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WELCOME
Welcome to the summer edition of Adviser Today.
2018 is passing us at a rate of knots, and it is hard to believe that we are already
more than halfway into the year.
So, has it been a good or a bad six months for the adviser community? Well,
the usual challenges are in place; an (over) abundance of regulatory change – and
this year we have been treated to new policy from not only the FCA, but also the
ICO - immoral behaviour in the worlds of crypto-currency and workforce pension
schemes and still far too many disreputable ‘phoenixes’ returning from the ashes.
However, I believe that 2018 has brought a great deal of positive news for advisers
so far.
Firstly, we have at last seen the regulator take action towards addressing the
grotesque injustice of the way in which the FSCS Levy is currently funded. From
April next year, the FCA has decided that providers will pick up 25% of the FSCS
bill – not nearly enough, in my opinion, but at least a step in a much fairer direction.
In addition, we have seen a number of developments in technology which could
result in genuine improvements to the efficiencies in your business and, therefore,
your profitability.
Last but not least, the New Model Business Academy’s apprenticeship programme
for up and coming advisers was launched in February this year and, whilst there is
still a long way to go to fully address the urgent need for fresh blood in the industry,
the enthusiasm of the first groups of apprenticeships to take part suggests a very
bright future.
It has also been a very bright start to the year for The SimplyBiz Group, following
our floatation on the London Stock Exchange on the 4th of April. You can read
more on page 6 about this positive move for both the Group and the firms we serve.
Your support has contributed immeasurably to the success of the Group’s journey
so far, and you may be confident we are continuing to put your needs, and those of
your business, at the heart of everything we do.

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
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IN YOUR CORNER
Hard as it is to believe, we’re now half way through 2018! It’s already been a very eventful year for The
SimplyBiz Group, and Adviser Today caught up with Chairman Ken Davy to discuss his views on the
past few months and focusses for the rest of the year.

Ken, congratulations on the recent listing of The
SimplyBiz Group on the London Stock Exchange.
Why did this feel like the right time for the Group
to float?
Deciding the right time to float is never easy, however
our growth over the years has been very significant and I am
particularly proud of the way in which we have been able to
increase the range of services available to the firms we serve.
By floating, I believe we are able to cement our independence,
whereas most other service providers are now offshoots of
insurance companies. Maintaining our independence means
we can continue to focus all our energies on delivering the best
possible level of service – and services –to the firms we support.
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What difference will the floatation make to Members
and Clients of The SimplyBiz Group?
The impact of the floatation on the firms we serve will be
wholly positive. As a company quoted on the London Stock
Exchange, we will have a higher profile and access to greater
financial resources, which will ensure we can always meet the
needs of the firms we serve.
What plans do you have for the Group over the next
twelve months?
During the next year, our key focus will be on ensuring that we
continue to deliver the highest level of services in all of our key areas.
In particular we are going to be able to use technology to help
firms serve their own clients more efficiently and profitably. A good
example is our recent launch of Centra as a free service. This easy to
use, groundbreaking front and back-office system is already saving
firms countless hours of precious time and was created by The
SimplyBiz Group in conjunction with Defaqto.
Two years ago, I met with a great many firms over lunch or dinner
and it was absolutely clear that the key demand was for greater
efficiency to enable advisers to save time and more easily look after
their clients. Centra delivers exactly that and, whilst it has been a
massive investment for us, it is completely free to the firms we serve.
Despite only being launched in March. Centra has already been taken
up by over 1500 users, and this number is increasing on a daily basis.
In a nutshell, Centra helps you to save time, increase profitability and
run your business more efficiently. Perhaps even more importantly, it
is an end-to-end system which, for once, really is easy to use.
More generally, what do you think are the biggest
issues facing the adviser community during 2018?
I think the reform of FSCS funding is still the single most
important issue facing financial advisers and I am very hopeful
that we will soon see real progress on this front, in terms of the
introduction of a fairer and more balanced system.
The next big issue that the sector faces is pension transfers, and
how to ensure that pension freedoms are used in a practical and
constructive manner by clients, rather than as a short-term ‘grab for
money’ which many will undoubtedly live to regret.
I think there is a possibility of Government action in regard
of pension freedoms, and it is certainly a key focus for the
regulator. As advisers, we must ensure that, as ever, the needs and
outcomes for clients are uppermost in our minds, which, in the
case of pension freedoms, might well mean protecting them from
themselves.

You have often spoken about the urgent need for
new blood into the advice profession and helped
to launch the NMBA Apprenticeship Programme in
April. Is this still a key focus for you?
Growing the number of advisers is vitally important. I had the
opportunity to speak to the first group of NMBA apprentices
recently, and was delighted by what I saw. They were a fantastic
group of young people and, if they are an indication of the quality of
individuals we can attract into our profession under the Government’s
Apprenticeship Scheme, I think we can all be very encouraged by the
impact it will make to our numbers over the next few years.
What stood out for me was their enthusiasm and determination to
succeed, coupled with a real keenness to learn and benefit from their
apprenticeships. What also came across was a real desire to improve
the financial lives of their future clients, through a combination of
professionalism and empathy with their wants and needs.
It seems to me that the Government’s decision to extend the
apprenticeship scheme to financial advice may just turn out to be
the shot in the arm that the profession needs. It has the potential
to get us back onto the front foot in terms of developing the next
generation of professionals.

You’ve also written recently about the issues
surrounding liabilities for network members. Do you
think it makes more sense than ever for advisers to
opt for direct authorisation?
As far as direct authorisation is concerned, for any financial
advice practice that wants to control its own destiny, build real
capital value into its business and maximise both client service and
profitability, direct authorisation is the only way. The numbers of
firms in networks has fallen significantly in recent years. I am sure
this decline in network membership will continue as more and
more firms realise the many benefits of direct regulation.

Don’t forget, you can keep up to date with Ken’s views
on the adviser community and the financial
service sector through the ‘News’ area of
The SimplyBiz Group’s website.
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WELCOME…
VITALITYINVEST

Adviser Today is always pleased to bring you news about brand new entrants to
the market; especially when they are doing something as exciting as ‘changing the
world of investments’. And, that’s exactly what VitalityInvest plan to do with their
new investment products. Neil Stevens, Joint CEO of The SimplyBiz Group, met with
Herschel Mayers, CEO of VitalityInvest and VitalityLife, and Justin Taurog, Managing
Director-Sales and Distribution, to find out more.

Over the past ten years you’ve built a fantastic brand
and a fantastic business in the UK, with VitalityLife.
Why now for the move into VitalityInvest?
Herschel: As you know, the investment market in the UK is
enormous, but there are a lot of challenges that people face. We
need to encourage consumers to save more and to save sooner so
that, when they do retire, they have a sufficient amount to support
their retirement. So, that’s a massive challenge for us as an industry.
We are also in an environment of very low interest rates and that
has an impact on the products available in the marketplace. Some
of the costs and charges of investment are also inhibitors which
stand in the way of desired outcomes for our clients.
As a result, at pre-retirement we are faced with enormous
challenges and, post-retirement, there are just as many challenges,
but of a different type. People are living longer and seem to be
underestimating the financial liabilities they may have in retirement;
what do they need in order to live comfortably?
VitalityInvest has met these challenges with the same principles
that can be seen in VitalityHealth and VitalityLife; by utilising the
shared value model. This model encourages people to change their
behaviour, thereby generating additional economic value.
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Can you paint us a picture of how this might work?
Herschel: Of course – using VitalityLife as an example, we utilise
the wellness programme to encourage people to lead healthier
lifestyles; eat the right foods, have the correct medical checks and
so on. That leads to better mortality and morbidity rates which,
in turn, create a lower level of claims, creating that additional
economic value for clients.
Through VitalityInvest, we want to utilise exactly the same
concept – the shared value model – to influence client behaviour
in a positive way. We would like to see them saving sooner, saving
more and doing the right thing – the responsible thing – in
retirement. By encouraging people to do the right thing, we will
jointly generate additional value, which will then be shared with
clients through enhanced value proposition and a boost to the
value of their savings, both pre and post retirement.
We hope to change the market by encouraging people to do the
right things.

ADVISER MATTE RS

Obviously investment is a new market for you in the
UK, please could you tell me a little about who you
are partnering with?

I know you’ve been speaking at the recent VitalityInvest
launch events about the changing dynamics of
retirement. How did that influence development of
the VitalityInvest proposition?

Herschel: Absolutely. We believe that our key competencies are
really in the provision of a solution and product design, but not
asset management. We have therefore partnered with leading asset
managers to cover our entire range. We’ve split this into two ranges
– active and a risk targeted range using passive funds. The partner
we believe is best placed for active fund management is Investec
Asset Management. For the risk targeted range, the passive fund
partner we have chosen is Vanguard Asset Management.
I believe that, working with these partners, VitalityInvest will help
clients enjoy a longer, healthier and more financial secure life.

Justin: Things have changed quite substantially over the past
decade, and retirement is no longer the binary condition it once
was when people were either working and bringing in an income
or retired with a pension guaranteed for life. Nowadays, people
are much more active in retirement, and they tend to retire with
a lump sum and they are responsible for deciding how to use that
sum to ensure it lasts throughout retirement. What we are trying
to do at VitalityInvest is help people live a better quality of life, a
healthier life and a more active life in retirement.
How is your product designed to encourage this
behaviour?
Justin: Herschel gave you an overview of the shared value
methodology, and the concept behind that is we all want to live a
longer, healthier life and save more, over a longer period of time.
VitalityInvest encourages this behaviour by incentivising and
rewarding people for saving sooner and saving for longer by giving
the accumulated funds a boost from the shared value generated.
When it comes to decumulation, we are going to enhance client
drawdowns, depending on the level of engagement with the Vitality
programme. For example, if you are drawing down between 2%
or 3% of your pot on an annual basis, and you are continually
engaging in the programme, we will give you a boost of up to 20%,
generated by the additional economical value I mentioned earlier.
Just to be clear, that 20% comes from VitalityInvest’s revenue, not
the client’s investment pot.

Helping your clients live longer,
healthier and more financially
secure lives
You can watch the whole interview at
advisermediaplayer.co.uk or for more information about
VitalityInvest, go to adviser.vitality.co.uk/investments,
speak to your Business Consultant,
or call us on 0800 096 4368*
*Calls to this number are free. Lines are open Monday to Friday from 8am until 5pm
For investment professionals only
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REGULATORY UPDATE:
SENIOR MANAGERS AND
CERTIFICATION REGIME
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
There’s been a metaphorical tsunami of regulation and policy
change to begin 2018 so, with the Senior Managers and Certification
Regime (SM&CR) still awaiting a final Policy Statement and not
due to be implemented until mid to late 2019, it’s understandable
that it may have slipped to the back of your mental queue. Therefore,
I thought it might be useful to remind you of the key points and
purpose of the SM&CR and bring you up to date with the latest
(at the time of writing) developments.
So, to begin at the beginning…

The aim of the SM&CR is to reduce harm to consumers and
strengthen market integrity by creating a system that enables firms
and regulators to hold people to account. As part of this, the regime
aims to:
• encourage staff to take personal responsibility for their actions
• improve conduct at all levels
• make sure firms and staff clearly understand and can
demonstrate who does what.

What is the SM&CR?
Senior managers within a firm have a crucial role in demonstrating
that they are accountable and responsible for their part in delivering
effective governance. This includes taking personal responsibility and
accountability for their decisions, and exercising rigorous oversight
of the business areas they lead. The FCA wants all firms to develop
a ‘culture of accountability’ at all levels and for senior individuals to
be fully accountable for defined business activities and material risks.
This should, over time, result in improved culture and governance
in the industry, and help to reduce consumer harm. It should also
promote public confidence that firms have the right people in the
right roles, working in the interests of consumers and markets.
Although the FCA will ‘approve’ senior managers, firms will be
responsible for vetting and monitoring those in ‘certified’ roles
within their own firm.

Why is the FCA implementing this?
Recommendations were made by Parliament after the financial crisis,
that the FCA develops a new accountability system that was more
focussed on senior managers and individual responsibility, and so
the SM&CR was created. This has been applied to banks, building
societies, credit unions and PRA-designated investment firms since
March 2016, and now the FCA is replacing the Approved Persons
Regime (APR) with the SM&CR in almost all financial services firms.
The FCA wants to have consistent principles applied across financial
services, however, it also wants the new regime to be proportionate
and flexible enough to accommodate the different business models and
governance structures of firms. With this in mind the proposals tailor
the principles from the banking regime to reflect the different risks,
impact and complexity of all other firms subject to the extension.
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The proposals
The key to implementing the SM&CR to all firms is proportionality.
This means the same rules that apply to banks should not apply in the
same way to investment intermediaries. Whilst the regime will apply
to all firms, the majority of investment intermediaries will only have
to apply core principles and not enhanced standards.

Required functions
SMF16 – Compliance Oversight
SMF17 – Money Laundering Reporting Officer (MLRO)
Similar to the existing regime, sole traders will only be appointed
under the compliance oversight function unless they have additional
advisers that requires the appointment of a MLRO.

Where are we now?
In the SimplyBiz Group’s response to the previous FCA consultation
CP17/25, we raised concerns with the proposal to remove investment
advisers (registered as CF30) from the FCA register. The FCA
has acknowledged concerns raised around this issue in its latest
consultation paper CP17/40 and is considering its next steps.
The regulator 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 regime. The FCA is calling this process ‘conversion’, and its
aim is to make it simple, clear and proportionate.

Senior Managers
Every Senior Manager must have a Statement of Responsibilities
even though they are not required to be submitted to the FCA at
conversion.
In addition to the above, all senior managers have a ‘Duty of
Responsibility’ – which means if something goes wrong in an area for
which they are responsible, the FCA will consider whether they took
‘reasonable steps’ to stop it from happening. Roles can be shared and
in which case responsibilities will be shared equally.
Firms also need to make sure that Senior Managers are suitable to
do their jobs and an annual assessment of fitness and propriety must
be carried out for individuals performing these roles.
Firms will not have to apply for re-approval for their approved
individuals and no extra checks will be required apart from one
exception;
The FCA currently approves a firm’s non-executive Chair under the
generic CF2 – Non-Executive Director (NED) function. This means
that the FCA will not know whether an individual CF2 performs
the Chair role, unless firms inform it. It will therefore require firms
with a non-executive Chair to inform it that they wish to convert an
approved NED to the SMF9 – Chair function.
If the FCA are not informed, the individual’s approval will lapse at
the start of the new regime.

‘THE REGULATOR 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 REGIME. THE
FCA IS CALLING THIS
PROCESS ‘CONVERSION’,
AND ITS AIM IS TO MAKE
IT SIMPLE, CLEAR AND
PROPORTIONATE.’
Who is affected by the changes?
All FCA regulated firms will be affected, but it should be noted
that the extension of the SM&CR does not affect Appointed
Representatives (ARs) and the Approved Persons Regime will
continue to still apply for ARs.
For the majority of firms, the FCA is planning to automatically
convert Approved Persons Regime approvals to Senior Management
Functions. This means that if someone is currently approved by the
FCA for their function and the equivalent roles exists in the Senior
Managers Regime, they do not need to apply for re-approval.
As a reminder, the FCA is proposing the following Senior
Management Functions for all firms:
Governing functions
SMF9 – Chair (non-executive)
SMF1 – Chief Executive
SMF3 – Executive Director
SMF27 – Partner
Only the functions that are relevant to the firm need to be applied
for (similar to the existing APR).

Certified Staff
Certified staff may previously have been approved under APR,
perhaps in an advisory or senior management function, but may also
be those whose role has a significant impact on risks to the firm or to
customers. Once a year, firms will need to confirm that their certified
staff are fit and proper for their roles.
The FCA confirms that, while firms will have to identify certified
staff from day one under the SM&CR, they will have a year to
complete fitness and propriety assessments.
What’s next?
The SimplyBiz Group has responded to this consultation paper
and, in doing so, we will ensure the interests of the firms we serve are
carefully taken into account. On publication of the policy statement
(which is due imminently), we will then set out the full range of
obligations firms must adopt. In addition, we will publish a range
of template documents on our website that can be personalised to
reflect these requirements.

For more information, please contact the
compliance team on 01484 439120 or at
compliance@simplybiz.co.uk.
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GDPR - ARE
YOUR DUCKS
IN A ROW?
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
With all the nervous anticipation surrounding the arrival of the
General Data Protection Regulation (GDPR), it’s felt a little bit
like waiting for Christmas. If you were hoping to find the need for
increased staff training and a range of new business processes in
your stocking in May, then you’re in luck!
As you know, GDPR regulation was implemented on the 25th
of May and, I’m certain that you’re all exactly where you need to
be; fully aware of the minutiae of the regime, staff all trained and
engaged with the changes, new processes and procedures in place.

'WHEN IT COMES TO
PROCESSING THE DATA,
YOU NEED TO ENSURE
THAT EACH OF THE THIRD
PARTIES WITH WHOM
YOU WORK IS GDPR
COMPLIANT, THAT YOU
HAVE CONDUCTED DUE
DILIGENCE AND, VITALLY,
THAT YOU CAN EVIDENCE
YOUR DUE DILIGENCE
PROCESS AND FINDINGS.’
Just in case though, I’ll quickly run through a
couple of the headlines:
• GDPR introduced harmonised law across EU Member States
from the 25th of May this year
• Whilst the basic architecture is unchanged from previous data
protection regulations…
• …there are new accountability requirements
• There are some new rights for individuals, and a strengthening
of existing rights. It’s basically Data Protection ‘on steroids’.
And, what difference has it made to your sales
process?
In the initial meeting, clients must consent to the processing of
their data, and that consent must be clear and affirmative (in other
words, not saying no is not enough – it needs to be a definitive ‘yes’).
1 2 | A DV I S E R T O D A Y

If you’re going to be using a client’s data for multiple purposes, you
need that clear consent for each type of use individually. Importantly,
it remains the case that a client has the right to withdraw consent at
any time for any or all of the types of processing.
When it comes to processing the data, you need to ensure that
each of the third parties with whom you work is GDPR compliant,
that you have conducted due diligence and, vitally, that you can
evidence your due diligence process and findings. You will be able
to give consent for processing of your client’s data as part of that
advice chain, however, the third parties involved cannot then use
the client’s data for anything further, specifically marketing.
When it comes to the storage of data, GDPR rules are pretty
straightforward, and are unlikely to be dissimilar to what you do
currently. All staff within a firm need to have individual passwords,
which are changed regularly, and data needs to be encrypted if
it leaves the office at any point. In regard to storage of paperbased data records stored in the office, an alarm system needs to
be in place and windows must have locks or shutters (probably
a good idea generally, in my opinion!). A clear desk policy is
recommended for confidentiality reasons, filing cabinets should
be locked when the premises are unattended and confidential
material needs to be shredded as soon as it is no longer required.
When you’re speaking to a client over the phone, ensure that
you have confirmed their identity before discussing any personal
information; for example, double check their date of birth or
postcode or even, for maximum security, agree a password with
them in advance.
At any stage, a client can request a copy of their data – this is
referred to in the GDPR regulation as a ‘Subject Access Request’.
Of course, clients have always been able to request data, but
previously you had 40 days in which to supply it, and could charge
£10 – post May, you now have just one month in which to fulfil the
request and it must be provided at no charge to the client.

TEC HNICAL TALK

'OF COURSE, CLIENTS
HAVE ALWAYS BEEN ABLE
TO REQUEST DATA, BUT
PREVIOUSLY YOU HAD 40
DAYS IN WHICH TO SUPPLY
IT, AND COULD CHARGE
£10 – POST MAY, YOU NOW
HAVE JUST ONE MONTH
IN WHICH TO FULFIL THE
REQUEST AND IT MUST BE
PROVIDED AT NO CHARGE
TO THE CLIENT.’
When it comes to erasure, this is one section of the regulation
to which we must give a little respect, as it’s a fundamental part of
the new legislation. A client can, again at any time, request that
their records are deleted, however, financial advisers can retain
the data when it is necessary to do so in order to comply with
legal requirements, or where it may be required to defend a future
claim. This is one of the elements of GDPR that reminds us that
the regulation was introduced for all UK firms; the same rules of
erasure will not automatically work for a financial adviser that do
for a pizza delivery firm, or conservatory company from which
you once requested a quote.

So, there you have a quick recap of all the things that you’re
definitely already doing! If, however, you still have a few GDPR
ducks to get in a row, then The SimplyBiz Group has a range of
ways in which we can help.
GDPR hub
Our GDPR hub contains the information you need to ensure you
and your staff are aware of the changes, understand the policies and
know how GDPR legislation translates into operational processes.
One of the most important documents on there is a ‘customer
privacy notice’, which should be issued as a standalone document
to confirm how you process, and with whom you share, data whilst
capturing your client’s consent.
Visit www.gdpr-hub.co.uk to find out more.
Consultation calls
If would like a little more bespoke help, moulded to fit the exact
needs of your firm and staff, you can arrange a one-to-one call
with a member of our compliance team. The consultation calls
generally take about two hours and cost £150+VAT. To book your
consultation, please get in touch with our team on 01484 439120.
Data encryption deals
If you’re still looking for a company to use for data encryption,
we’re pleased to announce a deal with that we have partnered with
Beyond Encryption to offer you Mailock, which you can find out
more about on page 15.

If you have any questions about GDPR, don’t hesitate to
get in touch with our compliance team on
01484 439120 or at compliance@simplybiz.co.uk
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SOLVE YOUR GDPR DATA
CONUNDRUM WITH
INTELLIGENT OFFICE
R o b Wa l t o n
C h i e f O p e ra t i n g O f f i c e r
In t e l l i f l o
The General Data Protection Regulation
(GDPR) is now here with much more
emphasis placed on how firms handle the
data that they process. All firms based in the
EU or dealing with EU based data subjects,
should have overhauled the way that data is
stored, processed and used. Individuals now
have a much stronger framework in place
around their rights and control over data
pertaining to them, but this regulation also
has benefits to businesses too – data quality
being just one of them.
The regulation has posed some specific
challenges to UK financial advice firms,
since they handle large quantities of data for
some very specific purposes. Ensuring the
continual accuracy of their data is, arguably,
the biggest challenge facing advice firms.
A lot of GDPR comes down to fair and
reasonable efforts to maintain data. Working
with the right third parties and having solid
frameworks in place can evidence this, if ever
needed, before the regulator. At Intelliflo,
we have conducted and will continue to
conduct, major reviews of our systems and
processes, in conjunction with many of our
clients, to ensure that Intelligent Office (iO)
is doing all that it can to support the efforts
of financial advice firms in complying with
the directive.
Here, we give you an overview of the iO
system functionality and how it can help in
supporting and evidencing compliance with
GDPR.
The Personal Finance Portal (PFP)

Intelliflo’s PFP is an online portal that helps
with GDPR obligations in a number of ways.
Online client fact finds and data verification
enable firms to evidence that they have taken
reasonable steps towards ensuring that the
data that they hold is accurate. The portal
also has a secure messaging functionality,
which makes the sending and receiving of
important and private documents more
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secure by keeping them away from email
servers. Clients will need to specifically
login to access and send documents, further
evidencing a stricter security protocol.
Clients will also be able to access all the
data held on them by a firm through PFP.
Under GDPR, individuals can submit
subject access requests in order to ascertain
what data a firm is processing on them. By
making such information openly available to
clients, this removes the need to gather the
data to be submitted to the individual.

‘ENSURING THE
CONTINUAL
ACCURACY OF THEIR
DATA IS, ARGUABLY,
THE BIGGEST
CHALLENGE FACING
ADVICE FIRMS.’
Customer Success Team

Intelliflo has established a dedicated team
charged with helping iO users get the most
from their data. As well as adding business
value through accurate data, the knock-on
effect as regards GDPR, is that firms can
evidence the efforts taken to ensure that they
are maintaining accurate data. As well as these
in-house solutions, iO also integrates with a
number of partners which further compliment
the data quality efforts of iO’s users.
Flashlight

Our Flashlight service analyses unmatched
plans in bulk valuation files, which means
that firms can achieve a 100% matching rate.
Where there are plans leftover, it is likely that
they have elapsed and are no longer valid.

This means that firms can further interrogate
their data and show that they have taken
steps towards making their data as accurate
as possible.
Docusign

Docusign is an eSignature system used for
securely and quickly submitting key client
documents – clients can open the document,
provide an electronic signature and send
it straight back with all correspondence
recorded against the client record in iO. No
more envelopes, stamps and postal service.
SaleMove

SaleMove enables firms to meet face-toface with clients and prospects in a virtual
environment, via camera and screen sharing.
All meetings are recorded against the client/
prospect record in iO, thereby providing
an absolute record of conversations. This has
a knock-on effect with other regulations such
as MiFID II, which requires a log be kept of
client interactions. With GDPR, it is also
a useful a tool for establishing elements such
as consent, where there has been a verbal
agreement.

The above areas outline just a few
ways in which the Intelligent Office
functionality help financial advisers
to be GDPR compliant. Intelliflo has
worked closely with its clients and
the financial advice industry and
has put together a suite of content
to continue to help financial advice
firms beyond the deadline for
compliance. For more information on
how we can help you, please visit our
GDPR pages or call 0845 230 3800.

TEC HNICAL TALK

GET GDPR READY WITH
EMAIL ENCRYPTION
NEW solution now available

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
With the arrival of GDPR last month, we continue to enhance the
support available within our dedicated GDPR Hub, ensuring you
have access to training, policies, documentation and operational
solutions.
Here we showcase the latest support.

The technology behind Mailock not only encrypts your emails,
but also provides a Digital Recorded Delivery® service to ensure
delivery of your message to the intended person - only when
the recipient has proven their identity to you as the sender, is
access permitted.

Are your emails secure?

Mailock seamlessly integrates with your existing email systems;
whether you are working on your desktop or seeking to replace
volume communications through automation.

One of the main areas the new regulations will look to address
is how firms access, use, store and even destroy data and, with
email relied upon by so many, firms are now being urged to put the
necessary systems in place to protect data sent electronically.
With many high profile cases of data loss being reported, the
Information Commissioners Office has formed the view that in
future, where losses of data occurs and encryption software has not
been used to protect the data, regulatory action may be pursued.
NEW email encryption solution

As part of our GDPR support offering, we have partnered with
Beyond Encryption to offer you Mailock – a solution that employs
cutting edge encryption technology to secure your sensitive
information and ensure safe passage of your email.

Simple integration

Your recipients pay nothing to read secure messages that are
delivered conveniently and securely into their normal email
systems, using simple apps or their internet browser.
How to get Mailock

As a Member or Client of The SimplyBiz Group, you can now
get Mailock for the reduced price of £8.50pcm (excluding VAT)
per licence, with further discounts for multiple licences. Simply
email enquiries@beyondencryption.com and quote the reference:
SIMPLYBIZGROUP

To find out more, visit the Operational Support section
of our GDPRhub at www.gdpr-hub.co.uk
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GDPRhub here to help
you be
compliant
GDPRhub is designed to
provide you with a single
entry point through which to
access relevant information
and supporting documentation
relating to General Data
Protection Regulation (GDPR).

Since 25 May 2018, all UK companies have had to ensure that they are
compliant with GDPR.
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 GDPRhub offers an array of ongoing communications, videos,
documents, coverage at our core events, guides and more to support
you implement the regulations in your business.

gdpr-hub.co.uk

PENSIONS AND L ATER LIFE SP E C I AL

PENSION TRANSFER SPECIAL…

In this DB Pension Transfer Special, we’ll be looking at the latest news from the
regulator, our SimplyRefer specialist partners tackle your most frequently asked
questions and Head of Pensions Technical, Keeley Paddon, will take a deep dive into
the practical aspects of pension transfer business.
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
Back in March this year, the FCA published two papers, the first
being the long awaited Policy Statement (PS18/6): Advising on
Pension Transfers, and the second a Consultation Paper (18/7):
Improving the quality of pension transfer advice.
The SimplyBiz Group submitted a response to the Consultation,
which you can find on the SimplyBiz website.
In summary, the FCA’s Policy Statement provides no real surprises. In
many cases, it is going forward with their original proposals, however
there are a number of key points of which you should be aware.
• The FCA has reverted to its original stance, which is that the
‘starting point’ for a considering a pension transfer should
remain unchanged; to transfer is unlikely to be in the client’s
‘best interests’.
• All advice on the transfer and conversion of safeguarded benefits
requires a personal recommendation.
• When checking advice, the Pension Transfer Specialist (PTS)
is expected to check the entirety of the process, not just the
numerical analysis, and consider whether the advice is sufficiently
complete; confirm that the personal recommendation is suitable,
inform the firm in writing that they agree with the advice,
including the recommendation, before the report is given to the
client. This means that any disagreements between a PTS and the
adviser must be settled before the suitability report is presented
to the client.
• The definition of a non-monetary benefit, which was modified in
January to mirror the new MiFID II inducement rules, has been
widened, meaning that ‘free’ Transfer Value Analysis (TVA) or
Appropriate Pension Transfer analysis (APTA) software should
not be used.
• Due to the amount of information a firm needs to make a
suitable personal recommendation, streamlined advice is unlikely
to be achievable for pension transfers.
• From 1 October 2018, firms will have to undertake an
‘Appropriate Pension Transfer Analysis’ (APTA), and a mandatory
‘Transfer Value comparator’ (TVC) within the APTA, showing

the Cash Equivalent Transfer Value (CETV) offered by the DB
scheme and the estimated value needed to replace the client’s DB
income in the DC environment. These replace the current Transfer
Value Analysis (TVAS). Further guidance on these two new
requirements will be provided in the run-up to October.
FCA CP 18/7: Improving the quality of pension
transfer advice
As those of you who have taken the time to read the Policy Statement
covered above in detail, will know it leaves some questions unanswered.
CP18/7 makes further proposals to close these gaps, and in turn opens
up a debate on new issues relating to charging structures.
The regulator’s intention is to give firms greater clarity on the
quality of the advice the FCA expects them to deliver to consumers
who are seeking to transfer or convert safeguarded benefits, and also
to raise the standards of the advice provided to clients.
The proposals are to:
• Amend the Pension Transfer Specialist (PTS) qualification and
the exam qualification standards.
• Amend the definition of a pension transfer.
• Introduce guidance on how a PTS should work with another
adviser in a two adviser model.
• Introduce guidance for firms on the advice boundary when
providing triage services to prospective clients.
• Introduce guidance on assessing a client’s attitude to transfer risk.
• Introduce rules requiring firms to provide suitability reports on a
negative recommendation to transfer.
• Amend the assumptions for valuing limited inflationary pension
increases within a DB scheme.
The FCA is also seeking views (but not proposing rule changes at
this time) on charging structures associated with advising on pension
transfers (contingent charging), where it may make new rules or
guidance in future.
Regulatory change and consultation on the area of pension transfers
will doubtlessly continue at a rate of knots going forward. We will
continue to represent you in our responses to consultation and keep
you updated of any change in our regular bulletins. If you’d like
to speak to us about any element of the information above, please
don’t hesitate to get in touch at compliance@simplybiz.co.uk or on
01484 439200.
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The Pension Transfer Bureau, part of our SimplyRefer proposition, has been continually
popular with Members since its launch two years ago, with the past few months
having been extremely busy. So we asked them each to pick, and answer one of the
most frequently asked questions they’ve received from Members.
Michael Ormond
Fo u n d e r
G r o v e Pe n s i o n S o l u t i o n s
Why is it so important to fully complete the fact find
before submitting the case to you?
Completing some sort of questionnaire, where everything is kept in
the same place and can be easily accessible, is the most obvious way
any financial adviser can demonstrate to the FCA that they know
their customer. For most of us, this would mean completing some
sort of fact find.
With a specialist area such as pension transfers, it makes sense to
have a specialist fact find. You don’t really want to interrogate your
clients about how they feel about the difference between a repayment
mortgage over an interest only mortgage if it has no bearing.
You will obviously want to complete these fact finds with your
clients, even if you are using a transfer bureau service. However, there
are some things you need to know that might not seem obvious at first.
Why do you need to know the spouse’s pension details? If, for
example, it’s the husband’s pension being considered to transfer, the
relevance of needing his wife/partners pension details is so you can
build up a picture of what they could expect in retirement. If she
has a big DB scheme, it might mean his is less significant in terms
of overall household retirement income and therefore less risky to
transfer, conversely, if his is the only retirement income then it puts
a transfer at greater risk.
Another example could be he is looking to release cash early by
transferring his DB scheme, then using that money to pay off debts,
but what if his wife has an old personal pension, which might be
more suitable to release because there aren’t any guarantees that
would be lost. I’m not saying she would have to use hers instead of
his, but I am saying you should ask the question, even if the answer is
no! It will demonstrate to the FCA you are exploring all avenues and
not just paying lip service to the advice process.
Income and expenditure: It’s important to detail the breakdown,
especially with expenditure. Just writing total income in per month
£3,400 and total out £3,400, just makes the FCA think you can’t be
bothered to do a proper job.
By breaking down what gets spent on utilities, travel, holidays, debt
repayment etc, really shows you are trying to know your customer.
This level of detail also helps to establish what they might need as a
minimum income in retirement, because you can work out if their
1 8 | A DV I S E R T O D A Y

debts will be cleared or mortgage paid off, or even their expensive
holidays could be cut out if need be.
Details about their debts is especially important if your objective is
to transfer and release some cash to clear or reduce their debts.
Objectives: This might seem like an odd part of a fact find that
needs more detail; your client wants to transfer their old DB pension
for flexibility and death benefits, it’s obvious, isn’t it?
Or they want to transfer it to release the maximum tax-free cash
sum, simple.
The FCA IS going to ask ‘why?’
Why do you want the maximum tax-free cash sum, what are they
going to do with it?
Maybe it’s to pay off debts, in which case, say so. However, you
will need to know what different debts they have? A credit card is
likely to attract a higher interest rate than a bank loan so that should
be cleared first, on the other hand could they transfer that debt into
an interest free credit card and maybe solve their problem that way
rather than cash in a very good DB scheme. Of course, they might
not want to do that, but if not, why not?
Likewise, if it’s flexibility they want, then why? For the FCA it
isn’t obvious, you need to spell it out for them. Maybe it’s to stagger
retirement, or they’re changing jobs to a lower paid one and need
to supplement their income, or travelling the world for six months
before coming back to start their own part time business, who knows,
but there will be a reason, so state it.
The bottom line: So, the bottom line here is this; the FCA wants
to see detail, they want to know why something is wanted, they
want to make sure all the options available are explored and they
want to make sure it can be demonstrated the advice being given is
professional and thorough.
After the debacle that happened with British Steel, pension transfers
are under the spotlight, so it’s up to us all to help prove the profession
we are in is one which can demonstrate we operate at the very highest
standard possible.

PENSIONS AND L ATER LIFE SP E C I AL

Mark Wilson
Managing Director
Pe n s i o n h e l p

Ja k e R a j
He a d o f Pa ra p l a n n i n g
Tu t o

What sort of circumstances would make transfer
from a defined benefit scheme suitable?
There is no clearly straightforward answer to this and in almost
all reviews of defined benefit schemes, it is a combination of
circumstances that will lead to a recommendation to transfer away
from a defined benefit pension.
At Pensionhelp we start with the position that any transfer is
unsuitable for the client. We do however recognise that there are
‘exceptions’ that may make transfer suitable. The following situations
are common ones where clients could be advised to transfer / partial
transfer to a Personal Pension or to an annuity type product to
restructure income.
Single People with no need for a survivor’s pension: Various
outcomes could be suitable for these type of clients (including the
scheme pension), but the outcome could be an alternative annuity
arrangement on a more relevant basis, a personal pension with death
benefits to named beneficiaries or a combination.
Clients with health issues or terminally ill: Where a client has
a reduced life expectancy a review of their circumstances may show
a transfer to be suitable as the calculation of their transfer value is
based on an average life expectancy. The scheme may offer a Serious
Ill Health Lump Sum or the transfer may offer a suitable alternative
to the scheme pension (or the scheme death benefits)
Clients who do not need guaranteed income: Where a client’s
needs are already met by existing income streams, their wider
objectives can be given a higher priority.
Objective of Flexibility: Where there is a demonstrable and clear
need for flexibility that cannot be met via the scheme pension, we
will review client options. The outcome for our advice could be to
take a scheme pension which will give flexibility with other assets,
a transfer / partial transfer to a personal pension which will allow
flexibility or a combination of annuity / personal pension which will
provide guaranteed income with flexibility.
Objective for restructured death benefits: This is a common
reason for a client approach for a pension review. Outcomes for
clients who approach us where they wish to leave a legacy to family
members for example could be a transfer to a personal pension where
beneficiaries can be nominated, it could be to maintain the scheme
pension and other assets could be used to provide a legacy, or there
may be a need for some form of life cover. Wider objectives such as
restructure of death benefits can usually only be taken into account
where income needs can demonstrably be met.
In addition to the above circumstances, other additional factors
that can be taken into account within our advice could be where
the client has concerns about the future of their (former) employer,
where they wish to review a pension in conjunction with their tax
position (e.g. income tax and Lifetime Allowance charges). There
may also be scenarios where a client has debt issues where a review
of a defined benefit scheme could be useful (alongside other debt
repayment options) or where the scheme pension death benefits
provide a reduced survivor’s pension that would not be sufficient to
meet the survivor’s needs.

What rationale does the Pension Transfer Specialist
look at when deciding the probable advice route?
The regulator would look at the following criteria:
Consequences of transferring: This is the role of research and
analyses. Too often, clients feel attracted to the idea of a DB Transfer
on the basis of the size of transfer values. These values are seen as
‘lottery’ wins. The role of research and analysis, facilitated by a TVAS
and Retirement Income Modelling, is to quantify not what value the
client is receiving, but what is the cost of the benefits that they are
giving up.
Consequences of not transferring: A key area of fact finding is
identifying the client’s objectives. It is critical for these objectives to
be quantified, a value provided for what capital raising is required,
for example. However, it is equally critical to discover how important
these objectives are to the client.
• What are their subjective consequences for not achieving these
objectives?
• What impact will, failing to achieve, these objectives have on the
client’s financial wellbeing?
• How important are they to the client?
It is not necessarily the case that these objectives cannot be frivolous.
However, they become frivolous if they cannot be backed up with an
impact statement.
Objectives do not have to be a great long list, they have to be:
• Clearly identified, quantified, prioritised and show the impact of
not being achieved
Alternative actions: The key consequence for the FCAs stance, that
at outset, is it is ‘not in the client’s best interest’ to transfer means
that we must demonstrate why it IS in the client’s best interest to
transfer. To this extent, we must demonstrate that all alternatives to
the Pension Transfer have been discussed and discounted, so that the
only remaining option open to the client is a transfer.
• Has the client exhausted all other capital raising options?
• If the client is looking to repay debt?
• If their objective includes retirement income, moving away from
a DB Scheme is usually borne out of the need for flexibility. What
does flexibility mean?
• Death benefits – a reason transfer?
• What death benefits does the client actually need?
Why now? Once we have analysed the areas above and the resulting
advice and recommendations conclude that a Transfer is appropriate,
the final piece of the jigsaw is why Transfer now?
• Does the client wish to flexibly access their benefits immediately?
If the answer to this question is yes, then it also answers the question
of why Transfer now? If the answer to this question is no, then why
Transfer now?
In general, if the client is not able or wanting to flexibly access
benefits immediately, it is difficult to state that it is in their best
interest to transfer, aside from the enhanced death benefits, which
may result in an alternative recommendation.
It is not suitable to transfer because a client wishes to have the
flexibility of possibly doing something possibly sometime in the
future. Maximum flexibility is retained by keeping the option of
taking the DB Scheme benefits.
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C r a i g Ha r r i s o n
Managing Director
C re a t i v e We a l t h M a n a g e m e n t
I’ve got a client with a CETV which expires soon have
you got enough time to provide the advice before it
expires?
DB advice is compliance and process-intensive. This contributes
significantly to the timescales for providing advice. With good
reason, the regulator is very interested in this market and has issued
several consultations, policy statements and notices in recent years.
Against a backdrop of the pensions miss-selling review, DB advice
demands the highest standards of suitability. Below the elements for
this delivery is outlined to provide some helpful context.
Scheme details: There is tremendous variance in the completeness
of scheme details provided by administrators. It is rare that we
receive all the information required at the first attempt. Common
omissions include early and late retirement factors and commutation
rates. Where further information is required we are reliant on the
turnaround times of the scheme administrator which vary from one
scheme to another. Typically, these are 2 weeks although often more.
While this information is outstanding the CETV deadline grows nearer.
TVAS
• This can only be completed after all relevant scheme and
member details are received. Crucial to the accuracy of a TVAS
is minimising the assumptions that have been made. CWM
will not make assumptions on critical details; the scheme must
provide it. For example, an “assumed” commutation factor of 12
can provide a very different outcome to an actual commutation
factor of 20, as can the effect of a late retirement factor of 4%
‘simple’ versus one of 4% ‘compound’.
The time taken for a TVAS to be generated and peer checked also
needs to be factored into the equation.
KYC
Overlaid on the hard numbers of a TVAS, must come the softer
facts of client goals, risk profile and circumstances, ensuring overall
suitability. There are various documents which need to be completed
before we can provide meaningful advice including the following:
• Fact find
• Pension transfer questionnaire
• Attitude to risk questionnaire
While we are comfortable with completing these forms with the
client, it’s also useful to receive any KYC information from the
introducing IFA which speeds up the process.
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Suitability report: We aim to produce a written report within 2
weeks of all required information being received. These are then peer
checked by one of our Pension Transfer Specialists and finally by
Compliance before being packaged and sent to the client. We usually
follow up with a call to talk the client through our recommendation
and assist where forms are required to be completed and returned to
us. The CETV expiry date is when signed discharge forms must be
with the DB scheme, not from when the client signs. Receiving DC
providers can easily take a week to completing the new scheme info
request further compressing available timescales.
What can be done to ensure CETVs are met? Referring the
client before they have received the CETV or as soon after receipt
as possible!
Where the client has received their CETV but we don’t yet have
authority to speak with the scheme it can be useful for information
requests to come from the member themselves or the introducing
adviser if they already have authority.
Check whether the scheme will grant a transfer value extension. This
can be helpful where its looking like an expiring CETV won’t be met.
Some schemes are happy to work from scanned copies which will
secure the CETV with the originals to follow. This is also useful to check.
Summary: Unfortunately, there is no standard period above which
we could say that we will guarantee to meet the CETV deadline as
much depends on the information flow between 3rd parties. The
earlier in the process that we receive the referral, the greater chance of
being able to deliver advice in a timely manner.
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PENSION TRANSFERS, IT’S TIME FOR YOUR CLOSE UP!
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
So, the dust has settled after FCA Policy Statement, PS18/6 was
released in March 2018.
Though many in the industry were expecting large changes to the
FCA Conduct Of Business Sourcebook, in reality, as Richard pointed
out on page 17, very little has actually changed on a practical basis.
Starting point - The FCA has decided not to proceed with the
proposal on the ‘starting assumption’ on suitability - as set out in
Chapter 2 - given its concerns about the significant proportion of
unsuitable advice that has been seen. FCA does not consider it is
appropriate to change this assumption at the present time. It will
consider the benefits of taking this proposal forward given the
feedback it receives to the discussion chapter on charging structures
in CP18/7, as it thinks that these two issues should be considered
together. It is important to note that the existing guidance on the
starting assumption does not prevent an adviser from recommending
a transfer where this can be demonstrated to be suitable to the
consumer.
Giving advice - The FCA is proceeding with its proposal – that all
transfers and conversions of safeguarded benefits should include a
personal recommendation. The £30,000 advice requirement remains
as this is laid down in legislation.
The regulator also acknowledges that advisers should already be
seeking information on whether a scheme offers partial transfers
and that any existing workplace pension should already be being
considered.
Where death benefits are important to client, life assurance should
also always be considered.
Analysis to support advice:
FCA is proceeding with their proposal to introduce:
• an ‘Appropriate Pension Transfer Analysis’ (APTA)
• a mandatory ‘Transfer Value Comparator’ (TVC)
CP18/7 sets out some more details for further consideration on
assumptions. Advisers will be best placed to assess the needs and
circumstances of their individual clients. Therefore, there is no
intention to provide detailed rules and guidance on the relevant
elements to include for each individual. The FCA considers that it
is for firms to decide whether a critical yield approach remains valid
in some circumstances. Firms should be aware of the risks of using
critical yield over uncertain future lifetimes where income would not
be secure, or where consumers may not understand it.

Cash flow modelling (CFM) - Firms are not prevented from using
cash flow modelling software or any other type of software. However,
advisers should consider the part these tools play in explaining the
options to individual clients. Disappointingly, CFM was not made
mandatory but we believe this forms the absolute backbone of any
DB transfer going forwards in the world of pension freedoms.
Other issues:
Opt Outs – the current rules remain as they are. FCA will permit the
new APTA and TVC may be used as part of the advice process. The
definition of an opt out is to be considered in CP18/7.
Insistent clients - The insistent client process can be adopted. We
would always advise firms to follow a three part process.
Overseas transfers – it is accepted that two sets of advisers may
be needed, one in the UK and one in the Country concerned. The
provisions (APTA and TVC) will accommodate overseas transfers
cases. Advisers need to have a sufficient level of understanding to advise
on such cases.
Streamlined advice – it is agreed that pension transfers are too
complex to be dealt with on this basis.
Timelines - The final rules and guidance are set out in the Appendix.
Most of these will come into force on 1 April 2018.
The majority of the remaining changes - which cover the transfer
value comparator (TVC) and the appropriate pension transfer analysis
(APTA) - will come into force on 1 October 2018.
The final changes, on the assumptions to use when revaluing benefits,
are set out in Part 3 of Annex B of the policy statement and will come
into force on 6 April 2019.

If you’d like to discuss any of the information included in
this article further with Keeley and her team,
please do get in touch on 01484 439126,
or at pensions@simplybiz.co.uk
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OUTSOURCING - A GROWING TREND
We have seen a growing trend for advisers to outsource certain
elements, and I think this will only continue to increase. This can
be put down to a number of issues:
First, the need for advisers to hold specific qualifications and,
although the qualifications and requirements themselves may change
over time, the impact of taking them does not. Take the example
of Occupational Pension Transfers, or Long Term Care. These days
not only must advisers hold the relevant qualification, but they must
also be able to demonstrate competence in these areas. If, therefore,
you are a newly qualified person in these areas, it is not a given that
you can immediately commence advising in these areas; gaining
the experience is often harder that passing the examination itself,
especially if you are the sole individual in the firm.
Secondly, you also have the implications of risk versus reward,
there are a number of advisers out there that do hold the necessary
qualifications and do have the required experience. Our experience
tells us that more and more advisers are choosing the referral route
rather than doing it in-house. This could be simply because it’s not
core to their operating model, that they don’t have the time and
resource to devote to this area, or simply they choose not to advise
in this area.
Lastly, you have the challenge of efficiencies and client appetite.
Quite simply, the decision to refer could be down to the economics
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of the advice for both adviser and client. Take for example a Junior
ISA – many advisers will not want to advise on this and clients
may not want to pay for this. An obvious solution is to pass the
investment to someone who deals in these products, so you, as the
custodian of the funds, benefit from the remuneration, rather than
the advice itself.
Whatever the driver, it’s clear to see why outsourcing is a viable
option and, what’s more, with good due diligence processes, and
a non-compete agreement (where clients are passed back to the
adviser once the business is concluded) and potential remuneration
share, it can make good business sense to the adviser and ensures
that clients continue to receive advice on all their financial needs.
The two biggest perceived cons of outsourcing – i.e. the threat of
a client being ‘stolen’ by an alternative provider, or inadvertently
exposing a client to financial harm – are perfectly easy to avoid.
A robust introducers’ agreement, including a non- compete
clause, will ensure that your existing relationship will be protected
from a legal perspective. From a common-sense viewpoint, a
company that is reliant upon recommendations would suffer
such bad reputational damage if it started to poach clients, that it
wouldn’t remain in business for very long! Rather than weakening
your relationship with your clients, I believe that outsourcing can
only strengthen it.

PENSIONS AND L ATER LIFE SP E C I AL

HELPING PEOPLE COMES
NATURALLY. IT CAN ALSO
BE PROFITABLE
From 12 months old, infants will point at an object that an adult
pretends to have lost. When they’re 18 months old and see an unrelated
adult who needs assistance opening a door, infants will immediately
help. This behaviour seems to be innate, because it appears before
most parents start teaching children how to act politely.
The urge to help stays with us throughout life, so it’s no surprise
that, in a recent survey, eight out of ten advisers took on at least
one retirement income client in the last year knowing they were
unprofitable.

‘WE BELIEVE THAT
ANYONE WHO
APPROACHES YOUR
BUSINESS COULD BE A
SOURCE OF PROFIT.’

We believe that anyone who approaches your business could be
a source of profit. That includes clients where it may not be costeffective for you to provide the advice yourself. It’s also true where
clients need help in areas you’ve chosen not to advise on - like
equity release or care funding.

As an example, let’s assume you don’t provide advice on equity
release, but typically receive a dozen enquiries a year. If all of these
clients were to buy a product, it could generate more than £20,000
extra income each year1. More importantly, you can feel confident
that you’ve acted in their best interests.
How? The answer is HUB Referral Solutions

Launched earlier this year, it’s a referral service for financial
intermediaries who don’t offer retirement income planning,
equity release advice or care funding advice. It’s provided by HUB
Financial Solutions - one of the companies in Just Group – and is
available to Members and Clients of The SimplyBiz Group as part
of SimplyRefer.
If you aren’t familiar with HUB Financial Solutions, you may be
surprised to learn that they’ve been in the advice market for over
10 years, and have helped over 16,000 people release more than
£770m of equity from their properties. They’ve also helped over
2,000 customers with their long-term care funding needs, and are
currently one of the UK’s largest brokers of guaranteed income for
life solutions.
If you make a referral to HUB, they’ll always respect the fact that
it’s your client. That means they’ll keep you informed about your
client’s progress every step of the way and never cross-sell without
your permission.
And, for every case that’s completed, HUB will pay you an
introducer fee.

When it comes to ascertaining the risk of introducing clients
to outsourced suppliers then check, check and check again! Of
course, undertake the due diligence checks that are required, but
I’d suggest that you dig a little deeper; ask to speak to previous
clients and other advisers who have worked with the supplier,
ask them to take you through their processes and make sure you
have a full understanding of how the service provider will work
with your client. If you still don’t feel sure that your client will
be in good hands, then don’t make the recommendation.
Overall, outsourcing can be a really valuable option for
advisers who want to provide truly end-to-end services for their
clients, even if they don’t work in – or want to work in – certain
business areas and SimplyRefer, in partnership with HUB
Referral Solutions, is a great place to see what’s available.

Ga r y K e r s h a w
C o m p l i a n c e D i re c t o r
The SimplyBiz Group

To find out more about how HUB Referral Solutions
can help you support a wider range of clients
and generate extra income.
Visit www.hubfinancialsolutions.co.uk/refer.
1 Based on a market average released under new lump sum plans in H1 2017 of £95,386
(Equity Release Council Market Report Autumn 2017)
and an introducer fee of 1.75% per completed case.
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ONE IN EIGHT WILL
RETIRE WITH NO
PENSION IN 2018
But the number without savings is shrinking

Stan Russell
R e t i r e m e n t In c o m e S p e c i a l i s t
Pr u d e n t i a l

Nearly one in eight people (12 per cent) retiring this year have
made no provision for their retirement, including 10 per cent who
will either be totally or somewhat reliant on the State Pension,
according to new research from Prudential. This leaves them
starting their retirement with an income of around £1,452 a year
below the Joseph Rowntree Foundation’s (JRF) Minimum Income
Standard for a single pensioner.
The findings are part of Prudential’s unique annual study – now in
its 11th year - which tracks the finances, future plans and aspirations
of people planning to retire in the year ahead.

‘IT IS WORRYING SO MANY
PEOPLE WILL BE ENTIRELY
RELIANT ON THE STATE
PENSION FOR THEIR
INCOME IN RETIREMENT.’

There is good news, as the numbers retiring without a pension
is lower than the 14 per cent in 2017 and now nearly half the 23
per cent recorded in 2008. Women are more likely to have no
retirement savings - 18 per cent will retire without a pension this
year compared with seven per cent of men. The gap is narrowing
over time - in 2016, 22 per cent of women had no retirement savings
compared with seven per cent of men. While in 2008, the year our
research began, a third of women (32 per cent) were planning to
retire without a pension.
A tenth (10 per cent) of those retiring in 2018 will either rely
somewhat or solely on the State Pension, which for those retiring
2 4 | A DV I S E R T O D A Y

‘IT IS NEVER TOO EARLY
TO START SAVING INTO
A PENSION AND EVEN
A SMALL AMOUNT EACH
MONTH CAN MAKE A
DIFFERENCE.’
after April will mean an income of £164.35 a week, or just over
£8,500 a year. Taking the JRF’s Minimum Income Standard of
£192.27 a week for a single pensioner, which is a benchmark of
the income required to support an acceptable standard of living,
those relying on the State Pension will fall short of the minimum
standard by £27.92 a week, or £1,452 a year.
Stan Russell, retirement income expert at Prudential, said: “The
long-term trend for the number of people retiring without a pension
is down and that is good news. But there is still some distance to
go and it is worrying so many people will be entirely reliant on the
State Pension for their income in retirement.
“While the State Pension is an important part of retirement
income, it shouldn’t be the only part and those still in work should
if at all possible be contributing to a pension and saving towards
their retirement. It is never too early to start saving into a pension
and even a small amount each month can make a difference and
help from a professional financial adviser can be invaluable in
helping plan for retirement.”
The research highlights the significance of the State Pension to
people in retirement including those with pension savings of their
own. On average, people expecting to retire this year estimate that
the State Pension will account for more than a third (33 per cent)
of their income in retirement.

PENSIONS AND L ATER LIFE SP E C I AL

Retiring with no pension 2008 to 2018
How the retirement saving message is hitting home

All retirees

Men

Women

State Pension as
proportion of average
retiree’s total income

2008

23%

17%

32%

32%

2009

22%

11%

31%

31%

2010

20%

9%

30%

34%

2011

20%

10%

28%

37%

2012

16%

9%

22%

35%

2013

16%

8%

23%

36%

2014

14%

7%

20%

35%

2015

15%

9%

21%

36%

2016

14%

7%

22%

35%

2017

14%

9%

19%

35%

2018

12%

7%

18%

33%

People retiring in…

Proportion of retirees with no pension savings

Source: Prudential’s Class of…retirement research – 2008 to 2018

Of those retiring in 2018 who do have a pension of their own,
two fifths (42 per cent) have the majority of their pension in a
workplace final salary scheme, one in eight (13 per cent) have
their savings in a personal pension which is not through their
employer and 12 per cent have the majority in a workplace
defined contribution scheme.

For more information, speak to your account manager,
or visit www.pruadviser.co.uk
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Refer
Now
... and everybody wins
You get to help more clients,
your clients get more support
HUB Referral Solutions is a new referral
service offering retirement income
planning, equity release and care
funding advice.
Provided by HUB Financial Solutions,
part of the Just Group, it’s simple to
use and designed to complement
your business model.

And, for every case that’s completed,
HUB will pay you an introducer fee.
www.hubfinancialsolutions.co.uk/refer
01737 233412

Part of
Calls may be monitored or recorded, and call charges may apply.
Lines are open 8:30am to 5:30pm, Monday to Friday.
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LIVING WITH
LONGEVITY

Ja m e s To t h i l l
He a d o f T h i r d Pa r t y S a l e s
Av i v a In v e s t o r s
“Our days may come to seventy years, or eighty, if our strength
endures”, says the Book of Psalms in the Old Testament, which
was written somewhere between 2,500 to 3,500 years ago. Until
recently, “three score and ten” still seemed like a pretty good innings
for most people.
But advances in health and education mean that people now
expect to live well beyond 80, and there is a real possibility that the
next generation will live to between 95 and 100.
Andrew Scott, Professor of Economics at the London Business
School and co-author of ‘The 100-Year Life’, argues the three-stage
life of education, work and retirement, associated with a life span
of 70 years or so, is already giving way to a more fluid approach
involving continual education and a more energetic and purposeful
approach to retirement1.
The people who will be most affected by these changes are those
now in their 60s. Many enjoy a level of health and fitness that is, on
average, much higher than was expected when the idea of a threestage life was born. In their desire to carry on working, it is almost
as if they have set aside the notion of retirement. The idea there is a
single age at which everyone comes to a hard stop is already outdated.
Indeed, retirement is evolving into three stages: the first where
people are still working; followed by one where they are fit and
healthy and travel and have some fun; and finally a more traditional
stage, where they are increasingly fragile and stay at home.
The world of work is also becoming far more fluid. Technological
developments and changing social attitudes have been transforming
the workplace over the past two decades. Sabbaticals and mid-career
retraining breaks are likely to increase.
The emergence of the multi-stage life will affect many areas but
none more so than financial planning. Flexibility will be key and
might mean people will have to save into different vehicles. As well
as saving for a pension, for example, individuals might require
funds to finance retraining, for which products like ISAs might
be worth considering. And so, if this more fluid, multi-stage life
starts to become the norm, we should start questioning the whole
concept of a pension, because of our need for assets at different
times of our lives demands greater flexibility.

Furthermore, simply cashing in your pension and buying an
annuity at 65 may not always be the right option if you are going to
live for another 35 years plus. It could be better to remain at least
partially invested, so your assets have the potential to grow and help
offset the impact of inflation. At the other end of the spectrum,
someone who starts investing in a pension in their early 20s may
be invested for another eight decades so they really can take a longterm view!
Fundamental shifts in society never hit people evenly; some
individuals and groups embrace change more quickly than others
and if you look around you can already see evidence of this shift to
a more fluid approach to education, work and retirement taking
place. We believe that those who get financial advice early, and seek
out a financial adviser aware of the demographic changes underway,
will be best placed to thrive in this new world.

For further information contact our investment sales
team Tel: 020 7809 6528*
Email: BDEUK@avivainvestors.com
*Calls may be recorded for training and monitoring purposes, and to
comply with applicable law and regulations
1 https://insights.avivainvestors.com/en-uk/professional/aiq/aiq-issue-005/
who-wants-to-live-forever.html

Important Information
Unless stated otherwise, any sources and opinions expressed are
those of Aviva Investors as at 16 January 2018 and are not investment
recommendations or advice of any nature. Capital at Risk.
Issued by Aviva Investors UK Fund Services Limited. Registered in England No 1973412.
Authorised and regulated by the Financial Conduct Authority. Firm Reference No 119310.
Registered address: St Helen’s, 1 Undershaft, London, EC3P 3DQ. An Aviva company.
CI07277 05/2018
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FAMILY DISPUTES
AND FINANCIAL
PLANNING
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
Disputes amongst family members are an
increasingly common problem. As an adviser,
family complications may be something you
are seeing more often, and may even shape
the financial planning you put in place with
your clients.
However well a financial plan is put in
place, it only protects your client during
their lifetime. Advisers need to also consider
what other areas might be affected by family
disputes; for example, how a client may
wish to distribute their estate when the
time comes. Some clients may even want
to exclude estranged family members, who
would otherwise expect to benefit from the
estate left behind.
As an example, we’ll look here at a case
study in which a family dispute resulted in
the contents of a will being questioned at
probate stage. The deceased in this case, left
a will (written 20 years previously) leaving
her estate to nine beneficiaries; eight of her
children and a grandson. Three of her eleven
children were excluded completely as the
result of an historic argument.
In their action against this, in essence the
claimants made the following challenges
and claims:
1) Validity of the will on grounds of lack of
testamentary capacity
2) Undue influence
3) Reasonable provision under The
Inheritance (Provision for Family &
Dependants) Act
These are three common areas that should
be considered when putting any kind of
planning in place for a client, and are also
the areas that will be looked at first if a will
is contested.
The will was professionally drafted by
solicitors and was accompanied by a letter
explaining the exclusion of the three children.
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When faced with these three challenges,
the judge ruled that he believed she was not
labouring under any false information at
the time of making the will, and went on to
suggest that there was not enough evidence
to say she had been under undue influence,
thereby discounting the first two claims.

‘FAMILY
COMPLICATIONS MAY
EVEN SHAPE THE
FINANCIAL PLANNING
YOU PUT IN PLACE
WITH YOUR CLIENTS.’

Therefore, the only viable challenge left
to the claimants was that of reasonable
provision under The Inheritance (Provision
for Family & Dependants) Act. The judge
reviewed the financial circumstances of both
the claimants and the beneficiaries. The
claimants were not living with their mother
at her death and had not been for some time.
They had, in fact, been living in their own
homes, with partners/spouses and their own
children. It was claimed by the claimants
that the deceased owed an obligation to
them, despite the family dispute.
In summary, the judge commented that
‘need’ is not the only factor that needs to be
considered; estrangement and moral claim
are also points that need to be reviewed and
the claim was therefore not upheld.
From this case, we can see that family
members can still dispute the measures put

in place if there is reasonable ground to do
so. Although this case shows an extreme
example, you may have seen some similar
family circumstances whereby your client
is worried about their financial assets being
affected by a bad relationship with a family
member. Equally is common is the concern
about assets being passed to vulnerable
children who would not cope well with the
financial responsibility.
Ultimately, financial planning and estate
planning should be done together. When
carried out effectively, the probate process
is much simpler for the family left behind.
Currently, many advisers are only involved
in financial planning with their clients,
meaning the client usually has to go elsewhere
for estate planning purposes. Whilst it is
sometimes a viable option to refer a client to
another adviser, at APS Legal & Associates
we see a lot of cases which could have been
made much simpler if the client had spoken
to one adviser for all their planning needs.

If you would like to considering
training to offer estate planning
services to your clients
please do not hesitate to
contact us on 01909 531751 or
enquiries@aps-legal.co.uk.
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PROVIDE
YOUR CLIENTS
WITH THE COMPLETE PICTURE
There will always be certain product areas that you either cannot, or choose not to
advise upon. SimplyRefer is our referral solutions panel that offers you access to a range
of additional services to ensure you are able to provide a complete advice service.
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.

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.
Pension Transfers
Client demand for advice on DB pension transfers
continues to rise, and 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 retain the client relationship and, in
most cases, you can still receive a fee.
Retirement Income Planning
You may have clients who are looking for retirement
income solutions and you may not be in a position to
help. 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.

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 offer flexible plans and policies which can be
tailored to your clients’ needs and their budgets.
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.
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.
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 face-to-face advice is not always
economical. Refer your Junior ISA business over to the
Children’s ISA and let the experts take care of it for you.

Lending Solutions
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.

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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from
DO YOU WANT A WEBSITE THAT IS…
Compliant?
GDPR ready?
Fully mobile optimised?
And Google friendly?

WANT TO KNOW MORE?
To ﬁnd out more about NextGen, visit
www.nextgensites.co.uk or get in touch
via simplysites@simplybiz.co.uk

Shortlisted at the Financial Services
Forum Innovation Awards 2018

PROFESSIONAL AND PERSONAL DEVELOP ME N T

SUMMER AND AUTUMN EVENTS
Our 2018 events calendar continues at full speed ahead into the second half of the year! We
have already completed our first round of Investment Forums, Mortgage Meetings, Protection
Events and Learning and Development Events, but there is plenty more to come,
In addition to numerous webinars and our exclusive, live Advice Shows. But we don’t stop
there, and as we continue through summer and into autumn, we continue to bring you a wide
range of events all aimed at supporting your ongoing development and training.
SIS Summer Roadshows

SimplyBiz Investment Services and its hand-picked partners will
be coming together this summer to bring you a host of support and
information covering the whole gamut of the investment advice
process. From spotting market opportunities and new innovations
in products, to operational procedures and technology, the On The
Road Conferences will ensure advisers have access to all the latest
news from the world of investments.
DATE S & VEN U E S
JUNE
Tuesday 26

Leicester

Sketchley Grange Hotel

Thursday 28

Chester

Village Hotel Chester St David’s

JULY
Tuesday 3
Wednesday 4
Thursday 12

Southampton
Gatwick
North London

Macdonald Botley Park Hotel
Crowne Plaze Gatwick
Holiday Inn London/Elstree

Tax Efficient Investing Workshops

The Tax Efficient Investing Workshops will include expert sessions
on everything from mainstream products like ISAs right through
to products more off the beaten track, such as EISs. Whilst tax
efficient investments will not be suitable for all of your clients, these
events will help you to analyse where you would like to utilise them,
if at all. The regulator’s focus on tax efficiencies, coupled with the
requirements brought in with the implementation of the RDR that
all independent advisers consider the whole of the market for clients,
means that these workshops will be extremely valuable as part of your
development programme.
DATE S & VEN UE S
JUNE
Tuesday 26
Wednesday 27
Thursday 28

Southampton
Gatwick
North London

Macdonald Botley Park Hotel
Crowne Plaza Gatwick
Village Hotel Club London/Watford

JULY
Tuesday 3
Wednesday 4
Thursday 5

Cardiff
Cheltenham
Leicester

Vale Hotel & Spa Resort
Cheltenham Chase
Sketchley Grange Hotel
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Supervisor Courses

Where – and when - are the events taking place?

Our 2018 Supervisor Courses are coming up soon, with our
mortgage broker specific events running through June and early
July and the IFA workshops starting on the 10th of July*. Each
round of supervisor courses has become increasingly popular since
we launched the initiative back in 2012.
If you’re considering whether you, or the appropriate person
in your firm, would benefit from attending a Supervisor Course,
please read on for more detail.

DATE S & VEN UE S

Who should attend a Supervisor Course?

JULY

Our courses have been designed specifically to develop the skills of
supervisor, business owners and compliance staff within regulatory
advisory firms.

MORTGAGE
JUNE
Tuesday 26
Wednesday 27
Thursday 28

Tuesday 3
Wednesday 4

What will be covered?

The event will not only give delegates an in-depth overview of
FCA regulation and guidance surrounding supervision, training
and competence, but also insight and tips into how this guidance
should be applied in practical terms.
The courses, which qualify for CPD, will be run by our highly
experienced senior compliance consultants, Chris Hemmings,
Steven Howard and Angela Thomas Williams (who holds the
CII qualification for Supervising in a Regulatory Environment).
This crack compliance team holds a collective total of almost 90
years of financial services experience in both advising and compliance
settings.
Why are these courses important?

There are a number of valuable reasons for attending a Supervisor
Course:
• It is an FCA requirement that advisory firms, (except sole
practitioners) have at least one nominated supervisor, and that
this individual maintains their supervisory skills on a regular
basis and keeps up to date with regulatory requirements.
• Skills development of the supervisor will add value to the firm
and should increase the performance of the individuals being
supervised.
• The FCA generally expects firms to have adequate risk
management systems in place; this includes appropriate
training and competence and compliance plans.
• Understanding the current industry risk areas to your business
and how you as a supervisor can look to identify and address
these, there by de-risking your business.
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North London
Cardiff
Warrington

Village Hotel Club London/
Watford
Vale Hotel & Spa Resort
Statham Lodge Hotel

Kent

Donnington Manor Hotel

Bristol

The Kendleshire Golf Club

Thursday 5

Stafford

Tuesday 10

Chelmsford

The Chase Golf Club
Stock Brook Manor

INVESTMENT
JULY
Wednesday 11

Derby

Holiday Inn Derby/Nottingham
M1 Jct 25

Thursday 12

Huddersfield

SimplyBiz Offices

Tuesday 17

North London

Village Hotel Club London/
Watford

Wednesday 18

Cardiff

Vale Hotel & Spa Resort

Thursday 19

Stafford

The Chase Golf Club

Tuesday 24

Gatwick

Crowne Plaza Gatwick/Crawley

Wednesday 25

Oxford

The Oxfordshire Golf Club

Thursday 26

Chester

Macdonald Portal Hotel,
Golf & Spa

*Please note that the cost of attending these events is £150+VAT per delegate for Members and
Clients of The SimplyBiz Group and £200+VAT per delegate for non-Group Members.

PROFESSIONAL AND PERSONAL DEVELOP ME N T

Investment Forums - Save the date for our
autumn Investment Forums.

Building on the incredible success of our Round 1 events in February,
Round 2 hits the road in September, bringing you the latest updates
in the investment arena with a range of high-quality presentations
from our provider partners, along with our own compliance session.

DATE S & VEN U ES
SEPTEMBER
Cardiff

Wednesday 5
Thursday 6

Wolverhampton

Tuesday 11

Maidstone

Wednesday 12

Gatwick

Thursday 13

Southampton

Tuesday 18

Norwich

Wednesday 19

Chelmsford

Thursday 20

North London

Tuesday 25

Wakefield

Vale Hotel & Spa Resort
The Racecourse
Marriott Tudor Park
Crowne Plaza Gatwick
Macdonald Botley Park Hotel
Dunston Hall
Stock Brook Manor
Holiday Inn London/Elstree
Cedar Court Hotel, Denby Dale

Wednesday 26

Chester

Village Chester St David’s

Thursday 27

Belfast

Dunsilly Hotel

OCTOBER
Tuesday 2
Wednesday 3

Cornwall
Exeter

Lanhydrock Hotel
Sandy Park Conference Centre

Thursday 4

Cheltenham

Tuesday 9

Blackburn

Blackburn Rovers Football Club

Wednesday 10

Wetherby

Wetherby Racecourse

Thursday 11

Leicester

Sketchley Grange Hotel

Cheltenham Chase

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’.

I S S U E 6 SUMMER | 3 3

P R O F E SSI O N A L AND PERS ONAL D EV ELOPMENT

THE ADVICE SHOW…
COMING SOON TO A SCREEN
If you haven’t yet watched one of our Advice Shows, you’re missing
out. Broadcast live from our studios in London, the Advice Shows
brings together some of the most renowned and respected names in
the industry to discuss the hottest topics of the moment.
We have a number of value-packed programmes coming up over
the next few months, and you can book your place on any of them
at www.theadviceshow.co.uk, then just wait until the day to tune in
on your pc, laptop, tablet or phone. The beauty of the way in which
the Advice Show is structured means that you can either sit back
and enjoy the whole programme, or just select the sessions which are
most relevant to you.
Our ‘Bite Size’ sessions are still just as packed with fascinating
insight and expertise, but run for just two hours, whilst the main
Advice Show, taking place in September, is a full length financial
services extravaganza. Our final show of the year, MI Live, then takes
a thorough exploration through the world of mortgages, GI and
protection.
Book your place today at www.theadviceshow.co.uk:
2nd Jul

Advice Show: Bite Size

10.30 – 12.30

17th Sept

Advice Show: Main

10.30 – 15.00

16th Nov

Advice Show: MI Live

10.30 – 12.30
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Here’s a quick taster of what we’ve featured over the past twelve
months

Neil Stevens, Joint CEO of The SimplyBiz Group, in conversation
with Advice Show host, and Managing Director of SimplyBiz
Investment Services, Dan Russell, talk about the biggest challenges
facing the adviser community, in January last year.
“There will be lots and lots of process and detail, but if we step back
for a moment and look at what MiFID does for the advice sector, the
reality is it will be fantastic for independent financial advisers. We will
finally have a framework with which we can work…advisers will be
able to make fair assessment of the relevant market for their clients.”

PROFESSIONAL AND PERSONAL DEVELOP ME N T

A panel of industry experts including Mark Rimmer, Product
Director, Premier’s Multi-Asset team, David Marchant, Chief
Investment Officer, Canada Life Limited & Managing Director,
Canada Life Asset Management Limited and Sunil Krishnan, Head
of Multi-Asset Funds, Aviva Investors provided a comprehensive
global market overview.
“On one hand we have a synchronised growth across major markets
and on the other we have more volatility in February 2018 than in
the previous thirteen months altogether. Why?”

NEAR YOU!
Although socially responsible investment (SRI) isn’t a new concept,
it is one which has started to build real momentum over the past few
years and it is quickly becoming apparent that SRI may be the ‘right’
choice financially, as well as ethically, for many clients. We invited
Peter Michaelis, Head of Sustainable & Responsible Investment,
Liontrust and Camilla Ritchie, Senior Investment Manager, 7IM to
share their thoughts on what’s driving this trend, what advisers can
expect from suppliers and whether SRI is just a flash in the pan, or
the future of investment.
“It’s important to remember there is a difference between ethical and
sustainable investing. Ethical tends to be the exclusions of certain fund
types, whereas sustainable investing tends to look at the positive aspects
of environmental, social and governmental factors. It’s spectrum, rather
than a divide.”
Dan Russell caught up with Former Minister of State for Pensions,
Sir Steve Webb, now Director of Policy and Communications at
RLG, and John Lawson, Head of Policy (Retirement Solutions) at
Aviva last year to talk, unsurprisingly, all things pensions!
“What I’d like to see is class four used as a way to get the selfemployed into pensions. We know that roughly one in seven selfemployed people put money into a pension last year, and it’s falling.
It’s worse for women, it’s worse for the low paid; it’s a real issue.”

Don’t forget – you can catch up on all
our previous Advice Show videos now at
www.advisermediaplayer.co.uk
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THE COMPLEXITIES OF LIFE
Martin Reynolds
CEO
SimplyBiz Mortgages
Life is generally much more complex than it was just a few short
years ago. I know that, it’s a fact. I see it in my own life and, when I
think back to my formative years, I can see distinctly where change
started.
One thing that put this into context the other day was something I
heard whilst listening to the radio on a morning journey. Professor
Brian Cox was talking about the fact that that things had moved
on at great speed in recent years; agreed he was talking about
discoveries and understanding of complex theory, but he was also
telling the tale of how at CERN, a computer scientist had offered
forward a paper to his manager about something he referred to
tentatively as a ‘world-wide web’. The paper was duly read, only to
reappear with a handwritten comment stating ‘Vague, but exciting’.
Tim Berners-Lee was the paper’s author and from those comments
he proceeded to see where he could take his idea. I was struck by
the inauspicious start to something that now features so centrally in
our modern lives, admitting that at times I have wondered where
we would be without it.
We are targeted by, and, I have to say, choose to subject ourselves
to, an onslaught of information on a daily basis through the web
and a variety of other media, including social, radio, television etc.
It’s easy to feel overloaded so it’s not surprising that we go looking
for ways to filter out the unnecessary!
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‘SUPPORTING OUR
MEMBERS AND
ENSURING THEY GET A
GREAT PRODUCT THAT
MEETS THEIR CLIENT’S
REQUIREMENTS, AT A
GOOD RATE, IS ONE OF
OUR CORE PRINCIPLES.’
Life itself has also become more complex. Balance a traditional
family scenario from just 30 years ago against the same scenario today
and you will struggle to draw comparisons. Things have just changed
so much that if you are over forty and you remind the youth of today
what it was like back in your era, you’ll be met with disbelief. Our
expectations as individuals have grown and, as product providers
create more solutions to support this, so has the requirement for you
to understand the finer detail to be able to offer your clients the right
advice. There is so much more to master and only a little time to
explain all the benefits and ramifications.

MORTGAGES, PROTEC TION AN D G I

At SimplyBiz Mortgages, we know how important it is that you are
able to source products quickly and get all the information you need
to be able to meet your clients’ requirements and their expectations.
Some less traditional routes can now also bring additional benefits
for you, your client or both. To help with all of this, we have created
specific areas within our Member’s website, which ensure that you
can locate specific product types and then drill down to find exactly
what meets your needs. If you require support, our team is on hand
to either respond to you by telephone, email or even live chat.
Take, for example, retirement planning: it’s a key part of any
financial plan and there are now a variety of ways of supporting that
life stage, including equity release, which can also form part of IHT
planning. If you want to ensure that your knowledge in this area is
fully-supported, there is an entire section made up of information
and third party assistance, from lenders and referral partners through
to specialist solicitors, allowing you to offer the full package.

‘I WOULD ASK WHY WOULD
YOU SPEND SO MUCH
TIME WORKING ON THEIR
PENSIONS, INVESTMENT
AND LONG-TERM CARE
STRATEGIES AND PERHAPS
NOT PROTECT WHAT
THEY HAVE IN THE
HERE AND NOW.’
The more complex a life becomes, in my view, the more that person
or family needs protection, whether that is to protect the key financial
provider against loss of life or income, or to protection against illness
that could place their current standing in danger. In addition, there
are protection products that focus upon health and wellbeing from
the outset, looking as much at prevention as at pay-out. Your client
discussions will unravel detail that will lead you in the direction of
one product over another.
If you have corporate clients, and by that I mean clients that
run their own businesses, then as an adviser there are lucrative
opportunities offered by business protection that you might not have
considered, and from that client’s perspective, if you already have a
long standing relationship, then why would that not play out into
another broader area? These and other protection products, can be
found in the protection hub area of your Member site, and should
you require tips and hints regarding how to increase your protection
penetration, then a short call or a visit from our resident protection
expert will allow your firm to make more of the opportunities
that reveal themselves, or demonstrate how to get the protection
conversation started.
Those offering protection should hopefully by now be registered
users of SimplyProtect, a group of eight of the UK’s top insurance
providers that have agreed to provide enhanced commissions. This is
an exclusive arrangement for Members and Clients of The SimplyBiz
Group. This is also available through the protection section of the
website, or one of the team will be happy to support you through the
simple sign up process in order to set up your agencies.

The funding of a property purchase has fallen foul of the complex
lives and global crises effect. A few years ago, it used to be relatively
straightforward. In fact, you would be on your best behaviour to
ensure that the local building society manager, with whom you had
to have an appointment, felt that you were an upstanding member
of the community and that you represented little risk in paying the
total borrowing back. This gradually changed over a number of years
before reaching fever pitch in the noughties, closely followed by
the doldrums of 2007 /2008. Since then, the mortgage market has
become something of a specialist area. With the rise of the challenger
banks, the mortgage market review and the sheer variety of ways in
which funding can be secured to suit specific scenarios, making your
way through the criteria minefield can prove to be an art in itself,
particularly if it’s something you’re not doing on a regular basis.
Luckily, for you, our team does just that and if they don’t know
the answer off the top of their heads, they will know someone that
does. Supporting our Members and ensuring they get a great product
that meets their client’s requirements, at a good rate, is one of our
core principles.
Buy-to-let stormed into the market a short while back and took a
considerable segment of the headlines for a period with respect to
rule changes, which on first view seemed overly complex and highly
restrictive. The topic of many a dinner table conversation in the
wealthier households no doubt, but overall the effect hasn’t matched
the doom-mongers forecasts. In fact, the choice of products available
at present is at an all-time high, although here tax planning plays a
role, but this is still a strong market.
Lastly, and possibly the topic that is most overlooked by advisers, is
general insurance.
Whilst the ability to go online and pick up a cheap policy is
available, your clients look to you for the right advice, and I would
ask why would you spend so much time working on their pensions,
investment and long-term care strategies and perhaps not protect
what they have in the here and now. Their home and their lifestyle
are key drivers that can underpin the outcomes of the future.
In support, we have an entire section to help develop your GI
proposition, offering access to a number of providers not generally
available on the direct markets, that are used to working with
intermediary markets and fully appreciate the importance of your
conversations with your clients. To tackle the time in sourcing
challenge, we have each area broken down by criteria and product
type to ensure that you can place that business speedily. In addition,
members of our team have GI experience and a quick call will point
you in the right direction. If this still isn’t your thing – then why
not refer your client on to one of our referral partners and look after
them at a distance.
The team is available to support your firm, no matter what its
current status. If you have assessed your firm and now feel that
there is benefit in developing into this area, we will be keen to work
with you to set up your service and processes. If you simply want a
refresher of some of the key areas, speak with one of our specialists
or attend any number of events looking at mortgage provision or
protection, all the way through to specialist masterclasses in areas
such as equity release and non-standard funding.

Sometimes it becomes essential to filter out the
surrounding noise and the team available on 01484
439160 will help you cut through the unnecessary
complexities in your product sourcing.
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MI Magazine is a dedicated publication produced specifically for
SimplyBiz Group Members and Clients, offering an exclusive insight into
mortgage, protection and general insurance opportunities.
With direct input from lenders and providers, as
well as highly topical compliance updates, features
include clear and concise explanations and solutions
for complex scenarios, as well as hints and tips to
getting the most from your time with your clients.
MI is a perfect resource to help you further develop
your knowledge and proposition.
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Issued three times a year, the next edition is due out
in August/September.
If you are not receiving your copy – simply opt in to
ensure the next edition finds its way to your desk by
emailing marketing@simplybizz.co.uk.

TEC HNOLOGY IN YOUR BUSI N E S S

PRODUCT NEWSHUB
THE HOME OF PARTNER NEWS

The Product NewsHub is the home of all our latest partner news
and product information. With fresh news added daily, you can keep
on top of all the latest industry news, market updates and even get
access to exclusive competitions from our partners. You’ll also find
further product knowledge to help support your advice proposition.
The user-friendly navigation and drop down menus allow you to
see the individual products within each category, so you can quickly
locate what you need, whether it’s information on investments and
platforms, pre and post-retirement products or protection solutions
that you want to find.
Not keen on searching by product type? You can skip straight to
the Providers tab, click on the relevant logo to access the full range of
product information for that particular provider. It couldn’t be easier.
From the Knowledge Centre you can access a library of additional
reading and sales support materials, including infographics, product
guides and literature, to help boost your product knowledge. You
can even brush up on products that you may be less familiar with.
This is also where you can find a link to our Thought Leadership area,
where you can read what our selected partners are saying on various
industry topics. Our chosen contributors are invited to offer their
personal thoughts on the markets as well as the ways in which you
can increase your knowledge and, ultimately, product take up within
your client database.
To help you advise your clients in the area of ISAs, our ISA Support
Centre offers you access to our chosen panel of ISA providers and
information about their products.
Or perhaps you are wanting to read what our partners are saying
in the lead up to, or following domestic and foreign events such as
Budget announcements, elections and Brexit negotiations? Visit The
News Room and read what our partners have to say.
If it’s been a while since your last visit to the Product NewsHub stop
by and take a look around the next time you visit the Member website.

What will you find in the Product NewsHub?
• Investments & Platforms - providing you with the information
that suits the appropriate investment strategy for your business and
clients
• Pre- & Post-Retirement – here you will find the support material
that you’ll need to help your clients with the crucial decisions
during the retirement planning process
• Protection – this section contains information on a vast array of
protection offerings for your clients
• The Knowledge Centre – this area contains guides and sales aids
to help you develop your product knowledge, thought leadership
feeds, CPD centre and more.
• Providers – looking for specific information from a particular
provider? You can go direct to the Providers page to delve further
into your chosen products
• Latest news – access the latest news on products, resources,
surveys and more. Our product news is updated weekly and in
many cases daily, so you’re bound to see something new on your
next visit.
• ISA Support Centre – access to our chosen panel of ISA
providers
• The News Room – read the latest news from our partners
following worldwide and domestic events that directly impact
the financial markets

You can find the Product News Hub on your Member
website in the ‘Knowledge Centre’ section of the
main menu: www.simplybiz.co.uk
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DO YOU WANT THE PROCESS
WITH THE MOSTEST?

Karl Dines
He a d o f B u s i n e s s C o n s u l t a n c y
S i m p l y B i z In v e s t m e n t S e r v i c e s

A firm’s centralised investment process is of great importance from both regulatory
and business efficiency perspectives. Adviser Today caught up with The SimplyBiz
Group’s Head of Business Consultancy, Karl Dines, to find out more about CIPs and
how his team could help you ensure your CIP is amongst the cream of the crop.
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Please you tell us about your role as Head of Business
Consultancy?

What are the most important elements of a successful
centralised investment process?

It’s varied and absolutely fascinating! I’m in the enviable position
of being able to do lots of different activities within The SimplyBiz
Group.
Let me give you a typical week as an example - I could be
travelling to London for the filming of the Advice Show where I get
to sit on a televised discussion with the likes of Rory Percival. On
the train down I could be building or editing collateral for various
literature we produce, or even being interviewed for Adviser Today,
as I am right now!
The next day I might be presenting at one of our many events up
and down the country and meeting advisers along the way to talk
about business consultancy, what we can do to help them, designing
CIPs…and Centra, of course.
Amongst all this is my ‘other day job’, which is conducting
consultancy meetings. In essence, it’s about documenting how a
firm runs its business by making sure there is a clear and fair
charging structure, a robust CIP and a selection procedure for
products and platforms. It’s been said many times by Members that
they have procedures in place, they don’t have them written down,
which is exactly what we’re here to help with.
Finally, I’m likely to have some office-based meetings with various
people in Huddersfield, or team meeting to spread the word about
SIS and consultancy.
So, that’s the varied bit, why is it fascinating? In amongst all
of this I get to meet dozens of businesses and business owners
with a multitude of models, systems and processes. Our aim is to
understand them and make them stronger.

Good question. The answer is that it’s all important but, of course,
there are milestones you should be adopting. These would include
identifying segments within your client bank, identifying the types
of investment vehicles you will advise upon and having a clear
robust selection process with justifications for all.
You can’t go at all wrong if your starting point is reading and
understanding FG12/16, it’s what we do and it is the basis of the
Centra Complete CIP.
There is however something I do hear from advisory firms very
regularly - and this spans the full spectrum from sole traders to
20+ adviser firms - is that the documentation of processes and
procedures for all three propositions can be substantially improved
and is lacking within a practice. It’s fantastic to see that firms are
waking up to this and doing something about it.

Who else is in the business consultancy team?
We’ve had a controlled start and ensured that Business
Consultancy can deliver a quality product. At present, two
field-based consultants work alongside me to meet face-to-face with
firms, conducting bespoke consultancy or focussed work using the
Centra CIP.
In addition, we provide face-to-face training on Centra, supported
by two office based consultants in a ‘buddy’ system. The consultancy
team also conduct work on a telephone / GoTo meeting basis.

What are the most common queries you deal with
from advisers?
We split consultancy work into three propositions; client,
investment and supplier. There’s one universal question which
straddles all three and it’s said in many different ways but it all
boils down to ‘Am I doing the right thing?’ This can be difficult to
measure given that firms often work in isolation from each and may
not share business models.
We answer this question with ‘Are you following regulator
expectations?’ by keeping up to speed with, and implementing,
good practice from various Finalised Guidance and Thematic
Review papers in addition to MiFID II and GDPR.

‘EVERYTHING SHOULD ALL
GO BACK TO MAKING SURE
REGULATOR EXPECTATIONS
ARE MET AND, AS SUCH,
VISITS ARE DESIGNED
TO SEE IF A MEMBER’S
PROCESSES DO JUST THAT.’
What would be covered in a CIP visit to a Member’s
office?
I’m a simple person at heart and I like to break things down into
logical steps. Everything should all go back to making sure regulator
expectations are met and, as such, visits are designed to see if a
Member’s processes do just that. Once we examine that, we’ll see
where any improvements can be made, or alternatively suggest a
completely separate model. Then it’s a case of testing, refining and
documenting.

Since its launch, has Centra had an impact on the
way in which advisers are working?
Yes it has, it’s made firms re-evaluate their advice process and the
tools they use. There are significant advantages in Centra because
The SimplyBiz Group has taken the time and has consulted with
end users (advisers) along the way. Advisers are understanding that
Centra is first and foremost independent and agnostic on fund,
platform and product selection, which is leading to more robust
planning and research.

To find out more about centralised investment
processes or the Centra system, please get in touch with
the business consultancy team on 0808 1240000, or
email them at investmentservices@simplybiz.co.uk
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from The SimplyBiz Group
Powered by Defaqto Engage
Designed by You

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.
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HOW INTELLIGENT OFFICE
AND CENTRA INTEGRATE
Centra has been created to offer you one system that supports all of your advice process. It brings
together Simply Intelliflo Plus and Centra, powered by Defaqto Engage, along with expert input
from SimplyBiz Investment Services. Simply Intelliflo Plus is an entire technology ecosystem,
which integrates all your business functions into a cloud-based ‘one-stop’ shop’. It streamlines the
entire advice process and gives you access to 100+ industry connections, including Defaqto Engage.
Centra, powered by Defaqto Engage, is an online application that will help you set and manage
your clients’ financial planning goals, linking them to the clients’ attitude to risk. The tool also
provides a research functionality enabling you to analyse the markets and make recommendations
to meet these goals. By linking the two tools together, you can locate your Simply Intelliflo Plus
clients in Centra and complete analysis and research on their existing plans without having to
re-input any data. This can save you time and reduce the possibility of administrative errors.

Benefits

•
•
•
•
•

No rekeying of data
Reduction of errors
Complete audit trail
Works for new business and review
Always working on the most up-to-date
client position
• Significant time and cost savings

For more information on Centra and its integration with iO,
please visit the Member site or call 0808 124 0000 to speak to
a member of the SimplyBiz Investment Services team
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LET’S MAKE
A TOAST TO
GENUINE
EFFICIENCIES
Dan Russell
Managing Director
Si m p l y Bi z In v e s t m e n t Se r v i c e s
‘Efficiency’ is a word thrown around during business technology
presentations with the precision of my two year old son navigating
his way through his beans on toast. It’s easy to tell him to eat his
dinner nicely, but turn your back for five seconds to pour a glass of
milk and I guarantee he’s going to smear it all over his face, all over
the table, all over his sisters and feed some to the dog.
“This will help create greater efficiency in your business” is often
the rallying cry of technology companies and product providers to
advisers when they want their latest bit of kit to be examined and
adopted within an advisory practice. Both the purveyor of such
technology and the user are often guilty of the same complicity as
my son and I….lack of support on my part and lack of application
on his. I assume he knows how to guide beans from plate to mouth,
but he doesn’t understand why I insist on beans being eaten that
way, when what he wants is to create a very different game.

‘THIS IS THE STRENGTH OF
SMALL TO MEDIUM SIZED
ADVICE BUSINESSES – A
RUTHLESS DEVOTION
TO THE BEST CLIENT
OUTCOMES.’
I had the pleasure recently of discussing a potential new service
development with the principal of an advisory firm with which
we work. I wanted his input into the implications for day-to-day
operations in an advisory firm, in real-life, practical terms, of a new
service we were building. The response was hugely insightful. He
could see all the ‘efficiencies’ that could be achieved in his business
in terms of speeding up some background processes. However, his
main concern was, quite rightly, his clients.
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The adviser had some really astute questions. How would this
change look to his clients? What impact would it have upon the
way they currently undertake client reviews? What changes would
be required to client portfolios, when his clients are perfectly happy
with the one they’ve got? Above all, he wanted to know if it was
the right thing for his clients. He also wanted to make sure that, if
he created all these efficiencies, he wouldn’t be doing too little for
his clients. He still wanted to feel as though he was in control of not
only giving his advice to clients, but was still giving his due care and
attention to each and every one of them.
This is the strength of small to medium sized advice businesses – a
ruthless devotion to the best client outcomes. Couple this devotion
with increased demand for advice due to market drivers like pension
freedom, and it is clear to see why the number of directly regulated
firms is growing and the advice profession is, on the whole, in
rude health. However, the search for ‘efficiency’ can often lead to
the opposite outcome for advisers and clients. A proliferation of
processes and technology can have exactly the opposite effect as
desired. It can end up being a plate of beans smeared all over the
place. So, based on my discussions with some of the most efficient
advice businesses I know, here are my top three tips for taking the
vague and woolly out of the word ‘efficiency’ and turning it into a
practical, precise and useful term:
1. Know what your service is
If you know exactly what the service that you want to deliver is,
you can consider all systems and technology through that prism.
Chopping and changing what you offer based on the availability

INVESTM E N T

‘CHOPPING AND CHANGING WHAT YOU OFFER BASED ON THE AVAILABILITY OF
A NEW BIT OF KIT IS THE WRONG WAY ROUND, AND OFTEN LEADS TO MULTIPLE,
DISCONNECTED BITS OF TECHNOLOGY BEING USED TO UNDERTAKE DIFFERENT
TASKS IN ISOLATION; A RISK PROFILER HERE, A RESEARCH TOOL THERE, A BACK
OFFICE SYSTEM LURKING IN THE BACKGROUND…WITH NONE OF THEM TALKING
TO EACH OTHER.’
of a new bit of kit is the wrong way round, and often leads to
multiple, disconnected bits of technology being used to undertake
different tasks in isolation; a risk profiler here, a research tool there,
a back office system lurking in the background…with none of them
talking to each other. The beans are well and truly out of the plate
and smeared on the dog. Technology should be a service you pull
into your business based on need, not one that is pushed into your
business based on a new bell or whistle.
2. Know how long things take
If you know how long certain tasks take within your business,
then you can make quantifiable comparisons between today’s
process and the proposed new approach. Efficiency becomes a real
time saving rather than a pot of gold at the end of a rainbow.
3. Invest your time, not just money
Often I hear people complain that some such bit of technology
“…isn’t worth it….it just doesn’t work how I want it to.” In many
cases this is because insufficient time and effort has been given to

understanding the capability of technology and making it fit your
business needs. Renowned technology journalist Ian Mckenna
puts it best, when he says advisers can’t expect software that can
accommodate the complexity of our multi-faceted industry to operate
with the simplicity of a social media app. However, truly taking time
to understand technology can reap enormous time savings.
I’m going home later in time to feed the kids. I shall try to apply
the same principles and hope for an orderly, efficient consumption
of beans.

Find out more about how the
SimplyBiz Investment Services team can help you
facilitate real efficiencies in your business and
processes. Get in touch on 0808 1240000,
or email us at investmentservices@simplybiz.co.uk
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THE CORNELIAN RISK
MANAGED FUNDS:
TEN REASONS WHY
Jo h n Ja c k s o n
M a n a g i n g D i r e c t o r, In t e r m e d i a r y B u s i n e s s
Cornelian Asset Managers Limited

Our Risk Managed Multi Asset Fund Range,
has become an increasingly popular choice for
those advisers seeking an actively managed,
outsourced investment solution.
Here are ten ways in which the SVS Cornelian
Funds can help support you in achieving your
clients’ investment goals:
1. Broad range of options

We offer eleven OEIC funds to choose from,
across five different risk levels and two different
investment styles. Our core Risk Managed
Fund Range, with a 7-year performance track
record, consists of six funds, which invest in
our widest range of asset classes. Our lower-cost
Risk Managed Passive (RMP) range consists of
five funds, and retains our approach to active
selection across asset classes while investing
predominantly into passive investments.
2. Upper volatility limit, but with the
freedom to be prudent

All eleven funds are aligned to a Cornelian
Risk Level, with their expected volatility
managed below an upper limit. Unlike most
peers however, our funds are not constrained
by a lower limit that might prevent us from
taking appropriate defensive action.
3. RPI+ return targets

Our goal is to add real value to your client’s
investment over the long term, targeting
returns in excess of the Retail Price Index
(RPI). To reflect the fact that greater risk must
be taken for potentially greater returns, each
RPI+ target increases with the ability of the
corresponding fund to take higher levels of risk.
4. Unconstrained investing

We have removed all artificial barriers that
might restrict investment performance (such
as a strategic asset allocation framework) to
ensure that our funds are ‘unconstrained’.
Our Investment Team is free to invest in the
asset classes they believe will add most value
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to investors: such as equities, traditional fixed
income, specialist credit, commercial property,
absolute return, infrastructure, private equity
and commodities.

We also support you with ad-hoc trading
updates, a suite of client-friendly literature and
invitations to our interactive webinars to aid
you in client discussions.l

5. Experienced management team

9. Risk Ratings

The SVS Cornelian Funds give you the option
to outsource investment management to our
team of dedicated experts. Our Investment
Team manages over £1bn of multi asset
investments, and has considerable experience
in both fund selection and stock picking.

‘EASILY ACCESSIBLE
ON ALL MAJOR
PLATFORMS.’

We give you peace of mind that the amount
of risk taken in each fund will not exceed its
specified level. We are risk rated by a number
of providers, including Defaqto Engage,
Dynamic Planner, Finametrica and eValue.
10. Availability

The fund ranges are easily accessible on all
major platforms, and are available within
product wrappers such as an ISA or pension.

6. Our value for money approach

We access investments in a manner that
provides your clients with the best value for
money. For our Risk Managed Fund Range
this may be via OEICs, Investment Trusts,
direct UK equities, gilts, bonds or ETFs.
Alternatively, our RMP range offers the
solution for those investors who wish to focus
on lower cost passive investments.
7. Monitoring and Rebalancing

The portfolios are subject to a rigorous
process of oversight and monitoring. We
continually review all of our funds and actively
manage the asset allocation to reflect the mix
of assets that we believe will add best value to
investors and rebalance the funds to ensure that
they maintain their allocations.l
8.
Transparent,
reporting

comprehensive

We understand the importance of ongoing
due diligence. We provide full holdings
lookthrough and expected volatility reports
each month, together with detailed, fundspecific Investment Management Reports.

We would be happy to provide you
with any further information. Please
email us at info@cornelianam.com
Cornelian Asset Managers Limited
30 Charlotte Square, Edinburgh EH2 4ET
www.cornelianam.com
Authorised and regulated by the Financial Conduct
Authority No. 143452

INVESTM E N T

FLEXIBLE ISA AN ISA BUT
NOT AS YOU
KNOW IT!

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
Many people are unaware of the flexible ISA rules introduced from 6th
April 2016, or of the benefits of them.
Whilst ISAs already provide flexibility of withdrawals, the flexible ISA
rules allow you to withdraw money from your ISA and replace it within
the same tax year, without it counting towards your ISA allowance.
However, not all ISA providers allow it and the rules only apply to the
cash element, meaning withdrawals can only be made from: cash ISAs,
innovative finance ISAs, cash held within a stocks & shares ISA and from
Help to Buy ISAs. The rules do not apply to junior ISAs, Lifetime ISAs,
the non-cash element of a stocks & shares ISA.
Withdrawals can be made from current and previous tax years ISAs
and the ISA provider will track any payments and withdrawals. You
must replace monies into the same type of ISA as it was withdrawn from
(except Help to Buy ISAs) and the current year’s ISA, can be paid into
any type of ISA. The client is still ultimately responsible for ensuring
they don’t exceed the ISA allowance and only have one type of each ISA).
You must replace withdrawn monies in the same tax year as they were
taken out, but no applications or declarations are required.
If you make a withdrawal across both current and previous years ISAs,
they are first treated as coming from the current year (last in, first out)
and then from previous years. However, replacement monies are reversed
– topping-up previous years first and then the current year’s last.
The flexible ISA facility is not transferrable for previous years,
as withdrawals can only be replaced with the same ISA provider.
Therefore if you haven’t replaced them before you transfer, you won’t
be able to do so with the new ISA provider. However, the current year’s
flexible ISA facility is transferrable, as the ceding ISA provider will
provide the new ISA provider with the remaining ISA allowance.
The adoption of these rules by ISA providers is purely optional, and
as the flexibility only applies to cash withdrawals, it has meant that
primarily only banks and building societies offer flexible cash ISAs.
But some platform providers also offer this facility with their stocks &
shares ISAs…
All platforms operate cash accounts at platform-level, through which all
monies in and out of the underlying tax wrappers flow. However, some
also have cash accounts at individual tax wrapper-level – for example a

stocks & shares ISA – the advantage being that any cash received from
fund sale proceeds, interest distributions and dividends, is classed as a
cash element within the ISA and therefore the flexible ISA rules apply.
The Zurich Intermediary Platform operates in this way and provides
clients with huge flexibility to invest, disinvest and reinvest throughout
the tax year.
Clients who need short-term access to cash for unexpected expenses
or a loan / gift to family members for inter-generational planning, can
take it from their flexible ISA instead of other investments. This preserves
their annual CGT exemption instead of creating a chargeable gain
and avoids triggering CGT. Depending on other income and gains, it
may also avoid them exceeding tax thresholds and if ever a client
was going to replace withdrawn monies, it is more likely to be into
tax-efficient ISAs!
For those clients in-retirement looking for income, it gives the
opportunity to take tax-free regular withdrawals throughout the year and
fully replace them before tax year-end.
A flexible stocks & shares ISA therefore provides clients with a
tax-efficient vehicle to dip in/out of without losing their valuable ISA
allowance, but the rules are complicated and not all ISA providers offer
this facility. Clients therefore need professional advice from qualified
advisers and may want to consider consolidating and transferring
their ISAs to a provider that does offer this flexibility.

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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INV E ST M E N T

WHY DIVERSIFICATION IS
MORE IMPORTANT THAN EVER
David Marchant
M a n a g i n g D i r e c t o r & C LO
Canada Life
As volatility has returned to financial markets, driven by less
accommodative central bank policy and fears over the path of
inflation, an overarching question is “when is the current cycle likely
to end?”. It has already been the second longest economic cycle in
history and many commentators are predicting its imminent end.
However, the ‘lower-for-longer’ nature of this cycle has differentiated
it from previous recovery periods. Yes, we have seen GDP growth and
economic indicators consistently improve, but it has been a much
more gradual process than in previous recoveries. Therefore, we
believe the synchronised global economic recovery that we are still
witnessing – despite the recent sell-off in financial markets – indicates
that there is still plenty of room left for the global economy to grow.
What will the impact on asset prices be?

The impact that changes in economic conditions will have on asset
class performance is less certain. For example, the recent return of
volatility has impacted both equities and bonds as interest rates
and bond yields have been rising. Traditionally, this puts pressure
on fixed income assets. However, UK equities, government bonds
and corporate bonds have all delivered very similar returns, with
government and corporate bonds exhibiting markedly less volatility.
In the multi-asset arena, this has resulted in the lower risk sectors
having significantly better Sharpe ratios.

‘OVER THE LAST DECADE
MULTI-ASSET FUNDS HAVE
GENERATED BETTER
RISK-ADJUSTED
RETURNS THAN THE
EQUITY MARKET.’
This aims to deliver a less correlated return and minimise losses.
Indeed, over the last decade multi-asset funds have generated better
risk-adjusted returns than the equity market, despite a lower total
return. We believe this is important as many commentators suggest
that all any long-term investor needs is an index tracker.
However this argument ignores the many market movements that
could have a significant impact on clients. In that sense, the LF Canlife
Managed 0%-35% Fund for example, can give advisers the peace of
mind of a one-stop solution, whilst also perhaps delivering the same
time and efficiency gains that are promoted by some passive advocates.

Property – the forgotten son?

Over the period, the often forgotten property market has in fact
been the best performer. Despite negative newsflow surrounding a
number of administrations and CVAs in the retail sector, commercial
property has been holding up well, particularly in sectors such as
industrials. Since 14 June 2017, the date gilt yields troughed, UK
direct property has been much more resilient than equities and
bonds, seeing returns of c. 7%.
Diversification across multi-asset funds

This is why we believe diversification is so important, particularly
at times like these. If you were to read the press, you may very well
believe that the property sector is in distress at the moment, yet it has
continued to grind out attractive returns. Similarly, when bond yields
spiked earlier this year, equities should have fared worse than bonds.
Maintaining the appropriate diversification can be tricky, as it
can be tempting to shift aggressively. Some tactical and strategic
weightings are important, but maintaining a reasonable level of
exposure to different assets acts as an important counterbalance. For
example, the LF Canlife Managed 0%-35% Fund maintains 20-30%
of its portfolio in UK equities, 50-70% in fixed income and cash and
10-20% in property at all times.
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For more information on the LF Canlife Managed
0%-35% Fund, please contact
Andrew Morris on.020 7415 6509.
Important Information
Past performance is not a guide to future performance. The value of investments may fall as
well as rise and investors may not get back the amount invested. Income from investments may
fluctuate. Currency fluctuations can also affect performance.
The information contained in this document is provided for use by investment professionals
and is not for onward distribution to, or to be relied upon by, retail investors. No guarantee,
warranty or representation (express or implied) is given as to the document’s accuracy or
completeness. The views expressed in this document are those of the fund manager at the time
of publication and should not be taken as advice, a forecast or a recommendation to buy or
sell securities. These views are subject to change at any time without notice. This document is
issued for information only by Canada Life Investments. This document does not constitute
a direct offer to anyone, or a solicitation by anyone, to subscribe for shares or buy units in
fund(s). Subscription for shares and buying units in the fund(s) must only be made on the
basis of the latest Prospectus and the Key Investor Information Document (KIID) available at
www.canadalifeinvestments.com. Some Canada Life Investments funds may invest in property
funds that may be illiquid and subject to wide price spreads, both of which can impact the
value of the fund. The value of the property is based on the
opinion of a valuer and is therefore subjective.
Canada Life Investments is the brand for investment management activities undertaken by
Canada Life Asset Management Limited, Canada Life Limited and Canada Life European
Real Estate Limited. Canada Life Asset Management Limited (no. 03846821), Canada Life
Limited (no.00973271) and Canada Life European Real Estate Limited (no. 03846823) are all
registered in England and the registered office for all three entities is Canada Life Place, Potters
Bar, Hertfordshire EN6 5BA. Canada Life Asset Management is authorised and regulated
by the Financial Conduct Authority. Canada Life Limited is authorised by the Prudential
Regulation Authority and regulated by the Financial Conduct Authority and the Prudential
Regulation Authority.

INVESTM E N T

OUTCOMES MATTER:
TALKING INCOME

Ga r y Po t t e r
C o - He a d o f B M O Mu l t i M a n g e r Te a m
BMO Global Asset Management
Classification:  only  to  be  shown  if  not  public

The Financial Conduct Authority – the UK’s financial regulator – is
keen that asset managers like ourselves are clear in explaining what
‘outcomes’ the products we manage are aiming to deliver. We think this
is a good thing and the portfolios we create on our clients’ behalf are
designed to meet specific objectives.
Income investing is one area in which the desired ‘outcome’ – an
attractive and reliable yield – is obvious and of course, despite the
prospect of a modest rise in interest rates over the next 12 to 18 months
returns from cash-based savings look set to remain relatively lacklustre.
As a result, many people are having to reassess their willingness to accept
additional risk to their capital in return for income. As well as the level of
income, the consistency of the flow is key – a characteristic that is often
at odds with the inconsistent world in which we live and invest.
To counter this paradox we believe it makes sense to adopt an
approach that centres on sound long-term investment principles.
For example, we deliberately diversify across asset types, geographies,
management companies and underlying funds with the objective of
delivering a consistent and less volatile income ‘outcome’. Diversifying
is a recognised way of reducing investment risk but investors still need
to be mindful that the value of investments and any income derived
from them can go down as well as up as a result of market or currency
movements and that they may not get back the original amount
invested. Time can help here and evidence suggests that the longer
you invest for the less the likelihood of suffering a capital loss.
Investment income can take many forms. Traditional sources of
yield include dividends from equities, coupons from bonds or rent
from property. There are plenty of other alternatives and in our
F&C MM Navigator Distribution Fund, which is currently yielding
4.6%*, we also hold funds offering access to income from the likes
of infrastructure projects, student accommodation, aircraft leasing and
holiday parks to name just a small selection.

Case study: Amedeo Air Force Plus
30%
25%
20%
15%
10%
5%
0%
-5%

• Aircraft  leasing

-10%

• Closed  ended

-15%
-20%
May  15

Nov  15

May  16

Nov  16

Amedeo  Air  Four  Plus  Ltd

May  17

Nov  17

• Approximate  yield  8%

FTSE  All-Share  TR

IA  £  Corporate  Bond  NR

Whilst the sources of income in the portfolio are diverse, there is
one characteristic we believe they share – the ability to generate yield
‘naturally’. To us that means without putting too much pressure on
the value of capital. There are a number of reasons why we think this is
important. First, maintaining capital is crucial in ensuring the long-term
sustainability of an income strategy. If the value of capital is eroding, then
the level of income it can generate will surely fall over time.
Second, we recognise that markets do experience ups and downs,
which in turn affect capital values. Seeking out sources of natural
income can help keep the level of income much more consistent, even
as underlying capital values fluctuate.
Source:  Lipper  %  Growth,  TR  Def,  ExD,  Def,  GBP  from  13.05.2015  to  31.03.2018.  Picture  Source  en.wikipedia.org/wiki/Emirates_(airline)#/media/File:Emirates_Airbus_A380

1

To find out more go to
www.bmogam.com/multimanagersolutions
* Historic net yield based on share price as at 31.03.18 and distributions paid
over the previous 12 months for share class C Inc. Source: BMO Global Asset Management,
GBP, A Acc, net of fees.
Source: Lipper % Growth, TR Def, ExD, Def, GBP from 13.05.2015 to 31.03.2018. Picture
Source en.wikipedia.org/wiki/Emirates_(airline)#/media/File:Emirates_Airbus_A380
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Follow
from
the
front
At Orbis, we don’t follow the
crowd. We follow our convictions.
And dig deep into a company’s
fundamentals to find value
others miss.
Typically, this leads us to make
unfashionable choices.
Our stock selection often looks
different to that of other Funds.
But then, over time, so does
our performance.
Visit Orbis.com for details.

As with all investing, your capital is at risk. Past performance is not a reliable indicator of future results.
Orbis Investments (U.K.) Limited is authorised and regulated by the Financial Conduct Authority

INVESTM E N T

SIX TRUTHS OF
SUCCESSFUL INVESTMENT
Andrew Merricks
He a d o f In v e s t m e n t s
Zurich
Great people have a knack of making you feel at ease. In his 2018
letter to investors Warren Buffett, probably the best known investor on
the planet, describes the qualities required to seize opportunities when
markets behave irrationally.
Successful investment, he says, “does not require great intelligence
✓ [the ticks are mine], a degree in economics ✓ or a familiarity with
Wall Street jargon such as alpha and beta ✓. What investors then need
instead is the ability to both disregard mob fears or enthusiasms ✓ and
to focus on a few fundamentals. A willingness to look unimaginative
for a sustained period – or even to look foolish ✓ – is also essential.”
If you had hibernated in a box throughout February, when the S&P
500 lost 7% before making it back up again, you would have had no
idea of the chatter that enveloped the financial news. It is the ability to
disregard the noise made by the mob that allows sensible strategies to
be formed and followed.
It is with some confidence that I am prepared to look foolish in the
coming weeks. Let’s examine some fundamental truths:

3. At the turn of the year we set ourselves a target to regard 10 year
Treasury yields in the States hitting 3% as a danger sign for equities:
this makes government bonds more attractive to lower-risk investors
and the dividend yields from shares insufficient for the short-term risk
they carry. It is now at just over 2.9%.

‘IT IS THE ABILITY TO
DISREGARD THE NOISE
MADE BY THE MOB
THAT ALLOWS SENSIBLE
STRATEGIES TO BE
FORMED AND FOLLOWED.’

6. With another recession and growth continuing to chug along in
the US, Japan, Europe and Asia, we maintain a foot on the pedal
approach to our portfolios, but largely in a sector sense. Cyber
security, robotics and automation, battery development, healthcare
and biotechnology, and an ageing population are themes that are not
going away soon, so we continue to invest in them. The haves and have
nots divide is getting wider, and so we will maintain our interest in
luxury goods and premium brands. We maintain a hedge against oil
spiking through our investment in a Russian ETF and have opened
a position to benefit from the very interesting opportunities arising
out of Vietnam. The tax cuts in the US should encourage greater
levels of capex so we hold a US industrials ETF, while our only nod
to geographic regions are to the potentially rewarding strategy of
investing in smaller companies in strengthening economies in Europe
and Japan. The ongoing uncertainty around Brexit means we have little
or no exposure to the UK market, even though most of us live and
work here. We prefer investment logic to guesswork.

1. Markets don’t drop by 7% on their own. Tempting as it is to ignore
it, it may be wrong to do so. The current economic expansion will be
the longest in history if it can keep going until July 2019. It has to end
sometime.
2. The rise in populism seen in recent elections in the US, UK and
across Europe is giving rise to more fiscal profligacy. The US has
announced major tax cuts and spending plans on infrastructure. The
normally fiscally conservative Christian Democrats in Germany have
formed a coalition with the looser Social Democrats and agreed an
additional €46 billion in public investment and tax cuts. Expected
interest rate rises may be too little too late in an overheating economy.

4. Leading economic indicators are nowhere near a level to worry
about the bottom falling out of the market anytime soon. As we’ve
seen in February, there are some very good reasons to remain invested
for now.
5. A low interest rate and inflationary era has created a new backdrop
to what is normal. The explosion in self-employment, globalisation
and freedom of movement has changed the nature of wages. It is
impossible for interest rates to rise to anywhere near previous levels
without triggering a mass backlash from an electorate cast into a deep
and savage recession. Investors need to adjust their base thinking to
align with the times.

To find out more, contact your Zurich consultant on
08085 546 546 or visit www.zurichintermediary.co.uk
Zurich 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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investment portfolios
Since
Sinceour
ourlaunch
launchin
in2010,
2010,Verbatim
VerbatimAsset
AssetManagement
Managementhas
hashad
hadone
onesimple
simple
philosophy:
philosophy:to
toconsistently
consistentlymeet
meetyour
yourclients’
clients’expectations.
expectations.
We
Wedeliver
deliverthis
thisthrough
throughaaseries
seriesof
ofrisk-managed,
risk-managed,multi-asset
multi-assetInvestment
Investment
Solutions,
Solutions,each
eachwith
withaaclear
clearmandate
mandateto
todeliver
deliveragainst
againstaaproven
provenasset
assetallocation,
allocation,
based
basedon
onaaset
setrisk
riskprofi
profile.
le.
We
Weoff
offer
eraarange
rangeof
ofactive
activeand
andpassive
passiveportfolio
portfoliofunds,
funds,managed
managedmodel
modelportfolios
portfolios
and
andaaunique
uniquediscretionary
discretionarymanagement
managementservice.
service.Our
OurInvestment
InvestmentSolutions
Solutions
are
areoverseen
overseenby
byour
ourIndependent
IndependentInvestment
InvestmentCommittee,
Committee,which
whichbrings
bringswith
with
ititaawealth
wealthof
ofknowledge
knowledgeand
andexpertise
expertiseto
toprovide
providegovernance,
governance,oversight
oversightand
and
monitoring
monitoringfor
forall
allof
ofour
ourproducts.
products.
We’ve
We’vebeen
beendoing
doingthis
thisconsistently
consistentlyfrom
fromthe
thevery
verybeginning.
beginning.

•• Consistent
ConsistentReassurance
Reassurance

We
Weselect
selectthe
theindustry’s
industry’stop
topmanagers
managersto
torun
runour
ourfunds
fundsto
toaastrict
strictmandate,
mandate,
and
andour
ourIndependent
IndependentInvestment
InvestmentCommittee
Committeeconsistently
consistentlymonitors
monitorsour
ourfunds
funds
according
accordingto
toits
itsrisk
riskadjusted
adjustedreturn
returnand
andperformance
performancenet
netof
offees.
fees.

•• Performance
PerformanceExcellence
Excellence

Our
Ourperformance
performancetrack
trackrecord
recordhighlights
highlightsthat
thatour
ourfunds
fundsnot
notonly
onlyconsistently
consistently
deliver
deliverperformance,
performance,but
butalso
alsoshow
showgrowth
growthover
overtime
timeand
andin-line
in-linewith
withtheir
their
respective
respectivefund
fundmandates.
mandates.

•• Expertly
ExpertlyDelivered
Delivered

Our
OurInvestment
InvestmentSolutions
Solutionsare
aredesigned
designedspecifi
specifically
callyto
tomeet
meetyour
yourrequirements.
requirements.
Our
OurIndependent
IndependentInvestment
InvestmentCommittee
Committeeand
andleading
leadingprofessional
professionalfund
fund
managers
managersensure
ensureour
ourInvestment
InvestmentSolutions
Solutionsdeliver
deliverto
toyour
yourinvestment
investmentobjectives.
objectives.

•• Widely
WidelyAccessible
Accessible

Our
OurInvestment
InvestmentSolutions
Solutionsare
areavailable
availableacross
acrossmultiple
multipleplatforms
platformsand
andprovide
provide
the
theopportunity
opportunityfor
foryou
youand
andyour
yourclients
clientsto
tobenefi
benefittfrom
fromthe
thecore
corevalues
valuesand
and
expertise
expertiseof
ofVerbatim.
Verbatim.

More
More and
and more
more advisers
advisers are
are choosing
choosing Verbatim
Verbatim Asset
Asset
Management
Management to
to meet
meet their
their clients’
clients’ needs.
needs.

For
Formore
moreinformation
informationvisit:
visit:
www.verbatimassetmanagement.co.uk
www.verbatimassetmanagement.co.uk
or
orcall:
call:0808
080812
1240
40007
007
Verbatim
VerbatimAsset
AssetManagement
Managementhas
hastaken
takendue
duecare
careand
andattention
attentionin
inpreparing
preparingthis
thisdocument,
document,which
whichisissolely
solely
for
forthe
theuse
useof
ofprofessional
professionaladvisers.
advisers.Verbatim
Verbatimcannot
cannotbe
beheld
heldresponsible
responsiblefor
forany
anyinaccuracies
inaccuraciesarising
arisingout
outof
of
information
informationdetailed
detailedwithin
withinand
andwill
willnot
notaccept
acceptliability
liabilityfor
forany
anyloss
lossarising
arisingout
outof
ofor
orin
inconnection
connectionwith
withits
itsuse.
use.

Our Investment Solutions
HC
HC Verbatim
Verbatim Portfolio
Portfolio Growth
Growth Funds
Funds
Launched
Launchedin
in2010,
2010,the
theHC
HCVerbatim
VerbatimPortfolio
PortfolioGrowth
GrowthFund
Fundrange
rangehas
hasconsistently
consistentlyperformed
performedwithin
withinthe
the
parameters
parametersof
ofeach
eachgiven
givenrisk
riskprofi
profile.
le.Each
Eachof
ofthe
thefifive
vefunds
fundshas
hasbeen
beenawarded
awardedaaLipper
LipperLeader
Leaderrating
rating
and
andaaMorningstar
Morningstarrating
ratingfor
forperformance.
performance.In
In2016,
2016,RSMR,
RSMR,one
oneof
ofthe
theleading
leadingfund
fundresearch
researchagencies,
agencies,
accredited
accreditedthe
theHC
HCVerbatim
VerbatimPortfolio
PortfolioGrowth
GrowthFund
Fundrange
rangean
anRSMR
RSMRRated
RatedFund
FundRange
RangeStatus.
Status.
John
JohnHusselbee
Husselbeeand
andPaul
PaulKim
Kimof
ofLiontrust
Liontrustare
arethe
themanagers
managersselected
selectedto
torun
runthe
theHC
HCVerbatim
VerbatimPortfolio
Portfolio
Growth
GrowthFunds.
Funds.

HC
HC Verbatim
Verbatim Portfolio
Portfolio 55 Income
Income Fund
Fund
Our
Ourfund
fundmanagers
managersutilise
utiliseaacombination
combinationof
ofglobal
globaldirect
directequities
equitiesand
andfifixed
xedincome
incometo
tomeet
meetthe
the
target
targetyield.
yield.As
Aspart
partof
ofthe
theinvestment
investmentselection
selectionprocess,
process,the
thefund
fundmanagers
managersscreen
screenthe
theglobal
global
equity
equitymarkets
marketswith
withaathematic
thematicinvestment
investmentapproach,
approach,in
inorder
orderto
toidentify
identifystocks
stocksthat
thatwill
willproduce
produce
sustainable
sustainablelong-term
long-termdividend
dividendincome.
income.
David
DavidPalmer
Palmerand
andJohn
JohnGodley
Godleyof
ofSarasin
Sarasinand
andPartners
Partnershave
havebeen
beenappointed
appointedto
torun
runthe
theHC
HCVerbatim
Verbatim
Portfolio
Portfolio55Income
IncomeFund.
Fund.

HC
HC Verbatim
Verbatim Multi-Index
Multi-Index Funds
Funds
Our
Ourpassive
passivefund
fundrange,
range,combines
combinespassive
passiveinstruments
instrumentsto
topopulate
populatethe
theasset
assetallocation
allocationalong
alongwith
withactive
active
management
managementdecisions
decisionsto
toprovide
providean
anexcellent
excellentcost
costeff
effective
ectivesolution
solutionto
tomaximise
maximisepotential
potentialreturns.
returns.
Each
Eachof
ofthe
thefunds
fundshas
hasbeen
beenawarded
awardedaaLipper
LipperLeader
LeaderRating
Ratingover
overboth
boththree
threeand
andfifive
veyear
yearperiods,
periods,
demonstrating
demonstratingconsistency
consistencyin
inperformance
performanceand
andthe
themanagement
managementof
ofthe
thefunds
fundsto
tothe
theproven
provenrisk
risk
mandates.
mandates.

Managed
Managed Model
Model Portfolios
Portfolios
Our
Ourmanaged
managedmodel
modelportfolios
portfoliosare
areindependently
independentlydesigned
designedby
byleading
leadingfund
fundresearch
researchagencies,
agencies,RSMR
RSMR
and
andSquare
SquareMile.
Mile.AAchoice
choiceof
ofgrowth,
growth,income
incomeand
andcapital
capitalpreservation
preservationportfolios
portfoliosare
areavailable,
available,all
all
running
runningto
toour
ourproven
provenrisk
riskmandates
mandatesand
andmanaged
managedat
ataamarket-leading
market-leadingrate
rateof
of0.25%
0.25%++VAT.
VAT.
The
Theportfolios
portfoliosare
areavailable
availableon
onaavariety
varietyof
ofleading
leadingplatforms,
platforms,making
makingthem
themaccessible
accessibleto
toadvisers
advisersfor
for
aalarge
largesegment
segmentof
ofclients.
clients.The
Theportfolios
portfoliosautomatically
automaticallyrebalance,
rebalance,which
whichmeans
meansno
noadministrative
administrative
headaches
headachesfor
foryou
youor
oryour
yourclients,
clients,and
andalso
alsotime
timesaving
savingbenefi
benefits
tsfor
foryou
youand
andfor
foryour
yourbusiness.
business.

Verbatim
Verbatim Discretionary
Discretionary Service
Service
The
TheVerbatim
VerbatimDiscretionary
DiscretionaryService
Serviceis
isaaunique
uniqueservice
servicethat
thatprovides
providesaccess
accessto
tofifive
vediff
different
erent
investment
investmentmanagers,
managers,each
eachoff
offering
eringaadiff
different
erentstyle
styleof
ofinvestment
investmentmanagement.
management.Off
Offering
eringaachoice
choice
of
ofinvestment
investmentmanagers
managersallows
allowsyou,
you,as
asthe
theadviser,
adviser,the
theoption
optionto
todiscuss
discusswith
withthe
theclient
clientand
andchoose
choose
which
whichstrategy
strategybest
bestmeets
meetsyour
yourclient’s
client’sneeds.
needs.Clients
Clientscan
canswitch
switchportfolios
portfolioseasily
easilyand
andswiftly,
swiftly,at
atno
no
cost,
cost,providing
providingunrivalled
unrivalledflflexibility.
exibility.

INV E ST M E N T

TIME TO INVEST?

S i m o n Ev a n - C o o k
S e n i o r In v e s t m e n t M a n a g e r
Pre m i e r A s s e t M a n a g e m e n t
Simon Evan-Cook, Senior Investment Manager at Premier Asset
Management, considers the dilemma currently facing investors;
whether to invest now, when equities aren’t obviously cheap, or to
wait for a sell-off to make them so.
The challenge currently facing investors is whether to invest now,
when equities aren’t obviously cheap, or to wait for a sell-off to make
them so. The real problem is not knowing whether this valuation
dilemma will be short-lived (i.e. “acute”, in medical terms) or if it’s
here to stay (i.e. “chronic”).
Last summer, I considered the range of choices available to investors
and their potential outcomes, if they invested £100k - or not - for the
next ten years. It’s the type of time horizon stockmarket investors should
be prepared to have. It then occurred to me that, coincidentally, investors
in 2007 were facing a similar conundrum: markets had risen a long
way, which left them feeling “toppy”, and valuations were best described
as “fair”, if not expensive. Given that coincidence of timing, I thought
it’d be interesting to see how the decisions from my analysis would have
turned out if they’d been made back in the summer of 2007.
The results were surprising (in a good way). It turns out that the
actual experience of 2007 to 2017 was eerily similar to the hypothetical
2017-2027 experience I’d originally considered.
Just as they were in 2017, markets were hitting new highs in summer
2007. This always gives cause for concern, but conditions otherwise
felt fairly benign. Yes, we now know the financial crisis was beginning
to kick off - the run on Northern Rock happened in September 2007
- but that was not widely appreciated at the time.
Then, as now, we didn’t know if the valuation dilemma was acute
or chronic. But now we do: it was acute (i.e. short-lived), as the
Global Financial Crisis provided the catalyst for a sell-off. So, equities
immediately tanked, then rebounded at a faster pace. Just 18 months
later, the investors’ dilemma had disappeared, with valuations having
hit dirt-cheap levels. Well, it theoretically disappeared, anyway:
investors should have been filling their boots with shares in the eye of
the storm. But this is far easier said than done.
While the numbers are different - the actual outcomes over the ten
years are very similar to those implied in the forward-looking analysis for
the next ten. Cash underperformed CPI, meaning a real loss to anyone
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who’d spent the whole period huddling in their savings account. The
UK stockmarket, meanwhile, produced very useful nominal and real
returns, thereby rewarding anyone who was prepared to risk switching
their cash for equities and then hold firm. 18 months in though, this
would have felt like terrible timing, as markets plumbed their crisis
troughs. And, sure enough, the worst outcome came from panic selling
at that point, then remaining in cash. The best result came from the
(highly improbable) feat of staying in cash from the stockmarket peak
to trough, then bravely shovelling all of your wealth into the market at
what felt like the heart of the crisis (the start of March 2009).
But to get back to my original point; investors who bought in the
summer of 2007 still made respectable absolute and real returns over
the following decade. This was in spite of buying at the worst point
for several years (before or after) and having to sit through the most
brutal financial crisis since 1929. The lesson? A long-term perspective is
perhaps the most important weapon in any investor’s armoury.
For our multi-asset funds we assess the valuations of different assets
and markets on a whole host of measures, with a view to roughly
estimating what they might produce over the medium to long term,
as opposed to trying to guess how politics and macroeconomic events
will unfold in the short term. The funds are managed to achieve their
specific, pre-defined long-term outcomes (no shorter than five years
and ideally longer than that) and to be clear, not with a view to ‘win’
over the next three to six months.

To find out more contact Simon Morris, Head of
Strategic Partners, on 07738 958 072,
or email simonmorris@premierfunds.co.uk.
This article is for information purposes and is only to be issued to financial intermediaries. It is
not for use with customers. It expresses the opinion of the investment manager
and does not constitute advice.
Issued by Premier Asset Management. Authorised and regulated by the
Financial Conduct Authority.

INVESTM E N T

TECHNICAL UPDATE:
LIFETIME ALLOWANCE
AND DEATH

S a m Ni b l o
Te c h n i c a l S p e c i a l i s t
Pr u d e n t i a l
In Adviser Today, we often invite industry specialists to tackle a
technical case-study which we hope will provide you with some
relevant practical guidance. In this edition, we’ve spoken to Sam
Niblo, Technical Specialist from Prudential, about the important
matter of the lifetime allowance.

‘CALCULATING THE LTA
EXCESS TAX CHARGE ON
DRAWDOWN OR LUMP
SUM BENEFIT.’
Q: A client has uncrystallised funds valued at £1.2m
and no LTA protection, what would the lifetime
allowance (LTA) excess tax charge be if they die before
age 75?
A: When an individual dies before age 75 with uncrystallised funds,
and provided the death benefits are distributed within the two year
window, the full fund will be tested against the deceased member’s
LTA. Based on the current value, and assuming the deceased hadn’t
previously used any of their LTA, that would give an excess of
£1,200,000-£1,030,000 = £170,000.
How this would be taxed depends on how the beneficiaries choose to
have the benefits paid. Any benefits taken as dependants’ or nominees’
drawdown would be taxed at 25%, and any benefits taken as a lump
sum would have a 55% tax charge applied to the LTA excess.

Taking an example where the £1.2m was split equally between four
different beneficiaries who took their benefits as follows:
• Beneficiary A – £300,000 lump sum
• Beneficiary B – £300,000 dependant’s drawdown
• Beneficiary C – £150,000 lump sum and £150,000 nominee’s
drawdown
• Beneficiary D – £200,000 nominee’s drawdown and £100,000
lump sum
HMRC guidance states that the benefit crystallisation events
(BCEs) are all treated as having occurred simultaneously to ensure
that the LTA excess charge liability is distributed fairly across all
the beneficiaries, so the excess and associated tax charge would be
allocated as follows:
• Beneficiary A is liable for 25% of £170,000, taxed at 55% =
£23,375
• Beneficiary B is liable for 25% of £170,000, taxed at 25% =
£10,625
• Beneficiary C is liable for 25% of £170,000, half of which is
taxed at 55% and the other half is taxed at 25% = £17,000
• Beneficiary D is liable for 25% of £170,000, two thirds of which
is taxed at 25% and one third at 55% = £14,875.

For more support from Prudential on LTA,
visit pruadviser.co.uk
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THE RETIREMENT WAVE?

Ia i n M c G o w a n
He a d o f Fu n d Pr o p o s i t i o n
Scottish Widows
The opportunities for advisers giving retirement advice in the UK
are huge, and are set to keep growing, with the value of savings in
defined contributions estimated to exceed £1 trillion by 2025.
There has been a significant amount of research into how retirement
is changing. Much of this has looked at the way people are accessing
their savings, but not why they’re changing their habits.
A growing opportunity

• Over £2 trillion is currently held in UK pension schemes1.
• DC assets will grow to £1,040bn by 2025 at 13% a year –
more than tripling its current size of £303bn1.
• The value of UK housing stock reached over £6 trillion in
2017, according to Halifax. Almost 85% of that stock is owned
by people aged over 45.
For many, retirement is a journey or a gradual transition, rather
than a moment in time. As working patterns change, clients need and
value the flexibility to choose how and when they access their pension
savings and what they spend it on.
Helping clients manage their income and finances on their
journey through retirement is both an on-going opportunity and a
commitment for today’s advisers.
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‘UNRETIREMENT WAS
MORE COMMON FOR
PARTICIPANTS WHO WERE
MALE, MORE EDUCATED,
IN BETTER HEALTH,
OWNED A HOUSE WITH A
MORTGAGE (COMPARED
TO OWNING IT OUTRIGHT)
AND WHOSE PARTNER
WAS IN PAID WORK3.’
Phasing in retirement

Although everybody’s different – with their own unique needs
and priorities – in general, we’re living longer and fuller lives in
retirement. For clients looking to phase in their retirement, popular
options include: moving to part-time work before retiring; taking
contract roles for a few months a year; or having an extended break
before returning to part-time work.

INVESTM E N T

“Unretirement”

A growing trend for people who’ve retired is to “unretire” and
return to work; usually for social or financial reasons. The financial
affairs of many of these are likely to be complicated, with a need for
on-going advice.

3. The wave: As unretirement becomes more popular – with
people moving in and out of work and receiving inheritances –
clients’ income needs will vary considerably over the course of
their retirement.

Income needs: several theories

Changing attitudes to later-life work and retirement mean that
many clients need a high degree of flexibility in their retirement
income. There are now several theories about the shape of income
needs in retirement. These include:
1. The retirement smile: This states that income needs will decrease
as clients become less active. But increase again as they move to longterm care. This was probably the most widely-accepted theory until
recently.

Source: Scottish Widows, 2018.

What does this mean for you and your clients?

Source: Scottish Widows, 2018.

2. The downward curve: This is similar to the retirement smile, but
without an upward spike, as not everyone will need long-term care.
According to Age UK:
• Only 16% of people aged 85+ in the UK live in care homes2.
• The median period between admission to a care home and
death is 462 days (or 15 months)2.
• Around 27% of people live in care homes for more than three
years2.
• People have a 55% chance of living for the first year after a carehome admission, increasing to nearly 70% for the second year
and declining in subsequent years2.
• Approximately 30% of people use some form of local-authorityfunded social care in the last year of life2.

Regardless of where your clients might fit on an income-needs
graph or curve, it’s important that:
• The vehicle chosen to facilitate a client’s retirement income
should be flexible enough to adapt to their changing needs
and tax circumstances, and offer the full range of retirementfreedoms flexibility.
• The vehicle should offer death benefits and beneficiary’s
drawdown – including nominee and successor drawdown – to
give clients maximum flexibility around the cascade of pension
assets on death.
• The recommended investment funds should offer a balance of
volatility control and equity exposure, at a cost acceptable to
the client, covering advice over a lengthy period.
• You should enjoy the peace of mind that comes from
recommending a provider with a solid reputation and a
commitment to the market.
Propositions for your clients should be built to last and account
for longevity risk, inflation, volatility, sequence risk and poundcost ravaging. They should also be readily understandable and offer
potential for investment growth. All of these factors will help you
to satisfy your regulatory and client requirements, with a focus
on transparency, simplicity, suitability, appetite for risk and good
outcomes.

To find out more, visit our change hub at
scottishwidows.co.uk/builttolast

Source: Scottish Widows, 2018.

SOURCE
1 Spence Johnson, Market Intelligence, 2016. UK Defined Contribution.
2 Age UK, Later Life in the UK, January 2018.
3 PLATTS, L., CORNA, L., WORTS, D., MCDONOUGH, P., PRICE, D., & GLASER, K.
(2017). Returns to Work After Retirement: A Prospective Study of Unretirement in the United
Kingdom. Ageing and Society.
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BRITAIN’S
BROKEN
SAVINGS
MARKET
A big problem – but an
even bigger opportunity?

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
The UK savings market is unquestionably
large. Of the 48 million adults in the
UK, 93% of them own a savings product.
Together, they have £703 billion saved away
in deposit accounts.
But are those billions working as hard as
they could? The average high-street rate still
sits at just 0.17% for easy-access savings,
whereas the situation is arguably even more
bleak for companies, given they may actually
have to pay for the privilege.
While the Bank of England’s decision to
raise the Base Rate was no doubt a welcome
change in tack for most of Britain’s savers,
it’s still yet to have a substantial effect on the
high-street. It was suggested that rates would
continue to rise, albeit “at a gradual pace and
to a limited extent”. However, if a recent
survey of the general public is to be believed,
even that is now in doubt.
Better rates are there to be found, however.
A glance at the best-buy tables will show
that the UK’s ever-growing raft of challenger
banks is offering rates that are often two,
three or even four times in excess of their
high street counterparts. For savvy advisers
keen to get their clients’ cash to work, could
these banks offer an opportunity?
Managing cash has traditionally been seen
as too much hassle, for too little reward.
However, thanks to new, technologyenabled cash management solutions, it’s now
easier than ever for advisers to add value
to their clients’ portfolios, with less of the
administrative burden.
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One example is Octopus Cash, designed to
help clients find a top-tier rate across some of
the UK’s leading challenger banks, without
the hassle of regular switching. By partnering
with a range of smaller banks, Octopus is
able to offer some of the best savings rates
around – and also ensure more of your
clients’ savings are covered by the Financial
Services Compensation Scheme (FSCS), all
from one single account.

‘THANKS TO NEW,
TECHNOLOGYENABLED CASH
MANAGEMENT
SOLUTIONS, IT’S
NOW EASIER THAN
EVER FOR ADVISERS
TO ADD VALUE TO
THEIR CLIENTS’
PORTFOLIOS.’
Savers can deposit in either a 35-day notice
account, or one-year fixed term account –
both free to use. And it is not just available
for individuals, either – businesses, trusts
and charities can all use the service.

For too long, high-street savers have been
burned by their bank rate. And, it doesn’t
look like that’s going to change anytime
soon. It’s never been more important for
advisers to help their clients get a good deal.
So, why not help your clients get a rate they
will thank you for?

To learn more,
visit octopuscash.com,
email support@octopuscash.com
or speak to one of the team
on 0800 294 6848.
Based on the rate available from Barclays, Santander, Lloyds,
HSBC and RBS in April 2018.
‘Bank of England lifts rates for first time in a decade’,
Financial Times, Nov 2017
‘Few Britons expect Bank of England to raise rates next
month’, Reuters, April 2018
For professional advisers only. Not to be relied upon by retail
investors. Money placed via Octopus Cash will be with UK
PRA regulated credit institutions. Octopus Cash is offered
by Octopus Co-Lend Ltd., 33 Holborn, London, EC1N
2HT – which is authorised and regulated by the Financial
Conduct Authority (FCA registration number 722801).
Octopus Cash is managed on a day to day basis by Octopus
Institutional Deposits Limited (Company registration
number 10163532). 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 April 2018.
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Communication Package
The Communication Package gives you access to a range
of compliance approved, client facing materials available in
PDF, HTML, Word or print formats.
This cost-eﬀective service can help you to keep in regular
contact with your clients.

For only £60 (+VAT) per month you will receive
personalised versions of the following items:
·

Quarterly newsletters
Three versions: Simply Wealth,
Simply Money and Simply Home
Finance – produced at the beginning
of January, April, July and October

·

Quarterly Magazine
Your Finance Matters – published
mid-January, April, July and October

·

Economic Review
– available monthly

·

Property Reviews – two versions
– available monthly

·

Budget updates
– published shortly after each budget

·

Tax guides
– updated each April

We also produce other client
communication materials.

Integrated email solution
Access to the Email Solution is also
included in the package enabling you to
send the content of the materials as an
HTML ﬁle. You can also access statistics showing the
open and click through rates of the email campaigns
you have sent.

Example costs
The cost of the package is £60 per month
or, you can subscribe for the full year
and receive two months free for just £600
(prices are +VAT). These prices include the PDF,
HTML and Word versions of the materials. Printed
copies are also available at additional cost.
There is also a small fee for the Email Solution of £5
(inc. VAT) per campaign you send, plus 1p (inc. VAT)
per email address you are sending to.

Topic Guides
In addition to the Communication Package are a
series of topic guides covering Mortgages, Home
Insurance, Protection, ISAs, Pensions and IHT.
These can be purchased individually or added to
your Communication Package at a competitive price.

To ﬁnd out more, call us on 01279 882519 or email simplymarketing@tomd.co.uk
or go to www.simplymarketingsolutions.co.uk
We’re also happy to do online demonstrations of the package – these take about 20 minutes
– just call us to book a time to suit you.

Consistently
reassuring.
At Verbatim Asset Management our
philosophy is simple – to consistently meet
your clients’ expectations.
We offer a range of active and passive portfolio
funds, managed model portfolios and a unique
discretionary management service each
with a solid track record of delivering strong
performance set against client expectations.
Our funds are recognised by leading rating
agencies Defaqto and RSMR and our Independent
Investment Committee are appointed to ensure
we continue to deliver on our word.

More and more advisers are turning to
Verbatim to meet their clients’ needs.
Contact us today to find out why.

For more information visit:
www.verbatimassetmanagement.co.uk
or call: 0808 12 40 007
Verbatim Asset Management has taken due care and attention in preparing this document, which is solely
for the use of professional advisers. Verbatim cannot be held responsible for any inaccuracies arising out of
information detailed within and will not accept liability for any loss arising out of or in connection with its use.

