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SJP –
positioning 
for further 
success Established market 

leader operating in a 
structurally growing 
market

Underpinned by the 
largest professional 
advice network in the 
UK – the Partnership

Benefitting from 
scale advantage and 
unparalleled insights 
into client needs

Capital-light asset 
gathering model 
ensuring sustainable 
growth and capacity 
to invest

Highly cash
generative, 
compounding 
value creation

2



Contents

Overview: 
business 
model and 
strategy

Market 
opportunity

Our business 
in detail

Our new 
business and 
financial 
performance

Appendix

3



Overview: business 
model & strategy



Our business model

Our clients: great outcomes for our 1,037,000 
clients delivered by combining financial 

advice with our distinct investment 
management approach 

Our Partnership: 4,934 highly qualified 
advisers, the largest professional financial 

adviser community in the UK

Our shareholders: long-term, sustainable 
growth in funds under management, 

earnings and returns

Benefits

Data as at 31 December 2025 5



Our business model

◆ Our advisers build long-term 
relationships with clients to 
understand their needs and ambitions

◆ They provide invaluable advice and 
build a holistic financial plan that 
keeps clients on track for the future

Long-term 
investment 
products

Investment 
management

◆ We offer a range of long-term 
investment products

◆ These enable our advisers to deliver 
comprehensive financial planning 
tailored to individual needs and life 
stages

◆ We build investment solutions. As the 
main driver of opportunity and risk, 
asset allocation is the cornerstone of 
our process

◆ We select the best investment 
managers worldwide, combining 
expertise to create our funds

1 SJP Real Life Advice Report 2025

Financial 
advice

95% 
of people say that taking 

financial advice helps them 
stay on track1

4 
core products – Pensions, 

Investment Bonds, ISAs and 
Unit Trusts

Polaris 1-4 
each outperformed their IA 

sector benchmark over
three years to 31 Dec-2025
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What is great financial advice?
of those receiving ongoing 
advice say they still want 
human involvement in 
financial decisions 1 92%

of those taking advice say 
the human element is 
extremely important 293%

1. SJP ‘Real Life Advice’ research, 2025 2. Vanguard Client Connect survey, 2025

◆ Great financial advice changes lives

◆ It delivers wide-ranging benefits through 
combined power of:
◆ Technical expertise, 

assisted by technology
◆ Human relationships

◆ Advisers take time to build trusted, long-term 
relationships and understand their 
clients’ goals, hopes and fears

◆ Relationships add material value to 
clients through:
◆ Enabling behavioral coaching
◆ Providing peace of mind
◆ Delivering emotionally intelligent support

◆ Technology will strengthen relationships 
between clients and advisers, 
not replace them
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Mid-to-high 
single digit annual 
FUM growth

Doubling the 
Underlying cash result 
between 2023 - 2030

High-performing, 
empowered & 
engaged colleagues

c.95% annual 
client retention

Leading adviser 
advocacy

‘Strengthen’ 2024 - 2026
Enhance fundamentals for the future

‘Amplify’ 2027+
Elevate and expand our leading offering

Our strategy

Drive empowerment, 
accountability and performance 

across our SJP community

Continue to be the best 
place to be a financial 

adviser in the UK

Enhance our client proposition, 
tailoring for different 

client segments

Simplify and standardise 
our operations, delivering 
excellent client outcomes

Brilliant 
Basics

Differentiated 
Client 
Proposition 

Leading 
Adviser 
Offering

Performance 
Focused 
Organisation

To empower clients with invaluable advice to realise bolder ambitions

O U R  S T R A T E G I C  F O C U S  A R E A S

H O W  W E  W I L L  D E L I V E R

O U R  A M B I T I O N S

O U R  P U R P O S E
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2025 strategic progress - key programmes

Simple and 
comparable 
charging

◆ Successfully implemented our simple, 
comparable charging structure

◆ Makes the value of our 
proposition clearer

◆ Puts our investment performance on 
an equivalent basis to others

◆ Unlocks broader proposition 
opportunities, including Polaris 
Multi-Index (launched Oct ‘25)

Historic 
ongoing service 
evidence  
review

Cost and 
efficiency 
programme

◆ Programme now deep into the 
operational delivery phase

◆ Experience gathered in H2 means we 
have been able to release a further 
£25m (pre-tax) from the provision

◆ Equates to £19m post-tax which will be 
returned to shareholders in full via 
share buy-backs

◆ Follows same approach for the £63m 
post-tax release in H1

◆ Will complete the historic ongoing 
service evidence review in 2026

◆ Good progress achieved inc. 
completing transition to a new 
organisational design

◆ 14% year-on-year reduction 
in Group headcount

◆ Creating capacity to invest in 
the business

◆ Programme on track to be delivered 
by 2027, in line with guidance

◆ No material net impact in 2025 as 
savings are offset by costs to achieve 
and reinvestment, as guided; same 
expected for 2026

◆ Net benefits to emerge from 2027

Data as at 31 December 2025 9



◆ Lower cost multi-asset funds of funds 
implement our active asset allocation 
expertise through index-tracking funds

◆ Complement our existing range of 
solutions, enhancing choice for clients 
across risk profiles

◆ Deepens the positive impact advisers can 
have with clients 

£1bn+
FUM in Polaris Multi-Index at 
31 Dec ‘25 - 2 months post launch 

4 funds

Four different risk-rated funds

14 strategies

Investing in 14 underlying 
index-tracking strategies

2025 strategic progress - launch of Polaris Multi-Index

Data as at 31 December 2025
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Market opportunity
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Today’s market opportunity…

£614bn
Of excess cash 
held by consumers 1

40%
Of consumers say a lack of 
knowledge is a key barrier to investing 2

39%
Of people are at risk of retirement living 
standards below the minimum level 3

9%
Of adults receive regulated 
financial advice 2

£3.5tn 
in invested 

assets

£2.1tn 
in cash 
savings

£5.6tn 
total, expected to grow 
c.6% annually to 2030

1. Barclays, ‘UK Investment gap 
swells to over £610bn’, 
15 September 2025

2. FCA, PS25/22
3. Scottish Widows’ Retirement 

Report, July 2025

+ =
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The market opportunity: rising demand for advice

Perfect environment 
for client-focused 
advice business

Complexity of 
pension and 

taxation rules

‘Pension 
freedoms’ 
flexibility

Growing UK 
investment,
advice and 
retirement 

savings 
gaps

Intergenerational 
wealth 

transfer

Plethora of 
information and 

products 
available

13



Our business in detail
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6% 

13%
10%

19%

11%

10%

4%

2%

1,037,000
Clients

54%/46%
Male/female split

55
Average age

No ‘typical’ client  
- all want trusted, 

personal advice

3%
Overseas clients

Data as at 31 December 2025 15
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9%

7%

13%

24%
25%

22%

Existing clients

<30

30-40

40-50

50-60

60-70

70+

19%

14%

19%
25%

18%

6%

New clients

<30

30-40

40-50

50-60

60-70

70+

Data as at 31 December 2025

Our clients: by age band



Superior technical support and adviser 
qualification levels
Trusted, high-quality, face-to-face financial advice

4,934 highly qualified advisers
Penetration throughout the UK, the largest professional 
financial adviser community

2,648 independently run Partner practices
Entrepreneurial, motivated, nimble

Established succession scheme
Supports client continuity and adviser succession

17

Focus on great client 
outcomes drive 

strong productivity, which 
increased 19% YOY to 

£4.4m gross inflows per 
adviser in 2025 

Data as at 31 December 2025 17
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The Partnership: why do advisers join and stay with SJP?

Flexible
business 

development and 
succession

Strong 
investment 

performance

Comprehensive 
corporate 

support

Strong products 
and proposition

Great client 
outcomes Attraction and 

retention
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19

Average age 
46 (lower than IFA 
market average of 

581)

Strong adviser 
retention 

Mix of Academy 
and recruitment 

channels

Value of 
long-term 

Partnerships

A sustainable 
pipeline for 

growth in the 
Partnership

Data as at 31 December 2025
1 Professional Adviser, 2022
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The Partnership: sustaining long-term growth
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4%

22%

27%

30%

15%

2%

Existing advisers

<30
30-40
40-50
50-60
60-70
70+

26%

36%

25%

11%
2%

New advisers

<30
30-40
40-50
50-60
60-70
70+

Data as at 31 December 2025

The Partnership: advisers by age band



The Partnership: 
securing tomorrow 
through our 
Academy

37
Enables long-term client relationships; 
increases attractiveness to younger clients

Average
age

27%
Contributes to Partnership diversity, 
supporting diverse client base

Female
advisers

21

+30%
Refreshing our Partnership

Proportion of Partnership 
trained by the Academy

Data as at 31 December 2025 21



Business Sale and Purchase 
(BSP) scheme

Advisers can realise the value 
of their businesses through our 
succession proposition

Stakeholder benefits of the scheme:
◆ Supports the delivery of good client 

outcomes as they receive continuity 
of service within the SJP ecosystem

◆ Makes SJP a great place for 
motivated, entrepreneurial advisers 
to build high-quality businesses 
over the long term

◆ Supports the next generation of 
SJP advisers

◆ Helps retain advisers and clients 
and therefore FUM, which in turn 
supports our financial results

22



£’bn

Bluedoor Salesforce Data & AI

 Modern back-office 
administration system

 Enabling scalability and 
efficiency within SJP

 Central customer 
relationship management 
(CRM) system

 Hyper-personalised 
service delivery and 
efficiency

 Rich data universe
 Data and AI integrated 

ecosystem
 AI tools deployed in the 

Partnership to increase 
efficiency 

Delivering 
growth

Reduce 
complexity

ResilienceEfficiencyScalability Reduce 
operational risk 23

Technology at SJP



Evolving our Partnership technology

◆ In 2026 we will be evolving the 
range of support we offer     
advisers by:
◆ Testing and trialling additional 

technology tools to increase 
efficiency 

◆ Gives advisers more time to do 
what they do best:
◆ Building trust, deepening client 

relationships and delivering 
personalised, high-quality 
advice

Scale and capability to 
work alongside leading 

global technology vendors

Practical, end-user insight 
from working with almost 
5,000 advisers across UK

Privileged position from 
which to expand and 
enhance the suite of 

technology tools 
available to our advisers

24



Our new business and 
financial performance



Data as at 31 December 2025
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£’bn More stable macroeconomic 
environment in 2025 compared 
to recent years, but challenges 
persisted. Our business 
performed strongly:
 Gross inflows of £21.9 billion

 Net inflows of £6.2 billion

 Retention remained high 
at 94.9%, excluding regular 
withdrawals and maturities

26

Net inflows: long-term track record



Data as at 31 December 2025
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>10% p.a. compound growth over the last 5, 10 and 15 years£’bn
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Funds under management



1 Includes interim and final buy-back (based on the number of shares at 31 Dec ‘25) and £82.1m attributable to Ongoing Service Evidence 
provision release
Data as at 31 December 2025

£462.3m
Underlying cash 
result, up 3% on 

2024

£19.84
EEV NAV per share, 

up 22% since 
31 December 2024

18 pence
Dividends per 

share, in line with 
guidance

£218.1m1

Total share 
buy-backs

Robust and strengthened balance sheet

28

Strong 2025 financials 



Underlying post-tax cash result

Net income from FUM up 6%, 
driven by increase in average 
mature FUM partially offset by 
impact of moving to our new 
charging structure

Margin arising from new 
business £99.5m, driven by  
business written on our previous 
charging structure

725.2

462.3 447.2

99.5

305.8

52.7 3.9
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Up 3%

Underlying post-tax cash result 
of £462.3m, up 3%

Growth in controllable expenses 
contained to 5% and charge 
structure implementation costs 
of £52.7m; in line with guidance

Analysis of other can be found 
in the appendix
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£’m 2025 2024

Net investment in AME (7.6) (10.2)

Net investment in DFM (4.1) (2.4)

FSCS levy and regulatory fees (26.4) (21.5)

Shareholder interest 68.5 66.0

Miscellaneous (34.3) (34.5)

Total other (3.9) (2.6)

Cash result: other lines Continued investment to 
develop our presence in AME

Increased investment 
in DFM driven by 
organisational design costs

Industry-wide FSCS levy 
increased in 2025 vs 
2024, hence our 
costs increased

Shareholder interest is 
earned on shareholder cash 
balances, which fluctuate 
over time

30



Powerful picture of future income growth

£52.9bn of gestation FUM at 
31 December 2025
◆ Will mature over the next 6 years
◆ Once all mature, could generate 

around £300m additional income 
every year with no additional costs

As previously guided, dip in profitability 
expected in 2026 following the 
implementation of our new charging 
structure prior to acceleration from 
2027 onwards

Gestation 
FUM at point of 

charging structure 
transition

New charging 
structure where 

we benefit from all
charges applying

from day 1

Powerful 
picture of income 

growth in the 
medium-term

31



Data as at 31 December 2025

 EEV NAV per share of £19.84, up 
22% since 31 December 2024
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Shareholder returns for 2025

£’million 2025
Ordinary shareholder returns
Interim dividend (6p per share) 31.9
Interim buy-back 32.1
Final dividend (12p per share) 1 63.3
Final buy-back 103.9
Total ordinary shareholder returns (50% Underlying cash) 1 231.2

Other shareholder returns
Release from OSE provision at HY25 63.4
Release from OSE provision at FY25 18.7
Total other returns 82.1
Total shareholder returns for the year 1 313.3

Total shareholder returns for 2025 of £231.2m, equal to 50% of the 
Underlying cash result

1 Based on the number of shares at 31 December 2025
33



Shareholder returns for 2025

◆ For financial year 2026 and beyond, the Board intends to return 70% of the 
Underlying cash result to shareholders

◆ We expect the 70% return of the Underlying cash result to comprise:
◆ an ordinary dividend, making up at least 40% of total returns (equivalent 

to at least 28% of the Underlying cash result)
◆ a share buy-back for the balance

◆ Board intends to make interim distributions following HY26 results. Anticipate 
this being:
◆ 6 pence per share in interim dividend
◆ Interim buy-back equal to a third of total ordinary buy-backs for 2025, 

excluding OSE provision release buy-backs

34
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People
Client satisfaction and retention
Responsible relationships
Inclusion and diversity
Policy influence

Considering relevant 
ESG factors throughout 
our investment 
process, and 
engagement with 
fund managers

Enhancing financial
wellbeing for our clients,

our people and our
communities

Giving back to support
local communities and
regeneration

Taking action on
climate change with the 

aim of achieving Group 
net zero by 2050

Vision
Purpose
Culture

Climate
change

Investing
responsibly

Community
impact

Financial
wellbeing

Governance
Corporate governance
Risk management
Data privacy
Responsible procurement
Human rights

Strategic enablers

Responsible 
Business
Framework

36



Inclusion and diversity 
 40% female representation in senior roles by 2028 
 12% minority ethnic representation in our core 

employee base by 2028
 10% minority ethnic representation across our 

Group Executive Committee and their direct 
reports by 2027

Net Zero by 2050

37

Our ESG commitments



 Responsible investment is embedded across our funds. 
Our 3-step process:
1. All fund managers must be PRI signatories

2. Monitor managers’ approach and work with them to 
improve

3. Use ESG data to monitor manager investments

 We’re a member of the Net-Zero Asset Owner Alliance
 Committed to net zero across our investments by 2050

 Exceeded interim target of 25% reduction in weighted 
average carbon intensity by 20251

38

1 The scope of the data represented is limited to our equity and debt for listed companies. It does not include real 
estate or DFM data. This covers 82.4% of our overall FUM as at 31 December 2025.
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Investing our clients’ money responsibly 
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Global investment management expertise



Our simple, comparable charging structure

Initial charges
The same across all products 

Ongoing  charges
ISAs and unit trusts

Ongoing  charges
Investment bonds 
and pensions

 

1 – 3%
Tiered based on investment 
size and with flexibility in certain 
circumstances (see next slide)

0.27%

0.52%

0.80%

Product Fund Advice

2 0.35%

0.52%

0.80%

Product Fund Advice

2

1

1  Varies by fund, illustrative example shown
2 Tiered for larger investments (see next slide)

1.59% 1.67%

1
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Our simple, comparable 
charging structure

Ongoing product charge tiering: Initial advice charge tiering:

Consolidated case size Initial advice 
charge 

First £250k 3%

Next £250k 2%

Amount over £500k 1%

Investment bonds and 
pensions

Ongoing product 
charge

First £500k 0.35%

Next £500k 0.32%

Next £1m 0.29%

Next £1m 0.27%

Amounts over £3m 0.25%
Structure has flexibility, for example to:

◆ reduce initial advice charges for simple advice 
and large cases

◆ increase them for complex advice and 
small cases

For ISAs and unit trusts, all rates are 0.08% lower 
than those given above for investment bonds 
and pensions
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Polaris: 
our flagship 
funds of funds

£94.1bn
Total Polaris FUM
31 December 2025

Performance figures since launch have been used 
as the Polaris funds are less than five years old. 
All figures are percentage growth on a bid-to-bid 
basis for accumulation units, income reinvested, 
in fund currency and net of ongoing charges, 
excluding initial charges. Further information 
can be found in the fund factsheets and the 
prospectus, which can be provided upon request. 
Please be aware that past performance is not 
indicative of future performance. The value of an 
investment may fall as well as rise. Returns on 
equities cannot be guaranteed. Equities do not 
provide the security of capital characteristic of a 
deposit with a bank or building society. All data is 
quoted as at 31 December 2025
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Autonomous - Andrew Crean

Barclays – Larissa Van Deventer

Bank of America – Christiane Holstein

Citi – Andy Lowe

Exane BNP Paribas – Greg Simpson

Jefferies – Julian Roberts

Panmure Gordon – Rae Maile

Peel Hunt – Stuart Duncan

RBC – Ben Bathurst

Redburn - Charles Bendit

Deutsche Numis – David McCann

UBS – Nasib AhmedKepler Cheuvreux – Fahad Changazi

JP Morgan – Enrico BolzoniBerenberg – James Allen

43

Analyst following



Investor relations 
contacts
Caroline Waddington
Chief Financial Officer
Email: cfooffice@sjp.co.uk

Hugh Taylor
Investor Relations Director
Email: hugh.taylor@sjp.co.uk 

www.sjp.co.uk/shareholders

mailto:cfooffice@sjp.co.uk
mailto:hugh.taylor@sjp.co.uk
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