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In our third annual survey

of advisors’ use of direct
indexing, we identify the
solution’s emergence into
the mainstream of wealth
management.”
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Foreword

In modern wealth management, personalization at scale
and enhanced after-tax returns are highly valued outcomes.
For those reasons, direct indexing is growing fast as a

solution for advisors to offer clients.

As a provider of indexes and data to both the largest and emerging wealth
platforms, with approximately $175 bn in direct indexing assets linked to our
indexes spanning US and international equities including local securities and
ADRs, FTSE Russell is in a strong position to see how the direct indexing market is
growing and evolving. Our years of experience and leadership in direct indexing
allow us to offer insights into the new opportunities it's bringing to the wealth
management community.

In our third annual survey of advisors’ use of direct indexing, we identify the
solution’s emergence into the mainstream of wealth management. We explore
where adoption is happening fastest, the most valued features and capabilities,
and remaining challenges to further use in client portfolios.

Adam Gebler Mike DiSanti
Americas Head of Wealth, Index Sales Specialist,
FTSE Russell FTSE Russell
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Key
takeaways

Executive summary

Advisors continue to increase their use of direct
indexing (DI), while citing implementation and
education as challenges to overcome

Direct indexing has entered
the mainstream of modern
wealth management as a
critical solution for customizing
portfolios and achieving
better after-tax outcomes for
clients. The percentage of
advisors using direct indexing
has grown significantly in 12
months, according to our third
annual survey.

Younger advisors, larger
practices and wirehouse/
traditional channels are
leading adoption. They're
most familiar with direct
indexing, use it the most and
are keenest to improve their
knowledge. They report very
high satisfaction levels with

their platforms (98% satisfied,

including 63% very satisfied).

Advisors regard the solution
as key for competitiveness
and important for growing
their business with high-net-
worth (NHW) clients. Average
allocations are rising in both
number of clients and the
percentage of client assets
under management (AuM).

Looking forward, current
users plan to increase
adoption still further.
Addressing challenges relating
to implementation, technology
integration and education may
further accelerate momentum
and spur new users.

" Conducted by 8 Acre Perspective, the survey solicited input from 400 advisors between May 19th and June 9th, 2026. For more information, see About our research at the back of this report.
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SECTION 1

Adoption gains momentum,

led by large firms and
younger advisors

Direct indexing has become an essential solution.

More advisors are using it, led by the wirehouse/
traditional channel and the under 45s.

lllustrating the growth in direct indexing, more than four in 10
(41%) advisors report using it in 2026 — significantly higher
than in our 2025 survey (33%). Adoption varies by channel,
led by wirehouses and traditional firms’ advisors where almost
two thirds (63%) use it. That’s far more than a third (33%) of
independent broker-dealer (IBD) respondents and registered
investment advisors (RIAs) (30%).

DI adoption is rising

Net: Currently or plan to use

B Currently using

76% 83%
with clients
Not using, but

33%
plan to in next

549 12 months
%o M Not using, no
plans to do so

2025 2026
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of advisors are “extremely”
or “very familiar” with DI

Familiarity is high

More than half (57%) of advisors state
they're “extremely” or “very” familiar with
direct indexing. Wirehouse/traditional
advisors are the most familiar (/1%) along
with those under age 45 (77%).

Reflecting direct indexing’s primary use to
date as a tax-loss harvesting solution for
HNW clients, advisors managing at least
$500 million in AuM are more likely to be
aware of it. More than two thirds (68%) say
they’re very familiar with direct indexing,
compared with around half (53%) with
smaller practices.
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Advisors using DI with US
large cap equities

. Used in developed
market equities (ex US)

Used in small cap
US equities

DI moves into new markets

Advisors are using the solution with a wider
range of assets. Almost all (97%) use it

with US large cap equities, but more than
four in 10 (43%) use direct indexing for
developed market equities outside the US
and small cap US equities. “The survey data
around exposures is consistent with my
conversations with platforms and advisors,”
explains Mike DiSanti, FTSE Russell’'s Index
Sales Specialist. “While direct indexing
originally was almost entirely focused

on large cap US equities, almost half of
respondents are now offering US small

cap and international developed market
exposures, which we see as a growth area.”

4/10 not yet using DI plan
to in the next 12 months

T

Growth appears likely to
continue

Four in 10 (42%) of those advisors not
already using the solution plan to in the
next 12 months. Almost all (83%) agree that
Al and automation will help to drive growth.
Wirehouse/traditional advisors show the
strongest intentions to increase their use
of direct indexing, with eight in 10 (81%) that
are currently using the solution expecting
to use more over the next 12 months.




SECTION 2

Direct indexing emerges
as a competitive necessity

Advisors increasingly regard direct indexing as
essential for servicing clients, introducing a new Direct Indexing is becoming

. . essential to remaining competitive
level of personalization. in wealth management

14% 13%
Over half (57%) of advisors agree direct indexing is essential for - -

remaining competitive, even more than in 2025 (52%). Younger
advisors especially feel that it’s key to their practice, with two
thirds (65%) under 45 agreeing. And over two thirds (69%) of
wirehouse/traditional channel advisors think so — more than
about half of IBD advisors (56%) and RIAs (48%).

B Strongly agree

Somewhat agree

Somewhat disagree
(0)
14% 10% .
B Strongly disagree

2025 2026
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Most desired customization
feature from a DI provider:

Tax loss
ha rvesting

00O%

Tax benefits take center
stage

Tax-loss harvesting is direct indexing’s
main benefit, according to two thirds
(66%). Similarly, tax-loss harvesting is most
discussed with clients, according to nearly
two thirds (63%) of advisors.
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We see in the survey, and hear from
advisors that serve HNW clients, a

greater emphasis on householding,

notes Adam Gebler, Americas Head
of Wealth, FTSE Russell.

“This means that direct indexing
technology must be able to
coordinate tax management

across multiple accounts in a client
household.”

83%

of advisors agree DI
helps grow/strengthen
HNW business

A powerful tool for HNW
growth

Direct indexing is especially beneficial for
HNW clients. Eight in 10 (83%) advisors
agree that it has helped them to grow/
strengthen their HNW client business. The
solution also helps wealth managers tailor
their services at scale. Advisors agree that
it enables the coordination of investment
and tax management across multiple
accounts within a household (87%) and
delivers a level of personalization that ETFs
and mutual funds can’t match (82%).

2025 2026

DI gains a bigger role

Direct indexing is becoming more
established in advisors’ suite of solutions.
Survey respondents report that a fifth
(20%) of client households, on average,
have a direct indexing component —
materially higher than 12 months ago
(16%) — and are also allocating a higher
percentage of AuM to the solution (the
average is up to 17% from 13%).
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SECTION 3

Platforms score highly for
satisfaction, amid major
education opportunity

Satisfaction with platform providers is high and
getting higher. As use of direct indexing broadens
out, a need for knowledge indicates a major
education opportunity.

The main providers of access to direct indexing are asset managers
(55%) and broker dealers (48%). But different types of advisors prefer
different routes: wirehouse/traditional advisors gain access mainly via
asset managers and broker dealers, IBDs chiefly use broker dealers,
and RIAs use both custodians and asset managers.

e Asset manager

Other / None / Not sure




98% of advisors are satisfied
with their primary provider

Very
satisfied

/F
l

Somewhat
satisfied

2025 2026

Advisor satisfaction reaches
new heights

Similarly to 2025, almost every advisor
taking part in our survey (98%) is satisfied
with their DI platform, with nearly two thirds

(63%) of them saying they’re “very” satisfied,

up from just over half (52%).
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Education could unlock
greater adoption

A clear education gap presents an
opportunity for platforms to increase advisor
loyalty and usage. While a third (32%)

of advisors aren’t yet confident talking

to clients about direct indexing, almost

nine in 10 (86%) are interested in building
their knowledge. Notably, just as advisors
under age 45 and wirehouse/traditional
advisors are most familiar with direct
indexing, they’re also the most interested in
enhancing their expertise.

Advisors favor:

@)
@)

One-on-one training — 41%

6

On-demand video — 33%

o

Live webinars — 33%

g P

White papers — 29%

Personalized training leads
the way

Advisors generally favor one-on-one
training with asset managers/platform
providers (41%), followed by on-demand
video courses (33%), live webinars with
experts (33%) and white papers (29%).
Those who are extremely familiar with
direct indexing tend to prefer one-on-one
training (51%), while less aware colleagues
are equally receptive to one-on-one
training (38%), online video (36%) and live
webinars (36%).
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SECTION 4

Operational challenges are a
hurdle to clear for future growth

Lack of client demand recedes as a Fewer advisors find lack of client demand a challenge to direct

. 0 o indexing use. Just over a third (35%) called it out in the survey
Cha"enge’ bUt lmplementatlon and hlgh compared to 45% in 2025, with an even lower percent among

costs remain an issue. advisors under age 45 (26%) citing it as a challenge

Barriers to DI are shifting from client demand toward implementation and cost

2025

Lack of client demand I 5% ¥ 45%

Complexity of DI makes educating clients difficult I 33% 34%
My understanding and knowledge of DI I 31% 27%

Unsure of how to effectively transition current clients IEEEEEEEEE— 299 27%
Costs Ny 29% 19%

My clients do not need or value the benefits of DI I 2% 26%
Concerns about financial performance GG 2% 21%

Work and resources required for implementation GGG 20% ¥V 26%
Lack of resources and information on DI I 2 0% 21%
Scalability concerns NG 2 0% 21%

Other products better meet my clients' needs GGG 15 % 20%
Compliance and regulatory concerns NGNS 15% 17%

Lack of organizational focus on DI NN 13% 17%
My preferred providers don't offer it I 6% 8%
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Only 15%

find implemention

“very easy”

Implementation remains a
hurdle

Making implementation easier could speed
future adoption. Only 15% of advisors
describe implementation as “very easy’,
largely unchanged from 2025 (13%).
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59«

of advisors find tech
integration a challenge

Tech integration remains a
key hurdle

Well over half (59%) of advisors say
integrating direct indexing with their tech
stack is challenging — even more than

last year (52%). IBDs face the greatest
integration challenge: two thirds (65%)
report difficulties. Even wirehouse/traditional
channel advisors — with their scale and
centralized infrastructure — find integration
challenging (51%).

Those who find
implementation easy

34

are confident in
discussing with clients

Ease of implementation
builds confidence

There’s a link between ease of
implementation and advisor confidence.
More than eight in 10 (84%) of those who
find implementation easy are confident
discussing direct indexing with clients. By
contrast, only half (50%) of those who find it
difficult are confident. The pattern repeats
itself for technology integration. Over three
quarters (//%) of those who don’t view
integration as challenging feel confident
with clients — significantly more than the six
in 10 (61%) of those viewing tech integration
as challenging. This shows the value of
platform providers helping advisors with
implementation and integration.

29%

2025 2026

Cost is also a pain point

Approaching a third (29%) of advisors say
SO, up significantly from 2025 (19%). A
particularly high number of RIAs find cost a
problem (37%).
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Conclusion

Over the past three years, our surveys have monitored direct indexing’s
quickening journey to the mainstream. It is now an essential solution for
platforms to offer advisors, adding value to advisors seeking to better serve

clients and grow their practice.

This year’s survey finds adoption continuing to gain
momentum, led by younger advisors and larger
practices. It shows that the growth of Al will continue to
make it easier for advisors to offer direct indexing, and
reveals the link between familiarity with the solution and
adoption.

The survey data also calls out education and
implementation as major opportunities for the industry,
underscoring the importance of integrating direct
indexing into existing advisor workflows. How platforms
equip and educate their advisors to offer direct indexing,
and the way that advisors present it to their clients, will
define the winners in the next era of growth.

As the market grows, our commitment to direct indexing
remains as strong as ever. We will focus on supporting
our partners by providing the indexes and data needed
to implement direct indexing programs, and educating
advisors on the benefits of including the solution in
client portfolios.
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Your index matters

We work across the market with direct indexing
platforms and wealth managers, delivering innovative
index solutions spanning asset classes that are
increasingly in demand from direct indexing users. Our
consultative approach fosters partnerships where we
provide our learnings and market intelligence gained
from supporting a host of direct indexing clients and
constructing our transparent and well-recognized
global indices.

The index you use matters,
and we are here to provide
time-tested solutions that
advisors and their clients
can trust.

Adam Gebler Mike DiSanti
Americas Head of Wealth, Index Sales Specialist,
FTSE Russell FTSE Russell
Adam.gebler@lseg.com Michael.disanti@lseg.com

Learn more about FTSE
Russell and direct indexing >
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About our research

This survey was conducted by 8 Acre Perspective, which
collected the views of 400 financial advisors between May
19th and June 9th, 2026.

The advisors came from a mix of channels, including wirehouse/

traditional, independent broker-dealer and registered investment
advisor.

Fifty-eight percent of respondents had assets under management

of $200 million or more, with an average across the total sample
of $578 million.

2026 FTSE Russell direct indexing survey

14




Disclaimer

© 2026 London Stock Exchange Group plc and its applicable group undertakings (“LSEG”). LSEG includes (1) FTSE International Limited (“FTSE”), (2) Frank Russell Company
(“Russell”), (3) FTSE Global Debt Capital Markets Inc. “FTSE Canada”, (4) FTSE Fixed Income LLC (“FTSE FI”), (5) FTSE (Beijing) Consulting Limited (“WOFE”), FTSE EU SAS ("FTSE EU").
All rights reserved.

FTSE Russell® is a trading name of FTSE, Russell, FTSE Canada, FTSE FI, WOFE, FTSE EU and other LSEG entities providing LSEG Benchmark and Index services. “FTSE®”, “Russell®”,
“FTSE Russell®”, “FTSE4Good®”, “ICB®”, “Refinitiv’, “WMR™” “FR™” and all other trademarks and service marks used herein (whether registered or unregistered) are trademarks and/or
service marks owned or licensed by the applicable member of LSEG or their respective licensors.

FTSE International Limited is authorised as a Benchmark Administrator and regulated in the United Kingdom (UK) by the Financial Conduct Authority ("FCA") according to the UK
Benchmark Regulation, FCA Reference Number 796803. FTSE EU SAS is authorised as Benchmark Administrator and regulated in the European Union (EU) by the Autorité des
Marches Financiers (“AMF") according to the EU Benchmark Regulation.

All information is provided for information purposes only. All information and data contained in this publication is obtained by LSEG, from sources believed by it to be accurate and
reliable. Because of the possibility of human and mechanical inaccuracy as well as other factors, however, such information and data is provided "as is" without warranty of any
kind. No member of LSEG nor their respective directors, officers, employees, partners or licensors make any claim, prediction, warranty or representation whatsoever, expressly
or impliedly, either as to the accuracy, timeliness, completeness, merchantability of any information or LSEG Products, or of results to be obtained from the use of LSEG products,
including but not limited to indices, rates, data and analytics, or the fitness or suitability of the LSEG products for any particular purpose to which they might be put. The user of the
information assumes the entire risk of any use it may make or permit to be made of the information.

No responsibility or liability can be accepted by any member of LSEG nor their respective directors, officers, employees, partners or licensors for (a) any loss or damage in whole

or in part caused by, resulting from, or relating to any inaccuracy (negligent or otherwise) or other circumstance involved in procuring, collecting, compiling, interpreting, analysing,
editing, transcribing, transmitting, communicating or delivering any such information or data or from use of this document or links to this document or (b) any direct, indirect, special,
consequential or incidental damages whatsoever, even if any member of LSEG is advised in advance of the possibility of such damages, resulting from the use of, or inability to use,
such information.

No member of LSEG nor their respective directors, officers, employees, partners or licensors provide investment advice and nothing in this document should be taken as constituting
financial or investment advice. No member of LSEG nor their respective directors, officers, employees, partners or licensors make any representation regarding the advisability of
investing in any asset or whether such investment creates any legal or compliance risks for the investor. A decision to invest in any such asset should not be made in reliance on any
information herein. Indices and rates cannot be invested in directly. Inclusion of an asset in an index or rate is not a recommendation to buy, sell or hold that asset nor confirmation
that any particular investor may lawfully buy, sell or hold the asset or an index or rate containing the asset. The general information contained in this publication should not be acted
upon without obtaining specific legal, tax, and investment advice from a licensed professional.

Past performance is no guarantee of future results. Charts and graphs are provided for illustrative purposes only. Index and/or rate returns shown may not represent the results of

the actual trading of investable assets. Certain returns shown may reflect back-tested performance. All performance presented prior to the index or rate inception date is back-tested
performance. Back-tested performance is not actual performance, but is hypothetical. The back-test calculations are based on the same methodology that was in effect when the
index or rate was officially launched. However, back-tested data may reflect the application of the index or rate methodology with the benefit of hindsight, and the historic calculations
of an index or rate may change from month to month based on revisions to the underlying economic data used in the calculation of the index or rate. This document may contain
forward-looking assessments. These are based upon a number of assumptions concerning future conditions that ultimately may prove to be inaccurate. Such forward-looking
assessments are subject to risks and uncertainties and may be affected by various factors that may cause actual results to differ materially. No member of LSEG nor their licensors
assume any duty to and do not undertake to update forward-looking assessments. [No part of this information may be reproduced, stored in a retrieval system or transmitted in any
form or by any means, electronic, mechanical, photocopying, recording or otherwise, without prior written permission of the applicable member of LSEG. Use and distribution of LSEG
data requires a licence from LSEG and/or its licensors.

Visit Iseg.com/en/ftse-russell

About FTSE Russell (LSEG)

FTSE Russell is a leading global provider of index and benchmark solutions,
spanning diverse asset classes and investment objectives. As a trusted
investment partner we help investors make better-informed investment decisions,
manage risk, and seize opportunities.

Market participants look to us for our expertise in developing and managing
global index solutions across asset classes. Asset owners, asset managers, ETF
providers and investment banks choose FTSE Russell solutions to benchmark
their investment performance and create investment funds, ETFs, structured
products, and index-based derivatives. Our clients use our solutions for asset
allocation, investment strategy analysis and risk management, and value us for our
robust governance process and operational integrity.

For over 35 years we have been at the forefront of driving change for the investor,
always innovating to shape the next generation of benchmarks and investment
solutions that open up new opportunities for the global investment community.

To learn more, email info@ftserussell.com; or call your regional
Client Service Team office:

EMEA
+44 (0) 20 7866 1810

North America
+1 877 503 6437

Asia-Pacific

HONG KONG +852 2164 3333
TOKYO +8l (3) 64411430
SYDNEY +61 (0) 2 7228 5659

FTSE
RUSSELL

An LSEG Business
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