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Behavioural Finance.
Applied.
Empowering a lifetime of financial decisions.
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Investor ESG preferences

What we know from behavioural research 

• There is substantial latent demand – most investors want to do social good 
with their wealth – but it’s still untapped

• Demand is largely driven by attitudes, not demographics, though wealth level 
and age do matter

• Interest intensifies once investors try sustainable investing

• Unlocking demand requires personalised portfolios and narratives that 
resonate with investors as individuals

• There are identifiable attitudinal archetypes and segments for whom scalable 
products and indices can be design and delivered
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Attitudes are 
changing

0% 10% 20% 30% 40% 50% 60% 70% 80% 90% 100%

Affluent

HNW

Banks should make all their deposits, investments, and other financial products sustainable

Banks should offer specific sustainable deposits, investments, and other financial products for those
who are interested

Banks should obey the law, but otherwise remain neutral when it comes to the sustainability of their
financial products
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Impact
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Social
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Ethical
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ESG
investing

Low carbon
investing

SRI None

Which terms are you familiar with?

General population
HNW

Industry jargon

Unfamiliar and 
confusing to investors
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Financial 
Personality
Stable measures on up to 
18 dimensions of financial 
personality

– Psychometric assessment of 
attitudes to risk and other 
personality traits

– Robust assessment of up to 
18 distinct attitudinal 
dimensions for each client

– Responsible Investing scales 
provide rich profile to 
personalise ESG portfolios 
and communications

Risk Tolerance Composure Confidence

Financial Comfort Impulsivity Locus of Control

Familiarity 
Preference

Comparison 
Tendency

Withdrawal 
Preference

Desire for 
Guidance Do No Harm Impact Desire

Impact 
Trade-Off Charity Orientation Desire for Legacy

Impact 
Apprehension Need for Evidence Money Focus

ESGBehaviouralSuitability
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Extending 
Suitability

Behavioural 
Capacity & 

ESG 
Preferences

Risk Tolerance

Knowledge & 
Experience

Risk Capacity

– Risk Capacity changes over 
time and includes financial 
circumstances, goals, cash 
flows, and time horizons

– Risk Tolerance is a long-
term, stable personality 
trait establishing baseline 
risk preference

– Behavioural Capacity is the 
emotional ability to 
withstand short term 
stressors and stay on the 
journey

Holistic assessment of 
all important aspects of 
investors
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Impact Desire
• How much investors would like to 

align their portfolio to 
sustainability and social goals

• I would prefer to avoid unethical 
investments.

Impact Trade-off
• Willingness to accept reduced 

liquidity, extra risk, or reduced 
returns in exchange for social 
impact

• I would be willing to take greater 
financial risk if an investment had social 
benefits.

Charity Orientation
• Belief that donations are more 

effective than sustainable 
investing

• Donations can achieve more immediate 
social outcomes than sustainable 
investments.

Need for Evidence
• How much an investor requires 

convincing to engage with 
responsible investing

• I would need quantitative evidence to 
convince me an investment had a social 
impact.

Impact Apprehension
• Apprehension about sustainable 

investing, for example that it is too 
complex or too new

• Sustainable investing seems complex.

ESG attitudinal dimensions
Behavioural 
foundations
Achieve deep 
understanding of 
investor preferences

– Each dimensions adds 
something unique to the 
client profile

– Low correlations to 
observable demographic or 
transactional variables

– Each has implications of 
what to do differently for 
that investor
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ESG and 
Suitability
Mapping preferences to 
solutions in stages

– Not all stages are equally 
important to all 
organisations

– We can help you map these 
client preferences to your 
particular client proposition

Investment 
suitability

• Determine suitable risk 
level

• Allocation across asset 
classes

ESG amount

• Who is most interested?

• How much ESG?

• Overcoming barriers
• Need for evidence
• Impact apprehension

ESG Allocation

• Allocation to E, S, and G 
“asset classes”

• How much proactive vs. 
passive/exclusion ESG?

Instrument 
selection

• Impact return: Allocation 
to deep vs. shallow 
impact

• Impact liquidity: 
immediate vs. future 
impact

• Impact risk: secure vs. 
moonshot

• Impact location: Local vs. 
global impact
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Information and 
evidence
It’s not about specific 
evidence, it’s about 
trust

Labelled as "Sustainable"

Independently verified as sustainable or not

Independent sustainability score (e.g. on a scale out of 7)

Independent sustainability ranking compared to its peers

Carbon dioxide emissions: tonnes of CO2 per $m of revenue

Carbon dioxide emissions, on a scale from Very Low to Very High

Percentage of green vs. brown revenue

Board diversity score

Details of any severe ethical controversies, violations of UN standards,
and involvement in controversial weapons

Sufficient by itself Helpful, but insufficient Irrelevant Unhelpful or confusing
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Impact Desire

Low High 

• Lower % ESG but include deeper impact as 
portion of portfolio

• Take max suitable risk to do additional 
good

• High % ESG

• Use full product set, particularly 
higher/deeper impact solutions

• Take max suitable risk to do additional 
good

• Include ESG only where it aims to enhance 
returns

• Lower % ESG and focus

• Include high % ESG

• Stick to simple negative screened 
(exclusion) high return products

ESG meets 
Suitability
Two dimensions to 
answer key ESG 
suitability questions:

– How much ESG should 
the investor be 
encouraged to have in 
the overall portfolio?

– From how far down the 
impact spectrum 
(where relevant) should 
the components be 
selected?

– What messages should 
be used around how 
and why ESG is 
integrated into the 
portfolio?

ESG %Low High
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Personalizing portfolios…

Investors have, on average, very clear preferences for 
E vs. S vs. G… 

– Overall investors prefer Environmental outcomes to 
either Social or Governance

– Preferences for E and S often go together

– Governance is least preferred, and tends to be seen as 
distinct from E or S

– However, investors all have their own individual 
preference signature, which enables personalized 
portfolio construction 

Environmental Social Governance

Governance Environmental Social
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Cause features

We can also measure 
characteristics of investible 
causes

Local Immediate Unmeasurable Certain Funded Specific Divest
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Social values

Relative importance of UN Sustainable Development 
Goals

– Our engaging card sort tool elicits preferences of each 
investor over the 17 UN Sustainable Development Goals 
compared to data from thousands of investors

– Enables hyper-personalisation of portfolio construction, 
product selection, sales narratives, and impact reporting
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General

Wealthy

Preferences for 
UN SDGs
Wealthy clients have 
more broadly spread 
preferences

– Helps steer portfolio 
construction and 
investment matching

– Deepens discussion 
around client values

– Provides invaluable 
insights into targeted 
philanthropy 
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17%

15%

26%

11%

15%

16%

ESG Attitudinal Archetypes

Optimisers Altruists Assuagers

Conservative Disinterested Self-interested

Market Segmentation

• Behavioural segmentation of investors and 
creation of investor archetypes

• Prioritisation of market segments

• Identification of preferences for target markets 
and archetypes

1

Market Existing Products

• Map existing products to identified segments 
and archetypes

• Leverage insights from investor archetypes to 
tailor communications and marketing to 
investor preferences

2

Develop New Products

• New product set definition and construction

• Produce products, indices, and solutions 
uniquely matched to what investors genuinely 
care about

3

Unlocking ESG 
demand
Grounded in empirical 
investor archetypes

– Identify set of existing and 
new products, indices, and 
building blocks that could 
most effectively address 
the broadest range of key 
investor archetypes

– Map individual investors to 
product offering
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Cycle of 
emotions
Investors ride a 
rollercoaster of 
emotions

– Investor behaviour is a 
significant drag on long-
term performance

– Average investor forgoes 3% 
per year due to short-term 
need for emotional comfort

– Address behavioural biases 
for better investment 
outcomes

Exuberance

Reluctance

DenialExcitement

Optimism

Panic

Fear

Despondency

Desperation

Capitulation

Reluctance

Depression

Apathy

Indifference

Buy high…

Sell low…

Emotional liquidity runs dry 
in times of crisis

Failure to invest often 
largest behavioural cost

Emotionally difficult to get 
back in once out
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Cash 
Deployment
Personalised measures 
and nudges to help 
people invest

Financial Wellbeing 
Framework

Financial Personality Signature Hyper-Personalised Nudges
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Oxford Risk can complement existing capabilities to create a differentiated offering that 
truly advances the market

Deep understanding of investor 
preferences

Differentiated product set and 
detailed personas

Messaging, profiling, and 
calibration tools

• The most in-depth understanding 
of ESG preferences and 
dimensions across which 
investors differ

• Build a framework to combine 
and weight the different 
preferences and dimensions

• Identify key archetypes

• Map existing indices to identified 
investor archetypes

• Construct and mass customise
new indices and products linked 
to underserved investor groups

• Ecosystem of practical tools for 
users to configure solutions to 
specific groups

• Identify preferences by profile

• Deliver solutions using 
compelling hyper-targeted 
messaging and narratives

Vision

Investor driven 
standards in sustainable 
investing

– Eliminate complex and 
daunting choices 

– Robust off-the-shelf 
solutions and bespoke 
capabilities

– Matching solutions and 
communications to 
investor values and 
preferences
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Technology to power a lifetime of 
financial decisions

enquiries@oxfordrisk.com

+44 (0)20 3941 2801

Registered number: 4571309


