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WELCOME

Hello, and welcome to the first edition of Adviser Today for 2020.
Anyone hoping for a peaceful start to the year is likely to have been very disappointed so far!
Not only did we see the Senior Managers and Certification Regime become a part of our dayto-day regulatory considerations, following its implementation in December last year, but also
a clear statement of intent from the FCA with its ‘Dear CEO’ letter – which I have discussed
in more detail on page 6.
A very welcome development in the new year is a renewed flurry of attention around an issue
I have been talking about for many, many years; the grotesque way in which the FSCS levy
is funded. The present method of FSCS funding is fundamentally flawed and grossly unfair,
as it requires good financial advice businesses to subsidise those that are careless, irresponsible
or criminal. Even worse, the good firms picking up the bill for the FSCS have no chance
whatsoever of spotting, stopping or being aware of, what the firms who create the liabilities are
doing. Indeed, a bad firm could be in the same building as a good firm, without the slightest
chance of the good firm knowing that the other firm is creating potential FSCS liabilities by
acting criminally, irresponsibly or carelessly.
I was therefore delighted in February to see the PFS launch a campaign which again highlighted
this important issue. It is urging advisers to write to their MPs, promoting what I believe is a
simple, fair and effective solution to the current, wholly unjustifiable method of funding the
FSCS. If you have not yet seen this campaign, or written to your MP, I would encourage you to
find out more about it. Wouldn’t it be wonderful if 2020 was finally the year in which we saw
a solution for funding the FSCS which was fair for advisers?
Whatever the coming month hold for us, I imagine that those looking for a peaceful spell will
again be bitterly disappointed!

TREBLE
WINNERS

Best wishes…

2018
WINNER
Best Support Services
for Advisers

We are delighted to announce that The SimplyBiz Group was named ‘Best Support Services for
Advisers’ at the Professional Adviser Awards on the 6th of February. This is the third consecutive
year that we have won this prestigious award, and the seventh time in total.
The judging panel again mentioned that they were particularly impressed with our customer focussed approach to
the firms we serve and the breadth of services we are able to provide. From our unparalleled helpdesk, visits and
regulatory support, and the wide spectrum of development opportunities available, through to the popular and
infinitely varied programme of events, we are incredibly proud of what we deliver to the firms we serve.
It is wonderful to see these services, and the dedicated staff who provide them, recognised by this award. You can
be completely confident that providing high-quality customer service to you, the firms we serve, has always been,
and still remains, our key objective.
Thank you, once again, for your support.

Visit www.simplybizgroup.co.uk to find out more

The content of this publication is for financial adviser use only, not for use with customers.
For more information about our services, please call us on 01484 439100 or email info@simplybiz.co.uk
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IN YOUR CORNER
In this edition of ‘In Your Corner’, Group Chairman Ken Davy looks at
the implications for both advisers and asset managers of the regulator’s
recent ‘Dear CEO’ letters.

Ken Davy
No n - E x e c u t i v e C h a i r m a n
The SimplyBiz Group

With the FCA’s ‘Our Asset Management
Supervision Strategy’ letter, sent to asset
managers on 20 January, and its ‘Portfolio
strategy letter for financial advisers’, sent to
all advice firms with investment permissions
on the 21st of January, it is clear that the
regulator is showing its teeth and reminding
us all of its powers of enforcement.
The FCA is setting out its stall early in 2020
with this double-barrelled shot across the
bows of the sector. The importance of these
letters should not be underestimated. They
are clearly in line with the regulator’s often
stated objective to protect clients against
financial harm; an objective with which, I
am certain, we all passionately agree.
I have often spoken about the regulatory
burden shouldered by the adviser community
and, whilst the recent ‘Dear CEO’ letter
does nothing to lessen your responsibilities,
it contains no unpleasant surprises. In fact,
I am sure that most of those reading today
will find their priorities are already aligned
with those of the regulator, and that they
have been complying with the points raised
for many years.
Continued regulatory scrutiny and pressure
is an ongoing challenge for all advisers, and
initiatives like SM&CR may mean a little
short-term disruption for what I believe
will be long-term gain. After all, individual
accountability and measures to rid the
sector of inept or unscrupulous individuals
offers presents the vast majority of advisers
with absolutely nothing to fear. Similarly, a
crackdown on the scams which have caused
consumers so much financial and emotional
turmoil in recent years will, doubtlessly,
be unanimously applauded by the adviser
community, as will more focus and clarity
around the ‘non-mainstream’ market.

6 | A DV I S E R T O D A Y

CONTINUED
REGULATORY SCRUTINY
AND PRESSURE IS AN
ONGOING CHALLENGE
FOR ALL ADVISERS, AND
INITIATIVES LIKE SM&CR
MAY MEAN A LITTLE
SHORT-TERM DISRUPTION
FOR WHAT I BELIEVE WILL
BE LONG-TERM GAIN.
Suitability, of course, is a major focus of
the regulator, and rightly so. Fortunately,
the technology solutions and streamlining
of processes now available means that
fulfilling the requirements of suitability is
now a much less arduous task. It is rare to
find an adviser who is not using technology
to help generate appropriate suitability
reports based on their meaningful
conversations with their clients.
Having some insight into both sectors, I
do however worry that fully meeting the
regulator’s objectives may pose more of a
challenge for asset managers than advisers.
Whilst many of the issues touched upon in
last week’s letter were based upon MiFID
II rules, I am not entirely sure that asset
managers currently have the necessary
level of preparedness to operate fully to
the expectations of MiFID II. Given the
events of last year, worries about liquidity
management are at the forefront of many
asset managers’ – and adviser and client
– minds, and this is likely to be a major

area of focus for all. I feel that product
governance, appropriateness testing and
TMAs have the potential to cause asset
managers a real headache. Working with
individuals from asset managers, I know
their desire to create good outcomes for
clients is absolutely key to the work that
they do. My concern is that a lack of data
and real consumer insight might make
complying with the Dear CEO letter a
difficult and daunting task.
What we now know for certain is that the
regulator’s 2020 focus is firmly fixed and is
not going away. Advisers should be fine as
they are almost certainly using the systems
needed to demonstrate suitability, along
with having the processes in place to comply
with the other aspects of the letter.
It seems the FCA is at last taking action
to protect consumers and ensure access to
high-quality advice and good outcomes for
clients, which are objectives passionately
shared by advisers. Now, I fervently hope that
these good intentions can be directed by the
regulator towards ensuring that consumers
have ready access to the high-quality advice
which is so beneficial for them. The FCA
needs to address spiralling PI costs and
FSCS levies with equal urgency. Consumers
need to be protected; but so too do advisers,
and I hope our industry’s wellbeing will also
be an FCA priority during 2020.

CONSUMERS NEED TO BE
PROTECTED; BUT SO TOO DO
ADVISERS, AND I HOPE OUR
INDUSTRY’S WELLBEING
WILL ALSO BE AN FCA
PRIORITY DURING 2020.

You can keep up with Ken's regular
blogs in the 'News' section of
The SimplyBiz Group's website
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What do you think the biggest challenges and
opportunities facing advisers are this year?
Neil: I would say that retirement income is right up there
for advisers. Helping clients work through the next stages
of their lives and plan their post-work life and post-salary
incomes is vital, as is getting it right at the start of the
process, as any mistakes at the early stage could prove
devastating later on.
Matt: I’d agree with that, and also add two other major

OUR 2020 VISION…

With nearly two years as Joint CEOs of a listed business under
their belts, and the acquisition of Defaqto approaching its
anniversary, Adviser Today spoke to Matt Timmins and Neil
Stevens about their 2020 outlook for the Group.

How would you summarise 2019 overall? Do
you feel like it was a generally positive year
for the sector?
Matt: I think it was a year of fair significant change for

the industry in some areas, and in others a relatively stable
twelve months. The major changes were around increases to
PII charges and the introduction of the Senior Managers and
Certification Regime. Aside from those big shifts, there was
a fair level of stability for advisers in the sector; the market
as a whole wasn’t particularly buoyant, but remained pretty
stable. There was an increase in demand for pension advice,
which was a positive for IFAs. The investment market had
its highly and lows throughout the year; there were some
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particularly difficult ‘scandals’, played out on the public
stage, which had repercussions for many advisers.
Neil: I feel like it was a transitional year, with a lot of
uncertainty. It was a fairly benign environment for regulatory
change, with SM&CR the biggest change, arriving in
December. I think this left space for people to focus on their
business and focus on their clients. As Matt said, there was a
lot of directional change; at some points it appeared that we
would go into recession, now that’s less likely. The markets
faltered a little, then came back strong towards the end of the
year. My sense is that both advisers and clients came out of
2019 stronger than when the year began. It felt very much
to me like the end of a chapter, in a number of ways, and
people started 2020 on the front foot.

areas of focus, both potentially outside the usual scope for
many advisers. Firstly, when working with older clients,
there are a number of later life considerations, such as
will, lasting powers of attorney and estate planning, to
help them address care needs in the future. Secondly,
again when working with older clients, advisers should
start to look to the children of those clients, and how
ongoing support can be provided to service the family
in the long-term.
Of course, as advisers work to ensure that clients
will be taken care of should they become unwell or
incapacitated, they should also consider their own
businesses and what would happen to them – and their
clients – if they were no longer able to work. We’d always
recommend that advice firms should ensure they have a
strategy in place for if they, or another of the partners
in the business, became incapacitated. If needed, APS
Legal & Associates, could assist with a business LPA and
other associated services.

Neil: I believe that 2020 will be a different kind of year
for technology. Not only have the attitudes and appetites
within firms changed, but the technology available has
matured significantly. The sector is ready for this high-level
change, as are providers, and I think we’re therefore going
to see a really accelerated adoption of technology during
2020. The demand is there, the supply is there, and people
just want to get on with introducing the necessary tech
changes to their firms.

It sounds like there’s quite a lot of big
opportunities coming up for advisers; do you
think there’s anything that will pose more of
a challenge?
Matt: I believe that the PI market will continue to be a

challenge for advisers who have given DB advice. We
understand the difficulties advisers are currently facing
in this market, and are working hard to increase the
availability of PII at appropriate prices.

MY SENSE IS THAT BOTH ADVISERS
AND CLIENTS CAME OUT OF
2019 STRONGER THAN WHEN THE
YEAR BEGAN. IT FELT VERY MUCH
TO ME LIKE THE END OF A
CHAPTER, IN A NUMBER OF WAYS,
AND PEOPLE STARTED 2020 ON
THE FRONT FOOT.
– NEIL STEVENS
What are the key focusses for the Group over
the next year?
Neil: Two major focusses are technology and regulation
and supporting advisers with everything they need to
operate successfully. That’s right up there for us.
As our Members know, compliance is core to everything
we do and, with regulation continuing to intensify, we
have invested heavily in our core regulatory services over
the past twelve months. This saw the creation and launch
of our Centres of Excellence during 2019; a streamlining
of our compliance services to create dedicated service
hubs in specialised areas. The Centres will continue to be
an important focus for us in 2020, pooling together the
very best the Group has to offer, blending experience and
expertise with new resources designed to complement and
strengthen our offering, backed with a comprehensive
online Operating Centre providing an array of documents
to help firms run a fully compliant business.
Matt: Also, offering more training on both products and

soft-skills. For example, there’ll be plenty of support from
the Group on the ongoing demands of SM&CR. We also
know that many advisers, and staff within their firms,
are taking qualifications this year, and the Group will be
ensuring that we offer Members whatever they need from
us to make the next steps on their learning and development
journey a success.

Neil: We will also be providing support across the Group
on customer vulnerability, which will fall firmly under the
regulator’s microscope this year. We know this is an area
in which many will benefit from not only guidance on the
specifics of the FCA’s guidance around vulnerability, but also
from soft-skills support on identifying and properly dealing
with vulnerable, and potential vulnerable, customers.

Neil: I believe that we’ll see more tail than headwinds in

2020. I believe there will be more clients needing more
help in 2020. The majority of advisers have done a lot over
the previous few years to strengthen their businesses and
embrace technology and I feel this is going to be a very
positive year for advisers and their clients.

To find out more about any of the propositions,
innovations or services Matt and Neil discuss in
this interview, please visit www.simplybiz.co.uk
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GIVING YOU
2020 VISION
What can we expect from 2020?
Whilst 2020 has picked up where its
predecessor left off, with the hangover
from the recent political uncertainty and
our EU exit, as well as further uncertainties
across the globe, most noticeably in China
and the US, we were determined to start
the year afresh!
Most of us returned from the festive
break with a renewed focus and perhaps
a number of new plans to take advantage
of the opportunities the new year
offered…and it soon became apparent
that we were not alone. The FCA wasted
no time in reminding advisers of their
‘responsibilities’ and letting us all know
where it would be focussing its efforts in
the coming weeks and months, with its
new year’s ‘Dear CEO’ letter.
So – how can you ensure you stay on
track in this new decade? How can you
ensure you don’t fall foul of the regulator?
How can you capitalise on the new
opportunities being presented? How
can you futureproof your business? And,
of course, meet the changing needs of
today’s consumer?
Read on to find out how we can help you
address all of these challenges…>
1 0 | A DV I S E R T O D A Y
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Giving you 2020 Vision

At the close of last year, we asked advisers what they saw as the
biggest opportunities and threats for 2020, and here’s what you
told us:
What are the biggest opportunities in 2020?
• The role of technology
• Intergenerational wealth
• Succession planning
• Your professional standing
What are the biggest threats in 2020?
• Administrative burden
• Regulatory impact
• PII
• Lack of time
Whilst there may not be any real surprises here, identifying
them is only the start – the big issue is now, how do you go
about tackling them?
Simple…
At SimplyBiz, everything we do is designed around you and

S PEC I A L F E ATU R E

your business and, as such, we are already building upon the
foundations we have already laid to ensure that you have the
right information, guidance and solutions to not only tackle
any issues coming down the line, but also capitalise on the
opportunities as they are presented.

Regulation

With regulation cited by you as one of the biggest threats facing
advisers, it comes as no surprise that we started the year with a
shot across the bows from the regulator.
In its ‘Dear CEO’ letter, issued to all advice firms with investment
permissions on 21 January, the FCA set out five key areas where it
felt attention was needed, all of which came as little surprise to us
and is entirely in alignment with the strategy we have taken over
the past few years. Indeed, we have been enhancing our services
during this time to address these very issues.
1. Assessing suitability of advice and disclosure
Assessing Suitability Review 2 will focus on initial and ongoing
advice to consumers around taking an income in retirement. As
well as continuing to provide ongoing advice around disclosure
requirements and MIFID 2, to support firms, we have also created:

•
•

A consultancy service to help design, document and
implement their advice process, including Central
Investment and Retirement propositions.
Centra; market-leading advice technology that provides a
single system to deliver consistent advice, including risk,
asset allocation, investment and product research and
suitability report generation. In early Q2, we will launch
a new Retirement Income planning service within Centra,
which specifically addresses the compliant delivery of
income planning for retirement customers.

2. Defined benefit transfer advice
The FCA has stated it will continue to focus until, in its opinion,
the quality of advice reaches the same standard as the rest of
advice market, which will include supervision work assessing
firms’ advice process. We have been supporting firms in this
area since the implementation of pension freedom:
• We developed a DB Transfer Bureau Service to provide
access to specialist firms to act as part of your supply chain.
As well as the initial due diligence, we have worked closely
with bureau partners to discuss key issues and best practice,
and continually reviewing systems and controls within each
of these businesses.
• We have assisted those firms actively involved in the DB
transfer market with their response to the FCA review.
3. Pension and investment scams
The FCA has identified key areas of risk, and expect advisers
to play an important role in preventing scams. Again, we have
been supporting firms in this area and have:
• Provided clear guidance on the need to undertake
appropriate due diligence on introducers, a key focus of our
core compliance visits.
• Provided CPD education on and enhanced due diligence on
non-mainstream products.
• Developed further support processes for the oversight of
staff members.
4. Adequate financial resource and Professional Indemnity
Insurance
The FCA is concerned that firms do not hold adequate financial
resource or PI cover for the business activities they carry out. In
this area, we have:
• Worked closely with main market participants of the PI
market, including brokers and underwriters, to understand
the challenges they face.
• Specialist staff available to discuss potential solutions for each
firm’s individual needs for PI and financial adequacy and
helped over 1750 directly regulated firms source their PI.
5. Ban on promotion of speculative mini-bonds to retail
consumers
The FCA focusses not only on the restriction on mini-bonds,
but reinforces the principles applying to all financial promotions
and, as such, we have created specialist Centres of Excellence to
help firms with all standard and complex financial promotions.
6. Senior Managers and Certification Regime
Post implementation, the FCA will be assessing compliance
with the rules as part of its ongoing supervisory work. In
preparation, and indeed for post--implementation, we have
delivered a comprehensive programme of guides, training
events, virtual training and site visits to ensure firms understand
and implement the required changes for SM&CR.
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Nothing contained within the FCA’s letter is unexpected, and
we have already developed services to help you with every aspect
of the current regulatory challenge you face. Our commitment
is to continue to be ahead of those challenges, and to develop
and deliver the services you require, which can be seen from the
recent changes we made to our core compliance services.
Centres of Excellence

Our new Centres of Excellence pool together the very best
support the Group has to offer, blending experience and
expertise with new resources, designed to complement and
strengthen our offering.
• Compliance Policy - to interpret all FCA rules and
disseminate guidance and advice to firms.
• Compliance Service - to provide personal support through
a number of experiences helpdesks – compliance, pensions,
tax and trusts and later life.
• Compliance Specialist - to provides exactly that – specialist
support which includes everything from complex financial
promotions, support with consumer complaints, conducting
file reviews, fit and proper checks, T&C scheme management
and assistance with recruitment.
• Compliance consultancy services - to be on hand to visit
firms at their place of business to provide bespoke audits
and support.

Professional Standards

Year on year, we have continued to build on our already large
events programme and 2020 is no exception. With over 400
complementary events scheduled, we will once again provide
our Members with more opportunities than ever before and,
indeed, more than anyone else.
The programme is built on a number of core events; our
Learning and Development Events, which are delivered twice
a year at 21 venues and feature an array of subject matters,
our Investment Forums, again visiting 21 venues, twice a
year, offering real market insight and support for building
and delivering investment solutions and our Professional
Development Meetings (delivered six times a year across six
venues in the North of England and Scotland).
This is complemented with an extensive programme of
specialist events including our investment events – ESG
and SRI and tax efficient workshops, protection workshops,
intergenerational workshops and over 100 mortgage events.
Through our training arm, NMBA, we also provide additional
learning events and our unique best practice events, allowing
principals to tackle real issues head-on, and to share ideas and
experiences.
On top of this, we also provide a number of technology
workshops, webinars and our unique Advice Show, a live
broadcast providing advisers with access to unique insight and
thought-leadership from some of the industry’s most renowned
experts.
Our programme is built on adviser needs, regulatory and
market demands, changing client dynamics and product
developments, to ensure delegates have a rich blend of learning,
development and business opportunities.
Training and knowledge

In addition to all this, we have launched a dedicated Training
and Knowledge programme, which included a number of
additional events focussing on soft skills training, specific
I S S U E 1 3 SPRING | 1 3
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regulatory training, such as supervision and vulnerability and
support to help those studying for exams, backed up with a dedicated
hub to provide additional learning and support.

This new module is now available in Centra for £25 pcm plus VAT for
the first licence, with additional licenses charged at £10 pcm plus VAT.

Apprenticeships

Whilst technology can help firms with their own business needs,
it can also play a vital role in supporting and engaging consumers.
Technology plays a part in just about all our day-to-day activities,
from listening to music, to communicating with friends and family,
so it’s fair to say consumers continue to not only embrace, but
demand, technological change.
With this in mind, we created and launched our market=leading,
digital based web solution – NextGen Simplysites- just over two
years ago and have built over 800 sites for firms since then.
Through our recently launched 3.0 version of NextGen, we
offer an enhanced proposition which retains all the key features
of its predecessor, no set up fees, low monthly running costs, preapproved ready-to-use content, mobile optimised designs and quick
turnaround times, but now includes new modern template designs,
new image packs and additional plug-ins.
You can choose from one of our sleek template designs and then
select which services pages you want on your site. The services pages
are pre-written, approved by compliance and reflect the types of
services you offer. From here, you can add news, topical articles and
Insights content, which is ideal for use in campaigns and keeping
your site regularly updated with relevant content.
You can also add our publishing tools to your site, which
seamlessly link your news or blog section on your website with our
email solution and your social media channels and select form the
many digital tools avaialble to offer your clients real choice when it
comes to engagement and service.

To safeguard the future of our profession, and to help maintain the
high standards that you have help to set, we also provide firms with
access to our apprenticeship programme.

Technology

With the role of technology topping the list of opportunities for
2020, and administrative burden viewed as one of the biggest
threats, you can rest assured that we will continue to develop our
solutions to ensure you have all you need to bring about much
needed efficiencies, and to capitalise on the opportunities now open
to you.
Centra – one system, your advice

Centra, powered by Defaqto, is our market-leading end-to-end
financial planning tool, which seamlessly incorporates planning,
research and suitability reports into one efficient solution.
Centra was designed by advisers, for advisers, to not only be at
the cutting-edge of advice technology, but to enhance your advice
process and provide real time savings and costs savings. The
adoption of a consistent methodology, as well as the inclusion of
adviser notes, integration with Intelligent Office, and a clear audit
trail, also provide strong compliance benefits to advisers.
Now, with over 3,500 firms on board, we continue to listen to
feedback, ensuring the solution meets the ever-changing demands
advisers face.
New functionality and tools
In 2019, we brought in new tools and functionality including
CIC Compare, our critical illness comparison tool, Multi-Product
Suitability Reporting, an enhanced Strategic Asset Allocation (and
the ability to override it!), and the introduction of Key Investor
Information Documents and Factsheets.
Intelligent Office (by Intelliflo) is the most comprehensive and
flexible business management system in the UK financial services
market. It’s packed full of features and capability which integrates
all your business functions into a cloud-based ‘one stop shop’ to help
you become leaner and more efficient, manage your business risks
and build a more profitable business. What’s more, it seamlessly
integrates with our market-leading financial planning tool, Centra!
Looking ahead
We’re committed to bringing you best-in-breed solutions and, as
such, Centra will never stand still. We’ll continue to listen feedback
from advisers and develop the system to meet those needs. We have
several new features already in development for 2020, including
Client Review Reports, which will summarise the client’s current
position, looking at all their plans simultaneously, reviewing their
risk and performance. And to start the year, we launched our latest
addition…
New for 2020: Pension Switching tool
Our DC Pension Switching Tool allows you to compare multiple
pension switching scenarios, including partial switches between the
pensions, in an efficient and compliant way, while enabling you to
include your preferential charges.
You will not only save time, as the tool fully integrates with the rest
of your advice process, but you will also benefit from a consistent
methodology, a robust audit trail and savings by combining multiple
tools and licence fees into one system.
1 4 | A DV I S E R T O D A Y

NextGen

A little helping hand…

•

•

Beyond Encryption’s Mailock system allows businesses and their
customers to exchange emails simply and securely, ensuring their
communication can only be read by their intended recipient.
And now Beyond Encryption and Origo, the company behind
Unipass, have joined forces and will be part of a financial
services initiative which will address this by creating an industry
standard secure email environment, allowing product providers,
their distribution and their customers to exchange email simply
and securely. As a SimplyBiz Group Member, you can access
a free 14-day trial of this system, dedicated support including
webinars and helpdesks and an exclusive licence price.
SmartSearch works closely with the FCA to develop their
product and align it with ongoing KYC and AML (Anti Money
Laundering) regulations, which were amended as part of the 5th
EU Anti-Money Laundering Directive at the start of the year,
ensuring your ongoing compliance. Its unique platform provides
an inbuilt range of daily monitoring, email alert systems and
real-time information management, from which to deliver
biography, adverse media and photographic evidence in response
to “alerted events”. All SimplyBiz Group Members benefit from
a reduced rate of £1.99 + VAT per search.

Intergenerational Advice

Whilst perhaps a new entry to the top opportunities list, advisers have
been making noises about the potential opportunities intergenerational
wealth transfer can offer for some time, but when asked, very few
admit to having relationships beyond their core clients.
As we start a new decade, we find ourselves on the precipice of
the biggest intergenerational wealth transfer in history, which
will see an estimated £5.5 trillion change hands. This change will
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shape the demographic of your client bank, from one that may be
primarily made up of Baby Boomers, to a new set of Gen Xers and
millennials.
When we talk about intergenerational wealth transfer, we
shouldn’t just focus on children inheriting wealth from a parent,
but the financial situation surrounding clients and their partners
and clients and their parents; for example when it comes to IHT,
care planning, Lasting Power of Attorney and so on.
So, where can we help?
Intergenerational workshops – coming soon

As part of our 2020 extended event programme, we will run a round
of Intergenerational workshops in the autumn – keep an eye on the
events website for further details.
Expert support and solutions

We recognise that in some cases, you may not be able to provide
support and that’s where SimplyRefer comes in…
LPAs/wills
The majority of adults are not aware of how their wealth, assets,
health and loved ones would be affected if they lost capacity in their
lifetime. A Power of Attorney is a legal document that allows an
individual to appoint a third party to make decisions on their behalf
when they no longer have the capacity to do so themselves.
APS Legal & Associates Ltd, part of The SimplyBiz Group, now

S PEC I A L F E ATU R E

makes it simple for you to help your clients put their Powers of
Attorney in place with a partner you can trust, while generating
additional income for your business.
APS can also help you will with writing and estate planning – you
can either become an associate or simply refer the client straight into
APS who will do the rest.

as a whole to ensure you are able to engage through different
channels and means.
Our NextGen site (mentioned earlier) and wider marketing
support can ensure you are able to adjust your communications
strategy to suit different needs – email, social media and even
printed newsletters are all available.

within the practice and eventually take over the firm, or to sell to
another firm.
Good news for consumers, and for our profession as a whole.
Wherever you are in the thought process, or indeed the planning
or implementation process, we have a number of solutions to assist.

Care
Care remains a complex area, whether clients are looking for advice
on their options, or are at a stage where solutions are needed.
Unfortunately, many advisers are finding themselves unable to
provide the advice needed for this highly complicated and specialised
business area.
You can now simply pass your clients into our specialist consultant
who will assess their situation and either pass the client back to you
if no advice is needed, or refer on to our of our specialist partners
who will provide the necessary advice.
For those actively involved in these areas, we do, of course, provide
support through our later life and text and trust helpdesk and
through APS Legal and Associates.

Succession planning

Our Exit and Acquisition Programme harnesses the 17 years’
experience of The SimplyBiz Group to deliver bespoke solutions for
those who are considering either leaving the industry or acquiring
another adviser firm.
Our expert, knowledgeable, team will work closely with you
and fully explore your aims and aspirations for the future, before
putting together a comprehensive step-by-step plan outlining how
to achieve your aims.
• We can help get your business ready for sale and ensure you get
the right deal for you and your clients
• We can help you to find the right business and ensure there are
no surprises along the way

Support in marketing to a new client base
Your potential new clients (beneficiaries) can be a mix of ages
and hence will be used to interacting in a number of ways – some
depending on technology, others perhaps less so. It would be
advisable to review your marketing strategy and indeed proposition

One of the key issues for the adviser sector is its longevity, with
particular focus often placed on the average age of today’s adviser
and on the need to seek out and attract the ‘next generation’ of
advisers.
Whilst not all advisers may have formulated a succession plan, the
reality is that at some point in the future, you will need to address
this – it was interesting to note that, in our recent NMBA survey,
we found more firms had a succession plan in place than were not
looking to retire in the next five years, than those that were!
Of those firms who said that they had a plan.:
• 35% said they would pass to a family member
• 31% said they would sell to another IFA firm
• 15% said they would bring in another adviser to take over
The encouraging result here is that just about all those looking to
retire who do have a plan in place are choosing to continue their
legacy in some way. Whether that is through bringing in a family
member, often a son or daughter, to work with an existing adviser

Acquisition and exit planning

Apprenticeships

The role of the apprentice has come to the forefront of industry
discussion over the past 18 months or so and has been complemented
by the Government’s desire to see more apprentices entering the
workforce, as seen in recent changes to the rules around the use, and
gifting, of the levy payments for firms. The huge increase in demand
through NMBA for its own apprenticeship programme tells us that
apprenticeships are beginning to not only drive up the number of
advisers in our profession, but also tackle one the big issue of our
time – diversity.
We currently have over 150 apprentices on programme and hope
to offer more places in the summer.
Business Consultancy

Our Business Consultancy service can provide you with an
indication on the robustness of your client proposition and CIP.. It is
designed to highlight areas on which you may wish to concentrate..
If, upon reviewing our feedback, you feel you may benefit from our
Full Consultancy service, we will be happy to help.
Our full consultancy service is split into three areas and you can
choose how to work with us, selecting the most appropriate route
for your business. The objective is to ensure you have a completely
documented approach to charging clients and creating investment
solutions, which can then be practically applied to Centra (if that is
your choice of risk, research and advice tool).
All of this will not only bring about efficiencies and ensure you are
on the right track but will help to set your business on the right track
for the future – whatever that may hold.

We’ve got you covered

With increasing regulatory scrutiny, changing landscape and client
dynamics, you could be forgiven for missing some of the more
positives from within our sector – but hopefully, this guide has
provided you with the assurances that whatever is happening and
whatever you need…
…we’ve got you covered!

If you have any questions about the contents
of this article, please don’t hesitate to get in
touch on 01484 439120
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DC Pension Switching
in Centra is here!
Compare multiple pension switching scenarios, eﬃciently and
compliantly, ensuring your clients receive the best possible outcomes.

Key Features

Pension switching and research report
Incorporates reduction in yield calculations
Manually enter
Select from more than 800 Defaqto risk-rated funds and MPSs
Select your own CIP
illustrations

HI, FIDELITY!
Anne Richards has long been a respected
voice in the financial services sector and,
since joining Fidelity International in
December 2018, has become renowned for
bringing her expertise, passion and razorsharp insight to the biggest conversations
in the industry. Here, Anne speaks
exclusively to Adviser Today about ESG,
intergenerational advice and her views on
the challenges facing us in 2020.

Turn over to read our
exclusive interview in full.

The new DC Pension Switching Tool is available now in Centra, powered by Defaqto,
and seamlessy integrates with the rest of the rest of your advice process. As a SimplyBiz
Group Member you can access up to ﬁve complimentary Centra licences.
Your ﬁrst DC Pension Switching licence is £25 pcm plus VAT and £10 pcm plus VAT for
additional licences.
Speak to member of the SimplyBiz Investment Services team today on 0808 124 0000
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A n n e R i c h a rd s
Chief Executive Officer
F i d e l i t y In t e r n a t i o n a l

The past few years have seen ESG funds and
products become much more mainstream for
consumers. Do advisers and providers have a
responsibility to encourage this shift?
I think it marks the most significant shift in asset management in
a generation – investor demand is moving to a new domain and we
must take note. Make no mistake, financial returns matter, however,
it is precisely because financial returns matter that it makes sense
to prioritise sustainable returns. It’s not in the interest of the asset
management industry, our clients’ interest or society’s interest for
us to invest in companies or projects that promise short-term, supernormal returns by exploiting resources or people. Every investment
decision we make has an impact both on our clients and on society at
large, so we must consider not just short-term financial returns, but
the longer-term financial and societal consequences of our actions.
At Fidelity, we engage with companies on their environmental, social
and governance (ESG) characteristics during the thousands of meetings
our analysts conduct every year. Last year we introduced proprietary
sustainability ratings across equities and fixed income which provide
a detailed picture of corporate ESG behaviour. These allow us to
pinpoint both those companies which are already leaders and those
making significant improvements across a range of ESG areas, from
transparency and supply chain management to de-carbonisation. We
all have a part to play, and our clients expect us to act.

Reports suggest that we’re looking at the biggest
cascade of intergenerational wealth to date. Has
this affected the way in which you work, and do you
believe that advisers need to do the same in order
to appeal to new client demographics?
The baby boomer generation has developed into the largest and
wealthiest population group in the UK, and therefore property and
wealth transfer to younger generations will be far-reaching for the
industry. As a private company, we take a long-term view and have
always focussed our products and services to deliver for current and
prospective clients, but also with a view on what will work for future
generations too.
That means we carefully consider how to communicate and
deliver services to these groups. Technology and competition from
robo-advisers will play an ever-increasing role in engaging new
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EVERY INVESTMENT DECISION WE
MAKE HAS AN IMPACT BOTH ON OUR
CLIENTS AND ON SOCIETY AT LARGE, SO
WE MUST CONSIDER NOT JUST SHORTTERM FINANCIAL RETURNS, BUT THE
LONGER-TERM FINANCIAL AND SOCIETAL
CONSEQUENCES OF OUR ACTIONS.
and younger digitally-savvy millennials. Both asset managers and
advisers alike will therefore need to invest in digital solutions to stay
relevant, deliver value and ultimately compete.

You’ve often spoken about the need for more
diversity on all levels in financial services. In your
experience, are things improving? And why is
diversity important in our sector?
Diversity in financial services has improved but it still has a long
way to go. Our clients come from all walks of life and we need to
mirror them to serve them effectively.
Building a more diverse business will make us a better business
– whether we’re evaluating investment opportunities or looking to
boost innovation. Diverse teams and perspectives simply give us
better results; we will be more effective at managing risk and better
at problem solving.
The reality is that not everyone we want to have in our business
is immediately attracted to work in it right now. We are increasingly
competing for talent that might naturally look outside financial
services. We’ve certainly made this a priority at Fidelity; looking beyond
our usual spheres for talent and changing the recruitment processes we
use. The exciting thing is that, because we are being less specific about
candidates’ educational background, or prior work experience, we are
starting to see teams that really do look and feel different.
We’ve particularly seen this in our investment teams, who are
increasingly looking and talking more about cognitive diversity.
They’ve seen how it makes the conversations far richer and leads to
better outcomes. And I see it on my management team too. We have
philosophers and engineers sitting side by side and we certainly have
robust debates, I can tell you!

When you joined Fidelity in 2018, you spoke about the
importance of individuals taking control of their financial
future; do you see advisers as playing a role in that happening?
Absolutely. Whether you’re a fund provider, platform or financial adviser, the
bottom line is that we are looking after client money – what we do has an impact
and helps people build better financial futures. Clients will continue to demand
more for less and technology will certainly play a bigger part in the advice process.
However, I see this as a complementary change, with technology aiding and not
replacing the need for personal face-to-face advice. I believe that people will still
need human interaction for something so important and personal.

What do you believe will be the biggest issues facing both
advisers and their clients during 2020?
One of the biggest challenges will be understanding the needs and behaviours of
future generations. Their approach to life, work and saving is different. How we, as
an industry, engage them will be critical, but not at all easy. This generation has less
disposable income, face higher house prices and are seeing lower real wage inflation.
Their ability to save is challenged. They also expect a different level of service.
We need to find new and different ways to engage them with investing,
making it simpler and clearer for all. But to do that, we need to prove our
worth. Wanting more for less does not just mean more service for less fee, but
also more in terms of purpose and value to society. They will want to be with a
company that shares their values and we must pay attention to that. Everyone in
our industry, asset managers and advisers alike, will need to work much harder
to demonstrate value to the next generation.

Anne Richards is Chief Executive Officer of
Fidelity International. She joined the company
in December 2018 from M&G Investments
where she was CEO and a director of its parent
company Prudential plc.
Anne has worked in the asset management
industry since 1992. She has two decades of
experience as an analyst, portfolio manager and
CIO. Her career path spans many blue-chip global
names in the financial sector including Alliance
Capital, JP Morgan, Merrill Lynch Investment
Managers and Aberdeen Asset Management.
Anne is a Chartered Engineer and began her
career as a research fellow at CERN, the European
Organisation for Nuclear Research. She is a former
chair of the UK Financial Conduct Authority’s
Practitioner Panel and is also a member of the
US-based Board of Leaders of 2020 Women on
Boards, which works to increase the proportion
of women on corporate boards.
In 2014, Anne was publicly recognised in the
UK for her services to the voluntary sector and
to the Financial Services industry by being
appointed a Commander of the Royal Victorian
Order (CVO) and a Commander of the Order of
the British Empire (CBE) in 2015.
Anne holds an MBA from INSEAD and a BSc
(Hons) from the University of Edinburgh as
well as an honorary degree from Heriot-Watt
University.

To find out more about Fidelity International, visit its site at www.fidelityinternational.com
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THEREFORE, A FIRM COULD
HAVE DIFFERENT LEVELS OF
CERTIFICATION DEPENDING ON
WHERE THE INDIVIDUALS ARE
IN THEIR QUALIFICATION AND
COMPETENCE JOURNEY.
Some of the most common questions we have received from
advisers since the 9th of December focus on recruitment
and employees under the new regime and I hope the
practical guidance below will prove valuable to those of you
considering any of these issues.

DEALING WITH
STAFF HIRES AND
CHANGES UNDER

M a r k G re e n w o o d
Director of Compliance Ser vices,
The SimplyBiz Group

Amongst the frenzy of activity surrounding what advisers needed to do in order to be
ready for the implementation of SM&CR on the 9th of December, it would have been easy
to overlook the fact that the regime introduced a new long-term way of working, rather
than just featuring as a one-off event. However, here we are, firmly operating in an SM&CR
world and facing some new challenges as we go.
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However, if they had been recruited to the firm before
SM&CR, based on normal employment reference process
and not subject to the regulatory reference regime, it would
be sufficient to use the information that you already have on
the individual, and so not apply for additional regulatory
references.
You would still be required to perform the checks to
determine ‘financial soundness’ and ‘honesty, integrity and
reputation’, as normal for a new certified role.
“I am recruiting a candidate for a Certification
Function role who previously worked in an
Appointed Representative firm? Do I still need to
obtain a reference?”

Yes - the requirement to supply a reference extends to
Appointed Representatives.

“How will the FCA identify CF30 ARs prior to
9/12/2019? Will a firm have to inform the FCA
which CF30s are linked to an AR and which
CF30s are linked to the directly authorised
principal firm?”

“We are a small firm that needs to appoint a
new compliance officer. Is it a new policy of the
FCA that all firms seeking authorisation must
put forward individuals with previous SMF16/17
experience?”

The FCA has said that no further notification is required
for CF30 ARs. They will be the only CF30s on the register.

It is not a requirement that the individual should have
previous experience of the role, but they will need the
necessary skills and experience in the area.
The firm could, for example, use a contractor to help the
individual come up to speed.

“How will advisers within my firm who may not
be able to demonstrate that they have met the
requirements of the Certification Regime as they
remain in training, or under direct supervision,
or who have not yet achieved full Diploma or
CeMAP, be treated under the SM&CR?”

The rules on certification allow for grey areas and for
suitable arrangements to be put in place whilst in training.
Firms should consider whether the individual should be
certified for what they are able to do. For example, an
individual may be ‘signed off’ as competent for fact-finding
but not competent to present on one or more need areas.
The T&C rules are not changing and it’s these rules that
are important. Therefore, a firm could have different levels
of certification depending on where the individuals are in
their qualification and competence journey e.g. a different
checklist sitting behind each certificate that would be
reviewed more often: every three or six months rather than
annually. The vital point is that it’s a competent adviser
working with your firm’s clients.

“When will the FCA Directory be up and
running?”

The Directory will be ‘active’ from 9 December 2020.
This means that previously approved advisers will no
longer appear as ‘active’ for a period from commencement of
SM&CR on the 9th of December 2019 to implementation
of the Directory on the 9th of December 2020.
The advice will continue to be for consumers to check the
credentials of the firm in the first instance and then call the
firm using details on the Register to verify the status of the
adviser as required.
Firms will need to upload details of their Certified Persons
before the 9th of December 2020 via CONNECT.
Of course, we’re always on hand to help you with
any regulatory questions you may have; whether that’s
understanding policy or getting to grips with its practical
application.

“If I recruit a paraplanner who after two years
moves into a new role as an investment adviser,
do I need to do a regulatory reference, and how
far back do I need to go?”

If the paraplanner has previously been an adviser, or
previously been employed in a certification role, you would
have to obtain regulatory references for up to six years
before they were appointed into the new role.

You can get in touch with the compliance
team on 01484 439120, or visit the Centres
of Excellence and Operating Centre on the
SimplyBiz websites.
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CONDUCT RULES
TRAINING – A FITNESS
REGIME FOR ALL STAFF
Conduct Rules training is a key element of the Senior
Managers & Certification Regime and is relevant to all
firms and almost all the staff within those firms. They are
the principles upon which the FCA has built the regime
which aims to improve standards, encourage accountability
and emphasise the importance of proper conduct.
The Rules set basic standards of good personal conduct
against which staff can be held to account. They apply to anyone
involved in any activity for which the firm is authorised, and
the senior manager with Conduct Rule responsibility must
ensure staff are trained and meet the requirements.
As a SimplyBiz Member, you can access extensive Conduct
Rules training resources through the SM&CR area of the
Compliance tab of the Member website, and these can
be undertaken individually or, if you are a manager, you
may choose to download the key elements and assign the
training within your own firm.
The online course offers training across different types of
media and case study examples:
• Five short videos offer an overarching explanation of the
Conduct Rules and the responsibilities individuals are
required to meet
• An extensive coursebook
• Relevant case studies by job function
- To ensure your learning is relevant, select the case
study that is most closely aligned to your current role,

•
•
•
•

read the scenario, carefully consider your response and
then complete the test by answering the relevant case
study questions.
Model answers
CPD certification
The relevant declarations for staff and the additional one
for Senior Managers
It is our recommendation that staff sit with their senior
managers and discuss what has been learned and how it
applies to their role, taking the opportunity to sign the
declaration at the time of discussion

This course is designed to offer education and learning in
respect of the Conduct Rules and is not necessarily about
the achievement of a 'pass' mark in the case study questions.
The ‘marks available’ are purely a guide to give an indication
of the depth of answer you should be giving. Ultimately, the
model answers are there to allow you to see whether there
was anything in your answer that may have been missed to
allow for additional learning, rather than as a hard-and-fast
marking schedule.
What’s most important is that you can demonstrate the
learning process and, by undertaking the training, you are
comfortable with your responsibilities under the Conduct
Rules and the disciplinary reporting process.
To get started, visit the Compliance Tab SM&CR area on
the Member website.

IS YOUR RECRUITMENT
PROCESS FIT AND PROPER?
Recruitment can be time consuming when you already have a very busy schedule in its own right,
without the added responsibilities expected under the Senior Managers & Certification Regime.

As standard, you will want to be completely satisfied that your
potential candidate has the competence, experience and integrity
to deliver the highest standards of advice. The Financial Conduct
Authority also has its requirements in that it expects a firm to take
into consideration the individual’s honesty, integrity, reputation,
competence, capability and financial soundness when recruiting an
adviser.
Before making any final decisions, a firm needs to undertake
some fit and proper checks, which will support any placement by
demonstrating that they clearly meet the required standards.
To support your firm, we offer a Fit & Proper Check service.
As part of this service, we will carry out the required checks needed
during the recruitment process on your behalf and will provide
you with the relevant information you need to assess whether the
candidate meets with the standards you require of an adviser within
your firm.
We provide all the necessary documentation for the candidate to
complete, along with a list of other information required. We will
then commence:
• reviewing and analysing the documents
• taking up reference requests
• completing a credit check
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•
•
•
•
•

undertaking a Criminal Records check
requesting a Companies House check
taking the candidate through knowledge testing
supporting you through Conduct Rules training
a FIT assessment.
Once completed, we will then provide you with an analysis
report based on the information provided, allowing you to make
an informed assessment of the suitability of the individual for your
business.
When you get to the stage that you are satisfied that you wish to
proceed with the recruitment of the adviser, you can then take the
necessary steps to evidence their skills in the role and, through time,
verify their competence.
We feel sure that releasing you from the requirement to undertake
all of the required checks will free up your time and provide you
with all the supporting documentation to ensure you have taken all
the required steps prior to introducing the individual as part of your
firm. Should evidence be needed you are secure in the knowledge
that the information required is available immediately.
For further information on this service and the benefits it can
bring to your business, please contact our Business Support team on
0141 616 4161 option 2.
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•
•
•
•

Being ‘young’, may be associated with inexperience
Sudden change in circumstances (job loss, bereavement, or divorce)
Lack of English language skills
Non-standard requirements or credit history (armed forces
returning from abroad, care-home leavers, ex-offenders, and
recent immigrants).

OF COURSE, IT WOULD BE EASIER
IF A CLIENT OR – POTENTIAL CLIENT
– IMMEDIATELY DISCLOSED ANY
VULNERABILITIES BY WHICH THEY
MAY BE AFFECTED. HOWEVER,
THIS WILL NOT BE THE CASE FOR A
NUMBER OF REASONS; THEY MAY
FEEL EMBARRASSED ABOUT THEIR
SITUATION, OR NOT BE AWARE OF
THEIR OWN VULNERABILITY.

Firms themselves may also inadvertently add to stresses which
exacerbate vulnerability through the systems and processes they
adopt, potentially creating consumer detriment.
What can you do to ensure vulnerable consumers are
dealt with fairly?

VULNERABILITY – ARE
YOU PROVIDING FAIR
TREATMENT TO ALL?

Of course, it would be easier if a client or – potential client –
immediately disclosed any vulnerabilities by which they may be
affected. However, this will not be the case for a number of reasons;
they may feel embarrassed about their situation, or not be aware of
their own vulnerability.
For this reason, you will also need to be alert to ‘triggers’ which may
indicate customer vulnerability without them telling you explicitly.

Mark Greenwood
D i re c t o r o f C o m p l i a n c e S e r v i c e s ,
The SimplyBiz Group

Consumer vulnerability has been a topic of discussion over many years,
but the FCA’s Guidance Paper in mid-2019 (GC19-03 ‘Guidance for
firms on the fair treatment of vulnerable customers’) made it clear
that vulnerability is very firmly in the regulator’s sights. Whilst we
will be introducing a comprehensive programme of support around
vulnerability for you shortly, I wanted to run through the breadth
and basics of what ‘vulnerable customers’ means to the FCA, and
what they might mean to your firm in practical terms.

Vulnerability can come in several guises. It may be permanent,
temporary or sporadic in nature, and many of those who are in
vulnerable situations may not define themselves as such.
One approach to identifying potential vulnerability, and thus
prioritising activity, is to take a ‘risk-based’ approach. However,
where a number of factors come in to play, and a sudden change in
circumstances, this indicates a higher risk.

So, what is vulnerability?

•
•
•
•
•
•
•

Vulnerability may affect consumers across all financial products and
services. The FCA has developed the following definition to guide
its work in this area:
A vulnerable consumer is someone who, due to their
personal circumstances, is especially susceptible to
detriment, particularly when a firm is not acting with
appropriate levels of care.
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Firms have a responsibility to ensure that their processes do not
inappropriately discriminate against customers. As a guide, you
should consider:
• Adopting a consistent approach across all operations, including
having a high-level policy on consumer vulnerability. An
example of such a policy is available on our website at www.
simplybiz.co.uk
• Ensuring all staff are aware of the policy
• Assessing current practice and putting an ongoing / periodic
evaluation procedure in place, in relation to the effectiveness of
your firm’s activity in this area
• Training staff to have appropriate conversations to elicit
information, reassure customers and ensure only appropriate
products and services are considered
• Having a process for referring clients to specialist teams within
other organisations (charities or providers).
• Applying good policies and practices in relation to handling
the disclosure or communication of needs and recording this
information securely.
• Clarifying the understanding of policies around data protection
to ensure firms are able to safeguard consumers’ privacy, whilst
facilitating conversations with others which may assist the firm
and/or the consumer in managing their affairs effectively.

Examples of risk factors include:

Low literacy, numeracy and financial capability skills
Physical disability
Severe or long-term illness
Mental health issues
Low income and/or debt
Caring responsibilities (including operating a power of attorney)
Being ‘older’ may be associated with cognitive or dexterity
impairment, sensory impairment (hearing, sight), onset of illhealth, or not being comfortable with technology

Triggers that could indicate a customer may be
vulnerable:

The following triggers might be useful to help you and your staff
identify those customers who may be experiencing difficulty and
thus may be vulnerable, or in danger of becoming so:
• Payments stopped suddenly.
• Late or missed payments on policies or loans.
• Unusual activity on accounts or in connection with policies or
investments.
• In conversation, use of phrases such as:
- “I cannot pay”
- “I’m having trouble paying”
- “I can’t read the bill”
- “I can’t understand the letter you sent me”
• Shortness of breath or signs of agitation.
• Asking for things to be repeated several times.
• Signs that the consumer has not understood or signs of confusion
over what has been said.
• of medication or treatment.

Of course, regardless of whether you have enjoyed a long relationship
with your client, or it is your first meeting, nobody would expect
you to resolve the issue for them – not even the regulator!
However, the FCA would expect you to adhere to its following
principles and rules, which are applicable to vulnerability:
FCA Principles for Business 6 & 7

A firm must pay due regard to the interests of its customers and treat
them fairly.
A firm must pay due regard to the information needs of its clients,
and communicate information to them in a way which is clear, fair
and not misleading.
ICOBS

•
•
•

Customer communications to be clear, fair and not misleading
(ICOBS 2.2.2R)
Information provided to be appropriate for an informed decision
(ICOBS 6.1.5R)
Insurers to handle claims fairly (ICOBS 8.1)

CONC 8.2.7

A firm must establish and implement clear and effective policies and
procedures to identify particularly vulnerable customers and to deal
with such customers appropriately.
DEPP 6.5A.2 (calculation of enforcement fines)

In deciding which level is most appropriate to a case involving a
firm, the FCA will take into account various factors, [including]…
Whether the breach had an effect on particularly vulnerable people,
whether intentionally or otherwise…and the inconvenience or
distress caused to consumers.
Individual conduct rules (treating customers fairly)

Rule 4: You must pay due regard to the interests of customers and
treat them fairly.
As mentioned earlier in this article, soon we will be launching
our programme of support on vulnerability, covering both the
regulatory guidance and the more hands-on soft skills needed to
navigate this area.

To find out more, please visit our
website at www.simplybiz.co.uk,
or call the helpdesk on 01484 439120.
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A TASTER OF THE FIRST EDITION IS BELOW…
Tax year end – handy tips
Martin Pickles, Technical Adviser

As the new calendar year starts, thoughts will inevitably already
turn towards the end of the tax year.
This three-month period has, in recent years, become very active
for the Pension Department with pension funding queries, making
use of unused annual allowance carry forward and so on.
The introduction of the tapered annual allowance for high income
individuals in 2016/17 has only complicated matters further, so
consequently, it is important that planning is not left to the last minute!
Information gathering is crucial to an accurate outcome. Where
there is a possibility of tapering threshold income over £110,000,
the individual’s tax returns are the best way to confirm their relevant
income.
Pension input amounts should be available from product providers
and scheme administrators, but may take some time to prepare.
Important Note: Scheme administrators are obliged to inform
members when their annual allowance has exceeded £40,000 in a
tax year, although an individual can be over their tapered annual
allowance with input below £40,000 and be none the wiser. Often
historical problems are unearthed when an individual first seeks
assistance, so early investigation is necessary.
Don’t leave carry forward of unused annual allowance assessment
too late – it’s a big job!

AT YOUR
SERVICE…

•

Under £110,000 threshold income - £40,000 annual allowance

•

Over £210,000 adjusted income - £10,000 annual allowance

•

Threshold/adjusted income between £110,000 - £210,000,
complicated, but annual allowance between £10,000 and £40,000.

Obtaining the correct information for your client’s circumstances is
crucial to an accurate outcome:
1. Comprehensive income details

As a SimplyBiz Member, you have access to a wide range of
support and services but, most importantly, we’re here to help
you and your business.
At your service is a new initiative for 2020 and is designed to
bring you an array of topical tips, guidance and support - all to
give you an extra helping hand.
We will use insight gained from you – our Members – to provide
you with added value. Better still…it’s all part of the service!

The Pensions Department is here to help and we have data capture
forms, for both money purchase and final salary scheme accruals,
with and without tapering.
Visit the carry forward room on the website under the Pensions
tab. Contact the team on 01484 439126
•

You will have already received the February edition
of ‘At your service’, containing the following tips to
get your 2020 off to a flying start:

•
•

Each issue of ‘At your service’ will provide:

•
•
•

Insight – we will ask for your thoughts, and the issues and
areas on which you want that little extra support, and we
will provide it
Profiles – letting you get to know the people who are here to
help you a little better
Hints and tips – blogs, articles, videos and more, all designed
to tackle some of the issues you’ve been raising with us
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Reminders – of support and services you may have forgotten
we offer!

•
•

Tax year end – handy tips
Martin Pickles, Technical Adviser
Your compliance monitoring plan and help with
recruitment
James Chapman, Head of Compliance technical
Easy ways to top up, rebalance and consolidate your
clients’ ISAs
Marc Thompson, Head of SimplyBiz Investment Services
Disciplinary procedures – Q&A for SM&CR
Mark Greenwood, Director of Compliance Services, The
SimplyBiz Group

Easy ways to top up, rebalance and consolidate
your clients’ ISAs
Marc Thompson, Head of SimplyBiz Investment
Services

2. Historic pension input amounts

Richard Ardron
M a r k e t i n g D i re c t o r
The SimplyBiz Group

Are you aware that we have a compliance monitoring plan that
assists with this, which can be found on our website? Using the
plan, you can identify the tasks that need to be undertaken during
the new year, and with this simple planner you can spread them out
rather than doing them all at once, thus making sure you have time
to look after the needs of your clients by carrying out reviews and
providing advice.
January is often a time where firms look to take the business in a
new direction, for example you may be considering growing your
business and recruiting new advisers. When recruiting staff you need
to be satisfied that the candidate has the competence, experience and
integrity to be involved in the provision of the highest standards of
advice. Our compliance technical team will happily talk you through
what needs to be done as part of your recruitment process, particularly
as we are now in the Senior Manager & Certification Regime. (You
can also read more about recruitment under SM&CR on page 22).
We have dedicated section on our website under the Business
Compliance Hub which contains documents such as a recruitment
guide, reference template and job descriptions for example.
You may feel you don’t have sufficient time to undertake these
tasks, did you know we have a dedicated team that can carry out
the required Fit and proper checks needed during the recruitment
process? They will then provide you with the information you need
to assess whether the candidate meets with the standards you require
within your firm.
For further information on this service and the benefits it can
bring to your business, please see the attachment and contact our
Business Support team on 0141 616 4161 option 2.

Your compliance monitoring plan and help
with recruitment
James Chapman, Head of Compliance technical

Early January is often a good time to consider looking at what
compliance responsibilities need to be undertaken during the year
ahead and our compliance technical team regularly speak to firms
in January about the responsibilities that need to be undertaken
during the course of the year.

In the weeks leading up to the ISA deadline on April 5th, it can be a
busy time as clients rush to take advantage of this year’s allowance.
To make your life easier, Centra’s ISA functionality can reduce the
time you spend on your computer, so you can spend more time with
your clients.
In Centra, you can complete each of the following (and more!)
within one system:
•

Quick and easy ways to top up your clients’ ISAs in CENTRA,
with a choice of adding new money or transferring from an
existing plan (including Bed & ISA strategy)

•

Rebalancing your ISA portfolio – review both the risk weighting
and rebalance the funds in your portfolio if needed

•

Ability to consolidate existing ISAs into a single solution

•

In-built suitability report writing, with numerous ISA suitability
letters depending on your recommendation

Keep an eye on your inbox for the next issue of ‘At your service’ coming soon
or catch up with the complete February edition on the Member website.
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Each competency within the framework should be designed to be SMART, namely:

FRAME AT LAST

Creating your firm’s competency plan for 2020

M i c h a e l Pa s h l e y
G r o u p Tra i n i n g a n d K n o w l e d g e M a n a g e r
The SimplyBiz Group
If you’re interested in increased efficiency, productivity, and transparency in your business, introducing
competency frameworks to your training plan could prove beneficial.
Put simply, a competency framework is a written, published document which details the behaviour,
knowledge, and skills (collectively referred to as ‘competencies’) required for each role within your firm.
Competencies may also be referred to as ‘key performance indicators’, or KPIs.
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S

Specific, so employees understand exactly what they need to accomplish

M

Measurable, so they understand the degree to which they need to accomplish it

A

Achievable, so success is realistic

R

Relevant to their role and the firm’s objectives

T

Time-bound; with set, regular performance management reviews

The most effective competency frameworks are created as a
team effort, with input from employees across the business.
Ultimately, employees understand their roles so they’re best
placed to determine which competencies would be most
effective in managing and motivating them.
The frameworks are incredibly useful in performance
management. They enable employers and managers to turn
something as subjective as a performance review into an
objective assessment.
Competency frameworks should be completely
transparent and make clear exactly what employees need
to do in order to meet or exceed expectations. And, a
well-structured framework will ensure everything flows
into the firm’s objectives, potentially enhancing the overall
performance of the business as a whole.
The framework should contain competencies from all role
profiles, so it provides employees a greater understanding of
what their colleagues do within the business. For example,
advisers will be able to clearly distinguish between the
responsibilities of paraplanners and administrators, and
will better understand who to go to for particular queries.
When recruiting new staff, introduce the competency
framework in the interview process and ask the potential
recruit how they would manage and meet the competencies
expected of them – this helps keep the recruitment process
consistent, fair, and relevant.
When training staff, or with demotivated members of the
team, going through CPD, some may not understand how
what they’re learning is relevant to their role. In these cases,
you can use the competency framework to point out the
relevant knowledge expected of them, and link it back to
the firm’s objectives.
When disciplining staff, the framework can help explain
why the person is being disciplined and how it’s relevant
not only to their performance but the firm achieving its
objectives as well. This can help get the employee back onside as well as on-track much more quickly!
The SM&CR brought with it the requirement for
Certification employees to be annually certified as Fit and
Proper to perform their roles. What better, more transparent
way is there to evaluate your Certification staff as Fit and
Proper than using a SMART competency framework?
These competency frameworks are a golden ticket in
terms of the T&C side of your business. They can be used
in practically every T&C scenario in order to make the

process more efficient, keep your employees on-side and
drive forward a more effective, profitable enterprise in 2020.
The first rule of competency frameworks is that they need
to be simple, easy-to-understand, and user-friendly. As such
I would suggest for the following structure:
• A professional cover page with ‘ABC Financial Planning
Limited Competency Framework 2020’ at the top.
• Next would be the firm’s objectives. For example;
- To deliver high-quality, compliant financial advice
service to our clients
- To be a profitable, commercial enterprise within a
competitive financial services market
- To foster a culture of integrity, competence, and
transparency
• Then, details of how the framework will be used, and
indeed how to use it!
• A paragraph should also go at the bottom of this page
clarifying the position of any potentially discriminatory
competencies (i.e. that the firm has tried to ensure there
are none) because for the framework to be effective, it
must be non-discriminatory.
• Next, there would be the outlined competencies for
each role in the business. Each of these roles would have
the role title at the top, then three headings: knowledge,
behaviour, and skills. Below each of these would be 4-5
SMART competencies. You don’t want too many – too
many spinning plates can quickly become unachievable
which goes against the SMART principle.
The competencies don’t just have to be based on past
performance – you can also include and reward future
potential, for example if any of your employees are studying
towards professional exams.

If you want support with putting a
competency framework together, e-mail to
m.pashley@simplybiz.co.uk who can arrange
to some time with you face-to-face, over the
phone, or even via a private virtual workshop to
help you get started.
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2020 EVENTS PROGRAMME –
OUR BIGGEST YET!
Round 1
APRIL

Tuesday 21

Maidstone

Mercure Maidstone
Great Danes Hotel

We are already well into our 2020 events programme, bringing you our largest variety of events at
Wednesday 22
Gatwick
Crowne Plaza Gatwick/Crawley
events all across the country. Plus, the majority of our events for the whole year are already available
Thursday 23
Southampton
Macdonald
Botleyright
Park Hotel
for you to book, meaning you can get your 2020 CPD opportunities
confirmed in
your diary
now.
Tuesday 28

Chelmsford

Stock Brook Manor

We have four exciting rounds of events kicking off in the next few weeks,
each of which
is designed
your Hall
right up-to-date with
Wednesday
29
Norwich to bring
Dunston
the latest news and advice on a wide range of topics.
MAY
Tuesday 5

Chester

Chester St David’s

Wetherby
Wetherby
Racecourse
LEARNING AND DEVELOPMENT EVENTSWednesday 6ROUND
1: APRIL
– JUNE
2020
Tuesday 12

The flagship of our annual programme, these events are designed
to deliver something for everyone. They cut through the noise, and

Round 1
Round 1
APRIL
APRIL

Awaiting client content
THE ANNUAL SIMPLYBIZ
Conference advert

CONFERENCE
& GALA DINNER

MAY
MAY

Maidstone
Maidstone
Gatwick
Gatwick
Southampton
Southampton
Chelmsford
Chelmsford
Norwich
Norwich

Tuesday 5
Chester
Chester St David’s
Tuesday 5
Chester
Chester St David’s
Wednesday 6
Wetherby
Wetherby Racecourse
PROTECTION
WORKSHOPS
Wednesday 6
Wetherby
Wetherby Racecourse
MORTGAGE
SHOWCASE
Tuesday 12
Cornwall
Lanhydrock Hotel
1MORTGAGE
round
•
13
venues
SHOWCASE
12
Cornwall
Lanhydrock Hotel
3Tuesday
venues
Wednesday 13
Exeter
Sandy Park Conference Centre
3Wednesday
venues
The
protection
is vibrant andSandy
thriving,
the waysCentre
13 marketExeter
Parkand
Conference
Our Showcase
events continue
to goThe
from
strength
strength
14 can
Vale
Hotel
& to
Spa
Resort
inThursday
which you
meetCardiff
your clients’ needs
are
constantly
Our
Showcase
events continue
to goThe
from
strength
strength
Thursday
14 lenders
Cardiff
Vale
Hotel
& to
Spa
Resort
with
over fifty
and multiple
discussion
panels
at
each of

evolving.
The Protection Events, hosted in a popular roundtable
JUNE
with
over events
fifty lenders
discussion panels at each of
the
three
acrossand
themultiple
UK.
JUNE
format,
offer the opportunity to really get under the skin of the
Blackburn Rovers
the
three
events
across
the
UK.
2 to the
Blackburn
latest
products
and
developments
engage
with
some of
InTuesday
addition
exhibition,
there’sand
also
a highly
insightful
Blackburn
Rovers
Football
Club
Tuesday 2
Blackburn
Football
Club
In
addition
to
the exhibition,
there’s
also awith
highly
insightful
the
leading
providers
in
the
market
along
the
SimplyBiz
seminar
programme
to
give
you
the
inside
track
on
what’s
PROTECTION
WORKSHOPS
Wednesday
3
Wakefield
Cedar Court Hotel (Wakefield)
seminar
programme
to give
you the
insideCourt
track
on what’s
Mortgages
team.
happening
in3 our sector.
Industry
experts
will
cover
the
key
Wednesday
Wakefield
Cedar
Hotel
(Wakefield)
Tuesday 9 in our sector.
Birmingham
National
Motorcycle
Museum
happening
Industry
experts
will
cover
the
key
topics,
opportunities
and
tips
and
hints
on
how
you
and
your
Tuesday
9 share
Birmingham
We
willevents,
also
ideas
around
howNational
you canMotorcycle
grow
your Museum
These
hosted
in
a
popular
roundtable
format,
offer the
topics,
opportunities
andfrom
tipsyour
and hints
on how
you and your
Wednesday
10 the most
North
London
Holiday
Inn London/Elstree
clients
can
get
conversations.
opportunity
to really
get under
the
latest
productsinand
protection
business,
where
youthe
canskin
findof
additional
support
Wednesday
10
North
London
Holiday
Inn
London/Elstree
clients can get the most from your conversations.
Thursday
11 andcases,
Central
London
Services
Club
developments
engage
with
some
ofhow
thewe
leading
providers
incan
the
placing
complex
training,
andVictory
and our
website
SOUTH
Thursday
11 gain valuable
Central London
Victory
Services Club
market,
plus
protection
CPD.
support
2020.
Tuesday
16 throughout
Wolverhampton
The Racecourse
SOUTHyou

We are delighted to officially announce the date and venue
for the first ever SimplyBiz Adviser Conference, and we
would love to see you there.

Staverton Estate, Daventry - 1 July 2020
To find out more, and to book your place, visit
simplybiz-conference.co.uk

MORTGAGE SHOWCASE
3 venues
Our Showcase events continue to go from strength to strength
with over fifty lenders and multiple discussion panels at each of
the three events across the UK.
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Tuesday 21
Tuesday 21
Wednesday 22
Wednesday 22
Thursday 23
Thursday 23
Tuesday 28
Tuesday 28
Wednesday 29
Wednesday 29

Mercure Maidstone
Mercure
Maidstone
Great Danes
Hotel
Great Danes Hotel
Crowne Plaza Gatwick/Crawley
Crowne Plaza Gatwick/Crawley
Macdonald Botley Park Hotel
Macdonald Botley Park Hotel
Stock Brook Manor
Stock Brook Manor
Dunston Hall
Dunston Hall

In addition to the exhibition, there’s also a highly insightful
seminar programme to give you the inside track on what’s
happening in our sector. Industry experts will cover the key
topics, opportunities and tips and hints on how you and your
clients can get the most from your conversations.
SOUTH

Wednesday
Holiday Inn
Tuesday
16 5 February
Wolverhampton
TheLondon/Elstree
Racecourse
Wednesday
17
Leicester
Sketchley
Grange Hotel & Spa
Wednesday
5
February
Holiday
Inn
London/Elstree
APRIL
MIDLANDS17
Wednesday
Leicester
Sketchley Grange Hotel & Spa
Thursday
18
Milton Keynes
Devere Horwood Estate
MIDLANDS
Tuesday
21
Cornwall
Lanhydrock
HotelEstate
& Golf
Club
Wednesday
Heart of England
Conference
Centre
Thursday
1817 JuneMilton
Keynes
Devere
Horwood
Hallmark
Hotel
–
Wednesday
Heart of England
Tuesday
23 17 June Manchester
Wednesday
Cardiff
The Vale Conference
Hotel
&–SpaCentre
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Hallmark
Hotel
Manchester
Airport
NORTH23 22
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Manchester
Manchester
Airport
NORTH
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Wednesday
24 TBC)Nottingham
Eastwood
Hall
December23
(date
Venue TBC
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&
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24 TBC)Nottingham
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Venue TBC
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Cheltenham
Cheltenham Chase
Tuesday 28
Glasgow
Hampden Park
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Cheltenham
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Leeds
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Thursday
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Hotel
Newcastle
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Hotel
Newcastle
Maidstone
Leeds
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HotelHotel
Leeds South
Great
Gatwick
Crowne
PlazaLeeds
Gatwick/Crawley
Leeds
Village Hotel
South
Gatwick
Crowne Plaza Gatwick/Crawley
Southampton
Macdonald Botley Park Hotel
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Holiday InnBotley
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Southampton
Macdonald
Park
Hotel
Birmingham
National
Motorcycle
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CoventryMuseum
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National
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Round 1

APRIL
Tuesday 21
Wednesday 22

INVESTMENT ADVICE EVENTS
Back and bigger than ever, each event will combine relevant and
engaging presentations with panel debates, ensuring delegates
receive practical, technical guidance and information to take away
and use when advising.
APRIL
Tuesday 21
Wednesday 22

Belfast
Edinburgh

Hilton Templepatrick
Golf & Country Club
Edinburgh Marriott

Thursday 23

Durham

Durham County Cricket Club

Tuesday 28

Falkirk

Macdonald Inchyra Hotel & Spa

Wednesday 29

Aberdeen

Holiday Inn Aberdeen West

Thursday 30

Glasgow

Hampden Park

Thursday 30

Glasgow

n
se
g

Hotel

e

kefield)

tree

Holiday Inn Aberdeen West
Hampden Park

Wakefield

Cedar Court Hotel (Wakefield)

Tuesday 23

Norwich
Round
1

Wednesday 24
Thursday 25

Tuesday 7
Wednesday 8
Thursday 9

Wednesday 15
Thursday 16

North London

FEBRUARY

Lingfield
Tuesday 4
Cardiff
Wednesday 5

Thursday 6
Exeter
Tuesday 11
Cornwall
Wednesday 12
Cheltenham
Thursday 13
Leicester
Tuesday 25
Wolverhampton
Wednesday 26
Southampton
Thursday 27
Milton Keynes

MARCH

Birmingham
Tuesday 3

Dunston Hall
Holiday Inn London/Elstree
Lingfield Park Resort
Cornwall
Lanhydrock Hotel
The Vale Hotel & Spa Resort
Exeter
Sandy Park Conference Centre

Cardiff
The Vale Hotel & Spa Resort
Sandy Park Conference Centre
Birmingham
National Motorcycle Museum
Lanhydrock Hotel
Central London Victory Services Club
Cheltenham Chase
North London
Holiday Inn London/Elstree
Sketchley Grange Hotel & Spa
Chelmsford
Stock Brook Manor
The Racecourse
Norwich
Dunston Hall
Macdonald Botley Park Hotel
Milton Keynes
DeVere Horwood Estate
De Vere Horwood Estate
National Motorcycle Museum
Mercure Maidstone
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Being an independent financial adviser means it’s necessary to have
an awareness of a wide spectrum of solutions. As you know, there
are some areas of investing that are now starting to move from the
peripheral into focus and, as such, access to wider information and
support becomes vital for adviser. Our specialist investment events
help you meet that developing need.
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Intergeneration advice masterclasses

Devere Horwood Estate
Dunston Hall

Advisers have recently rated intergenerational advice as number
two on their list of opportunities for 2020, but very few also said
that they are currently facilitating family conversations around the
flow of assets to future generations. These workshops aim to give
you the information and guidance you need on how to tackle the
intergenerational advice gap.
Workshops coming in July 2020 – more information will be
coming into your inbox very soon.
Ethical, socially responsible and governance
investing workshops

Stock Brook Manor
Victory Services Club

Designed to help you deconstruct and understand all the moving
parts of this developing marketplace, giving you an insight into all
the key issues and focussing on what it all means and how you can
adopt such solutions in the advice process.
Events coming in November/December 2020 – keep an eye on
your inbox for more information soon.

Holiday Inn London/Elstree

Crowne Plaza Gatwick/Crawley
Macdonald Botley Park Hotel
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National Motorcycle Museum

NATIONAL CONFERENCE

Devere Horwood Estate

NEW FOR 2020

Dunston Hall
Stock Brook Manor
Victory Services Club
Holiday Inn London/Elstree

ON DEMAND
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9 March show now available
Watch again now at
www.theadviceshow.co.uk
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SPECIALIST INVESTMENT EVENTS

DECEMBER

THE
ADVICE
SHOW
Tuesday 8

Wetherby Racecourse

PROFE S S I ON A L A N D PE RS O N A L D EVE LO PME N T

This brand new, thought-leadership event will provide
a great platform from which to bring you highend sessions about key market drivers, interactive
workshops, great networking opportunities and the
chance to socialist and engage with your peers and our
partners over a three-course meal.
1 July 2020
DeVere Staverton Estate, Daventry
Visit www.simplybiz-conference.co.uk to find out more
and book your place.

To find out more and book your place on any of our events,
visit the Events section of your Member website.
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Strategic Asset Allocation Override

Why Centra?

We know from advisers that when asset allocations were missing
it caused delays in the advice process and the fix for this wasn’t
as efficient as it could be. Now, if the asset allocation isn’t pulled
through correctly, you can enter this information yourself.
And, with the inclusion of notes, you can reference where the
information was sourced from to ensure you’re remaining compliant.

We understand that advisers see technology as an opportunity, and
as an enabler to create efficiencies, reduce the administrative burden
and provide compliance benefits at the same.
Centra combines multiple tools into one, making for a smoother
advice process while also reducing cost and training requirements.
The use of consistent methodology, as well as seamless integration
with Intelligent Office, can provide better client outcomes, as well as
a robust audit trail and compliance benefits thanks to reducing the
risk of re-keying incorrect data.

Multi-Product Suitability Reporting

Centra’s suitability templates were updated and now have the
ability to incorporate multiple research recommendations into one
comprehensive suitability report, streamlining the process. There’s no
limit to the number of research recommendations you can include
and this, and the Strategic Asset Allocation Override functionality,
are included as standard with your complimentary Centra licence.
MiFID II Fees

CENTRA – ONE
SYSTEM, YOUR ADVICE

Our commitment with Centra has always been to deliver a market leading product, that saves you
time and money, while efficiently assisting you deliver best outcomes for clients in a transparent and
compliant manner.
It’s because of this commitment that Centra never stands still and
we continue to develop the system’s capabilities directly in line with
your feedback. In case you missed any of our recent developments,
here’s a round up of some of our new functionality.
DC Pension Switching

We started 2020 with a big announcement of the launch of the DC
Pension Switching Tool which integrates with the rest of your advice
process within Centra. You can now efficiently and compliantly
compare multiple pension switching scenarios, ensuring your clients
receive the best outcomes.
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The role of technology in the advice process should be to create
efficiencies by reducing manual work tasks and freeing up more
of your valuable time. The MiFID II Centra update does exactly
that, by providing accurate fees in pounds and pence in your fund
research and reports, while adding additional compliance benefits
by reducing the risk of data being entered incorrectly.

Independently
verified

CIC Compare

Analysing critical illness can be time consuming and complex but
with CIC Compare, Centra’s critical illness comparison tool, you can
compare policies on a whole of market basis, in less than five minutes.
In total, advisers can compare 145 conditions in a matter of
minutes thanks to the simple RAG scoring system.

Compare the
whole of market

Takes less than
five minutes

Can save just under
3 hours per case

Backed by experts at
The SimplyBiz Group

As a Member of the SimplyBiz Group, you can access up to five
complimentary Centra licences as well as access to around the clock
support from our dedicated and passionate team. We offer live and
on-demand webinars, workshops, surgeries, telephony helpdesk and
on-site 1-2-1 support so that you can make the most out of Centra.

Intergrates with iO
Incorporates reduction in yield calculations
Save money with your first licence
charged at £25 pcm plus VAT
Select from more than 800 Defaqto
risk rated funds and MPSs

98.9% of UK
claims covered
To find out more, speak to a member of the SimplyBiz
Investment Services team on 0808 124 0000 or email
investmentservices@simplybiz.co.uk.
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monitoring, email alert systems and real-time information
management, from which to deliver biography, adverse media
and photographic evidence in response to “alerted events”.
Automated enhanced due diligence (EDD) functionality
deals with the majority of Sanction and PEP alerts with no
requirement for end user intervention, meaning you’re free to
spend your time focusing on your clients and your business.
Their principal data partners, Experian and Equifax,
provide the deepest data coverage across the UK market and
comprehensive coverage in most international markets. Dow
Jones’ Factiva Watch List provides further support for the
automatic Sanction and PEP screening and Daily Monitoring
services.
SmartSearch enables instant verification of a customer, with
an instant “Pass” or “Refer” result depending on the risk level
presented by the customer, streamlining your processes while
ensuring you’re meeting your regulation requirements.
All SimplyBiz Group Members benefit from a reduced rate of
£1.99 + VAT per search.

Beyond Encryption

Beyond Encryption’s Mailock system allows businesses and
their customers to exchange email simply and securely, safe in
the knowledge that their communication can only be read by
their intended recipient.
There are, however, many business owners who are still
looking for a simple uniform solution.
Beyond Encryption and FinTech firm Origo, the company
behind Unipass which was founded and is owned by some of the
largest UK financial institutions, have now joined forces to create
‘Unipass Mailock’ which will address this by creating an industry
standard secure email environment, allowing product providers,
their distribution and their customers to exchange email simply
and securely.
As a SimplyBiz Group Member, you can access a free 14-day
trial of this system, dedicated support including webinars and
helpdesks and an exclusive licence price of £8.50pcm per licence.
For more information please contact Beyond Encryption
either by calling 0208 123 4546 or by emailing sales@
beyondencryption.com.

Moneycorp

SPOTLIGHT ON TECHNOLOGY
SOLUTIONS: DRIVING
EFFICIENCIES IN YOUR FIRM
Running a busy advisory firm is a complicated balancing act,
trying to provide value to your clients and meet their everchanging needs, while meeting your regulatory requirements
as well as keeping informed on markets, products and
technological advances.
That’s why we’ve scoured the market to find you the very best
solutions to help you provide value to your clients, reduce your
administrative burden, and increase your efficiencies through
technology, all whilst ensuring you remain compliant.
Where appropriate, we’ve secured either exclusive pricing for
our Members, or an introducer fee, so we can help you save time
and money, or even generate a new revenue stream for your firm.
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With so many great solutions available, you may have forgotten
what you have access to, so here’s a quick reminder on some of
our most popular solutions.

SmartSearch

SmartSearch ensures your ongoing compliance with KYC
and AML (Anti-Money Laundering) regulations which were
amended as part of the 5th EU Anti-Money Laundering
Directive at the start of the year.
Its unique platform provides an inbuilt range of daily

Whether your client is buying or selling overseas property,
making an international purchase such as a yacht, or repatriating
their salary, you can not only save them time but also potentially
save them money by referring them to Moneycorp, the UK’s
largest specialist foreign currency provider.
In 2019, a myriad of global events, from Brexit to the USChina trade war, made markets somewhat unpredictable, which
is why the experts at Moneycorp, who have access to a range of
specialist FX tools, are best placed to help your clients.
As a result, you could limit their currency exposure while
adding value to your service, helping them get more for their
money on their international payments.
You will receive 15% of the gross profit made from any
Moneycorp transfers performed by clients you introduce, which
will be for the lifetime of the client’s account. Any commission
paid has no impact on client rates or service.
To refer a client or discuss a client scenario, please call the
partnership’s team on 0207 828 7000 or send an email to
simplybiz@moneycorp.com.
Add Moneycorp to your NextGen website

Moneycorp is now available as a free plug-in for your NextGen
website saving both you and your clients time when it comes
to dealing with their international money needs. Through your
website, your clients can sign up to a free Moneycorp account
which they can use to access:
• Great exchange rates and access to 33 currencies online
(120+ over the phone)
• Zero transfer fees on your overseas payments
• The ability to transfer money online or over the phone
• Regular Payment Plans for recurring transfers
• The ability to lock in an exchange rate for up to two years
of payments*
• Foreign exchange services for individual customers and
businesses
For more information on adding this plug-in to your website,
visit simplymarketingsolutions.co.uk or speak to a member of
the team on 01279 882519.

MyGabriel

MyGabriel is a full double entry bookkeeping system, which
incorporates a GABRIEL reporting system designed for
Member Firms served by The SimplyBiz Group.
With MyGabriel, you’ll have multi-user access as standard for
both staff and accountants and our Group Compliance Team
can also have access to the system, ensuring they can check your
report quickly and efficiently. Plus, full training and ongoing
telephone support is available.
Within the system, you’ll be able to:
• track debtors and creditors
• produce Trial Balance for your accountant
• import your bank statements
• import your clients.
As well as completing all sections A-K of the GABRIEL Report,
MyGabriel also includes a staff and complaints register.
By keeping up-to date with your information, the system will
allow you to produce your GABRIEL report in under 15 minutes.
As a SimplyBiz Group Member, you can access an exclusive
price of either an annual payment of £272 (incl VAT), or £27
per month (incl VAT).
For further information call the team on 0161 4135070 or you
can find training videos on the Member website.

For more information on these solutions and how
you can start benefiting from them, as well as other
Member offers that we provide, please visit the
website under ‘Your Business’.
As always, each company has gone through the
SimplyBiz Group’s extensive due diligence process
so you can be confident in who we recommend to
you and your clients.
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ALMOST SIX MILLION PEOPLE
WOULD BE WILLING TO PAY
FOR FINANCIAL ADVICE IF IT
DIDN’T COST SO MUCH.

ARE SIX MILLION PEOPLE
WRONG TO WANT
AFFORDABLE ADVICE?
We n d a F i e l d
Chief sales officer - UK
In t e l l i f l o

Grabbing a quick look at Twitter recently, I noticed a topic
that attracted a fair amount of comment from advisers. It
related to a survey that was first publicised in Professional
Adviser in 2019 entitled ‘Six million people would pay for
cheaper financial advice’.
The survey, by OpenMoney in association with YouGov,
deduced that almost six million people would be willing
to pay for financial advice if it didn’t cost so much. It also
indicated that nearly 400,000 more people now fall into the
'affordable advice gap', defined as ‘those who are willing to
pay for advice but think it is too expensive’.
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Much of the furore on Twitter centred around that feeling
that many people don’t value advice given by financial
professionals highly enough to want to pay for it. What
people really want is free advice.
However, I’m not so sure that is true? Surely there is
enough free information online that can help people make
their own investments. The only cost is their time. My
own opinion is that the research indicates that there are six
million people out there who do see value in professional
advice but the industry has some way to go to be in a
position to service their needs in a way that is profitable.

Other, more recent surveys make alarming reading
for professional advisers. Money Marketing reported
a survey that shows searches for IFAs via Google have
dropped off a cliff since 2004, falling by 83% - and
by 18% over the last three years alone. Is this because
people are searching and finding other solutions for
their savings and investments?
The same article references another survey which
shows that the average wealth manager ‘turns away 72
clients every year because they fall below minimum
investment thresholds’. So maybe it doesn’t matter that
people aren’t looking for IFAs, as many appear to be too
busy to worry?
I think Neil Edwards, from The Marketing Eye, the
company who produced the research into the fall in people
searching for IFAs, hit the nail on the head. He says:
“Financial advisers have an important role to play and
thanks to the Baby Boomer generation who, in general
terms, are relatively wealthy and asset-rich, many advisers

today are busy and able to pick and choose who they take
on as clients.
“However, advisers should be looking to the future
and recognising that they must compete with offerings
that are available online if they are to continue to thrive
in the future.”
Advisers really do need to look to the future. They
need to think about how they can compete with the
robo advisers and other online offerings and structure
their firms to be able to provide the right advice at the
right price, regardless of the wealth of the people asking
for help. This is something that Intelliflo is very focused
on helping advisers achieve.
Our award-winning business management software,
Intelligent Office along with its client portal, the
Personal Finance Portal, are built in a way to help
financial advisers streamline their entire advice
processes, giving you more time to grow your business
and, ultimately, service more clients.
Usage statistics taken from our own research, the
eAdviser Index, an analysis of all 2,500+ firms who use
the software, have demonstrated that firms which have
adopted the technology the most have on average doubled
their number of clients. They also have higher assets
under advice and higher revenue and ongoing revenue
than those firms that don’t fully use the technology.
We want every firm using Intelligent Office to
champion this cause, which is why we established our
customer success team back in 2017. This specialist unit
is on standby to help advisers deploy elements of the
technology more effectively, enabling them to improve
their ability to service more clients and grow their revenue.
We believe passionately in financial advice and our role
is to make advisers more efficient and effective across
every element of what they do. Technology is a big step
towards closing the affordable advice gap and enabling
advisers to service more clients and at a lower cost.
If financial advice doors continue to be closed in the
faces of those who do not yet have significant wealth,
there is a danger that no one comes knocking in the
future and healthy client bases today could dwindle
and fade tomorrow.

If you are interested in learning more about
how the eAdviser Index and how it can have a
positive impact on your business please go to
www.intelliflo.com/eadviser-index
or call us on 0330 102 8402
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clients and be the cornerstone of your business. It’s about adopting
technology to provide those clients with better value and more choice
in how and where they interact with your firm and its services.
Developing your online presence

It can be difficult knowing where to start when it comes to marketing
your business online, which is why, as a SimplyBiz Group Member,
you have access to a range of support, whether you’re already online
or you need to build a new website from scratch.
NextGen 3.0 – templates, custom-made or bespoke

HOW TO
GET YOUR
BUSINESS
TO STAND
OUT ONLINE

We’ve enhanced our digital solutions for Members with our
latest NextGen offering which retains all the key features of its
predecessor, such as no set up fees, low monthly running costs, preapproved ready to use content, mobile-optimised designs and quick
turnaround times, but now includes three new modern template
designs, new image packs and additional plug-ins.
NextGen 3.0 template websites start from just £20 pcm plus VAT
and only take three simple steps to set up:
Step 1 – choose your website

Choose either a Professional or Advanced website, depending on the
level of functionality you require.
Then, choose from one of the sleek template designs and select
which services pages you want on your site. The services pages are
pre-written, approved by compliance and reflect the types of services
you offer.
Step 2 – personalise it

The next step is to decide which image collection your site will
feature. We’ll add your logo and adopt the colours that reflect your
brand and, of course, add your contact details.
Step 3 – add bolt-ons

Je n n i f e r Sn o w d e n
M e m b e r Pr o p o s i t i o n s M a n a g e r,
The SimplyBiz Group
There’s no denying that our everyday lives
are supported by technology, whether we’re
listening to our favourite podcast during our
commute on our phones, or we’re checking
our personal finances on our laptops in the
evening.
Most consumers accept that technology
offers enhancements to their lives, their
interactions with brands and the services
they offer. So, why should financial advice
be any different when, more and more,
customers are accepting this as the norm?
Equally, as we head into the next decade,
we’re on the precipice of the biggest
intergenerational wealth transfer which will
see an estimated £5.5 trillion change hands.
This change will shape the demographic
of your client bank, from one that may be
primarily made up of Baby Boomers, to a
new set of Gen Xer’s and Millennials.
Notably, both generations have grown
up before the invention of smart phones
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and social media. So, while they still
value traditional methods and face-to-face
customer service, they are comfortable with
technology and are used to the benefits it
can provide.
Accenture’s 2019 Global Financial
Consumer study supports this further,
identifying that:
“Consumers want better integration
across physical and digital channels.
More than half of all our survey
respondents expressed an appetite for
a true omnichannel banking experience
that would allow them to switch
seamlessly between physical and digital
channels.”

This appetite from consumers is being
fed through a rise of FinTech firms who
use technology to reduce costs, streamline
processes and provide a better customer
experience that is expertly blended with
customer service support from real people.

Further to this, we know from our
recently conducted research that advisers
see technology as an opportunity for their
business while the administrative burden is
also seen as a threat, and there is clearly a
relationship between these two elements.
All of these factors are key indicators that,
if you haven’t already, your business should
invest in a strong digital presence as a way to
support your current advice model. Utilising
appropriate technology could not only serve
to differentiate your firm, but potentially
attract a new generation of clients, future
proofing your business.
However, what we’re seeing time and time
again with many FinTech firms, is that
the people behind the technology are still
crucial in the service delivery. People like to
deal with people, especially when it comes
to sharing data and their finances.
In the same way, providing face-to-face
advice will still provide immense value to your

You can add news, topical articles and insights content which is
ideal for use in campaigns and keeping your site regularly updated
with relevant content.
You can also add our publishing tools to your site which seamlessly
link your news or blog section on your website with our email
solution and your social media channels.
If you require more choice to represent your brand online, we offer
custom-made sites which can be tailored to be unique to you. Or,
if you have specific digital objectives, we can build you a bespoke
website that will support you in achieving your goals.
Digital tools, plug-ins and calculators

Integrating these elements into your site is a customer-centric
approach to your digital marketing. It provides your clients with
more choice, in relation to the services available to them and how

they smoothly interact with your firm, and could also lead to better
satisfied, more engaged and valued clients.
We have plug-ins available from trusted partners such as The
Children’s ISA, Mortgage Brain, Pension Monster, and GI quote
and buy from The Source.
Our calculators provide clear information to your clients and are
easy to engage with. Clients share minimal information and have
an indication in seconds that can, naturally, lead them to either
find a solution on your website or make direct contact with you
for a resolution. We have calculators for IHT, lifetime mortgages,
pension taxation and mortgage repayments to name but a few.
The Marketing Management Platform

Although having a great looking website will initially grab attention
online, long-term your site needs to do more than just sit and look
pretty. There are several factors that help a website rank highly on
search engine results pages, such as Google, and one of those is how
often you update your website with content that provides value to
your clients.
As a busy adviser, we understand that finding the time to plan,
create and execute meaningful content can be nigh on impossible
which is why we offer a range of communication packages.
Now, we’re enhancing our content support further through our
Marketing Management Platform which all our new NextGen 3.0
sites are built on. Through the platform, you can access pre-written
and compliant content to share with your online audience.
The platform also comes with publishing tools which mean your
website, email and social media channels can all be integrated so you
can share content across all three with just the touch of a button,
taking the time burden out of integrated marketing communications.

If you’d like to find out more about our NextGen 3.0
website, please visit SimplyMarketingSolutions.co.uk.
You can view all our different templates, image options,
digital tools, calculators and plug-ins. You’ll also find
samples of the content available through the Marketing
Management Platform.
Or, if you’re ready to stand out online,
go to www.nextgensites.co.uk and
complete our simple online order form.
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The new way to make client
referrals compliantly

Fully robust online referral system, produces
client consent letters with complete audit trail
• A proven one-line system to process and track
all client introductions

• Client consent letters produced and logged
with an audit trail

• Provides a compliant way to introduce your
clients to your trusted Financial Planning
Partners

• Centralised management information
provided across all introduced clients

• Immediate notification of new introductions
with notes
• Catalyst works both ways to make and receive
client referrals with your Financial Planning
Partners

• Client case note updates to keep you
informed on progress
• SIFA Professional approved letters and
documents available to all SIFA Professional
Member firms and their solicitors

For more information please contact us:
info@catalystsoftware.co.uk | www.catalystsoftware.co.uk

CAN TECHNOLOGY ASSIST
YOU TO STRENGTHEN YOUR
SOLICITOR RELATIONSHIPS?

The growth in SIFA Professional membership
in 2019, and our members’ successes with
solicitors, suggests our legal colleagues are
more aware of the need to be referring
clients to highly qualified financial planners.
Legal advice often goes hand in hand with
financial planning advice and customers are
increasingly expecting more holistic advice
and a joined-up approach to problem solving.
The new SRA Standards and Regulations
encourage solicitors to demonstrate why they
believe a referral to a third party to be in that
client’s best interests and as a very minimum,
they should be recording that they have
recommended that the client needs to seek
complimentary financial advice.
In the past, such client referrals to financial
planners have frequently been haphazard.
Frustratingly, they have perhaps taken the
form of e-mail, letter, phone call or even the
dreaded proffering of ‘3 business cards’. These
practices, whilst common place in the old
world, are not ideal in the new regime which
requires established firm-wide processes, as
outlined in the Firm’s Code of Conduct.
Where there is a financial interest, or if the
solicitor practice is referring to a ‘Separate’
business (financially connected), the SRA
insist that the client’s consent be documented.

However, given GDPR covering the transfer
of client data and indeed where clients may
be deemed vulnerable, best practice would
be that the solicitor has recorded the client’s
approval, even when the referral is being
made to an unconnected third party. Indeed,
the SRA confirmed this to many SIFA
Professional members in a workshop at the
2019 SIFA Conference.
A month before the new rules were
implemented in November 2019, the SRA
published its Corporate Strategy document
and resulting consultation for 2020-23 and
it was no surprise, given their increased onus
on regulatory systems and structured process,
that ‘technology’ has been confirmed as a
central theme. The regulator is keen to see
solicitor firms embrace and use technology
to reinforce their processes and in turn
improve client service and outcomes.
Hopefully, by now, the management of
solicitor practices and the COLP (Compliance
Office for Legal Practice) will have established
their referral processes and selected appropriate
partners after thorough due diligence. These
will have been communicated to all partners,
associates, fee earners or indeed anyone in the
business who may need to refer clients outside
the business.

Now that the SRA is looking to how
solicitors might embrace new technology,
it is fortuitous that there are superb and
extremely secure systems and portals that can
not only assist solicitors to make compliant
introductions to financial planning partners,
or other selected third parties, but also to
allow private communication between the
two professionals or firms. Such systems
can be personalised for the relationship to
incorporate referral templates, client consent
letters and other pertinent documents.
There can, therefore, be a built-in audit trail
for the solicitor firm to use, when they receive
the signed client consent letters. Indeed, all
client introductions, letters and client notes
can be stored in one place. A place which can
be accessed online with a secure username and
password. The fabulous news for solicitors is
that financial planning firms they work with
may have access to the technology, be paying
for it and then able to offer access to the legal
firms they work with at no charge.
Now seems an opportune time, if you are
included as a preferred financial advisory
partner in a solicitor firm’s approved
referral processes, to offer assistance as to
how to record such referrals professionally
and how to keep ongoing channels of
communication open, two way and secure.
You may have a system you currently use
that can be adapted to create a joint referral
process and audit trail. However, for some
time, SIFA Professional has partnered with
Catalyst, a system designed by a member to
be used with professional connections. Plus,
many of the SIFA Professional approved
precedents are pre-loaded onto the system if
you are a Member.

To find out more about how SIFA
Professional can assist you become
part of a solicitor’s approved referral
process, visit sifaprofessional.co.uk
or contact contact Dave Seager at
dave@sifaprofessional.co.uk or on
07717 130 929.
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the introduction of pension sharing, which is allowed for divorce
proceedings started on or after 1 December 2000.
The court uses a cash equivalent basis for the pension benefits.
All pension benefits may be taken into account, except any already
earmarked from an earlier divorce.
In England, Wales and Northern Ireland, the benefits that can be
earmarked are;
1. A specified percentage of the pension benefits when the member
starts to draw their benefits
2. A share of the lump sum available when benefits are accessed
3. A specified percentage of any lump sum death benefit in the
event of death of the member before retirement
In Scotland, only 2 and / or 3 can be earmarked.
There are several disadvantages with earmarking, mainly that
the ex-spouse has no control over when benefits are taken or what
investments the fund is in, and regular payments usually stop if the
receiving ex-spouse remarries or if the pension-holding member dies.
Pension sharing orders

PENSIONS AND DIVORCE

•

What are the options for sharing pension benefits following divorce?

•

What are the extra considerations for pensions already in payment?

•

What plans can be made for who will benefit from shared pension
rights on death?

Options for sharing pensions

There are 3 ways pensions can be dealt with on divorce; offsetting,
attachment (earmarking) order or pension sharing order.
Offsetting

Offsetting involves getting the value (usually the cash equivalent or
transfer value) of the pension benefits as at the date of the divorce.
This value is added to the total value of other matrimonial assets to
be divided between the parties.
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Three considerations for sharing a pension already in
payment

1. Beware of restricted options for any tax-free portion
A pension transfer paid from previously crystallised funds is a
‘disqualifying pension credit’. This is uncrystallised funds but with
the caveat that none of it can be paid as a pension commencement
lump sum, or an uncrystallised funds pension lump sum.
Where scheme rules permit, a disqualifying pension credit can
pay a serious ill-health lump sum and on death before taking any
benefits, it can be settled as an uncrystallised lump sum death
benefit, both subject to the usual LTA rules.

Les Cameron
He a d o f Te c h n i c a l
Pr u d e n t i a l

Going through a divorce is a difficult time both emotionally and
financially. Good financial advice can bring benefits, not only when
splitting the marital assets, but also in the future when retirement
takes place.
We’ve prepared an in-depth case study demonstrating the mechanics
of sharing marital assets. We show how tax rules and pensions
legislation could apply to a typical scenario. The key points:

Pension sharing separates the ex-spouse’s pension entitlement from
the member’s pension giving a clean break. The Court decides how
much of the pension rights should be allocated to the ex-spouse and
the member’s benefits are reduced by the corresponding amount.
Existing pension annuity income, scheme pensions in payment and
most drawdown pots can be shared. Any dependant’s, nominee’s or
successor’s drawdown pots cannot be physically shared under an
order, although the value of the pot may be taken in to account
when reaching the divorce settlement.

Pensions are valued differently depending on where the divorce is taking
place, e.g. in Scotland a pension is viewed in the same way as any other
investment. Basically £1 in a pension is valued in the same way as £1 in an
ISA. There is no factoring in of the eventual tax treatment when benefits
are taken (i.e. usually only 25% of a pension is tax free, whereas an ISA
is entirely tax free). Also, no account is taken of when the pension can be
accessed, so for divorces where one (or both) parties are below minimum
pension age the £1 for £1 valuation may create issues.
In England, Wales and Northern Ireland, pensions are not valued as
any other investment, so the solicitors dealing with the divorce may
need to engage the services of an actuary to determine the value of
the pension rights in today’s terms for the divorce.
Once the value has been decided, the ex-spouse gets a share of
another asset instead of a share of the pension. For example, the exspouse may retain the family home, or at least a larger share of its
value, to compensate for the value of the pension assets.
Attachment order

An attachment order (also commonly referred to as earmarking)
is effectively deferred maintenance. This option does not allow a
clean break between the divorcing parties and is less common since

GOOD FINANCIAL ADVICE CAN
BRING BENEFITS, NOT ONLY WHEN
SPLITTING THE MARITAL ASSETS,
BUT ALSO IN THE FUTURE WHEN
RETIREMENT TAKES PLACE.
However, if the pension holding member is a higher rate taxpayer
and the ex-spouse is a non or basic rate tax payer this could mean
less cash for the ex-spouse.
Important planning on who will receive benefits on death
At the point of separation, it may be prudent to consider making
a will and updating the expression of wish for any existing pension
arrangements to make sure that current wishes are clear.
In relation to the expression of wish form, a separated spouse is
still technically a dependant in HMRC terms. Where a pension
scheme is set up on a discretionary basis, the scheme administrator
will gather relevant information before deciding who should benefit.
An up-to-date expression of wish form will help them with their
decision making.
If a pension credit is set up in a separate defined contribution
scheme which can offer the flexible death benefit options, ie
dependant’s/ nominee’s drawdown, then also complete an
expression of wish form for that scheme and keep it up to date. This
is especially important when there may be a dependant at the date
of death and children who have reached the age of 23 who are to be
considered beneficiaries. If older children are nominated it means
the scheme administrator can offer them the full range of death
benefits available. If someone with three children (ages 25, 21 and
18) dies with no expression of wish form then the two dependent
(younger) children could receive dependant’s drawdown but the
child over 23 would only be entitled to a lump sum.

2. Is the ex-spouse eligible to apply for a lifetime allowance
enhancement factor?
A pension credit factor increases the pension credit member’s
personal lifetime allowance limit.
An individual qualifies for a pension credit factor if they receive a
disqualifying pension credit on or after 6 April 2006 from a pension
scheme where the original member became entitled to the pension
in payment on or after 6 April 2006.
Where eligible the individual has to apply to HMRC within a
specified deadline following the sharing order taking effect.
3. Has the ex-spouse reached minimum pension age?
Although one party has a pension already in payment, perhaps they
are several years older than their ex-spouse or maybe they had a
protected early pension age due to their occupation eg armed forces,
deep sea diver etc, this does not mean the recipient of the pension
credit can have immediate access.
When an individual receives a pension credit they have to reach
normal minimum pension age or satisfy the ill-health rules before
they can take any benefits. If there is a need for immediate income,
then an attachment/ earmarking order may be a better solution.

You can find the full case study in SIFA Professional’s
‘Financial planning for pensions and divorce’ Guide
which you can find on www.pruadviser.co.uk.
For more information on this please speak to you
Prudential Account Manager.
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NEW Exit and Acquisition support from

Our Expertise
Your Legacy

WILL YOUR CLIENT’S WISHES
BE UPHELD IF THEIR WILL
ISN’T UP-TO-DATE?
C h l o e Fa u l k n e r
Marketing and Business Development Manager
APS Legal and Associates

Introducing a new service from The SimplyBiz Group
designed to bring exiting and acquiring businesses together.
For a sustainable future for all.

Looking to sell
your business?

We can help get your business ready for
sale and ensure you get the right deal for
you and your clients.

To find out more, visit the Member website

In an ever-changing world where the pace
of life is faster than ever, it is important to
keep estate planning in line with current
circumstances.
It may be easier for your clients to put
making those changes to the back of their
mind, waiting for a quieter time, but it also
becomes easy to forget, which can result in a
range of problems that can suddenly become
too late to deal with.
Blended family households are the fastest
growing type of household in the UK,
increasing by 75% in the last decade, with
297,000 blended families the UK in 2019.
With blended families comes the risk of
sideways disinheritance; marriage or remarriage automatically revokes a will, putting
children from a previous marriage in danger
of losing out under the rules of intestacy.
Divorce from a partner also makes automatic
changes to an existing will, with the ex-spouse
being treated as though they had predeceased,
resulting in any gifts made to them failing and
falling back into the residue of the Estate. If
the entire Estate was intended to be inherited

by the ex-spouse the testator would essentially
have died intestate, if an ex-spouse is named
as an Executor or Trustee they would be
unable to act on death, as they will be treated
as having pre-deceased.
When thinking about making changes
to a will it is important to not only think
about changes to your client’s circumstances,
but also to those who have a role such as an
Executor, Trustee or Guardian in their will.
Should somebody appointed in a will move
abroad, practically, they may not be able to
act when the time comes.
There is also the possibility of those
appointed pre-deceasing the testator or losing
capacity, which would then leave them unable
to act, requiring an update to be made to the
will. People could also be willing to act when
initially asked to, but may change their mind
later, meaning they could renounce at Probate
stage if the executors are not altered in the will.
It has never been more vital for your
clients to have their affairs in order, not only
to ensure the estate will be distributed in
accordance with your clients’ wishes as life

changes day by day, but to also give them
the peace of mind that the necessary work is
done and check off one concern from what
can be a long list.
APS Legal & Associates offer technical
training through face-to-face workshops,
conferences and webinars, and business
support to over 570 associates. We complete
document drafting for both wills and powers
of attorneys in-house for our associates, who
benefit from full cover under our PI insurance.

Our full suite of will writing, estate
planning, and indeed probate
services are offered to help our
associates maintain and enjoy
enhanced professional relationships
with their clients. For further
information, please do not hesitate
to contact us on 01909 531751 or
c.faulkner@aps-legal.co.uk.
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UPDATE ON THE INCREASE IN
THE LIFETIME ALLOWANCE
M a r t i n Ha g g a r t
Te c h n i c a l D e v e l o p m e n t M a n a g e r
Aegon

The standard lifetime allowance (SLA) sets a limit on the
amount of pension benefits that can be paid to or in respect
of an individual, by way of lump sums or retirement
income, without triggering an additional tax charge.
The base-level SLA has increased on an annual basis
since 6 April 2018 in line with the percentage increase
(if any) in the Consumer Prices Index (CPI) over the
year ending in the September immediately before the
beginning of the tax year in question, with an element
of rounding up. Based on the 1.7% increase in CPI in
the year to September 2019, it’s expected the SLA will
grow to £1.073 million on 6 April 2020 (or possibly
£1.075 million if the Government again chooses to
round up to the next multiple of £5000, as it did for
tax year 2019/20). The increase will be confirmed in a
Budget and a statutory instrument issued to bring it
into force from 6 April 2020.
While the yearly increases may appear to be token
amounts, any rise to the base-level SLA should be
welcomed after a series of reductions from April 2012,
and complex transitional rules introduced each time to
protect existing benefits. Even a small increase provides
a number of advice issues that should be discussed
with clients who may be affected. Take a look at the
following examples:
Existing protection

With seven different forms of SLA protection currently
in existence, it’s easy to see why there’s confusion. It’s
vital to have a clear understanding of the rules applying
as the risks of not registering for protection when
eligible, or in losing existing protection, can be very
serious. We’ve summarised the full range of protections
available since 6 April 2006 in our fund protection
summary.
Visit
www.aegon.co.uk/support/faq/
pension-technical/fund-protection-summary-faq.html
The HMRC look-up service for scheme administrators
means that clients claiming to have one or more of
the protections will be asked to supply details of
their protection notification number and scheme
administrator reference at the point of benefit
crystallisation (or earlier), to allow scheme administrators
to check their current protection status. Visit www.
tax.service.gov.uk/protect-your-lifetime-allowance/
psalookup/scheme-administrator-reference
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Not yet registered for Fixed protection 2016 (FP16) or
Individual protection 2016 (IP16)

With no registration deadline for FP16 or IP16 it’s not too late for
clients to apply for protection. If eligible, registration can be done
online. Visit www.gov.uk/guidance/pension-schemes-protect-yourlifetime-allowance
As a reminder, FP16 protects an SLA of £1.25 million. This protection
is available regardless of the level of pension savings held on 5 April 2016
or currently. Any contributions paid to a defined contribution scheme,
or any benefit accrual in a defined benefit or cash balance arrangement,
on or after 6 April 2016 means that FP16 is not available (some other
protections are also affected by similar conditions).
IP16 protects an amount equal to the actual value of their pension
savings held on 5 April 2016 subject to a ceiling of £1.25 million.
This protection is only available if the total value of pension savings
held at 5 April 2016 exceeded £1 million and it can be applied for
instead of, or in addition to, some other protections. If the value of
their pension savings on 5 April 2016 did not exceed the current
base-level SLA – then it’s no longer appropriate to register for IP16.
Already FP16 or IP16 registered

Those who have already registered for FP16 are unlikely to be affected
by the increases in the short term, not until such time as the cumulative
yearly increases take the base-level SLA above £1.25 million.
Those with existing IP16 may be affected if their own protected
amount is overtaken by the new base-level SLA. Anyone with an
existing IP16 protected amount equal to or less than this amount
would see their protection fall away and instead rely on the baselevel SLA.
Taking benefits shortly

Clients who intend to take benefits in the current tax year, and who
may be affected by the SLA now or in the future, may wish to hold
off taking benefits until after 5 April 2020. This is when any benefit
crystallisation will use up a lower percentage of the available SLA
than it would if taken before then. This may mean a possible tax
charge is reduced or avoided in future.
Pension commencement lump sums (PCLS)

For some clients, delaying taking benefits until after 5 April 2020
may potentially mean that a higher tax-free lump sum is available,
as the maximum 25% PCLS will apply against a higher base level
SLA.
For others, an increase in the base level SLA may see their overall
PCLS fall. For example, those who have a scheme-specific PCLS use
a special formula to calculate their overall PCLS that includes an
amount attributed to the ‘post-5 April 2006’ fund. The formula uses
the movement in the base-level SLA to place a current value on the
fund at 5 April 2006 to subtract from the final fund. An increase in
the base-level SLA on 6 April 2020 will mean a smaller post-5 April
2006 fund and therefore a smaller PCLS overall. Clients who may be
affected will need help to work out if it’s advisable to take their PCLS
before 6 April 2020 – if eligible to do so.

EVEN A SMALL INCREASE PROVIDES
A NUMBER OF ADVICE ISSUES THAT
SHOULD BE DISCUSSED WITH CLIENTS
WHO MAY BE AFFECTED.
Over lifetime allowance regardless

For those with uncrystallised pension funds that will inevitably be over
their SLA at some point regardless of annual increases in the base level
– there are a number of different strategies available to mitigate the SLA
charge. Clients that are currently able to take benefits will want to know
if they should crystallise benefits now and pay the SLA charge up front
or delay this until later – possibly as late as age 75. If benefits are to be
taken now, clients will need to know if it’s in their best interests to take
any amounts over the SLA by way of a lump sum or taxable income.
Death benefits

Clients also need to remember that if they die before age 75 the
value of their uncrystallised funds will be tested against their
available SLA and that tax charges will apply to their beneficiaries
on any excess benefits depending on how they’re taken.
There may be an opportunity for the beneficiaries to take benefits
from any uncrystallised funds that are over the SLA as income rather
than lump sum in order to reduce the overall tax payable. Also, for
those who are or might be affected by the SLA, there could be an
opportunity to consider other methods of providing life cover outside
of the registered pension scheme environment. For example, under
the relevant life provisions, for maximum tax efficiency.
The information in this article is based on our understanding of
current taxation law and HM Revenue and Customs (HMRC) practice,
which may change. The tax treatment depends on the individual
circumstances of each client and may be subject to change in future.

Lifetime allowance already exhausted

Those who have crystallised their pension benefits and have already
exhausted their full SLA will be unaffected by the further increase
in the base-level SLA from 6 April 2020. If they have zero percent
remaining, it doesn’t matter what level the base-level SLA grows to
in future (unless more fundamental changes to the pension rules are
made). Having said that, many of these clients will still need help
in taking any remaining pension benefits in the most tax efficient
manner, protecting their overall wealth and inheritance tax planning.

At Aegon, we’re passionate about encouraging people
to seek advice to prepare for their financial future.
If you’ve not visited our Advice Makes Sense hub
yet, check it out - it’s loaded with great resources to
help you navigate the latest industry changes and
developments and support your client conversations.
Visit aegon.co.uk/advice-makes-sense
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Discover our handpicked
range of referral solutions,
specially selected
just for you!
Now available in the SimplyRefer store –
your one-stop-shop
for all your clients’ referral needs.

THE IMPORTANCE OF
OFFERING TAILORED
RETIREMENT ADVICE
A n d re w Tu l l y
Te c h n i c a l D i r e c t o r
Canada Life

Not so long ago, the biggest risk facing clients was losing their
hard-earned savings in the run up to retirement because of some
careless, or unlucky, investment decisions. But now there’s a new
threat at large – people are at increased risk of running out of
money in retirement. And with the rise in popularity of flexi-access
drawdown, the problem is becoming more acute.
The FCA’s expectations of retirement advice

This is quite a departure from where we were less than five years ago,
and it has given rise to a plethora of challenges for advisers and their
retirement advice process. In its Product Intervention and Product
Governance Sourcebook (PROD) issued in January 2018, the FCA
clearly laid down its expectations. In short, you must be abreast of
the full range of product options, and provide a detailed, tailored
recommendation report for every client with regular reviews thereafter.

NOW THERE’S A NEW THREAT
AT LARGE – PEOPLE ARE AT
INCREASED RISK OF RUNNING
OUT OF MONEY IN RETIREMENT.
Why developing a CRP could be the answer

We’re increasingly hearing calls for advisers to develop a Centralised
Retirement Proposition (CRP) to sit alongside their Centralised
Investment Proposition (CIP). In short, a CRP can offer a
framework that helps you manage the various interrelated risks of
giving retirement advice, while helping you address the issues your
clients face as they enter retirement. These include:

understanding of your client’s capacity for loss that should underpin
the investment strategy.
3. Assess if they are, or could become, a vulnerable client

Vulnerability comes in many different forms, and spares no-one. It
could relate to your client’s health, certain life events (such as divorce),
how resilient their finances are to unexpected losses, or even their level
of financial knowledge. By assessing your clients against each of the
FCA’s drivers of vulnerability – both at outset and at their regular
reviews – you can ensure your advice is tailored accordingly.
4. Ensure your recommendations are cost appropriate

All costs should be clearly documented and included within any
income modelling. You must ensure your client fully understands the
costs involved and the impact they will have on their future income.
5. Offer regular income reviews

Every individual in retirement has evolving needs. These needs can
change gradually over time, or they could change in an instant.
Offering regular reviews could be beneficial for them, and you.
Working together

Never has it been so important for advisers and product
manufacturers to work together in partnership. We can help you
construct your CRP, as well as provide as much product and
marketing support as you need – not just around our products, but
for the range of products on the market. It’s in all our interests that
advisers are well-equipped to help their clients achieve a sustainable
retirement income, with as little risk as possible for all concerned.

1. Managing expectations on how much income your
client can expect

By modelling the amount of income a client can reasonably expect to
take to around age 100, you can manage their expectations and flag
any gaps or surpluses that exist. While it’s impossible to predict the
future, you can also factor in likely future events, such as paying for
a wedding or university fees, and allow for any unexpected expenses.

For more information, please visit SimplyRefer
under ‘Your Proposition’ on the website.

2. Help them understand their capacity for loss

By modelling different scenarios whereby clients lose a percentage
of their fund through poor investment performance, you can
help them better understand the amount of risk they NEED to
take, rather than the amount of risk they WANT to take. It’s this

If you'd like to get in touch with us,
you can call us on 0800 912 9945.
To find out more about retirement solutions from
Canada Life visit canadalife.co.uk/adviser/retirement
Canada Life Limited, registered in England no. 973271. Registered office: Canada Life
Place, Potters Bar, Hertfordshire EN6 5BA. Telephone: 0345 6060708 Fax: 01707 646088
www.canadalife.co.uk
Member of the Association of British Insurers. Canada Life Limited is authorised by the
Prudential Regulation Authority and regulated by the Financial Conduct Authority and the
Prudential Regulation Authority.
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Mike Rosevear
Later Life Specialist
R a i n b i r d I FA L t d
We offer two clear approaches

HOW DO ADVISERS WHO
ARE NON-SPECIALISTS
APPROACH CARE NEEDS?
An Adviser Today exclusive, Jacqueline Berry, Director at My Care Consultant
and Mike Rosevear, Later Life Specialist at Rainbird IFA Ltd, explain how and
why advisers should be approaching client care needs and give insight into
the support they can provide.

It’s understandable why many advisers are reluctant to move
towards offering clients care advice as it’s such a vast and
complex business area which most have little to no experience
in. However, with an ageing population and a growing need for
advice in this area, advisers can help meet this demand and offer
sound solutions for their clients and their relatives.

able to refer on to preferred specialists where necessary, they will
increasingly become the trusted “go to” source of advice for their
clients. Understanding how investments, care planning, equity
release, mortgages and pensions all interlink is crucial in being able
to offer an attractive, comprehensive proposition to clients, securing
best consumer outcomes, and mitigating against risk.

With 30 years’ experience as an IFA, my interest in later life
issues began in 2004 by helping a family member who at the
time was having problems with the Local Authority. Since then
it has become more of a passion.

Full Advice Approach
The Full Advice Approach covers all aspects of work, such as care
fee planning, inheritance tax planning and investment advice,
and advice to clients who simply want to know their options for
various potential scenarios.
This may include State and Local Authority benefits entitlements
such as Attendance Allowance, NHS Continuing Healthcare
eligibility and any likely impacts on capital or income. This will
involve face-to-face meetings with clients/families in the most
suitable environment.

Service Based Approach
The Service Based Approach is working with clients and families,
often where mum or dad may be described as potentially
vulnerable. This service provides peace of mind and family
reassurance that financial matters are in order and suitable.
Examples are;
• Checking all insurances are correct and suitable. Sometimes,
people have doubled up on house and contents insurances
as they have replied to mailings in the post. Or, accepted
renewals from existing insurance providers that are hugely
overpriced.

Ensemble advice

Ja c q u e l i n e B e r r y
D i re c t o r
My C a re C o n s u l t a n t
From silo to ensemble advice models

The need for retirement advice is growing and changing.
Increasing numbers of those reaching retirement now face
ongoing decisions about how to manage their income and
assets over a longer period and are having to deal with different
demands when compared to previous generations. Non-specialist
advisers will increasingly find themselves with clients who need
to know the best way to pay for care, either for themselves or for a
loved one, while still managing the bigger picture of their whole
financial position.

Offering clients one point of entry will set you apart
If an adviser can identify and understand the various issues people
face, offering in-house solutions where appropriate and being
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Adopting an ensemble approach means working hand in hand with a
carefully curated panel of specialists. If they’re well cared for by your
recommended specialists, your clients’ loyalty to you and your brand
will deepen (and spread by word of mouth).
Developing the appropriate soft skills will become increasingly
important, as will developing some knowledge and awareness in
respect of growth advice areas like care. This is one of the reasons
that we are seeing a growing demand for our online support tool for
financial advisers, Care Box.

Checking wills and Power of Attorneys are indeed completed.
Summary of direct debit and standing orders. An elderly client
(age 90) was paying a well-known service provider £143 per
month for TV package/ Broadband/ line. Closer examination
revealed some services were never used and a loyalty discount
could apply. One telephone call later, the individual saved close
to £500 per annum.

Holistic Approach
Having made several helpful allies in the last 30 years, I work
closely with both legal firms and accountants. This ensures a
holistic approach can be taken to cover all aspects including legal
matters like Powers of Attorneys and specialist tax advice.
In the South West I have local knowledge in the following;
• care and residential homes
• private care providers at home
• Local Authority processes
• involvement with social care workers and memory advisers.
I welcome working in these areas with clients and their families.
I always strive to provide an open, honest, caring and patient
approach. The ethos of SOLLA is so important to a generation
that I feel need and deserve more help, guidance and advice.

Find out more
Rainbird IFA Ltd is a part of the SimplyCare Programme’s expert
referral panel. Should your clients require advice, you can refer
them to one of our dedicated specialist consultant who will assess
their situation and either pass the client back to you if no advice
is needed or will refer on to one of our specialist partners who
will provide the necessary advice, ensuring the best outcome for
your valued clients.

Find out more
My Care Consultant is one of the new breeds of ‘care navigators’
whose purpose is to help those in need of care, their family, carers or
legal representatives, to find quick, accurate answers to questions that
arise when someone needs care.
My Care Consultant will provide your clients with a free, no
obligation 15-minute telephone consultation to address some of these
issues. If no further advice is required, the client will be passed back
to you, however, if further support in needed, My Care Consultant
will provide additional guidance.
You can access My Care Consultant and Care Box through the
SimplyBiz Care Programme.

•
•

THE ETHOS OF SOLLA IS SO
IMPORTANT TO A GENERATION THAT
I FEEL NEED AND DESERVE MORE
HELP, GUIDANCE AND ADVICE.

Find out more about SimplyCare and the
support available to you and your clients by
visiting the Member website.
I S S U E 1 3 SPRING | 5 7

I NVE ST ME N TS

NEW Exit and Acquisition support from

Our Expertise
Your Future

Introducing a new service from The SimplyBiz Group
designed to bring exiting and acquiring businesses together.
For a sustainable future for all.

Looking to buy
a business?

WHEN
MATHS
DOESN’T
ADD UP
How too much cool, rational
logic can be problematic and
that sometimes what seems
logical from one perspective, is
bonkers from a different one.

S i m o n Ev a n - C o o k
S e n i o r In v e s t m e n t M a n a g e r
Pr e m i e r M i t o n

Mathematics is the natural home of the rationalist. But overlysimple mathematical logic can come a cropper in the real world, and
it’s useful for investors to be able to spot such episodes.
One example is the contention that 1x10 ≠ 10x1.
Think recruitment. One person hiring ten people is not the same
as ten people each hiring one person. When one person makes
one hire, they are unlikely to take risk. This usually means hiring
someone similar to themselves. But one person hiring ten people?
There’s a much greater likelihood that they take on some radically
different people.
This reminded me of a recent fund selection conundrum. In
portfolios where we had a high Japanese weighting, we used four
‘satellite’ funds – all different from one another and to the market.
But for other mandates, we could only justify one fund pick. We
weren’t prepared to risk buying one ‘satellite’ fund, so we went with
a ‘core’ fund that looked and acted like the market.
The combination of our four ‘satellite’ picks comfortably beats
the ‘sensible’ fund as shown below. We have long since opted for
multiple ‘satellite’ selections across all of our mandates.

We can help you to find the right business
and ensure there are no unwanted
surprises along the way.

To find out more, visit the Member website

Data source: FE Analytics, 04.02.2013 – 16.10.2019.

There is a growing ‘rationalism’ driving investors to buy either a
market tracker, or core fund that acts like the market. This flow
of assets affects real-world stock prices, and therefore has the selffulfilling impact of making those rational ‘core’ funds perform
well, at the expense of peripheral selections. But those flows have no
impact on the real-world profits of the underlying stocks.
Eventually the dispersion between the poor value of the popular
core and attractive value of the neglected periphery will become too
high to miss, so money will start flowing back the other way.

For more information, please visit
premiermiton.com, contact our
Business Development team on 0333 456 9033
or email info@premiermiton.com
IMPORTANT INFORMATION: For information purposes and only to be issued to financial
intermediaries. It is not for circulation to retail clients. It expresses the opinion of the author and
does not constitute advice. Reference to any particular stock does not constitute a recommendation
to buy or sell a stock. Persons who do not have professional experience in matters relating to
investments should always speak with a financial adviser before making an investment decision. For
your protection, calls may be monitored and recorded for training and quality assurance purposes.
Issued by Premier Miton Investors. Premier Portfolio Managers Limited is registered in England
no. 01235867. Premier Fund Managers Limited is registered in England no. 02274227. Miton
Asset Management Limited is registered in England no. 01949322. Miton Trust Managers
Limited is registered in England no. 04569694. All these companies are authorised and regulated
by the Financial Conduct Authority and are members of the ‘Premier Miton Investors’ marketing
group and subsidiaries of Premier Miton Group plc (registered in England no. 06306664).
Registered office for Premier Portfolio Managers Limited, Premier Fund Managers Limited and
Premier Miton Group plc: Eastgate Court, High Street, Guildford, Surrey GU1 3DE. Registered
office for Miton Asset Management Limited and Miton Trust Managers Limited: 6th Floor,
Paternoster House, 65 St. Paul’s Churchyard, London EC4M 8AB.
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something of a problem for advisers in answering these questions
for three reasons:
1. The planning technology does not allow for a specific income
optimised plan
2. The risk profiling process is often built on, and driven by,
underlying assumptions based on market growth, whilst the
assumptions used to optimise for income should be very different
3. The asset allocation process is often rudimentary in nature,
blending assumptions about asset class returns, asset class
volatility and correlation between asset classes into a simple
volatility constrained set of profiles
So, what should advisers look for in the advice technology and the
optimised strategic asset allocations that can power a truly client
centric advice process?
Planning for growth should be different from
planning for income
When assessing a customer’s requirements for growing their money,
the focus is all on risk and reward over the long run. Work out
the time horizon the client is investing over, ascertain how much
downside they are willing to accept in order to generate returns,
and build a plan designed to operate within that “plume of doubt”.
However, if a client has a pot of money designated for providing an
income, the considerations are very different. How much income
can they sustain and for how long? When will the money run out?
How much do they want left over at the end? And how predictable
and certain do they need the income stream to be? Rather than
charting growth within the “plume of doubt”, surely the best
representation of this plan for a client is to show when they will run
out of income if they choose a certain course.

FIT FOR PURPOSE
Make sure your planning process, and the asset allocations that underpin it, are fit for the needs of
clients and the demands of the regulator

Dan Russell
Managing Director
S i m p l y B i z In v e s t m e n t S e r v i c e s

In the ‘Dear CEO’ letter that the FCA issued earlier this year to
all firms with investment advice permissions the regulator made
clear their focus on advice given to clients taking an income in
retirement. There are some key questions that advisers should be
asking themselves:
• Does my advice process deliver the right outcomes for clients
taking an income in retirement?
• How do I differentiate my investment advice service for clients
taking an income from those who are growing their assets?
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•

Do I have the technology to help me deliver my investment
advice service?

•

Is my asset allocation strategy fit for purpose, for both growth and
income clients?

For many advice firms, the bedrock of the advice process is their
risk profiling technology, which leads to a strategic asset allocation
optimised for that risk profile, from which start point they build a
plan. The prevalence of such risk-profile based planning has created

Asset Allocation Models should be robust and
dynamic, not simple and static
The key considerations in traditional, long term, growth-based
asset allocations have been the return potential of asset classes, the
volatility of asset classes and the correlation between them. However,
there are many other nuances that a truly robust, institutional grade
asset allocation process for growth would consider such as:
• the maximum drawdown of an asset class over a given time period
• the “tail value at risk” or TailVAR, a measure of the worst possible
returns of a model over a given time period
• the likelihood of real returns from an asset class over 10 years
• parameter estimation – that is, how confident in all the other
measures are you for a given asset class, as it is easier to predict
some asset classes than others.
Moreover, the model used for generating an asset allocation should
surely not be the same for each risk profile? A client at a lower risk
profile is surely more interested in preventing the worst that could
happen than a client at a higher risk profile? And isn’t a client with
higher risk appetite more concerned about the potential returns
than short-term volatility concerns? Therefore, the modelling
process should be dynamic, providing greater weight to the metrics
that most concern customers at a given level of risk.
Asset allocations for growth should differ from
those used for income
If a robust, nuanced and dynamic asset model for growth considers
metrics around long-term growth, volatility, worst case scenarios
and predictability, surely the considerations for income clients
should be different?

Rather than the total return characteristics of an asset class, the
focus should be on predictability of sustaining an income. Rather
than long term volatility, the focus should be on coverage ratio – in
other words, for every £1 of income you need in the years when your
plan doesn’t work do you get nothing or 99p? And rather than long
term (e.g. 10 year) view on TailVAR and maximum drawdown, the
focus should surely be on what is the worst that can happen in the
short term, as this assesses the all-important sequencing of returns
risk to income.
Practical Steps You Can Take
This all sound great in theory. So how does a financial advice firm
turn this into reality?
1. Check your planning tools

Make sure your financial planning software can separate growth
planning from income planning. And not just “natural income”
planning, but the ability to use unit encashment as a viable income
generating plan.
From Q2 2020, Centra will feature a specific ‘Income Drawdown’
workflow, creating income plans using unit encashment strategies.
You can find out more on the website or attend one of the many
workshops around the country.
2. Check your asset model

Make sure that the asset allocation models that power your planning
process are robust and based on an institutional grade methodology.
We have partnered with Hymans Robertson, one of the leading
global investment consultancies, to create institutional grade
asset allocations which focus clearly on customer outcomes. Our
Investment Committee produces detailed information to give you
absolute confidence in the robustness of our methodology.
Moreover, we have created a distinct asset allocation modelling
process for income, that uses very different underlying assumptions
from the growth modelling process. The customers’ needs are
different; therefore the asset allocation criteria should be different.
3. Document Your Process

Review your disclosure documents, client service proposition and
Central Investment Process (including specifically what you do
for clients taking an income in retirement). Make sure these are
consistent, easy to understand and reflect the exact process you
follow.
We have produced updated process documents, including CIP
material that encompasses a distinct approach for clients taking
an income in retirement, with use of specific income focused asset
allocations. Furthermore, our Independent Investment Committee
will continue to provide oversight and governance of the asset
allocation process for you.
Through utilising Centra, you benefit from a planning tool that taps
into the one of the most sophisticated asset allocations in the market,
providing you not only increased opportunity to achieve better client
outcomes, but also the peace of mind that your advice will remain
suitable to meet your client’s expectations of risk and return.

If you’d like to learn more about the Centra SAA
and how Centra can support your business,
call us now on 0808 124 0000 or email us at
investmentservices@simplybiz.co.uk.
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people’s desire to shrink their carbon footprint encouraging
more local sourcing of goods.
Much of the rise in populism has been driven by growing
inequality and, ultimately, this can also be found at the roots of
those two issues that have dominated markets: Brexit on the one
hand and a Donald Trump-led trade war in the other.
Looking at Brexit first, the end of last year gave us Britain’s
first Christmas General Election since 1923, and the largest
Tory majority in 25 years showed a nation firmly deciding that
getting Brexit done was the priority for the next government.
While the full ramifications of this continue to emerge, this
result did at least remove near-term uncertainty and should
give a much-needed boost to both corporate and consumer
confidence.

DÉJÀ VU ALL
OVER AGAIN?

Jo h n Hu s s e l b e e
C o - Fu n d M a n a g e r D M S Ve r b a t i m Po r t f o l i o G r o w t h Fu n d s
Ve r b a t i m

Writing investment commentaries over the last couple
of years has been a challenging task, at least for anyone
craving variety, with trade and Brexit dominant throughout
and rarely seeing any sustained progress.
With that in mind, it is refreshing to look into 2020 –
and a new decade – with recent positive developments on
both fronts, however people feel about the political agendas
driving these. Many of our peers badged up their outlook
pieces over recent weeks with some variation of ‘2020 vision’
as the title and while no one can claim a clear line of sight
into the year, the economic path certainly looks clearer
than for much of 2019 – or at least it did until President
Trump started 2020 with Iran in his sights.
Before looking forward, it is worth pausing to consider
the last decade, which has been marked by a stop-start
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recovery from the global financial crisis, low growth and
low interest rates – and, mirroring the Brexit/trade inertia
of recent years, these conditions largely persist today.
The missing ingredient for the last decade has been the
reignition of inflation, which was expected to come out
of low interest rates and widespread money printing via
quantitative easing (QE), but seems to have been held in
check by globalisation as well as technology in various
disruptive forms.
More recently, there are signs the broad globalisation
trend is in reverse, whether via protectionist policies or the
rise in populism around the world, and it remains to be
seen whether this is enough to unleash greater inflationary
forces over the course of the 2020s. We would also cite the
growing ESG drive as a potential pressure on inflation, with

IT IS HARD TO LOOK BEYOND TRADE
AS THE KEY FOR MARKETS THIS
YEAR, WITH DEALS BETWEEN THE
US AND CHINA AND THE UK AND EU
LIKELY TO DOMINATE SENTIMENT
With Labour in the doldrums and a new leader facing a long
road to recovery, Boris Johnson looks to have a clear run as he
moves into the second phase of negotiations, including striking
a new trade agreement with the EU.
Johnson himself appeared surprised to have won so many
apparently ‘safe Labour’ seats in the North and now faces the
challenge of uniting the country and giving something back to
people who supported him, however reluctantly – perhaps on
both sides. We would hope to see that come through in the form
of fiscal spending and given the dominant role of the NHS in
UK political debate, it will be important this money is used in
the ‘right’ places.
Looking through the immediate relief rally in markets,
we should acknowledge a hard Brexit remains among the
possibilities and some uncertainty will remain until deals are
struck: if a trade deal is not agreed before the end 2020 deadline,
the government has pledged not to extend the transition period
any further so we could see volatility return.
Moving across the Atlantic, December finally gave us a
significant move forward in the near two-year trade war between
the US and China, with both sides agreeing to a phase one deal.
This saw the US pledge to cut back some of the existing tariffs on
Chinese goods and cancel a further round of charges due to be
implemented on 15 December. In return, China has committed
to buying more US agriculture products and strengthen laws
protecting foreign companies operating there.
Phase two discussions remain ongoing and this move was
clearly designed to give Trump a significant positive to take
into campaigning, particularly with the impeachment inquiry
finally confirmed in December.
Electioneering has begun in earnest and politicians are keen
to get their vote-winning policies front and centre. Trump has
handed large sums of money to the corporate sector during his
tenure and that has obviously been reflected in higher share
prices – but his unpredictability should not be underestimated,
and we may well see another bout of attacks on America’s tech

giants and possible pledges of anti-trust legislation.
It will also be fascinating to see how the Federal Reserve and
other central banks conduct themselves against this backdrop:
more Fed cuts are expected but how will the Bank react to
inevitable hectoring from the White House as election pressure
ramps up?
Trump obviously remains a hugely controversial figure and
while we are among the many troubled by his tactics, his
efforts have proved market-friendly overall. We are all used to
a world of political niceties but in an era of all-encompassing
social media, we will perhaps have to get used to this kind of
Trumpean gunboat diplomacy – albeit of the keyboard warrior
variety.
Just as a Labour victory in the UK would have seen largescale unwinding of Tory policies, a Democrat victory in the
US would bring wholesale change, not least a reattribution of
money away from corporates and towards consumers.
Ultimately, we continue to favour equities and hold to
our view that while recession fears are understandable, too
many powerful people have too much to lose from economic
downturn. As we have seen, the current inhabitant of 1600
Pennsylvania Avenue will stop at nothing to continue the
market expansion for which he claims credit and has great
bullying, badgering and baiting powers in his arsenal.
In terms of our portfolios, the asset allocation call is a clear
one: maintain an underweight to US equities and buy pretty
much any other markets, primarily on valuation grounds.
We continue to favour Asia and emerging markets long-term
but it is fair to say that ongoing market noise has obscured
the long-term fundamentals where it comes to this part of
the world: overall, they tend to perform best when the global
economy is growing and the oil price and dollar are weak
– and recent events in the Middle East will clearly have an
impact on the former.
Bonds also maintain significant diversification benefits and
with the US expected to keep cutting rates and QE policies
returning to the fore, we see plenty of fuel left in this asset class.
As ever, we always stress that our crystal ball is no clearer
than anyone else’s, but it is hard to look beyond trade as the key
for markets this year, with deals between the US and China
and the UK and EU likely to dominate sentiment – perhaps
alongside ongoing fallout from the Iran situation. So perhaps a
case of déjà vu all over again, after all.

To find out more about how our investment
solutions can support your proposition then
visit www.verbatimassetmanagement.co.uk
or contact us on 0808 12 40 007.
The value of investments and any income from them can go down as well as up and
is not guaranteed. Your clients could get back less than they originally invested. Past
performance is not a guide to future performance. The portfolios' investments are subject
to normal fluctuations and other risks inherent when investing in securities. Verbatim
Asset Management has taken due care and attention in preparing this document, which
is solely for the use of professional advisers. Verbatim cannot be held responsible for any
inaccuracies arising out of information detailed within and will not accept liability for any
loss arising out of or in connection with its use. This article is for information only and
should not be deemed as advice.
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The regulator and platform due diligence
The FCA’s position on due diligence is clear. It centres around
how the platforms advisers choose to work with meet the
suitability requirements of their client segments to clearly benefit
the client.
Firms must complete a due diligence exercise for each of their
client segments and should actively challenge their existing preferred
platform, even if this means adopting a new platform for each client
segment. The FCA wants firms to carry out objective assessments
with robust systems and controls in place to be effective and make
sure they get the very best outcomes for their clients.
There are nine key areas of focus that the FCA has identified
that advisers should consider when carrying out platform due
diligence: the provider; functionality; asset classes; charges;
tools; accessibility; range of funds; tax wrappers, terms and
conditions; and support services. We’ve condensed these nine
areas into six key themes to help firms prioritise the areas that are
most important to the delivery of their client proposition when
completing thorough due diligence.
For each theme, there’s a series of questions that platforms
should be asked today to make sure the proposition is capable of
delivering outstanding financial outcomes for clients now and in
the future. This approach also satisfies the FCA that the firm has
taken a robust, measured approach to choosing the most suitable
platform (or platforms) to suit the financial needs of each of their
client segments.
Areas of focus to consider
Client proposition

Choosing a platform that can support advisers in delivering
a tailored investment solution for their clients is vital. A
comprehensive suite of tax wrappers and wide range of
investment options is important to offer the right amount of
flexibility, to help advisers manage their clients’ portfolios
without compromise. While pricing is important, adviser firms
should look for ‘value’ when it comes to a platform.
Business model

ARE YOU CONFIDENT
YOU ARE ON THE RIGHT
PLATFORM?
Platform due diligence continues to mature and evolve for advice firms, especially
as we see regulation increase in the form of Mifid II, PROD rules and the FCA’s
Investment Platform Market Study.
To help drive better outcomes for clients, the onus has been placed on adviser firms
to evidence the suitability of their platforms, which can be a time-consuming and
resource-heavy task. However, platform due diligence is a very important task and
advisers need to be confident the platforms they use are right for them.
We’ve created a range of platform due diligence tools and materials to help make
this important and onerous task much easier for you to carry out.
6 4 | A DV I S E R T O D A Y

The platform’s business model, financial position and culture
are important considerations when carrying out due diligence.
Taking a closer look at the platform's balance sheet helps form a
picture of their commitment to the market in the longer term,
and their future aspirations for investment in the platform and
growth of the business.
As a platform will be intrinsic to an adviser’s strategic
proposition, it should integrate seamlessly into their business,
which is where culture is an equally important consideration,
alongside profitability and financial strength.
Regulatory compliance

Prior to FCA PS13/1, the onus of evidencing platform regulatory
compliance was on the platform itself. The onus is now on the
adviser firm to make sure their platform complies with the
relevant FCA rules and guidance, particularly within Cobs.
Advisers are faced with an ever-changing regulatory landscape,
with Mifid II, GDPR, PROD rules and the senior managers'
regime to name but a few changes in the past few years.
This makes it more important than ever for advisers to carry
out regular due diligence on platforms to avoid falling short of
regulatory requirements, particularly if they work with a single
platform for the majority of their client business. Advisory
firms should not use a platform unless satisfied it complies with
relevant FCA rules and guidance.

PLATFORM DUE DILIGENCE IS
A VERY IMPORTANT TASK AND
ADVISERS NEED TO BE
CONFIDENT THE PLATFORMS
THEY USE ARE RIGHT FOR THEM

Organisational resilience

With rapid advances in technology and a greater prevalence of
cybercrime, it has never been more important for advisers to
conduct regular reviews of their platform's ability to safeguard
their client's assets and data.
A combination of robust technological solutions, watertight
security policies and staff training and compliance with
regulation are vital to make sure their clients are protected.
Technology and tools

When considering technology and development while selecting
or carrying out due diligence on a platform, looking at what exists
currently isn't enough. It's important to find out the future plans
for development of the platform, including how they’re being
prioritised or whether any major infrastructure maintenance or
're-platforming' is planned.
Adviser firms should also look at the tools and features on the
platform and whether these have been designed to help them
create the most suitable financial outcomes for their clients.
Service and support

Service and support doesn’t end at the day-to-day support advisers
and their clients should expect as standard. It should also include
a more holistic approach to practice development and technical
expertise to help them create better client outcomes and grow
their business.
How can we help?
We’ve developed a range of platform due diligence tools and
materials to help advisers prioritise the areas of due diligence
which are most important for the successful delivery of their
client proposition. The support has been designed to help
advisers develop a consistent and streamlined approach for all
the platforms they're considering.
Our interactive due diligence report builder allows users to
quickly and efficiently generate a personalised report on how
Nucleus can support their client proposition. The tool includes
frequently asked questions under the six key areas the FCA
expects you to prioritise to meet the financial needs of your client
segments.
We’ve also created web content providing information and
hints and tips, along with a simple guide on the importance of
due diligence to adviser firms and how we meet the requirements
of the regulator.

Check out our website now
https://nucleusfinancial.com/due-diligence
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SimplyBiz have been so helpful with implementation, holding not
only seminars, workshops, telephone-based support and email
support, but also most recently the surgeries that they’ve introduced.
You can screen share with them and go through any details on
actual cases, which is what it’s all about at the end of the day, with
somebody from the Centra team.”
– Tony Ransom, Director,
Antony Ransom IFA Ltd

MY CENTRA STORY
Real advisers, real experiences

“We chose to implement Centra because it is a complete endto-end system. It works well for us because you can do your
research, planning and integration all the way through to your
recommendation and suitability – there are very few systems
out there that allow you to do that.”
Chris Wilder, Managing Director, 1FS

Centra was designed and developed by advisers, for advisers, to deliver a best in bread
technology solution that created real time saving efficiencies in your advice process, reducing
the administrative burden placed on you, while also saving you money by combining several
tools into one.
Now, with 3,500 firms using Centra, our commitment is still the same as when we launched
as we work closely with these advisers to ensure we continue to meet their needs.
The My Centra Story series is available in SISPatch and brings you real experiences from
advisers who have already adopted Centra and stated benefiting from this market leading
financial planning tool.

When Centra launched we were in the process of working
with the SimplyBiz Investment Services consultancy team
to build our Centralised Investment Process (CIP). It made
sense to us to build our CIP within the new Centra system
– the two processes worked well together and went hand in
hand throughout our business development.
It was also beneficial for us that Centra linked into Intelligent
Office (our back-end office software). This integration meant
we could conduct business in an efficient manner, and it
ensured everyone on a team was on the same page using the
same investment process.”
– Alasdair Coutts-Britton, Managing Director, JNH
Wealth Management Limited
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We were drawn to the possibility of combining risk
profilers, fund and product research, suitability
report writing and pre-population of plans in IO.
Our aim was to speed up the overall process, link
to our IO back office system and provide a reliable,
credible audit trail.
“Defaqto is a reputable company and was one
of the pioneers in research tool technology, so
the combination of Defaqto and SimplyBiz was
appealing to the team.
“Centra is standardising our reports, presenting
different solutions in a similar style, while providing a
consistent audit trail. As our staff gain experience of
the system, the time savings becomes more evident.
“We believe the greatest value to the business will
be annual reviews. Centra will reduce considerably
the time taken to construct these annual reports and
improve content.”
– Ian Brough, Research Manager, CHN Financial
Consultancy

How to get started. Centra is available to all
SimplyBiz Group Members who can access up to five
complimentary licences. For more information, speak
to the SimplyBiz Investment Services team on 0800 124
0000 or email us at investmentservices@simplybiz.co.uk
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ARE YOU FINDING
THE OPPORTUNITIES
AT YOUR FINGERTIPS?
Martin Reynolds
CEO
SimplyBiz Mortgages

If you are an adviser involved in the provision of home
purchase solutions, you are likely to have been sourcing,
or been asked to secure, longer fixed-term rates for
your clients. You are also probably aware that this is
resulting in a potential storm on the horizon when it
comes to revisiting your client bank to establish another
competitive deal for your client and again taking a fee.
What traditionally had been a two-year rolling
client mortgage period, has now extended into a fiveyear scenario, which means that it is now imperative
that you remain in contact with your client bank,
retaining regular touchpoints on matters other than
their mortgage, to replace fee income with another
earning mechanism. This becomes all the more
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important when you factor in the current state of play
in mortgage provision, where a significant percentage,
as much as 60%, of product transfers are now not
carried out by the original broker who sourced the
initial mortgage. What appears to be happening here is
that, for a variety of reasons, brokers are ‘losing’ their
clients, not just to the lenders they were introduced to,
but also other brokers. Whilst this can be for a number
of reasons, one of the key ones in respect of lenders,
will be that they have a much better IT infrastructure
than a broker, as well as teams of specialists constantly
analysing their borrower database to try to ensure that
they retain as many as possible as, as you will know
only too well yourself, it is significantly more costly

to find a new client than it is to retain an existing one. However,
this begs the question; why are clients using a new broker so often?
Is it simply down to service and value? We are keen to work with
brokers to redress this imbalance and bring the 60% statistic back
under your control.
Let’s look at the way you manage your client bank currently and
ask some basic questions.
• How are you managing your client bank – in fact is managing the
correct word?
• Do you have systems in place to remind you of your client’s needs?
• Are you an invaluable source of information for clients? would
they return to you with queries without being prompted?
• Have you created a suitable network of services that helps make
you be indispensable and allows you to spend more time with
your clients?
Foundation income is essential in maintaining a solid cashflow,
no matter what external factors might be affecting your firm.
Diversifying your business model into areas that complement
your main service is only a good thing and certainly supports
your clients’ requirements, therefore, stopping them from going
elsewhere. It could be that you don’t want or actually need to be

involved with the supporting services, such as GI; with training,
this could become the domain of one of your office support staff.
This is equally applicable to the plethora of referral options we have
made available through SimplyRefer which, as the name implies, is
a service you don’t actually need to provide - just refer your client
on to a specialist where you can rest assured they will be looked
after and, more importantly, they will still remain your client. Your
firm can offer the proposition, but the process can be managed by
your back office staff. With GI solutions, conveyancing, surveying
services, care services, legal services and later life lending offering a
full portfolio, it can really be that easy.
If you want to take the time to develop your skills and those of
your staff further, then take time out to learn more about protection
– something I would argue underpins your work as an adviser.
General insurance is much maligned as a waste of time when clients
have access to the aggregators, but again, much like protection, is
very much focussed on protecting the here and now and providing
that stable platform from which to grow.
Have you considered branching out into commercial and/or bridging
lending? There is support available, and we will also help point you in
the right direction. Why not also take a good look at secured loans,
as when your client has taken a five-year fixed deal, there could be a
requirement to borrow additional funds within that time frame, and
there are many occasions where this type of arrangement is a better fit
than disturbing an existing financing arrangement.
Without doubt, technology is the key to creating a seamless process
that will support the services you offer. I don’t in any way mean that
it will be the portal that offers the advice to your clients, you are
decidedly too good at that to be replaced, you just need to consider
harnessing technology and sourcing tools that work for you. Tools
and technology just make the sourcing of a variety of products and
services become quick and simple and you overlay the advice and the
all-important human touch to which we all respond so positively.
SimplyBiz Mortgages has a team, specialised training and a
technology stream that can provide all the support you require.
Technology has no place in the replacement of the adviser, it simply
needs to support the adviser in finding the right product for the
client at the right time and, perhaps most importantly, at the right
price. Whether you are looking to boost an existing mortgage arm
or open-up the opportunities offered by a buoyant market, help and
support is only a call away.
If you would like to discuss the options open to you, across a
variety of systems, covering all the areas discussed above, please feel
free to let us know your plans for the future and we will look to the
various ways you can achieve that through strong product provision
and back office and sourcing technology.
If you feel that you might benefit from the support of an awardwinning mortgage club, then our door is always open. We have an
extended events programme that is very much based around broker
education and the development of the attendee as well as the firm, as
one doesn’t come without the other, and we remain true to our four
commitments which are to save you time, create opportunities, keep
your business safe and to increase your turnover. By undertaking all
of this, you’ll be best placed to stay well ahead of the competition.

To learn more about the services
provided through SimplyBiz Mortgages,
visit the website www.simplybizmortgages.co.uk
or call the team direct on 01484 439160
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HOW FAMILY INCOME
BENEFIT CAN PROVIDE
AN AFFORDABLE
PROTECTION SOLUTION
R o s s Ja c k s o n
S e n i o r Pr o t e c t i o n M a r k e t i n g M a n a g e r
Royal London Group
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We’re all familiar with one of the key barriers to people taking out
protection – affordability.
In our recent State of the Protection Nation research, this was the top reason given by
consumers for not owning life insurance (27%), critical illness (30%) or income protection
(26%).1
But protection doesn’t have to cost as much as they might think and there are a number
of options available to keep the cost down. One of those options is family income benefit.
What is family income benefit?
Family income benefit (FIB) is an inexpensive solution that helps take a load off the client’s
mind that, should the worst happen, their family would have a financial coping strategy.
Rather than paying out a lump sum on death, it pays out a regular tax-free income on death
until the end of the term (some providers like Royal London also cover earlier diagnosis of
a critical illness).
The total amount paid out by the policy depends on when the client dies. If they die in
the early years of the policy, the total payout will be more than if they die nearer the end
of the term of the policy. Because the total payout decreases over time, it’s cheaper than an
equivalent single lump-sum life insurance policy which runs for the same period.
Why use it?
FIB is a cheap and easy way for a client to provide their family with an income rather than
a lump sum if they die. It can be especially attractive for clients with young families as they
might want cover to run until their children are grown up. This income could be used to
meet everyday expenses or to pay for specific on-going expenses, such as school or university
fees. It’s not appropriate for covering a mortgage or other debts where a lump sum would
be required.
Let’s take a look at an example based on the average monthly cost of running a home in the
UK, which is £15162. Assuming half of this amount is the mortgage, we’re left with monthly
household costs of £758. Using FIB, it would cost as little as £5.78 a month for a 30-year-old
man to protect this amount for 20 years with Royal London.3 Quite a small price to pay for
extra peace of mind.
For clients that have already protected their mortgage and are looking for additional cover,
the fact that FIB pays out a regular income rather than a lump sum could also be attractive
as it helps to sidestep the issue of where the money should be invested after a successful
claim. Having to deal with a potentially large sum of money during an emotionally difficult
time can be a challenge. And should the customer decide at point of claim that a lump sum
would be more appropriate, FIB offers the option to commute the payments into a lump
sum. So it’s a flexible solution too.
FIB can also be a good solution for single parents who are renting. If they were to die, it
would provide the child’s guardian with a regular income to cover the day-to-day expenses
such as food, clothes and school supplies. It’s also ideal for someone who has become a full
time carer for their spouse or partner, as it could provide a regular income to pay for things
such as nurse home visits and utility bills.

Our Personal Menu Plan allows clients to choose to have their cover paid out
as a lump sum or regular income, so you can tailor it to suit their needs. You
can find out more on our website – adviser.royallondon.com/protection
We’ve also got marketing material specifically aimed at families in our
marketing studio – studio.royallondon.com that you can customise with
your own logo and contact details.
1
Royal London, State of the Protection Nation, June 2019
More Than, ‘Cost of running a home’ report, August 2017
3
Royal London Life Cover only quote based on male, aged 31 next birthday and non-smoker. Sum assured of £9,096
level annual income over a 20 year term. Premiums are correct as at 10 December 2019.
2
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CELEBRATING ADVISERS IN OUR COMMUNITY

As always, we’re celebrating the worthwhile, weird and wonderful ways our advisers spend their
spare time. We’ve already shone a light on some amazing charity efforts, classic car restorers,
beekeepers and stars of the stage, to name but a few.

You can catch up on all these stories by
visiting ImAnAdviser.co.uk where you can
also submit your own story to share with our
community. As a thank you for your time,
you’ll receive a £20 Amazon gift voucher if
your story is published.

Our highlights

We’re shining a light on three very different
stories in this issue of Adviser Today. We
have Trevor, our Champion motorcycle
racer, Nicola, who’s a ‘pole for fitness’
enthusiast, and three-time published author,
Shirley.
Trevor: Our very own motorcycle
Champion

Trevor and his brother had been racing
motorcycles since their teenage years but,
began competing in a side car with Trevor
as the driver and his brother as the passenger
in the 1986 season.
The pair went on to compete in several
major racing events, including the British
Championships. Fresh off the success of the
British Championships, the brothers headed
to Germany where they sky-rocketed to
victory at the Euros.
From 1987 – 2014, they held the record for
being the only English team to have won the
Euros and, to this day, are still one of only
three English teams to have won a European
round in the history of the class - something
Trevor is very proud of, saying; “Of course,
we will always be the first!”
The pair were crowned four-time British
Pairs Champions. Trevor is still involved in
the racing scene today:
“I race in and help organise a fun class
for riders who no longer compete in the
mainstream classes. It’s a new class that also
introduces new riders at an entry level along
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with keeping older riders involved. We race
all over the country and, I’m pleased to
say, it’s now the fastest growing class in the
sport.”
If that wasn’t enough, he’s also on the
committee for the 500 Side Car Association
and helps to organise and run multiple
classes for the British Championships and
the Euro Championships.
Nicola's pastime is POLES apart
from her day job

In just four years, Nicola has taken her
fitness to new heights and has achieved
level 6, which is the highest grade you can
achieve unless you’re looking to be a teacher.
To stay at the top of her game, Nicola trains
at least twice a week at the Firefly Poles in
Norwich studio and usually spends a couple
of hours at home training.

We asked Nicola what it is that drew her
to pole dancing and has kept her hooked for
four years.
“Pole for fitness really is an amazing sport
and it’s truly underrated compared to more
traditional cardio options such as running.
It really does get you in the best shape, as
you’re using every muscle in your body.
“To be able to pull yourself up a pole
and flip yourself upside down requires an
enormous amount of strength, before you
even factor in trying to make a routine look
effortless and like a dance.
“The beauty of pole is that you’d don’t
feel like you’re slogging away at an intense
work-out, as you practice different moves,
progress through different stages and put
everything together in a dance routine.
“I’ve never seen results from training at the
gym. I also find that for my mental health,

“POLE FOR FITNESS REALLY IS
AN AMAZING SPORT AND IT’S
TRULY UNDERRATED COMPARED
TO MORE TRADITIONAL CARDIO
OPTIONS SUCH AS RUNNING. IT
REALLY DOES GET YOU IN THE
BEST SHAPE, AS YOU’RE USING
EVERY MUSCLE IN YOUR BODY."
– NICOLA

it’s so beneficial. The training really tires
me out, but I also get to express myself in
routines. I wake up refreshed and ready to
take on my day in the office as a result.
“Although I’m not looking to move into
teaching, I would like to start competing.
I’m hoping to enter Heir To The Chrome
2020.”
Good luck Nicola!
Shirley tells her story on becoming
a published author
IAA: Shirley, can you tell us how this all began?
SHP: Several years ago, I was attending a
female only networking event where you
had to break off into pairs and I happened
to be paired with a writing coach. Now,
I’ve been an avid reader my whole life and I
always thought, deep down, that I’d like to
write a book, but I never really knew how or
where to start. Although, part of me thinks
that is the place to start – you need to be
a reader to be writer. So, I decided to start
working with this coach to see if I could
write my first book.
IAA: What was the first thing you did?
SHP: It was actually to come up with my
writing name. I knew I didn’t want to use
my real name in case people searching for
me online saw I was an adviser and a writer.
I didn’t want to split their focus, and have
them think I wasn’t particularly good at
either thing, so I decided to use Antonia
Abbott.
Abbott was my mother’s maiden name and,
had I been a boy, she always said she would
have called me Anthony and so I decided

to use Antonia. A happy coincidence that I
never considered is that the name appears
top of the list.
IAA: What made you leap from a single
book to a trilogy, or was that always the
plan?
SHP: I was working with my writing coach
and she said, ‘you know this really needs
to start coming to an end’ which is when
I realised I had so much more planned
for these characters. I told my coach that
I would like to write two books and she
replied that a trilogy would be better, so
that’s what I did.
IAA: There’s certainly a lot of fans who
would like to see more from this trilogy, do
you have anything planned?
SHP: I do have another instalment with
these characters half written, but at this
stage it’s not a complete book. I’ve revisited it
a few times, but it still hasn’t come together.
And, I need to revisit all my previous books
to make sure everything ties up which is
a real pet peeve I have when reading for
pleasure, if things aren’t absolutely right.
IAA: Are any of the events in your books
based on things that have happened to you,
or people you know?
SHP: When it comes to developing these
stories, I believe you must write from a place
of strength and so, for this trilogy, I know
the geographical area very well and that was
a big influence. And, if I were to step out
in another direction, it would need to be
grounded somewhat in reality.
Some of my characters have holidayed
where my husband and I have been. In fact,

one year there was a fire where we were
staying and that made its way into the book
– it was very dramatic, and I was confident
in writing it as I’d already lived through it.
IAA: How does it feel being a published
author?
SHP: I absolutely knew I had to be
published. I didn’t want to self-publish
which I know a lot of people do, as any fool
can publish absolutely anything. Truth
be told, I’m not even sure how to go about
doing that or how expensive it would be.
Being published for me feels like an
achievement and it shows that someone
believes in my work. Really, having a writing
coach was as much about having someone
believe in me as it was going through the
process of developing the plots, which were
all written without input from anyone else.
Best of luck with your new book, Shirley!
Do you have a story to share?

If you have a story to share, we’d love to
hear from you. Visit ImAnAdviser.co.uk
where you can submit your story. Every
story we share will receive a £20 Amazon
gift voucher as a thank you for your time.

We are very keen to hear your
story and all those featured will
win a £20 Amazon voucher.
To see your story featured
on I'm an Adviser, send it to
imanadviser@simplybiz.co.uk
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I think our brand is very clear, and our business really believes it and lives
it. We follow the needs of the client as expressed by the financial adviser
as closely as we can. We aim to understand and deliver to this mandate
‘verbatim’. We are consistent, we are reliable, we are transparent. We deliver
performance through rigorous portfolio design and implementation that
centres on suitable outcomes. I believe that this is ultimately what advisers
want for their clients, and in my opinion, it is the surest way to ensure
ongoing client satisfaction."
– Neil Stevens, Joint CEO, SimplyBiz Group/Executive Chairman, Verbatim Asset Management

A Decade of
Precision,
Performance
and Excellence

No one knows what is ahead of us, 2019 was a tumultuous
year and with 10 years into a bull market supported by a
wave of global liquidity, economies are in many respects
challenged. However, Verbatim is placed to weather
whatever lies ahead through its thoughtful, adviser focused
and diversified investment approach. If there can be a
solution for all seasons, Verbatim may well be it."

– Jim Roberts, Chairman of the
Independent Investment Committee

– Peter-Hugh Smith, Deputy Chairman of
the Independent Investment Committee

‘I am extremely proud to represent a business which not only delivers on
its promises, but also continuously evaluates the investment landscape and
the changing needs of advisers and their clients, ever evolving to meet those
needs. Our solutions and the results they deliver quite simply demonstrate
our dedication to meeting client expectations consistently. Our solid
portfolio performance, combined with our ongoing suitability and superior
independent investment committee, demonstrate that we have not only
stood the test of time but are a leader in the industry."
– Davinia Rogers, Sales Director

Verbatim was launched ten years ago with one simple
founding philosophy: to consistently meet the needs
and expectations of advisers and their clients.
A decade later, we can proudly state that we have not only
met this objective but continue to exceed it. We are proud to
celebrate a decade dedicated to perfecting the art of investing.
We have spent ten years refining our skills, to design and deliver
exceptional multi-asset investment solutions that are fine-tuned
for consistent performance.
As part of The SimplyBiz Group, we are able to provide an
additional layer of support and governance to our investment
solutions that is unmatched by any other asset manager. We
leverage the very best that The SimplyBiz Group has to offer,
tapping into the wealth of regulatory and investment expertise,
to design and deliver investment solutions that not only fit
seamlessly into the advice process but also provide advisers with
peace of mind in the knowledge that their advice will remain
suitable to meet their client’s performance expectations.
In addition, the Verbatim independent Investment Committee
provide governance and oversight to the management of our
investment solutions. Our Investment Committee meet regularly
to ensure that our investment solutions continue to adhere
to their mandate therefore ensuring we continue to meet our
clients’ expectations.
We are ideally positioned to provide investment solutions that
are adviser centric and continue to meet your and your clients’
expectations. When you combine our performance track record
with the support our solutions receive from both our Investment
Committee and The SimplyBiz Group, we truly deliver a market
leading proposition.

Verbatim’s motto is “Good as our word”. That
isn’t empty rhetoric, but our guiding principle.
Verbatim doesn’t promise what it can’t deliver
and delivers on what it promises. As part of the
governance team at Verbatim, I have worked,
and will continue to work, to make sure that
happens."

I am honoured to represent a brand that places honesty, transparency and
the needs of advisers and their clients at the heart of our business. At every
touch point, Verbatim delivers an adviser centric service and when coupled
with our industry ratings and solid portfolio performance, we truly deliver a
marketing leading proposition."
– Natalie Harrison, Head of Investment Marketing

To find out more about how our
investment solutions can support your
proposition then visit
www.verbatimassetmanagement.co.uk
or contact us on 0808 12 40 007.

Our philosophy is to ‘consistently meet client’s expectations’ and this is
always at the very ethos of how we manage and operate our products. With
the ever-changing regulatory requirements and increasing demands from
investors, our products are designed to fit within the advice process and
will continue to be run in accordance to a set risk profile. This ensures we
continue to meet expectations – consistently."

I am proud to represent Verbatim and its wholly independent
nature at every stage, be it creating and running the mandate,
the managers we use to run the mandate and our unfettered
approach to fund management. Ultimately our performance is
used as a measure, and this speaks for itself. Advisers have no
surprises and are able to deliver returns in line with a client’s risk
appetite, a big tick for the FCA."

– Vicki Manford, Operations Manager

– Richard Adams, Regional Sales Manager

Performance
Excellence
We are proud to celebrate a decade dedicated to
perfecting the art of investing. We have spent ten
years refining our skills, to design and deliver
exceptional multi-asset investment solutions that
are fine-tuned for consistent performance.

For more information visit:
www.verbatimassetmanagement.co.uk
or call: 0808 12 40 007
For intermediaries only

