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For Financial Advisers in Discussion with Clients

I'm young and hungry to succeed financially.

What should | do in 2024 to get ahea(i'

Some of the questions on the client’s mind may include:

e What investment choices should | consider in the current environment? What is the smartest move to grow?
e | have plenty of short-term goals - should | focus on these, then focus on longer-term goals at a later date?
e (an | have a sleeve of my money to invest in exciting opportunities? Or can we capture in my wider financial plan?

Eight Actions to Consider in 2024

Before making any decisions, have you considered the full perspective? Here are eight actions to help steer the right conversation.

Trying to swing between stocks, bonds and cashis a
very difficult game, which often creates a cash drag.
Using managed portfolios is sensible, with a well-

diversified investment mix, well positioned for 2024.

Compound interest is known as the eighth wonder of
the world. By investing mare while you are young,
you maximise the opportunity for future growth,
while reassessing your goals aids motivation.

Offer behavioural coaching

Start early and focus on goals 5 Avoid trying to time the market
Reinforce the habit of pound-cost averaging ﬁ

Research shows that behavioural coaching can add
meaningful value. Or conversely, bad behaviour is
destructive. Move the conversation to the principles
of good investing and associated habits.

Pound-cost averaging means topping up holdings
on a gradual basis, perhaps to a multi-asset
portfolio. An idea in your 30s is to save more during
each pay rise, to avoid lifestyle creep.

Get a financial plan with clear value drivers Help explore “personal” investment choices
Inexperienced clients may be tempted to adjust Many younger clients want exciting investments
their financial plan at the first sign of volatility. that have the ability to thrive, or have preferences
This is normal. Reiterate the foundations of the relating to their personal views. Help them build
plan regularly and proactively. knowledge, perhaps considering an ESG portfolio

for those that want to match their values.

Raise product options that match the Deal with competing goals
environment in 2024

Following the cost-of-living crisis, some clients may
feel stretched. One way to get balance is to
compartmentalise the investing pots based on
different goals. Having different pots can improve

the effectiveness of investing.

With higher interest rates in 2023, clients may be
tempted to explore alternative investment options
for 2024. Discuss the full range of strategies
available and explain why you believe their
structure is optimal.
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I'm in my 40s with a lot of responsibilities and y

little time. What can | do in 2024 to get aheadi' < r
A

Some of the questions on the client’s mind may include:

e Are my automated strategies still appropriate for 20247 Can | consider tax-friendly and time-effective options?
e |'d like to make more progress on my long-term goals—how much do | need to invest from here through to retirement?
e How do | deal with some underperforming assets? Is it smart to sell these to reinvest in something better?

Eight Actions to Consider in 2024

Before making any decisions, have you considered the full perspective? Here are eight actions to help steer the right conversation.

Go beyond 2024 and invest for the future Maximise cashflows in a tax-effective way
Investors in their 40s can feel absorbed by their With taxes a big talking point, could the client
present responsibilities and disconnected from their benefit from broader financial planning? All too
future. Help clients visualise the future to orient often, clients think about investing first, but taxes
them towards longer-term goals. and insurance are also prominent areas to address.
Make sure clients are taking enough risk Identify “personalised” investment choices
Investors in their 40s typically have a large capacity Many younger clients want exciting investments that
for loss. However, they may be frustrated by the have the ability to thrive, whilst incorporating

lack of progress in 2022/23 and carry a more modest preferences relating to their personal views. Help
risk tolerance. Helping them align their risk them build knowledge, perhaps considering a small
tolerance, capacity and goals are key in this decade. sleeve, or even an ESG portfolio.

Reconfigure the “why” of investing Consider different portfolio combinations

Goals can change, s it always worth reviewing Meeting goals is an individual experience and index
them, especially given the change we've witnessed tracking is not for everyone. This is where a

since covid. Research shows that 71% of people blended portfolio could help, offering diversification
change their top goals by doing a simple review. and active exposure where sensible.

Raise product options that match the Offer behavioural coaching

environment in 2024 If we encounter volatility in 2024, you can add value.

With higher interest rates in 2023, clients may be In fact, research shows that behavioural coaching can
tempted to explore alternative options for 2024 add meaningful value. Or conversely, bad behaviour
Discuss the full range of strategies available and is destructive. Move the conversation to the

explain why you believe their structure is optimal. principles of good investing and associated habits.
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We're in our 50s with sizeable assets and a better
runway to contribute. What can we do in 2024&,

Some of the questions on a client’s mind may include:

e What should | do with my higher savings rate in 20247 What are my smartest investment options, considering taxes?
e When can | retire? How do | deal with underperforming assets? What should | do about my concentrated stock positions?
o |f I have enough assets already, what strategies offer a high certainty of outcome? When should | turn down the risk dial?

Eight Actions to Consider in 2024

Before making any decisions, have you considered the full perspective? Here are eight actions to help steer the right conversation.

Address taxes Maximise saving

With taxes a big talking point, having a As a client’s earnings near their peak and some costs
conversation in this area could add value. If clients subside, it is more important than ever to maximize
accumulate savings outside tax-advantaged the amount being saved. Focusing on the client’s
wrappers, create a plan to manage this. progress towards their goals is key.

Deal with underperforming assets Offer behavioural coaching

Many investors in their 50s will have a sleeve of If we encounter volatility in 2024, you can add value.
underperforming assets following a tough market in In fact, research shows that behavioural coaching can
recent years. Help guide the best decisions, add meaningful value. Or conversely, bad behaviour is
considering taxes, to build a robust asset allocation. destructive. Move the conversation to the principles of

good investing and associated habits.

Full financial planning Consider sophisticated portfolio ideas

Could the client benefit from broader financial
planning? All too often, clients think about
investing first, but the foundations are just as
important.

Meeting goals is an individual experience and index
tracking is not for everyone. Perhaps a_blended
portfolio could help, offering diversification and
active exposure where sensible.

Raise product options that match the Reconfigure the “why” of investing

environment in 2024 . S
Goals can change, so it always worth reviewing

With higher interest rates in 2023, clients may be them, especially given the change we've witnessed
tempted to explore alternative investing options since covid. Research shows that 71% of people
for 2024. Discuss the full range of strategies change their top goals by doing a simple review.

available and explain why you believe their
structure is optimal.


https://www.morningstar.com/en-uk/products/morningstar-managed-portfolios
https://www.morningstar.com/en-uk/products/morningstar-managed-portfolios
https://www.morningstar.com/en-uk/products/morningstar-managed-portfolios
https://assets.contentstack.io/v3/assets/blt176b02314f42bff1/blt5e972e2697722ea2/6363f0596ba4623954b3d304/NewClientMoney_ThoughtLeadership_WhitePaper_CTA.pdf
https://www.morningstar.com/en-uk/products/morningstar-managed-portfolios
https://www.morningstar.com/en-uk/products/morningstar-managed-portfolios
https://www.morningstar.com/lp/digging-deeper-for-goals

MORNINGSTAR \Vealth

For Financial Advisers in Discussion with Clients

I'm in my 60s and a secure retirement

is my priority. What should | do in 2024‘.

Some of the questions on the client’s mind may include:

e How do | best protect what I've got, while still making inroads to secure a happy retirement? How much is enough?
e Should | dial down my risk tolerance in 20247 What is the smartest approach to generate cashflow from my portfolio?
e |'d potentially like to help my family get ahead —is there something | should consider? What are the smart approaches?

Eight Actions to Consider in 2024

Before making any decisions, have you considered the full perspective? Here are eight actions to help steer the right conversation.

Focus on desired outcomes Consider bucketing as an approach

Some investors are nervous about 2024 given the Investors in retirement can become too defensive and
uncertainties present across the globe. As investors short-term orientated. A portfolio ‘bucketing” approach
approach or enter retirement, help tie outcomes to combining portfolios with different risk profiles can
goals, perhaps with an income approach. help clients remain focused on the long term.
Generational wealth options Offer behavioural coaching for retirement

Whether receiving an inheritance or planning to Clients hate uncertainty and negative surprises,
support family members, generational wealth especially in retirement. Help them control what they
carries complex decision making. It starts with can, such as spending habits. Discuss the retirement
understanding the most effective strategies and smile (spending starts high, then falls, then increases
viability. again) and how to address it.

Re-assess the full financial plan Consider different portfolio combinations

The 60s is a prime period for broader financial Meeting goals is an individual experience and
planning. All too often, clients think about index tracking is not for everyone. Perhaps a
investing first, but the structures are important, blended approach or an annuity could help.

including final contributions.

Raise product options that match the Prepare your clients for a post-retirement sethack

environment in 2024 o ,
Over a client’s retirement, they are likely to

With retirement in sight and higher rates experience at least one market setback. Their
available, clients may look to explore alternate response to these events will determine their ability
options. Discuss the full range of strategies to preserve capital. The better they are prepared, the
available to retirees and explain why you believe less likely they are to make mistakes.

their structure is optimal.


https://www.morningstar.com/en-uk/products/morningstar-managed-portfolios
https://www.morningstar.com/en-uk/products/morningstar-managed-portfolios
https://www.morningstar.com/en-uk/products/morningstar-managed-portfolios

MORN'NGSTAR \/\/ea |th For Financial Advisers in Discussion with Clients

I'm in my 70s and rely on my investments.

What actions should | take in 2024;,

Some of the questions on the client’s mind may include:

e Should | adjust my spending in this environment? Can | do anything smartly to generate more income from my portfolio?
o With higher cash rates available in 2024, why take risk? But is my capital going to last?
e When should | create a generational wealth plan to help those | care about? Can | do it now?

Eight Actions to Consider in 2024

Before making any decisions, have you considered the full perspective? Here are eight actions to help steer the right conversation.

Enjoy the wealth by investing wisely Generational wealth & supporting others
In 2024, retirees may become overly defensive given If planni.ng to support family memb.ers in 2024,
the perception of heightened risk. However, a generational wealth transfers require complex
robust approach can help them enjoy their wealth, decision-making. It starts with understanding the
perhaps using an income portfolio for cash-flow. most effective strategies and viability.
Think about your withdrawal strategy Offer behavioural coaching for retirement
Should a client change their spending in 2024, based Clients hate uncertainty and negative surprises,
on market moves? This is a personal judgement, but especially in retirement. Help them control what they
investors in ‘withdrawal mode’ can become short- can, such as spending habits. Discuss the retirement
term orientated, so maintain perspective for the smile (spending starts high, then falls, then increases
longer term. again) and how to address it.
Focus on outcomes, especially cashflow Consider different portfolio combinations
As investors navigate retirement, outcomes Meeting goals is an individual experience and index
become far more important than relative gains. tracking is not for everyone. Perhaps a blended
Help clients tie outcomes to their goals. Some may approach could help, offering diversification and
even desire an ESG approach to align their values. active exposure where sensible.
Raise product options that match the Remind clients about an in-retirement setback

environment o .
Over a client’s retirement, they are likely to

With higher interest rates available, clients are experience at least one market setback. Their
likely to explore alternative options. Discuss the response to these events will determine their ability
full range of strategies available and explain why to preserve capital. The better they are prepared,

you believe their structure is optimal. the less likely they are to make mistakes.
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Ready to Turn Ideas into Actions?
Let Morningstar Wealth Help You

R +44(0)203 107 2930

™ ukmanagedportfolios@morningstar.com

R https://www.morningstar.com/en-uk/products/morningstar-managed-portfolios

About Morningstar Wealth

At Morningstar Wealth, our mission is to empower both advisers and investors to succeed. We believe that when advisers win, clients and
investors win, and the entire industry prospers. With over $264 billion in assets under management and advice (as at Sept 30, 2023), backed by a
team of over 400 dedicated research and investment professionals, we've been a trusted partner in the financial advisory world for decades.

We are strong advocates for the value of advice and the long-term growth of financial advisors. As the industry continues to expand, we're
investing in better serving advisors. Morningstar Wealth brings together our managed portfolios, wealth platform, and our individual investor
platform (Morningstar.co.uk). Our focus is on streamlining workflows, giving advisers the freedom of investment choice, and enabling them to
excel at what they do best — serving their clients. With our comprehensive wealth management experience, we empower advisers to offer
scalable advice, helping clients achieve their long-term financial goals. To learn more about Momingstar Wealth, please visit Morningstar
Wealth EMEA Disclaimers for all associated products (mp-morningstar.com)

Disclosures

Since its original publication, this piece may have been edited to reflect the regulatory requirements of regions outside of the country it was
originally published in.

Important Information

The opinions, information, data, and analyses presented herein do not constitute investment advice; are provided as of the date written; and are
subject to change without notice. Every effort has been made to ensure the accuracy of the information provided, but Morningstar makes no
warranty, express or implied regarding such information. The information presented herein will be deemed to be superseded by any subsequent
versions of this document. Except as otherwise required by law, Morningstar, Inc or its subsidiaries shall not be responsible for any trading
decisions, damages or losses resulting from, or related to, the information, data, analyses or opinions or their use. Past performance is not a guide
to future returns. The value of investments may go down as well as up and an investor may not get back the amount invested. Reference to any
specific security is not a recommendation to buy or sell that security. There is no guarantee that a diversified portfolio will enhance overall returns
or will outperform a non-diversified portfolio. Neither diversification nor asset allocation ensure a profit or guarantee against loss. It is important
to note that investments in securities involve risk, including as a result of market and general economic conditions, and will not always be
profitable. Indexes are unmanaged and not available for direct investment. This commentary may contain certain forward-looking statements. We
use words such as “expects”, “anticipates”, “believes”, “estimates”, “forecasts”, and similar expressions to identify forward-looking statements.
Such forward-looking statements involve known and unknown risks, uncertainties and other factors which may cause the actual results to differ
materially and/or substantially from any future results, performance or achievements expressed or implied by those projected in the forward-
looking statements for any reason.

The Infosheet and its contents are not directed to, or intended for distribution to or use by, any person or entity who is a citizen or resident of or
located in any locality, state, country or other jurisdiction where such distribution, publication, availability or use would be contrary to law or
regulation or which would subject Marningstar or its subsidiaries or affiliates to any registration or licensing requirements in such jurisdiction.

For Recipients in United Kingdom: The Infosheet is distributed by Morningstar Investment Management Europe Limited and Smart Investment
Management Limited which are autharised and regulated by the Financial Conduct Authority to provide services to Professional clients.
Registered Address: 1 Oliver's Yard, 55-71 City Road, London, EC1Y THQ.
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