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1. Executive Summary 
 
The advice profession in 2026 is financially strong but operationally stretched. 
 
Revenue growth remains robust. Profitability expectations are high. Demand for 
regulated advice continues to exceed supply. 
 
However, beneath this strength lies a structural tension: 
 
Capacity, governance complexity, paraplanner strain and technology friction are 
increasing cognitive and operational load. 
 
This is not a market crisis. 
It is a structural capacity inflexion point. 
 
Firms that treat this moment as a governance and design opportunity will compound 
advantage. 
 
Firms that simply absorb pressure will accumulate fragility. 
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2. Commercial Health of the Sector 
 
Financial Strength 
 

• 87% of firms expect turnover growth. 
• 78% expect profit growth. 
• 31% expect >20% revenue growth. 

 
The profession remains commercially resilient despite: 
 

• Ongoing regulatory scrutiny 
• Cost inflation 
• Consolidation activity 
• AI disruption narratives 

 
Board Implication: 
 
This is a time for intentional investment, not defensive retrenchment. 
 
Strong firms should use this window to: 
 

• Build systems 
• Formalise governance 
• Strengthen proposition clarity 
• Invest in people infrastructure 

 
3. Regulatory Environment: Settling, Not Celebrated 
 
Two years into Consumer Duty: 
 

• Limited evidence that firms feel it materially improved advice. 
• Customer Support outcome widely seen as administratively heavy. 
• Ongoing FCA data requests are manageable, but clarity is inconsistent. 

 
The profession has largely absorbed Consumer Duty. 
 
The risk now is not regulatory shock; it is regulatory fatigue. 
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Money Wise View 
 
Well-structured firms do not experience Consumer Duty as friction. 
 
They experience it as: 
 

• Architecture reinforcement 
• Documentation discipline 
• Cultural clarity 

 
Boards should avoid: 
 

• “Tick-box maintenance” 
• Over-engineering 
• Defensive MI accumulation 

 
Instead, focus on: 
 

• Outcome evidence 
• Segmentation clarity 
• Defined retirement frameworks 
• Governance accountability 

 
4. AI: Adoption is Widespread, Confidence is Not 
 
Current State 
 

• 60% of firms use AI. 
• Primary use: meeting notes, transcription, drafting. 
• Low comfort with client-facing AI. 
• Trust and compliance uncertainty remain key barriers. 

 
This is a behavioural gap: 
Usage has moved faster than policy. 
 
Board Risk 
 
Unstructured AI usage creates: 
 

• Inconsistent documentation standards 
• Data governance risk 
• Over-reliance on unverified outputs 
• Cultural confusion about judgment vs automation 
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Money Wise View 
 
AI is not a threat to advice. 
It is a multiplier of process quality, good or bad. 
 
Firms should: 
 

1. Create an AI register (use cases, ownership, risk mapping). 
2. Define what AI may assist vs never decide. 
3. Integrate AI into workflow redesign — not bolt-on usage. 
4. Protect human judgment in suitability and retirement planning. 

 
This is a governance opportunity, not a technology arms race. 
 
5. Paraplanning: The Structural Pressure Valve 
 
This is the most important structural theme emerging. 
 
Findings show: 
 

• Role clarity is moderate at best. 
• Provider administration is a dominant friction point. 
• Recognition uneven. 
• AI may disrupt entry-level report writing pathways. 

 
Board Risk 
 
If paraplanners carry: 
 

• Administrative inefficiencies 
• Platform complexity 
• Process ambiguity 
• Unclear development paths 

 
Then delivery resilience erodes quietly. 
 
The profession is currently leaning heavily on paraplanners to absorb strain. 
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Money Wise View 
 
Paraplanning is not a support function. 
It is structural capital. 
 
Boards should examine: 
 

• Is paraplanner time spent on high-value thinking or low-value friction? 
• Is platform rationalisation required? 
• Are workflows defined or personality-driven? 
• Is there a defined paraplanner-to-adviser progression route? 

 
Protecting paraplanners protects delivery capacity. 
 
6. Technology & Platform Friction 
 
Platform switching is primarily driven by service dissatisfaction, not by cost. 
 
Most firms: 
 

• Operate primary and secondary platforms. 
• Rarely switch core practice systems. 
• Accept service friction as background noise. 

 
Strategic Implication 
 
Operational drag compounds quietly. 
 
Every manual workaround: 
 

• Increases cognitive load. 
• Reduces client-facing time. 
• Amplifies burnout risk. 
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Money Wise View 
 
Boards should treat provider relationships as a source of operational leverage. 
 
Consider: 
 

• Platform rationalisation. 
• Documented service standards. 
• Provider escalation frameworks. 
• Measured friction tracking. 

 
Service efficiency is a margin protector. 
 
7. Investment Proposition: Maturity Emerging 
 
Key observations: 
 

• 92% operate a CIP. 
• DFM usage continues to rise. 
• Passive adoption is increasing. 
• CRP structures are more common. 

 
This reflects growing structural discipline. 
 
Strategic Opportunity 
 
Investment design is no longer the differentiator. 
Outcome architecture is. 
 
Firms that: 
 

• Separate accumulation from decumulation logic. 
• Define withdrawal strategy frameworks. 
• Align cashflow modelling to portfolio design. 
• Document CRP governance. 

 
…create defensibility and clarity. 
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Money Wise View 
 
The future competitive advantage lies in: 
 

• Retirement income architecture. 
• Withdrawal governance. 
• Client segmentation. 
• Behavioural coaching. 

 
Not fund switching. 
 
8. Consolidation & Succession Pressure 
 
Consolidator approaches remain frequent. 
A meaningful proportion expects to sell within five years. 
 
This will increase: 
 

• Pricing panelisation 
• Platform concentration 
• Brand homogenisation 

 
Board Risk 
 
Independence without strategic clarity becomes vulnerable. 
 
Boards must define: 
 

• Succession pathway 
• Equity ownership clarity 
• Cultural identity 
• Long-term capital plan 

 
Drift invites acquisition. 
Design invites autonomy. 
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9. Talent Pipeline & Adviser Capacity 
 
Early-career advisers cite: 
 

• Difficulty building client banks. 
• Lack of mentorship. 
• Sales pressure. 

 
Onboarding quality varies widely. 
 
Structural Risk 
 
Demand exceeds adviser supply. 
 
If firms do not: 
 

• Develop internal talent pipelines. 
• Formalise mentoring. 
• Protect culture. 

 
Growth becomes dependent on expensive lateral hires. 
 
Money Wise View 
 
Advice firms must think like professional partnerships, not sales organisations. 
Talent retention is strategic resilience. 
 
10. Strategic Priorities for 2026–2028 
 
Based on sector evidence and structural analysis, boards should consider: 
 
1. Capacity Architecture 

• Define clear workflows. 
• Protect paraplanner thinking time. 
• Remove administrative friction. 

 
2. AI Governance Framework 

• Formal policy. 
• Risk register. 
• Clear boundaries. 
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3. CRP & Retirement Framework Maturity 
• Documented withdrawal logic. 
• Segmentation-based income strategy. 
• Evidence of sustainability monitoring. 

 
4. Platform & Provider Rationalisation 

• Service benchmarking. 
• Escalation documentation. 
• Reduction of system sprawl. 

 
5. Succession & Ownership Strategy 

• Defined medium-term equity plan. 
• Clear internal progression route. 

 
11. Concluding Money Wise Perspective 
 
This report does not describe a profession under threat. 
 
It describes a profession under load. 
 
The difference is critical. 
 
Load, if managed, builds strength. 
Load, if ignored, builds a fracture. 
 
Boards that: 
 

• Clarify structure, 
• Simplify operations, 
• Protect their people, 
• Govern AI thoughtfully, 
• And design retirement architecture intentionally, 

 
…will not simply survive. 
They will compound. 
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Appendix A - Key Pages for Board 
Review – State of the Advice Nation 
2026 
 
1. Commercial Health & Growth 
 
Pages 12–14 – Revenue & Profit Expectations 
 
Why the Board Should Read This 
 
These pages show: 
 

• 87% expect turnover growth 
• 78% expect profit growth 
• 31% expect >20% revenue growth 

 
Strategic Significance 
 
This confirms: 
 

• Demand for advice remains structurally strong 
• Profit margins remain resilient 

 
Board Question: 
 
Are we using this growth window to strengthen systems and governance, or simply 
absorbing more clients? 
 
2. Ownership, Succession & Consolidation 
 
Pages 16–17 – Future Ownership & Consolidator Approaches 
 
These pages outline: 
 

• % expecting sale to consolidator within 5 years 
• Frequency of consolidator approaches 

 
Strategic Significance 
 
Consolidation pressure remains high across firm sizes. 
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Board Question: 
 
Is our independence intentional and structured, or default and reactive? 
Do we have a documented succession roadmap? 
 
3. Consumer Duty & Regulatory Sentiment 
 
Pages 18–19 – Consumer Duty Reflections 
Pages 20–22 – FCA Data Requests & Confidence 
 
These sections highlight: 
 

• Limited perceived improvement from Consumer Duty 
• Regulatory fatigue emerging 
• Data requests are manageable, but clarity is inconsistent 

 
Strategic Significance 
 
Regulation is no longer the shock — it is a background load. 
 
Board Question: 
 
Is our governance architecture simplifying compliance, or adding friction? 
 
4. Paraplanner Capacity & Structural Pressure 
 
Page 29 – Role Clarity 
Page 33 – Recognition Levels 
Page 34 – Operational Inhibitors 
Page 36 – AI Impact on Paraplanning 
 
These pages are critical. 
 
Key findings: 
 

• Moderate role clarity 
• Provider admin as primary friction 
• Recognition uneven 
• AI may disrupt entry-level report writing 

 
Strategic Significance 
 
Paraplanners are absorbing operational strain. 
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Board Question: 
 
Are we protecting paraplanner cognitive capacity, or relying on goodwill and 
resilience? 
This is a structural resilience indicator. 
 
5. Technology & Platform Friction 
 
Page 57 – Platform Satisfaction 
Page 58 – Reasons for Switching 
Page 63 – Practice Management Systems 
Page 64 – Cashflow Tool Adoption 
 
Key insight: 
 

• Service dissatisfaction drives switching more than cost. 
• Most firms tolerate friction rather than redesign. 

 
Strategic Significance 
 
Operational inefficiency compounds quietly. 
 
Board Question: 
 
How much invisible time is lost to provider friction? 
 
6. AI Adoption & Governance Risk 
 
Page 69 – AI Adoption Rates 
Page 72 – AI Use Cases 
Page 73 – Comfort with Client-Facing AI 
Page 74 – Barriers to Adoption 
 
These pages show: 
 

• Rapid AI uptake (60%+) 
• Low comfort with client-facing AI 
• Trust and compliance concerns 

 
Strategic Significance 
 
Behaviour is ahead of governance. 
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Board Question: 
 
Do we have a formal AI usage framework, or informal experimentation? 
This is an emerging governance risk area. 
 
7. Investment Proposition & CRP Evolution 
 
Page 77 – Active vs Passive Shift 
Page 79 – CIP Usage 
Page 81 – CRP Structure 
 
Highlights: 
 

• 92% operate a CIP 
• Rising DFM adoption 
• Increasing retirement-specific investment frameworks 

 
Strategic Significance 
 
The profession is maturing structurally. 
 
Board Question: 
 
Is our retirement proposition investment-led or outcome-led? 
Is withdrawal governance documented and evidenced? 
 
8. Talent Pipeline & Adviser Entry 
 
Page 48 – Early Career Barriers 
Page 50 (where applicable) – Onboarding Ratings 
 
Findings: 
 

• Building a client bank remains the biggest hurdle. 
• Mentorship inconsistent. 
• Onboarding rated moderate. 

 
Strategic Significance 
 
Capacity constraints will worsen without structured talent development. 
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Board Question: 
 
Do we have a documented adviser development pathway? 
 
Pages Requiring Most Attention (Priority Reading) 
 
If time is limited, the Board should prioritise: 
 

1. Pages 12–14 – Financial health 
2. Pages 16–17 – Consolidation 
3. Pages 29 & 34 – Paraplanner pressure 
4. Pages 69–74 – AI governance gap 
5. Pages 79–81 – CIP & CRP maturity 

 
These pages most directly impact strategic resilience. 
 
 
 
 

 

 

 


