial.com
07739 340473 07715090 223 07739 339 908 07568129 310
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Request-a-meeting

XX

Unable to load form.

impact of lockdown

East

01 East

Our firm ran online client meetings prior to lockdown How would you rate the overall impact of lockdown

on your business financially?

East All regions
East All regions

We've been
We were broadly
60% 34%
- unaffected -
QOur business
31%
. improved -

Most clients will return to full face-to-face advice s
post-lockdown
East All regions
40% - Agree - 63% If Covid-19 was eradicated tomorrow, how would you
split your time between remote working and being in
East All regions
More remote
Lz . than office . 1%
17% . Mix of both - 27%
66% More office 549,
than remote

BEEEY poct of lockdown
London
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01 London

Our firm ran online client meetings prior to lockdown

London All regions

Most clients will return to full face-to-face advice
post-lockdown

London All regions

BIEE ooct of lockdown
Midlands

01 Midlands

Our firm ran online client meetings prior to lockdown

Midlands

Most clients will return to full face-to-face advice
post-lockdown

Midlands All regions
P - Disogree -

All regions

63%

37%

How would you rate the overall impact of lockdown
on your business financially?

London All regions

We've been
We were broadly
37% 34%
- unaffected -
improved

If Covid-19 was eradicated tomorrow, how would you
split your time between remote working and being in

the office?

London All regions

More remote
22% 19%
. than office .
56% More office 549,
than remote

How would you rate the overall impact of lockdown
on your business financially?

All regions
We've been
- e bes - 35%

We were broadly
57% 34%
- unaffected -
improved

Midlands

If Covid-19 was eradicated tomorrow, how would you
split your time between remote working and being in

the office?
Midlands All regions
More remote
=t . than office . iz

46% More office 549,
than remote

41774



BEEEE ot of lockdown
North east

01 North east

Our firm ran online client meetings prior to lockdown

North East All regions

33% Agree

Most clients will return to full face-to-face advice
post-lockdown

North East All regions
20% . Disagree - 37%

BIEREERY - ot of lockdown

North west

01 North west

Our firm ran online client meetings prior to lockdown

North West All regions

40% Agree

Most clients will return to full face-to-face advice
post-lockdown

North West All regions

How would you rate the overall impact of lockdown
on your business financially?

North East All regions
We've been
We were broadly
16% 34%
. unaffected -
improved

If Covid-19 was eradicated tomorrow, how would you
split your time between remote working and being in

the office?
North East All regions
More remote
R . than office . iz

15% . Mix of both

More office
than remote

54%

How would you rate the overall impact of lockdown
on your business financially?

North West All regions
We've been
We were broadly
50% 34%
- unaffected -
0% O|:|r business - 219
improved

If Covid-19 was eradicated tomorrow, how would you
split your time between remote working and being in

the office?

North West All regions

. B o B

33% - Mix of both - 27%
than remote

42774



B pact of lockdown
Scotland

01 Scotland
Our firm ran online client meetings prior to lockdown

All regions

Scotland

20% . Agree

Most clients will return to full face-to-face advice
post-lockdown

Scotland All regions

BEREN ot of lockdown
South east

01 South east

Our firm ran online client meetings prior to lockdown

All regions

South East

17% . Agree

Most clients will return to full face-to-face advice
post-lockdown

South East All regions
33% - Disagree - 37%

How would you rate the overall impact of lockdown
on your business financially?

Scotland All regions
We've been

We were broadly
il - unaffected - i

Qur business
improved

If Covid-19 was eradicated tomorrow, how would you
split your time between remote working and being in

the office?

Scotland All regions
More remote
15% 19%
l than office .
31% More office 549,
than remote

How would you rate the overall impact of lockdown
on your business financially?

South East All regions
We've been

We were broadly
57% 34%
- unaffected -

35%

Qur business 31%

0%
improved

If Covid-19 was eradicated tomorrow, how would you
split your time between remote working and being in

the office?

All regions

South East
More remote

29%
- than office
28% - Mix of both

More office
than remote
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BEX 1 pact of lockdown
South

01 South

Our firm ran online client meetings prior to lockdown

All regions

South

Agree

Most clients will return to full face-to-face advice
post-lockdown

All regions

0% Disagree -

South

100% Agree

37%

ORI (o

Wales and south west

01 Wales and south west

Our firm ran online client meetings prior to lockdown

All regions

Wales and South West

Agree

Most clients will return to full face-to-face advice
post-lockdown

Wales and South West All regions
37% - Disagree - 37%

How would you rate the overall impact of lockdown
on your business financially?

South All regions
We've been

We were broadly
e - unaffected - ik

Qur business
improved

If Covid-19 was eradicated tomorrow, how would you
split your time between remote working and being in

the office?

South All regions
worerenoe - [
23% Mix of both - 27%
629 More office - 549,

than remote

How would you rate the overall impact of lockdown
on your business financially?

Wales and South West All regions
We've been

We were broadly
23% 34%
. unaffected -

Qur business
improved

If Covid-19 was eradicated tomorrow, how would you
split your time between remote working and being in

the office?

Wales and South West All regions
] oo B
22% . Mix of both - 27%

than remote

44774



BES business

East

Assets under management

East

0%

0%

17% . £20m - £49.9m

Up to £10m

£10m - £19.9m

17% . £50m - £99.9m .
0% £100m - £199.9m .
33% - £200m - £499.9m .

Number of employees

East

0%

0%

0%

02 London @ USlneSS

London

Above £500m

1-4

10-19

20 -49

50-99

100+

All regions
2%
6%
14%
22%
25%
18%

13%

All regions
34%
24%
23%
n%
6%

2%

45/ 74

Turnover

East All regions
0% Less than £100,000 | 2%
20% . £100,000 - £299,999 . 16%
0% £300,000 - £499,999 I n%
20% . £500,000 - £749,999 14%

0% £750,000 - £999,999 99,

Will this be an increase, decrease, or roughly the
same turnover as last year?

East All regions

0% Decreased I -10%



02 London

Assets under management
London
0% Up to £10m
0% £10m - £19.9m
n% I £20m - £49.9m

0% £50m - £99.9m .
33% - £200m - £499.9m .

0%

Number of employees

London
22%
22%
45%

1%

0%

0%

02 Midlands US|neSS

Midlands

Above £500m

1-4

10-19

20 -49

50-99

100+

All regions
2%
6%
14%
22%
25%
18%

13%

All regions
34%
24%
23%
n%
6%

2%

46 /74

Turnover

London

0%

0%

0%

0%

100%

All regions
Less than £100,000 | 2%
£100,000 - £299,999 l 16%
£300,000 - £499,999 I %
£500,000 - £749,999 . 14%
£750,000 - £999,999 I 9%
More than £1m - 48%

Will this be an increase, decrease, or roughly the
same turnover as last year?

London

67%

0%

33%

All regions
Increased - 51%
Decreased I -10%
Stayed the same - 39%



02 Midlands

Assets under management

Midlands

0%

28%

27%

18%

18%

0%

9%

Number of employees

Midlands
42%
25%
25%
0%

8%

0%

02 North east S|ness

North east

Up to £10m

£10m - £19.9m

£20m - £49.9m

£50m - £99.9m

£100m - £199.9m

£200m - £499.9m

Above £500m

10-19

20-49

50-99

100+

All regions
2%
6%
14%
22%
25%
18%

13%

All regions
34%
24%
23%
%
6%

2%

47174

Turnover

Midlands All regions

0% Less than £100,000 2%

39% £100,000 - £299,999 16%

23% £300,000 - £499,999 1%

0% £500,000 - £749,999 14%

15% £750,000 - £999,999 9%

23% More than £1m 48%

Will this be an increase, decrease, or roughly the
same turnover as last year?

Midlands All regions
36% - Increased - 51%
-9% Decreased I -10%
55% - Stayed the sume - 39%



02 North east

Assets under management Turnover
North East All regions North East All regions
6% I Up to £10m 2% 0% Less than £100,000 | 2%

6% 13%

|
0% £10m - £19.9m I . £100,000 - £299,999 . 16%
6% I £20m - £49.9m l 14% 19% - £300,000 - £499,999 I N%
38% - £50m - £99.9m . 22% 31% - £500,000 - £749,999 . 14%
19% . £100m - £199.9m . 25% 6% IETS0,000 - £999,999I

25% . £200m - £499.9m . 18% 31% - More than £1m - 48%
6% I Above £500m I 13%

9%

Will this be an increase, decrease, or roughly the
same turnover as last year?

Number of employees
North East All regions

North East All regions

-19% . Decreased I -10%
50% - Stayed the same - 39%
15% . 10-19 . 23%
5% I 20 -49 I 1%
0% 50 -99 I 6%
5% l 100+ I 2%

02 North west S|neSS

North west
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02 North west

Assets under management Turnover
North West All regions North West All regions
0% Up fo £10m | 29, 0% Less than £100,000 | 29,
0% £10m - £19.9m I 6% 0% £100,000 - £299,999 . 16%
0% £20m - £49.9m l 14% 0% £300,000 4499,999. %
7% . £50m - £99.9m . 22% 50% -2500,000-£749,999l 14%
33% - £100m - £199.9m . 25% 0% 2750,000-2999,999I 9%
17% . Above £500m I 13%
Will this be an increase, decrease, or roughly the
same turnover as last year?
Number of employees
North West All regions
North West All regions
0% Decreased I -10%
20% . 5-9 . 24%
50% - Stayed the same - 39%
0% 20 -49 I Nn%
O [ET o«
0% 100+ | 2%

02 Scotland ) US|neSS

Scotland
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02 Scotland

Assets under management Turnover
Scotland All regions Scotland All regions
8% I Up to £10m 2% 8% I Less than £100,000 I 2%

0% £10m - £19.9m

I 6% 9% I £100,000 - £299,999 . 16%
8% I £20m - £49.9m l 14% 0% £300,000 - £499,999 I n%

0% £50m - £99.9m . 22% 0% £500,000 - £749,999

25% . £100m - £199.9m . 25% 0% £750,000 - £999,999I
25% . £200m - £499.9m . 18% 33_ More than £1m - 48%

349, - Above £500m I 13%

14%

Will this be an increase, decrease, or roughly the

same turnover as last year?
Number of employees

Scotland All regions
Scotland All regions

_ IncrEGSEd - 5]%

0% Decreased I -10%
9% I 5-9 . 24%

10% I Stayed the same - 39%
28% - 10-19 . 23%
27% - 20 -49 I n%
18% . 50-99 I 6%
0% 100+ | 2%

02 South east S|neSS

South east
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02 South east

Assets under manage

South East
0%

0%

29% - £20m - £49.9m

ment

Up to £10m

£10m - £19.9m

29% - £50m - £99.9m .
0% £100m - £199.9m .
14% l £200m - £499.9m .

Number of employees

South East
~
7% .

0%

16%

0%

business
South

Above £500m

1-4

10-19

20 -49

50-99

100+

All regions
2%
6%
14%
22%
25%
18%

13%

All regions
34%
24%
23%
n%
6%

2%

51774

Turnover
South East All regions
0% Less than £100,000 | 2%

33% - £100,000 - £299,999 . 16%
17% . £300,000 - £499,999 I n%
17% . £500,000 - £749,999 . 14%

0% £750,000 - £999,999 9%,

33% - Nbre lhan E]m - 48%

Will this be an increase, decrease, or roughly the
same turnover as last year?

South East All regions

0% Decreased I -10%



02 South

Assets under management Turnover
South All regions South All regions
0% Up fo £10m | 29, 0% Less than £100,000 | 29
0% £10m - £19.9m I 6% 8% I £100,000 - £299,999 . 16%
23% . £20m - £49.9m l 14% 9% Iasoo,ooo 4499,999. %
23% . £50m - £99.9m . 22% 8% IESO0,000 - £749,999 I 14%
38% - £100m - £199.9m . 25% 25% .2750,000 4999,999' 9%
8% l £200m - £499.9m . 18% 50% - More than £Im - 48%
8% I Above £500m I 13%
Will this be an increase, decrease, or roughly the
same turnover as last year?
Number of employees
South All regions
South All regions
“« - W=
-16% Decreased I -10%
« W - B -
17% . Stayed the same - 39%
17% . 10-19 . 23%
8% I 20 -49 I Nn%
0% 50 -99 I 6%
8% I 100+ | 2%

02 Wales and south west S

Wales and south west

52774



02 Wales and south west

Assets under management Turnover
Wales and South West All regions Wales and South West All regions
0% Up fo £10m | 2% 1% I Less than £100,000 | 2%
1% I £10m - £19.9m I 6% n% I £100,000 - £299,999 . 16%
% I £20m - £49.9m l 14% n% Iasoo,ooo-£499,999l %
45% - £50m - £99.9m . 22% n% Issoo,ooo-£749,99ol 14%
33% - £100m - £199.9m . 25% 22% z7so,cm-£999,999| 9%
0% £200m - £499.9m . 18% 34% - More than £1m - 48%
0% Above £500m I 13%
Will this be an increase, decrease, or roughly the
same turnover as last year?
Number of employees
Wales and South West All regions
Wales and South West All regions
N N
-24% .Decreosedl -10%
« - B -
13% I Stayed the same - 39%
25% . 10-19 . 23%
0% 20 -49 I Nn%
0% 50 -99 I 6%
0% 100+ ] 2%
BER clients
East
Average active clients Average investible assets
East All regions East All regions
Average
38%

% £250,000 - £499,999 - 35%

0% £500,000 - £999,999 . 15%

1

0

In the year ahead, how will the number of clients your
firm actively deals with change?

. 0% Over £lm 1%
East All regions |

20% . Will remain . 20%
the same

0% Will drop 5%
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03 London WIISYRNIS

London

03 London

Average active clients Average investible assets
London All regions London All regions
Average
122 - adiive ciionfs - 161 0% £50,000 - £99,999 I n%
17% . £100,000 - £249,999 - 38%

33%

-’2250,000 - £499,999- 35%
In the year ahead, how will the number of clients your

. . . 50% -£500,000 - £999,999 l 15%
firm actively deals with change?

. 0% Over £Im 1%
London All regions |
0% Will remain . 20%
the same
3% - Will drop I 5%
03 Midlands |jTSYRNES
Midlands
03 Midlands
Average active clients Average investible assets
Midlands All regions Midlands All regions
Average
139 - adiive cionfs - 161 31% - £50,000 - £99,999 I n%
23% . £100,000 - £249,999 - 38%

38% - £250,000 - £499,999 - 35%

In the year ahead, how will the number of clients your I l
. . . 8% £500,000 - £999,999 15%
firm actively deals with change?

. . 0% Over £Im 1%
Midlands All regions |

239, - Will remain . 20%
the same

0% Will drop 5%
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03 ot cast JISIONS

North east

03 Noth east

Average active clients Average investible assets
North East All regions North East All regions
Average
57% - £100,000 - £249,999 - 38%

22% .’2250,000 - £499,999 - 35%
In the year ahead, how will the number of clients your I l
) ) ) 7% £500,000 - £999,999 15%
firm actively deals with change?
. 7% Over £lm 1%
North East All regions I |
the same
0% Will drop I 5%
[
North west
Average active clients Average investible assets
North West All regions North West All regions
Average
102 . adiive clients - 161 0% £50,000 - £99,999 I N%
50% - £100,000 - £249,999 - 38%
33% -’:'-_‘250,000 - £499,999 - 35%
In the year ahead, how will the number of clients your . l
] ) ) 7% £500,000 - £999,999 15%
firm actively deals with change?
. 0% Over £1lm 1%
North West All regions
7% . Will remain . 20%
the same
33% - Will drop I 5%
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B ients

Scotland

03 Scotland

Average active clients Average investible assets
Scotland All regions Scotland All regions
Average
136 - adiive ciionts - 161 8% I £50,000 - £99,999 I %
7% . £100,000 - £249,999 - 38%

42% - £250,000 - £499,999 - 35%

In the year ahead, how will the number of clients your - l
) ) ) 33% £500,000 - £999,999 15%
firm actively deals with change?
. 0% Over £lm 1%
Scotland All regions
99, I Will remain . 20%
the same
8% I Will drop I 5%
5o R
South east
Average active clients Average investible assets
South East All regions South East All regions
Average
29% - £100,000 - £249,999 - 38%

571% - £250,000 - £499,999 - 35%

In the year ahead, how will the number of clients your l
0% £500,000 - £999,999 15%

firm actively deals with change?

Over £1m
South East All regions e | &

7% . Will remain . 20%
the same

0% Will drop 5%
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clients

South

03 South

Average active clients

South All regions

Average

In the year ahead, how will the number of clients your
firm actively deals with change?

South All regions

0% Will remain . 20%
the same

7% I Will drop 5%

03 Wales and south west

Wales and south west

03 Wales and south west

Average active clients

Wales and South West All regions

Average

In the year ahead, how will the number of clients your
firm actively deals with change?

Wales and South West All regions

209, . Will remain . 20%
the same
0% Will drop I 5%

5717174

Average investible assets

South

0%

58%

25%

17%

0%

£50,000 - £99,999 I

- £100,000 - £249,999 -

. £250,000 - £499,999 -
.’2500,000 - £999,999 l

Over £Im

Average investible assets

Scotland

1%

22%

56%

%

0%

I £50,000 - £99,999 I
. £100,000 - £249,999 -
- £250,000 - £499,999 -

I’ESU0,000 - £999,999 l

QOver £Im |

All regions
N%
38%
35%
15%

1%

All regions
n%
38%
35%
15%

1%



B8 platform
East

Does your business plan to partner with any new How frequently does you firm run platform due
platforms in 2021? diligence reviews?
East All regions East All regions
259 . Yes . 16% 0% Continually I 7%
i 6 months I %
S N
6 -
What is the most important factor you consider when - Every - -~
selecting a new platform? 12 - 18 months
_ 259, . Every 18 months I 59,
East All regions or more
75% Platiorm 46%
functionality
« MW~ W -
0% Value for money I 7%
0% Platform charges I 4%
0% Financial strength | o9,
and sustainability
0% Investment range | 1%

B ciform

London

58774



04 London

Does your business plan to partner with any new How frequently does you firm run platform due
platforms in 2021? diligence reviews?
London All regions London All regions
Every
6 months I L
40%
What is the most important factor you consider when Every -
, 38%
selecting a new platform? 12 -18 months
Every 18 months I
: 0% 5%
London All regions or more
7% Platiorm 46%
functionality
s M-~ -
0% Value for money I 7%
33% - Plafform charges I 4%
0% Financial strength o9,
and sustainability
17% . Investment range | 1%
e
North east
Does your business plan to partner with any new How frequently does you firm run platform due
platforms in 2021? diligence reviews?
North East All regions North East All regions

7%

14% l Yes . 16% 8% I Confinually I
Every
23%
. 6 months I
31% 40%
6- 12 rnonihs

10%

What is the most important factor you consider when - - Every -
selecting a new platform? 12 -18 months
Every 18 months
. 7% 5%
North East All regions I or more
functionality
» B~ H -
20% . Value for money I 7%
0% Plafform charges I 4%
0% Financial strength o9,
and sustainability
0% Investment range | 1%
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- S

North west

04 North west

Does your business plan fo partner with any new How frequently does you firm run platform due
platforms in 2021? diligence reviews?
North West All regions North West All regions
0% Yes . 16% 17% . Confinually I 79
Every
iy 6 months I i
33% Every 40%
6 - 12 months
What is the most important factor you consider when o - Every - -
selecting a new platform? 12 - 18 months
Every 18 months I
: 0% 5%
North West All regions or more
functionality
0% Service - 30%
0% Value for money I 7%
0% Platform charges I 4%
0% Financial strength | o9,
and sustainability
0% Investment range 1%

B afform

Scotland
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04 Scotland

Does your business plan to partner with any new How frequently does you firm run platform due
platforms in 2021? diligence reviews?
Scotland All regions Scotland All regions
8% I Yes . 16% 20% . Continually I 7%
Every
B 6 months I £
40% 40%
What is the most important factor you consider when i - Every - -
selecting a new platform? 12 -18 months
Every 18 months I
: 10% 5%
Scotland All regions I or more
functionality
0% Value for money I 7%
8% I Plafform charges I 4%
0% Financial strength | o0
and sustainability
0% Investment range | 1%
o
South east
Does your business plan to partner with any new How frequently does you firm run platform due
platforms in 2021? diligence reviews?
South East All regions South East All regions
14% l Yes . 16% 0% Continually I 7%
Every
- - R 0%
17% 40%
What is the most important factor you consider when o - Every - -
selecting a new platform? 12 -18 months
Every 18 months I
. 0% 5%
South East All regions or more
50% Platiorm 46%
functionality
0% Value for money I 7%
0% Plafform charges I 4%
0% Financial strength | o9,
and sustainability
0% Investment range | 1%
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platform

South

04 South

Does your business plan to partner with any new

platforms in 2021?

South

17% .

Yes

All regions

. 16%

What is the most important factor you consider when
selecting a new platform?

South

50%

25%

8%

0%

0%

8% I

04 Wales and south west

Platform
functionality

Service

Value for money

Platform charges

Financial strength
and sustainability

Investment range

Wales and south west

All regions
46%
30%
7%
4%
2%

1%
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How frequently does you firm run platform due
diligence reviews?

South

0%

10%

30%

50%

Confinually

Every
6 months

Every
6 - 12 months

Every
12 - 18 months

Every 18 months
or more

All regions
7%
10%
40%
38%

5%



04 Wales and south west

Does your business plan to partner with any new How frequently does you firm run platform due
platforms in 2021? diligence reviews?
Wales and South East All regions Wales and South East All regions
0% Yes . 16% 0% Confinually I 79
Every
& 6 months I 1%
63% 40%
What is the most important factor you consider when - - Every - .
selecting a new platform? 12 -18 months
0% Every 18 months I 59,
Wales and South East All regions or more
44% Platiorm 46%
functionality
w -
N% I Value for money I 7%
0% Plafform charges I 4%
0% Financial strength o0,
and sustainability
0% Investment range | 1%
04 Midlands JiGINI@INRR
Midlands
04 Midlands
Does your business plan to partner with any new How frequently does you firm run platform due
platforms in 2021? diligence reviews?
Midlands All regions Midlands All regions
15% l Yes . 16% 0% Continually I 7%
99, Every 10%
6 months
46% 40%
6- 12 rnonihs
What is the most important factor you consider when - - Every - -
selecting a new platform? 12 -18 months
Every 18 months |
: : 0% 5%
Midlands All regions or more
functionality
o - W
8% I Value for money I 7%
0% Plafform charges I 4%
0% Financial strength o9,
and sustainability
0% Investment range | 1%
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BBl fuiure

East

Do you have a succession plan in place?

East

Who are you likely to sell your business to?

East

0%
0%
0%
0%
0%

0%

B iure

London

Employee ownership

frust [EOT) l

Management
buy out

Large consolidator I

Not interested
in selling

Unsure I

Family member

Product provider

All regions

All regions
55%
14%
10%

8%

0%

0%

64 /74

Would you consider selling your business in the
next...

East All regions
339, 12 months if the right 14%
offer came along
N
0% 3 -5Syears - 16%

I wouldn't consider
0% 25%

selling my business .

In terms of the future direction of your business...

East All regions

Behavioural finance
has or will play a
larger role in helping
understand our clients

-%
Coaching clients has
or will become a %
huge part of

75%

what we do

Applying the
principles of financial
wellbeing is hugely
important to our business

Geography is no
longer a consideration. 3%
We can and will

service clients from
all over the UK

75%



07 London

Do you have a succession plan in place?

London

Who are you likely to sell your business to?

London
2 S
0% Employee ownership
frust (EOT)
Management
0%
buy out I
100% Large consolidator I
0% Not interested
in selling
0% Unsure I
0% Family member
0% Product provider

BIEER) ure
Midlands

All regions

All regions
55%

14%

5%
0%

0%

65/74

Would you consider selling your business in the

next...
London All regions
offer came along
0% 1-3years . 18%
0% 5 years+ - 27%
I wouldn't consider
0% 25%
selling my business .

In terms of the future direction of your business...

London All regions
Behavioural finance
33% has or will play a %
larger role in helping
understand our clients

Coaching clients has
or will become a
huge part of
what we do

Applying the

100% principles of financial _
wellbeing is hugely

important to our business

Geography is no
longer a consideration. 3%
We can and will

service clients from
all over the UK

33%



07 Midlands

Do you have a succession planin place?

Midlands

Who are you likely to sell your business to?

Midlands

0% Employee ownership
frust (EOT)
Management
20%
buy out I
20% . Large consolidator I
0% Not interested
in selling
0% Unsure I
0% Family member
0% Product provider

BIEEES e
North east

All regions

All regions

55%

14%

5%

0%

0%

66 /74

Would you consider selling your business in the
next...

Midlands All regions
offer came along
N
0% 5 years+ - 27%
20% | wou ldn't conf_‘ider 259,
selling my business

In terms of the future direction of your business...

Midlands All regions

Behavioural finance
has or will play a
larger role in helping
understand our clients

-0%
Coaching clients has
or will become a %
huge part of

80

(2=
I I

what we do

Applying the

100% principles of financial
wellbeing is hugely
important to our business

Geography is no
longer a consideration. 3%
We can and will

service clients from
all over the UK



07 North east

Do you have a succession plan in place? Would you consider selling your business in the
next...
North East All regions
North East All regions
30% 12 months if the right 14%
offer came along

18%

10% I 1-3years .

. . 10% 3-5 16%

Who are you likely to sell your business to? I years -
- N

North East All regions

I wouldn't consider
0% Employee ownership 14%
frust (EOT)
Management
10% 10%
buy out I . . )
In terms of the future direction of your business...
10% I Large consolidator I 8%
North East All regions
Not interested
195 I in selling X Behavioural finance
has or will play a %
larger role in helping
== I Unsure I B understand our clients
Family member
0% ¥ 0% Coaching clients has
8 or will become a %
0% Product provider 0% 'lf; T;”df
Applying the
principles of financial
wellbeing is hugely

important to our business

Geography is no
7 longer a consideration. 3%
We can and will

service clients from
all over the UK

EE=ERure

Scotland

67 /74



07 Scotland

Do you have a succession plan in place?

All regions

Who are you likely to sell your business to?

Scotland All regions

17% Employee ownership 14%
frust (EQT)

55%

Management

0% 10%
buy out I

0% Large consolidator I 8%
0% Not interested 8%,

in selling

0% Unsure I 5%
0% Family member 0%
0% Product provider 0%

o o v I

North west

68 /74

Would you consider selling your business in the
next...

Scotland All regions
offer came along
- B - B 8%
- - 3 Syears - 6
17% . 5 years+ - 27%
I'wouldn't consider
17% 25%
selling my business .
In terms of the future direction of your business...
Scotland All regions
Behavioural finance
100% has or will play a %
larger role in helping
understand our clients
Coaching clients has
100% or will become a %
huge part of
what we do
Applying the
principles of financial
wellbeing is hugely
important to our business
Geography is no
100% longer a consideration. 3%
We can and will
service clients from
all over the UK



07 North west

North West All regions

25%

Do you have a succession planin place? Would you consider selling your business in the
next...
North West All regions
North West All regions
offer came along
0% 1-3years . 18%
. . 0% 3-5 16%
Who are you likely to sell your business to? year -
0% 5 years+ - 27%

60% I wouldn't consider
40% Other advice firm 55% selling my business
20% Employee ownership 149,
frust (EOT)

Management
20% 10%
buy out I ) . )
In terms of the future direction of your business...
0% Large consolidator I 8%
North West All regions
Not interested

ot in selling &8 Behavioural finance

100% has or will play a %

larger role in helping
% . Unsure I i understand our clients
Family member

0% ¥ 0% Coaching clients has

100% or will become a %
0% Product provider 0% 'lf; T;”df

Applying the
100% principles of financial
wellbeing is hugely
important to our business
Geography is no
60% longer a consideration. 3%
We can and will
service clients from
all over the UK

EEEES ure

South east

69 /74



07 South east

Do you have a succession plan in place?

South East All regions

Who are you likely to sell your business to?

South East All regions
0% Employee ownership 14%
frust (EOT)

Management
0% 10%
buy out I
0% Large consolidator I 8%
0% Not interested 8%
in selling
0% Family member 0%
0% Product provider 0%

future
South

70/74

Would you consider selling your business in the
next...

South East All regions
0% 12 months if the right 14%
offer came along
0% 1-3years . 18%
17% . 3 - 5vyears - 16%

I wouldn't consider
17 selling my business . o

In terms of the future direction of your business...
South East All regions

Behavioural finance
has or will play a
larger role in helping
understand our clients

67% %

100% or will become a
huge part of

what we do

Applying the
principles of financial
wellbeing is hugely
important to our business

Geography is no
longer a consideration. 3%
We can and will

service clients from
all over the UK

67%

83



07 South

Do you have a succession plan in place? Would you consider selling your business in the

next...
South All regions

South All regions

12 months if the right 149,

17%
offer came along

1-3years 18%

. . 17% 3-5
Who are you likely to sell your business to? . year

South All regions 3 years+

I wouldn't consider

>
3E

. 33% 25%
0% Employee ownership 14%
frust (EOT)
Management
0% 10%
buy out I . . )
In terms of the future direction of your business...
0% Large consolidator I 8%
South All regions
Not interested
2R - in selling RE Behavioural finance
80 has or will play a %
larger role in helping
U
ax fure I AL understand our clients
Family member
0% ¥ 0% Coaching clients has
80 or will become a %
0% Product provider 0% 'lf; T;”df
Applying the
principles of financial
wellbeing is hugely
important to our business
Geography is no
longer a consideration. 3%
We can and will
service clients from
all over the UK

07 Wales and south west

Wales and south west

71774



07 Wales and south west

Do you have a succession planin place?

Wales and South West All regions

Who are you likely to sell your business to?

Wales and South West All regions
339, Employee ownership 14%
frust (EOT)

Management
33% 10%
buy out I
0% Large consolidator I 8%
0% Not interested 8%
in selling
0% Unsure I 59,
0% Family member 0%
0% Product provider 0%

72174

Would you consider selling your business in the
next...

Wales and South West All regions
offer came along
14% . 1-3years . 18%
0% 3 - 5vyears - 16%
I wouldn't consider
57% 25%
- selling my business .

In terms of the future direction of your business...

Wales and South West All regions
Behavioural finance
has or will play a
larger role in helping
understand our clients

-0%
Coaching clients has
or will become a %
huge part of

63%

100%

what we do

Applying the
principles of financial
wellbeing is hugely
important to our business

Geography is no
longer a consideration. 3%
We can and will

service clients from
all over the UK

Im |

I
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