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WEL CO M E

Ken Davy
Chairman
The SimplyBiz Group

WELCOME
Welcome to the first 2018 edition of Adviser Today.
“The more things change, the more they stay the same” is a commonly
heard phrase, but I cannot think of many circumstances when it is used more
appropriately than to describe the world of financial advisers!
Change is nothing new, but what is new is the speed, and therefore the
impact, of change.
When it comes to technology, change is happening at an astonishing rate;
so much so that my three year old grandson probably has more computing
power in his tiny video game than actually existed in the world a few decades
ago! Whilst technology can be hugely useful and can significantly enhance the
efficiencies of your business, some things will never change, and that includes
the needs of your clients.
About 18 months ago, we embarked on a series of lunches and dinners with
many of the firms we serve, to determine how we could help you be even more
successful and profitable. Without question, the overwhelming answer was
“Simplify what we do so we can spend more time with clients.” We listened, and
acted by launching a new system, Centra, about which you can read more on
page 20. As an example, you will see that the time savings and enhancements to
your processes you will gain as a result of introducing Centra to your business
will mean you will find yourself with more time and energy to spend on your
clients.
Whilst the market for financial services is changing, has changed and will
continue to change, the consumers who use and value your services haven’t
changed one iota. They still need to protect their families, save for the future,
borrow to buy their homes and everything else they needed to do last year, ten
years ago and a hundred years ago!
I hope you enjoy this edition of Adviser Today and, as always, we would
welcome your feedback and suggestions.

Kind regards,

P.S. As you may have heard, The SimplyBiz Group were named Best Support
Service Company at the recent Professional Adviser Awards. We would like to
thank each and every one of you for your support and the part you played in
helping us receive this accolade.
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

www.simplybiz.co.uk

The SimplyBiz Group
is proud to sponsor
The Armed Forces
Art Society
For more information, please visit www.afas.org.uk

Sanitised - Eve Montgomerie

WW1 Ghosts - Gary Bennett

FLASHBACK - Ed Slater
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IN YO UR CO R N ER

IN YOUR CORNER
With nearly five decades of experience in the financial services sector,
SimplyBiz Group Chairman, Ken Davy, provides a unique perspective on
the advisory landscape. In this edition of Adviser Today, Ken takes a look
back over 2017 and offers his predictions for the coming months.

Ken Davy
Chairman
The SimplyBiz Group

Although we are already a quarter of the way into the new year, this
is my first ‘In your corner’ for 2018 and I would like to briefly share
a few of my thoughts on the past twelve months with you.
Despite the temptation to focus solely on the biggest news from
2017 – Brexit - I will simply repeat my forecast at the outset of
last year, that Brexit would dominate the headlines with claim and
counter claim, arguments and missed deadlines, after which an
agreement would emerge. This of course is what happened, however,
2017 has given us much more to think about than Brexit.
FSCS: The saga continues!

First and foremost, we have at last seen some significant progress
towards resolving the absurd FSCS funding arrangements, which for
years have unfairly penalised financial advisers. In a vitally important
consultation paper, the FCA accepted the principle that product
providers should shoulder some of this burden. Unfortunately, their
suggestion that providers contribute a mere 25% of the FSCS costs
is wholly inadequate, given the providers’ ability to spot wrongdoing
at a very early stage.

‘I AM MORE CONVINCED
THAN EVER BEFORE THAT
THE CURRENT FSCS FUNDING
MODEL IS A TOTALLY ARBITRARY
AND RIDICULOUS SYSTEM,
WHICH VIRTUALLY EVERYONE
RECOGNISES IS A BROKEN
MODEL. IT MUST BE RADICALLY
CHANGED BY THE FCA WITHOUT
ANY FURTHER DELAY.’
Despite this seemingly positive step in 2017, we had barely finished
toasting the new year in before we were hit with news of another
FSCS issue; the need to raise another £24m from advisers through
an interim levy due to an increase in SIPP claims, often related to the
mis-selling of high-risk products. This additional levy highlights once
again the disgraceful injustice of the current funding method of the
FSCS. Thousands of firms who have never been involved in this type
of business or had any way of being aware of, or stopping, the firms
that have caused the losses are faced with picking up the bill!
6 | A DV I S E R T O D A Y

The regulator’s consultation into the FSCS closed at the end of
January and I very much hope you took the time to respond. At the
time of writing, the results of the consultation are not yet known,
however, I am more convinced than ever before that the current
FSCS funding model is a totally arbitrary and ridiculous system,
which virtually everyone recognises is a broken model. It must be
radically changed by the FCA without any further delay.
At what price freedom?

The second big issue of 2017 was the impact of pension freedom,
which has created some great opportunities for advice before, on,
and after retirement. Unfortunately, as I have highlighted from the
outset, it has also created significant challenges, the most serious
being transfers from defined benefit schemes. Such transfers are
fraught with danger and 2017 has seen the FCA become increasingly
concerned at this market. As happened in the 90s, we have a toxic mix
of poorly considered Government legislation, a number of greedy or
naive clients and some advisers inadequately prepared for the rigours
of advising in the new pensions environment.
Sticking with pensions, the year also saw the last Spring budget
and the first Autumn budget and, I have to say, I was astonished that
higher rate tax relief survived both. I have long believed that HRT
relief on pensions is unjustified and am at a loss to understand why it
has been allowed to continue for so long.
Regulation marches on…

Throughout 2017 regulation continued its remorseless march,
adding costs and complication into a marketplace, where financial
advisers simply want to focus their energies and expertise on helping
clients meet the challenges of dying too soon or living too long.
2018 is probably going to see more new rules and regulations hit
the financial services sector than in any previous year and an even
uglier reality is that they are arriving in a raft of different forms:
• Markets in Financial Instruments Directive II (MIFID II)
• General Data Protection Regulation (GDPR)
• Insurance Distribution Directive (IDD)
• Senior Managers and Certification Regime (SM&CR)
Clearly, space does not permit me to do more than list them here,
however it is crystal clear that unless you want to spend countless
hours of your own time on mind numbing detail, when you could,
and should, be helping clients, you need to make sure that in 2018 you
retain a reliable and comprehensive support provider. At SimplyBiz,
you may be confident that we will continue to keep you up to date
with all the important regulatory news, through Adviser Today, online

IN YOUR CO RN E R

‘I BELIEVE THERE’S PLENTY TO LOOK FORWARD TO IN THE COMING MONTHS.
DESPITE THE CHALLENGES PRESENTED BY PENSION FREEDOM, WE WILL ALSO SEE
CONTINUED AND SUBSTANTIAL OPPORTUNITIES IN THIS MARKET, WHILST BOTH THE
INVESTMENT AND MORTGAGE MARKETS ARE EXPECTED TO CONTINUE TO THRIVE.’
support and our regular Compliance and Technical Times bulletins. With the
support of over sixty members of our compliance team behind you, you are free to
focus your time on your clients.
A bright few months ahead

I believe there’s plenty to look forward to in the coming months. Despite
the challenges presented by pension freedom, we will also see continued and
substantial opportunities in this market, whilst both the investment and
mortgage markets are expected to continue to thrive. You will recall that housing
in particular was singled out for dramatic expansion in the Chancellor’s Autumn
budget, which is certain to increase mortgage demand in all its forms. I believe
we are also going to see increasing opportunities in the equity release and care
markets, as more creative solutions are developed to help clients in these vitally
important areas of need.
I firmly believe that throughout this year, the good is definitely going to far
outweigh the bad so we can all look forward to a busy, successful and prosperous
2018.

You can keep up to date
with Ken’s blogs in the
‘News’ section of the
SimplyBiz website at
www.simplybiz.co.uk
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ARE YOU
GDPR READY?
Mark Greenwood
R e g u l a t o r y Po l i c y M a n a g e r
The SimplyBiz Group
When news of the General Data Protection Regulation (GDPR)
first started to drift over from Brussels in April 2016, we all had a
lot of questions; “What will this mean for financial advisers?”, “Will
I have to look at the way I store and use my clients’ records?” and
“In reality, how different will GDPR be from the requirements of the
current Data Protection Act?”
Over the past few months the Information Commissioner’s Office
(ICO) has sent out a couple of guides, there have been numerous
articles in the press and I’ve been invited to so many GDPR
conferences that I’m now genuinely concerned about the number
of companies that seemingly hold my personal data! So, with the
implementation date of the GDPR just round the corner on the
25th of May, what questions are we asking now? Well; “What will
this mean for financial advisers?”, “Will I have to look at the way I
store and use my clients’ records?” and “In reality, how different will
GDPR be from the requirements of the current Data Protection Act?”
are still the most common queries I hear from advisers!

'THE CLIENT NEEDS TO SAY
‘YES’, AND UNDERSTAND
EXACTLY TO WHAT THEY
HAVE AGREED.’
In all seriousness, the fact that GDPR governance is led by the
ICO rather than the FCA means that we are, at the time of writing,
yet to receive any financial services specific guidance. I think
the objectives and implications of the legislation are understood
8 | A DV I S E R T O D A Y

generally by the majority of us, but there is now an urgent need to
get to grips with the dotted i’s and crossed t’s of the requirements of
GDPR and how it will affect the advice process.
So, what are the biggest things of which you need to be aware?
The advice process – initial meeting
Fair Processing Notices (sometimes referred to as ‘Privacy
Notices’), set out the information you need to provide to the client
under the new GDPR rules. This information includes:
• the identity of your firm
• the purposes for which personal information will be processed
• how long the personal data will be stored
• a description of how this information will be disclosed to third
parties.
The client needs to consent to the processing of their personal
data and that consent should be given by a clear affirmative act
which is freely given, specific, informed and unambiguous. If it’s
a written declaration, the request for consent must be presented in
a manner which is clearly distinguishable from the other matters,
in an intelligible and easily accessible form, using clear and
plain language. In other words, the client needs to say ‘yes’, and
understand exactly to what they have agreed; not saying ‘no’ is no
longer enough, if you’ll forgive me for using a triple negative.
In addition;
• Consent requires a positive opt-in – no pre-ticked boxes!
• When the processing has multiple purposes, consent should be
given for all of them individually
• The client (often referred to as the ‘data subject’) has the right
to withdraw their consent at any time

TEC HNICAL TALK

The advice process – processing business
Once you have established that your clients are happy with
the way you are using their data, then it’s time to widen your
considerations, namely;
• Is the provider / investment house being recommended GDPR
compliant?
• Do you have evidence that the provider / investment house is
GDPR compliant?
• Will the provider / investment house issue marketing to the
client?
Of course, establishing these details for every provider and
investment house would be an exhausting and constantly changing
task. Luckily, The SimplyBiz Group has undertaken this process
on your behalf and we have asked the providers with whom we
work closely to pre-complete the due diligence forms you will
need. We’re unable to complete this with every single third party,
so you will find a template due diligence document, as well as the
completed forms, in our online GDPR Hub.

'YOU WILL NEED TO
CAREFULLY CONSIDER
HOW YOU IDENTIFY THAT
THE PERSON MAKING
THE ACCESS REQUEST IS
LEGALLY ENTITLED TO
THE DATA.’
The advice process – data storage
One of the areas covered by GDPR is the way in which client data
is stored. A brief overview is below:

So, once all of the steps above have been followed, can you tick
GDPR off your to-do list and put your feet up? Sorry, no! GDPR is
an ongoing process rather than a one-time thing and, in addition,
client rights to access their records and amend the ways in which
they’ve said they’re happy for you to use their data have been
enhanced.
Client requests access to the data held by your firm:

• Under GDPR this is known as a ‘Subject Access Request’
• Previously you had 40 days to provide this and could charge
£10.00
• Now - in almost all cases - it is free and you have one month to
comply
• You will also need to carefully consider how you identify that
the person making the access request is legally entitled to
the data
Client requests their data is deleted from your records:

• The right to erasure is a fundamental part of GDPR
• A client can request that they are deleted from your records at
any point
• You can retain the data where the data is required to comply
with legal requirements or it may be required to defend a
future legal claim
Although GDPR may seem like an onerous obligation, I’m sure
you will agree that breaking the regulation down into the steps above
makes it seem much more achievable. As always, The SimplyBiz
Group is here to support you in a number of ways; the GDPR Hub
on the SimplyBiz website (read more on the next page) should be
your first port of call for essential guidance and documentation,
the compliance helpdesk is ready and waiting for your phone or
email queries and we’ll be discussing GDPR during the compliance
sessions at our upcoming events.

Storing of client data via computer:

• Staff should be allocated unique passwords for access to
computer systems, and encouraged to change their password on
a regular basis
• Back-up data which is removed from the office must be
encrypted
• Laptops should have encryption systems on them to prevent
client data being accessed by unauthorised individuals

To help you prepare for the 25 May 2018 deadline, we have
designed our GDPR Hub to provide you with a single place to
find relevant information and support relating to this important
regulatory change. Visit www.gdpr-hub.co.uk.

Paper based storage of client data:

• Building premises are alarmed and all windows should have
locks / shutters
• Advise staff to have a clear desk policy
• Ensure filing cabinets are locked when premises are unattended
• Dispose of confidential paper waste securely by shredding
As you can see, most of these data storage guidance could also
be filed under ‘common sense’, and I’ll be surprised if you are not
already adhering to most, if not all, of them already.

For more information, please don’t hesitate to contact
the compliance helpdesk on 01484 439120
or visit our GDPR Hub at www.gdpr-hub.co.uk
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The GDPR hub
is now live
The hub is designed to provide
you with a single entry point
through which to access
relevant information and
supporting documentation
relating to The General Data
Protection Regulation (GDPR).

GDPR was introduced in April 2016 by the Information Commissioner’s Office
(ICO) and, by May 2018, all UK companies must comply with this regulation.
Every company and organisation which handles personal data that would
allow a living EU individual to be identified, including in the UK before and
after Brexit, is affected.
The GDPR hub offers an array of ongoing communications, videos, coverage
at our core events, guides and more as we ramp up to support you towards
the May implementation deadline and beyond.

gdpr-hub.co.uk

TEC HNICAL TALK

PRIIPS: THE
KIDS ARE
ALRIGHT

R i c h a r d Nu t t a l l
He a d o f Po l i c y
The SimplyBiz Group
When I awoke on the morning of the 3rd of January this year, I had
a dry mouth, sweaty palms and a feeling of nausea in the pit of my
stomach. That’s right, I had a case of MiFID fever (just for the record, it
was definitely not a hangover). Would the advice sector have collapsed?
Was the world as we know it changed forever by this piece of European
legislation? In both cases, of course not. MiFID made its way over
from Europe and, whilst it does have a number of implications for
advisers, it seems so far to just be gently lapping our shores, rather than
radically altering the shape of the coastline.
One of those aforementioned implications relates to the EU
Packaged Retail and Insurance-based Investment Products (PRIIPs)
regulation, which now requires the product provider to prepare a Key
Information Document (KID) for each PRIIP manufactured. This will
change the disclosure of information to consumers and will require
intermediaries to ensure the document has been provided to clients
before a transaction is concluded.
For those investments affected, the KID replaces the KFD and KFI
requirements but you will still need to explain the document and
information within to help your clients understand the product and its
features. This means there is little to no change in your investment
process.
What is a PRIIP?
A PRIIP is a product where the amount repayable to the retail
investor is subject to fluctuations to the performance of one or more
assets which are not directly purchased by the retail investor, or which
is an insurance product that offers a maturity or surrender value
that is wholly or partially exposed, directly or indirectly, to market
fluctuations. This includes:
• Collective investment schemes (UCITS funds apply this from
31st December 2019)
• Insurance based investment products
• Structured products/deposits
• Investment trusts
• VCTs

Pensions are not within this list as they are exempt from this
legislation. You can view a full list of all products caught by the
regulation on the FCA’s website (www.FCA.org.uk)
The aims of PRIIPs
The aim of the regulation is to help retail investors compare products
and to make informed decisions, and so facilitate a single market
for PRIIPs. The document should be no more than three pages long
and must contain specific information which is presented in a predetermined sequence, under the following section titles:
• What is this product?
• What are the risks and what could I get in return?
• What happens if {name of the PRIIP manufacturer} is unable to
pay out?
• What are the costs?
• How long should I hold it and can I take the money out early?
• How can I complain?
• Other relevant information. This will include the likely effect
of facilitating a new or increased adviser charge through the
product
MiFID II & IDD
The requirements of PRIIPs will run alongside these directives, and
may require the manufacturer to produce more than one document to
the customer.

To find out more about MiFIID, PRIIPs or any other
regulatory matter, please get in touch on 01484 439120
or at policy@simplybiz.co.uk
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NAVIGATING THE
REGULATORY HIGH SEAS
2018 will see a number of key regulatory initiatives come to
fruition, some having a significant impact on our industry and your
processes. From the implementation of MiFID II back in January
to GDPR in May and The Senior Managers’ Regime later in the
year, there will be much for firms to take on board.
All in all, the financial services sector is going to be experiencing
some choppy waters as we continue to sail into 2018. However,
as always, The SimplyBiz Group will be helping to keep your tiller
steady as you navigate through the waters; guiding you clear of
regulatory riptides and shining a clarifying beacon over the next
twelve months.

'PROVIDING YOU WITH
A LIVE AND EVOLVING
TIMELINE OF ALL THINGS
REGULATORY.’
This help comes in the form of the SimplyBiz Regulatory Scanner
(www.regulatoryscanner.co.uk); a one-stop site, designed to provide
you with a live and evolving timeline of all things regulatory
throughout 2018 and beyond. The timeline provides you with
access to all the relevant documentation, articles and interactive
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content, from our in-house experts and the regulators, to ensure
you have the awareness, understanding and support to comply with
all implemented regulation.
The Regulatory Scanner aims to ensure you have the ability
to locate and view all information you need on a subject area at
just the click of a button; the timeline has been developed with
your requirements in mind. Constantly updated, the Scanner
simultaneously monitors your vessel’s bow and stern, allowing
you to keep up with both already implemented policy and what’s
coming up on the horizon.
What’s causing waves in 2018?
Although we’re only a quarter of the way into the year, it’s already
been a busy one from a compliance perspective. So, what are the
biggest issues in 2018?
MiFID II
The Markets in Financial Instruments Directive (MiFID) is the
framework of EU legislation that regulates firms which provide
services linked to ‘financial instruments’. Since the 3rd of January
this year, all firms have been subject to the new legislation.
If you intend to advise clients overseas and advise upon structured
products, you need to hold MiFID permissions. Without the proper
permissions, firms can’t advise upon these types of products, or
serve clients overseas; and remember, without the ability to advise
on structured products, you will not be classed as independent.

TEC HNICAL TALK

'ALLOWING YOU TO
KEEP UP WITH ALREADY
IMPLEMENTED POLICY
AND WHAT’S COMING UP
ON THE HORIZON.’
Compliance helpdesk
The compliance helpdesk provides comprehensive guidance
and support in relation to all things regulatory. Whether you
have investment, mortgage, protection and/or general insurance
permissions, the helpdesk has the knowledge, experience and
expertise to ensure your business is compliant.
Events
Each of our Learning and Development Events, Mortgage
Meetings and Investment Forums contains a compliance session
delivered by one of our policy gurus. These presentations cover all
the topical and relevant issues with a comprehensive overview of
how this affects your business.

GDPR
Introduced in April 2016 by the Information Commissioner’s
Office (ICO), GDPR compliance must be in place for all UK firms
by 25 May 2018. Every company and organisation that handles
personal data that would allow an individual to be identified must
fall in line with this regulation before May (for more information,
see OMGDPR on page 16).
Senior Managers’ and Certification Regime (SM&CR)
SM&CR comes into play in Q3 of 2018 and is a range of policy
changes introduced by the FCA and PRA to increase the amount
of personal accountability for individuals in the financial services
sector. These will be fairly fundamental changes, and we will be
issuing more updates in our CTT bulletins and on the Regulatory
Scanner as we have more confirmed information.
Further support…
All successful seafaring needs not only clear navigation, but also
steadying support on both port and starboard. Here’s what else you
can access through your SimplyBiz membership, to ensure clear
sailing through the regulatory waters:
Regulatory bulletins
Each week we issue our ever popular Compliance and Technical
Times email bulletin, providing timely updates, all of which are
contained within the News Hub, ensuring you never miss an issue.

Compliance visits
At SimplyBiz, our commitment is to provide a personal, proactive
and business focussed compliance consultancy service which gives
you access to additional support, including additional visits.
To provide reassurance that your house is in order, our field based
compliance team will work with you to set an agenda which meets
your needs and addresses any concerns you may have regarding your
regulatory responsibilities. Following a visit, you will be provided
with detailed feedback, outlining findings and offering guidance on
any action to be taken.
File reviews
At SimplyBiz, our commitment is to provide a personal, proactive
and business focussed compliance consultancy service which gives
you access to additional support, including file checking.
Our file checking service gives you the comfort of knowing
your files are being reviewed by qualified individuals dedicated
to delivering a quality service and reporting back to you with
appropriate management information, allowing you to monitor
your advisers and ensure you are treating your customers fairly.
Once your files have been submitted, our expert team will provide
a report containing suggestions where applicable.
Whilst we may not have all the details yet for every piece of
regulation, we want to help you not only keep afloat, but also to
conquer the high seas. Visit www.regulatoryscanner.co.uk to find
out more.

For more information, please contact the
compliance team on 01484 439120
or at compliance@simplybiz.co.uk
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A LITTLE MORE CONSULTATION,
A LITTLE LESS ACTION PLEASE
Liz Coyle
C o m p l i a n c e Po l i c y M a n a g e r
The SimplyBiz Group
From a regulation perspective, 2017 may have gone out like a lion,
but 2018 has shown no signs of coming in like a lamb! The regulator
likes to keep us on our collective toes, but the good news is we’re
seeing a continuation in the number of consultations underway,
which indicates that the FCA is genuinely interested in feedback
from advisers as it reviews new and amended policies to put in place.
To ensure you’re up to date with the hottest consultations of the
moment, you can find a summary of two of the major issues under
consultation at the moment:

‘IF YOU ARE APPROVED BY
THE FCA FOR A FUNCTION,
AND THE EQUIVALENT
ROLE EXISTS IN THE
SENIOR MANAGERS AND
CERTIFICATION REGIME,
YOU DO NOT NEED TO
APPLY FOR RE-APPROVAL.’
Senior Managers and Certification Regime (SM&CR)
Since August last year, we’ve been aware that the FCA was consulting
on the extension of the Senior Managers and Certification Regime
(SM&CR) to all FCA regulated firms. The FCA has now issued a
further Consultation Paper CP17/40 that focusses on how it will move
firms and their senior staff over to the new the regime. The FCA has
given this process the rather ominous title of ‘conversion’, and reiterated
that its aim is to make SM&CR simple, clear and proportionate.
The Consultation Paper confirms that for the majority of firms, the
FCA is planning to automatically convert Approved Persons Regime
approvals to Senior Management Functions. This means that if you
are approved by the FCA for a function, and the equivalent role exists
in the Senior Managers and Certification Regime, you do not need to
apply for re-approval. SimplyBiz has responded to this Consultation
Paper in order to try and ensure that the interests of all the firms we
serve are carefully taken into account. On publication of the Policy
Statement this summer, we will set out the full range of obligations

you must adopt. In addition, we’ll publish a range of template
documents on our website that can be personalised to reflect these
requirements. The Consultation Paper assumes that the rules will
apply to all FCA regulated firms in mid to late 2019.
Insurance Distribution Directive (IDD)
Not usually one to delay regulatory gratification, the FCA has
issued a second Policy Statement (PS17/27), with ‘near-final’ rules
covering the majority of the proposals made in Consultation Paper
(CP17/23).
The Policy Statement responds to the feedback the FCA received
to its previous Consultation Paper (CP17/23) and summarises its
approach to making:
• changes to the rules to implement the IDD requirements for life
insurance business generally, including additional requirements
related to the distribution of insurance-based investment
products (IBIPS)
• changes to the rules to implement requirements in the IDD that
apply to life and non-investment insurance business
• additional Handbook changes relating only to non-investment
insurance business, including information disclosure
requirements and the insurance product information document.
Following requests from the European Parliament and Member
States for a postponement to IDD, it was announced at the start of the
year that the IDD proposals are postponed until October this year. We
will, of course, keep you fully up to date on any further news.

For more information, please don’t hesitate to get in
touch on 01484 439120 or at policy@simplybiz.co.uk
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EYEING RETURNS FROM
SUSTAINABLE INVESTMENT

Adviser Today spoke to Peter Michaelis, Head
of Sustainable Investment at Liontrust, to
find out why there is growing interest in, and
demand for, sustainable investment and how
it is possible to generate strong returns over
the long term while meeting investors’ values.

Tu r n o v e r t o r e a d o u r e x c l u s i v e
interview in full.
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Pe t e r M i c h a e l i s
He a d o f S u s t a i n a b l e In v e s t m e n t
Liontrust
Peter Michaelis transferred to Liontrust in April 2017. Previously he was Head
of Investment at Alliance Trust Investments. In 2001, he joined Aviva Investors,
where he was promoted to Head of Sustainable and Responsible Investment
in 2005. Peter has been lead fund manager on both the Sustainable Future
(SF) Managed and SF UK Growth funds since April 2005, and the UK Ethical
fund since May 2001. He is co-fund manager on SF Pan European, SF
European Growth, SF Global and SF Absolute Growth funds. Peter is also
responsible for managing the relationship with the Advisory Committee.

Sustainable investment and
ESG are attracting an increasing
amount of attention, including
across the media. Why is this?
There are a number of factors driving
the growing interest in, and demand for,
sustainable investment, both in the UK and
internationally. The first, is the fact that
sustainability is an increasingly important
theme for consumers. For example, they
want what they wear, eat and drive to both
benefit themselves and have a positive
impact on the world around them. In the
food and clothing industries, sustainability
is becoming synonymous with quality (and
so it goes in investment).
Given this, we believe that interest in,
and demand for, sustainable investment
will only continue to grow, and not just
from millennials, as consumers expect the
companies they use to be socially responsible.
This expectation is fundamentally changing
businesses, from high street retailers to
industrials and even commodity producers.
There are two factors other than consumer
pressure that are driving more sustainable
and responsible corporate behaviour. The
first is basic financial sense: regulations
and legislation increase costs for polluting
companies, providing a significant impetus
for efficiency improvements. Companies
creating less pollution, and those involved
in pollution reduction and efficiency
technologies, should prosper.
The third is the political climate, with the
environment and related social impacts now
regarded as mainstream issues and policy
increasingly decided with sustainability in
mind. This political will has a marked effect
on regulation, which in turn affects the
competitive landscape for businesses.
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Another factor driving the increasing
interest in sustainable investment is the
growing realisation that people do not need
to sacrifice returns to meet their values
when investing.

‘OUR BIGGEST
CONCERN IS A
MACROECONOMIC
SHOCK. OUR THEMES
ARE STRUCTURAL,
RATHER THAN
CYCLICAL, IN NATURE
SO THEY CAN DELIVER
IN ALMOST ANY
MACROECONOMIC
ENVIRONMENT.’
Can you explain why it is not
necessary to sacrifice returns
when putting money into
sustainable investments?
We believe there is a compelling case for
all investors to take a sustainable investment
approach and not only those who want
their investments to “do good” and
benefit society. This is because we identify
transformative developments that not only
have positive impacts on society but have
the potential to deliver attractive returns
for investors as well. We invest in longterm trends like these and the high-quality
companies that are profiting from changing
the world through positive contributions to
people and the environment.

One historical example of a transformative
development is the fact that 30 years
ago, the IBM PC XT was the pinnacle of
technology. Today, we have the iPhone,
which is not only much more powerful but
can also fit into your pocket and is half a
million times more efficient.
We can also point to advances in healthcare
that have led to dramatic improvements in
life expectancy. If a man was diagnosed with
prostate cancer 30 years ago, he had a less
than 50% chance of living more than five
years. Today the odds are around 90%.
Well run companies whose products and
operations capitalise on such transformative
changes can benefit financially. We believe
that identifying these powerful trends and
investing in exposed companies can make
for attractive and sustainable investments.

What makes your approach and
offering distinctive?
We take a thematic approach in identifying
the key structural growth trends that will
shape the global economy of the future
and invest in well run companies whose
products and operations capitalise on these
transformative changes and, therefore, are
likely to benefit financially.
Investing in sustainable themes, often
referred to as positive screening because
funds focus on what they want to own
rather than just what they avoid, is one of
the three main approaches to managing
ethical and sustainable funds. We adopt all
three of these approaches in managing our
funds.
The second approach is engagement, also
known as active ownership. In this case,
fund managers engage with the companies
they invest in so they can influence

EXC LUSIVE INTERV I E W

management into changing their strategy
or operational management.
The third approach is avoiding certain
industries because of the negative effects of
their products, such as tobacco companies
and producers of weapons.

Can you give an example of a
current theme?
Healthcare, by definition, is a central
theme of sustainable development as people
need to be fit and healthy enough to reap
the benefits of an improving world. The
consumption of calorie-dense food and
lower levels of physical activity have led
to a global obesity epidemic, tripling since
1975 and set to rise further still. The World
Health Organisation (WHO), for example,
projects that by 2030 more than one billion
adults around the world will be obese.
People are increasingly aware that the
food we consume needs to better fit our
lifestyles, with more natural and healthy
characteristics. Legislation reflects a more
proactive approach from governments as
well, with sugar taxes being implemented
across the globe. The importance of
diet and nutrition is highlighted by the
United Nation’s Sustainable Development
Goal (SGD) 3, which is aiming to
reduce premature mortality from noncommunicable disease, and, therefore,
we believe the theme of healthier eating
represents a significant investment
opportunity.

Please talk about a key company
within this healthier eating
theme.
One of our key long-term holdings is
Irish-based food technology company
Kerry Group. Consumers are demanding
more from their food, wanting healthier
and more natural ingredients while still
retaining an appealing taste and texture. It
can be difficult to achieve these competing
characteristics and food manufacturers and
hospitality companies come to Kerry for its
expertise in ingredients and flavourings.
Kerry enables what it calls the “Three Rs”:
reduce, remove and replace. For example,
this includes reducing calories, removing
artificial chemicals and replacing them
with natural alternatives. We also like Kerry
because it is managed for the long term
and consistently invests in research and
development to maintain leadership in the
food technology space.

What is your biggest investment
concern?
Our biggest concern is a macroeconomic
shock. Our themes are structural, rather
than cyclical, in nature so they can
deliver in almost any macroeconomic
environment. A shock will derail sensible
long-term investment decisions for many
of the products and solutions we invest in,
however, so they can provide a short-term
headwind.

What do you expect from
investment markets over the
next twelve months?
We look forward to certain trends
becoming more evident. The take up of
electric vehicles, for example, is likely to
accelerate as they become cheaper and better
performing. Solar and wind technologies
will experience falling prices, meaning they
will continue to be the dominant form of
new investment for electricity generation.
Innovation in healthcare continues apace
and we should start to see the advent
of effective gene therapies, which is a
whole new means of treating and curing
debilitating hereditary conditions.
The macroeconomic situation is also
significant and we are seeing the return
of some inflation, the gradual raising of
central bank rates and a continued modest
economic expansion across the globe. This
is supportive of company profit growth and,
therefore, of equities and corporate bonds.
We expect volatility in equity and
corporate bond markets to increase as we
are in a rising interest rate environment.
This will offer an advantage to active
managers who can use the dips in markets
to buy oversold, high-quality companies.
We should also expect continued scrutiny
of the way in which companies operate.
There will be more pressure on asset
managers to hold companies to account
and ensure that clients’ reputations are not
damaged by their investments.

Do you have
objectives?

any

personal

To ignore headlines containing Brexit
or Trump.

To find out more about Liontrust,
visit: liontrust.co.uk/sustainable
Key Risks:
Past performance is not a guide to future performance. Do
remember that the value of an investment and the income
generated from them can fall as well as rise and is not
guaranteed, therefore, you may not get back the amount
originally invested and potentially risk total loss of capital.
The issue of units/shares in Liontrust Funds may be subject
to an initial charge, which will have an impact on the
realisable value of the investment, particularly in the short
term. Investments should always be considered as long term.
Disclaimer:
Issued by Liontrust Fund Partners LLP (2 Savoy Court,
London WC2R 0EZ), authorised and regulated in the UK
by the Financial Conduct Authority (FRN 518165) to
undertake regulated investment business. This document
should not be construed as advice for investment in any
product or security mentioned, an offer to buy or sell
units/shares of Funds mentioned, or a solicitation to
purchase securities in any company or investment product.
Examples of stocks are provided for general information
only to demonstrate our investment philosophy. It contains
information and analysis that is believed to be accurate at the
time of publication, but is subject to change without notice.
Whilst care has been taken in compiling the content of this
document, no representation or warranty, express or implied,
is made by Liontrust as to its accuracy or completeness,
including for external sources (which may have been used)
which have not been verified. It should not be copied,
faxed, reproduced, divulged or distributed, in whole or
in part, without the express written consent of Liontrust.
Always research your own investments and (if you are not a
professional or a financial adviser) consult suitability with a
regulated financial adviser before investing.
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from

THE NEXT GENERATION
OF WEBSITES FOR YOU
AND YOUR CLIENTS
more content
more functionality
more interaction

Find out more
nextgensites.co.uk
At the start of 2017, we launched our innovative new web solution for firms –
NextGen Simplysites.
During last year, we took NextGen on the road, showcasing its functionality and
fresh new look, with over 500 firms signing up for a new site!
Since launch, the solution has continued to develop and demand remains high
amongst firms looking for a new site to help them tap into the new wave of online
consumer behaviour.
Adviser Today caught up with SimplyBiz Marketing Director, Richard Ardron, to
find out more about the solution and why it’s proving so popular.
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Shortlisted by The Financial Services Forum for this year’s

Is NextGen designed to replace advice?
Absolutely not. We believe, fundamentally, that advice is still king.
What NextGen does is complement this by providing clients with
a choice. They will still want and receive advice, but on occasions
where perhaps it’s simply not viable to seek face to face advice – for
example on a Junior ISA or on B&C - NextGen steps in.

So how does it work?
NextGen is a new breed of website. It still offers firms an online
presence, with information about the firm and or its advisers,
along with an abundance of information about the service and
product that they offer and advice on. But this can then be
enhanced through a series of ‘bolt-ons’.
For example, you can choose to have regular topical news items
added every few days, which keeps your site relevant and of
interest when clients are looking for information.
So, this solution was created as a robo competitor?
Not quite. Whilst it was clear robo-advice wasn’t going to take
over, it was also evident that consumer needs were changing
and solutions needed to evolve to meet these changing needs.
For example, more and more consumers are going online to get
information, to interact and even transact, so it became clear that
a solution was needed for firms to be able to move with this shift
and offer a service that could meet changing needs.
It also offers transaction and interaction capabilities, enabling
your clients to use calculators, complete some preliminary fact
finding and, of course, go through to quote and buy.
What’s more, we will provide the entire site and liaise with our
chosen partners to integrate bespoke links for each of the tools on
your behalf. All you need to do is choose what you want on your
site and then tell your clients about it.

So, what are the costs for this new site?

Why did you create this new solution?
About 18 months ago, the term robo-advice was starting to
gather momentum in the press and there was a lot of initial
interest as to where this may lead, as well as quite an emotive
response from advisers, understandably. After having a good look
around, talking to some of these would be robo providers and at
wider digital solutions, it became apparent that, whilst all was
not quite as some would lead you to believe, there was a need
to provide firms with a robust online solution to counter this
movement.

We will build the site without charge and offer a range of
monthly packages, depending on what a firm wants. The packages
start at £10pcm (plus VAT) for a standard site and for £20pcm
(plus VAT) you can have unlimited calculators and digital tools,
with higher packages for additional news feeds and so on.

Sounds good – where do we sign up?

You can find out all you need to know about NextGen and
see some example sites at www.nextgensites.co.uk, or email
simplysites@simplybiz.co.uk
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INTRODUCING...

from The SimplyBiz Group
Powered by Defaqto Engage
Designed by You
At the beginning of this month, we launched Centra, our end-to-end financial
planning system. Adviser Today spoke to Dan Russell, Managing Director of
SimplyBiz Investment Services, to find out more about how the Group came
up with the concept – and delivered the reality – of Centra.
Centra: The Headlines
What components does Centra include?:
• Powerful financial planning tools
• Integrated product research
• Automated suitability report writingchanges to
• A complete, readymade CIP, or an advisers’ own CIP built into
the system
• Backed by an expert, independent investment committee
What are the biggest benefits for advisers who use
Centra?:
• Time saved
• More time to focus on delivering even better outcomes to more
customers
• Increased profitability
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The most important aspect of Centra for us, is that it was designed
and created based on the feedback of advisers. As you’re aware, the
Group constantly consults with the firms who use our services, and
your input is absolutely vital in helping us plan our objectives and
deliverables for the months and years ahead.
Our focus is primarily on our investment propositions for
advisers. We kept hearing variations on some very similar themes
when it came to the support you needed, or the problems you were
having, with your investment advice process, which were:
• How can you help me be more efficient?
• How can you help me save time?
• Can I have more support in the way I make suitable investment
recommendations?
• Can I have more support in the way I make suitable investment
recommendations?
• Why do I have to log-in to so many different systems?!

TEC HNOLOGY IN YOUR BUSI N E S S

As always, we have taken your feedback on board and set out
to create a solution that addressed the concerns that we heard so
commonly from advisers working in the world of investments.
For the past eighteen months we’ve been consulting with advisers
and utilising the knowledge and experience of both The SimplyBiz
Group’s internal team and market leading third parties. As a
result, at the beginning of this year we introduced Centra, and
are currently in the process of rolling it out to all Group Members
and Clients.
Introducing Centra…
Centra is a single system, designed to power the advice process of
all of our many and varied Members. It is, therefore, very flexible in
design, for example offering a complete, ready-made CIP backed by
an independent investment committee, or the ability to help firms
design, document and implement their own CIP. Importantly, each
stage of Centra produces results which are entirely independent
and unbiased. The system was built to support unbiased, fully
independent advice. And, of course, a dedicated support team is
only ever a click or a call away.
Crucially, the entire breadth of functionality available through
Centra – from know your client information, through to risk, goals
based planning, research, suitability and client management is
accessed through just one login; there is no other system that offers
this breadth of support for every stage of the investment advice
process through a single system.
In development of Centra, The SimplyBiz Group has collaborated
with Defaqto and Intelliflo (you can read more about this on
page 24), and has components within the solution that have been
developed by Oxford Risk, Finametrica, Morningstar and Moody’s.
Our team has brought sixteen years of experience and expertise to
the development of Centra, in addition to our consultation with
the investment committee, these third party partners – who we
consider to be the best in the market - and, of course, an ongoing
dialogue with you, the advisers who use our services. Together, we
have created a truly exceptional solution in Centra and we are very
excited to be able to offer unlimited licences to Member Firms, at
no additional cost.
What are advisers asking about Centra?
In the lead up to launch, over 1300 advisers saw a demo of the
Centra system, and we found some questions were coming up quite
often. We’ve tackled the most frequently asked queries below:
Can Centra link financial planning with investment
research?
In a nutshell, yes. Centra will enable you to create and review
goal-based planning, cashflow modelling and risk profiling (with
a choice of different questionnaires available to suit your firm’s
process). You can then jump straight into researching the perfect
product, platform and fund (including model portfolios and
DFMs) all under one roof. The live, three-way integration within
the research tool also ensures that you will only ever end up with
an executable outcome. No more having to log into three different
systems or remembering three sets of log in details!

At the moment, I have to edit a word document
template for every suitability report I have to produce
– is there a quicker way?
We appreciate that editing a template document and manually
inputting client details each and every time is a rather 1990s’
solution to a 21st Century problem. We knew it would be much
more efficient to have a system that utilises: a fact find, risk
profiling, goal-based planning and investment research, and then
generates a full suitability report from all of this – so we made
one. Centra is designed by experts from The SimplyBiz Group and
incorporating core aspects of our compliance ethos, such as the
enhanced suitability questions.

How will the integration with Simply Intelliflo Plus
work – do I have to manually export a file every time?
Rather than having to create and export a file and manually
import it each and every time, the link with Simply Intelliflo Plus is
seamless – as soon as you add a client, or their existing plan, or even
just a valuation, it will automatically be added to Centra for you.
What are advisers saying about Centra?
‘A major improvement on current ‘manual’ systems that
are available – going to save an inordinate amount
of ‘administration time’ whilst providing
savings on software costs’
Ian Patrick, Ink Financial Management Ltd

‘The CIP option is really useful and a
valuable asset to our business. Using so many different
systems at the moment is so disjointed, having an end to
end, complete process all under one solutions is
going to save a lot of time’
Fiona McLean, Fair Financial

‘Flexibility, streamlined process, everything in one place
(with one login), a centralised suitability report facility all automated - this is literally the next level system.’
Del-Ryan Rafter, James Ryan Thornhill Ltd

To find out more, please visit the Centra site through
www.simplybIz.co.uk or contact our dedicated
Centra team on 0808 124000.
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One System

Your Advice

from The SimplyBiz Group.
Powered by Defaqto Engage.
Designed by You.

Welcome to the future
of financial advice
PLANNING
TOOLS
Powerful financial planning at your fingertips, with all processes designed
and approved by The SimplyBiz Group’s compliance experts.

INTEGRATED
RESEARCH
Three way integrated fund, tax wrapper and product research.

CLIENT
REPORTS
Planning and research leads to integrated suitability report creation.

CENTRALISED
INVESTMENT PROCESS
A complete CIP designed and delivered by The SimplyBiz Group, or
your own CIP, designed and built for you by our experts, all built into the
integrated planning, research and suitability tools.

INVESTMENT
COMMITTEE
The complete centralised investment process is backed by an expert,
independent investment committee working for you.

SERVICE
AND SUPPORT
A dedicated, passionate team at your disposal to help you implement
Centra within your business.

For more information, please visit the Member or Client website,
or call 0808 124 0000 to speak to a member of the
SimplyBiz Investment Services team.
We will also be showcasing Centra at our Learning and
Development Events - see page 54 for details.
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GETTING THE
BEST OUT OF CENTRA
WITH INTELLIGENT OFFICE
Ni c k E a t o c k
E x e c u t i v e C h a i r m a n a n d Fo u n d e r
In t e l l i f l o
It is an exciting time to be a SimplyBiz Member, following the recent
announcement of Centra. Centra is one system covering the entire
advice process, put together by the SimplyBiz Group, but designed
by SimplyBiz Member Firms. The future of financial advice is a
streamlined advice process and Centra will support this.
Where it really comes into its own, however, is when it is used
in conjunction with Intelliflo’s award-winning web-based business
management system, Intelligent Office (iO). Like SimplyBiz,
we understand that the financial advice sector is changing, so iO
streamlines the advice process, giving you more time to concentrate
on growing your business.

‘ONCE YOU HAVE THE
DATA IN IO, ANY CLIENT
CAN BE FOUND QUICKLY
IN CENTRA BY TYPING
THEIR NAME INTO THE
SEARCH BOX.’
So, what are the benefits of using these two systems together?
Considerable time and cost savings – iO allows you to key in
your client’s data once, and use it for many different purposes.
Once you have the data in iO, any client can be found quickly in
Centra by typing their name into the search box. Not only does this
save significant time for advisers, administrators and paraplanners,
it also has the benefit of eliminating errors emanating from the
re-keying of data.
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By using iO’s bulk valuations capability to schedule daily or weekly
valuations, you will always have the most up-to-date picture of your
clients. Once that data is in iO, every time you move into Centra to
undertake any work for a client, their whole picture is there in front
of you. There is no need to keep jumping across different systems.
Complete audit trail – anything you do in iO is recorded, showing
an end-to-end audit trail of everything associated with a piece of
business. Also, any research you carry out within Centra, including
plans or product and fund selections, is pulled back into iO and
stored against the client record.
With iO and Centra, you can be on the front foot. Admin becomes
seamless, efficient and ultimately less of a diversion. Compliance
and the need to demonstrate ‘suitability’ becomes an area you can
be confident in, since iO is built from a deep understanding of
what regulators need and how they need information presented to
them. We also work very closely with SimplyBiz, including recently
getting over 100 suitability templates updated and uploaded into
iO for you to use.
You can harness regulatory and technological changes to improve
the service you deliver to your clients, whilst at the same time making
your business more time and cost efficient.

For more information on how iO can help you
reinvigorate your approach to your advice process,
go to the Simply Intelliflo Plus page on the
SimplyBiz website or call 0330 102 8402.

L ATER LIFE PL AN N I N G

ENGAGING
MILLENNIALS:
TOP FIVE TIPS
Ja m i e C l a r k
Business Development Manager
Royal London
Our latest research looks to understand the
key influences on millennials’ future, longterm pension savings. Here are our top five
takeaways to consider when developing a
strategy for advising them.
1. Every millennial is different.

One thing that came through loud and
clear in our research is that pigeon-holing
millennials into one group is not at all helpful.
As a result, developing a single strategy is
unlikely to have the desired impact. We have
however identified five broad categories
into which millennials fall:
No other option

Millennials living at home with their
parents into their thirties because they
cannot afford to live independently. Nearly
half (49%) said that their income held them
back from paying more into their pension.1
Sacrifice to save

Younger millennials who are choosing to
live at home so that every spare pound can
go towards a house. They are most concerned
with maintaining their lifestyle (38%)1 and
not being able to afford a property (36%).1

Just about managing

Younger millennial homeowners who find
that their finances are more squeezed than
‘Measured Homeowners’: almost 3 in 5
(59%)1 have a pension.
2. They want advice earlier than you
might think.

• Nearly a quarter (24%) of millennials
want to receive advice at the age of 401
• 18% want to receive advice at 501
• 13% say they want advice at 601

4. … And want to save more.

Most (75%) millennials who have a
pension say they would increase their
pension payments automatically in line
with a pay rise. 2 in 5 (40%)1 said that
they plan to increase their monthly pension
contributions next year, and half (50%)1 said
that their pension was a high priority.
Coupled with low opt out rates and the
realisation that they will ultimately have
to be responsible for their own retirement,
millennials could be saving more than
expected.
5. They’ll all get older…

'ONE THING THAT
CAME THROUGH
LOUD AND
CLEAR IS THAT
PIGEON-HOLING
MILLENNIALS INTO
ONE GROUP IS NOT
AT ALL HELPFUL.'

By the time that they get to the point that
they are building up a large pension pot,
millennials will need advice. Especially,
perhaps, as they start to think about
retirement income.
There are positive signs that they
understand the need to save more and
want to be more engaged with their longterm savings. Bigger pension pots can only
be good news for millennials and advisers
alike.

Restless renters

Millennials who live independently but
struggle with household bills and have little
spare cash to put towards a deposit. 2 in
5 (40%)1 say that they are kept awake at
night worrying about paying the bills and
over a third (36%)1 say that paying debts
are key concerns keeping them awake at
night. They have little or no spare cash for
pension saving and over a quarter (26%)1
have no savings at all.
Measured Homeowners

Older millennials in a financially strong
position, on the housing ladder and able to
save some money. Over two thirds (68%)1
have a pension.

As many millennials will be members of
their employer’s auto-enrolment scheme,
developing a workplace advice service could
be one way of tapping into this desire for
advice.
3. They’re unlikely to opt out…

Automatic enrolment into a workplace
pension is also very popular with millennials,
with nearly three quarters (71%)1 deciding
not to opt out. There is also a high level of
acceptance that they will have to pay for
their retirement and not rely solely on the
state pension.

To find out more, you can read
the full report at
adviser.royallondon.com/ptta
1 Source: “Pension Through the ages:
The Millennial Mosaic” Royal London
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PENSIONS CLINIC: THE
GURU WILL SEE YOU NOW…
K e e l e y Pa d d o n
He a d o f Pe n s i o n s Te c h n i c a l
The SimplyBiz Group
The Pensions Technical Helpdesk receives around 2,000 queries a month from our Members,
and I think I’m fortunate enough to have spoken to many of you myself in my sixteen years
with SimplyBiz. The entire team is passionate about pensions, and we’ve taken just about
every query you can imagine! In this edition of Pensions Clinic, the team answer some of the
most frequent questions the helpdesk receives.

Andrew Thewlis
Pe n s i o n s Te c h n i c a l A d v i s e r
The SimplyBiz Group

Austin Roddy
Pe n s i o n s Te c h n i c a l A d v i s e r
The SimplyBiz Group

What are the main changes to taxation of savings
interest from April 2018?

My client is moving abroad – How will they receive
the benefits from their UK pension and how will they
be taxed?

This is an issue which effects a huge amount of consumers, and
therefore a hot topic for advisers at the moment.
• From 6 April 2017, collective investments have had interest on
savings and dividends paid gross, leaving the investor responsible
for reporting to HMRC.
• The current dividend allowance is £5,000 but will reduce to
£2,000 from 6 April 2018. No tax is payable within the allowance
and no reporting is required.
• If dividend payments for the current year are between £5,000 and
£10,000, HMRC must be notified. For dividends received above
£10,000 a tax return is required.
• Interest from non-equity investment funds in collective investments
was, until the current year, paid net of basic rate tax of 20%.
Following the introduction of the new Personal Savings Allowance
(PSA), interest in collective investments is generally paid gross. The
PSA provides basic-rate taxpayers with £1,000 of savings allowance
and higher-rate taxpayers with £500 allowance. There is no savings
allowance available to additional rate tax payers.
• Where interest from savings and dividends is above the available
allowances, the individual must report to HMRC. This includes
interest, whether distributed to the individual or accumulated
within the investment.
• Where income is from employment or pension, the individual
can either request an amended tax code, resulting in tax being
deducted automatically, or if a tax return is being made, report the
interest on the return.
• HMRC can be contacted through their helpline and previous
years’ overpaid tax can be reclaimed up to four years from the
relevant tax year.
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Many people will make the decision to leave the UK this year
having built up pension benefits with UK pension providers. A
common query we receive into the department is how those who
are about to leave will be able to access their UK pensions after they
have moved abroad and how will those payments be taxed.
The following is a brief outline of the payment options available
to UK pension providers.
1. Send a cheque to the client’s new residence
2. Make a payment to a UK bank account
3. Make a payment to an overseas bank account. The Transcontinental
Automated Payments system (TAPS) can convert payments into
the local currency.
How will the payments be taxed?
Pension income is taxed as earned income and the UK pension
provider will start to collect tax via the PAYE system. This could
lead to the client paying tax in both this country and their new
country of residence.
Clients can prevent having to pay tax in both countries if there
is a double taxation agreement in place. They can arrange for
the UK pension provider to make gross payments by completing
the relevant double-taxation agreement claim form. This needs
approval in the new country of residence and by HMRC who will
make contact with the pension provider.
You can access claim forms through the Taxation section of the
Government’s website.
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What are the most commonly misunderstood
issues regarding Carry Forward?

What is scheme specific Tax Free Cash Protection
(TFC)?

There are quite a few myths and misunderstandings surrounding
this area, the biggest include:
• The maximum gross tax relievable contribution for an individual
is always going to be 100% of their relevant earnings in that year
of payment. Earnings from previous years are not relevant.
• If you are able to pay a contribution which exceeds that particular
year’s Annual Allowance then Carry Forward is the ability to
avoid an AA tax charge on this excess by offsetting it against
unused AA from the previous 3 years.
• You need to have been a member of a registered pension scheme
in the last 3 years to use Carry Forward. Being a ‘member’ covers
active members, deferred members and pensioner members.
You do not need to have been contributing to any of these plans.
• When using Carry Forward, the AA limits in each of the
previous 3 years will be whatever the standard AA limits were,
or what the Tapered AA limits are. The fact that someone was
only earning £20,000 in 15/16 does not mean that they can only
Carry Forward £20,000.
• All contributions paid by the individual, a third party or an
employer are assessed against the Annual Allowance.
• And finally, if you are subject to the Tapered AA because you are
a high earner then you can still use Carry Forward potentially.
If you are subject to the Money Purchase Annual Allowance
(MPAA) of £4,000, as you have flexibly accessed pension
benefits, you cannot use Carry Forward.

This applies to members of occupational schemes (and those with
Deferred Annuity contracts) who had existing lump sum rights in
excess of 25% of their pension rights in the scheme as at 5 April 2006.
It did not apply to holders of Retirement Annuity Contracts (RACs)
and does not apply to individuals with Enhanced Protection or Primary
Protection who also had TFC protection under those provisions as it
exceeded £375,000 on 5 April 2006.
The protected TFC must normally be paid from the original scheme
(or a scheme to which the member transferred under HMRC’s “block
transfer” rules or Scheme Winding-Up and Annuity condition), with
all the pension rights arising under the scheme at the same time. The
member must also have sufficient LTA available.
HMRC has a set formula for calculating the TFC payable on drawing
benefits. The formula since April 2012 in simple terms involves
working out (Money Purchase scheme):
• Protected TFC amount on 5th April 2006 x 1.2 (until such time
standard LTA exceeds £1.8m)
• + 25% of deemed fund growth post 5th April 2006 calculated at
date of crystallisation. This cannot produce a negative figure.
If the member holds any form of Fixed or Individual Protection, this
impacts upon the calculation.
A partial transfer to another pension scheme will result in the loss
of Scheme-specific Tax Free Cash Protection for that part paid to
the receiving scheme. It is retained for the part that remains, but the
entitlement is reduced by a quarter of the amount transferred out.

Our pensions helpdesk is always available to answer all
your questions. You can contact the
team on 01484 439126.
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IN THE SPOTLIGHT:
DB SPECIAL
In the post pension freedom world, it will come as no surprise that one of the
most commonly used features of our SimplyRefer proposition is the Pension
Transfer Bureau. Adviser Today caught up with Michael Ormond, Founder of
our latest panel member, Grove Pension Solutions, to talk about the current
market and what advisers can expect from a pension transfer bureau.
Isn’t the FCA unhappy about pension transfer
bureaus, and trying to close them down?
The short answer is no. However, with the relatively recent
explosion in the number of consumers seeking advice on this
subject, DB is clearly very firmly in its sights, and rightly so.
One of the crucial issues for the FCA is to make sure people
are getting appropriate advice, which is specific to them as an
individual. The regulator’s concern is that, with a blanket approach
to advice, where everyone is treated the same, the outcome is
determined before you even start!
They want to make sure the advising firm is taking responsibility
for all aspects of the advice, which means they are not just advising
on the transfer, but the investments as well.
This doesn’t mean that a bureau service can’t hand a client back
to the introducing firm after the transfer has been completed, it
just means the bureau must know where the pension fund is being
invested, is it suitable to the client’s needs and risk profile and does
the client understand what is going on?
2 8 | A DV I S E R T O D A Y

It is generally unlikely that a DB pension transfer is in a
consumer’s best interest, but that still leaves a considerable number
of people where it is suitable.
What the FCA wants to ensure is that consumers receive
professional, excellent quality and appropriate advice, suitable to
the individual. If this is in a specialist area then it makes sense to
partner with someone that can deliver that for you and your clients.

Why would I need to use a pension transfer bureau?
Since the implementation of pension freedoms in 2015, more and
more people, who have DB schemes, realise they have significantly
more options about what to do with their benefits; and arguably the
difference between DB and DC has never been greater.
The problem is that these consumers need help and advice. They
need someone to explain to them what their choices are and why
a transfer might, or might not, be suitable. In a nutshell they want
help and guidance they can trust.
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The difficulty is there aren’t enough ‘experts’ out there to help, at
least not ones clients know and trust. Hence the need for a pension
transfer bureau.
There are a lot of financial advisers who have been helping their
clients for many years; mortgages, investments, life assurance etc,
and doing a fantastic job. The traditional response to any of their
clients who had old DB schemes was “These are gold plated and
shouldn’t ever be touched; leave it where it is”. So that’s what their
clients did; left them alone.
It’s not so straightforward now. The difficulty is that their own
adviser might not have the qualifications to advise on DB transfers,
or the right permission from the FCA to carry out such business.
There are also a lot of advisers who simply don’t want to get
involved with the potential minefield pension transfers could bring,
after all, it is an area upon which the FCA is focussing.
This is when you use a bureau service. You maintain control of
your clients and stay in the driving seat. It’s not about handing your
client over to another competitor, it’s about you employing the
services of a specialist business partner.
You maintain the servicing rights of your client but without you
taking any risk of carrying out the transfer, and for facilitating this,
it’s not unreasonable for you to charge a fee. So, using a bureau
service in these circumstances makes commercial sense.

‘DESPITE THE NAME, FACT
FINDS ARE NOT ABOUT
GATHERING AS MANY FACTS
AS POSSIBLE. IT’S ABOUT
GATHERING RELEVANT
FACTS WHICH ARE
PERTINENT TO THE CASE.’
Why might my client want to transfer his DB
scheme?
As no doubt you’ve heard many times about DB pension transfers,
“It is only suitable for a limited number of people and circumstances
and shouldn’t be seen as an easy option for raising cash”.
I couldn’t agree more, in fact, I’d go as far to say that for most
people, a pension transfer isn’t a good idea. However, there is still
a large group of people for which a pension transfer out of a DB
scheme might be suitable, it just depends on what is important to
them.
Early retirement – Being able to access the pension from age
55 can be very important for some people and is probably one
of the biggest reasons why people are interested in DB pension
transfers; they are unlikely to be able to do this with their existing
arrangement.
Flexible income drawdown - Staggering retirement can be very
attractive as the ability to take smaller chunks of cash is unlikely
to be an option with a DB scheme direct, so a transfer would be
needed. However, you need to crunch the numbers to make sure
there is enough to fulfil your client’s expectations.

Death benefits – The ability to have your entire pension fund
paid to whomever you like in the event of your premature death
could be very attractive to some. It usually interests people with
grown up children or who are single, as a DB wouldn’t pay anything
under these circumstances.
Investment choice – Fewer people have this as a priority, but it’s
still a factor. Being able to choose where, and how your pension
fund is invested, to suit your investment risk profile, tends to be of
more interest to those individuals who have bigger pension pots or
already have money invested elsewhere.

Why the detail in a fact find is so important?
Despite the name, fact finds are not about gathering as many facts
as possible. It’s about gathering relevant facts which are pertinent to
the case. It’s also about treating people as individuals, with different
wants and needs.
This means you must really drill down into what a client
might want. It’s not good enough just to say, “I want control and
flexibility”. That doesn’t mean anything; control and flexibility are
important, but you need more flesh on the bone.
A client wanting access to their pension money before age 60
could be very important for them, but why is that so important?
What would it mean to them?
Being able to take small chunks of their pension at separate times
could also be important; they may want to stagger their retirement,
but is this realistic if they only have a small pension fund?
This is vital information provided by your clients. However, you
need to probe and ask more emotional questions too. If they do
want some money from their pension early, obviously they will
have less later, ask the question, “how do you feel about that?” How
do they feel about coming out of a pension scheme with guarantees
and investing into something without guarantees?
A fact find is about recording a client’s views and using words they
use; by doing so, you demonstrate to the FCA you are treating your
client as an individual and listening to what they are saying. You are
demonstrating that the outcome is not pre-determined.

To find out more about Grove Pension Solutions, and
our other pension transfer solutions, Pensionhelp and
Creative Wealth Management, visit the Pensions area of
the SimplyBiz site at www.simplybiz.co.uk
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THE PAST
CAN FUTURE
PROOF YOUR
ADVICE PROCESS
To n y C l a r k
Pr o p o s i t i o n M a r k e t i n g M a n a g e r
Ju s t
Our new Bias Insight and Action tool suggests that, in a typical
retirement process, there are around 50 touchpoints where
behavioural biases could prevent the right outcome.
For example, holistic retirement planning will include non-pension
assets. One such asset is equity in the home. There are two behaviours
that could influence how clients assess this. Firstly, ’mental accounting’.
Often people allocate money for specific purposes. They may have a
holiday fund and rainy day savings for emergencies. Their property
might be mentally ring-fenced for inheritance or some other purpose.
That means people may not volunteer the equity in their home as
a possible source of retirement income if you ask an open question.
The solution could be to prompt from a list of potential assets. This
way you’re less likely to miss anything.
The second behaviour in this context is ‘framing’. How a choice
is presented can affect the decision consumers will make. A 2017
research study found that when over 55s were asked if they would
like to continue to live in their current home as they grow older 61%
‘strongly agreed’. When the same question was asked, but the word
‘property’ substituted for ‘home’ the number dropped to 48%.
What’s more, the same behaviour can play out in different ways
across the advice process. For example, ‘framing’ can also occur in the
context of annuities. The FCA revealed in its 2014 report ‘Does the
framing of retirement income options matter’, that when annuities
are presented as a form of insurance, 66% of consumers preferred an
annuity to a savings account, but when presented as an investment
product only 17% chose the annuity.
It’s surprising just how many behaviours can influence a typical
retirement process. For example, ‘disposition effect’ is a behaviour
to be aware of. It’s the tendency to sell ‘winning’ investments too
early and hold on to ‘losers’ too long. There’s a logic to this. Once
you sell a poorly performing fund the loss is realised, but up to that
point there is still the prospect that the fund could make a recovery.
Equally, selling a fund that has been profitable is attractive because
there’s always the possibility that the gain could be lost.
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A US study showed that this bias can harm returns. The study
found that the average return of ‘winning’ stocks that were sold was
3.4% higher in the following year than the average return of ‘losing’
stocks they hold on to.
Another behaviour that can hamper sound decision-making is
‘projection bias’, described as ‘failing to observe that future preferences
could differ from today’. In short, we struggle to recognise that our
life will be different in the future. For example, if you’ve ever shopped
for food when you’re really hungry, you’ll almost always buy much
more than you need. Even looking over a short space of time, we can’t
easily appreciate that our hunger will pass and we’ll feel less hungry
once it does.
Planning for retirement means looking into the future to consider
how life will change. For example, on average, a 65 year old can look
forward to around 10 years of good health during retirement (women
fare a little better than this) and about the same time as their physical
health is deteriorating, cognitive ability starts to decline.
These are just a few behaviours that, if left unchecked, could
undermine the advice process. If you haven’t introduced behavioural
economics into your advice process our new Bias Insight and Action
tool can give you a head start.

For more information Call: 0345 302 2287
Lines are open Monday to Friday, 8.30am to 5.30pm
Email: support@wearejust.co.uk
Or visit our website for further
information: justadviser.com
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DO YOUR CLIENTS KNOW
ABOUT PENSION SCAMS?
V i n c e Sm i t h Hu g h e s
He a d o f B u s i n e s s D e v e l o p m e n t
Pr u d e n t i a l
Providers and advisers have a responsibility to raise awareness and help
reduce the risk of clients falling victim to pension scams.
New FCA research underlines those most at risk of pension scams
are the over 55s (53%) who are now able to take full advantage
of new pension freedom rules. The FCA’s message is clear – this
population is being targeted by scammers with promises of secure
and attractive returns, and yet only two in five people* think they can
spot an investment scam.
The average loss in 2016 was £32,000*, as criminals use increasingly
more advanced psychological techniques to encourage investors to part
with their pension funds.
One of the most common psychological levers is to stress that offers
are time-limited. The research shows that over half of over 55s felt that
moving quickly was the secret of securing a good deal.
To compound the problem, around a third of the customers in the
FCA’s study who were vulnerable to these suggestions, were also not
discussing these “opportunities” with others.
Less than half would speak to a financial adviser before parting with
their money. In known cases, fraudsters have actively discouraged their
victims from making others aware in case they are dissuaded from
investing. Knowing that someone else has also invested in a scheme is
a major encouragement – fraudsters know this and capitalise on it with
bogus facts and figures of other so called “investors”.

Providers and advisers have vital roles in raising awareness and
reducing the risk of clients falling victims to pension scams.

Here’s a summary of common tactics used by
fraudsters:
• Offering attractive returns above the market rate and playing down
the risks
• Using flattery to make potential victims feel good about their
decision and level of knowledge.
• Saying that the deal is only available to certain individuals and
asking that this is kept under wraps from others
• Commenting that other people have invested or want to know more
• Pressurising them to invest within a short period of time

3. Additional support
Research shows that many people prefer to keep things to
themselves.
1. Offer a confidential helpline to talk about any new investment
with a known financial adviser
2. Offer to check for a members using the FCA’s registers whether a
firm/offer is bona fide
3. Have a short discussion or send a personalised letter with those
planning to draw their retirement benefits of the particular risks
and where to find more information

To avoid being a victim of investment fraud, the
FCA says that customers should:
1. reject unsolicited contact about investments
2. before investing, check the FCA Register to see if the firm or
individual you are dealing with is authorised and check the FCA
Warning List of firms to avoid
3. get impartial advice before investing.

Here’s what you can do:
1. Use the online resources
The FCA has a range of good online resources we would recommend
you circulate to your clients.
All of these may be found on the Scam Smart website – scamsmart.
fca.org.uk
• A short video of a real life case study
• Some simple tips on how to avoid scams
• How to find impartial advice
• A search tool to find known scams
• Report a scam to the FCA
2. Post some additional resources on your website.
The Pensions Regulator also has a range of resources on their website,
www.thepensionsregulator.gov.uk, including:
• 5 tips to avoid scams and scam checking tool
• a handy pension scams booklet
• a short video which explains the risk of scams.

For more support from Prudential, please visit
pruadviser.co.uk or speak to your Account Manager.
SOURCES
*All figures, unless otherwise stated, are from YouGov Plc. The total sample size was 1,004 GB
adults aged 55+, in social grade ABC1, with a gross household income of £30,000+ and/ or
savings of £5,000+. Fieldwork was undertaken between 27th January to 6th February 2017.
The survey was carried out online.
**Figures from Action Fraud released in October 2016
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GIVING YOUR
CLIENTS PEACE
OF MIND
E r i c a Ha n c o c k
L e g a l S e r v i c e s D i re c t o r
APS Legal & Associates
While no-one wants to think about what will happen when they
get older or when they die, it is an essential element of financial
planning. When your clients purchase a house, they consider all
factors – the best interest rate for the mortgage, life insurance
to protect their family, and home insurance to take care of the
house. So, why does later life planning often stop after discussing
retirement and pensions?
Recent research undertaken by Brewin Dolphin, has found that
almost half of UK citizens have never discussed inheritance with
their families, with a quarter of those not thinking that it is a
priority due to their current age.
While life events, such as health scares, may prompt over half of
the people surveyed to discuss succession, more than a third do not
feel comfortable discussing what is to happen on their death.
So why does later life planning often stop prematurely?

‘WHY DOES LATER LIFE
PLANNING OFTEN STOP
AFTER DISCUSSING
RETIREMENT
AND PENSIONS?’
Liz Alley, Head of Financial Planning Operations, at Brewin
Dolphin, said: “Talking about estate planning is an extremely
emotional subject as people generally don’t like talking about
money or death. However, our research shows that around one in
ten people would like to talk about it but haven’t found the right
time and some people just don’t know where to start (7%).”
What can advisers do?
Making the process simple and easy to understand will assist
your clients. Many clients who have their later life planning under
control, state that it was easier than they had thought and they felt
better once they had dealt with matters.
Here are eight points to consider when discussing later life
planning with your clients:
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1. Importance of an up-to-date will
Making a will is the starting point to planning for the future,
especially if your clients have children under the age of 18. It is
also the perfect time to discuss your wishes with family and friends.
Research has shown that just four in ten over 55s have an up-todate and valid will.
2. Lasting Powers of Attorney (LPAs)
LPAs are an important part of later life planning. These documents
will ensure that a client’s wishes continue to be implemented if they
were to lose physical or mental capacity. They ensure that a client
chooses whom they would like to make decisions regarding their
finances and welfare if they became unable to make these decisions.
3. Talk about later life care
Social care is a worry for most, it’s a hot topic in the press which
has increased clients’ awareness of the problems surrounding social
care. Many people are concerned about paying for the care they may
require in future and the type of care they would like to receive. It is
therefore important for clients to discuss this with their family and
plan for this earlier than previous generations.
4. Digital assets
While the law is slowly evolving on this subject, clients need to
plan now to assist their attorneys or executors. Clients need to
compile a list of digital assets including social media accounts and
email addresses. Clients need to record any automatic payments
and the amounts that are charged to debit and credit cards and
provide details of how to access these accounts.
5. Talk to executors and beneficiaries
Research by Brewin Dolphin has shown that some life events
prompt people to talk to their loved ones about inheritance matters.
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Loved ones need to know the basics of their family’s estates and
their plans.
It doesn’t have to be all doom and gloom – there are some
positive events, like a birth in the family or a marriage, that can
prompt people to evaluate their plans. Clients should use these
opportunities as a way of talking to their family about their plans.
6. Reviewing ownership and devolution of assets
Even if a client has a will in place, some assets will not be affected
by this. While joint assets eradicate the requirement for probate,
they also distribute assets to the co-owner which may not be the
intended beneficiary. Careful planning can ensure that assets pass to
clients’ intended beneficiaries, while ensuring that individuals have
the legal right to use them if required.
Likewise, with life insurance and pension payments, these are
made at the discretion of the Trustees and therefore your clients
will need to review if they have an up-to-date nomination form
in place, which is evidence of where the client would like these
payments to be made.

the family. It also helps the family to know what they will inherit
from previous generations.
While later life planning can seem a daunting prospect for many
clients, once they start the preparations, maintaining this will
become second nature – peace of mind isn’t complicated if you are
given the right tools and advice.
As a financial adviser, you are in an excellent position to educate
your clients on these matters. The FCA even stipulates now that all
advisers should be asking each and every client whether they have a
will in place. Often, simply rewording that question to “What have
you done about your later life planning?”, could prompt a more
valuable conversation with your client and give you an excellent
opportunity to offer guidance in-house, rather than refer them to
another adviser for their requirements.

7. Effective Tax planning
Many clients will not be aware of what they can legally gift during
their lifetime and may also be unaware that gifting to charity,
through their wills, can also reduce their tax liability on death.
Pensions can also be tax-efficient way of planning, provided they
are structured correctly. Obtaining advice in this area is essential to
ensure that it is the right planning for the client.
8. Talk about family heirlooms and personal
possessions
If clients are struggling with talking to their family about their
plans, a good place to start can often be family heirlooms. People
love to hear stories about relatives and items that are important to

To speak to a professional about later life planning,
please contact APS Legal & Associates on 01909 531751
or you can email us enquiries@aps-legal.co.uk.
All figures quoted are from Brewin Dolphin research conducted by Opinium, August 2017
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WHAT A
DIFFERENCE
TEN YEARS
MAKE
M a k a y l a Ev e r i t t
He a d o f S i m p l y B i z M o r t g a g e s
The SimplyBiz Group
Ten years ago, the ground beneath our feet was shuddering with
the aftershocks of the global crash that had begun in 2007, taking
with it giants across the pond including Lehman Brothers and our
own home grown Northern Rock, to name but two. Others were
tottering and the Government and FSA, as it was then, must have
had a permanently open line to assess quite from where the next
landslide was likely to come.
Many advisory practices took the view that the mortgage arena
was not an area they were able to continue to support and closed
the broking side of their business, while others simply shelved their
ideas. However, ten years in finance is a long time. The market
has returned, and during that period many lenders have taken the
opportunity to reinvent themselves to ensure that they are best
placed to meet the challenges of a revised market, often making
their product provision all the more interesting and much more
flexible with considerable changes to their previous lending criteria.

‘THE MARKET HAS
RETURNED, AND MANY
LENDERS HAVE TAKEN
THE OPPORTUNITY TO
REINVENT THEMSELVES.’
Let’s take a look at what’s going on in the economy before we look
at the ways in which existing lenders have come forward to support
clients as well as the rise of new lenders.
The Nationwide regularly releases its economic review, using Bank
of England data which is then supported by the findings of its own
economists. Its most recent report highlights the following:
• CPI rose by 2.8% in the year to November 2017,which was the
same rate as October
• GDP is estimated to have increased by 0.4% between Q2 and
Q3 in 2017, with an annual growth of 1.5%
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• The unemployment rate for the three months to October 2017
was 4.3%
• In the three months to October 2017, regular pay was up 2.3%
compared with the three months to October 2016
• The price of a typical UK home increased by 0.1% in
November and was 2.5% higher than a year previously
In general we have a stronger economy, it still has the odd blip,
but overall it is far more considered with fewer peaks and troughs.
Brexit will inevitably be difficult to forecast, but The Bank has
assured us that it has put in place a number of scenarios to
ensure the UK continues to stay on the right track. House prices
are continuing to rise steadily across most areas of the UK and
re-mortgaging is growing in strength as homeowners look to secure a
workable rate following the recent first bank rate rise. The Bank has
committed itself to looking to ensure that any bank rises are gradual
so as not to create concern within the market. Lending continues to
grow and we expect to see lending of over £250 billion in 2018.
Buy-to-let has been a strong topic of late with changes in the way
lending works for the variety of scenarios but, despite the many
changes in this area, it is still strong and no doubt continues to be
a topic at many dinner tables. The ability to invest in bricks and
mortar still continues to be an attractive option for those looking
for income from an investment.
Moving on to the lenders, how have they risen to meet the
expectations of borrowers, brokers and the markets in general?
Well, the days of the distinct separation of mainstream and
specialist lenders has now gone. Some may say this this was in
direct response to the crash and the need to ensure that prospective
borrowers got a mortgage that was suited to their needs, but for
whatever reason, the rationalisation is helping many brokers meet
the most unexpected of circumstances.
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'ONLY 52% OF
BORROWERS ARE
SEEN AS PRESENTING
‘STRAIGHTFORWARD’
CIRCUMSTANCES FOR
BORROWING THESE DAYS.’
There are now whole new ranges of products from traditional
lenders and the challenger banks that are helping brokers to secure
the right deal for their clients. Specialist and mainstream have now
moved much closer together and possibly as a reflection of our own
lives which get ever more complex, there is a significant overlap
in the middle. According to information recently received from
Pepper Mortgages, only 52% of borrowers are seen as presenting
‘straightforward’ circumstances for borrowing these days. The
remaining 48% present requirements that need solutions for
self-employed, lending into retirement, adverse credit though to to
debt consolidation and everything in between.
With the resurgence in lending and broking requirements, if your
firm does not offer a mortgage broking service, is now the time to
consider it as a way to simply diversify your business and gain access
to new clients and a highly valuable income stream?
There is wealth of technology available to support those starting a
mortgage brokerage, but the key to success in the provision of any
new service is the strength of your relationships with your clients.
You have experience of the markets and are highly adaptable and you
are very much used to tailoring solutions to meets your client’s needs.

The SimplyBiz Mortgages team has worked with partners across
the mortgage industry to provide a solution that is easy to access
and implement. To get started, you just need to register with the
team who will set up access to certain lenders automatically for you
and one of the team will spend time with you to get you up and
running. They will point you in the direction of the technology to
make your mortgage placement quick and simple and you will also
have access to helpdesks, so that no matter how unusual the case
might seem at first, you have the ability to chat the requirements
through and the team will be able to suggest which lenders criteria
is likely to be best suited to the scenario at hand.
In addition, they can support a broad set of requirements including
limited company buy-to-lets, and GI and protection specialists on
hand to help you place your first cases.
Why not get in touch to explore your options?

To find out more, visit www.simplybizmortgages.co.uk.
Or, to explore your options further, why not have a chat
with a member of the team? Please feel
free to call us on 01484 439160.
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There’s really nothing difficult to
understand about SimplyProtect.
In fact we have to work hard to
make it look a little more complex
than it really is!
SimplyProtect is an ‘opt in club’ that gives
the users of the service access to enhanced
commission from leading protection providers
that can significantly increase your protection
income.

Enhanced Commission on all business
placed with the eight partners
No Change to your current
selection processes
Remain independent as you are still
free to place business elsewhere
Free Access to Synaptic’s Webline
quotation portal

If you are already a registered user, you will
know that Version 7 took the number of
providers to eight, with some of the largest
names in the protection sector. So, even if
you are not yet a user, it’s highly unlikely
that you will be placing business outside of
this segment.

Number of Providers

No Cost to become a SimplyProtect
user

Where are you on the income scale? Let the numbers speak
for themselves…
Here’s a simple example based on
the average commission earned for a
£50 per month policy:

WOM rates return commission of

£1,093
SimplyProtect rates return
£1,224

1 Non users – If you offer protection, (and why wouldn’t
you?) you are missing out on valuable additional income for
doing no more work than you’ve been doing previously.
1 Users that have not as yet upgraded – you might still be
earning from those providers on earlier versions but, if
you place any business with the providers new to any of
the subsequent versions, then you are missing out on that
enhanced commission.
1 Current Version 7 users – You need to do nothing other
than keep meeting your clients’ protection requirements
and reaping the benefits of SimplyProtect.
Dependent upon where you sit in our graph – you may want
to change your position to be a fully signed up SimplyProtect
Version 7 user. To do this you need you go to the Protection
area on the website and:
1 If you are new to SimplyProtect, just register your firm and
you’ll be able to use the service quickly
1 If you just need to upgrade to Version 7 – simply follow the
upgrade prompts.
Please note that a firm’s principal has to be the one to sign up
or upgrade.

That’s an uplift on commission of £131 on just
one case with no additional work!
So ask yourself – how many do you or could you place in a year
– and how much better off would you be?
To put it another way, even if protection is a small percentage
of your business turnover – take a look at the additional
income you could earn with SimplyProtect.

£8,592
£5,944
£5,155
£2,577
£1,718

Additional Commission

Broadly speaking our firms fall into one of three categories
under SimplyProtect, as shown in the graph above.

£0

£50,000

£100,000

£150,000

£200,000

£250,000

Business Turnover
The graph above shows the additional commission that is achievable for
businesses that write between 20% and 30% protection business.

It’s not quite E = mc2
It’s more like SP = CI + 0EE
CI, being commission increased
plus zero extra effort!

If you have any queries or questions, want help signing up as a SimplyProtect user
or need to upgrade, feel free to contact one of the team on 01484 439160.

As a representative example, a straightforward £50 per month policy could return an average commission to you of £1,093 using the WOM route.
Using SimplyProtect as your channel to the provider, your return would increase to £1224, whilst sourcing and placing the business in the same way you would previously.

Unconstrained
investing…

it’s a refreshing change!
We believe we should be as free as possible to
deliver this goal, which is why we have:
• No lower risk limits
• No strategic asset allocation
• No minimum/maximum asset allocation
Unconstrained to do the best for investors
– now that is a refreshing change!
To find out more about our investment approach
to the management of our risk-managed funds,
give us a call on 0131 243 4130.

‘‘

A Cornelian is a semi-precious
gemstone to which is attributed
the power to improve analytic
ability and clarify perception:
two qualities upon which we
pride ourselves.

‘‘

Our goal is to add real value for your clients.

Cornelian Asset Managers Limited, 30 Charlotte Square, Edinburgh EH2 4ET Tel: 0131 243 4130 www.cornelianam.com
Authorised and regulated by the Financial Conduct Authority No. 143452

For professional advisers only. Past performance is not a guide to future performance. The value of an investment and the income from it can fall as well as
rise as a result of currency or market fluctuations. The views and conclusions expressed in this communication are for information only and should not be taken
as investment advice or as an invitation to purchase or sell any specific security.

INVESTM E N T

KICKING THE
TYRES IN ASIA
Ga r y Po t t e r
Mu l t i - M a n a g e r Te a m
BMO Global Asset Management
Working in London, we are in a fortunate position. The City is home
to hundreds of investment managers, meaning we enjoy ready access
as we research funds for your portfolios. And as one of the world’s key
financial centres, we often get to meet managers from overseas when
they are in town. Despite this, we still believe it is important to visit
key regions and markets on a regular basis. For a start, it’s impossible to
get a proper feel for what’s really going on in an economy from a series
of PowerPoint slides. It is also difficult to fully gauge the environment
a manager works in or the quality of the team they rely on if we only
meet a few select individuals in our office.
On a recent trip to Asia we met the managers of 17 different
investment products, investing in Asia, emerging markets and Japan.
We had in-depth conversations with 22 analysts in the five days we
were there. The analysts don’t usually travel, but are essential to a
fund’s success, and seeing them alongside the fund managers gives
you real insight into how they work.

'WE BELIEVE IT IS
IMPORTANT TO VISIT KEY
REGIONS AND MARKETS
ON A REGULAR BASIS.’

What did we learn? Most analysts are upbeat and expectations are
still positive after Asia performed well in 2017. There is a feeling
that Asia could well outperform more developed equity markets from
here. A more synchronised global economic recovery is good for Asia
but there was also a growing sense that intra-regional confidence is
on the up. Asia still looks comparatively good value compared with
its own history and by international comparison.
Another important point to note is that funds with an income
objective in Asia and the emerging markets, have generally
underperformed a wider sector or regional indices. Stocks like
technology related investments, that have been dominant in regional
benchmark performance, tend not to produce much income. As a
result, fund managers who seek a sustainable and progressive dividend
policy have been underweight or absent from such stocks and have
therefore lagged the broader market. It’s worth bearing in mind
however, that their absolute performance is more than respectable.
We returned from Asia with our confidence in the region reinforced
and believe the recovery in relative performance that started at the
beginning of 2017 has much further to run.

For more information on our funds, please contact your
usual sales representative , our Sales Support team
on 0800 085 033 or at sales.support@bmogam.com
or visit www.bmogam.com/adviser.
The value of investments and income derived from them can go down as well
as up as a result of market or currency movements and investors
may get back less than the original amount invested.
Views and opinions have been arrived at by BMO Global Asset Management
and should not be considered to be a recommendation or solicitation to
buy or sell any products that may be mentioned.
© 2018 BMO Global Asset Management. All rights reserved.
BMO Global Asset Management is a trading name of F&C Management Limited,
which is authorised and regulated by the Financial Conduct Authority.
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DESIGNED TO MEET
CLIENT EXPECTATIONS
Davinia Rogers
Sales Director
Ve r b a t i m A s s e t M a n a g e m e n t
Despite only just getting to the end of the first quarter, it’s fair to say
that 2018 has already been a rather busy year! With the array of new
regulation, including MiFID II and the impending GDPR, set against
the backdrop of economic uncertainty and changing client needs, there
is much that advisers need to get to grips with.
With all this change and uncertainty, sometimes all we want is a
little normality. Reassurance that some things can be reliable, despite
everything else that’s going on around them.
At Verbatim, that’s exactly what we provide. Since our launch in
2010, we have had one simple philosophy: to deliver in line with client
expectations. Now, that may seem like a sweeping statement, but that’s
exactly what we do. Our mandate is simple; to provide investment
solutions that are run to proven risk-managed mandates. And we’ve
been doing that without fail ever since.
At Verbatim, we start with a plan and we, well - deliver to that plan.
We set clear and concise goals, which are measurable and for which we
are accountable. This in turn means that you can provide your clients
with that little bit of reassurance in an otherwise unpredictable world.
So, how does it work?

Verbatim Asset Management provides market-leading risk-managed
investment solutions. We offer a range of active and passive multiasset funds, managed model portfolios and a unique discretionary
management service. All of which are overseen by our Independent
Investment Committee, who provide governance, oversight and
monitoring for all of our solutions.
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‘SINCE OUR LAUNCH IN
2010, WE HAVE HAD ONE
SIMPLE PHILOSOPHY: TO
DELIVER IN LINE WITH
CLIENT EXPECTATIONS.’
FP Verbatim Portfolio (Growth) Funds

Our flagship active fund range is one of the longest established and
most successful risk-managed, multi-asset solutions in the marketplace.
Launched in 2010, the fund range has consistently performed within
the parameters of each given risk profile.
The funds are run on an unfettered basis, with an active management
overlay. The mandate enables the fund managers to be over or
underweight by 3% in any given asset class.
Each of the five funds has been awarded a Lipper Leader rating and/or
a Morningstar 5* rating for performance. In 2016, RSMR, one of the
leading fund research agencies, accredited the FP Verbatim Portfolio
(Growth) Fund range an RSMR Rated Fund Range Status.
John Husselbee and Paul Kim are the managers selected to run the
FP Verbatim Portfolio (Growth) Funds and are two of the most highprofile multi-asset managers in the industry, with 62 years of combined
investment experience.

INVESTM E N T

Managed Model Portfolios

‘VERBATIM ASSET
MANAGEMENT PROVIDES
MARKET-LEADING RISKMANAGED INVESTMENT
SOLUTIONS.’
FP Verbatim Fund (Income)

Our income fund is a multi-asset, unfettered fund that aims to deliver
a 4% target annual yield, preserve capital invested and provide some
capital growth over the medium to long term.
The fund utilises a combination of global direct equities and fixed
income to meet the target yield. As part of the investment selection
process, the fund managers screen the global equity markets with a
thematic investment approach, to identify stocks that will produce
sustainable long-term dividend income.
Implementing a global income strategy creates real diversification
across the fund. This can potentially deliver higher yields and higher
dividend income, along with achieving total return over the medium
to long term.
Verbatim Total Clarity

Our passive fund range, Total Clarity, consists of four established
multi-index, risk-managed funds, but with a difference. The funds are
run on an unfettered basis, with an active management overlay. The
mandate enables the fund managers to be over or underweight by 3%
in any given asset class. Combining passive with active management
decisions provides an excellent cost effective solution to maximise
potential returns.
Each of the four funds has been awarded a Lipper Leader Rating
over both three and five year periods, demonstrating consistency in
performance and the management of the funds to the proven risk
mandates.

Our managed model portfolio service was launched in 2016, to meet
the increasing demands of advisers to provide a managed investment
service to their clients.
We conducted a thorough due diligence process to identify the
correct partners to run the Managed Model Portfolios and following
this process, we partnered with two of the market leading fund research
agencies, RSMR and Square Mile.
A choice of growth, income and capital preservation portfolios are
available, all running to our proven risk mandates and managed for a
market leading rate of 0.25% + VAT.
The portfolios are available via some of the leading platforms, making
them accessible for many advisers. The portfolios are automatically
rebalanced, meaning no administrative headaches for you or your
clients. We provide regular performance updates, allowing you to
monitor both suitability and that they are meeting your clients’
expectations.
Discretionary Service

Our platform provides access to five different investment managers,
each providing a different style of investment management. Offering
an array of different managers, allows you to choose which strategy
best meets your client’s needs. Clients can switch portfolios easily and
swiftly, at no cost, providing unrivalled flexibility.
Verbatim Asset Management has created bespoke composite
benchmarks for each of the strategic asset allocations, allowing the
investment manager to demonstrate precisely how they have performed.
Independent Investment Committee

Our independent investment committee meets regularly to perform
reviews on the selected fund managers, to ensure that they continue
to adhere to their aims and objectives. They will ratify the strategic
asset allocation along with any adjustments made to the model and
any amendments are discussed with each fund manager, before being
implemented.
Time for a closer look?

Now that you are a little more familiar with Verbatim, it may be the
perfect time to take a closer look at how we could help you meet client
expectations when it comes to investing

For more information, please email
info@verbatim-am.co.uk or contact the
helpdesk on 0808 124 0007
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ARE THE GOOD TIMES SET TO
CONTINUE?
D a v i d Ha m b i d g e
D i re c t o r o f Mu l t i - A s s e t Fu n d s
Pr e m i e r
There are few that would deny that not only
is the global economy now growing nicely,
but growth is more synchronised than
at any time since the financial crisis. But
what does this mean for asset classes? In his
latest update, Premier Asset Management’s
Director of Multi-Asset Funds, David
Hambidge, shares his thoughts on equities,
bonds and the generation of income.
Higher than 1929 and 1999

As far as individual equity markets are
concerned, our thinking hasn’t really changed
too much from last year, with us continuing
to prefer pretty much every market over the
US on valuation grounds. Many will point
out that, given its bias to the high growth
technology sector, the S&P 500 Index
deserves to be on a premium rating and we
wouldn’t argue with that. However, with
valuations on some measures higher than
1929 and 1999, we will not be changing our
stance any time soon.
Better returns in emerging markets

We do however believe that investors will
achieve better returns in emerging markets,
many of which are now benefitting from
economic and political reforms implemented
over the last few years and much improved
corporate profits. Meanwhile the same can
be said about Japan, where the political
backdrop remains favourable, while the
economy is on a much sounder footing and,
perhaps more relevant to investors, Japanese
companies are generally far more shareholder
friendly than in the past.
UK looks interesting

As a contrarian trade, the UK also looks
interesting. Brexit (or rather the high level
of inflation caused by sterling’s devaluation
following the Brexit vote) has resulted in
many investors abandoning UK equities
which has thrown up some interesting
valuation opportunities, particularly in
large caps.
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Bond bull market probably over

Turning to bond markets, our view remains
that while the bull market is probably over,
the bear market has not begun. Global debt
has never been higher and this, together with
the fact that the developed world population
is ageing, means that it isn’t hard to make
a case for bond yields and interest rates to
remain low for years, if not decades to come.
That said, fixed income markets have
enjoyed an extraordinary run over the last
30 years, whilst spreads on both investment
grade and high yield bonds have narrowed
considerably. Yes there is still money to be
made in bonds, but with much less yield
support, volatility of longer dated debt will
likely remain higher than years gone by

'I REMAIN HOPEFUL
THAT WE CAN ONCE
AGAIN PRODUCE
ANOTHER YEAR OF
POSITIVE RETURNS
FOR OUR INVESTORS.'

over the years to around 1.3% today and
then compare the 4% or so income that
the FTSE 100 Index is likely to deliver this
year, I wonder why more long-term investors
like pension funds aren’t buying more UK
equities. The answer is probably about
guarantees, although you could argue that
buying gilts at current yields will guarantee
a poor outcome. Meanwhile, the yield from
the UK stock market remains around its longterm average, in spite of the yield compression
seen in most other financial assets.
So, in summary, although our view
remains that the best returns from asset
prices are behind us, we believe that
monetary conditions are likely to remain
accommodative (with the exception of the
US) and it should be a decent year once
again for corporate profits. I suspect the ride
will become a little more uncomfortable,
but I remain hopeful that we can once again
produce another year of positive returns for
our investors.

Generation of income

As far as the generation of income is
concerned, investors remain stuck between
a rock and a hard place. 2018 will almost
certainly see cash in the UK produce a
negative real return once again, while
bonds simply don’t provide anything like
the same level of income return as they
used to. Commercial property looks okay,
although with many investors having their
fingers severely burned by this asset class
not once, but twice over the last 10 years,
we can appreciate why so many are currently
choosing to ignore this asset class.
So that leaves equities, which I believe
remain under appreciated by investors from
an income point of view. When I look at
how yields on 10 year gilts have plummeted

For more information about
Premier’s multi-asset funds, contact
our sales team on 0333 456 9044, or
email info@premierfunds.co.uk.
IMPORTANT INFORMATION: This article is for
information purposes and is only to be issued to financial
intermediaries. It is not for circulation to retail clients. It
expresses the opinion of the investment manager 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 Asset Management. Authorised and
regulated by the Financial Conduct Authority.

INVESTM E N T

FIVE STEPS TO PREPARE
FOR DIVIDEND TAX GRAB
A n d y Wo o l l o n
We a l t h S p e c i a l i s t
Zurich
Early tax planning can help reduce the effect of this year’s dividend
allowance changes, writes Andy Woollon
From April this year, the tax-free dividend allowance will be slashed
from £5,000 to £2,000 – more than halving the amount investors
can receive in dividends before paying tax. Hardest hit will be small
business owners paying themselves dividends, but it will also affect
investors, especially those in retirement, who are dependent on income
from equities. This will mean taxpayers with dividends of £5,000 will
pay an extra: £225 (7.5% BRT), £975 (32.5% HRT) and £1,143
(38.1% ART), on the lost allowance.
The table shows the amount of dividends that a client would have to
receive from all sources from April 2018, at which point they will pay
more tax (based on the combination of the dividend allowance and
tax rate).
‘Portfolio size’ indicates the value of a client’s portfolio that based on
a 4% distribution yield, would generate these levels of dividends – and
could act as a trigger for review.
Tax rate

From 6 April 2018:

Portfolio size

NT

No change

N/A

BRT

Now worse off at £2,001+

£50,025

HRT

Now worse off at £8,667+

£216,675

ART

Now worse off at £10,100+

£252,500

Trusts

Accumulated income – Worse
off at £1+
Income distributed – No
change

Any

So what can you do ahead of April to help clients mitigate the effect
of this change?
1. Ensure investments are held in joint names
Switching investments into joint names can help prevent clients
paying excess tax. Take for example a retired couple with £100,000
invested in a UK equity income fund receiving £4,000pa income
distributions. If this was currently held in one name, no dividend tax
would be due, but unless the investment is transferred into joint names
(50:50 split) from April, additional tax of £150 - £762 each year would
be due (depending on tax status).
2. Maximise use of exempt wrappers
As equity investments held via an ISA, pension or VCT are exempt
from dividend taxation, these should be maximised. A couple could
invest £40,000 in a UK equity income fund via an ISA this tax year
and, at a 4% distribution yield, receive £1,600 pa tax-free – a saving

of £120 - £610 each year, plus clients can invest each year thereafter,
increasing the tax saving.
3. Split investments/income between spouses to minimise tax
This allows clients to hold specific proportions of investment (not a
50:50 split). Take, for example, a couple with £200,000 of jointly held
UK equity income funds receiving £8,000 pa income distributions
tax-free. From April 2018, even though they both have their dividend
allowance available, if one is a HRT and the other a BRT, you may
consider splitting the investment 25:75 in favour of the BRT, so that
the dividend tax on the excess over their allowances is only taxed
at 7.5% and not 32.5% – a saving of £500 each year (i.e. 25% tax
difference on £2,000).
4. Rebalance investments between those taxed as dividends or
interest
If clients have a mix of investments, with some taxed as dividend
income and some as savings income (i.e. interest), these should
be reviewed to ensure that both the dividend and personal savings
allowance (£1,000 BRT or £500 HRT) are being utilised to provide up
to £3,000pa each of tax-free income next tax year. For a corporate bond
fund with a distribution yield of 4%, this equates to an investment of
up to £50,000 per BRT couple tax-free.
5. Review your platform
The use of appropriate tax wrappers and funds on platforms is
essential to manage clients’ investments in a tax-efficient way, but some
platforms also provide features such as: pre-funding; family-linking
for lower charges; phased investment facility; investment life cover
option; and a range of independent planners/tools to monitor a client’s
portfolio, to further help.
Dividend taxation is complicated and clients will need professional
advice from qualified advisers in order to minimise tax and maximise
returns, so this is a great opportunity to demonstrate to clients the
value you can add.

To find out more phone your Zurich
consultant on 08085 546 546 or
visit zurichintermediary.co.uk/en-gb/protection
We may record or monitor calls to improve our service
Zurich Intermediary Group Limited. Registered in England and Wales under company
number 01909111. Registered Office: The Grange, Bishops Cleeve, Cheltenham, GL52 8XX.
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For professional investors only.

Monthly income,
delivered smoothly

F&C MM Navigator Distribution Fund
• Smoothed monthly income – aims to deliver a level of
income which is broadly consistent from month to month
• Diversified sources – income derived from 30+ individual
funds, collectively with more than 2000 income sources
• Proven expertise – managed by one of the most
experienced multi-manager teams in the business
Capital is at risk and investors may not get back the original
amount invested.
Visit us at bmogam.com or call us on 0800 085 0383

© 2018 BMO Global Asset Management. All rights reserved. Issued and approved by BMO Global Asset Management, a trading name of F&C Management Limited, which is authorised and regulated by the
Financial Conduct Authority. CM15306 (01/18) UK.
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A FRESH APPROACH
TO PROVIDING INCOME
IN RETIREMENT
To b y Va u g h a n
He a d o f Fu n d M a n a g e m e n t , G l o b a l Mu l t i - A s s e t S o l u t i o n s
Santander Asset Management
The arrival of pensions’ freedoms brings the topic of drawdown
levels into sharp focus. While annuities had guaranteed a certain
level of income for life, opinions vary as to a drawdown level that
is considered sustainable under the new freedoms, especially given
increasing longevity and the low‐yield environment.
During the decumulation phase, there is a strong case for providing
as much income as possible from ‘natural’ income – income that is
generated by the fund’s investments – since there is an inherent risk
in needing to sell assets to meet a specific income target. In recent
years, there has been an assumption that a 4% drawdown rate is
sustainable (W. Bengen, 1994), but with yields on UK equities and
high-quality bonds currently below this level, some question whether
that is still the case.
The sustainability of drawdown levels will, to a great extent, be
affected by the performance of equity and bond markets. If the
pension pot is growing, some argue that drawdown levels could
increase – yet research (Morningstar, 2017) indicates that drawdown
rates should actually fall in strong markets as the outlook for future
returns may be reduced.
The early part of the decumulation phase is particularly critical as
having big losses at this point could have a considerable impact on the
natural income of the pension pot in future years. Early drawdowns
on top of price falls only serve to exacerbate investment losses, leaving
less capital to take advantage of eventual asset price recovery.
Given these considerations, an investment strategy for the
decumulation phase needs to focus on steady income and smooth
returns. This makes a compelling case for a multi‐asset approach since
diversifying the sources of income and returns can help to generate
more sustainable income levels, lower volatility and mitigate the extent
of sell‐offs that potentially put pensioners in a difficult position.

alternative assets, we will also sell call options to enhance income
where appropriate.
Our Santander Atlas Income Portfolio aims to deliver a yield of at
least 4% through a highly diversified approach to both investment
and risk management. Rather than operating within a single risk
profile, the Portfolio uses specific volatility parameters, targeting a
risk range of 3 to 5 (on our 1 to 10 scale). As the Fund is not tied
to a benchmark asset allocation strategy, the Fund Manager has the
investment flexibility to deliver a good level of income, regardless of
market conditions.
We’re also conscious of the importance of keeping fees low; The Fund
has an ongoing charge figure (OCF) capped at 0.99% which includes
and Annual Management Charge (AMC) of just 0.4% per year
Pan Andreas, Head of Insight and Consulting for Funds and DFM
at Defaqto, commented: “Income during retirement is a topical
subject and the sustainability of drawdown levels is a key issue that
retirees and their advisers should not ignore. We are pleased that
the Santander Atlas Income Fund has been Income Risk rated by
Defaqto experts, using a robust process.”
Most pensioners are looking for reliable, monthly income that keeps
pace with inflation and won’t run out. While the debate continues as
to what can be considered to be a ‘safe’ drawdown level, our fresh
approach targets what we believe is a sustainable level of income, yet
doesn’t ignore risk.

Not all multi-asset funds are the same

Different multi‐asset portfolios are likely to produce differing
outcomes. Some funds concentrate on high‐yielding asset classes;
while these give the appearance of generating a good level of income,
they can deliver volatile returns and income sustainability can vary
greatly. Other funds operate within a single risk category; these offer
the reassurance of a managed level of risk, but it means income levels
can vary as markets move up and down.
At Santander Asset Management, we take a different approach. We
recognise that yields on different asset class can change significantly
over time. Our flexible approach to multi‐income investing combines
multiple investment strategies which are varied over time as the
investment landscape changes. Not only does this approach improve
the sustainability of income, we employ rigorous risk control to
minimise losses. As well as investing in equities, fixed income and

For more information, please visit
www.santanderassetmanagement.co.uk
The Santander Atlas Income portfolio is a sub-fund of Santander Managed Investments OEIC
(Open Ended Investment Company), a non-UCITS retail scheme,
authorised by the FCA (UK).
Only for use by investment professionals. This does not constitute advice on the suitability
of any investment. Opinions expressed are as of the date stated. The value of investments
and income can fluctuate and is not guaranteed. Past performance is no guide to future
performance. Investors should read risk warnings in the prospectus and relevant KIID.
Santander Asset Management UK Limited, registered in Scotland at 287 St Vincent Street,
Glasgow G2 5NB, UK. Authorised and regulated by the FCA.
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IS IT TIME FOR AN
ISA RETHINK?

S a m Ha n d f i e l d - Jo n e s
He a d o f O c t o p u s C h o i c e
O c t o p u s In v e s t m e n t s
It wouldn’t surprise me if you’re spending
a lot of time thinking about ISAs at
the moment. According to a survey we
conducted earlier this year, 72% of the 600
financial advisers asked do the bulk of ISA
planning with their clients at either the
end or the beginning of the new tax year
(Octopus, January 2018).
And it might not surprise you to hear that
many advisers wish their clients approached
their ISAs a little differently. In the same
survey, 75% of respondents said they think
their clients hold too much cash in their
ISA relative to the rest of their portfolio.
However, the large majority of advisers
told us that, despite most of their clients
being open to transferring money between
ISAs, they remain cautious of the stock
market – with its volatility being one of the
main factors holding them back.
The situation may sound familiar. As
advisers, you may wish your clients adopted
a longer-term view on their ISA money,
especially given they may not be touching
them for a while yet. But your clients
remain hesitant.
So what options are there for clients who
want attractive returns within their ISA
wrapper, without being exposed to the
risks of investing in the stock market? Well,
Octopus has an ISA that could help.
Targeting a rate of 4% a year, Octopus
Choice invests your clients’ money across
a portfolio of secured property loans.
Octopus Property, the underlying lender,
makes the loans at a conservative loan4 6 | A DV I S E R T O D A Y

to-value (LTV) of no higher than 76% –
meaning the property value would have to
drop by nearly a quarter before your client
is at risk of losing any money, in the event
that the property has to be sold (not taking
into account fees and charges).

‘75% OF
RESPONDENTS
SAID THEY THINK
THEIR CLIENTS HOLD
TOO MUCH CASH IN
THEIR ISA’
Launched around 18 months ago, Octopus
Choice already has the backing of around
600 financial advisers, and manages more
than £110 million on behalf of thousands of
investors. The Octopus Choice ISA opened
its doors over the summer, and has recently
begun accepting transfers of existing ISA
holdings, too.
Of course, because investments are
concentrated in property, they could be
affected by market conditions. And for
the same reason, instant access cannot be
guaranteed should your client request a
withdrawal. You should know that the value
of an investment can fall as well as rise, and
investors may not get back the full amount
they invest.

Also be aware that the Octopus Choice
ISA isn’t a flexible ISA. Any withdrawals
that your client makes from this year’s
money will still count towards their ISA
allowance. Tax rules are subject to change
and depend on individual circumstances.
There’s clearly a demand for an ISA that
puts clients’ money to work. In today’s
high-inflation, low-return environment,
Octopus Choice could prove a welcome
alternative.

To learn more, visit
octopuschoice.com, email
support@octopuschoice.com or
speak to your Octopus business
development manager on
0800 316 2295.
IMPORTANT INFORMATION: For professional advisers
only. Not to be relied upon by retail investors. Peer-topeer investments are not covered by the Financial Services
Compensation Scheme (FSCS). We do not offer investment
or tax advice. We recommend investors seek professional
advice before deciding to invest. Commissioned by Octopus
Co-Lend Limited, 33 Holborn, London EC1N 2HT,
which is authorised and regulated by the Financial Conduct
Authority (reference number 722801). Issued by Octopus
Investments, which is authorised and regulated by the
Financial Conduct Authority. Registered office: 33 Holborn,
London, EC1N 2HT. Registered in England and Wales No.
03942880. Issued January 2018.

INVESTM E N T

ANALYSING COCOS
Alister Brown
Pr o d u c t D i r e c t o r, F i x e d In t e re s t
In v e s c o Pe r p e t u a l
The advent of the CoCo market was necessitated by changing
banking regulation post the financial crisis. Unlike their predecessors
- what we refer to as ‘legacy’ Tier 1 (T1) and Tier 2 (T2) - these
securities are designed and structured to be loss absorbing under
certain scenarios.
For the calendar year 2017 the ICE BoAML CoCo index returned
13.8% sterling hedged total return)1. While we do not expect similar
returns from this point, we do believe that the asset class remains
attractive on a yield basis.
In this article we discuss what factors we look for when analysing
CoCos.
Important factors

Considered by us as a quasi-equity, CoCos are the most junior piece
of the capital structure, with the fundamental quality of the bank
being most critical. We saw a useful reminder of the risks with these
instruments in 2017 with the bail-out of Banco Popular where the
banks AT1 bonds were written down to zero.
This leads us to focus on the large, systemically important issuers,
Our preference is for equity conversion over write-down; quarterly
coupons over annually payable ones and banks with significant retail
or wealth management businesses, as they have less lumpy earnings
profiles than investment banks. We believe that thorough analysis of
these instruments is required to add value. The factors we analyse are:
• Trigger levels CET1 levels and distance to the trigger leads us to
favour better capitalised banks and structures where the trigger
is lower (5.125% rather than 7-8%), the distance to any loss
absorption is greater. In some cases, regulators have asked issuers
to have different contractual trigger levels at the parent or HoldCo
level to the subsidiary or OpCO level.
• Distance to coupon restrictions (and associated levels of
distributable reserves)
• Additional Distributable Items (ADIs): The amount of ADIs,
which is the pool of reserves from which banks pay discretionary
items, such as CoCo coupons, is usually published annually
entailing a need to estimate the ongoing level.
• Maturity/redemption risk: While at times of distress, maturity
or extension risk will be our focus, currently we are more
cautious of bonds being called early, for example due to a loss of
regulatory treatment (as we saw with some of the Lloyds ECNs).
• Issuance: Tracking each bank’s level of capital requirement
allows us to be aware of which banks have shortfalls and should
issue - this can lead to healthy new issuance premiums. Some
banks have been especially good at issuing at very tight levels here we may choose not to participate in a new issue but try to
add on any future weakness.

• Vintage AT1s with large coupon – these give us more
conviction that they will be called at the first opportunity and
the higher coupon level also provides some risk mitigation in
volatile markets.
Summary

CoCos remain in our view a relatively attractive asset class. We
think it important when analysing banks to look at the complete
capital structure, including equity, and believe we can add value by
rotating within the capital structure of individual issuers as well as
more broadly at the asset allocation level.
From here, while the potential for capital growth from CoCos is
considerably lower than seen over the past five years, it is now in our
view an asset class that is lower risk than it was in its infancy and one
that remains an attractive source of income.
Period

Return

2016

7.1%

2015

7.1%

2014

6.0%

Since Inception of index (31/12/2013)

38.9% (cumulative)

To read more from our investment teams,
visit our news and insights page here:
www.invescoperpetual.co.uk/uk/news-and-insights
¹Sterling hedged total returns for the ICE BofAML Contingent Capital index
IMPORTANT INFORMATION Investment risks
The value of investments and any income will fluctuate (this may partly be the result of
exchange rate fluctuations) and investors may not get back the full amount invested. Investing
in Contingent Capital Bonds can result in significant risk of capital loss based on certain trigger
events. This document is for Professional Clients only and is not for consumer use.
Where individuals or the business have expressed opinions, they are based on current market
conditions, they may differ from those of other investment professionals
and are subject to change without notice.
This document is marketing material and is not intended as a recommendation to invest in
any particular asset class, security or strategy. Regulatory requirements that require impartiality
of investment/investment strategy recommendations are therefore not applicable nor are any
prohibitions to trade before publication. The information provided is for illustrative purposes
only, it should not be relied upon as recommendations to buy or sell securities.
Further information on our products is available using the contact details shown.
All data as at 31 December 2017, sourced from ICE BofAML, unless otherwise stated.
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ENGINEERED TO GO THE DISTANCE
Aviva Investors Multi-Asset Funds
• Dynamic: targets optimal asset allocation
• Precise: underpinned by robust risk management
• Efficient: maps across a broad risk spectrum
• Powerful: robust track record
Aviva Investors Multi-Asset Funds (MAF)
annualised performance
1 year

3 year

5 year

MAF I

2.53%

3.33%

4.26%

MAF II

5.94%

5.97%

7.07%

MAF III

7.83%

8.08%

9.17%

MAF IV

9.36%

9.21%

10.47%

MAF V

12.19%

11.32%

10.66%

Past performance is not a guide to future performance.
Source: Lipper, a Thomson Reuters Company, as at 31 December 2017.
R3 share class, annualised performance, mid to mid basis, net income
reinvested, net of ongoing charges and fees.

Discover a range of funds engineered to align with
your clients’ chosen risk and reward profiles, actively
managed to target long-term capital growth.
The value of an investment and any income from it
can go down as well as up and can fluctuate due to
changes in currency and exchange rates. The funds
invest in derivatives which may have the effect of
magnifying investment gains or losses. Investors
may not get back the original amount invested.
avivainvestors.com/MAF

Risk-rated by:

Sustainable Income | Capital Growth | Beating Inflation | Meeting Liabilities

For today’s investor

For professional clients and advisers only. Not to be distributed to or relied on by retail clients. Ratings are no guarantee
of future performance and can change.
The Aviva Investors Multi-asset Fund range comprises the Aviva Investors Multi-asset Fund I (“MAF I”), the Aviva Investors
Multi-asset Fund II (“MAF II”), the Aviva Investors Multi-asset Fund III (“MAF III”), the Aviva Investors Multi-asset Fund IV (“MAF
IV”) and the Aviva Investors Multi-asset Fund V (“MAF V”) (together the “Funds”). The Funds are sub-funds of the Aviva Investors
Portfolio Funds ICVC. For further information please read the latest Key Investor Information Document and Supplementary
Information Document. Copies of these documents and the Prospectus are available in English free of charge on request or on
our website. Issued by Aviva Investors UK Fund Services Limited, the Authorised Fund Manager. Registered in England
1973412. Authorised and regulated by the Financial Conduct Authority. Firm Reference 119310. Registered address: St Helen’s,
1 Undershaft, London EC3P 3DQ. An Aviva company. www.avivainvestors.com
RA18/0014/01062018
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HOW I SCORED IN THE
INVESTIQ TEST – AND WHAT
I LEARNED
Ni c k K i r r a g e
Fu n d M a n a g e r, E q u i t y Va l u e
Schroders
Fund manager and value blogger Nick Kirrage reveals his
results in an investment IQ test designed to help investors
understand their biases
What type of investor are you - optimistic, impulsive? Do you
follow the herd?
We all have a range of “biases” - of which we are often unaware
– and which can affect the way we invest. I’m intrigued by this
branch of science, known as behavioural finance. As a fund manager
specialising in value investing, I aim to find stocks that everyone
hates. To achieve this, I play on the irrationality – the biases – of
other investors.
But irrational decision-making doesn’t just cloud stock selection,
it can influence basic investment decisions. For some people, biases
are strong enough to prevent them from investing at all. Fortunately,
these biases can be measured, making it easier for investors to
recognise their frailties.
Schroders has developed such a test (visit schroders.co.uk/investiq
to try it out). It offers a report that explains your investment character.
It also charts your score against the average across a range of traits.
I took the test. It concluded that I was a “level-headed optimist”,
a calm investor who can tolerate the ups and downs of markets –
something of a relief, given my line of work. But it was the scores on
individual traits, shown below, which were most telling.
I was pleased that my aversion to making losses was low. Too many

Source: Schroders. InvestIQ. Data correct as at December 2017.

investors are overly concerned with the chances of losses. They feel
the pain of loss more strongly than the pleasure of gains, and so don’t
invest. Their money instead sits in cash and can be eaten away by
inflation over time.
In contrast, I scored marginally above average on impulsivity. This
resonated – it’s a trait I’m aware of and something I carefully manage.
I often have to take bold decisions, snapping up stocks that have
suffered some misfortune and are suddenly cheaper. It’s the nature of
value investing. But the approach isn’t impulsive. We value hundreds

of stocks every year and only invest in a handful that we believe to be
fundamentally undervalued. The research has already been done, the
decision is considered.
For those who don’t invest for a living and have not already
discovered their own investment impulsivity, this finding would be
crucial. For me, my score as a young investor may have been higher.
Some of my other high-score traits were perhaps a little less fund
manager-esque. On “confidence”, I scored less than half the average.
To be honest, I feel naturally confident, but the conclusion is not
wrong. Again I have consciously tempered this confidence. One of
the central tenets of our approach is that self-belief can be dangerously
reassuring when investing. Instead, our approach is to test and re-test
the “facts” of every investment decision we make.
I also told the test that I listened to others and don’t like to operate
as a “lone wolf ”. This may explain my slightly high “herd influence”
score. To be frank, I’m surrounded by great investment minds, so why
wouldn’t I listen? The “herd” term can have negative connotations in
fund management, but listening is positive; you listen and you make
your own choices.
Finally, my score on “projection”, at around half the average, offered
reassurance as a value investor. This is a bias where you assume the
future will be like the present. It persuades investors, often to their
cost, to buy certain sectors in the stockmarket just because they have
done well in the recent past.
Whether you’re a first-time investor or an experienced professional,
I’d recommend taking the test. A little introspection can help make
you a better investor.

Take the investIQ test in eight minutes.
Go to schroders.co.uk/investiq
Nick Kirrage shares ideas on The Value Perspective blog,
a dedicated online resource on value investing
www.thevalueperspective.co.uk
For professional advisers only. This material is not suitable for retail clients. Past performance
is not a guide to future performance and may not be repeated. The value of investments and
the income from them may go down as well as up and investors may not get back the amount
originally invested. Schroders has expressed its own views and these may change. The data
contained in this document has been sourced by Schroders and should be independently verified
before further publication or use. Issued in January 2018 by Schroder Unit Trusts Limited,
31 Gresham Street, London EC2V 7QA. Registered No: 4191730 England.
Authorised and regulated by the Financial Conduct Authority.
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DO LOW COST SOLUTIONS
HAVE TO BE PASSIVE?
Keith Balmer
Pr o d u c t S p e c i a l i s t , Mu l t i - St ra t e g y
BMO Global Asset Management
The multi-asset sector has ballooned in recent years. Its growth
has had a number of drivers: the wake of the Retail Distribution
Review saw advisers increasingly focus on their key skill – financial
planning – rather than embroil themselves in the time-consuming
and compliance-heavy business of investment. Multi-asset solutions
provide a sensible “outsource” option here. At the same time,
multi-asset has emerged as a natural choice under the new pension
freedoms, forming a core part of drawdown portfolios and an answer
for the growing auto-enrolment market.
These emerging opportunities present a more cost-constrained
challenge for advisers, especially with regulators continuing to
demand more transparency on pricing and service models. The focus
has been on lower costs, with passives the obvious, indeed only,
choice in recent times. But is this the best the industry can do? And
is this set to change?
The great DB gold rush

Pension freedoms have brought about a decline in the annuities
market, and a commensurate rise in drawdown with multi-asset
solutions becoming an important tool.
There has been an explosion of demand for transfers out of defined
benefit schemes, with retirees drawn by the increasingly attractive
transfer values on offer, and the potential to manage their retirement
pot more flexibly

Are the products advisers are choosing fit for
purpose?

These changes bring increasing demand for advice, but they need
to be handled sensitively. Defined benefit transfers are already subject
to considerable regulatory scrutiny, with the FCA expressing concern
on the types of products advisers are choosing for clients and the
costs involved. The FCA launched an investigation into pension
transfer advice in 2017 and found that some of the advice investors
were receiving at retirement fell short of expectations. Advisers can
expect continued close supervision on the issue. The FCA’s position
was already well-established, saying that suitability and costs must be
a priority for advisers. MiFID II looks set to build on this, pushing
for appropriate recommendations, and for full, granular disclosure of
charging on all investment products.
A focus on cost is inescapable

Much of the demand for multi-asset products is already costconstrained. Auto-enrolment, for example, is restricted to 75bps,
including platform and fund fees, which has made it difficult for
advisers to participate. In practice, most pension products are likely
to come with cost restrictions.
At the same time, advisers cannot neglect the risk side of the
equation or they face the threat of falling foul of suitability rules.
Mapping to existing risk models is vitally important, particularly as

220,000 £50 billion
defined benefit
members
have already
transferred funds
since 2015,
80,000 between
April 2016 and
March 2017
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The value of funds
from DB transfers
since 2015

and the figure is
expected to grow by

120,000
in 2017/18

One administrator

- JLT Empolyee Benefits
- is handling

£100 million
each month

Government statistics suggest that 220,000
defined benefit members have already
transferred funds since 2015, including 80,000
between April 2016 and March 2017. A further
120,000 people are expected to transfer out of
defined benefit schemes in the 2017/2018 tax
year. The growth of the auto-enrolment market
is also creating opportunities for advisers.
Source: Mercer August 2017
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FCA AM MARKET
STUDY - VALUE
FOR MONEY,
ACTIVE PRICES
FOR ACTIVE
EXPOSURE

AUTO
ENROLMENT
BEGINS

MOVE TO
TRANSPARENT
ADVISER
CHARGING

2002
2012

2002
2013

2002
2014

2002
2015

2002
2016

FSA FOCUS ON
CENTRALISED
INVESTMENT
PROPOSITIONS

RDR TRANSFORMS
PRICING AND
SERVICING MODEL

FCA PLATFORM
REBATE BAN SHIFT TO
UNBUNDLED
CLEAN FUND
CHARGES

PENSIONS
FREEDOMS - A
PARADIGM SHIFT
FOR ADVICE

FCA FINANCIAL
ADVICE MARKET
REVIEW TACKLES
ADVICE GAP

GROWING PRICE
CONSTRAINTS/
SENSITIVITIES

many advisers are using platforms to build their suitability process.
Multi-asset funds must be clear on their risk parameters and ensure
they align with client risk profiles.
Auto

Move to

2002
2017

2002
2018
MiFID II
EMPHASIS ON
TRANSPARENCY
AND SUITABILITY

with a clear, transparent charging structure. It is an institutional
calibre product that is now being made universally available.
A breakthrough made possible
through
FCA AM
Market scale

Growing price
Study
- value
BMO Global Asset Management
has
beenfor
able to launch the
constraints/
money, active prices
Universal
MAP
range
because
of
its
scale.
It
operates
in more than
Too begins
often the solution
from
multi-asset
providers
has
been
based
adviser charging
sensitivities
for active exposure

Theenrolment
dramatic rise oftransparent
passives

on passive products, which limits investment choices for consumers. 25 cities in 14 countries, and currently manages around £189 bn in
Passive products do have an important role to play, particularly assets for clients. It has real depth of resource in multi-asset investing,
within longer-term investment portfolios, where the impact of managing around £50bn globally. Its globally diversified team has
2002
2002
2002
2002
2002
2002options for institutional
2002
2013
2014
2016
2017
2018
long-term experience
developing multi-asset
market2012
volatility is less critical.
However, there are
drawbacks to this. 2015
clients
across
the
globe.
Source:
BMO
Global
Asset
Management,
For example, it is often difficult to achieve nuanced asset allocation
30 June 2017.
from a portfolio of passive funds. They may come with inherentPensions
FSA focus on
RDR transforms
FCA Platform
FCA Financial
MiFID II - emphasis
The
MAP range harnesses this depthon
of transparency
experience
biases
–
to
large
cap
companies,
for
example,
or
to
larger
investment
freedoms
- aBMO Universal
centralised
pricing and
rebate ban - shift
Advice Market
andshift
resources.Review
For each
fund, asset allocation is adjusted and
investment
servicing
unbundled
tackles
andmanaged
suitability
markets
such as the US.
It can bemodel
difficult toto
take
exposure to certain
paradigm
clean fund charges
advice
gapequity and fixed income markets. All three
for advice
dynamically, across
global
assetpropositions
classes.
funds draw from 10 different asset classes, blending global equity
and fixed income investments within a portfolio. They invest in
The problem with being too passive
A reliance on passive asset allocation may create problems. It may individual securities, derivatives, collective schemes and ETFs, with
see decisions made based on historic correlations between asset classes the aim of keeping costs low and delivering a predictable, long-term,
and past volatility, neither of which may be particularly informative inflation-adjusted return. The funds are risk targeted, and mapped
about what investors can expect in future. Loose monetary policy to leading risk profiling tools. The process has been extensively backhas created anomalies that may not persist as interest rates normalise. tested and has been used for BMO’s institutional clients for decades.
As with all investments it is important to remember that the value
Multi-asset solutions need to take account of the changing
risk dynamics of different asset classes over time, and changing of investments and any income from them can go down as well as up
relationships. Volatility analysis and stress testing are important, but and investors may get back less than the original amount invested.
there will also be specific risks from individual positions and strategies
– how exposed is a portfolio to interest rates, the oil price, or other All change
A changing market place brings the need for new and innovative
systemic shocks? In order to ensure ongoing suitability, and – perhaps
more importantly – good, predictable investment performance, these solutions, yet to date investors have faced a binary choice – low cost
or active. For the first time, advisers and investors no longer have to
factors have to be considered.
Advisers need a proven and repeatable, active investment process, choose, but can ensure suitability and risk targets are met, within a
from established teams with long track records, to give them proper product that is also responsive and dynamic. Extraordinary times.
peace of mind and to ensure they are meeting their regulatory and
client obligations, while not compromising investment performance.
Meeting all these needs at a low cost is a major challenge.
Time for something extraordinary – a low cost active
solution

The new BMO Universal MAP range strives to finally do what
the market is crying out for. It offers three risk targeted portfolio
options– Cautious, Balanced and Growth - designed to cover a wide
range of client needs. These needs may be reliable source of drawdown
income to support them in retirement; or growth the client seeks
to accumulate capital. Most importantly, each portfolio is actively
managed, but at low cost. Expenses are capped at 0.29% fixed OCF,

For more information on our funds, please contact your
usual sales representative, our Sales Support team on
0800 085 033 or at sales.support@bmogam.com
or visit www.bmogam.com/adviser.
© 2018 BMO Global Asset Management. All rights reserved. BMO Global Asset
Management is a trading name of F&C Management Limited, which is authorised and
regulated by the Financial Conduct Authority.
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PROVIDE YOUR
CLIENTS WITH THE
COMPLETE PICTURE
We understand that there will always be certain product areas that you either cannot, or
choose not to advise upon. This could be due to not holding the relevant permissions or
qualifications, not having the right resources available, or sufficient time, or perhaps you
would just prefer not to be involved in a particular business area.
SimplyRefer is our new tailor-made referral solutions panel that offers you access to
a wide range of additional services to ensure you are able to provide your clients with a
complete advice service.
SimplyRefer can help you find support for your clients in the following business areas:
Later Life Lending
Later life lending, specifically equity
release, has become one of the fastest
growing business areas over recent years.
There has been an increased demand for
these products because pension pots are,
increasingly, not stretching as far as many
hoped. We have put together a panel of
experts who can offer your clients this
valuable service.

Care Fee Planning
Care fee planning is for those clients who
want to reduce the uncertainty of paying for
long-term care by purchasing a care funding
plan, also known as an immediate needs
annuity. You may not be in a position to
help your clients if you’re unfamiliar with
this particular area of advice. HUB Referral
Solutions can offer you access to experienced
specialists, with a thorough knowledge of the
care market.
5 2 | A DV I S E R T O D A Y

Pension Transfers
Client demand for advice on DB pension
transfers continues to rise, and you may need
to outsource these cases to a qualified specialist
if you can’t advise on them yourself. It is more
important than ever to ensure that you have
a robust solution available for your clients.
Our panel of pension transfer specialists is
able to carry out this work on your behalf and
support you in this complex area.

GI & Commercial Insurance
Don’t have time to manage your insurance
queries? With our referral partners you
can still offer both GI and commercial
insurance solutions as part of your service
without taking on any additional work. Just
refer your clients on to one of our chosen
partners, retain the client relationship and,
in most cases, you can still receive a fee.

PROFESSIONAL AND PERSONAL DEVELOP ME N T

Estate Planning, Will Writing and Probate
If you don’t want to advise your clients
directly and deal with these matters
in-house, you can pass on your clients to our
experts who will deal with all legal aspects
involved with will writing, estate planning and
probate matters offering your clients the peace
of mind they need.

Retirement Income Planning
You may have clients who are looking
for retirement income solutions and
you may not be in a position to help
either because it’s not part of your core
service, or the funds involved aren’t costeffective for you to deal with. Through
HUB Referral Solutions we can offer
you access to experienced advisers who
will explain the options and then tailor
the solution to their needs.

Junior ISAs
Help your clients make saving habitual for
their children from a young age with the help of
a Junior ISA. Although ISAs are an important
part of the investment process, giving faceto-face advice is not always economical for
an adviser when smaller sums of money are
involved. Refer your Junior ISA business over to
the Children’s ISA and let the experts take care
of it for you.

Lending Solutions

Protection & PMI
If you’d prefer to take a ‘hands-off’
approach and refer your protection and
PMI cases, our dedicated partners have
a wealth of experience in the industry
and can provide your clients with advice
on protection and PMI. Our panel offer
flexible plans and policies which can be
tailored to your clients’ needs and their
budgets.

There may be times when you need to support
your clients with additional services perhaps
to complete the purchase of a property, to
manage outstanding debt or even to source a
very large loan. Our referral partners can assist
you in these areas.

Secured Loans
Following changes in regulation
and the introduction of the European
Mortgage Credit Directive which sees
brokers now needing to be regulated to
provide this service, you may now wish
to refer any clients who are looking for
an alternative way of funding projects
such as home improvements, a wedding
or even a holiday. Our partners are there
to help.

Visit the SimplyRefer hub in the Propositions section
of the Member website and ensure your
clients have the complete picture.
www.simplybiz.co.uk
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SPRING AND SUMMER EVENTS
Supporting the ongoing development and training of the firms we serve remains of paramount
importance to all of us at SimplyBiz.
Following our hugely successful calendar of 2017, which saw us put on over 350 face-to-face
events, already in 2018, our Investment Forums have seen over 1,300 advisers hear from industry
experts on a range of investment topics.
As we move further into the year, our events schedule picks up pace, with over 30 events in the
next three months alone.
Learning and Development Events

The LDEs remain the foundation of our event calendar and from
April to June, we will be visiting 21 venues across the country to
bring you an agenda which concentrates on your core needs. Sessions
will focus on the current market, product developments around
retirement planning, a look at the latest tax issues and initiatives, and
a timely opportunity to look at the latest hot topics. Plus a regulatory
update from our compliance team to close each event.

Mortgage Meetings – last chance to book!

Our Mortgage Meetings are always a favourite with our Members,
offering something for everyone on all the current hot topics. There
are just three left in our current round, so book your place today.
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PROFESSIONAL AND PERSONAL DEVELOP ME N T

Protection Events

It’s often said that protection is the cornerstone of any robust
financial plan, and our Protection Events ensure that you have access
to the leading lenders in this market, are first to hear about new and
evolving products and can gather information on what may be the
most suitable range of cover for your clients.

The Advice Show

The Advice Show is a live broadcast featuring an array of industry
leaders discussing the big issues shaping our industry. It is broadcast
straight to your laptop, phone or any other device, wherever you are,
meaning you don’t have to go anywhere to get all the latest news,
views and insight.
So far in 2018, we have already brought you Advice Show Bite
Size in January – taking a look at the year ahead with an exclusive
interview with Neil Stevens, Joint CEO of The SimplyBiz Group,
plus an overview of the regulatory landscape and an insight into the
world of DB transfers. March saw our first full Advice Show of the
year, including regulatory, industry and investment market updates,
specialist sessions on non-mainstream and taking an holistic approach
to advice, and an exclusive introduction to the Verbatim Investment
Committee. Both of these shows are available to catch up on now at
www.advisermediaplayer.co.uk.
But there’s lots more to come! We are bringing you more in 2018
– more opportunities to tune in, more opportunities to hear from
some of the leading industry figures and more opportunities to pose
questions. Our schedule is in place for 2018 and you can already
book your place for MI live at www.theadviceshow.co.uk.

How to book

Booking on the Simply Events page couldn’t be easier. Log-in at www.simplybiz.co.uk and visit the ‘Simply Events’ microsite, which can
be found under ‘Events, Webinars & CPD’ on the homepage.

Choose your event by clicking on one of the
coloured boxes.

Select your venue from the list and click
‘book now’.

Click the corresponding registration buttons
and click ‘book now’.
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PLANNING TOOLS

CENTRALISED INVESTMENT PROCESS

INTEGRATED RESEARCH

INVESTMENT COMMITTEE

CLIENT REPORTS

SERVICE AND SUPPORT

Centra is available exclusively to Members and Clients of The SimplyBiz Group. You will receive unlimited
licences at no cost, access to the consultancy team to help implement the solution within your business,
workshops, online self-learning and a dedicated helpdesk, making adoption simple and efficient.

To find out more, visit the Member/Client website, or call 0808 124 0000.

