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OURPARTICIPANTS
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When looking at paraplanners specifically, we see the gender split change dramatically,
with 55.4% female, 43.1% male and one individual identifying as non-binary.

‘ THE
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The age profile changes significantly too with the most dominant segment (36.9%) in the CAT |

35-44 bracket and 25-34 and 45-54 bookending in 2nd place with 24.6%. Only one
individual is over 65 and 12.3% between 55 and 64.



WHERE DO YOU WORK?
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BIGGEST INHIBITORTO JOB?
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Deliver
Information

One source of
truth

Equal respect
with advisers

Understand us
more

HOW PROVIDERS COULD HELP

Conveniently, we pre-empted the result of the
previous question and asked paraplanners an
open question of what could be done better on
the provider side.

The largest segment of responses echoed the
results of the previous question, with a focus on
delivering the information required — with legacy
contracts and letter of authority requests in
particular, a recurring theme.

¢¢ When we request information,
actually answering the questions

rather than sending out a standard

info pack which only covers about 10%.
Or providing access to more substantial
information online. 29

¢¢ Provide a better service on older style
contracts. 72

Some respondents took this a stage further and
specifically called out a desire to have their
requested information captured in one single
source of truth:

¢¢ It's a tale as old as time. Give me all
the information | need about a policy
in ONE single document, without me
having to call and ask basic, standard
questions that anyone would need to
know to start to write a report. 29

¢¢ Understand that paraplanners need
information concisely and in one place. 22

Whereas a large segment took a different
approach entirely and focused more on how they
feel providers view the paraplanning profession:

¢¢ Allowing us to make all instructions.
Sometimes it has to come directly from
the adviser. 79

¢¢ Provide more support and be
recognised as a profession in its
own right. 99

¢¢ Treat us equally compared to
advisers. 29

¢¢ Understand what it is we do all day. 29

Some respondents took that one stage further,
calling out a perceived lack of understanding of
the different paraplanning models.

¢¢ Engage with us more, and recognise
that outsourced paraplanners have
different and more complex needs than
in-housers, due to issues around having
no FCA number, not being able to use
Unipass for multiple IFA firms, limited
access to information, BDMs, etc. 97

¢¢ Acknowledge that we actually exist,
understand that there are different
types of paraplanner, stop thinking that
advisers are the be all and end all. 29



IN WHAT REGARD IS THE ROLE HELD?
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WHAT KEEPS BUSINESS OWNERS AWAKE AT NIGHT?

Future threats "
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s
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WHAT KEEPS YOU
AWAKE AT NIGHT?
My staff 7%
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TO WHAT EXTENT HAS CONSUMERDUTY IMPACTED YOURFIRM?
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