
               

Advi
Advise
propos

Introdu
For Action C
conducted a
been talking

Overvi
Adviser Sn
view of the

 Nearly 9
future o

 Roughly
faster th
taken m

 Two-thir
trail com

 Most fir
main thr
meeting

Future

advisers an

One reason
concern abo
firms we co
significantly
costs are in
nearly half s
individual as

Re-enginee

This figure m
fact that ove
steps to red
has been to
including be

                      

ser g
er Snap
sitions, 

uction 
Consulting's 
a straw poll o
g to adviser f

iew 
napshot 6 pr
e adviser ma

9 in 10 firms
over the next

y 80% firms 
han revenue

measures to 

rds are conf
mmission w

ms feel regu
reat to viabi

g FCA requir

e prospe
Nearly 9 i
positive fu
years, wit
become a

d clients.   

n firms have f
out sustainab
ntacted have

y in the last y
creasing fas
see over dep
s being a key

ering and th

may well hav
er half the fir
duce costs.  T
o make more
etter use of S

                     

glass 
pshot 6:
 costs, 

Adviser Sna
on key topics
firms about r

resents its m
arket yet: 

s envisage a
t 3 years. 

 report cost
e, many hav
 contain cos

fident they c
ith service f

ulatory com
ility, but are
rements. 

ects 
in 10 firms e
uture over th
th half of thos
a larger firm w

for wishing to
bility.  Rough
e seen costs
year, and 1 in
ster than reve
pendence on
y threat to th

he squeeze o

ve been high
ms have alre
The most po

e effective us
Skype and em

                      

 half-
: Straw 
charge

apshot 6 we 
s that we hav
ecently.  

most positiv

a positive 

ts growing n
ing already 

sts.  

can replace 
fees. 

mplexity is th
e confident o

nvisage a 
e next 3 
se planning t
with more 

o expand is a
hly 40% of th
 increase 

n 5 say that 
enue.  And 
 a key 

heir business

on costs 

her but for the
eady taken 
pular move 
e of IT, 
mail to reduc

                     

-full.  
 poll on

es and t

ve 

ve 

no 
 

 

he 
of 

to 

a 
he 

s. 

e 

ce 

th
m
ad

F

op
ch
fir

Th

Eq
re
se
so
of
re
ag
co

S
A
cl
se

As
as
ha
on

A

in

       

 Wha
n fees, 
the futu

he need for fa
management 

dviser firms.

Fees an
Tw
cha
pe
eith

ption to a set
harges are lo
rms charge fo

he trail to on

qually, two th
eplace legacy
ervice agreem
ources.  How
f firms have s
eplace trail co
greements a
ould increase

Segmen
round half of
ient banks p
egmenting (o

s a conseque
s uneconomi
ave more clie
nly 1 in 5 say

Advice p
Wh
inde
the
‘res

dependent f

t’s yo
advice 

ure       

ace-to-face m
is clearly now

nd char
wo thirds of th
arging for init
rcentage of f
her as the on
t fee, with a t
ower than 12
or on-going s

ngoing serv

hirds are con
y income thro
ments and/o

wever this me
some concer
ommission w
nd this figure
e over the ne

ntation 

f those polled
re-RDR, with

or planning to

ence, 4 in 10
ic. Despite th
ents than the
ying they had

propos
ile most firm
ependent an
re are some 
stricted’ with 
irms conside

ours?
 
   June 

meetings.  Ex
w a very high

rges 
hose polled c
tial service a
funds under 
nly option or 
third saying t

2 months ago
services by a

vice fees 

nfident that th
ough restruc

or alternative 
eans that rou
rns about the

with ongoing 
e is somethin
ext 12 month

d had segme
h half of thos
o) subseque

0 have 'given
his, almost h
ey did a year
d fewer clien

itions 
ms in this poll 
nd plan to rem
 indications o
 more than 1
ering a switch

?   

2014

xpense 
h priority for 

continue 
as a 
advice, 
 as an 
that overall 

o. Very few 
a set fee. 

heir firm can 
ctured 
 income 
ughly a third 
eir ability to 
service 
ng that 
hs. 

ented their 
se re-
ntly. 

n up' clients 
alf now 
r ago, with 
ts. 

 are 
main so, 
of a move to 
 in 10 
h in status. 

 

 



                                                                                                            

However, while nearly 40% of firms have given up 
uneconomic clients, very few have introduced a 
more economic advice proposition, such as 
restricted, execution-only or protection-only.  

Investment propositions 

There has been some, limited, change in the 
investment propositions offered by the firms in our 
sample. The most significant net growth has been 
in the use of centralised investment propositions, 
followed by model portfolios. However over half of 
the firms continue to use primarily bespoke 
investment solutions. 

Social media 
Despite the need to become more 
financially efficient, social media still does 

not register highly on adviser firms’ priorities. Two 
thirds of the firms in this poll do not and have no 
plans to use social media, with only a tiny minority 
seeing it as extremely important to their strategy 
for attracting and retaining clients. 

Regulation 
In light of the results of the 2nd cycle of 
the FCA's Thematic Review into 
disclosure, we wanted to see how 
confident adviser firms are of meeting 

FCA requirements. Almost two thirds have no 
concerns about meeting the requirements on 
demonstrating their independence, and 4 in 5 
have no concerns on the clarity of their charges 
and the related services provided. Perhaps not 
surprisingly, 9 in 10 say that the cost and 
complexity of regulation is the main threat to 
the on-going viability of their business, with three 
quarters of firms seeing the approach of the FCA 
as broadly the same as that of the FSA. 

Inferences 
 While most firms view the change from the 

FSA to the FCA neutrally, it will be 
interesting to see how this changes as they 
have more direct, firm-specific contact with 
the FCA. Clearly, with so many firms citing 
regulation as their prime concern regarding 
their future viability, there is a need for 
better understanding from the regulator of 

the impact their interventions have on 
firms, and in particular, a period of 
consolidation with little or no new 
regulation being introduced.  

 It was encouraging to find that most firms 
we contacted expect still to be around in 3 
years’ time, either in much the same 
form as today or with more advisers and 
clients. Many have segmented and 
continue to review their client banks, 
reflecting their understanding of the 
importance of profitability at a client-by-
client level, but have also increased the 
number of clients they have despite the 
impact of the RDR. Further, the majority 
also have no concerns on restructuring 
their revenue to compensate for future loss 
of trail commission, nor on meeting the 
FCA's disclosure requirements. 

 Social Media still has little relevance for 
many advisory firms. Whilst many firms 
have used technology to reduce costs, it is 
important that they keep abreast of 
developments not just in SM but in all areas 
of technology. Without doubt the way 
consumers access products and, in time, 
advice, will follow the way they already 
access other products and services.  

 While the findings from this research are 
not conclusive, taken in conjunction with 
other research it suggests that the adviser 
market has adapted well to the RDR world 
and is optimistic about the future. It does 
however still leave the question as to 
the impact the RDR is having on ‘non-
clients’ and to what extent the non-HNW 
are being disenfranchised from advice.  

Next steps 
If you would like to participate in future 
research and find out how the adviser market 
is evolving, simply email us at: 

enquiries@actionconsulting.co.uk 

and ask to be added to our research panel. 

and ask to be included in our adviser panel. 

 

The Adviser Snapshot 6 research was carried out 
from 13th to 30th May 2014.          .   


