Sponsorship
Opportunities
Associating your brand with independent, market-leading insight

Defaqto is a well known brand among the financial adviser community. We produce
educational publications, podcasts and videos, and run webinars & conferences on a
wide range of themes - all made available to advisers free of charge.
Our independent thought leadership, insight and data help advisers to deliver professional, efficient and
compliant advice for the benefit of their business and clients.
With so many propositions available, it can be very difficult for advisers to find the right solution and just as
challenging for providers to stand out. Defaqto sponsorship opportunities:

•
•
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Enhance your marketing effectiveness by associating your brand with unbiased, market-leading insight
Support new business acquisition by enabling you to generate leads through tapping into our
extensive network of advisory contacts who highly value our independent thought leadership

Why associate with Defaqto?

Enhance your marketing effectiveness by
associating your brand with unbiased, marketleading insight that advisers value

x
x
x

x

93% of advisers are aware of Defaqto

x

Our data and commentary is 100% unbiased
and independent
Our content is highly valued by
intermediaries: 96% of readers are satisfied or
intermediaries.
very satisfied with our output; 97% are likely to
download future publications; 95% rate the
expertise of our authors1
Our output is typically CPD accredited by the
Institute of Financial Planning (IFP) and
Chartered Insurance Institute (CII)

“Continuing professional
development is a core part of
professionalism; it builds consumer
confidence by maintaining
standards of technical expertise
and practical application of
knowledge and the CII is pleased
to accredit Defaqto’s
publications.”

Tamsin Mills, Director of
Accreditation Services, CII
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Support new business acquisition through
tapping into our extensive network of advisory
contacts

Source: Defaqto surveys

x
x
x

We undertake extensive promotional activity
around our content and events, including
direct communications to our database of
over 15,000 advisory contacts
Opportunities to promote your brand directly
Where taken as part of sponsorship, we
provide sponsors with attendee/downloader
details
We get a high volume of repeat sponsorship

“We welcome the addition of high
quality learning materials, such as
those provided by Defaqto, into
the range of options we have
accredited for use by IFP
members. Maintaining
appropriate CPD is the hallmark of
a professional and I am sure that
IFP members will value the
addition of these publications and
events, which will help them to
keep their knowledge and
information up to date.”
Sue Leech, Education Director, IFP
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Publications
Our publications contextualise our whole of market data, with supporting independent
commentary, to give advisers a valuable reference resource on key areas and issues.
All our publications are accredited by the Chartered Insurance Institute and the Institute
of Financial Planning as counting towards advisers' Continuing Professional Development.
Guides
A guide to Unit Linked
Guaranteed Products

August 2013

Accredited for Continuing Professional Development

*

Sponsored by

Market updates
Risk targeted funds: Market update 2013
July 2013

Accredited for Continuing Professional Development

*

Sponsored by

Case studies
Investment linked annuities
June 2013

Case study

Continuing Professional Development

*

Sponsored by

Service reviews

Educational ‘how to’ content that introduces readers to a particular product,
topic or concept. Content includes:

x
x
x

August 2012
Continuing Professional Development

*
Accredited

Analysis of the potential benefits to advisers and their clients
Advice on research and due diligence

Regularly produced updates on popular and/or topical issues. Content is
focused on recent events within the market and typically includes:

x
x
x
x
x
x
x
x

A review of
platform service:
Measuring adviser
satisfaction in the
platform industry

Introduction and contextual background information

x

Review and analysis of legislative and regulatory changes
Updated product data
Emerging issues for advisers to bear in mind
Bespoke analysis of a particular theme or concept, focused on a specific
provider’s proposition
Independent analysis of the potential benefits to advisers
A benchmark for product/provider comparison, research and due diligence
Aggregated ratings of provider service, based on surveys of the adviser
community
Allow advisers to see how providers are viewed by their peers across a wide
range of service categories
Vital market intelligence for advisers to support partner selection decisions

Insight papers
✓

Segmentation – the key to a successful
advisory business
Accompanying most consultation and policy papers from the Financial
Services Authority (FSA) are examples of good and poor practice to help
advisers understand exactly what is expected of them in the new distribution
landscape. At the heart of most examples of good practice is segmentation.
Arguably, segmentation is
the key building block for a
successful advisory business.
Segmentation will help advisers
understand exactly what the
needs of their clients are and
at the same time give a strong
indication of what the new
client target market is likely
to look like. This knowledge
will help shape the structure
and approach of an advisory
business.

There are at least two approaches to segmentation that should be
undertaken in any advisory business. Firstly, and perhaps the most
obvious, is client segmentation. A detailed analysis of one's client
bank, and where clients might sit in terms of financial needs, will help
to shape the kind of business an adviser wants to run.
Secondly, it is also good practice for advisers to conduct an analysis
of the resource, skill sets and experience within their own business.
Once this is compared against client segmentation and needs of
the client bank this will enable advisers to gap fill through training,
recruitment or outsourcing. This is in effect segmentation of business
resource.
Conducting internal (firm resource) segmentation and external
(client) segmentation analysis will give the firm a well informed
footing on which to move forward, increasing the chances of
flourish-ing in the new distribution era.

Client Segmentation (external)

Fraser Donaldson
Insight Analyst - Funds

We conducted a wide ranging Retail Distribution Review (RDR)
based survey some weeks ago1 in which we asked advisers if they
formally segmented their client base. Some 46% said they did not.
In our experience, these are the individuals who claim that they
know their clients so well that they do not need to go through any
formalised process. While this may be the case for advisers with a
small number of clients, perhaps not many more than 50, it seems
doubtful that there is enough detailed knowledge of each client
situation to inform a robust analysis of the future shape of the firm.

fdonaldson@defaqto.com
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In March 2012 Defaqto completed a survey of 161 financial advisers.

Continuing Professional development

*
Accredited
the quality of the professional development provider's publications
* Demonstrates
and confirms that they meet the CII member CPD scheme requirements.
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www.defaqto.com/adviser/rdr

x
x

Concise, high-level commentary and thought leadership on topical issues
Based on our industry expertise and whole of market data to provide
unparalleled insight

Podcasts and videos
Our podcasts and videos allow us to bring bite size thought leadership, commentary
and insight to advisers.
Podcasts
These audio files are between 3 - 4 minutes long, making them easy for listeners to absorb while still
exploring the pressing issues currently affecting the industry.
Sponsor participation is expressed by specific, overt messaging within the recording's introductory
comments and also via logo placement on our website.
Videos
Defaqto videos are our latest means of delivering market-leading insight and analysis to financial
advisers. These videos are typically 5 minutes long and are delivered by our expert team of analysts.
Sponsor participation is expressed through prominent logo placement within the video's opening
screen and on our website. Sponsors also have the option of putting forward a representative to
appear in the video to contribute to the discussion.
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Webinars
We host webinars on a wide range of financial topics to deliver thought leading and
unbiased educational content to financial advisers. Our webinars, which are typically
CPD accredited, follow a discussion format in which expert panellists share their
knowledge on key topics.
Advisers who register for these events are able to interact and submit questions to the panel, either in
advance via email or via Twitter during the event. We aim to include as many adviser questions as we
can during these sessions to ensure audience engagement and to deliver the information and insight
that advisers want.
We place audio files and presentation slides on our website after each event and, like the webinars
themselves, promote this content to our full intermediary contact list, making it accessible to the widest
possible audience.
Sponsor participation is reflected through prominent branding in promotional communications and also
by specific, overt messaging within the event's introduction and closure. A sponsor representative may
also sit on the panel to showcase their expertise.
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Conferences
Defaqto conferences bring advisers the knowledge, insight and contacts they need to
grow their businesses and deal with prevailing issues and challenges.
Our conferences consist of a mixture of exhibition, open networking and presentations featuring some of
the leading figures from within the financial services industry.
These events are typically CPD accredited to ensure advisers obtain maximum value from their
attendance.
As well as promoting upcoming conferences to our extensive list of adviser contacts, we place key content
online after each event to make it easily available to the widest possible audience.
Sponsor participation is reflected through prominent branding in pre-event promotional activity - including
the conference microsite - and also event collateral such as brochures and signage. Core sponsors also
have an opportunity to present and showcase their insight to advisers.
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Adding value through Defaqto-led promotion
We undertake extensive promotional activity to raise adviser awareness and drive
uptake of our output - and, ultimately, to maximise the value you receive from
sponsorship.
Publications

Bespoke website content on www.defaqto.com
- Created in line with SEO principles to
contextualise specific products and issues,
making them easier for advisers to find online.
Promotional emails to Defaqto’s intermediary
mailing list - We reach out to over 15,000
contacts directly. Where requested, we can also
provide contact details of advisers who ask to
receive more information from sponsors.
Social media activity - We proactively drive
awareness of our offerings through social
networking channels.
Press release(s) submitted to major industry
publications - Produced and distributed by our
in-house team.
Online distribution and promotion via Defaqto’s
strategic partners - For CPD accredited
materials, we work with third party industry
bodies to distribute material to advisers.
Supporting material for sponsor’s own marketing
activity - We can provide comment for press
releases and website articles, among other
things.
Bespoke promotional material created - For our
conferences we produce supporting material
such as brochures, event microsites and
presentation slides with prominent sponsor
branding.
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Podcasts
/videos

Webinars

Conferences

About Defaqto
Defaqto is an independent financial research company focused on supporting better
financial decision making.
At our heart is the UK's largest retail financial product database, which we maintain by collecting the
whole universe of product and fund data and using our industry expertise and insight to make it
comparable.
Ultimately, this data underpins our product ratings, web and software solutions, publications, events
and consultancy services.
In the complex world of financial services, our products and services help providers to develop and
promote their propositions, and intermediaries to advise their clients and distribute products
appropriately - and support consumers' purchasing decisions.

Please contact us on 01844 295 546 for an informal, no-obligation discussion
of the sponsorship opportunities available
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Get in touch
Please contact your Defaqto Account Manager
or call us on 01844 295 546
www.defaqto.com/provider

