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A YEAR OF RECORD GROWTH POSITIONING HL FOR THE FUTURE

Clients Growth

• 233,000 Record new active clients

• 1,645,000 active clients

• 92.1% retention rate

• Record Net New Business of £8.7bn

• 42.9% share of D2C platform market1

• 43.3% share of retail stockbroking2

Financials

• £135.5bn assets under administration

• £366.0m profit before tax

• Dividend of 50.5p

Leading Digital Wealth Management Service

• Record levels of digital engagement

• Further developments to Proposition and 
Service during the pandemic

Execution of client focused strategy as a digital wealth management service

1. Platforum UK D2C Market Overview, June 2021, data as at 31 March 2021
2. Compeer XO market share Q1 21
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PHILIP JOHNSON
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£ million 2021 2020 +/-

Revenue 631.0 550.9 15%

Underlying PBT (ex FundsLibrary) 366.0 339.5 8%

Profit before tax 366.0 378.3 (3%)

Underlying Diluted EPS 62.5p 57.8p 8%

Diluted EPS 62.5p 65.9p (5%)

Underlying dividend per share 50.5 46.7p 8%

Revenue 

+15%

Underlying dividend

+8%

Average FTSE All Share

(2.4%)

Underlying profit before tax

+8%

FINANCIAL HIGHLIGHTS
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REVENUE BY ASSET TYPE
Resilient platform benefiting from diversified revenue streams

Asset 

class

2021

revenue
£ million

2020

revenue
£ million

+/-

Funds 232.9 210.6 11%

Shares 258.0 148.5 74%

Cash 50.7 91.1 (44%)

HL Funds 60.7 63.6 (5%)

Other(1) 28.7 37.1 (23%)

Double 

count(2)
- -

631.0 550.9 15%

2021

average AUA
£ billion

2020

average AUA
£ billion

+/-

58.5 52.3 12%

45.1 34.3 31%

13.0 12.3 6%

8.4 8.7 (3%)

2.8 1.7 65%

(8.3) (8.6)

119.5 100.6 19%

(1) Includes Active Savings
(2)Deducted to avoid double-count as average AUA in Funds for platform fee and in HL funds for annual management charge

2021

margin
bps

2020

margin
bps

40 40

57 43

39 74

72 73

2021

closing AUA
£ billion

66.6

53.1

12.6

9.0

3.1

(9.0)

135.5
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HL FUNDS

REVENUE MARGINS
Trends and guidance

74.1 73.7 74.3 73.1 72.8 74.0 73.4
71.8

50.6
48.1

76.3 76.3

82.3

67.5

49.7

27.8

41.7 41.0 40.9 40.3 39.8 40.4 40.5 39.8

32.9 31.7

27.2 27.5
25.9

61.7

56.7 57.7

2017 2018 H1
19

H2
19

H1
20*

H2
20**

H1
21

H2
21

2017 2018 H1
19

H2
19

H1
20

H2
20

H1
21

H2
21

2017 2018 H1
19

H2
19

H1
20

H2
20

H1
21

H2
21

2017 2018 H1
19

H2
19

H1
20

H2
20

H1
21

H2
21

Platform fee, post RDR

Guidance: 38.5-39.5bps

FUNDS

Guidance: 35-45bps

SHARES

Guidance: 66-70bps Guidance: 15-20bps

CASH

*40.7bps without WEIF and WIF waiver
** 40.9 bps without WEIF and WIF waiver
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OPERATING COSTS
Growing in line with client numbers

£ million 2021 2020 +/-

Staff costs 119.8 101.2 18%

Marketing 28.3 23.9 18%

Dep’n & amortisation 16.2 13.1 24%

Activity costs 35.6 18.4 93%

Third party data and tech 22.8 14.8 54%

Other costs 29.4 29.8 (1%)

Costs (excl FSCS levy) 252.1 201.2 25%

FSCS levy 13.9 13.7

Total operating costs 266.0 214.9 24%

66.9

252.1

0.43m 

1.65m 

27.3
21.1

2012 2013 2014 2015 2016 2017 2018 2019 2020 2021

Costs (ex FSCS) Client numbers Cost per bp of AUA
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OPERATING COSTS
Supporting increased scale and record activity whilst delivering future capabilities

• Record levels of client acquisition and activity in 2021

• Consequent impact on servicing headcount, marketing and 
activity costs

• Investing in technology to remain compliant and improve 
longer-term offering and capabilities

• Regulatory-driven (e.g. Retirement Outcomes, 
Making Transfers Simpler);

• Payments (e.g. Stripe); and

• Technology foundations (e.g. cloud, data)

• Continuing to invest through 2022 and beyond to capitalise on:

• Strong performance through pandemic;

• Significant market opportunity; and 

• Our market leading digital wealth manager service
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SCALING PROFITS
Delivering growth through the pandemic
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PBT AND EPS
Before and after disposal of FundsLibrary

£ million 2021 2020 +/-

Underlying profit before tax 366.0 339.5 8%

Profit on disposal of FundsLibrary - 38.8

Profit before tax 366.0 378.3 (3%)

Tax (69.7) (65.1)

Profit after tax 296.3 313.2

£ million 2021 2020 +/-

Profit after tax 296.3 313.2

Diluted share count (m) 474.5 474.8

Underlying diluted EPS (p) 62.5 57.8 8%

Diluted EPS (p) 62.5 65.9 (5%)
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CAPITAL
Maintaining healthy surplus against regulatory capital

133
159

186 180 183

58

79

97
139

190

2017 2018 2019 2020 2021

Capital and resources

Regulatory requirement Surplus

£ million 2021

Shareholder funds 593

Less: intangible assets and other deductions (37)

Tangible capital 556

Less: provision for dividend (183)

Qualifying capital 373

Less: regulatory capital requirement (183)

Capital surplus 190
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DIVIDENDS
Confidence in prospects for the business

Pence per share 2021 2020 +/-

Interim 11.9 11.2

Final 26.6 26.3

Total ordinary 38.5 37.5 3%

Ordinary dividend payout ratio on 

underlying diluted EPS
62% 65%

Special – underlying earnings 12.0 9.2 30%

Special – FundsLibrary - 8.2

Total underlying dividend 50.5 46.7 8%

Total dividend 50.5 54.9 (8%)

Total underlying dividend payout ratio 

on underlying diluted EPS
81% 81%

32.2p 33.7p
37.5p 38.5p

7.8p
8.3p

9.2p
12.0p

8.2p

40.0p
42.0p

54.9p

50.5p

2018 2019 2020 2021

Dividends

Ordinary Special - earnings Special - FundsLibrary
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GROWTH BUILDS SCALE
Record performance in volatile market conditions

Clients - Assets - Retention
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FY16 FY17 FY18 FY19 FY20 FY21

Net New Business (£bn) Net New Clients (k)

Net new business – Net new clients

2016 2017 2018 2019 2020 2021

Total AUA (£bn) Total Clients (k) Client Retention Rate

94.3%94.3%94.3%94.3%

61.761.761.761.7
835835835835

92.1%92.1%92.1%92.1%

135.5135.5135.5135.5

1,6451,6451,6451,645

• Net New Business of £8.7bn, up 13% on prior year

• AUA of £135.5bn

• 233,000 Net New Clients, up 24% on prior year 

• Leading market share of 42.9%1

• Record equity trading volumes up 53%

Market Environment

HL GrowthHL GrowthHL GrowthHL Growth

• H1 volatility followed by rising markets

• Investor confidence grew throughout the period

• COVID-19 pandemic driving increased volume

• Acceleration of already evident structural changes

1. PlatforumUK D2C Market Overview, June 2021, data as at 31 March 2021
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• Significant increase in digital time 

spent with HL 

• Mobile log-ins more than doubled 

vs FY20 – 180m vs 85m

• Digital sessions up 58% vs FY20 –
393m vs 249m in FY20

• Record share trading and engagement 

with HL articles and guide downloads

• Greater numbers of clients contacting 
our Helpdesk

• Scale and depth of insight providing 

unique understanding of client need 

INVESTMENT IN CLIENT ENGAGEMENT IS DRIVING GROWTH
Growing client based increasingly using digital channels to engage with our service 

Generating Deep Client Insight

Active Clients

Digital Visits

Transactions

Client Log-ins

Service Staff

Mobile Trades

1.6m1.1m

393m

26.9m

233m

872

7.7m

169m

12.9m

76m

633

1.1m

2018 2021

Article Visitors 3.6m2.1m

UK’s leading digital wealth manager

Helpdesk Calls and 

Emails
2.2m1.7m
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THE OPPORTUNITY HAS GROWN AND ACCELERATED 

People are 
living longer

Ongoing low 
asset yields

Political & market 
uncertainty

Complex savings 
environment

Individual 
responsibility

The structural growth drivers remain consistent but the opportunity is larger

2025
~£3.~£3.~£3.~£3.7777tntntntn

The UK wealth management market 
offers a broad and growing opportunity 

HL are well placed 
to capture this 

UK Financial Wealth Market Sizing

Addressab
le Wealth

£1.1tn₂HL 
£90
bn

Addressable 
Wealth + Cash 

£2.3tn₂

D2C 
Platform
£220bn₁

HL 
£135bn

HL 
£92bn

Addressable WealthAddressable WealthAddressable WealthAddressable Wealth2222

£1.1tn£1.1tn£1.1tn£1.1tn

D2C MarketD2C MarketD2C MarketD2C Market

£207bn£207bn£207bn£207bn1111

Addressable 

Wealth & Cash3 ---- £2.5tn£2.5tn£2.5tn£2.5tn
D2C MarketD2C MarketD2C MarketD2C Market

£289bn£289bn£289bn£289bn1111

Addressable WealthAddressable WealthAddressable WealthAddressable Wealth2222

£1.4tn£1.4tn£1.4tn£1.4tn

Addressable 

Wealth & Cash3 ---- £3.0tn£3.0tn£3.0tn£3.0tn

2018

2021

Source: 1. Platforum UK D2C Market Update July 2018, June 2021

2. FCA, Platforum, Pimfa, PAM Directory, Oliver Wyman estimates – 2017, Summer 2021 – Addressable Wealth definition = Wealth served by FA’s, Wealth Managers and D2C market 

3. Building Society Association - Savings statistics - https://www.bsa.org.uk/statistics/savings
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The UK Wealth market is no longer all about the baby boomer

THE ACCELERATED SHIFT IN DEMOGRAPHICS IS A KEY DRIVER 

18
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Personal Financial Assets 
(£) today

65-74 Retiring

75-84 Retired

85+ Aged

25 – 30 Young Professionals

35 – 54 Peak Savers

55 -64 Pre-Retirement

27%

31%

22%

29%

51%

40%

Wealth Distribution is evolving1

Millennial

Generation X

Boomer

Chart shows expected growth 

of  age segments to 2025

This will impact how the market develops2

2018

2020

2018

2020

2018

2020

Source: 1. NMG, “Consumer Wealth Study”, August 2020 – base: D2C ‘self-chosen’ platform users (n=3,385))
2. ONS, IFS, Oliver Wyman analysis Spring 21 Excluding cash but including investable individual personal pensions/SIPPs

• Research and experience indicate shift to young segments wanting to invest
• These evolving market dynamics are changing the needs of wealth management clients
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HL seeing an acceleration in growth of the client base which is increasing its lifetime value

HL IS A KEY BENEFICIARY OF THESE CHANGING DEMOGRAPHICS
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HL AuA Growth by Age

Size of bubble is 

relative = Total 
AUA of segment(£)

5 Year CAGR Under 18 18 - 29 30 -54 55 -64 65 - 80 81+

16 – 21 HL Client Growth 17.3% 25.4% 15.9% 10.5% 8.8% 12.8%

16 – 21 HL AUA Growth 29.1% 32.4% 18.1% 15.3% 15.7% 19.3%

154,259

207,695

669,225

254,551 268,820

83,380
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Given Wealth
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Starting

Independent
Life

C. 30 - 54 -
Saving for
the future

D. 55 - 64 -
At

Retirement

E. 65 - 80 - In
Retirement

F. 81+ Later
Life

Growth of client base by age segment

2016 2017 2018 2019 2020 2021

The client population is changing: 

• In 2007, median age of HL clients was 58: in 2014 – 54, in 2021 - 46

• Average age of FY21 new clients is 37

19
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WE ARE CONFIDENT IN LIFETIME VALUE GIVEN THE  CONSISTENT 
BEHAVIOUR PATTERNS OF NEW CLIENTS…
The quality of new clients remains high and provides sustainable growth over time

Portfolio vs Age – Through the Generations

• The new clients we have added this year are 

following the patterns we associate with lifelong 
HL relationships

• Over 180k more clients have subscribed to ISA’s 
compared to  FY20 with active contributors 

higher than in any recent tax year 

• Investment behaviour in buying funds vs shares 

has reverted to pre-COVID state
‒ peak COVID saw 59% of new clients 

buying a share as their first investment –
now 35% and close to long term average
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CLIENT GROWTH IS THE DRIVER OF LTV
We continue to evolve our service and proposition to be best in class

Clear strategy

Attract

• Roll out of multi-channel brand and advertising campaign

• Developments to drawdown and investment pathways 
create comprehensive digital retirement service: 

• Launch of Cash ISA 

836 

954 

1,091 

1,225 

1,412 

1,645 

2016 2017 2018 2019 2020 2021

Driving client growth

Engage

• Development of Wealth Shortlist and Fundfinder

• Broader ESG content incl 5 WSL funds
• Over 1,000 Articles uploaded with targeted distribution

• Online tool development with drawdown 
• Mobile development including regular savings, fund 

notifications, service banners, 

Retain

• Additional “Learn” content: Better Investors

• Enhanced payments functionality enabling 24/7 payments
• Broader seg mandate coverage in HLMM and pricing change

• Limited Access and additional banks to Active Savings

2021 progress

c

++++97979797%%%%
16-21 growth
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Client are telling us Delivering for client need

Focusing on societal 
needs: age. complexity, 
yield and uncertainty

Delivering the right 
balance of interaction: 
direct or advised

Meeting the evolving 
expectations of service

Our focus is

A DIGITAL WEALTH MANAGEMENT SERVICE
Developing the skills, capabilities and technology to attract, engage and retain clients

“Work with me to figure out the best approach”

“Help me accelerate progress towards my goals”

“Clarify everything so I understand”

Support not 
control

Personalised 
& Outcome 

Focussed

Service for 
key life 
stages

Focus on the 
experience

Use 
knowledge & 
data to help

Guidance 
nudges on 
how to win

Transparent 
& 

Trustworthy

Tailored to 
the client

Make it easy 
& clear

2021 Future

• Segmented content and services incl. Getting started, 
Better Investors, Financially Fearless, Responsible 
investing (ESG), Retirement service

• Contextual warnings – scams, social media ‘hype’ 

• Resilience insight and steering

• Optimised mix of digital and in person service, 
including  Advice when you need it

• Range of Savings, Investments and solutions

• Leading mobile app, online tools and calculators

• Wealth Shortlist and Fundfinder

• Fund, share and investment trust insights

• Enhanced client data analytics led experience

• Contextual progress tracking and nudges

• Simple language and brand guidelines

• Transparent pricing

• Focus on frictionless and resilient core client journeys:

• Personalisation and Advice/Guidance boundary

• Even easier and better targeted experience/s - insight, 
products and services, client journeys



Hargreaves Lansdown

23

CONCLUSION AND OUTLOOK
Continued execution of our strategy despite uncertain times

23

FY21 was a year of outstanding growth
• We have delivered record results across a range of measures
• Past investment has helped us meet the demands of an exceptional year

We have a clear ambition to capture a significant opportunity
• The wealth management opportunity has only been broadened by the pandemic
• We will extend our market leading position as the market faces a structural shift 

in growth

We expect in FY22
• Costs to reflect ongoing investment and be broadly aligned with client growth

• Given the enlarged client base, strong client activity in FY22 vs FY20 (which also 
included a few months of elevated activity during peak of the pandemic period) 

In the medium term

• Beyond this period of post pandemic ‘normalisation’ and investment, 
HL will continue to deliver attractive earnings growth with improving 
operating leverage as the benefits of this investment deliver 


