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Adoption of CRPs

2022 2021 2020
CRP in place in the firm 55% 50% 48%
Intent to introduce within the 23% 20% 23%

next 12 months

No plans to introduce 22% 31% 28%




Benefits of CRPs

Business efficiency

Meeting regulatory requirements
Benefit to client

Business process improvement
Risk reduction

Client service design

Other




Why no CRP?

We prefer to tailor advice to
each client individually

We have a single advice process covering
all clients in retirement and accumulation

Our business model makes it difficult
to adopt a single advice process
across all our advisers

2021 W 2020




CRP v CIP

Withdrawal
strategy

Fact finding Financial
forecasting

ATR/CFL Longevity

Investment
strategy

)

Approach to
due diligence

Client
segmentation

Charges

Client
communication

Tax wrappers

Review
frequency
and process




Sustainable withdrawal

We use a fixed rate or range
(eg the 4% rule)

We use a modelling tool (eg Timeline)

We assess based on annuity rates

We recommend clients take
only portfolio income

We use GAD rates

Other




Sustainable challenges

Market returns

Inflation

Portfolio size/size of
accumulated assets

Low risk profile
of clients

Balancing income needs
against sustainable
investing preferences

1%

3%

3%

30%

i

natural income

W To a great extent Tosome extent [ Hardly at all Not at all




Planning tools

Attitude to risk questionnaire |

Cash flow modelling to estimate a
client’s income needs year on year

Tool to assess capacity for loss

Scenario analysis (eg using
stochastic or other models)

Tax optimisation tools

Underwriting service to assess
clients’ life expectancy

Hereditary modelling (using parent
or relative’s age of death)

18% | 61%

17% % 68%

Total
use

99%

88%

84%

73%

65%

39%

32%

M Yes, for all clients Yes, only for retirement advice clients

B Do not use in the business




Portfolio structure

Total return approach

‘Bucket’ approach

come-driven approach

20%

m

B Always use Use most of the time

B Sometimes use

Never use

Always use/use
most of the time

45%
(+3 vs 2020)

41%
(+7 vs 2020)

27%
(-1vs 2020)




Guaranteed income

Figure 17: Likelihood to recommend a guaranteed income product
(eg lifetime annuity) when basic needs are not met

n

B Always use Use most of thetime I Sometimes use Never use




Wealth transter

It is important to me to meet the
spouse of my retired clients

My clients are focused on minimising
inheritance tax liabilities

My clients have gifted or will gift money
to their heirs before their death

Intergenerational wealth transfer is a core
part of the service | offer to retired clients

It is important to me to meet with
my retired clients’ dependents

It is important for me to meet with the
children of my retired clients

My firm has a specific package of fees/
services for children of current clients

11%

B Strongly agree

Somewhat agree

B Neither agree nor disagree

Somewhat disagree

B Strongly disagree



Which funds?’

m Fully aware
Somewhat aware
Not aware at all




Which platform?

m Fully aware

42 % Somewhat aware

Not aware at all




Satisfaction - advice

12 % Average: /7.8

4%

1%

31%



Satisfaction - specifics

Overall satisfaction

The service you receive from your financial adviser

The performance of your investments recommended by your financial
adviser

The types of investment products your financial adviser recommends
The communication received from your financial adviser

The fees you pay for your financial advice




Communication

m Strongly agree = Agree Unsure mDisagree mStrongly disagree = N/A

| read the communication sent to me about my investment performance

| read the communication sent to me regarding product details (fund fact
sheets etc.)

| read the communication sent to me regarding rebalancing and trades

| read the communication sent to me regarding the sustainability of my
investments




What do clients read?

m Read Seen Not seen

Market reviews and educational content 56 %

Fact sheets 59 %

Prospectus 51 %

KIDS (Key Information Documents) 55%

Annual review from financial adviser 66 %

Quarterly statement from investment platform 62 %

33 %

31%

36 %

29 %

23 %

31%

11%

9 %

13 %

15 %

11 %

8 %



Understanding

Market reviews and educational content 10 %

Fact sheets 4%

Prospectus 10 % m Fully understood

m Somewhat understood

Not understood at all
KIDS (Key Information Documents) 8% Don't know/ prefer not to say

Annual review from financial adviser 6%

Quarterly statement from investment platform 6%






