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WHO OWNS THE VALUE

Reclaiming Growth, Efficiency and Revenue in Advice
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LEARNING OBJECTIVES

By the end of this roundtable, attendees will be able to:

1 2 3

T Rec.ognise.why Debqte practical ways
operational friction & advisers can reclaim
growth and value are : :
being created - and costs, not advice conjcrpl, improve
e th e quality, are the efficiency and
biggest constraint on strengthen long-term

advice value chain scale profitability
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THE ECONOMICS OF ADVICE

Clients
£ltr
Advice Ecosystem
Platform Adviser Asset Mgr
£3bn £6bn £7bn

|

Saas/Tech Cost
£300m

Value is created in relationships.
But revenue is distributed across structure.



7/ timeline

MONEY FOR LIFE

THE SCALING PARADOX

Why doesn't profit scale as cleanly as revenue?

What should happen What often happens

More Clients More Systems

More Admin
More Revenue

More Compliance Layers

Higher Profitability
More Platform & Investment Drag

Greater Reinvestment Capacity More Operational Complexity



WHERE THE VALUE LEAKS

The constraint is architecture

Value Creation

Behavioural coaching
Financial planning
Life-stage advice

Long-term client relationships

Structural Leakage

Layered tech stack costs
Platform charges

Investment expense drag
Duplicate systems

Re-keying & manual LOAs
Adviser time absorbed by admin

If advice quality isn’t the constraint - structure might be.
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Commercial Impact

Margin compression

Slower scale

Reduced capacity

Less reinvestment in growth
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REGLAIMING CONTROL

What changes the equation?

The opportunity is clear.
The debate is about who captures it.
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TIMELINE

70 Gracechurch Street, 4" Floor
London, EC3V OHR

Timeline Portfolios Limited is incorporated under the laws of England and Wales, RC: 11557205, which is authorised and regulated by
the Financial Conduct Authority (number 840807). Timeline Planning is a product of Timelineapp Tech Limited. Registered in England
and Wales. RC: 11405676.

This document has been created for information purposes only and has been compiled from sources believed to be reliable. None of
Timeline, its directors, officers or employees accepts liability for any loss arising from the use hereof or reliance hereon or for any act
or omission by any such person, or makes any representations as to its accuracy and completeness. This document does not
constitute an offer or solicitation to invest, it is not advice or a personal recommendation nor does it take into account the particular
investment objectives, financial situation or needs of individual clients and it is recommended that you seek advice concerning
suitability from your investment adviser.

Investors are warned that past performance is not necessarily a guide to future performance, income is not guaranteed, share prices
may go up or down and you may not get back the original capital invested. The value of your investment may also rise or fall due to
changes in tax rates and rates of exchange if different to the currency in which you measure your wealth. Missing periods of market
exposure (time out of the market) can also have a material impact on long-term investment outcomes.
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