A THIRD OF FINANCIAL ADVISERS CLAIM RDR PROPOSALS WILL HELP NO-ONE

One in five advisers plan to make changes at last minute

New research from paaleads.com, moneysupermarket.com’s lead generation business, reveals that 31 per cent of its panel of financial advisers feel that the proposed retail distribution review (RDR) changes will benefit no-one.

The RDR was launched in June 2006 by the Financial Services Authority (FSA) with an aim improving customer experience when buying a financial services product.  Its effects will be felt by all in the market, from providers to financial advisers. 

In the survey of paaleads.com members, a third (34 per cent) stated they believed that regulators and the financial authorities will be the main beneficiaries of the RDR.  Only 13 per cent believed consumers will derive the most benefit while just 3 per cent said they thought advisers would come off best.

When asked how prepared they were for the RDR, nearly two thirds (62 per cent) expected to make the changes in the next year. One in five (18 per cent) planned to implement the necessary changes at the last minute with only one in ten (11 per cent) saying they were already RDR compliant.

In terms of the business impact of the RDR, 3 per cent of advisers thought that the changes will make the business unsustainable and force them to exit the market.   

Commenting on these findings, Dean Jones, head of paaleads.com said; “Advisers are clearly confused about the benefits that the RDR will bring, with a large chunk believing that despite the efforts undertaken, no one will benefit.  Many seem to think that the effect on their business will not be significant, but it is worrying that so many do not plan to implement these changes until they are legally obliged to. 

“Encouragingly, advisers feel these changes will be of some perceived benefit to consumers, although this figure is lower than many would hope.  Consumers are at the root of all intermediaries’ business, and given this, it seems advisers do not believe the RDR will have as much of an impact on them as it perhaps should.”
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About paaleads.com

· paaleads.com is the exclusive leads distributor for moneysupermarket.com 
· Along with mortgage leads, advisers can also purchase life assurance, ASU, PMI, pensions, investment and legal leads.

· paaleads.com distributes leads through an ebay-style bidding scheme. 
· The paaleads.com bidding scheme has some unique elements that present businesses with a host of benefits: 
· Every bid is displayed – from the highest to the lowest, for every lead type in all of the territories.

· Users do not need to register with the site to see the lead types available or the bids on offer – it allows anyone to see any bid at any time.

· Many new lead types will become available; offering intermediaries greater choice and fresh revenue-generating opportunities.

· There are 614 different territories in four different sizes: 
· 462 ‘local’ territories (each with approximately 70,000 households), e.g. ‘Chester’

· 126 ‘postcode prefix’ territories, eg. postcodes beginning with CH

· 21 ‘regional’ territories, eg. north west

· 5 national territories; England, Scotland, Wales, Northern Ireland and all of UK.

· paaleads.com offers free Auto-Bidding system to every member to ensure that you never pay more than you need to. 
· The system supplies leads in ‘real-time’ with the lead being dispatched to the intermediary within a minute of the prospective customer leaving their contact details on the website. 
· Intermediaries sourcing leads paaleads.com pay for leads only after each lead is supplied. 
