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The lang cat regularly partners with its
advice panel (>1,400 members of the
advice profession) to research the core
iIssues affecting financial planning in the
UK

The following is a selection of highlights
from 2024, illustrating the range of
topics covered in the year so far.



Consumer Duty and the advice gap
In Spring we conducted our now annual research looking at the

advice gap in the UK. The first chart highlights that a significant
proportion of the advice profession have begun to — or plan to -
turn away clients as a result of the Consumer Duty.

The second chart illustrates (via research in partnership with
YouGov) that consumers show little difference preference for a
range of advice delivery styles.
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TESTING SERVICE TYPES
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Guaranteed Income
At the start of the year we repeated research looking retirement

propositions, specifically in the context of guaranteed income.

The first chart illustrates that demand for blended solutions that
include a degree of guaranteed income is on the rise.

The second chart illustrates responses to a range of statements,
again showing an uptick of positive sentiment towards
guaranteed solutions.




“For the core pension investment portfolio/centralised investment proposition you
oversee, what percentage of your clients who retired in the last 12 months did you
recommend blending a guaranteed income producing asset with the remaining
part of the portfolio?”
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“On a scale of 1-10 where 1is ‘Totally disagree’ and 10 is Totally agree’,
to what extent do you agree or disagree with the following
statements?”

Strength of agreement is up across
each statement in our set, with
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Communication Research

In the Spring, we tested a new communications platform on
behalf of a technology provider. As part of that, we examined
the range of communication methods that advice firms
used with their clients. The next chart illustrates the
variability that exists within firm practices.




Email is the primary electronic method used to contact clients, with 75% using this almost every time or frequently use; this is
followed by integrated messaging via client portal (40%)
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CGT

Towards the start of summer we worked with a bond
wrapper provider to look at attitudes and usage towards
bonds. As part of that, we looked at the impact of taxation
changes on CGT management. The next chart illustrates the
upturn in CGT being a tangible issue for the advice
profession.




Where...0 = significantly less of an issue, 5 = about the same, 10 = significantly
more of an issue...Compared to two years ago, how would you describe CGT in
terms of the size of an issue it is for you and your clients?
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Platform treatment of cash

Such a hot topic within the platform sector and in the summer,
we partnered with a provider who offers a cash management

service within platforms.

The first chart shows the clear strength of sentiment towards
some issues associated with Blatform treatment of cash,
particularly around the “double dipping” practise.

The second chartillustrates via a guessing game that the
advice profession expects the increased interest rate
environment to be around for some time yet.




We presented the advice profession
with a range of statements relating to

Platforms absolutely should not "double dip" i.e. take both a platform fee how platforms treat cash.
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Where do you except the BoE base rate to be on Ist July 2025?
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Artificial Intelligence (Al)

If it were blockchain, open APIs and ESG before, then it is
surely Al that is the zeitgeist topic of 2024.

As part of the preparation for our inaugural “Catwalk” event
In London in early summer, we took a look at advice
profession views towards Al.

The first slide illustrates that a significant proportion of the
profession are adlready at an advanced std?e of Al adoption
|

within their firms but the second chart highlights some of the
significant blockers that are still in the way — most notably
Issues dround understanding, security and compliance.




ARTIFICIAL INTELLIGENCE

Al is such a huge, hot topic at the moment. Which best reflects your view of Al
and the general advice process?
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ARTIFICIAL INTELLIGENCE

What do you feel are the biggest blockers to adopting Al within your firm/financial

services?
50% -
45% -
40% -
35% -
30% -
25% -
20% -
15% -
10% -
5% -
0% T T T T T
Our own Regulatory Concerns Internal Technical Too soon for us - Limited benefits anything we've Data availability
understanding of  uncertainty  regarding data  priorities/time  maturity and need peer  or clear business missed?
new technology privacy constraints constraints review/best case
within the practise

business examples



Intergenerational Planning

Early Autumn signalled our first in-depth look at
intergenerational wealth planning, as part of a white paper

due soon.

Two of the many aspects explored was whether firms
undertook specific training and CPD relating to
Intergenerational Planning and whether the wider family unit
were advised as standard.




INTERGENERATIONAL WEALTH
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The 2nd wave of our Fair Value research,
due for publication in early November.

The 2"d wave of our impact of poor
servicing resedrch, released in late
November.

State of the Advice Nation: wave 7,
published in February 2025.

If you're an advice professional and
would like to join our panel to take part
in any of the above, contact us.
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