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•  Use of ESG funds and 
solutions by financial advice 

professionals continues to gather pace.

•  21% of advised assets are in ESG funds and 
solutions but the smallest firms are skewing that 

average.

• The overwhelming majority (80%) of financial 
advice professionals now expect to see a continued 
increase in assets invested in these funds and 
solutions; rising from 70% a year ago.

• The most important driver of adoption 
continues to be regulatory change.

Adviser Adoption

Client interest

Executive Summary

•  ESG or ethical/impact/sustainable comes up in one 
fifth of client conversations, up three-fold since 
2019.

•  The topic of ESG or sustainable/ethical/impact 
remains more likely to be raised by clients of 
advisers working in larger firms.

Advice Process

• Only 6% of financial advice professionals 
say they do not include a question in the KYC 

on ESG, ethical, impact or sustainable investing. 
This is down from 17% two years ago.

• In 2020, most financial advice professionals 
were asking about ethical considerations. In 2021 

the number asking about the client’s interest in 
'Sustainable', 'Responsible' or 'ESG' investing 

continues to grow.

• Financial advice professionals expect 
two thirds of their client money to be 

invested in conventional (article 6) funds or 
solutions, '. One fifth will be in article 8 funds 
with full ESG integration and 13% in badged (article 9) 
funds or solutions with specific sustainable investment 

or carbon reduction objectives. 

• Two thirds (64%) prefer the core-satellite approach 
with badged funds and portfolios sitting alongside 

the core CIP. One in five prefer ESG integration 
across all funds and portfolios.

Investment Proposition

Adviser Challenges

• Advisers are confident in the processes 
within their firm to support ESG, ethical, impact or 

sustainable solutions. 
• Advisers’ confidence is highest in recommending ESG solutions to 

clients. 72% of advisers are either confident or very confident in their 
firm’s processes once the client’s objectives have been established 
and the research has been completed.

% of client conversations
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We are pleased to publish this third update to our ESG 
Tracking study, taking an in-depth look at how financial 
advisers are integrating ESG into their client and investment 
propositions.

This update reveals a continued shift in asset flow toward 
ESG-badged funds and solutions and a rise of multi-faceted 
conversations between financial advisers and their clients.

For me, the biggest change is that financial advisers are, 
for the most part, comfortable raising the subject of values 
and investing. Just six months ago, many were reticent to 
discuss this in much detail, beyond a cursory exploration of 
clients’ ethical priorities. 

Our research suggests that financial advisers have moved 
quickly to become comfortable raising the subject with 
clients and they are approaching the topic from multiple 
angles. Advisers are now more confident both in their own 
breadth of knowledge and in their firm’s ESG investment 
proposition, and are more willing to explore the subject of 
values with their clients.

Focus group discussions with end investors indicate that 
this approach is welcomed by consumers, who expect that 
their financial adviser will present ESG opportunities if it is 
right for their investment needs, just as they would any other 
investment proposition, as part of a trusted relationship. 

Where advisers remain frustrated is around data and 
labelling. There is no consistency in either. There is a 
consensus in the industry that standard terminology would 
help everyone – especially consumers – navigate choices. 
Financial advisers lament that one firm’s responsible is 
another firm’s sustainable. All this makes it harder to 
present solutions to end investors. Data presents a bigger 
challenge. While standards might be helpful, they may also 
prove too narrow. We all probably need to get comfortable 
that assessing ESG funds and solutions will take additional 
expertise and resource.

We hope you find this update helpful and we welcome 
any feedback. We will continue to track ESG adoption and 
integration by financial advisers and appreciate suggestions 
for areas to explore.

Introduction
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Sponsors
We would like to thank our sponsors, who kindly supported this research. Without their financial support and input into the 
research this project would not have been possible. Please do consider looking at their ESG investment proposition to see 
if it aligns with your own needs. 

Research Methodology

This report is written based on both quantitative and qualitative research: 

• Two surveys: the Financial Adviser Business Benchmark survey which is a survey of over 278 advisers and a specialist 
ESG study of 104 advisers between July and August 2021. 

•  In-depth phone interviews with 9 financial advisers September 2021. 
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Use of ESG funds and solutions by financial advice professionals continues to gather pace - but the growth is uneven. 
Overall 21% of advised assets are in  ESG funds and solutions but the smallest firms are skewing that average. 

Among most of the mid-size firms, the average is 18%. We are still seeing an increase across most firms. One big factor in 
the change is that only 3% of advisers say that none of their client assets are invested in this way, compared to 10% in 2020 
and 7% in 2019. 

1. Client and adviser adoption 

Figure 1: Approximate percentage of clients’ assets under advice in ESG, ethical, 
impact or sustainable funds / portfolios

Figure 2: Anticipated change in the amount held in ESG, ethical, impact or 
sustainable investments the next 12 months

1.1 Adviser adoption

“I think you'd be hard pressed at the moment to find an adviser who says they don't integrate ESG into the 
process. So again, whether they do or not, is that difficult job that we have. And every single fund manager 
meeting I have, there's at least two slides in the deck which explain to me how they're doing ESG so on 
face value 100% of money is going into ESG funds, right? If ESG is just good risk management and all fund 
managers are horizon scanning for these risks…” 

Emma Wall, Hargreaves Lansdown 

An overwhelming majority (80%) of financial advice professionals now expect to see a continued increase in assets invested 
in these funds and solutions; rising from 70% a year ago.
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Smaller firms are more likely to have a higher percentage of client assets invested in ESG solutions and are more bullish on 
their expected increase in allocation to ESG over the coming year. In conversation with small advice businesses we have 
seen some evidence this year of firms adopting ESG as a special focus for their practice and marketing their ESG credentials 
as a point of difference to clients and potential clients. We also think that once a small firm has settled on an ESG stance 
and proposition in which they have confidence, they are perhaps more likely to transition their client bank across to the 
new proposition.

Others suggested that adoption will rise once they have better solutions available. This typically covers solutions for the 
investment proposition, risk profiling and on-going reporting.

“Once I have the package solution it will go up more. So again, like a lot of firms, I think we're quite 
reactive. We've moved on, we've moved on a long way, I'm aware and we need to do something about 
that. We are in the middle of doing something about that. And I'm happy now having the conversations 
with clients with some decent understanding on my part, but I don't yet have the package solution to 
present. Once I've got that I think that [proportion] would go up more.”

Peter Chadborn, Plan Money 

A member of our consumer focus group reported: 

”My advice firm have been shifting their funds over to responsible investing over the past year and they’ve 
been quite strong in promoting that side of their approach. Through their newsletters I learned that if you 
switch your investments, that you can have more impact than just about any other domestic measure - 
like recycling, solar panels, because there is more leverage in driving change.”

End investor, focus group 

One of our adviser interviews offered a different perspective on how best to impact environmental change:

“I have a core concern that you wind up with a warm and fuzzy feeling as a result (from divesting non-
ESG stock). If that permits people to do less good in the rest of their lives, I think it is a net failure. I think 
there is a desire to do something. I’m not sure that secondary capital markets deployment of funds is 
that something. So a client might say "we invest ethically so we can afford to have those four long haul 
holidays each year"”.

Alasdair Walker, Handford Aitkenhead & Walker

The most important driver of adoption continues to be regulatory change. This theme was repeatedly mentioned in our in-
depth interviews with financial advice professionals for this research. 

1.2 Drivers of adviser adoption

“What we're seeing is, obviously, because of the regulation all advisers are having to ask the questions, 
for a lot of people, there's zero engagement, but for a few, it's incredibly important. You have to have this 
responsible investment question in the fact find, so all new clients have those conversations prompted 
by the adviser. So, I would say of that initial conversation, it’s 100% adviser-led because of that prompt. 
However, on an ongoing basis I would say it probably is more client-led, and particularly among the 
younger client base.”

Emma Wall, Hargreaves Lansdown 
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“The regulation is already there. Society has decided to pick up on this particular agenda, which is fine. 
And therefore, people are becoming and being made more aware of it. And to that extent, if you're a 
business, then in order to maintain the client base, you have to be and become more and more aware of 
what is going on to keep those people coming to you.”

Ian Shipway, HC Wealth Management 

“We used to have a perfunctory, ‘do you want to invest ethically’ question? Which was too specific. So 
ahead of the regulation coming in we took the decision to re-examine that question and ask it in a lot 
more open way to be more aligned with the responsible investing terminology.”

Emma Wall, Hargreaves Lansdown 

While ESG, ethical, sustainable or impact approaches to investing are raised by a minority of clients, the share of clients 
raising the topic is commensurate with the share of assets invested in ESG integrated funds and solutions. Two years ago, 
financial advice professionals told us that ESG was raised by only 7% of clients. That rose to 20% in our most recent survey. 

The topic of ESG or sustainable/ethical/impact remains more likely to be raised by clients of advisers working in larger firms. 
While it is raised by 20% of clients overall, advisers in larger firms, with more than 50 employees, say it comes up even more 
often, at 26%.

1.3 Client interest

Figure 3: Percentage of client conversations in which the client raises of ESG, ethical, 
impact or sustainable investing
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Clients seem to expect, and prefer, the adviser to instigate the conversation on shifting assets into ESG funds or solutions. 
From our focus group sessions with end investors: 

“If my financial adviser raised the issue with me, I would listen to what they had to say. They’re very 
sensible. I’m all about diversification. If ESG investing becomes a sector that isn’t energy, agriculture, retail 
- it becomes it’s own thing. I’d be interested to see how it panned out. Unless my adviser raised it and said 
‘hey, we’re looking at this now’, I probably wouldn’t say ‘hey adviser, let’s look at this’."

“The adviser should be directing you to investments he/she believes are going to work for you.”

End investors, focus group 

In our consumer focus groups, the consistent message was that the top priority for the investment portfolio is investment 
performance. Most consumers want a secure retirement and need to be focussed on returns and volatility ahead of 
investing according to their values. Investing according to values was seen as a nice to have – and even a luxury for those 
who don’t need to worry about financial returns. 

While there is certainly appetite to invest without doing harm, as an industry we need to ensure that we don’t lose sight of 
the client’s primary goal with their investment portfolio. 

“I wouldn’t like to think that I was investing in factories anywhere that were using children/ child labour, 
but I haven’t taken an attitude of being totally aware. It's more about the bottom line. 

First thing I’m looking at is the bottom line. 7-8% and you consider you’re doing quite well. 

After this I might take a bit more notice and go and have a look at what the holdings are.”

End investor, focus group 

"I've not had one discussion with IFA about ESG. If the funds were comparable, at my age I’m more 
interested in overall return and not how I have received it. Even though I totally agree with ESG and the 
reasons behind it, it’s not at the forefront."

End investor, focus group 

"When you’re investing and you’re getting older it’s hard not to be selfish. This is what I’m going to be living 
on. One of the most important things is that I lose as little money as possible/make as much as possible. 
I would hope I could balance that and say I could possibly make more money in this investment but it’s in 
something that really isn’t ethically or environmentally sound so actually I’d be happier to make a bit less 
money and feel more comfortable about what I was investing in."

End investor, focus group 

Click sound 
icon to listen to 

extended version.

https://youtu.be/1NNJka1Ri2o
https://youtu.be/4Z00VClzILo
https://youtu.be/T0IVoERVnD0
https://www.youtube.com/watch?v=iE2eKnVvhzs
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“I have a robo advice thing and ironically they charge more for investing in the green funds than in their 
standard funds. I would say they’re taking advantage. If anything, if they want to build their credentials 
in that area they should be trying to bring those green costs down so that it’s less expensive to invest in 
those funds. They’re making people pay for their worthiness and that puts me off putting more into them.”

“I’m surprised people are charging more for going green because everything is so geared towards saving 
the planet. Surely they should swallow those costs and make it if not the same then a bit cheaper to 
encourage people to use it rather than put them off by charging more.”

“It takes more cost to develop a green business and portfolio which means it is less profitable. For me this 
whole area is about growth and profitability. Maintain and build good pension returns. What’s in it for me. 
Well actually the whole green thing is wonderful but my pension is important for my next 20 years. The 
green thing is more about future generations.”

“Look at the picture of how we’re going to be heating our homes and powering our cars. When you look at 
it in that way it’s easier to see there has to be growth there, that’s where we’re making real strides. That’s 
where I see it becoming more of a viable route.”

End investors, focus group 

Some investors remain unconvinced about the trustworthiness of ESG solutions. 

1.4 Consumer scepticism

“You can package investments in various ways, hide skeletons in various cupboards. Fund managers are 
paid to be ingenious and I’m sure they can find ways of getting round things. Who is watching what they’re 
doing and who knows their way around these investments to catch them out if they’re not presenting 
what they said they would present to the investor?”

“I haven’t paid a lot of attention to these things because I’m so sceptical. It’s like, you go to the grocery 
store - everything is organic, it’s this, it’s that and half the time it’s not. I’m not really enthusiastic about 
marketing labels that make claims. If I thought there was a way to untangle these things and actually do 
that sensibly I’d probably pay more attention.”

End investor, focus group 

There was a sense in the focus group conversations however that even if ESG solutions “aren’t perfect”, they still represent 
a step forward. “It’s got to be better than it was before.”

An important theme that emerged from our focus group sessions with investors is the issue of perceived cost of ESG 
solutions, both in terms of initial cost of investing, and the potential trade-off between investment returns and responsible 
investing.

Some investors are responsive to the benefit their money can do in society or for the environment; others are more 
convinced when ESG is presented as an area of future economic growth and in terms of an investment opportunity, which 
they would expect from their adviser as with any other potential investment.

1.5 Investor perceptions on cost



Client conversations about the client’s interests in ESG or ethical/impact/sustainable investing typically happen in the fact-
find and in on-going review meetings.

Only 6% of financial advice professionals say they do not include a question in the KYC on ESG, ethical, impact or sustainable 
investing. This is down from 17% two years ago.

In 2020, most financial advice professionals were asking about ethical considerations. The chart in Figure 4 shows that the 
terminology used to explore this topic with clients has expanded significantly. In 2021 the number asking about the client’s 
interest in sustainable, responsible or ESG investing continues to grow. Note, responsible investing is a term that was added 
to the list of options in our survey for the first time.

2. Advice Process

10

2.1 Terminology used in the KYC process

Figure 4: Terminology used in ‘know your customer’ question for ESG, ethical, impact or 
sustainable investing

Note: Responsible was added as a new option in the H2 2021 survey. Thematic was added as a new option in H1 2021.
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“We have to be aware of what our clients want. Under the whole fact find and discussion. But also, we 
do have a policy so that when, in the rare event, somebody says actually, that's one of my driving set of 
considerations, then we're not left floundering in the dark, we actually do then have a track to run on.”

“ESG is not something which has come onto the agenda for any client that I'm aware of, other than those 
who have previously been interested in what we might have called in the old days an ’ethical stance’. And 
to be fair, actually the prime driver of ethical considerations has been the environmental side of things, 
governance has never been an issue. It has largely been the fossil fuel climate warming issues.”

Ian Shipway, HC Wealth Management  

In our consumer focus group, investors were more likely to be driven by the ’E’ of ESG, perhaps because it is the most widely 
understood. 

“Environmental is the one I would find the most obvious to be able to hang my hook on. I’m not sure I 
would be very immediately interested in social or governance. I don’t really understand the impact they 
would have on my investment. Environmental - I get that. They’re not being bad for the planet or they’re 
actively being good. I would be most swayed towards that.” 

“Environmental is of most interest; it’s what is prevalent in the world today - climate change, water 
shortage, pollution. The other two - social - things to do with human rights, supporting employees. How is 
the company managed - what is the board structure. Not so interested personally.”

“Investing in people is a good thing, but I don’t think that’s a determining factor in performance. Amazon 
is like hell on Earth and their performance in financial terms is great. I don’t think these are the things that 
determine good performance in companies.”

“I had a meeting with my IFA this morning and he was talking about it; we had quite a discussion about it. 
At some point I knew what the initials stood for. I’ve heard it bandied around. But now I can’t remember 
what it means.”

End investors, focus group 

Importantly, financial advisers are approaching the topic from multiple angles. Figure 5 is a Venn diagram showing the 
overlap in use of the top three terms. More than half of advisers that use one of these three terms use all three. 

Figure 5: Overlap in use of the top three terms

https://www.youtube.com/watch?v=aRM8Pc6eGUw
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We reported earlier that regulatory change is the biggest driver to adoption of ESG considerations into the client fact find 
and investment recommendation. 

We wanted to understand whether financial advice professionals consider covering ESG a requirement of the KYC process. 
We asked this in two ways – whether it is a requirement of the KYC process and whether they consider it a requirement as 
part of a product recommendation. 

The overwhelming majority, 90%, consider that understanding the client’s attitude toward ESG investing is a requirement 
of the KYC process. 

Figure 6: Consider client attitude towards ESG a requirement of the KYC process

2.2 Interpretation of regulatory requirements

On whether they consider it a requirement to consider client views on climate change, sustainability and ethical investment 
as part of a product recommendation, 68% agree. A healthy share, 20%, ‘don’t know’ reflecting continued ambiguity and 
uncertainty about the rules. 

Financial advice professionals at the largest firms are most likely to view this as a requirement – at 93%. 

Figure 7: Consideration that client views on climate change, sustainability and ethical 
investment come under KYC rules



13

Broadly, advisers’ confidence in the processes within their firm to support ESG, ethical, impact or sustainable solutions is 
strong, with the majority of respondents saying they are either confident or very confident at each stage of the journey.

Advisers’ confidence is highest in recommending ESG solutions to clients. 72% of advisers are either confident or very 
confident in their firm’s processes once the client’s objectives have been established and the research has been completed.

Unsurprisingly, advisers who work for large firms with more than 50 employees are the most confident in their firm’s 
research and due diligence processes, reflecting the complexity of the area and the additional resource required to fully 
explore ESG solutions.

The area in which process improvement is most needed is in ongoing reporting against ESG objectives. A quarter of advisers 
say they are only somewhat confident, and 9% are not confident at all. Confidence does not improve for larger firms, or 
for those with more assets under management, indicating that this is an industry-wide issue and solutions for ongoing 
monitoring in which advisers can place their trust are lacking.

Figure 8: Confidence in processes available within your firm to support ESG, ethical, impact 
or sustainable solutions

2.3	Confidence	in	ESG	processes

"The IFA has got pretty well zero chance of understanding or being able to do the research themselves. 
I'm not convinced that the networks will have the bandwidth to be able to do the investigative work that 
is necessary to actually dig under the bonnet of all these things. So I'm hugely sceptical. The number 
who actually really know what's going on and can talk about it seriously, and do the in-depth research 
are very few and frankly I think it’s the research companies. I don't believe DFMs in general will have 
the bandwidth but research companies are the ones who will, because they come to us with a research 
mindset in the first place, they will have the skill sets to be able to dig under the bonnet, if they believe it's 
commercially worthwhile.”

Ian Shipway, HC Wealth Management  
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“There has been such an explosion of interest, there are a lot of people who claim to have become experts 
very, very quickly in this area."

Jeannie Boyle, EQ Investors

“There is a lack of clarity and consistency in the way fund managers provide information. It would be 
good to have a place that offers centralised information about the key ESG characteristics of a fund. 
Somewhere like FE and Morningstar who already have market cache and who already provide core fund 
data.”

Petronella West, Investment Quorum

“The taxonomy are vague and nebulous. We have spent a lot of timing going beyond the industry to 
analytics and AI to try and find data that we can bring in to what we do.”

“Will it take 5 years before we get good data? No. I think that some clever ratings agency will come out 
to be the front runner and the others will have to challenge to catch up. I think there are loads of people 
out there who are seeking to grab the space. If you can be the number one ratings agency you will make 
an absolute killing."

David Macdonald, Path Financial

“It’s this open banking of ESG analysis concept ... in order to sort of, homogenise in a good way, standards. 
From a fund analysis point of view, I think it would be really great. And I have said this to the IA, if they 
could share their internal findings on what they consider a responsible investment fund, in line with the 
terminology that they use. I mean, I think it's reasonably easy to ascertain what an impact fund is, you 
know, because of its niche nature, but a sustainable fund, an ESG fund, we've got the terminology, let's 
see the classifications behind it. And so I do think some sort of collective effort to be on the same page, 
recognising that best practice today may not be best practice in five years time. But I think this can't be 
something that we're trying to make a competitive edge over how we apply that data.”

Emma Wall, Hargreaves Lansdown 

On open data standards:



3. Integration into the investment proposition
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In the previous section we looked at how financial advice professionals are integrating ESG into suitability and the advice 
process. We now look at how ESG is integrated into the investment proposition and product recommendations. 

The EUs SFDR rules required asset managers to classify funds according to three categories, referred to as article 6, 8 and 9. 
We used the language of that classification system to get a forward-looking measure of where financial advice professionals 
expect their client money to be invested moving forward. Figure 9 uses short forms to refer to these categories. The full 
options offered on the survey are defined on the right. 

Financial advice professionals expect two thirds of their client money to be invested in conventional (article 6) funds or 
solutions, 'conventional funds with no specific ESG, ethical impact or sustainable criteria'. One fifth will be in article 8 funds 
with full ESG integration and 13% in badged (article 9) funds or solutions with specific sustainable investment or carbon 
reduction objectives. 

As we reported in Section 1, financial advice professionals estimate that 21% of assets are currently invested in ESG, ethical, 
impact or sustainable funds or solutions. They also largely expect the share of assets invested in this way to continue to 
grow. This forward-looking measure suggests that we may still see assets in ESG funds and solutions grow to 34% of 
advised assets. 

As part of our interviews with financial advisers, we discussed preferences for ‘badged’ funds versus ESG integration. The 
following are two comments from those interviews:  

Figure 9: Looking ahead, what proportion of new client money do you expect will be 
invested in...

“SFDR regulation classification is helpful because it improves disclosure in the market, but it still needs 
additional research to evaluate that disclosure. It did help to accelerate the move of mainstream funds to 
the ESG side from zero to light green.”

Louisiana Salge, EQ Investors
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Another key area for consideration is whether financial advice professionals will use a core/satellite approach with a range 
of model portfolios available for clients with specific ESG requirements sitting alongside the core CIP or whether they will 
use ESG integrated funds and solutions as part of the core CIP. 

Financial advice professionals were asked which of three options best represents their preferred strategy to integrate ESG, 
ethical, impact and sustainable into the firm’s investment products. 

“It's relatively new regulation and to date it is not a formal part of our analysis, but that could easily change 
as it continues to develop. We’re obviously aware of it and funds are certainly marketing it. Obviously for 
those who aren't marketing in Europe, they haven't necessarily produced it. So we do have some funds 
that won't have that rating.”

Petronella West, Investment Quorum

3.1 Core - satellite approach

Figure 10: Preferred strategy to integrate ESG, ethical, impact and sustainable into the 
firm’s investment products

Two thirds (64%) prefer the core-satellite approach with badged funds and portfolios sitting alongside the core CIP. Only 
one fifth prefer ESG integration across all funds and portfolios. Whether or not one agrees with the recent flurry of ESG 
badged launches, fund managers have recognized that in order to capture assets for clients interested in investing in this 
way, they will need badged funds and solutions. 

“You go so far, and you realise you need some help with it. Whether we would be full or partial with a 
solution and talking to clients, most are saying, I don't want a full ESG solution. But I want part of my 
portfolio in that direction. It's all very well, picking your badges and saying I want some of this, I want 
some of that. And then underneath that it’s understanding, how can I monitor the risk within that?”

Peter Chadborn, Plan Money 
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Among financial advice professionals that are using badged funds, there is a strong preference for those badged as ‘ESG’, 
‘Ethical’ and ‘Sustainable.’

Figure 11: Currently making use of funds that are specifically badged as ESG, ethical, 
impact or sustainable

There is significant overlap in usage of these products, suggesting that the badge itself is less important than having a badge, 
as illustrated in the Venn diagram, Figure 12. Among financial advisers using badged funds, 99% use funds or solutions with 
one of these labels. 

Figure 12: Used badged funds, top three overlap
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Figure 13: Position of ESG, ethical, impact or sustainable investing products to a client in 
comparison to other similar options

We asked financial advice professionals if they consider ESG, ethical, impact or sustainable funds to be better, similar or 
worse in terms of price, performance or risk. As illustrated in Figure 13, a large majority view these funds as broadly similar 
on these criteria. Note, that on performance, 14% said these funds are better and only 6% said worse. Price continues to be 
the one area that advisers view these funds are worse than conventional funds. 24% said they are worse. 

In our consumer focus group session, the majority of investors placed financial performance and returns as their number 
one priority in an investment portfolio, with risk coming second for most. How the companies or countries are behaving 
was not a priority for the group.

For the at- or in-retirement market, who comprise the lion's share of most advisers’ client banks, protecting lifetime income 
trumps other concerns particularly where there is not a level of guaranteed income from other sources that meet essential 
expenditure.

“I would say that there always has to be a sensible conversation with clients as to what is the 
appropriate risk to achieve their objectives. And within the framework of say, ESG, we would say 
that you will be turning the tap up a little bit on risk, because there will be some sectors you wouldn't 
necessarily be investing in although we know that outcomes from the ESG investments have probably 
been better than mainstream over the last couple of years."

Bruce Bulgin, Fairstone Wealth Management

“I would challenge that assumption, that they have to be riskier, our data do not bear that out.”

David Macdonald, Path Financial
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“I’m thinking about me. For my children, they’re much more ethically minded - much more green. For me, 
as long as we don’t destroy the planet I’m after a higher return.”

“When you’re investing and you’re getting older it’s hard not to be selfish. This is what I’m going to be 
living on. One of the most important things is that I lose as little money as possible/make as much as 
possible.”

“I would have to consider whether these ESG funds are more volatile. How do funds perform in relation 
to other funds in the market. Are ESG funds more risky? It’s possible they could be but I might be 
incorrect. They tend to be invested in newer companies and more research goes into them so they may 
possibly be more expensive.”

End investors, focus group 

https://www.youtube.com/watch?v=T0IVoERVnD0
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Profiles

Number of employees

Assets under management
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