(D=

ROXTON WEALTH
-—-""""r

OUR PHILOSOPHY

Finance

should tit you.

A people-first approach to

financial and mortgage advice.

WWW.ROXTONWEALTH.COM

Not force you to fit finance




WHY ROXTON WEALTH EXISTS

Advice should start with
the person, not the product.
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Roxton Wealth exists because financial decisions are too important to feel rushed, confusing or disconnected.
For many people finance can feel intimidating — unfamiliar language, lengthy documents, significant decisions

and a fear of getting something wrong.

What are you trying to achieve?

Before any mortgage, investment,

pension or policy, we want to understand
your life first.

What is already on your plate?

What worries you, and what would

greater financial confidence look like for
you?

The answers differ for everyone

That is why the advice experience should
be different too.

People should not need to become financial experts to make informed decisions about their own lives.



FINANCE SHOULD FIT YOU

There is no such thing
as a typical financial life. 0

Two people may earn a similar income or own similar homes, yet need very different plans. We do not begin with
assumptions about what someone should do with their money. We begin by understanding what matters to them.

YOUR GOALS MAY INCLUDE

Buying a home Protecting your family Building a business Saving for the future
Investing for long—term Planning retirement Reducing financial Creating more choice and
opportunities pressure flexibility

Your life is not standard. Your advice experience should not be either.



YOUR MONEY HAS A JOB TO DO

Financial advice should
begin with purpose. y

A mortgage may represent a first home. A pension may represent freedom later in life. Protection may represent
reassurance. Investments may represent future opportunity. The question is not only what you have. It is what
you need it to make possible.

THE QUESTIONS THAT MATTER

What are you trying to achieve over the next few years? What would make life feel more financially secure?

What decisions have you been putting off? What does a good future look like for you?

What would you like your money to help you do? What would you want to protect if life changed
unexpectedly?

A plan is more meaningful when it is connected to a real life goal.



ADVICE STARTS WITH UNDERSTANDING

Before any recommendation,
there should be a conversation. ”

We want to understand more than your income, outgoings and financial arrangements. Those things matter, but
they do not tell the whole story.

Listening first Understanding behaviour

You should not need to arrive knowing the right questions to ask. Some are cautious, some like every detail, some feel

We begin with what is happening in your life now. overwhelmed. These patterns are part of being human.
Understanding motivations Understanding concerns

Repaying a mortgage early may be about security. Keeping cash A good adviser creates space to talk about the things that may
available may be about fiexibility. not appear on a fact-find form.

Good advice helps people make informed decisions around what matters to them.



EDUCATION BEFORE RECOMMENDATION

People make stronger decisions
when they understand their options. o6

You should be able to understand the reasoning behind a recommendation, the options being considered and the
relevant risks, costs and limitations — without needing to become an expert.

Financial education Transparency Informed choices

We explain concepts in plain English. You should understand what is Recommendations are based on your

Where technical language is needed, we happening at each stage — what we circumstances, needs, objectives and

explain what it means and why it matters. need, what we are reviewing and what attitude to risk. The decision remains
happens next. yours.

You should never feel pressured to agree to something you do not understand.



BEHAVIOUR MATTERS

Money decisions are not
made by spreadsheets alone. .

People make decisions while balancing work, family, health, uncertainty, time pressure and the fear of getting
something wrong. Behavioural finance looks at how people actually decide in the real world.

Decision-making Biases Confidence Long-term outcomes
Some act quickly once they have We all have tendencies. Not about always knowing the A good plan supports decisions
enough information. Others need Recognising them can help create answer, but feeling able to ask that are realistic, sustainable and
time to compare and talk things a more considered approach. questions and understand your connected to the life you want.
through. options.

Confidence, habits and emotions can influence financial choices just as much as knowledge can.



ADVICE SHOULD FEEL HUMAN

The plan may be technical. The

conversation should nort feel cold. o

A home. A family. A business. A health concern. Aretirement plan. These conversations deserve care.
Professionalism and empathy are not opposites — good advice should be both technically sound and human.

Relationships Empathy Communication Trust Accessibility
You should not feel you must No one should feel Clear communication is part Built through honesty;, clarity, Advice should create room for
start from zero every time you embarrassed for asking a of making advice useful, not a consistency and professional different communication and
have a new question. question or wanting more nice extra. care. decision-making needs.

time.

These conversations deserve care.



DIFFERENT PEOPLE, DIFFERENT EXPERIENCES

The process should work
harder to fit the person.

Accessible

Advice should be understandable.

NEURO-INCLUSIVE ADVICE CAN INCLUDE

Clear, plain-English explanations Visual summaries, timelines or comparisons

Different

People think, learn and make decisions
differently.

Written recaps after meetings More time for questions and reflection
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Adapted

Advice should reflect individual needs,

preferences and real life.

Information provided in advance where
appropriate

Breaking larger decisions into smaller steps

You do not need to disclose a diagnosis to ask for a more accessible advice experience. We ask, listen and adapt.



RELATIONSHIPS OVER TRANSACTIONS

Advice should support
people through life.

Life does not stop once the application is complete or the paperwork is signed. Income can change. Children grow
up. Priorities shift. That is why Roxton Wealth is built around long-term relationships rather than short-term

transactions.

A RELATIONSHIP-LED APPROACH CAN SUPPORT
Reguiar financial reviews where appropriate
Ongoing planning around evoiving goais

The opportunity to revisit earlier decisions when

clrcumstances Change

A good plan should be able to move with your life.

A clearer understanding of Changes in your life
More connected conversations across advice areas

Reassurance that everything remains on track
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WHAT SUCCESS LOOKS LIKE

Financial success is personal.
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Success is not one number. Financial planning should help create more than a list of products — it should help

create greater clarity, confidence and choice.

Confidence Clarity Security Opportunity

Feeling able to understand Knowing what you have, what Building resilience around the Creating space for future
your options, ask questions it is doing and what needs people, commitments and choices — career, property,
and make informed decisions. attention next. lifestyle that matter to you. business, family or retirement.

The goal is to help you make decisions that feel informed, realistic and aligned with what matters to you.

Freedom

Having more control over the
direction of your financial life.



OUR COMMITMENTS TO CLIENTS

The standards behind the

Roxton Wealth experience.

Our philosophy is not only about how we talk about advice. It is about how we aim to deliver it.

Clarity

Plain English and practical
examples, never unfamiliar
language without
explanation.

Integrity

Honest about what is
possible, uncertain or
unsuitable. Realistic, not
overpromised.

Care

Time to understand what you
are trying to achieve and what
you need your money to do.

Professionalism

Technically sound, carefully
considered and delivered in
line with regulatory
requirements.

You should feel respected throughout the process, not pressured, judged or left behind.
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Accessibility

An advice experience that is
easier to understand, more
adaptable and more inclusive.



THE FUTURE OF FINANCIAL ADVICE

More accessible. More
informed. More human. p

Financial services are changing. The future of advice should not be about removing the human side of the
relationship. It should combine professional knowledge, useful technology and clearer communication with a
stronger understanding of the person behind the financial decision.

Technology Behavioural science Accessibility Education Human connection
Digital tools improve Understanding confidence, Advice should be easier to People should feel more Advice should still make room
convenience and access, but habits and emotional barriers understand and engage with, informed after receiving for trust, empathy,

should support meaningful makes planning more realistic regardless of someone’s advice, not more dependent explanation and professional
conversations, not replace and practical. starting point. on jargon. care.

them.

The best advice is not only about the answer. It is about whether you understood the journey.



THE ROXTON WEALTH DIFFERENCE

Advice designed around real life.
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Roxton Wealth brings together a set of connected ideas that shape every client relationship.

ADA Advice Approach Joined-Up Advice

Accessible. Different. Adapted. Advice should be Mortgages, protection, pensions, investments,
easier to understand, more flexible and more retirement, business planning and legacy goals
inclusive. can all connect.

Neuro-Inclusive Design Education

Advice should create space for different Clients should understand their options, the
communication styles, learning preferences and reasons behind recommendations and what
decision-making needs. happens next.

Finance is not separate from life. It is part of the life you are building.

Behavioural Finance

Money decisions are influenced by confidence,
habits, emotions, pressure and past experiences
— not only numbers.

Long-Term Planning

Advice should support people as their lives,
responsibilities, goals and opportunities evolve.



BEGIN YOUR JOURNEY WITH US

Financial advice should help you

. 1 HEI_:IEEI‘H WEALTH
feel more informed, more confident

and more in control of your future.

You do not need to have everything figured out before you start. You may have one question about a mortgage,

pension, protection policy, investment decision, retirement plan or business opportunity. That is enough. Tell us

what is happening in your life and where you would like more clarity.

CALL US EMAIL US WHATSAPP WEBSITE

02039172650 team@roxtonwealth.com +44,7949 690059 www.roxtonwealth.com
London (Head Oftice) Cardiﬁ‘(\x/ales) Edmburgh (Scotland)

ER76, The Link Business Centre, 49 Effra Road, Sophia House, 28 Cathedral Road, Cardiff CF11 9LJ Westpoint, 4 Redheughs Rigg, South Gyle,

London SW2 1BZ Edinburgh EH12 9DQ



FINANCE THAT FITS YOU

Important information.

SCOPE & RISK WARNINGS

This guide is for general information and education only. It does not
constitute personal financial, mortgage, investment, pension, protection,
tax or legal advice. Any recommendation will be based on your individual
circumstances, needs and objectives following a full assessment where
required. The value of investments and pensions, and the income they
produce, can fall as well as rise. You may get back less than you invested.
Your home may be repossessed if you do not keep up repayments on your
mortgage. Equity release will reduce the value of your estate and can affect
your eligibility for means-tested benefits. The Financial Conduct Authority
does not regulate buy-to-let mortgages. Inheritance and estate planning is
not regulated by the Financial Conduct Authority. Insurance policies are
subject to terms, conditions, exclusions and underwriting.
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REGULATORY NOTICE

Roxton Wealth Ltd is an Appointed Representative of Rosemount Financial
Solutions (IFA) Ltd, which is authorised and regulated by the Financial
Conduct Authority. Entered on the FCA Register (register.fca.org.uk) under
reference 535515. Roxton Wealth Ltd is registered as a Company in England
& Wales No. 16335726. Registered Address: ER76, The Link Business Centre,
49 Effra Rd, London SW2 1BZ. The information contained is subject to the UK
regulatory regime, and is therefore targeted at consumers based in the UK.

—  www.roxtonwealth.com



