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St. James’s Place 2024 Full Year Results Presentation – 27 February 2025 Transcript 

Mark FitzPatrick, Chief Executive Officer: 

Good morning and welcome to our 2024 full year results. 

Today I’m going to talk you through three key areas: firstly, the strong business and financial 

performance we’ve delivered in 2024; secondly, the progress we’re making against our key 

programmes of work and our broader priorities; and thirdly and finally, how our strategy is 

positioning us for further success, ensuring we keep delivering for all our stakeholders in the years 

ahead. 

I am delighted to be accompanied this morning by our CFO, Caroline Waddington, who joined us in 

September last year. Caroline will shortly cover our financial performance for 2024, but first I’ll begin 

with a recap of our new business performance. 

While 2024 was in many ways a challenging year for SJP, I’m pleased to report that it was also a year 

in which we delivered a strong outturn for our flows. This is testament to the power and quality of our 

advice-led business model. Even more importantly, it reflects the value that more than one million 

clients place in the trusted relationships they have with our great advisers. 

In 2024, despite a mixed environment for UK consumers, we grew our client base and they entrusted 

us with £18.4 billion of new investments, which is 20% higher than in 2023. Even with pressures on 

household finances and a bumpy macro environment, individuals still need to save and invest for 

the future. Our advisers provided support and trusted advice to do just that. That’s what our business 

is all about – empowering clients with invaluable advice to realise bolder ambitions. 

That same focus has, once again, underpinned high client retention and resulted in annual net 

inflows of £4.3 billion. I am very pleased that we were able to extend our long track record of 

achieving net inflows. 

It was another period in which we delivered strong investment returns for clients, with the 

performance of Polaris being a particular highlight. In aggregate, investment gains across our range 

of funds and portfolios amounted to £17.7 billion, representing 10.5% of opening funds under 

management. Together with our sustained net inflows, we delivered a 13% increase in funds under 

management to a record £190 billion by the end of the year.  
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This has been reflected in our financial performance for the year where we delivered an underlying 

post-tax cash result of £447 million, which is up 14% on 2023 and this is after one-off costs. Caroline 

will expand on this shortly. 

So, all in all, a year of strong business and financial performance. 

Onto my second topic now, namely an update on our major programmes of work. I will start with our 

simple and more comparable charging programme. We have undertaken a huge amount of work 

around our IT infrastructure so that it is ready to safely accommodate our new model by the second 

half of the year. To that end we have completed the vast majority of the coding required, the new IT 

infrastructure build is near completion and we are now in an extensive testing phase. We have also 

been working with our advisers to equip them with the right tools and literature so that they can 

work effectively with the new charging structure at the point we transition. Though we still have a lot 

of heavy lifting to do to complete the project over the next few months, we are on track, both in terms 

of overall budget and timetable.  

Now while there has inevitably been a lot of focus on our implementation programme, I don’t want 

you to lose sight of what we’re aiming to achieve here and the benefits we hope to see over the 

long-term. 

The introduction of simpler and more comparable charges will improve transparency for clients and 

make it easier for them to understand the costs associated with the services we provide. Clients will 

be better equipped to compare our charges with other providers and understand the enhanced 

value we believe we provide. This could also open more of the market to us. And further, it will 

improve our ability to demonstrate the performance of our investments. And that’s because under 

our current charging structure, when a client is advised by SJP and invests with us, they pay an all-

in charge. This covers the cost of investing and all the other services they receive from us, including 

advice. Regulations require us to report performance net of all these charges. Most asset managers 

just report their performance against their fund management fees. So this inevitably impacts 

perception of the investment performance, and this is all too often used against us by competitors. 

We remove this problem by disaggregating our charges.  

Changing our charging structure will also unlock our ability to innovate our client proposition in the 

future, from developing passives, through to broadening alternatives solutions and building out a 

more integrated cash offering. Moving to our new charging structure is a major exercise, but it’s one 

that will broaden the market opportunity for SJP and position us for further success. 

Now, moving onto our second key programme of work, namely addressing the historic client service 
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evidencing gaps. We’ve made good progress through building the infrastructure needed to 

efficiently and accurately gather and analyse historic servicing records. We are now in the process 

of collecting and validating evidence to correctly identify servicing gaps across our client base. 

We said from the outset that this was a very significant exercise that would take the best part of two 

to three years to complete, and we’re confident of making further substantial headway during 2025.  

We note the recent FCA statement on ongoing financial advice services and appreciate the 

guidance it provides. We are focused on completing our programme of work and will take into 

consideration the FCA's guidance as we move through that programme. We remain confident in the 

adequacy of our provision. 

Our third key programme of work relates to enhancing the efficiency of how we operate. This will 

create the capacity to invest in the strategic initiatives that will power our growth ambitions in the 

years ahead. The tangible changes we’ll be making around organisational design, optimising 

procurement and simplifying our technology estate, will enable us to invest for the future in a way 

that is unique in the market. 

2024 wasn’t just about those programmes though. We’ve been ensuring we deliver for our clients 

and advisers day in and day out. We’ve worked hard at building our reputation, promoting the value 

of financial advice and leading the conversation in UK wealth management. We’ve done this in four 

key ways: a national brand campaign; conducting real life advice research and sharing inspiring 

client stories; working closely with the Government and the FCA on the Advice Guidance Boundary 

Review; and closing the advice and savings gaps more generally.  

When it comes to investment performance, we’ve achieved significant milestones with our Polaris 

range. Polaris is the largest multi-asset fund range in the UK with more than £60bn in total client 

investment and Polaris 3 is now the single largest fund in the UK. More important than its scale is the 

fact that Polaris is delivering for our clients with all four of our Polaris funds outperforming their 

respective IA peer groups last year, and that’s net of all charges, including advice. 

We’ve continued to focus on and refine our Academy programme, which is one of our key strengths. 

We are by far the largest recruiter and trainer of people in the financial advice industry. Our advisers 

and our clients benefit from the fact that individuals in our Academy have an average age of 37, 

and 34% are female. This adds longevity to our model and broadens the appeal of the Partnership 

to more potential clients. But it’s not just about training new advisers, it’s also about providing them 

with the right support so they can build successful careers with SJP. We do this well, and so we are 

proud that over 89% of those who complete our Academy programme are still with SJP three years 
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later. This supports adviser retention, continuity of client service and the creation of future 

generations of senior advisers. 

We’ve strengthened our executive team, ensuring we have the right blend of skills and experiences 

in place to lead SJP through our current period of change, and deliver on our refreshed strategy.  

So it’s been a busy year for SJP. One of progress and achievement, and one in which we’re putting 

our business in good stead for the future. I want to take this opportunity to recognise and thank our 

entire SJP community: from our advisers and their support staff, through to every one of our 

employees. You have all delivered brilliantly through a period of significant change across the 

business.  

I’ll now hand over to Caroline to talk you through the financials for 2024 before I return to set out how 

we’re positioning for further success in the years ahead. 

------------------------------------------------------------------------------------- 

Caroline Waddington, Chief Financial Officer: 

Thanks Mark, and good morning everyone. This is my first results presentation as CFO of St. James’s 

Place, and I’m delighted to be able to present the strong set of numbers you can see on the slide.  

I’m going to start off today by providing detail on our financial performance for the year, where I’ll 

take you through our Cash result, the strength of our balance sheet, and the financial impact of our 

key programmes that Mark covered earlier from an operational perspective. I will then set out how I 

think about capital allocation, which will include my perspectives on the visibility of future income 

growth and Partner lending, as well as a recap on our approach to shareholder returns.  

I’m not going to cover IFRS or EEV, but information about these metrics can be found in the appendix 

to the slide deck. 

So, let’s start by taking you through our Cash result. We are really pleased to have delivered an 

Underlying post-tax cash result of £447 million for the year, which is an increase of 14% on 2023. This 

result is despite almost £60 million of short-term costs we incurred during 2024 as we progressed 

with the implementation of our simple, comparable charging structure. If these were excluded, the 

Underlying cash result would have increased by 27% year-on-year. Let me take you through the 

three key drivers of this strong result. 

Firstly, average funds under management, which I’ll refer to as FUM, increased by 15% year-on-year. 

This has increased the net income we earn from FUM to £684 million, up 14% year-on-year. This result 

is within our guidance range of 54 to 56 basis points on mature FUM, excluding Asia and DFM.  
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For those of you who are less familiar with what this means, I will spend a bit of time later explaining 

what the increase in FUM means for the visibility of future growth in our Cash result, including our 

concept of ‘mature’ and ‘gestation’ FUM. Going forward, we continue to anticipate that net income 

from FUM will be within the 54 to 56 basis points range until the implementation of our new charging 

structure, after which the range will reduce to 43 to 45 basis points, as we have previously guided. 

As usual, you can find a summary of all our 2025 guidance in the appendix. 

Secondly, our margin arising from new business has increased by 12% to £117 million. This represents 

the initial charges on new business after the payment of directly associated costs, such as initial 

advice fees paid to Partners and third-party administration costs. This margin increase is driven by 

higher new business year-on-year. As a reminder, margin arising from new business will be 

negligible following the implementation of our new charging structure, as initial product charges 

are removed – again, this is in line with previous guidance.  

Finally, we have continued to focus on cost management. Our controllable expenses in the Cash 

result increased by 3% year-on-year to £292 million. It’s important to remember that each of the 

numbers given in our Cash result are post-tax, and the increase in the corporation tax rate from 

April 2023 means that different tax rates applied in 2023 and 2024. On a pre-tax basis our 

controllable expenses increased by 5%, in line with our guidance. This guidance continues to apply 

for 2025.  

More information on the other lines within our Cash result can be found in the appendix. 

Now I’ll move on to our balance sheet, which remains strong. We hold assets to fully match our 

obligations to clients. This means that movements in external factors such as investment markets 

and interest rates have little impact on our ability to meet our obligations to clients, even during 

challenging market conditions. We also have a prudent approach to investing shareholder funds, 

which are predominantly held in AAA rated money market funds or cash. All of this means we have 

a resilient solvency position. 

Our approach to solvency is to hold at least 130% of the Solvency II standard formula requirements, 

and at the end of the year the solvency ratio for our life companies was 154%. Our financial strength 

is also reflected in our credit rating: SJP plc was reaffirmed as A rated by Fitch during the year. 

So now let’s move on to our key programmes of work: 

The implementation costs for our new charging structure, on a post-tax basis as you see in the Cash 

result, were approximately £12 million lower in 2024 than we originally guided to in October 2023. You 

should think of these costs as having been deferred into 2025.  
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We expect the overall implementation costs of the project to be towards the upper end of our 

original guidance range of £140 million to £160 million pre-tax. It is important to note that this cost 

phasing change does not impact our planned implementation timeline, which remains by the 

second half of this year. 

As a reminder of what our future charging structure will look like, we have included detail in the 

appendix. For the avoidance of doubt, there are no fundamental changes to the core charging 

structure we set out in October 2023, though we have made refinements within the structure which 

were anticipated and accommodated within the margin guidance we issued at the time.  

Let’s move on to our historic ongoing service evidence review now. As Mark said, there is no change 

in our estimate of the cost of the programme, and so we remain comfortable with the provision.  

Our cost and efficiency programme is on track to be delivered by the end of 2026, and in line with 

the guidance we provided in July last year. As expected, the programme has had no material impact 

on our 2024 results, as the costs to achieve have offset the savings we made during the year. We 

anticipate this will also be the case for this year, as the benefits we realise, net of costs to achieve, 

are reinvested in the business to drive future growth. A reminder of our financial guidance on this 

programme is set out in the appendix. 

Having covered the financial performance of the business during 2024 and where we stand on our 

key programmes, I now want to spend some time setting out my perspectives on two fundamental 

areas of our financial model: first, that we are cash generative with a high degree of visibility over 

future income growth; and, second, that we have a simple and disciplined approach to capital 

allocation that means we are able to invest in our business to drive sustained growth while delivering 

returns for our shareholders. 

I’ll start by recapping on the high level of visibility we have over our future income growth in the 

medium-term, driving capital generation – conscious, of course, of the expected dip in profitability 

in 2025 and 2026. As previously announced, this is caused by the transition to our new charging 

structure. 

Our financial business model is simple: our key profit drivers are annual product management 

charges on our FUM. As we grow FUM these ongoing charges grow. Under our current charging 

structure this is complicated by the fact that these charges are not taken for investment bonds and 

pensions business in the first 6 years, which is our concept of gestation FUM. However, our high 

retention rate means we have good visibility of future income which we’ll generate as this gestation 

FUM matures. And this is without incurring any additional costs.  
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To help bring this to life, this slide gives an illustration of the growth drivers for net income from FUM 

over the past 6 years. It highlights that the biggest factor here has been additional income from 

maturing gestation FUM.  

So, what does this mean for the future? At the end of 2024 we had £50 billion in gestation which will 

be maturing over the next 6 years. Ultimately this could generate in the region of £290 million of 

additional income in the Cash result, every year, when it has all matured. 

At the same time, under our new charging structure we will benefit from all charges applying from 

the day that any new investment is made. We will not have to wait 6 years for new investment bond 

and pension business to contribute recurring income to the Cash result. So this means that for 6 

years post implementation, the Cash result will benefit from charges applying from day 1 for all new 

business written under our new structure, as well as benefiting from existing gestation FUM at the 

point of transition maturing to make a positive contribution. 

Together, these dynamics build a powerful picture of how our income can develop in the medium-

term. We anticipate that the Cash result will accelerate from 2027 onwards, supporting our ambition 

to double the Underlying cash result from 2023 to 2030.  

Having touched on how we generate income and grow our capital resources, I’ll now spend some 

time on capital allocation. During last year’s half year results, Mark shared our capital allocation 

framework, which you can see on this slide.  

This puts the safety of client investments first, by ensuring we maintain an investment grade credit 

rating and meet all regulatory solvency, working capital and liquidity requirements. 

Our second priority is to invest in the core capabilities of the business, to ensure we remain fit for the 

future. As Mark explained last July, investing in our business to align to our refreshed strategy will be 

funded by savings we generate through our cost and efficiency programme, as we change the way 

in which we are organised and operate to enable us to deliver our strategy effectively. We will also 

continue to invest the capital necessary to support our Partner succession proposition, which we 

refer to as our ‘business sale and purchase’, or BSP, scheme.  

For those less familiar with this aspect of our business, it’s something that I see as a key differentiator 

and point of competitive advantage for SJP in our marketplace. BSP enables Partners who want to 

downsize or retire to realise the value in the business they have built, by selling all or part of it to 

another SJP adviser. I want to share with you 4 stakeholder benefits of the scheme: 

- Firstly, it supports the delivery of good outcomes for clients as it enables them to be 
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transferred to another adviser, ensuring they receive continuity of service within the SJP 

ecosystem 

- Secondly, it makes SJP a great place for motivated, entrepreneurial advisers to build high-

quality businesses over the long-term 

- Thirdly, it helps to support the next generation of SJP advisers who can acquire the right 

number of clients at the right time 

- And finally, it ensures high retention of advisers and clients which leads to high retention of 

our FUM, which is critical in supporting our financial results 

We facilitate the BSP scheme by matching sellers with buyers, supporting them in shaping a 

transaction that works for all parties, and arranging finance for the transaction.  

Whilst we originate and initially underwrite all loans, over time we have successfully diversified loan 

funding. We have done this through loan sales, establishing a non-recourse securitisation vehicle, 

and securing external funding facilities. This provides scalability and sustainability of external loan 

funding. At the end of the year, nearly 60% of our loan book was funded externally. Going forward, 

we will continue to optimise the way we fund our BSP scheme to ensure we are making the most 

efficient use of our capital.  

Once we have invested in the business, we provide reliable returns to shareholders.  

To recap on the guidance we announced last year, for the years 2024 to 2026 we expect to return 

50% of the Underlying cash result. We continue to expect that for these years the returns will be 

structured as 18 pence per share in annual dividends, with the balance distributed through share 

buybacks. For 2024 we paid an interim dividend of 6 pence per share and conducted an interim 

buyback of £33 million. In line with our approach, the Board has proposed a final dividend of 12 pence 

per share, subject to shareholder approval at the AGM, and a final buyback for the year of nearly 

£93 million. This final buyback represents around 1.5% of our current market capitalisation and brings 

total shareholder returns for 2024 to £224 million. The Board intends to reassess its approach to 

shareholder returns for 2027 and beyond at the appropriate time. 

Finally, we will consider returning any remaining excess capital to shareholders. We don’t anticipate 

additional returns in the immediate future as we complete the key programmes of work and invest 

in the priorities described in our refreshed strategy.  

Since joining the business nearly six months ago, something which has really struck me is the power 

of our business model. Clients truly value the trusted, personal relationship they build with their 

adviser, as demonstrated by our high retention levels through what has been a challenging time for 
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the business. The advice we provide really is invaluable in helping them navigate the ups and downs, 

and complexities of their lives. I can vouch for this first-hand, having been an SJP client with the 

same adviser for 27 years. 

Something I didn’t fully appreciate until I joined, however, is the simplicity of our financial business 

model and how it provides such good visibility of future growth in income. But that simplicity is not 

necessarily reflected in our financial reporting. That’s why one of my priorities is to review what we 

can do to simplify it. 

As I said at the outset, we’ve had a successful year which has translated into strong financial results. 

We have grown our Underlying cash result by 14% despite additional short-term costs as we 

implement our new charging structure. We have a highly visible earnings profile, a robust balance 

sheet, and a disciplined approach to capital allocation. With that I’ll hand back to Mark. 

------------------------------------------------------------------------------------- 

Mark FitzPatrick, Chief Executive Officer: 

Thank you, Caroline, for walking us through a strong financial outcome for the year. Now on to how 

we’re positioning for further success. Back in July we set out the findings of our business review and 

our resulting refreshed growth strategy for SJP. I won’t cover the same ground again, but I do want 

to remind you of the market opportunity for our business and to recap on our strategy and priorities 

that will underpin our growth.  

Starting with the market opportunity. Across the UK, individuals today have around £3.3 trillion in 

liquid investable assets and this figure is expected to increase by around 7% per annum compound 

to 2030. The higher wealth segments are expected to grow more quickly than this. This is a growth 

market, and we are focused on the main growth segments. The need and demand for advice is 

present today. We are living in a world of acute complexity and uncertainty – whether this be 

geopolitics, market volatility or changes to pensions and savings rules and taxes. People need 

advice and they need advice from people they trust. This is what the SJP Partnership does. So 

financial advice is in high demand, and we see that demand only growing. Three key reasons for 

this: 

First, the savings gap is large and growing. Many people in the UK do not have enough put aside for 

retirement. An industry report last summer indicated that 38% of people are not on track for what 

the Pensions and Lifetime Savings Association deems as even a minimum retirement lifestyle. At the 

same time, many individuals are over-saved but underinvested in the market compared to other 

major developed economies. Over the past decade, three quarters of ISA subscriptions have been 
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into cash ISAs; but only one quarter have been into stocks and shares ISAs. With interest rates having 

been near zero and lagging inflation for most of that period, that is a concern. Even with interest 

rates being better today, the opportunity cost of not being invested adequately in the market is 

huge. 

Second, the decline of defined benefit pension schemes and population demographics means 

there is an increasing need for people to provide for their own retirement, as well as to consider how 

to pass on their wealth efficiently. Proposed changes to the inheritance tax regime in the recent 

budget highlight the complexity of making the right choices in this critical area, and why financial 

advice can make such a difference. 

Third, the proliferation of different and sometimes esoteric investment products, together with 

access to endless but often unreliable information at the click of a mouse or swipe of a phone, can 

make people feel overwhelmed in how to make positive decisions. Too often, they then disengage 

or withdraw from potential investing. With the financial consequences of a wrong action or indeed 

inaction so significant, the role of a trusted and highly qualified financial adviser can prove 

invaluable. 

So while it’s clear that our marketplace has experienced significant change in the regulatory 

landscape, there continues to be strong support amongst politicians, policymakers and regulators 

for a healthy UK financial advice industry. This creates a compelling growth opportunity for SJP as 

the market leader and home of financial advice today. 

Our business model has clearly worked very well in the past and it delivered again in 2024, yet we 

are in no way complacent. We are evolving our business to ensure we maintain our market leading 

position going forward. 

That’s why we set out a refreshed growth strategy in July. 

As a reminder, it’s based around 4 pillars. 

- Brilliant basics  

- Differentiated client proposition  

- Leading adviser offering; and 

- Performance focused organisation. 

Our strategy is split into very two different phases. Right now, we’re in the heart of our strengthen 

phase where we are working on delivering the three key programmes of work I talked about earlier, 

and more broadly building the right foundations for the future. 
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This is critical work as the hard yards we’re putting in now will create the capacity for us to progress 

into our amplify phase. And this is where we can invest into further developing our proposition and 

support for clients and advisers alike, which will underpin our continued growth. In due course, we 

look forward to: building our high net worth offering where we have great opportunity, expanding 

our product shelf to incorporate new cash and alternatives offerings, and harnessing the power of 

the data we have across our ecosystem and developing our technology so that we can improve 

processes, enhance client and adviser experiences, and drive productivity. 

While much of this work is yet to come, we are making progress where we can. For example, we’re 

developing and trialling AI tools to support advisers with administrative and technical queries, which 

will enhance efficiency. And our investment team is actively exploring options around a dedicated 

passives proposition and will develop and refine their thinking as this year unfolds.  

So we have a clear growth strategy, but what does success look like? 

Our ambitions are: 

- To continue to be the best place to be a financial adviser in the UK, and drive leading adviser 

advocacy; 

- To embed a high-performance culture with empowered and engaged colleagues who 

make a real difference to our clients and advisers; 

- To support a growing base of clients who stay invested with us for the long-term; and 

- To deliver mid to high single-digit annual growth in funds under management over time 

- If we achieve all of this, we have the ambition of doubling the Underlying cash result from 

2023 to 2030, underpinned by the visibility we have of our future growth in income, as 

Caroline laid out earlier. 

So, to summarise. We have had a very busy year. One of change and challenge, but one of progress 

and achievement too. We’ve grown the business; we’ve grown the adviser base, and we have grown 

client numbers. We’re embracing the opportunity to enhance what we do and how we do it, and we 

do so from a position of strength.  

We have clear market leadership as the home of financial advice. We have a robust, resilient and 

scalable business model, a fantastic SJP community working hard to drive great outcomes for our 

clients, and an opportunity to drive significant operating leverage as we grow.  

We believe we have the best advisers in the industry, and we are committed to providing them with 

the best product range, technology and support in the marketplace as we both grow our businesses.  
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We have a compelling long-term opportunity ahead and I am excited about what we can deliver for 

all our stakeholders. 


