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How are clients feeling about their investments?
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Source: Schroders Adviser Survey May 2022

How would you describe the sentiment among most of your 
clients?

Client sentiment
- There has been a large swing in 

sentiment in a bearish direction 
among advisers’ clients since our 
November 2021 survey.

- 57% of clients are now bearish, 
compared to only 12% in 
November.

- Correspondingly, only 7% are 
bullish, compared to 41% in 
November. 
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Source: Schroders Adviser Survey May 2022

Rank the importance of the following factors you think clients are 
most concerned about in the current environment with 1 being 
the most important

Client concerns
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Capital loss Inflation Generating sufficient
income

Rising interest rates

- 60% of advisers ranked capital 
loss as the issue that their clients 
are currently most concerned 
about.

- It is at times like this, when there 
is heightened uncertainty and 
markets have been selling off, 
that clear messaging and regular 
communication with clients 
becomes particularly important. 
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Do you expect that some clients will have to adjust their 
investment plans as a result of the cost of living crisis?

Impact of cost of 
living crisis on client 

plans
- 69% of advisers expect that 

some of their clients will have to 
adjust their investment plans as 
a result of the cost of living 
crisis. 

- Investing less  or selling 
investments at times like this is 
understandable, however this 
can have a significant impact on 
long-term returns as clients 
may miss out on the effect of 
compounding. 
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Longer term market trends
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Source: Schroders Adviser Survey May 2022 (Little change also an option)

How would you expect the following to trend over the next 5 
years?

Inescapable 
truths

- 41% of advisers expect equity 
returns to be lower than historical 
averages over the next five years, 
compared to 20% in November.

- Sentiment on fixed income 
remains more negative with 62% 
of advisers expecting bond 
returns to be lower.
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Source: Schroders Adviser Survey May 2022 (Little change also an option)

How would you expect the following to trend over the next 5 
years?

Inescapable 
truths

- Growth expectations have fallen 
sharply while expectations of 
higher interest rates have 
increased further.

- However, despite the recent 
inflation rate increases, the 
percentage of advisers expecting 
inflation to trend higher has fallen 
over the past year from 80% to 
65%, perhaps reflecting concerns 
that we may be heading for a 
recession.
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Source: Schroders Adviser Survey May 2022 (Little change also an option)

How would you expect the following to trend over the next 5 
years?

Inescapable 
truths

- Advisers expect disruption to remain a 
significant theme in markets.

- In the wake of Russia’s invasion of 
Ukraine, the percentage of advisers 
expecting greater disruption relating to 
geopolitics has increased significantly.

- There has been a corresponding fall in 
the percentage of advisers expecting 
greater disruption related to changes in 
the environment, which perhaps 
suggests a reduced focus on 
sustainability against a background of  
the current geopolitical challenges.
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Source: Schroders Adviser Survey May 2022

How has your use of outsourced portfolio management changed 
in the last year?

Outsourcing portfolio 
management

- Overall, advisers are 
continuing to increase their 
use of outsourced solutions.

- 17% of advisers have 
increased their use of 
outsourced solutions in the 
last year.
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Source: Schroders Adviser Survey May 2022

What percentage of your clients' assets are managed externally 
through outsourcing portfolio management?

Outsourcing portfolio 
management

- There has been an increase in 
the number of advisers 
reporting that they outsource 
more that 50% of their clients’ 
assets from 21% to 31%. 

- 42% of advisers report that 
they outsource over 25% of 
their clients’ assets compared 
to 27% in November 2021.
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Source: Schroders Adviser Survey May 2022

How would you rate the following in reaching a decision to 
outsource portfolio management?

Outsourcing portfolio 
management
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- Advisers rate investment related 
factors as the most important in 
reaching a decision to outsource 
portfolio management.

- ‘Access to investment expertise 
and resources’ is out in front by 
some margin, followed by 
‘effective volatility management’.

- ‘Spending more time with clients’ 
and ‘improved operational’ 
effectiveness are also rated 
important or very important by 
over 60% of advisers. 
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Source: Schroders Adviser Survey May 2022

How do you expect your allocation to the following services to 
change in the next 12 months?

Selecting an 
outsourced solution

- Overall, advisers expect to 
increase their allocation to 
multi-asset funds and third 
party MPS solutions over the 
next year.
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Source: Schroders Adviser Survey May 2022

Rank the importance of the following 6 factors in selecting an 
outsourced solution for your clients from 1 (most important) to 6 
(least important)

Selecting an 
outsourced solution

- Performance remains the 
most important factor for 
most advisers when selecting 
an MPS or multi-asset 
solution.

- This is followed in importance 
by cost and investment 
process.
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Source: Schroders Adviser Survey May 2022

To what extent do you agree with the following statements:

Sustainability
- Sustainability considerations 

have well and truly entered the 
mainstream with advisers over 
the past couple of years.

- The Covid 19 crisis and Russia’s 
invasion of Ukraine are both 
likely to have had an impact on 
the growing importance placed 
on incorporating sustainability  
in investment decision making, 
alongside mounting evidence 
of the impact of climate change.
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Source: Schroders Adviser Survey May 2022

Is your business preparing for these anticipated changes in 
regulation relating to ESG?

Sustainability 
regulation

- Advisers continue to face a 
wave of regulatory changes. On 
the ESG related front, 72% of 
advisers have been making 
preparations for the coming 
requirement to consider and 
note their clients’ sustainability 
preferences

- 54% have been preparing for 
changes in sustainability 
related requirements on 
product labelling.
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Are you concerned about the impact of the FCA's proposed 
Consumer Duty regulations on your business?

Consumer duty 
regulation

- A new consumer duty for financial 
services is set to be introduced by April 
2023.

- It aims to ensure companies “put 
themselves in customers’ shoes” when 
communicating and designing 
products. 

- With the final details of the regulation 
not yet made public, 53% of advisers 
say that they are unsure about the 
impact this will have on their business.

- 30% of advisers expect that it will not 
have a negative impact on their 
business, 17% expect that it will. 

17%

30%
53%

Yes No Unsure
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Source: Schroders Adviser Survey May 2022

How did you conduct client meetings before Covid, how did you 
conduct them when restrictions were in force, and how do you 
expect to conduct them as life returns to normal?

Client meetings
- The Covid 19 crisis has had a 

lasting impact on the way that 
advisers engage with their clients.

- Pre Covid, 63% of advisers held all 
of their client meetings face-to-
face, as life returns to normal only 
7% expect to return to this.

- Only 1% expect that all their 
meetings will be virtual in the 
future, with most expecting to use 
a combination of face-to-face and 
online meetings, with a skew 
towards more face-to-face 
interaction.
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Are you concerned that your business could lose assets as wealth 
transfers between generations?

Intergenerational 
wealth transfer

- A majority of advisers (54%) 
are concerned that they could 
lose business as wealth 
transfers between 
generations. 
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Source: Schroders Adviser Survey May 2022

Do you have a differentiated sales and marketing strategy for:

Client acquisition 
strategy

- Despite an increased industry 
focus on the risks and 
opportunities posed by 
intergenerational wealth 
transfer, there has been 
almost no change in the very 
low percentage of advisers 
with a differentiated strategy 
for younger investors or for 
retaining, attracting and 
advising women.
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Important information

Marketing material for professional clients only. 

Past performance is not a guide to future performance and November not be repeated. The value of investments and the income from them November go down as well as up and investors 
November not get back the amount originally invested.  Exchange rate changes November cause the value of any overseas investments to rise or fall.

Schroders has expressed its own views and opinions in this document and these November change. 

This information is not an offer, solicitation or recommendation to buy or sell any financial instrument or to adopt any investment strategy.  Nothing in this material should be construed as 
advice or a recommendation to buy or sell.  Information herein is believed to be reliable but we do not warrant its completeness or accuracy.

Any data has been sourced by us and is provided without any warranties of any kind.  It should be independently verified before further publication or use.  Third party data is owned or 
licenced by the data provider and November not be reproduced, extracted or used for any other purpose without the data provider’s consent.  Neither we, nor the data provider, will have 
any liability in connection with the third party data.

The material is not intended to provide, and should not be relied on for accounting, legal or tax advice.  Reliance should not be placed on any views or information in the material when 
taking individual investment and/or strategic decisions.  No responsibility can be accepted for error of fact or opinion.

The forecasts included in this presentation should not be relied upon, are not guaranteed and are provided only as at the date of issue. Our forecasts are based on our own assumptions 
which November change. We accept no responsibility for any errors of fact or opinion and assume no obligation to provide you with any changes to our assumptions or forecasts. Forecasts 
and assumptions November be affected by external economic or other factors. 

Any references to securities, sectors, regions and/or countries are for illustrative purposes only. 

Schroders will be a data controller in respect of your personal data. For information on how Schroders might process your personal data, please view our Privacy Policy available at 
www.schroders.com/en/privacy-policy or on request should you not have access to this webpage. 

For your security, communications November be recorded or monitored. 

Issued in May 2022 by Schroder Investment Management Limited, 1 London Wall Place, London EC2Y 5AU. Registered in England, No. 4191730. Authorised and regulated by the Financial 
Conduct Authority. 
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