
Newsletter: December 2021 

Breed Elliott – Our plans for the future 

In this newsletter, we would like to share with you how we, at Breed Elliott, are planning for the 
future and how we plan to care for you, our clients, in the years ahead.  
 

Our plans are based around how we see the demand for financial planning changing in the  
future and how we need to manage our relationships with you. 



Background 

 

According to research from the Financial  
Planning Standards Board (FPSB), financial 
planners will see a significant rise in demand 
for their services over the next few years.  
 

In its latest study of more than 4,200 Certified 
Financial Planners around the world, the 
FPSB found an overwhelming expectation 
globally that public demand for financial  
planning would increase, driven primarily by 
retirement needs and the fact that we are all 
living so much longer. 
 

The Future of Financial Planning Practice 
Study, carried out as part of the FPSB's Global 
Job Analysis survey, interviewed 4,250  
financial planners across 23 countries,  
including the UK, about their expectations for 
their profession and for consumer finances. 
 

With rising numbers of older people and  
people approaching retirement across the 
world, 82 per cent of those surveyed expected 
to see rising levels of demand for financial 
planning services, with 61 per cent predicting 
this would be focused mostly on planning for 
and planning in retirement. 
 

We have mentioned, in previous newsletters, 
the inter-generational transfer of wealth, which 
is predicted to see trillions passed down the 
generations over the next couple of decades. 
The study said 35 per cent of the increased 
demand for financial planning would come 
from younger generations needing help with 
their new-found wealth. 

The study also said raising awareness of the 
value of financial planning and (re)building 
trust would be key to engaging the public. It 
goes on to say 

 

 "Although increased public awareness is  
expected to be one of the drivers of demand 
for financial planning, financial planning  
professionals indicate there is significant work 
that needs to be done to promote the value of 
financial planning and the value of working 
with a financial planner. 

"Respondents cite a lack of awareness of the  
value of financial planning (79 per cent) as the 
top reason people do not seek financial planning 
services, followed by a lack of trust in financial 
advisers (46 per cent)." 
 
Does our experience support this research?  
 

In brief, yes. The average age of Breed Elliott  
clients is between 60 and 65. Therefore, as you 
can imagine, much of our time is devoted towards 
helping clients as they approach retirement and 
helping them to settle into retirement. 
 

We are also regularly being introduced by  
existing clients, either to their elderly parents, 
who need help deciding what to do with their 
wealth, or to their adult children, who have  
inherited and seek help in how best to invest their  
inheritance for their future benefit. 
 

The type of research quoted above, along with 
our own experience, has helped to frame the 
background against which we are planning for the 
future. 
 

Breed Elliott – The Present Reality 

 

As you will be aware, we have four partners in 
our business, each of whom looks after a  
relatively small number of clients compared to a 
typical financial planner. We keep the number of 
clients small to ensure that we can continue to 
offer the best service we can. 
 

We have also made a strategic decision to carry 
out most of the ‘behind the scenes’ administration 
ourselves, which we have been able to do by  
extracting as much benefit as we can from new 
technologies, such as our Personal Finance  
Portal (PFP). 
 

We believe that this ‘hands-on’ approach helps 
us to provide an even higher level of service to 
our clients. 
 

 



Breed Elliott – Future Challenges 

 

Our first challenge is that we are not getting 
any younger. 
 

We are very lucky that all of us absolutely love 
what we do and would like to continue helping 
our clients for as long as we are able to do so. 
However, realistically, we are unlikely to still 
be helping clients in 20 years’ time! 
 

Our second challenge is that we continue to 
receive referrals from our clients to family and 
friends and we are keen to look after these 
new clients in the ‘Breed Elliott’ way.  
 

However, there are only so many clients each 
of us can look after and we will reach a point 
where we do not have the resources to be 
able to look after new clients. 
 

The third challenge is keeping up with  
ever-changing technology. We have been very 
good at this so far but we think we will  
probably need more resources in the future in 
order to ensure that we stay up to date with 
the technology, both for the benefit of  
ourselves and our clients. 
 

Breed Elliott – Future Plans 

 

One option for us has been to expand Breed 
Elliott by taking on new financial planners and 
some support staff to help us look after both 
existing and new clients. However, such  
expansion would be very likely to involve us 
spending more time growing and managing 
the business and less time looking after our 
clients. 
 

We have all decided that we do not want to 
reduce the amount of time spent helping our 
clients with their financial planning and  
therefore, we are not going to expand Breed 
Elliott. 
 

Instead, we believe that the best way for us to 
overcome the three challenges highlighted 
above is to team up with another financial 
planning business, which shares the same 
ethos as we do for how best to look after  
clients.  
 

 

We are now actively looking for another  
business which has the following: 
 

• A similar culture - Ideally, we would want you, 
our existing clients, to see virtually no  
difference in the advice and service you  
receive. We would like any change to be as 
seamless as possible so that you build the 
same trust with the new business as you have 
built with us. 

 

• More advisers/younger advisers - We want to 
feel comfortable that we can work alongside 
other financial planners, who can help us to 
continue to look after you as well as we have 
always tried to and to do the same with any 
new clients you refer to us. Eventually, when 
we decide to retire, we want you to feel  
confident and happy that you will continue to 
be looked after as well, if not better, than you 
always have been. 

 

• Support staff - We would like to be able to  
delegate some of our ‘behind-the-scenes’  
administrative responsibilities to a colleague, 
who will do the job just as well and give us 
more time to improve our business with  
technology, whilst continuing to help you as 
well as we can. 
 

• Similar systems - Ideally, we would want to 
find a business which was operated in a similar 
way to how we currently manage Breed Elliott. 
This would help contribute to the seamless 
change we are hoping for. 

We hope this all makes good sense. We were 
keen to keep you informed as we embark on this 
process of teaming up with another financial  
planning business, so that you can ask questions 
at our regular review meetings to ensure you feel 
comfortable about how we plan to look after you 
in the future. 



If you have received this email in error, please contact us on the email below with your correct details or removal request  
neilmiller@breedelliott.com 

 

The information contained in and transmitted with this email is confidential and/or privileged and intended only for the person 
to whom it is addressed. Any unauthorised use, retransmission, dissemination or action undertaken based on this information 
by persons, or entities other than the intended recipient, is strictly prohibited. 
 

The information contained in this newsletter is for information purposes only and does not constitute advice, if you don't  

understand any of its contents we recommend you seek Independent Financial Advice. 

Market data 

  
Market 
  

  
Value at start 

of 2020 
  

  
Current 

situation 

  
Comments 

  
  
Interest Rates 
(BOE base rate) 
  
  

  
  

0.75% 
  

  
  

0.1% at 
30/11/21 

  
  
The official bank rate is 0.1%. 

  
  
House Prices 
(Nationwide) 
  
  
  

  
  

House prices 
increased by 
7.3% in 2020 

  
  

House prices 
up 0.9% 

at 30/11/21 

  
  
Annual house price growth up 10%. 

  
  
UK Share Prices 
(FTSE 100) 
  
  
  

  
  

7542.40 

  
  

7059.50 

at the close on 
30/11/21 

  
 
The FTSE 100 fell by 180 points in 

November. 
  


