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PREPARING YOU FOR
THE ROAD AHEAD
Giving you the tools you need to
tackle whatever’s around the corner

“The first thing I think
about in terms of the advice
market is resilience”
Group Joint CEO, Neil Stevens, reflects
upon the current landscape for advisers

Spotlight on pension transfers
There are lots of ways we’re helping
advisers in this complex business area

How can technology
help you more?

Get up to speed with all the new
functionality and training available

A new era of events
Beaming the biggest and best
programme direct to your desk!

As an advisory firm, you will no doubt have
grown your business over many years,
building and nurturing a client base
and creating your most valuable asset.
So, when the time comes to leave the industry, for
whatever reason, we know it is not a decision you will
take lightly. You will doubtlessly want both your legacy
to be maintained and your clients to continue to get
the high-quality level of service to which they have
become accustomed.
In addition, you will, of course, want to ensure you
receive the true value for your business.
There are a number of different routes to selling your
business now available, with many unfortunately
leading to poor client outcomes and not receiving the
value of the business as promised.

We are changing all that…

Introducing Horizon Realise
Horizon Realise is the most focused, client centric,
advice buy-out solution around, where we value
continuation of service over anything else.
Wherever you are on the journey Horizon Realise will help you to:
• Understand the true value of your business
• Get your business ready for sale, working with
you to help make the changes needed to
improve the value for sale
• Find the right business to acquire your clients
and your business
• Simplify the deal, ensuring you get the right deal
for you and your clients, with an open and
upfront approach

Visit the Member and Client website to find out more.

WELCOM E

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

WELCOME

Hello, and welcome to the final Adviser Today of the year.
There is much that could be said about 2020, but I think it is fair to say that it is a year
which will not be easily forgotten.
‘Unprecedented’ is probably the most frequently used word of the past twelve months, but
there is good reason for that! Imagine trying to describe our current situation to yourself
at this time last year and how unthinkable the impact of COVID-19 on our economy and
working lives would be, let alone the changes to our day-to-day activities.
However, although there was no way anyone could have predicted the events of the past
year, the reaction of the adviser community as a whole comes as no surprise to me. Time and
time again, advisers have demonstrated their strength, resilience, and ability to adapt in order
to continue to deliver positive outcomes to clients.
The phrase ‘new normal’ has been another common one this year but, again, it is undeniable.
The markets are becoming more stable, the regulator is getting back to its day-to-day work
and clients are still in need of the benefits of long-term financial planning, with the help of a
trusted professional expert.
I am proud to hear about the fantastic work advisers are doing in these exceptional times,
and I hope the support of The SimplyBiz Group, much of which is outlined in this edition of
Adviser Today, has proved valuable to you.
I look forward to speaking to you next year.
Best regards,

Supporting our Members and Clients, through market-leading, award winning solutions

Now supporting over 5,600 retail intermediaries and over 400 financial institutions

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
Please note that provider led information within this publication has been pre-approved under their respective compliance approvals
process and the accuracy is not therefore the responsibility of, or the opinions endorsed by, The SimplyBiz Group.
All products and company names are copyrights, trademarks or registered trademarks of the third parties.
Adviser Today is published by SimplyBiz Services Ltd.
St Andrew's House, St Andrew's Road, Huddersfield HD1 6NA
© 2019 SimplyBiz Services Ltd. All rights reserved.
Registered in England No. 04590781. Registered Office as above.
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IN YOUR CORNER
As we near the end of 2020, our Group Chairman, Ken Davy, gives us
his views on the dangers of attempting to predict what the future may
hold, how embracing technology may be the most important thing
you have done this year, and why advice continues to be so valuable.

Ken Davy
Chairman
The SimplyBiz Group

Committing ideas to print, or online, can be a very dangerous game,
especially when it comes to forecasting the future. So, it was with
more than a little trepidation, that I recently went back to reread an
article which I had written just ten days before the December 2019
General Election. Entitled “2020 Vision”, I attempted to forecast
the future opportunities, and challenges, for financial advisers in
the coming year.
Whilst I got both the result of the Election and Brexit right I, of
course, completely missed the most significant event of 2020, that of
the COVID-19 pandemic. Though unheard of in early December,
it was only a few weeks later that it was starting its deadly journey
across the world. Nonetheless, in terms of thinking ahead, I can
at least claim that at The SimplyBiz Group, we were already into
contingency planning for COVID-19 in early February. Far ahead
of most organisations and even some Governments.
What I didn’t appreciate when I wrote the article, however, was
how accurate some of my other predictions would be. The most
spectacular of these concerned the use of virtual technology to
increase the efficiency, effectiveness and profitability of financial
advisers. With this in mind, I trust you will forgive me repeating
the relevant paragraph from my December 2019 article here:
“I believe that the use of Facetime, and similar systems, has
reached a tipping point that is going to explode in 2020. Clients
readily chat to their children, grandchildren and friends on
Facetime, why would they not find it a good way to communicate
with their financial adviser? I believe this will become as normal
as the telephone, but more effective. Obviously it will not replace
those vital early meetings where lifetime relationships are built, but
for reviews etc., tech will prove invaluable for you and your clients,
resulting in happier clients and time savings helping you to serve
more clients and increase your success.”
Clearly the explosion in the use of virtual technology has been
boosted dramatically by the lockdown. Nonetheless the reality is
that this increase was already growing significantly, and the impact
of the pandemic has probably advanced its wider adoption by at
least five years. The question all financial advisers must now ask
themselves is, ‘Have I advanced my thinking about the way I serve
my clients and the technology I need to serve them, by that same
five years in these past nine months?’ If the answer to this question
is no, I urge you, with all the emphasis I can muster, to address it as
a matter of urgency. If you don’t, there is a real and present danger
that you are being left behind by your clients, but will not find out
until it’s too late.
Just in case you are thinking that this is all too much hassle, I
suggest you reflect for a moment on the exciting opportunity
you now have in front of you. By using virtual technology, you
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will undoubtedly be able to serve more clients more easily, more
effectively and more profitably. Think for a moment about the
dramatic impact on the profitability of your business of being able
to deliver your services to perhaps 50% or more clients, than you do
now, coupled with less travelling and lower costs.
A survey conducted in the summer suggested that 60% of advisers
are already turning away new clients. This is obviously bad news
for the advisers, but it is even worse news for these potential clients
who, as a result, are being deprived of the sound financial advice
they need. Again, I urge you to let technology take the strain by
helping you serve more clients more effectively, if you do, I predict
that within two years you just might find you have doubled both
your client satisfaction and your income.

THINK FOR A MOMENT ABOUT THE
DRAMATIC IMPACT ON THE PROFITABILITY
OF YOUR BUSINESS OF BEING ABLE TO
DELIVER YOUR SERVICES TO PERHAPS
50% OR MORE CLIENTS, THAN YOU DO
NOW, COUPLED WITH LESS TRAVELLING
AND LOWER COSTS.
Away from developments in the field of technology, what are we
likely to see in 2021?
Just as it was impossible to predict the arrival of COVID-19, it
is also impossible to predict for how long the reverberations and
restrictions of the pandemic will be felt, and exactly how our
lives will be affected. I am, however confident in saying that the
worst of the disruption is behind us and we should continue to see
improvements in our day-to-day lives. The hope is that we have an
effective vaccine before too long, however, regardless of how soon
that is, the fundamental behavioural changes we have witnessed in
relation to the use of technology will have a continuing and long
lasting impact on every aspect of our lives.
I also have absolutely no doubt that the demand for financial advice
will continue to increase. When discussing the ‘protection gap’,
I have often said that nobody wakes up in the morning thinking
about buying life insurance to protect themselves and their families.
One potential positive from the uncertainty of the past few months,
therefore, may be a greater recognition that none of us can predict
the future, and that nothing should be taken for granted; especially

IN YOUR CORN E R

THE HOPE IS THAT WE HAVE AN
EFFECTIVE VACCINE BEFORE TOO
LONG, HOWEVER, REGARDLESS
OF HOW SOON THAT IS, THE
FUNDAMENTAL BEHAVIOURAL
CHANGES WE HAVE WITNESSED
IN RELATION TO THE USE OF
TECHNOLOGY WILL HAVE A
CONTINUING AND LONG LASTING
IMPACT ON EVERY ASPECT OF
OUR LIVES.

one’s health. These are troubling times for clients, and never has
the value of professional financial planning been more essential in
providing the reassurance and protection that our clients need.
Given the turbulent markets we have seen this year, it is likely
that even the most experienced of clients may be feeling concerned
about their financial wellbeing. Your expertise can again provide
real peace of mind when it comes to demonstrating how your
advice has prepared their portfolio for even these unprecedented
circumstances. The most effective way of doing this is simply to
keep in touch with your clients on a regular basis to let them know
that you are there for them and their families. In doing so, I would
also urge you not to forget those clients who you feel have perhaps
fewer assets or resources than your major clients. I believe all your
clients warrant that service and you just might find they have more
needs for your services than you imagined.

The strength of the relationships you have built with your clients,
coupled with your knowledge and expertise, along with the
technology and tools we can support you with, means that 2021 will
be another year in which, together, we are able to demonstrate the
value and resilience of our profession. And, just as your clients can
rely on you to be there for them during even the most challenging
of times, The SimplyBiz Group will be here to continue support you
in your goal of delivering better outcomes to clients, whilst helping
you build more profitable and successful practices.

You can keep up with Ken's regular blogs in the 'News'
section of The SimplyBiz Group's website
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Ne i l S t e v e n s
Jo i n t C E O
The SimplyBiz Group

REFLECTIONS ON THE
2020 ADVICE MARKET
As we reach the end of 2020, Adviser Today spoke to SimplyBiz Group Joint CEO, Neil Stevens, about
what the unprecedented events of the past year have meant for the Group, the adviser community and
the sector as a whole.
So far, 2020 has been a tumultuous year, in terms of
nearly every area of our lives, including our sector and
the markets. How do you think advisers are faring?
It’s an incredibly complex time, and that complexity exists in multiple
layers. Everyone is watching the developments unfolding and considering
their future; both personal and professional. However, the first thing I
always think about in terms of the advice market is resilience.
Right from the first week of what has been the biggest societal change
and restrictions that most of us will have ever seen, advisers reacted
rapidly. They were quick to embrace digital technologies to ensure they
were operating at almost pre-lockdown levels within about two weeks.
The very heart of this profession is the connection to clients that
advisers create, their commitment to client relationships and the
ability to deal with whatever the world throws at them. In the
coming weeks and months, advisers will need to take a breath and
have a think about any adjustments that may need to be made to

their advice and business process. However, that’s what advisers
have always done so well, and I’m very confident in the ongoing
strength of this brilliant and resilient sector.

And how has The SimplyBiz Group fared during the
same period?
We released our half year results back in September and, over the week
of that release, I spoke to over 40 investors – both UK and global – of
all shapes and sizes, from a multitude of sectors. They all gave me the
same clear message: this profession is seen as having solid investment
potential. The quality of the UK consumer, product provider sector
and the special place companies like The SimplyBiz Group hold – are
all viewed very positively. Professional financial advisers in all product
areas – mortgages, insurance, investments, pensions, etc. – have only one
reason for being in business; getting good outcomes for their clients. We

FROM THE FIRST WEEK OF WHAT HAS
BEEN THE BIGGEST SOCIETAL CHANGE
AND RESTRICTIONS THAT MOST OF
US WILL HAVE EVER SEEN, ADVISERS
REACTED RAPIDLY. THEY WERE QUICK
TO EMBRACE DIGITAL TECHNOLOGIES
TO ENSURE THEY WERE OPERATING
AT ALMOST PRE-LOCKDOWN LEVELS
WITHIN ABOUT TWO WEEKS.
8 | A DV I S E R T O D A Y

EXCLUSIVE INTER VI EW

have so much consumer wealth in the UK, and people see the resilience
of the relationships between advisers and clients, and understand the
opportunities that generates. Overall, investors share our view that UK
financial services is a very positive market in which to be.

What do you think the long- and short-term
requirements of the advice market are, and how do
they translate into services on offer from the Group
to its membership?
I continue to believe that technology remains crucial to the
ongoing success of the sector. Advisers hold invaluable trust in
their relationships with clients; they are professional, experienced
specialists, who can deal with change, process it and improve their
business models accordingly. They adapt what they do very quickly,
so their customers are always at the front of their thinking when it
comes to finding the right solutions moving forwards.
It’s a really powerful position to hold, and I believe technology
will help them to find those solutions faster, more efficiently and
more profitably. The more advisers can introduce research, data on
products and new workflows and modelling tools, the greater the
burden which can be relieved from them as individuals. I think that
technology can ‘supercharge’ advice.; The qualities that advisers
already hold, when standing on the right platform, is unique and
cannot be replaced. No organisation, no matter the size, can deliver
that quality in front of a client – or those fantastic client outcomes
– to the extent that our Members can.
The Group will be investing significantly in more technology and more
services in the future. Retirement income has also been an enormous
focus since we looked at retirement savings at the start of the year. We
are building an ESG research tool that puts quality ESG understanding
right at the centre of the advice process, to help an adviser get the right
data and information, just as they’re working with a client.
Our job is to keep supplying our Members with the right
information and tools, the best data in the market and the best
regulatory support available, then they can continue to grow and
succeed, with good outcomes all round.

I CONTINUE TO BELIEVE THAT
TECHNOLOGY REMAINS CRUCIAL TO
THE ONGOING SUCCESS OF THE SECTOR.
ADVISERS HOLD INVALUABLE TRUST IN
THEIR RELATIONSHIPS WITH CLIENTS;
THEY ARE PROFESSIONAL, EXPERIENCED
SPECIALISTS, WHO CAN DEAL WITH
CHANGE, PROCESS IT AND IMPROVE
THEIR BUSINESS MODELS ACCORDINGLY.

What shape do you think the component parts of
the UK advice market are in at the moment? Who’s
succeeding?
I think a lot of good companies will succeed, comprising many
different structures. If they have a good culture, put client outcomes
first and have the right support and technology, I think companies of
many shapes and sizes will succeed. It’s been a passion of mine, and
of SimplyBiz, to ensure that small firms are never disadvantaged.
When those firms sit in front of a client, their process, tech, product
research, regulatory knowledge, and the access they have to leading
names and insight in the industry, is going to be as good as anyone
else’s in the sector. Any firm can thrive, if they’re doing a good job!
It’s absolutely up to individual advisers how they want to run their
business; our job, once they’ve made that decision, is to ensure they
have knock-out support and technology with which to do it.

I S S U E 1 5 AU T U M N / W I N T E R | 9

A DVI S ER MAT TERS

INTRODUCING
HORIZON

In response to what we have seen in the sector and
to what our Members and Clients have told us they
want, we have created a new service to help Group
firms to buy-out one another in a professional and coordinated way, ensuring the right outcome for both
firms and their clients.
Horizon harnesses the many years’ experience of The
SimplyBiz Group and adds to that the experience of
market leading acquisition specialists and a bespoke
consultancy service to deliver the most focussed,
adviser centric advice buy-out solution on the market.
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Introducing Horizon Realise

When the time comes to leave the industry, for whatever
reason, we know that this decision is not taken lightly
and that you will want your legacy to continue and for
your clients to continue to get the high-quality level of
service to which they have become accustomed.
In addition, you will, of course, want to ensure you
receive the right deal for your firm, both commercially
and from an ongoing service perspective.
There are a number of routes to selling your business
available, with many unfortunately leading to poor
client outcomes and not realising the true value of your
business – we are changing all that.
Horizon Realise will help you:
• understand the true value of your business
• get your business ready for sale, working with you
to help make those changes needed to improve the
value
• find the right business to acquire your clients and
your business
• simplify the deal, ensuring you get the right deal
for you and your clients, with an open and upfront
approach.
Horizon Consultancy

At the heart of our service, is our consultancy support,
designed to get your business ready for sale, wherever
you are on the journey.
During our consultancy programme, a number of key
workflows will be considered, ensuring that your firm is
ready for acquisition and can realise its true value.
The objective is to provide a complete, documented
approach to your client bank, advice process, charging
structure and Centralised Investment Proposition. At
the end of the programme, you will have the opportunity
to create a Business Prospectus document which will
assist in the sales process, enabling you to demonstrate
the true value of your business to potential buyers.
Let us work for you

As well as our consultancy service, we also have a unique
tool that will provide an indicative valuation of your
business, which we can use to work with you on areas
that may increase that valuation.
All acquired clients will be segmented and served
according to their needs and circumstances – ensuring
continuation of advice and security of assets.
This means that, as the exiting firm, you can be safe in
the knowledge that your clients will be well served and
advised – making this solution compelling for client led
and focused advice businesses.
Introducing Horizon Acquire

Many firms will find themselves looking for the next
stage of their growth, which may include bringing
in new clients, recruiting advisers, or expanding
geographically, and whilst there may be a number of
routes available to achieve these objectives, finding
another business to acquire can often present the most
viable option.
If you are looking to grow your business through
acquisition, then Horizon Acquire is for you.

We will work with firms looking to acquire, to help
them to find the right business for them, to facilitate
honest and open discussions between buyer and seller
and to make the process as seamless as possible.
We will act as the conduit between our retiring and
actively growing member firms to help both achieve
their goals, whilst providing continuity of service and
advice to clients.
We will take away the pain of finding suitable firms
to acquire – the work we undertake with firms who
are leaving the industry through our Horizon Realise
programme, means that we can put together a full
picture of that company, its clients and services and,
vitally, a clear picture of the less tangible pros and cons
that can come with every company.
The firms on the Horizon Realise programme will be
working with our team to prepare their business for sale
and hand over and when they are ready, we need to find
the right home for them to join.
Engaging with Horizon Acquire

The Horizon Acquire team will work closely with
those firms who wish to be considered for the Acquire
programme to:
• establish the rationale behind any growth strategy
• constructively challenge the operational capability to
expand
• ensure the scale to which the business can and should
safely expand
• agree the principles behind the ongoing expansion
support and over-sight to protect all interests.
In addition, we will:
• stress test your plans, your cashflow forecasting and
your strategy documents, and all business plans will
need to be signed off and approved as viable (we will
build this with you if you do not have one already)
• create, with you, a profile and prospectus of your
business, which will be used to showcase you to
potential sellers.
Specialist support from Horizon

Acquire is an exclusive SimplyBiz Group service and
is provided by our dedicated team, however, we have
appointed Wealth Holdings, a firm with proven
expertise in the acquisition market, to work with you as
the acquiring firm on an exclusive basis.
We have selected Wealth Holdings, as we are confident
that their experience and ability will increase the chances
of success and reduce any post acquisition issues. We
have put in place an oversight and monitoring process
to ensure that they always meet their agreed KPIs and
service standards.

To find out more about Horizon, visit our
dedicated web pages, where you can also
catch up on our recent Advice Show special.
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A NEW ERA OF
SUPPORT FROM
SIMPLYBIZ
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Back in March, when the first real impacts of COVID-19 were
beginning to be felt by businesses in the UK, SimplyBiz reacted
swiftly and decisively by moving into an agile way of operating,
ensuring that we could provide the support our Member Firms
needed at that time and, indeed, the weeks to come.
We saw huge engagement in the services and support that we
provided and, as we moved through the following months and the
situation evolved, we further enhanced the support available.
At time of writing, we are now in the midst of the next wave
of restrictions and interventions and as such, we want to ensure
Members are aware of, and can access, the support now in place to
help build for the future.
Extended payment holiday

Due to Member feedback and demand, we are pleased to announce
that our payment holiday window has been extended until the end
of the year. For those firms who have not yet applied, there will be
a new window each month, each lasting for three months, enabling
you to manage cash-flow during these difficult times.

WE WANT TO ENSURE MEMBERS ARE
AWARE OF, AND CAN ACCESS, THE
SUPPORT NOW IN PLACE TO HELP
BUILD FOR THE FUTURE.

WE CONTINUE TO PROVIDE FIRMS WITH
ACCESS TO ALL OUR USUAL SERVICES,
DESPITE THE CURRENT RESTRICTIONS.
Client engagement and servicing

Client needs have changed over the past few months, both in terms
of what they want and how they wish to receive it. To ensure you
are able to meet these changing needs and, of course, still provide a
quality service with restrictions in place, we have further enhanced
our offering in this area.
• Our new video conferencing solution is now fully embedded in
Centra, meaning a seamless solution for you and your clients
• Our NextGen web solution has been enhanced to provide you
with a great way to engage clients digitally, backed up by a new
suite of consumer facing material
• Training to allow firms to accept will writing instructions
continues to be provided free of charge, now with optional
virtual training either all in one go, or split to suit you
• As the impact of COVID-19 continues to be felt by investors,
we have increased our insight and support in this area, increased
the frequency our Investment Committee meets and adjusted
our Strategic Asset Allocations accordingly. In addition, we have
expanded our DB transfer panel, as those with retirement pots
hit by market falls look at their options.
Technology

Events, learning and knowledge support

One of our biggest undertakings was to move our entire event
programme from face-to-face to virtual, which was no small feat,
and we have been delighted with adviser engagement, with events
since April attracting over 12,000 registrations to date!
As restrictions remain, it will not be possible for us to safely deliver
face-to-face events just yet and, as such, we will continue to bring
you more opportunities via our virtual platform.
Members have told us that their preferred way of learning going
forward is a mixture of face-to-face and virtual learning – 80% told
us this and we will look to do this as soon as possible.
Regulatory support

Whilst the regulator announced its intentions for the year back
in January, its focus inevitably shifted when COVID-19 arrived,
however, we began to see a refocus through the summer. In addition
to SM&CR and suitability, we know that the FCA will be focussing
on some issues exacerbated by the recent crisis, namely using
technology, changing client propositions, client reviews and the
financial resilience of advice firms.
We continue to provide firms with access to all our usual services,
despite the current restrictions, as well as to offer additional support
in key areas, such as SM&CR, DB transfers, vulnerability and more.
• Compliance visits will continue virtually, alongside our face-toface visits which will be offered where and when it is safe to do so
• Our helpdesks and specialist services have remained accessible
throughout, working safely and remotely, and will begin to
return to the office again when it is advised and safe to do so,
ensuring a continuation of service throughout
• Our virtual events continue to have regulatory sessions

It’s fair to say that technology has really come to the fore over
the past few months and, whilst many firms had already adopted
various solutions to support the advice that they give, others have
expedited their plans.
We have a whole array of solutions available, and a wider support
network behind each to help with adoption, all of which you can
find in our brand-new Tech Hub.
New Horizons

Whilst we fundamentally believe that our profession will come
through these challenging times and that firms will continue to
adapt and thrive, we appreciate that some will start to think about
an exit plan, whether short or long term.
To provide the very best options for those firms and indeed their
clients, we have launched Horizon, a new service designed to provide
a service for firms looking to realise some of the value within their
business through either full or partial exit.
Horizon is also designed to help those firms looking to grow
through acquisition. We will work with those firms to find the
perfect partner from those firms looking to exit.
Horizon harnesses the many years’ experience of The SimplyBiz
Group and adds to that the experience of market leading acquisition
specialists and a bespoke consultancy service to deliver the most
focussed, adviser central advice buy-out solution on the market.

Check out the Member website to find out more
about the support referenced here and look out
for more coming your way soon.
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LIKE OUR
AWARDWINNING
SUPPORT?
You can earn £500 for each firm you refer to SimplyBiz.
If you know of any firm that could benefit from our
award-winning support - introduce them to us and if
they become a Member, we will pay you £500 as a
thank you - and there’s no limit to the amount of
firms you can introduce!*

To find out more, please visit the Member Get Member
section which you can find under Connect on the Member
website.
*Full T&Cs can be found on the Member website

ADVISER MAT T E RS

TAILORED
SUPPORT TO
MEET YOUR
FIRM’S NEEDS

Marc Thompson
He a d o f A d v i s e r S e r v i c e s
The SimplyBiz Group
At SimplyBiz, we have always been a people business, dedicated to understanding the needs of advisers so
that we can provide a first-class service and programme of support. This year, we have continued to grow our
dedicated Adviser Services team based on your feedback, so that each one of our Members feels like they are
receiving a truly personal service from SimplyBiz.
Our dedicated Adviser Services team is looking forward to getting to
know you and your team better, and improving our understanding of
what your individual business needs are. By doing so, they can start
to tailor a service for you, providing solutions that will not only align
with your business objectives, but also ensure you derive the most
value from your membership.
By doing so, they can start to tailor a service for you, providing
solutions that will not only align with your business objectives,

OUR DEDICATED ADVISER
SERVICES TEAM IS LOOKING FORWARD
TO GETTING TO KNOW YOU AND YOUR
TEAM BETTER, AND IMPROVING OUR
UNDERSTANDING OF WHAT YOUR
INDIVIDUAL BUSINESS NEEDS ARE.
but also ensure you derive the most value from your membership.
Furthermore, the team will focus on putting together a comprehensive
plan of training and support for all our Member Firms, which
will ensure you’re getting the most from all the services that are
appropriate to you. This could include support with setting up a
NextGen website, Competent Adviser, events and Horizon – our
bespoke exit and acquisition solution.

If you choose to adopt any of our technology solutions, for example
Centra or Intelligent Office, the team will make sure you have a
plan to ensure a seamless integration into your firm and provide
the necessary ongoing training and support for you and any other
members of staff you may have.
If you are already using the services above, and you need additional
help or support day to day, then the Adviser Services team should be
your first point of contact. You can call them directly if you prefer to
speak someone, or email the team with your query, and they will be
able to guide you through a solution to ensure you can get on with
with the rest of your day as soon as possible.
And, moving forwards, the team will be taking the time to contact
you regularly, to make sure you have everything you need and the
services you're using are still aligned to your overall business needs.
We're looking forward to speaking to you.

If you’d like to discuss your Membership and
how we can tailor the support and services
available to you, then please speak to the Adviser
Services team by calling 0808 124 0000 or email
investmentservices@simplybiz.co.uk.
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Mark Greenwood
D i re c t o r o f C o m p l i a n c e S e r v i c e s
The SimplyBiz Group

When speaking to most advisers, it is clear that they have a simple
mandate; to ensure their clients receive the very best service, while
continuing to operate a compliant and profitable business.
With this in mind, it comes as no surprise that in the investment
climate of 2020, many advisers are asking themselves; how will I
continue to meet the regulator’s ongoing requirements?
A key area to consider, particularly with the turbulent year we have
endured in 2020, is vulnerable persons. All firms have a responsibility
to set out an approach to dealing with vulnerable persons, which
should be accounted for in its vulnerable persons policy.
It is important as part of that policy to understand the
responsibilities the firm has under its authorisation by the FCA,
and to ensure vulnerability is considered when acting on behalf of
a client.
Whilst, for many, the motivation to address how vulnerable clients
are treated is rooted in regulation, there are many benefits of a robust
policy, approach and culture for a firm. In addition to knowing you
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have done all you can to ensure you are delivering suitable guidance,
addressing your stance on vulnerable customers can also strengthen
your relationship with existing clients and introduce you to new
generations of potential clients.
It is worth noting that the FCA has not – and will not – make
specific rules to address each area of vulnerability, but instead
establishes the responsibilities within its principles for all firms.
So, who are vulnerable persons?

It is difficult to explicitly define who is vulnerable or what
characteristics means a person should be considered vulnerable, as it
is a wide ranging and often complex area. However, the FCA defines
vulnerability as follows;
Someone who, due to their personal circumstances, is especially
susceptible to detriment, particularly when a firm is not acting with
appropriate levels of care.

ADVISER MAT T E RS

What constitutes someone to be vulnerable – or potentially
vulnerable – can include:
• Health – health conditions or illnesses that affect the ability to
carry out day-to-day tasks
• Life events – major life events such as bereavement or relationship
breakdowns.
• Resilience – low ability to withstand financial or emotional
shocks
• Capability – low knowledge of financial matters or low
confidence in managing money
There is no definitive list of the different types of vulnerability. Even
if there were, different people react differently to different situations
and it is therefore important to:
• understand the different types of vulnerability
• assess the impact it can have on those people and the decisions
they take
• determine how your firm deals with different people with
different vulnerabilities.
Firms should ensure vulnerability is considered when acting on
behalf of a client, but we also believe that if a firm does not have the
expertise to deal with the client due to their personal situation, they
should make every attempt to refer them to another firm or third
party for the appropriate level of support to be provided.
We have worked in collaboration with some of our partners who
are specialists in this area and created a comprehensive range of
documentation to support your firm’s work with vulnerable customers.
Our Vulnerability Hub was designed to bring together information
and resources on every aspect of this area, from support with policy
and procedures to tackling challenging conversations with clients.
Within the Hub you will find areas dedicated to:

A KEY AREA TO CONSIDER,
PARTICULARLY WITH THE TURBULENT
YEAR WE HAVE ENDURED IN 2020, IS
VULNERABLE PERSONS. ALL FIRMS
HAVE A RESPONSIBILITY TO SET OUT
AN APPROACH TO DEALING WITH
VULNERABLE PERSONS, WHICH
SHOULD BE ACCOUNTED FOR IN ITS
VULNERABLE PERSONS POLICY.

WHILST, FOR MANY, THE MOTIVATION
TO ADDRESS HOW VULNERABLE
CLIENTS ARE TREATED IS ROOTED
IN REGULATION, THERE ARE MANY
BENEFITS OF A ROBUST POLICY,
APPROACH AND CULTURE FOR A FIRM.
Training and awareness

Vulnerability is a broad area, and information and guidance on the
subject is quickly evolving. This area will keep you informed on the
latest news and training available.
Guides and documentation

The FCA has focussed keenly on vulnerability over the past few years,
and we foresee that its interest will only increase. In this section of
the Hub, you can find our guides and compliance documentation
on vulnerability.
Solutions

We have been working closely with our partners to provide you
with a wide range of solutions to support you in your work with
vulnerable clients.
Specialist and charitable organisations

Some clients experiencing certain types of vulnerability may need
specialist support. In this area of the Hub, you’ll find details of
third-party organisations which may prove useful.
We know that vulnerable clients are a key priority for the regulator
and this focus will only be heightened by the unprecedented events
of 2020.
The regulator will expect all firms to set out their approach to
dealing with vulnerable persons, which then should be accounted
for in its vulnerable persons policy.
As I mentioned earlier, it is important that firms understand the
responsibilities they have under their authorisation by the FCA, and
to ensure vulnerability is considered when acting on behalf of a client.

If your firm has not set out your approach to dealing
with vulnerable persons, I would recommend you
visit our Vulnerability Hub or contact our compliance
helpdesk if you have any questions in this area.
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VULNERABILITY
AND THE IMPACT
OF CORONAVIRUS

Martin Lines
B u s i n e s s D e v e l o p m e n t D i re c t o r
Ju s t

Now that the whole nation is in some form of lockdown restriction,
the term ‘vulnerable’ seems to be used more than ever.
If ever there was a time to focus on how we improve the experience
and outcomes for the most vulnerable, surely now is that time. There
are some key principles that firms could implement and learn from
during this crisis.
Keep in touch!

There is a real danger of poor outcomes, where consumers feel
excluded or disengaged. And social distancing by definition leads
to less contact with friends, family and colleagues, certainly in
person. Understanding how clients have been affected and offering
1 8 | A DV I S E R T O D A Y

them support is a good starting point. Technology can play a role
here, but this may present a challenge to some. It may involve
liaising with other family members who may be living with, or in
communication with, the client to help them navigate the devices
and systems that are going to be used. Let’s also not forget that wellknown piece of tech – the telephone!
Be Scam Smart

People may be concerned about their investments during this time.
Given the added anxiety about the pandemic, there could be more
susceptibility to the convincing tricks that are being used. Firms
should be aware of the updates on the FCA’s Scam Smart pages and
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be able to advise clients of the key signs and what to do. It would be
a good idea to remind clients to speak to you before they make any
major financial transaction. But simple things like pointing out the
dangers in engaging in unsolicited correspondence could literally
save someone a fortune.
Revisit the four key areas

But what about the wider vulnerability issues?
If we look at the four key areas that could lead to vulnerability, it is
clear that the current crisis could have an impact.
1. Health

In ‘normal’ circumstances, you would include taking into account
things like mobility, cognitive impairments and physical conditions.
COVID-19 clearly falls into the latter. But it could be argued that
a more widespread danger is the fear of the virus itself. That could
cause significant stress and anxiety that could lead to rash or illogical
decisions. In addition, the effects of isolation could exacerbate mental
health issues such as depression. Understanding how a client is feeling
physically and mentally is something that should be a priority.
2. Life events

Some of the things that are identified as ‘life events’ are highly
relevant to the current circumstances. For example, clients who care
for someone else certainly have some additional challenges right
now. If we look at some of the things that have been specifically
identified under the heading of ‘life events’ we see that loss of a
job or even bereavement are listed as things that could lead to
vulnerability. Unfortunately, these are things that are a significant
part of the coronavirus conversation. Your vulnerability policy and
the extra care you take should consider these points.

A MORE WIDESPREAD DANGER IS
THE FEAR OF THE VIRUS ITSELF. THAT
COULD CAUSE SIGNIFICANT STRESS
AND ANXIETY THAT COULD LEAD TO
RASH OR ILLOGICAL DECISIONS.
3. Resilience

Firstly, there is the ability to bounce back from challenging
situations. It may take time for some clients’ priorities to return to
normal, even if that’s a ‘new normal’. Social isolation may add to
some of the mental health challenges associated with this. Additional
support may be needed, even if that means showing people where
they might get further help.
Then there is financial resilience. You may have clients facing
a loss of income. They may be furloughed or even lose their job.
Clients who are business owners may suffer a downturn. They
will need your advice on the best way to withstand any period
of economic decline. The impact on sustainability of income may
also need to be revisited.

WITHOUT PROPER ADVICE, PEOPLE
COULD MAKE MISTAKES, ESPECIALLY
AS THEY COULD BE GOING THROUGH
A NUMBER OF CHALLENGES ALL AT
ONCE; FINANCIALLY, EMOTIONALLY
AND PHYSICALLY.
Use the time to take action

Here are four aspects that firms may want to re-examine in the light
of the current crisis.
1. Internal training programmes

Training sessions don’t have to be put on hold. Online webinars are
available and there is also free computer-based training which Just
has developed with the Society of Later Life Advisers. This provides
a benchmark level of knowledge specific to later life and could be
a good addition to any existing training. You can find out more
here: www.justadviser.com/support/regulatory-support/vulnerablecustomers/free-online-vulnerability-training/
2. Staff to share knowledge and experiences

All of a firm’s staff will be facing issues, such as self-isolation.
Some may be looking after a vulnerable relative, for example, and
might be willing to share what strategies they’re using to help. This
knowledge could really help to develop some best practice ideas for
your firm and your clients.
3. Review key documents and web pages

Why not use this period of lockdown, for a content review? If we want
to promote understanding, documents need to be clear and easy to
understand. Do you make documents available in different formats;
large print, for example? Is content easy to navigate and in plain
English? Do you have any video content? Is it sub-titled? What can
you learn about new ways of communicating during the pandemic?
4. Feedback from clients

How we respond to this crisis could really test firms. As we go
through the coming months and have to do business in different
ways, why not ask:
• What are clients struggling with?
• Is working remotely with clients highlighting any areas that
could be done better?
• What do clients appreciate specifically about the service you offer?
• Are you having to adapt ways of working that could benefit you
and your clients in the longer term?
The term ‘vulnerable’ is becoming commonplace at the moment. It’s
important that we respond to the current needs of clients, but also
establish practices that can be developed over the long-term.

4. Capability

It’s important that clients are able to contact you when needed,
even if you’re working from home. There will undoubtedly be
conflicting commentaries and opinion being published. Without
proper advice, people could make mistakes, especially as they could
be going through a number of challenges all at once; financially,
emotionally and physically. They will need your help in looking at
things logically and objectively.

For more information call: 0345 302 2287
Lines are open Monday to Friday, 8.30am to 5.30pm
Email: support@wearejust.co.uk or visit our website for
further information: justadviser.com
Please contact us if you would like this article in an
alternative format.
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BEMBE’S
PROSTATE
CANCER DOESN’T
NEED IMMEDIATE
TREATMENT
SO HIS POLICY
WON’T MAKE
AN IMMEDIATE
PAYOUT
Read his story at

WHATEVERY
ADVISERNEEDS
TOKNOW.COM
and see why we do
things differently.

Bembe is a fictitious character whose story has been created for illustration purposes.

Guardian Financial Services Limited is an appointed representative of Scottish Friendly
Assurance Society Limited. All products are provided by Scottish Friendly.
Guardian Financial Services Limited is an appointed representative of Scottish Friendly Assurance Society Limited which is authorised by the
Prudential Regulation Authority and regulated by the Financial Conduct Authority and Prudential Regulation Authority. Registered office: Scottish
Friendly House, 16 Blythswood Square, Glasgow G2 4HJ. Registration number 110002. Guardian Financial Services Limited is registered in England
and Wales under number 11115769. Registered office: 11 Strand, London WC2N 5HR.
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BUSINESS RESILIENCE:

THE SIX TYPES OF RESILIENCE BUSINESSES NEED
In association with the Centre of Economic Business Research, Aviva
surveyed 1,000 UK businesses on where resilience matters most.
Resilience involves managing multiple risks. At Aviva Investors, we
build portfolios with the worst- and best-case scenarios in mind, while
considering all potential futures between those extremes. But, as all
businesses understand, there are many ways to achieve resilience.
Using the insights gained from a survey conducted with the Centre
of Economic Business Research, here are the six types of resilience
businesses need.
1. Employee resilience

The happiness of employees affects a company’s ability to attract and
retain talent – and its reputation with customers, clients and partners.
To improve employee resilience, companies need good people
management processes and strong employee engagement.
Taking the time to identify potential skill gaps, and then offering
appropriate training and / or hiring those with the skills they are
missing, will help businesses build a resilient workforce able to respond
to any challenge.
2. Environmental and social resilience

With people increasingly aware of environmental and social issues,
there is now more pressure on businesses to demonstrate a strong
corporate purpose.
This is not a public relations exercise. To truly be resilient, businesses
must be accountable for their actions and deliver on their promises
concerning corporate responsibility.
For those focused on delivering products, sustainability must be a
long-term objective. For example, with single-use plastic bans already in
effect in many countries, businesses need to protect themselves against
future legislation that could outlaw existing products or practices.
In terms of social responsibility, resilient businesses promote a culture
of diversity and inclusion. This can positively impact the appeal of the
business as a place to work, as well as bring in fresh ideas.

5. Financial resilience

Cashflow is a crucial element of financial resilience. To protect against
a variety of risks and ensure they have the funds to take advantage of
opportunities, companies need ready access to finance.
Continually monitoring financial performance and protecting their
assets are also important for building financial resilience.
6. Future resilience

Resilient businesses are designed to last. To remain competitive over
the long term, they must consider the impact of societal changes and
technological advancements.
Developing new products is one of the ways businesses can address
change. In order to futureproof itself, a resilient business will prioritise
product innovation and thought leadership.
Businesses also need to have a long-term plan with the flexibility to
respond to change.

3. Operational resilience

Most business owners understand the importance of operational
resilience.
This involves contingency planning and implementing riskmanagement strategies to protect businesses against events beyond their
control.
The external risks businesses face can depend on the industry.
However, common threats they need to manage include physical risks,
such as extreme weather events, and digital risks such as cyber-attacks
and data breaches.
There are also less obvious risks. These include regulatory changes,
the state of the wider economy, and potential ripple effects from their
suppliers’ exposure to risks.
4. Commercial resilience

Insights on how to gain new clients and customers, as well retain existing
ones, help businesses become commercially resilient. This is further
supported by collecting customer feedback and investing in data-driven
sales and marketing strategies.
Commercial resilience also involves understanding that good service
alone is not enough to ensure customer loyalty. Companies must also
recognise the importance of a wider business strategy, and the risks of
being over reliant on a small number of clients.

To find out more on our range of funds contact your
usual sales representative, our investment sales team or
visit our website avivainvestors.com
Tel: 020 7809 6521* | Email: BEDUK@avivainvestors.com
*Calls may be recorded for training and monitoring purposes,
and to comply with applicable law and regulations
Important Information
Except where stated as otherwise, the source of all information is Aviva Investors Global
Services Limited (AIGSL) as at June 10, 2020. Unless stated otherwise any views and
opinions are those of Aviva Investors. They should not be viewed as indicating any guarantee
of return from an investment managed by Aviva Investors nor as advice of any nature.
Information contained herein has been obtained from sources believed to be reliable but has
not been independently verified by Aviva Investors and is not guaranteed to be accurate. Past
performance is not a guide to the future. The value of an investment and any income from it
may go down as well as up and the investor may not get back the original amount invested.
Nothing in this material, including any references to specific securities, assets classes and
financial markets is intended to or should be construed as advice or recommendations of any
nature. This material is not a recommendation to sell or purchase any investment.
In the UK & Europe this material has been prepared and issued by AIGSL, registered in
England No.1151805. Registered Office: St. Helen’s, 1 Undershaft, London, EC3P 3DQ.
Authorised and regulated in the UK by the Financial Conduct Authority. An Aviva company.
128700 – 07/12/20
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2020: A
REGULATORY
YEAR TO
REMEMBER?
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TECHNICAL TA L K

M a r k G re e n w o o d
D i re c t o r o f C o m p l i a n c e S e r v i c e s
The SimplyBiz Group

As you read this article, I am two weeks away from my 50th birthday and, like
everybody else, I could not have predicted what 2020 was going to bring if you’d
asked me a year ago on my 49th birthday.
The one area I would have predicted correctly though was more regulation, so
I thought it would be useful to have a look at some of the regulatory highlights
of 2020, and also a look at what regulation 2021 promises to bring.
January 2020
The year started with a bang with The Fifth EU Anti-Money Laundering
Directive (5th MLD).
The 5th MLD provided amendments to the 4th MLD, with the measures
within the updated Directive intending to improve transparency and the
existing preventative anti-money laundering framework to more effectively
counter money laundering and terrorist financing across the EU.
The new rules came into force on 10 January 2020 and were implemented
through the ‘The Money Laundering and Terrorist Financing (Amendment)
Regulations 2019’. The changes affected Customer Due Diligence, Enhanced
Due Diligence, Beneficial Ownership and Reporting Discrepancies and all our
anti-money laundering procedures documentation was duly updated to reflect
these changes.
Just as we had digested the 5th MLD, on 21st January the FCA published a
‘Dear CEO letter’ which was sent to all advice firms with investment permissions.
The letter set out the FCA’s approach to tackling key areas of concern with
financial advice firms and told firms that there will be increased focus on the
areas below as part of their wider supervision of firms over the next two years.
The letter identified four key ways in which consumers of financial advice may
be harmed:
1. Receiving unsuitable advice for their needs and objectives
2. Falling victim to pension and investment scams
3. Not receiving redress as a result of the non-payment of FOS awards and/or
failing firms being unable to compensate consumers
4. Paying excessive fees or charges for products and services

The most important aspects of the letter focussed on assessing suitability of
advice and disclosure, defined benefit pension transfer advice, pensions and
investment scams, adequate financial resources and professional indemnity
insurance, ban on promotion of speculative mini-bonds to retail consumers,
and the Senior Managers and Certification Regime.

JUST AS WE HAD DIGESTED THE 5TH MLD, ON
21ST JANUARY THE FCA PUBLISHED A ‘DEAR
CEO LETTER’ WHICH WAS SENT TO ALL ADVICE
FIRMS WITH INVESTMENT PERMISSIONS.
March 2020

Dear CEO letters are usually only published by the FCA for matters that relate
to consumer protection and market integrity. It was therefore no surprise that
on the 31st March, the FCA published a letter titled ‘Dear CEO Letter to firms
providing services to retail investors about coronavirus (Covid-19)’. The letter
highlighted the changes the FCA had made to support firms and consumers
as a result of the unprecedented set of circumstances linked to the coronavirus
(COVID-19) emergency.
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One of the main changes allowed firms more flexibility for
client verification, as the traditional method of carrying out client
verification via personal and home visits would prove to be a
challenge during lockdown.
Another change was that the FCA made a dispensation on the
notification rules for discretionary portfolios. The FCA stated that
firms would no longer be required to issue further client notification
of 10% drops in the value of a client portfolio where the client had
recently been informed of a 10% drop and where there is ongoing
communication with clients either collectively (i.e. through a
website) or individually.
June 2020

From the middle of March, the FCA started to reduce the amount of
papers and thematic work it was undertaking to reduce the pressure
on firms and themselves as a result of COVID-19.
As the regulator began to work through the gears back to full
speed back in June, one of the first pieces of regulatory work to be
published was their remedies to improve the suitability of advice
in the defined benefit pension transfer market and address what it
perceived to be failings in this market in the past.
This included the publication of PS20/6 ‘Pension transfer advice:
feedback on CP19/25 and our final rules and guidance’, that set
out a package of measures which the regulator believes will lead

to higher quality advice. As expected, many of the proposals, as
outlined in the corresponding Consultation Paper 19/25, were to
be implemented, albeit with some amendments and clarifications
to the original proposals. This included the ban on contingent
charging which came into effect on 1st October 2020. The decision
to proceed with the ban on contingent charging was not a surprise,
given this was the main focus of the consultation.
As well as the above policy statement, at the same time the FCA
published GC20/1: ‘Advising on pension transfers’. This provided
guidance on what the FCA expects from firms when advising on
pension transfers and conversions, particularly from defined benefit
(DB) schemes to defined contribution (DC) schemes. If your firm
is active in this market, I would recommend that you read this
consultation paper. If you do not have the appetite to read all 96
pages of this FCA paper, I would recommend our guide to noncontingent charging and other rule changes available on our website.
July 2020

The FCA was forced to postpone its guidance on vulnerable clients
back in March as a result of the coronavirus pandemic, but in July
it eventually published GC20/3 ‘Guidance for firms on the fair
treatment of vulnerable customers’.
The paper introduced guidance to help drive change by providing
clarity and focussing firms’ attention on what they should do to

AS THE REGULATOR BEGAN TO WORK
THROUGH THE GEARS BACK TO FULL SPEED
BACK IN JUNE, ONE OF THE FIRST PIECES
OF REGULATORY WORK TO BE PUBLISHED
WAS THEIR REMEDIES TO IMPROVE THE
SUITABILITY OF ADVICE IN THE DEFINED
BENEFIT PENSION TRANSFER MARKET.
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IF AT THE TIME OF READING THIS
ARTICLE YOU HAVE NOT COMPLETED
YOUR FIT ASSESSMENTS AND
UPLOADED YOUR CERTIFIED PERSONS
TO THE DIRECTORY I WOULD
RECOMMEND THAT YOU VISIT OUR
SM&CR HUB, WHICH CONTAINS OUR
LIBRARY OF GUIDES AND A WHOLE
HOST OF INFORMATION ON SM&CR
AWARENESS, TRAINING AND POLICY
DOCUMENTS.

comply with the FCA Principles. The key message in this paper was
that the FCA want to make sure the fair treatment of vulnerable
consumers is properly embedded by firms in their culture, policies
and processes.
We know that vulnerable clients are a key priority for the regulator
and this focus will only be heightened by the unprecedented events
of 2020.
If your firm has not set out your approach to dealing with vulnerable
persons, I would recommend you visit our Vulnerability Hub or
contact our compliance helpdesk if you have any questions in this area.
December 2020

The FCA amended legislation to extend the first assessment of Fit and
Proper under SM&CR from 9 December 2020 to 31 March 2021.
The FCA recognised some firms have been significantly affected by
the coronavirus pandemic and this sympathetic approach towards
those individuals who have suffered as a direct consequence must
be applauded.
However, we believe that the FCA will expect the majority of
firms to be still working towards the 9 December deadline, and we
would encourage firms, where possible, to aim to have their FIT
assessments completed and their Certified Persons uploaded to the
Directory by the original date of 9 December 2020. Whilst the
regulator has not yet provided, and may not provide, a definition of
how a firm might have been ‘significantly affected’ by COVID-19,
we would suggest that you thoroughly consider whether the impact
on your firm could be categorised as ‘significant’ before extending
your deadline.
It is worth noting that only those persons certified as fit and proper
and uploaded to The Directory by 9 December 2020 will appear
under your firm’s name.
If at the time of reading this article you have not completed
your FIT assessments and uploaded your Certified Persons to the
Directory I would recommend that you visit our SM&CR Hub,
which contains our library of guides and a whole host of information
on SM&CR awareness, training and policy documents.

The regulator delayed its second review of the advice consumers
receive around retirement income due to the coronavirus pandemic.
Assessing suitability review 2 is scheduled to start again between
January and March 2021, and will focus on initial and ongoing
advice to consumers on taking an income in retirement.
Some areas to consider regarding this review are:
• Can you identify all pension decumulation advice events both
initially and ongoing?
• Do you have a standardised process for all clients?
• How do you assess the quality of your files? Is this done
independently?
If you receive a letter from the FCA as part of this review, I
recommend that you speak with our compliance helpdesk who will
be able to assist you.
One area that is becoming more mainstream, particularly with
younger clients and millennials, is Environmental, Sustainable &
Governance (ESG) investing.
MiFID II and Insurance Distribution Directive amendments
are planned in 2021 which will make it mandatory for advisers to
introduce ESG considerations into their suitability assessments. The
current proposals will mean that advisers will have to determine
and document their client’s ESG preferences and recommend
investment products and services that are suitable.
It is also worth noting that the FCA has indicated that it will
be implementing these rules and making the required changes
irrespective of Brexit.
We are monitoring this situation and will inform firms of any new
ESG related requirements during 2021.
As I mentioned the FCA timeline of work / activities to be
undertaken in 2021 is still quite fluid but, rest assured, if there are
any regulatory changes that will affect the firms that we serve, we
will be in touch to highlight the changes and also the support that
we offer that will assist you with these changes.

What regulation do we expect in 2021?

At the time of writing, things are still quite fluid and therefore so
is the FCA timeline of work / activities to be undertaken in 2021.
We do know, however, that the FCA consultation on exit fees
in investment platforms and comparable firms is expected to be
published in 2021. This consultation will focus on a potential ban
of platform exit fees as a measure to reduce consumer harm.

To discuss any of these issues in more detail, or just to
wish me a happy 50th birthday, please don’t hesitate
to get in touch with the compliance helpdesk team on
01484 439120, or at compliance@simplybiz.co.uk
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PENSION TRANSFERS
IN THE SPOTLIGHT
R i c h a r d Nu t t a l l
D i re c t o r o f C o m p l i a n c e Po l i c y
The SimplyBiz Group

In recent years, pension transfers have been firmly in the spotlight
of consumers, the regulator and, of course, advisers. Whether you
have opted to keep the relevant permissions to advise on pension
transfers yourself, or have made the decision to introduce clients to
another firm, one thing is for certain; it is not something any adviser
can ignore.
As you would expect, as regulatory policy changes and interest
from consumers increases, support from The SimplyBiz Group has
also strengthened accordingly. Below are a few ways in which we
have recently enhanced our service to support you further when
giving pensions advice.
Document updates on the Operating Centre

The new rules and guidance contained in FCA Policy Statement
20/6 relating to pension transfer advice took effect from the 1st
October 2020.
As a result of these regulatory developments, The SimplyBiz Group
added several new documents and updated a number of existing
templates on the Operating Centre.
These documents fall into many key areas, including client
agreements, fact finds, suitability and training and competence.
Pension Transfer Hub

In August, we launched our Pension Transfer Hub, which is
dedicated to advice on full pension transfer activity. The SimplyBiz
Group has created a range of template documents to support the
advice process and other compliance responsibilities, when used
in conjunction with other documents available from within our
compliance Operating Centre.
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With a library of both client-facing and support documents, the
Hub provides all the material necessary to support individuals
advising on pension transfers.
Pension Transfer Guides

Transfers are inarguably a complex business area and, whether
you want – and hold the correct permissions – to conduct pension
transfers yourself or not, you do need to be familiar with the current
regulation. Our Guides provide a comprehensive, yet succinct,
overview of the regulation affecting pension transfers, and ensure
you are able to confidently support your clients.
The Guides are available in our Operating Centre, just search for:
• Pension Transfers – A guide for firms NOT holding the FULL
pension transfer permission and the impact of non-contingent
charging and other rule changes
• Pension Transfers – A guide to non-contingent charging and
other rule changes

TECHNICAL TA L K

WHETHER YOU HAVE OPTED TO
KEEP THE RELEVANT PERMISSIONS
TO ADVISE ON PENSION TRANSFERS
YOURSELF, OR HAVE MADE THE
DECISION TO INTRODUCE CLIENTS TO
ANOTHER FIRM, ONE THING IS FOR
CERTAIN; IT IS NOT SOMETHING ANY
ADVISER CAN IGNORE.

Q: Can you tell us more about the carve-out?
A: For the carve-out to apply (charging on a contingent charge
basis) the client must:
a) be in a position where they cannot afford the cost of advice;
and either
b) be in serious ill-health (with a shortened life expectancy) or
be in serious financial difficulty (unable to pay for essential
expenditure).

Full definitions to each situation above, together with documents
to help you capture information from, and disclose information to,
clients, is contained within the Pension Transfer Hub.
Q: Can experienced investors/industry professionals request we

invest in DFMs and avoid WPSs?

A: If this is taken directly from the client in accordance with their

investment preferences, and you can demonstrate they have the
knowledge and experience of investing in these types of solutions in
the past, then yes. Firms will however still be required to consider
and discount an available WPS based on the personal needs of the
client and confirm why they consider a DFM suitable to meet the
needs for that client.

Q: Can you tell us more on the guidance around the client’s ability

to pay for advice?

A: With the exception of where clients are eligible for the carve

Pension Transfer Bureau

If you don’t have the appropriate permissions to give advice on DB
pension transfers, or have decided not to advise in this area, our
Bureau may offer the perfect solution to ensure you can still offer
your clients support.
All firms on the Bureau are specialists in this field and have
undergone a comprehensive due diligence assessment by the Group.
Find out more about our Bureau in the Pensions area of the website.
Compliance Clinic: Pension Transfer Special

On the 3rd of September, we brought you the second in a series
of focused Compliance Clinics, this time focussing on pension
transfers. If you did not get the opportunity first time round to
watch the Clinic, you can view a recording of the session on our
Adviser Media Player.
Thank you to those that did tune in on the day, and especially to those
that asked questions throughout. Below are a couple of the questions
that came in in on the day and the answers that I, and my co-host Mark
Greenwood, Director of Compliance Services, supplied:

out, all clients will have to pay for full pension transfer advice.
The agreed charge should be paid regardless to the outcome of
the advice. Therefore, it is important to ensure the client has
the ability to pay for advice in the event the charge cannot be
facilitated through the receiving scheme. The amount charged to
the client must be predetermined by factors set out by the firm,
with the expect/actual amount agreed by the client.
There is no set point in the advice/arrangement process when
this charge should be levied, and firms can apply this at their own
discretion. However, firms must take all reasonable steps to enforce
payment of fees to avoid ‘gaming’ of contingent charging.

For more information on the services outlined
in this article, visit the SimplyBiz website at
www.simplybiz.co.uk
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LOOKING FOR SOME
EXTRA SUPPORT?
Running a successful financial advisory business can be extremely
demanding on your time and resources and, occasionally, can distract
you from what’s really important; spending time with your clients and
working to secure the best possible outcomes for them.
Luckily, The SimplyBiz Group has a wide range of experts in many
specialist areas and can help to share the burden of keeping up to your
regulatory requirements.
Here are a couple of areas in which we can offer a bit of extra
support…
Training, Competence and Certification Service

The need for training and competence has always been prevalent
and, following the introduction of SM&CR, you are now required to
prepare a body of evidence and certify your advisers every year, placing
even more demands on your time. We estimate it will take you 43
hours per year to effectively supervise each adviser in your firm.
Understandably, you may not have those hours to spare and divert
away from servicing your clients which is why you may want to
consider utilising the Training, Competence and Certification Service
(TC&CS).
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About the service

Our dedicated team will work closely with you to prepare a complete
Training, Competence and Certification regime that fits with both
your business and your regulatory requirements. As part of the
service, we support you in the following areas:
• File reviews
• Skills observation
• Knowledge testing
• Review of CPD
• 1 to 1 meetings
• Training needs analysis
• Development plans
• KPI collation, analysis and review
• Annual credit checks
• Annual certification
As your requirements are ongoing, we’ll continue to work together
to help you prepare a body of evidence by facilitating a system to
collate the necessary key performance indicator data and then create

TECHNICAL TA L K

Up to 2 Products

3 to 5 Products

Up to 2 PRIORITY
Products

3 TO 5 PRIORITY
PRODUCTS

Mortgage &/or
Protection

£40 +VAT

£60 +VAT

£80 +VAT

£100+VAT

Investment and/or
Retirement

£60 +VAT

£120 +VAT

£100 +VAT

£160 +VAT

THE NEED FOR TRAINING AND
COMPETENCE HAS ALWAYS BEEN
PREVALENT AND, FOLLOWING THE
INTRODUCTION OF SM&CR, YOU
ARE NOW REQUIRED TO PREPARE
A BODY OF EVIDENCE AND CERTIFY
YOUR ADVISERS EVERY YEAR,
PLACING EVEN MORE DEMANDS
ON YOUR TIME.
a unique report for each adviser. We also provide a report that gives
an overview of the outputs from all advisers within your firm so you
can be confident when certifying them.
Cost

Costs

We charge according to the complexity of the case and the number
of recommendations within each file. Our costs are based on quality
reviews by our qualified Compliance Services Consultants.
Dedicated Defined Benefit Transfer File Review Service

This year, defined benefit pension transfers have remained very much
at the forefront of the mind of the FCA, the press, clients and advisers,
and as such, we have continued to provide critical support in this area.
As part of our additional compliance services, we have a specialist
team that focuses solely on defined benefit transfers and defined
benefit to flexi-access drawdown transfers, whose aim is to assist you in
identifying any areas of concern and, therefore, any actions that need
to be taken.
By undertaking a file review, you demonstrate your commitment
towards getting the business right by employing the services of a
team that is qualified, highly experienced, and who will present an
independent unbiased view. In doing so there should be considerably
less risk for the FCA or insurers.

The TC&CS service is £165 plus VAT per month, per adviser.
Any further costs for advisers who require additional support and
assessment will be discussed and agreed with you before we proceed.
File Review Service

In 2020, 59% of files we checked were unclear or unsuitable at first
review and for occupational checks this figure jumps to 84%. With
suitability firmly on the regulator’s agenda, are you confident that
your files would meet the FCA's expectations first time?
Sending your files to our specialist team for regular reviews not
only demonstrates active supervision for SM&CR, but could also
help with complaint prevention, as well as the peace of mind that
comes with knowing your files are of good quality.
What does the File Review service offer?

Each file review is an analysis of the file, post-sale, and typically
includes the following documents:
• Disclosure documents
• Fact find documents
• Research for provider and funds
• Client-specific illustrations
• Suitability report
• Proposals/applications
• Proof of income (mortgage only)
• Ceding scheme information and projections
• Existing investment details, if being surrendered
On completion of a review, our team will provide you with a file
review report with comments and suggestions, and we will grade the
file and suggest any potential action.

WITH SUITABILITY FIRMLY ON THE
REGULATOR’S AGENDA, ARE YOU
CONFIDENT YOUR FILES WOULD MEET
THE FCA'S EXPECTATIONS FIRST TIME?

For more information on these and all our other
additional compliance services, please visit the
Compliance Specialist section of the Member website.
I S S U E 1 5 AU T U M N / W I N T E R | 2 9

TEC HNI CAL TALK

INFORM THE EDUCATED AND
EDUCATE THE UNINFORMED
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
The SimplyBiz Group
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ME AND RICKY…

Our Director of Compliance Policy, Ricky Nuttall and I were talking the other day.
He’s writing a piece around Discretionary Investment Managers (DIMs) and we got
on to talking about where they would sit in a Centralised Investment Proposition
(CIP). “They slot in very nicely” I said, “As one of many financial instruments a firm
could use, but only with certain clients, and not applicable to all”.
And that’s it. Right there, that sentence. That is the heart of a CIP, being driven
by product governance:
They slot in very nicely as one of many financial instruments a firm could use, but only
with certain clients, and not applicable to all.
Ricky thought for a bit, said “Yes, that sounds about right” and then asked me to
put together a couple of paragraphs to put into his DIM article.
So that’s what I did. And here it is:
ME AND CIPs…

A CIP should be a detailed methodology on how you arrive at the most appropriate
investment and tax wrapper solution for identified client segments, taking into
consideration regulator expectations.
As it is a methodology, it should not contain references to any particular investment
product, platform or investment solution, the CIP is an instruction manual on how
you filter the market to find the most appropriate course of action for your clients,
or segment of clients.
When you execute a CIP, using research software, a shortlist of products,
platforms and investments will be created. A CIP should do the following:
1. Describe who has responsibility and manages the CIP
2. Incorporate PROD so you can;
a. segment clients
b. assess all the Relevant Financial Instruments (RFI) in the marketplace and
state which will be included or excluded alog with justification
c. make sure the right RFIs are used for the right clients
d. ensure there is no shoehorning.
3. Research and perform due diligence on all the RFIs you include in your CIP,
without retrofitting
4. Research and perform due diligence on products and platforms, without retrofitting
5. Describe how you will monitor the CIP to ensure it remains fit for purpose

A CIP SHOULD BE A DETAILED METHODOLOGY
ON HOW YOU ARRIVE AT THE MOST APPROPRIATE
INVESTMENT AND TAX WRAPPER SOLUTION
FOR IDENTIFIED CLIENT SEGMENTS, TAKING INTO
CONSIDERATION REGULATOR EXPECTATIONS.
ME AND LAURA (PART 1)…

Laura Edwards, Head of PR and Communications at The SimplyBiz Group emailed
me a couple of days later, asking about writing an article on CIPs, 1,600 words.
“Well that’s a stroke of luck” I thought, “I’ll just take the piece I wrote for Ricky,
highlight the main areas of a CIP in bold and expand on them”.
So, I did. And here they are:
ME AND THE MAIN AREAS OF A CIP…

Detailed Methodology: When I say detailed, I mean detailed. To the point of
stating the obvious, think of the easiest question you could be asked, and your CIP
should cover it off.
Here’s a few. How do you define risk? - do you use something as robust as a Risk
Controlled solution or just risk rated solutions? Why do you use passives? Which
clients would suit drawdown contracts?
What’s important if you outsource to a DFM? Then ask why do you do that, and put
that in there too. The trick is to make it a logical, progressive document, and it should
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not only inform the educated, but educate the uninformed. Use it to
run your advice process, justify your decisions and train your staff.
Regulator Expectations: How do you know if you’re doing it
right? The people who matter are the ones that can tell you if they
think you’re doing it right. That would be the regulator.
You can see the regulator as a hindrance, or you can see them as
guidance; what you can’t do is ignore them. There’s some great stuff
out there which will tell you what the regulator would expect to see
in a CIP and the granddaddy of all the publications, is the mighty
FG12/16, that’s the one about what a CIP should look like.
Once you have a good idea what the regulator expects you to do,
then put that in your CIP and next to it put down how you are going
to do what the regulator expects you to do.
Responsibility: Great ideas are great, but they’re useless if no-one
will take responsibility for them. Make a statement in your CIP on
who owns it, who manages it and what you’re going to do with it.
PROD: Product Governance in its simple form is making sure
you use the most appropriate product for your clients; it’s common
sense and firms do it every day. Make PROD the driver of a CIP
and it works beautifully. It’s made up of two main elements, (1)
segmenting your clients and (2) identifying, then using Relevant
Financial Instruments.
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PROD DEALS WITH THIS, FOR EACH
RELEVANT INSTRUMENT HAVE A
DETAILED, CLIENT LED, CREDIBLE
FILTERING PROCESS WHICH ENABLES
YOU TO LOGICALLY SELECT THE BEST.
WHEN I SAY DETAILED, I MEAN DETAILED.
TO THE POINT OF STATING THE OBVIOUS.
Segment Clients: The classic gold/silver/bronze client segmentation
all came about because up to and during the introduction of RDR,
providers said, “Firms should segment their clients” and firms
said “What’s the best way of segmenting clients” and providers
said “Segment them Gold/Silver/Bronze, based on assets under
management”. And so, an urban myth was born.
From a PROD perspective, segmentation should be based on client
needs, commonalities seen within a client bank and certainly not
on how much worth they are to a business. In practice, when we do
this exercise with IFAs during our consultancy work, they struggle

INVESTM E N TS

YOU CAN SEE THE REGULATOR AS A
HINDRANCE, OR YOU CAN SEE THEM
AS GUIDANCE; WHAT YOU CAN’T DO
IS IGNORE THEM. THERE’S SOME
GREAT STUFF OUT THERE WHICH WILL
TELL YOU WHAT THE REGULATOR
WOULD EXPECT TO SEE IN A CIP
AND THE GRANDDADDY OF ALL THE
PUBLICATIONS, IS THE MIGHTY FG12/16,
THAT’S THE ONE ABOUT WHAT A CIP
SHOULD LOOK LIKE.
with the concept, but after talking it through, it’s usually the major
lifetime event which sets segments, that being pre / post retirement.
Relevant Financial Instruments: Toolbox analogy coming up.
Your CIP is a toolbox, you fill it with the tools to enable you to do a
job based on what that job requires.
Your CIP (toolbox) should look at all the financial instruments out
there and you decide whether they are included or excluded. Then
you decide which is the best financial instrument (tool) to satisfy
client needs (the job).
Not only should you decide which tools to use, but also add
detailed justification. When I say detailed, I mean detailed. To the
point of stating the obvious.
Shoe-horning: Don’t do it. If a client doesn’t quite fit into a
segment (which leads to certain financial instruments), then don’t
force them. Have a segment entitled “Bespoke” where you will
advise from the whole of the market and consider every financial
instrument out there.
Investment Research and Due diligence: Obvious one this, when
you have identified the financial instruments you are going to use,
have a logical credible process to filter down the market to the

best of breed, based on your own filtering process. Then conduct
additional due diligence if required.
Platform Research and Due Diligence: This isn’t a typo, I repeat
myself: Obvious one this, when you have identified the financial
instruments you are going to use, have a logical credible process
to filter down the market to the best of breed, based on your own
filtering process. Then conduct additional due diligence if required.
Retrofitting: If I had a penny for every time a firm said to me,
“Make sure [insert fund manager / platform / provider] is in the
CIP” I’d have about £3.56.
My answer is no, don’t do it. It’s not about the adviser, it’s about
what’s the best fit for the client / segment of clients. PROD deals
with this, for each relevant instrument have a detailed, client led,
credible filtering process which enables you to logically select the
best. When I say detailed, I mean detailed. To the point of stating
the obvious.
From experience, in a lot of cases a firm will select down to the
financial instrument they are currently using, this happens with
platform selection quite often, with investments not so. Usually
there are a few good surprises unearthed.
Execute the CIP: If you are creating a CIP and you’re doing it to
satisfy the regulator, then you don’t use it in your advice process,
then don’t do it. The best thing you can do, as this is now obviously
exactly how you would create a strategy, is to follow it.
Make your process faster by taking the filtering process and
mechanising it as much as possible by building filters into your
research software. This is the bit where you get stuff out of your
head and fully documented into a CIP and then into research
software to make it happen in the real world.
This is exactly why I mentioned that a CIP is not a list of
investments, products and platforms when I did Ricky’s paragraphs:
As it is a methodology, there should not be references to any
particular investment product, platform or investment solution,
the CIP is an ‘instruction manual’ on how you filter the market
to find the most appropriate course of action for your clients, or
segment of clients.
Monitoring the CIP: Consider RDR, the resurgence of PROD,
MiFID II, new-fangled retirement strategies, ESGs. Your CIP
needs to flex, it should not stand still so there should always be
a review of your CIP to make sure it’s still fit for purpose, you’re
making sure that it’s up to date, and demonstrating a culture of
challenge within your business.
ME AND LAURA (PART 2)

So that’s it. CIPs are not a list of investments and products and why
you use them, far from it. Make sure you read through FG12/16
at least, and check out PROD because it’s the driver of your CIP,
remember there’s no shoe-horning or retro-fitting. There’s a lot
of moving parts to consider, it needs to be detailed, logical and
credible.
Business Consultancy within the SimplyBiz Group can do all this
for you.
I’m going to proofread this now, then get it off to Laura…

For more information on CIPs, or the
services on offer from our Business Consultancy
Team, give us a call on 01484 439100
or email Karl at k.dines@simplybiz.co.uk
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Finding another business to acquire can
often be the best option when looking to
achieve your growth objectives. But finding
the right business can be problematic.
Horizon Acquire aims to change that
Finding and acquiring another business can be the best
option for firms looking to grow, however it isn’t always
straightforward, with much to consider:
• What systems do they use, and will they fit with yours?
• What legacy do they have and are there any issues
of which you need to be aware?
• What service do they provide, and do you want to
continue to offer the same?
• How much is the firm actually worth?

Whatever you are looking for
we can help
• We will take away the pain of finding suitable firms
to acquire
• We work with a market leader, with proven expertise
in the acquisition market, who will be contracted on
an exclusive basis to work with the acquirer
• We will introduce firms that are ready to sell to
the acquiring firm - all due diligence will be
conducted by our partner, including cultural fit and
assistance with integration post acquisition will also
be provided where required
• Our 'seller’s pack' will provide you with an in-depth
dive into any business you are looking to acquire

Let us work with you
Horizon Acquire provides a bespoke consultancy service built around your business to find
the most suitable candidates for your firm.

Visit the Member and Client website to find out more.
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WHAT HAPPENS NEXT?

Neil Birrell
Chief Investment Officer and Manager of the Premier Diversified Fund R ange
Premier Miton
To try to predict what is going to happen in financial markets is not a
policy that I like to follow at the best of times. To do so at the moment
would make me a hostage to fortune, particularly as this is being
written some time in advance of you reading it.
Markets are moving so fast intra-day, let alone week by week, that
keeping up is tough enough, never mind predicting what is round
the corner.
As a fund manager, you have to have views, assess risk and position
your portfolio accordingly. However, you also have to understand
that there is a decent chance that you are wrong and consider that
risk during the investment process and asset allocation.
Throughout my career, I have managed a large number of equity
funds, including UK, global, large cap, small cap, growth, income,
specialist and general equity funds. I am now responsible for managing
the multi-asset funds in the Premier Diversified fund range.
For the last seven and a half years I have managed the Premier
Diversified Growth Fund, a directly invested, multi-asset fund that
uses the skills and knowledge of our specialist investment team to select
equities, bonds, property shares, alternative investments and portfolio
hedges. This has since expanded into a range of four growth funds
and one income fund, managed with different risk profiles in mind.
One of the benefits of managing directly invested, multi-asset funds, is
the ability to literally hedge your bets, and the use of portfolio hedges
across this range is crucial in how we manage the funds.
When managing an equity or bond, or indeed, any fund that
invests in a single asset class on a long only basis, the remit is clear
and investors can invest in the fund on that basis. It is normal
for single asset class managers to be optimistic on the outlook for
their fund, after all, over the long term the returns from financial
markets is positive. However, when managing multi-asset funds the
emphasis is more outcome driven.
Let me get to the point of what I am trying to convey here.
I do not know what the direction of travel will be for financial markets
over the next few months or even one, two, or three years. Beyond that,
I would suggest that they will be higher (as they usually are).
What I do know, is that the team selecting the individual
investments for the Premier Diversified fund range are finding a

wide range of opportunities for making money. That is good news
and they must carry on finding and buying them.
My job is to worry and, as I write this, I am very worried about
market levels, particularly equity markets. The FANGMANs have
driven valuations higher. Personally, I do not think we are in dotcom
bubble territory, but I might be wrong. In any case, our exposure to
those companies is small and will remain so for now, although I
will not stop the investment team buying them if they think that is
correct. After all, they are the experts in their field.
One thing I love about managing the Premier Diversified fund
range is the enthusiasm of the team for their own asset class and
hearing about the opportunities they are seeing. My job is to
mitigate the risk of one or all of us getting it wrong. If we can get
that balance right, we will do OK, and so far, so good.
To conclude; how are the funds positioned? Our bond exposure is
low risk. Our property exposure is very selective and via liquid listed
REITs. The alternatives exposure is aimed at being lowly correlated
to bonds and equities. Our equities are typically high quality growth
companies. Most importantly, because I do not know what markets
will do, we have hedges in place to try to mitigate the risk of falling
equity markets.
The premise of the Premier Diversified fund range is clear; invest in
attractive assets and control the market risks. Then I will worry less.

For more information, please contact our
Business Development team on 0333 456 9033
or email info@premiermiton.com
Financial Promotion issued by Premier Miton Investors. Premier Portfolio Managers
Limited is registered in England no. 01235867. Premier Fund Managers Limited is
registered in England no. 02274227. Both companies are authorised and regulated by the
Financial Conduct Authority and are members of the ‘Premier Miton Investors’ marketing
group and subsidiaries of Premier Miton Group plc (registered in England no. 06306664).
Registered office: Eastgate Court, High Street, Guildford, Surrey GU1 3DE.
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RE-THINKING THE ROLE OF THE ACD
With the authorised corporate director (ACD) back in the media spotlight again in
relation to Woodford, now is a good time to explore its future role.

Thomas Rostron
CEO
Horizon by Embark

Historically, the ACD has been one of the most overlooked
components of asset management, with the fund management firm,
individual fund managers and sometimes the asset allocator taking
the limelight.
However, the ACD has always been essential.
For a start, the ACD is the entity licensed to create the funds. A
fund firm cannot offer funds without an ACD. It will either sit inhouse, as with Embark and our Horizon funds, or is outsourced to
an ACD that provides services to multiple fund managers.
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Moreover, the ACD has ultimate regulatory responsibility for
a fund and is accountable to the FCA, acting as an independent
steward protecting the interests of investors. It also oversees the
activity of the investment manager to ensure the fund is run
in accordance with its stated objectives and with FCA rules and
principles.
These core functions are all essential, but it’s important to challenge
the well-worn idea that the ACD is simply an administrative
requirement in asset management and little more.

INVESTM E N TS

THE ACD OVERSEES THE ACTIVITY OF
THE INVESTMENT MANAGER TO ENSURE
THE FUND IS RUN IN ACCORDANCE WITH
ITS STATED OBJECTIVES AND WITH FCA
RULES AND PRINCIPLES.
So, what role should it play?

Advisers have already become increasingly aware of its role because
when things go wrong, it is often the ACD in the firing line.
The most spectacular intervention by an ACD in recent years
involved the shuttering of the Woodford funds and, ultimately,
the unwinding of the largest income fund and transfer of the
management of the smaller mutual fund to another asset manager.
That stoked all manner of controversy about when and how an
ACD should act and perhaps some surprise that it could make such
dramatic interventions.
This fraught example aside, the principle at its core highlights the
need for advisers to understand where the ACD sits within their
recommended investment solutions.
But, in addition to their critical function as independent stewards,
ACDs should be playing a more progressive role. This is particularly
important in guiding how the investment solution evolves over
time, albeit on a very long-time horizon.
The simple reason for this is that circumstances change: the world
doesn’t stand still and it’s essential that this is reflected in fund
mandates.
What does this look like in practice?

To take our own ACD as an example, in addition to its core function
of protecting the interests of all investors in the funds by providing
independent governance and stewardship, we believe that it plays an
essential role in the long-term approach that is taken by our Horizon
funds.
For instance, given the growing importance of incorporating
Environmental, Social and Governance (ESG) factors in the
investment process, we have actively engaged with the investment
manager Columbia Threadneedle to understand their approach to
ESG and how it might evolve in the future. From this process we
established an ESG statement of principles for the ACD to guide the
future direction taken.
Or take another aspect – the risk oversight role, which is currently
in the spotlight, is key to ensuring investors’ outcomes are met.
The ACD has an important function in ensuring that funds
have a sufficient level of liquidity and that they are meeting the
diversification requirements of the mandate.
We know that investment professionals and advisers are increasingly
concerned about liquidity. Indeed, regular mini liquidity crises have
arguably become the norm since the financial crisis.
There are global challenges and interventions – as we saw this year
in March and April as multiple billions of dollars were pumped into
the global system by central banks. And, there are specific challenges
for an asset class or group of funds that can also lead to problems,
though are often related to the wider picture.
We see our role as ensuring that our funds are set up to weather the
former and not to get caught out by the latter. Indeed, given recent
global and fund-specific challenges – many of which came long
before COVID-19 and lockdown – we have thoroughly reviewed
liquidity across our fund range and adopted a more conservative
approach.

That is not to say that the ACD is involved in the allocation
and investment decisions, but it’s about adjusting the mandate
and asking the challenging questions, as well as stress testing the
approach that is being taken.
The cost of investing is also an increasingly important issue for
investors and for regulators, so we see the ACD’s role in setting and
monitoring costs as an important component in ensuring clients are
getting value for money.
This is not to say that the situation is the same for all, but advisers
should expect, and even demand, more from an ACD in the coming
years
Keep it in the picture

A well run ACD has always played an important role for your
clients. If anything, it should become more important in coming
years. It’s essential that it’s given due consideration.

To discuss any of the points raised in this
article, contact your Horizon by Embark
Account Manager or call us on 0345 607 2013.
This article first appeared at
https://embarkgroup.co.uk/insights/
Visit our website at https://embarkhorizon.co.uk/ or
sign up to our newsletter to receive more insights at
https://embarkgroup.co.uk/insights#gf_3
About the author: Thomas is the CEO of Horizon
by Embark, following Embark Group’s acquisition
of Zurich’s Authorised Corporate Director (ACD) &
Investment Management (Zurich Investment Services
(UK) Limited) businesses on 1 May 2020. Thomas has
more than 30 years’ experience in asset and wealth
management, including positions as Head of Global
Fund Distribution at Fortis Investments and Managing
Director Investment Management with Barclays Wealth.
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INTERGENERATIONAL
ADVICE AND ESG
INVESTMENT
PREFERENCES

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

Two topics that have been brought sharply into focus for advisers
in recent years are intergenerational advice and ESG investing.
Although the reasons for this growing interest are myriad, there is
a broad underlying theme of changes in the mood of our society.
Intergenerational advice is gathering impetus, especially in the
current landscape, and families are thinking more about the wider
implications of having plans in place that include beneficiaries and
wider family members. I think it’s also fair to say this topic has
become more pertinent in recent months, with the virus outbreak
prompting people to think about their mortality.
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Certainly, since March this year, client interest in wills and estates
has gone up, suggesting increasing consideration of beneficiaries.
What comes with that is the need for advice.
This subject is also on the radar of the regulator, with a recent Feedback
Statement published in July 2020 titled ‘Intergenerational differences:
summary of responses and next steps Feedback to DP19/2’.
The FCA has a strategic objective to ensure that financial markets
function well, and this recent paper is well worth a read, as it gives
the regulator’s thoughts on understanding the circumstances and
needs of consumers, and how these can change.

INVESTM E N TS

WELL THERE IS NO DOUBT THAT
THIS IS A POTENTIALLY LUCRATIVE
MARKET WITH FIVE PLUS TRILLION
OF INTERGENERATIONAL WEALTH
TRANSFER THAT DOESN’T HAVE AN
ADVISER ASSOCIATED WITH IT.

When speaking to advisers, it seems a barrier to giving advice
to the next generation has always been geography. If the son /
daughter lives three hours away from their parents, and where the
investment firm is located, is it cost effective to visit / service this
next generation?
The answer to the question above may be technology; in the past six
months, many advisers that had not previously adopted technology
within their firms have now done so, whether willingly or not.
It may be this technology that will allow advisers to not have to
focus on one geographical location, and which could help address
the intergenerational wealth gap.
I guess the question for firms is, is it worth considering
intergenerational advice?
Well there is no doubt that this is a potentially lucrative market
with five plus trillion of intergenerational wealth transfer that
doesn’t have an adviser associated with it.
From a purely commercial standpoint, firms are now starting to
think about how this shift in assets will affect their clients, and
ultimately their bottom line.

Longer life expectancy also now means that wealth transfer events
are occurring earlier in clients’ life cycles. This may be a positive
point for firms, but most recent surveys on this area indicate that
inheritors are unlikely to stick with the same adviser as their parents.
In fact, the figure of 90% of financial advisers losing the relationship
with the next generation on their client passing away is widely
quoted.
As a result, this change in asset ownership can be seen as an
opportunity for advisers, and with this opportunity will come
access to a new set of clients.
A question that firms are currently grappling with, is whether they
have a good mix of clients
across each generation, and where future clients will come from?
A good starting point in this area is for advisers to consider the
wider family when dealing with individual clients and understand
financial planning strategies that can benefit several generations.
There are also other changes that firms can consider in their
processes, for instance, with a Lasting Power of Attorney for
Property & Finance the client can specify in the preferences section
that they want their attorneys to continue to utilise the firm’s
services if they lose capacity. This will avoid the risk of attorneys
taking their business elsewhere or using their own adviser.
This approach would also allow a firm to develop a relationship
with attorneys during the client’s lifetime and, as attorneys are
often beneficiaries in a client’s will, when they inherit capital, a
relationship will already exist with the beneficiaries.
One area that is becoming more mainstream, particularly with
younger clients and millennials, is Environmental, Sustainable &
Governance (ESG) investing. Those who remain sceptical about
ESG investing should take a careful look around them. ESG
investing can trace its roots back to the emergence of Green and
Ethical Funds in the 1990s but, this was a mere foretaste of what
was to come.
The ESG initiative really took hold in 2006 when the UN launched
the Principles for Responsible Investment at the New York Stock
Exchange. But the initiative has caused problems since, because
the Principles were voluntary and aspirational and did not have any
absolute performance standards for responsible investment. The
follow through is that ESG criteria can be vague and sometimes
contradictory, and there are many divergent opinions within the
industry as to what constitutes best practice.
Despite this, ESG investing is swiftly moving into the mainstream,
yet many financial advisers are not engaging with their clients on
the topic, and it does not form part of their standard process.
We feel that this will change in the near future for a variety of
reasons, with the first reason being regulation. The regulators have
decided to run with ESG, and MiFID is their first attempt to get to
grips with the issues that need to resolved in order to bring it into
the mainstream.
MiFID currently requires firms providing portfolio management
to obtain the necessary information about the client's knowledge
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and experience, their capacity for loss, risk tolerance and
investment objectives to enable the firm to provide services
and products that are suitable for the client.
MiFID II and Insurance Distribution Directive
amendments are planned which will make it mandatory
for advisers to introduce ESG considerations into their
suitability assessments. The current proposals will mean
that advisers will have to determine and document their
client’s ESG preferences and recommend investment
products and services that are suitable.
It is worth noting that the FCA has indicated that it
will be implementing these rules and making the required
changes irrespective of Brexit.
A lot of this client demand is coming from the younger
clients and millennials who will benefit from the transfer of
wealth we spoke about earlier.
ESG investing is not without its challenges though,
research can be complex with a lack of standardisation in
definitions in this market and third-party assessment of
ESG funds differing, sometimes wildly.

THOSE WHO REMAIN SCEPTICAL
ABOUT ESG INVESTING SHOULD
TAKE A CAREFUL LOOK AROUND
THEM. ESG INVESTING CAN
TRACE ITS ROOTS BACK TO THE
EMERGENCE OF GREEN AND
ETHICAL FUNDS IN THE 1990S BUT,
THIS WAS A MERE FORETASTE OF
WHAT WAS TO COME.
We also now have a new word to add to our vocabulary,
‘greenwashing’, which is the practice of making funds
appear to be more ESG by providing misleading claims in
order to capture ESG investment.
So, what can we say about ESG and what is the easiest way
to construct a portfolio based on it? We had conversations
with a number of people connected with ESG about what
they thought was particularly important when looking to
invest in this area. There was a wide range of opinions but
one of the simplest and we think the best offered to us is to
invest is by concentrating on the “G” in ESG.
The theory behind this is that everything in a company
stems from governance. If the governance is not right, then
the business is fighting against internal tides. A company
with good governance should be alive to regulatory
issues, environmental issues and the pressures to invest on
responsible basis more than any other and, in addition, it
should be in a better position to achieve these goals than a
company without good governance.
So that’s one potential starting point. What else is there
to consider?
ESG is comprised of three separate and distinct elements:
Environmental, Social and Governance. The problem is
that, because the elements are distinct, they could score
highly on one but not on the other two. This has led to
issues in the past, for example where companies have been
judged environmentally sound but have ultimately failed
4 0 | A DV I S E R T O D A Y
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due to poor corporate governance. So, it is best to try to
analyse the three elements and decide which is the major
factor with regard to your clients. Once this has been
identified, the DIM can then give the requisite caveats
about investing in this area.
The field of ESG is developing quickly, which can create
problems because developments come from various sources;
technology, legislation and sudden change in social mood.
These developments can be very hard to predict and what
may be considered now to be ESG compliant, may not be
considered to be so in future years.
The problem is institutions can cloud the issue by
using the term “sustainability”, which stretches across all
three elements of the ESG spectrum but does not totally
encompass each one. So, when the term is used, advisers
should make their own enquiries as to how it passes its
own ESG test. One way might be to look at funds as
either thematic or impact funds. Thematic in this instance
could be best described as investing in companies that are
supplying solutions to specific environmental and/or social
problems. Impact funds on the other hand invest with the
goal of having a measurable impact.

ESG INVESTING IS NOT WITHOUT ITS
CHALLENGES THOUGH, RESEARCH
CAN BE COMPLEX WITH A LACK OF
STANDARDISATION IN DEFINITIONS
IN THIS MARKET AND THIRD-PARTY
ASSESSMENT OF ESG FUNDS
DIFFERING, SOMETIMES WILDLY.
One of the problems with ESG investing is how to create
an investment portfolio without compromising on investing
mandates such as diversification and due diligence.
ESG funds will favour companies with high ESG scores
and accordingly will lean more heavily on certain industries
and sectors than their non-ESG peers. For example, a fund
seeking to minimise exposure to polluters may naturally
target cleaner industries, such as technology, and away
from manufacturing. In this way, the investment arena
can become condensed and, accordingly, the underlying
investment options can be limited. As a result, diversification
is also limited. Fortunately for ESG, the performance
returns so far have not inclined to be affected, because the
ESG strategies tend to weight high-quality, growthier-type
companies than the index in which they sit. Nonetheless
the ESG approach does lead to a discernible investment tilt
and this has to be understood and accepted.
I think what is clear is that intergenerational advice and
ESG investing are two topics that should not be ignored by
advisers.

You can find more information on ESG investing
and intergenerational advice on our events on
our website – www.simplybiz.co.uk
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The Aegon Risk-Managed Portfolios
A simpler way to invest

Making investing simpler, the Risk-Managed Portfolios offer a complete
multi-asset solution for a fixed 0.25% OCF. Available to pension, ISA and
general savings investors, each fund comes with expert asset allocation,
risk-management and robust governance built in. Capital at risk.

Find out more at aegon.co.uk/advisers/risk-managed
Correct as at September 2020. Link Fund Solutions Limited (LF) is the authorised corporate director
of the LF Aegon Risk-Managed Funds (the Risk-Managed Portfolios). This means they’re responsible
for the operation of the funds in accordance with the regulations.
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THE FUTURE OF
INVESTOR ENGAGEMENT
Discover what we believe will shape investor engagement this decade

Vicki Bakhshi
Director, Analyst, Responsible Investment
BMO Global A sset Management

Investor engagement on environmental, social and governance (ESG)
issues has evolved from a niche practice carried out by mission and
faith-based investors, to a mainstream investor activity. This year, we
are celebrating 20 years of engagement, having engaged more than
5,500 companies across 87 countries during this time period.
While we are proud of our impact so far, we are well aware that
there is still much to do if we want a chance of securing a sustainable
future for us all. This decade is critical for achieving the United
Nations Sustainable Development Goals (SDGs), as well as the
Paris Agreement goal of limiting global warming to well below 2°C.
Below are some of the key shifts we expect to see in terms of investor
engagement as investors strive towards these goals.
Measuring impact

In the coming decade, we believe engagement will increasingly focus
on both financial returns and sustainability outcomes. But while
we know what financial returns look like, how can we measure
sustainability returns?
The SDGs are a key reference point for measuring the impact of
engagement. They are 17 goals and 169 associated targets, providing
a useful tool for companies and investors to be able to contribute
to achieving a more sustainable future by 2030. The framework has
created a common language between stakeholders, and we are seeing
that have a positive impact within our engagement.
Working together for systemic change

A fundamental shift in perspective that we are already starting to
see, and expect to accelerate in the coming decade, is from viewing
stewardship as the relationship between investors and individual
companies, to looking more holistically at our responsibilities for
shaping the market and economy as a whole – such as climate change,
ocean health, biodiversity and public health.
Implementing this practice means a sharper focus than in the
past on public policy, but also widening our perspective to build

relationships with other stakeholders, including NGOs and academic
experts. A collaborative approach between investors is key to making
this a success, both to muster the resources necessary to make these
changes and to present a unified voice, which improves the chances
of successful influence.
Investors across the world step up

Over the past decade, engagement has been almost exclusively led by
developed-market investors, primarily in Europe and the US. Given
the increasing introduction of responsible investment regulations,
guidelines and practices, we expect to see active ownership become a
much stronger feature of the local investor agenda in other markets
this decade.
Decade of climate action

This decade is vital to achieving the Paris Agreement goal of limiting
global warming to well below 2°C, and engagement here is evolving.
Collaboration is taking place at an unprecedented scale through
the Climate Action 100+ initiative, while investors are increasingly
expressing their dissatisfaction with companies failing to address
climate issues by voting against management resolutions.
The ‘S’ factor

The ‘S’ – social – of ESG has been historically difficult to define and
quantify. But the COVID-19 pandemic has profoundly impacted
society and shaken our assumptions about the way we live. It has also
painfully exposed social and economic inequalities.
Against this backdrop, social issues are now among the most pressing
for companies globally. It has also become clear that all elements of
ESG are fundamentally linked and of equal importance.
This decade, we expect investors and data providers to overcome
the challenges that have prevented the analysis and integration of
social factors to step up their engagement, while carefully balancing
interconnections with E and G issues.

To find out more about our approach, visit
www.bmogam.com/gb-en/intermediary/news-and-insights/the-future-of-investor-engagement/
Risk Disclaimer
The value of investments and any income derived from them can go down as well as up and investors may not get back the original amount invested.
Views and opinions have been arrived at by BMO Global Asset Management and should not be considered to be a recommendation or solicitation to buy or sell any companies that may be mentioned.
The information, opinions, estimates or forecasts contained in this document were obtained from sources reasonably believed to be reliable and are subject to change at any time.
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READING BETWEEN THE LINES
OF ASSET ALLOCATION
You don’t need to look far to see how much of today’s investment landscape is still
underpinned by the principle of asset allocation.
Nearly 70 years after Harry Markowitz laid the foundations of asset
allocation-based investing in his work on Modern Portfolio Theory,
many funds and portfolios are still built on the idea that mixing
different asset classes will help produce optimal returns.
Model portfolios, multi-asset funds, balanced managed funds
and most portfolios put together for and by long-term investors, are
constructed on the basis that because the main asset classes are largely
uncorrelated, spreading investments across them reduces risk.
At its most simple, Markowitz’s theory, for which he was awarded
a Nobel prize, worked on the assumption that investors want to
maximise the return they get for a given level of risk, and that holding
a mix of unrelated assets which don’t move in the same way at the
same time will significantly reduce the risk of the overall portfolio.1
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The full picture

Markowitz’s theory was published back in 1952. It has been backed
up by subsequent studies, perhaps the best known being the
‘Determinants of portfolio performance’ research published in 1986
by Brinson, Hood and Beebower. They found that 93.6% of total
return variation is due to asset allocation and not other factors, such
as manager and stock selection.2
Some research has challenged the key tenets of Modern Portfolio
Theory, however.
In a 1997 paper entitled ‘The asset allocation hoax’, William Jahnke
argued that the Brinson, Hood and Beebower paper mistakenly
focuses on portfolio volatility rather than portfolio returns. He
said, “investors should be more concerned with the range of likely
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But those correlation assumptions aren’t always borne out in practice.
Research by Winton, an investment management and data science
group, found that until the late 1990s, there was a much closer
correlation between the main asset classes that many might expect.5
Similarly, data show that for long periods there has been a positive
correlation between US Government bonds and the performance of
the S&P 500.6 When markets dropped sharply in response to the
unfolding coronavirus crisis in March, while the correlations between
risky assets were as expected, there was also a positive correlation
between those assets and US Government bonds, which dipped too.7
One possible explanation, is that when investors are getting out of
stocks in times of market stress, they aren’t necessarily turning to
bonds as a safe haven, but going back into cash, meaning bonds and
equities are both experiencing a sell-off.
Striking a balance

It’s clear there can be different interpretations of how asset allocation
works, how it should be applied and the effect it has on performance.
While Modern Portfolio Theory has had a profound impact on the
way we invest, studies have also challenged the way Markowitz’s
work has been viewed.
The coronavirus crisis reminds us that there will inevitably be
short-term periods of stress in which investors can benefit from a
more diversified approach to portfolio construction, once again
underscoring the value of asset allocation-based investing strategies,
particularly for long-term investors.
Even within single asset classes, the underlying investment classes
– such as particular regions and industries – can be expected to
move in different ways at different times, providing a degree of
portfolio diversification.
In other words, making sure that portfolios are diversified across
unrelated asset classes that don’t normally move in the same way
still plays a fundamental role in optimising returns for a given level
of investment risk over time.

outcomes over their investment planning horizon than the volatility
of returns”. Jahnke added that asset allocation should be viewed not
as fixed but as a dynamic process that changes in response to market
opportunities and the individual’s circumstances.3
In 2000, Roger Ibbotson and Paul Kaplan, also argued that
Brinson, Hood and Beebower looked only at the variability of
returns and not at actual returns or relative performance. Their
paper, ‘Does asset allocation policy explain 40, 90 or 100 percent of
performance?’4, found, among other things, that only about 40% of
the return variation between funds is due to asset allocation, with
the remainder driven by factors such as asset-class timing, fees, the
investment style within asset classes and stock selection.
Exceptions to the rule

We know that the main asset types typically perform and correlate
differently at various points in the economic cycle. In a ‘normal’
market, the prices of riskier assets, such as shares and property, will
typically move together, as will those of less risky assets such as cash
and bonds.
However, there will be relatively little correlation between higher
and lower risk assets.
For instance, property and shares both tend to perform well in a bull
market (as the post-financial crisis era demonstrated). But when markets
fall, property and shares are expected to perform less well and assets
that are less correlated with stock markets, such as bonds, do better.

1

Investopedia, 4 February 2020.

2

CFA Institute, 16 February 2020.

3

Published via Simonemarrioti.com, February 2020.

4

Financial Analysts Journal, January 2000.

5

Winton, 31 January 2014.

6

MarketWatch, 27 December 2018.

7

Medium.com, 31 March 2020.

To stay up-to-date with our latest Markets
and Insights, visit our website at https://www.
santanderassetmanagement.co.uk/intermediaries
Only for use by investment professionals. This material is for information only and does not
constitute an offer or solicitation to buy or sell any securities or other financial instruments,
or to provide investment advice or services. Past performance is not a guide to future
performance. The value of investments and any income is not guaranteed and can go down
as well as up and may be affected by exchange rate fluctuations. This means that an investor
may not get back the amount invested. Opinions expressed within this publication, if any,
are current opinions as of the date stated and do not constitute investment or any other
advice; the views are subject to change and do not necessarily reflect the views of Santander
Asset Management as a whole or any part thereof. Santander Asset Management UK
Limited (Company Registration No. SC106669) is registered in Scotland at 287 St Vincent
Street, Glasgow G2 5NB, United Kingdom. Authorised and regulated by the Financial
Conduct Authority (FCA). FCA registered number 122491. You can check this on the
Financial Services Register by visiting the FCA’s website www.fca.org.uk/register. www.
santanderassetmanagement.co.uk. Santander and the flame logo are registered trademarks.
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Align your client’s
investment universe
Discover PruFolio
Simply match client ambitions and fund aims with the PruFolio
Risk Managed Range – 15 active, passive and smoothed
multi-asset funds across 5 risk strategies, available through
the Prudential Retirement Account and Prudential ISA.
Explore more at pruadviser.co.uk/prufolio
This is just for UK advisers – it’s not for use with clients. The value
of any investment can go down as well as up so your customer
might get back less than they put in.
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WHY INFRASTRUCTURE
WILL BE KEY TO A
‘GREEN’ RECOVERY
Ale x Araujo
Fund manager
M&G Investments
Alongside their immediate priority to protect health, governments
around the world are looking to ensure that the pandemic does not
do irreversible damage to the global economy. Huge fiscal stimulus
packages, amounting to trillions of US dollars, have been pledged in
2020 to try and prevent a protracted recession.
Infrastructure investment is high on the agenda, not only because
it can lay the foundations for long-term economic growth but also
because it is essential. Indeed, the need to reverse decades of chronic
underinvestment in US infrastructure is one of the few things that
presidential candidates Donald Trump and Joe Biden agree on.
As the urgency to move towards a zero-carbon economy has grown,
the requirement for new and improved infrastructure has come into
focus. I believe that calls for a ‘green’ recovery will only accelerate
investment in solutions that support the low carbon transition.
‘Building back better’

In Europe, the issue of sustainability is central to the €750 billion
“Next Generation EU” recovery plan, which promotes investments
that help cut greenhouse gas emissions and advance renewable energy
and energy efficiency.
It is hoped that large-scale public investment, combined with
regulatory changes, will galvanise the private sector investment needed
for the bloc to reach its goal of being climate neutral by 2050, in line
with 2015 Paris Agreement commitments.
The infrastructure built today will determine whether climate targets
are met. After all, the OECD estimates that more than 60% of global
greenhouse gas emissions are related to physical infrastructure .
A transformation of the systems that form the backbone of
modern society is therefore urgently needed. To meet the climate
and development objectives articulated in the UN Sustainable
Development Goals (SDGs), the OECD has estimated that US$6.9
trillion needs to be invested each year until 2030.

estimates that around US$1.3 trillion a year needs to be invested if SDG
7 – affordable and clean energy for all – is to be achieved by 2030.
The call for better connectivity

Low-carbon electricity is a cornerstone too for more sustainable
transport, which accounts for around one-quarter of global CO2
emissions . Beyond electric cars, the long-term trend towards growing
urban populations creates a need – and an opportunity – for efficient
mass transit systems.
The experience of the pandemic has also revealed the critical
importance of the infrastructure that connects us digitally. Without
the network of data centres, masts and cables, the ‘work from home’
economy would not have been possible.
Digital infrastructure can also be a ‘green enabler’, in the sense that
better digital connections can reduce the need for travel and improve
access to opportunities. Further investment is needed to enhance digital
connectivity, which is a key ingredient to meeting SDG 9, building
resilient infrastructure, and promoting inclusive and sustainable
industrialisation.
Opportunities in the ‘green’ recovery

Commitments to invest in a ‘green’ recovery should prove to be a
powerful tailwind for companies that own and develop physical
infrastructure assets, like wind farms, solar parks and electricity grids,
all of which are necessary to transition to a lower carbon future.
Likewise, businesses that own the digital infrastructure on which
modern economies depend.
I believe infrastructure companies exposed to the structural shift
towards a more sustainable economy are potentially well placed to
prosper for decades to come.

The need for cleaner energy

It is unsurprising that the energy sector is a top priority for
decarbonisation, given power generation accounts for around 40% of
global CO2 emissions.
Encouragingly, the shift away from burning coal, the most polluting
fossil fuel, makes economic sense. The cost of wind and solar electricity
generation has tumbled over the past decade, relying ever less on
subsidies to be competitive. According to the International Renewable
Energy Agency, replacing much existing coal-fired capacity with new
solar farms would very quickly pay for itself .
Yet the scale of the challenge is enormous, especially as global demand
for electricity is set to keep rising. The International Energy Agency

To find out more, please visit our website
www.mandg.co.uk/GLIN
The value and income from a fund's assets will go down as well as up. This will cause the value of
your investment to fall as well as rise and you may get back less than you originally invested. The
views expressed in this document should not be taken as a recommendation, advice or forecast.
This information is not an offer or solicitation of an offer for the purchase of shares in any
of M&G’s funds. Before subscribing you should read the Prospectus and the Key Investor
Information Document.
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ARE INVESTORS
MORE MOTIVATED BY
MORALS OR MONEY?

Schroders’ Global Investor Study 2020
suggests a vast majority of investors are not
willing to compromise on their personal
beliefs when putting their money to work,
even if returns were higher.

These findings are part of the Schroders Global Investor
Study 2020, which canvassed the views of more than 23,000
investors from 32 locations around the world between 30
April and 15 June.

Investing is a personal choice and a number of influences
will hold sway over where you put your money. Your
personal value system is one such influence and, for most
people, this appears to be non-negotiable.
More than three-quarters (77%) of investors refuse to
compromise on their personal beliefs when investing, even
if higher returns were on offer, new research suggests.

For the 23% of investors that would be willing to
compromise, the returns would have to be significant – at
least 21% – to convince them to do so.
This is almost double the average annual return that
investors expect over the next five years.
Older and wiser? Younger investors are more likely to
compromise for higher returns.
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Name your price: investors require a return of
21% to compromise on their personal values

INVESTM E N TS

It also seems that the older the investor, the less likely they
are to be willing to forgo their personal values.
While 75% and 76% respectively of 18 – 37 year olds and
generation Xers (38 – 50 year olds) would not invest against
their personal beliefs, 82% of those over 51 years old
wouldn’t pick higher returns if these came at the expense of
their personal beliefs.

Source: Schroders

Location matters: personal beliefs vs returns
by geography

The results also vary significantly by country.
The data suggest the Chinese are the most committed to
investing in line with their personal beliefs, with 90% of
respondents reporting they’d not sacrifice their values when
investing.
At the other end of the spectrum are investors in the US
and Singapore, a full third of which would invest against
their beliefs if it meant higher returns.

More investors realising returns don’t have to
be sacrificed

Previous studies have revealed that investors are
still concerned that they have to sacrifice returns for
sustainability.
It’s encouraging to note that this year’s study shows that
42% of investors are attracted to sustainable investments
because they believe they’re more likely to offer higher
returns.

Source: Schroders

Hannah Simons, Head of Sustainability Strategy, is
encouraged by the results overall. She says: “The results
of this year’s survey are clear – returns are not the only
influence of investment decisions. People want their values
reflected in the way they invest. People are increasingly
looking to contribute to a more sustainable society through
their investments.
“Sustainability does not have to come at the expense of
performance and it is promising to see this manifesting
more strongly each year in the data.
“Communication is key if investors are to understand
what sustainable investing really means and what this looks
like in their portfolios, and this is a core focus for us.”
Schroders commissioned Raconteur to conduct an independent
online study of 23,450 people in 32 locations around the world
between 30 April and 15 June 2020. This research defines
“people” as those who will be investing at least €10,000 (or the
equivalent) in the next 12 months and who have made changes
to their investments within the last 10 years.

This marketing material is for professional investors or advisers
only. This site is not suitable for retail clients.
Source: Schroders

Issued by Schroder Unit Trusts Limited, 1 London Wall Place,
London EC2Y 5AU. Registered Number 4191730 England.
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PEOPLE WATCHING

John Husselbee
Co-Fund Manager DMS Verbatim Portfolio Growth Funds
Verbatim Asset Management

My two weeks in Spain at the end of August were a welcome change
of scene after months of lockdown and working at home, even
though it bought me a further two weeks’ quarantine back in the
UK.
This time abroad, away from the ‘office’, gave me plenty of scope
for a spot of people watching and a chance to observe how we are all
adapting to the new normal. With many of my fellow holidaymakers
being English, they will have faced a similar quarantine on returning
to the UK but the question of working from home is a difficult and
potentially divisive one as the government tries to get the economy
back on track.
Not all jobs can be done from home, of course, and for those who
are in roles where it is possible, this does not suit everyone. For me,
an extra 14-day quarantine is no great hardship, with plenty of room
to work and my children grown up (so no home schooling to worry
about). For younger people, however, especially those dealing with
5 0 | A DV I S E R T O D A Y

childcare over recent months, saving money on lunches and travel
from not going into the office is perhaps not such a boon.
From an investment perspective, it is worth thinking about what
impact the COVID-19 crisis is having on fund managers, particularly
the younger generation facing up to their first crisis. For my part,
as a longer-in-the-tooth investor, a key part of my development over
more than 30 years in markets has been watching and listening
to peers as they navigated their way through crises, whether the
program trade crash in the 1980s, the TMT (Telecommunications,
Media and Technology) bubble in the 1990s or the Global Financial
Crisis in the 2000s.
Today’s younger managers are obviously not getting that first-hand
learning experience given the current social distancing requirements
and it will be interesting to see how that might ultimately shape
them as investors. Studying economic history can give people
confidence they understand how markets work, but you only learn

INVESTM E N TS

AS FUND SELECTORS, WE OFTEN
GRAVITATE TOWARDS MANAGERS WHO
ECHO OUR OWN PHILOSOPHIES AND
ONE OF THE MOST IMPORTANT FOR
US IS THE ABILITY TO BE PATIENT AND
CONTROL EMOTIONS.
genuine lessons when you experience a crisis first-hand, and many
of the best managers will have stories about how Black Monday in
1987 or the Asian Crisis or tech bubble over the 1990s shaped and
changed them as investors.
When it comes to our ‘people watching’, we have been in close
contact with our underlying fund managers over the last few
months and largely remain comfortable that our selections maintain
the processes that attracted us in the first place.
Investing is partly a science, with rules and laws, but also an
art, with emotions and nuance, and even experienced heads can
succumb to those twin performance-destroyers of fear and greed.
One of the integral parts of our multi-asset investment process is
the view that consistency of performance is all but impossible, but
consistency of process is a necessity. Without resorting to usual
clichés, we are looking for managers who do what they claim to do
and who stick to this whatever is happening in the world, and recent
months (with the fastest bear market giving way to the fastest bull
recovery, albeit with narrow technology leadership) have given us
another opportunity to stress-test our picks. Funds in our portfolio
fulfil defined roles and any fluctuation away from their stated style
would be a much clearer sell signal than short-term performancerelated issues.
Keeping faith in a particular style can involve an element of career
risk, however, and we continue to have a bias towards experienced
investors who have been through a few cycles, whose style is
ingrained and who will not change however the market behaves.
Again, much of this consistency is forged in the fire of crises, by
working closely with experienced peers.
A large part of selecting managers lies in differentiating between
short-term luck, or momentum, and long-term skill. Investor and
author Michael Maboussin, has identified three factors when
testing for skill – what he calls cause and effect, mean reversion
and prediction – and all of these suggest the skill part of fund
management is a far easier way to identify the longer the timeframe.
This difficulty in differentiating over shorter periods comes from
various external variables, including investment style (growth
versus value), market cap bias and market noise, of which there has
been plenty in recent years. A wealth of evidence shows short-term
performance outcomes can be a result of luck and independent of
intellectual capital or hard work, but any level playing field dissipates
over the long term where skill should win out, provided you have the
patience to stick with it.
To identify long-term skilful managers, it is worth reiterating our
SPURS system, which outlines five elements required for every
holding across our portfolios.
• Stamina – We favour patient, long-term investors from a similar
mould to us and prize managers who can point to endurance
and experience
• Process – A robust and repeatable investment process is a must
for our chosen managers: while consistency of performance is
impossible 100% of the time, consistency of process is a must

•
•
•

Understanding – Among the softer attributes we look for are
knowledge, insight and wisdom
Resoluteness – Along with courage and conviction, we want
determination and decisiveness
Stimulus – Another factor to consider is a manager’s
environment: what are the incentives and motivations for them
to perform and what is driving them

As fund selectors, we often gravitate towards managers who echo our
own philosophies and one of the most important for us is the ability
to be patient and control emotions. If anyone needed reminding,
the last few months in markets – and in much of our daily lives as
well – have shown that fear and greed are very rarely positive.
We will continue our people watching over a challenging period
ahead to ensure our manager selections deliver diversified portfolios
and meet client risk targets: sadly, it will likely be via video calls
rather than my well-worn Marbella sunbed.

John Husselbee is the co-fund manager
for the DMS Verbatim Portfolio Growth Fund
range, part of the Verbatim range of risk-managed
multi-asset investment solutions. To find out more
about how our investment solutions can support your
proposition visit www.verbatimassetmanagement.
co.uk or contact us on 0808 12 40 007.
The value of investments and any income from them can go down as well as up and is not
guaranteed. Your clients could get back less than they originally invested. Past performance is not
a guide to future performance. The portfolios' investments are subject to normal fluctuations
and other risks inherent when investing in securities. Verbatim Asset Management has taken due
care and attention in preparing this document, which is solely for the use of professional advisers.
Verbatim cannot be held responsible for any inaccuracies arising out of information detailed
within and will not accept liability for any loss arising out of or in connection with its use. The
contents of this article should not be construed as advice and is for information only. Individual
stock selection should only be performed by suitably qualified advisers.
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WHAT’S NEW WITH
CENTRA 2020?
It’s been another jam-packed year for Centra, our marketleading end-to-end financial planning tool, which has seen
several new launches, ensuring we’re still providing you, and
all our Members, with a best in breed solution. And, we’re
delighted so many of you continue to benefit from the system
that now has 3700 users.
As always, we’re on hand to support you with your technology
needs, which is why we’ve continued to offer our Centra surgeries,
as well as new workshops and webinars. And, behind the scenes,
our Independent Investment Committee has been working hard,
which also saw our Strategic Asset Allocation updated this year..
DC Pension Switching

Our biggest update for 2020 was the launch of the new DC
Pension Switching module, which drastically increased the
scope of Centra’s already impressive end-to-end offering. As
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clients change jobs more frequently these days, every 5 years on
average, and accumulate multiple pension pots along the way,
there will be continuous demand for this service.
With DC Pension Switching in Centra, you can now efficiently
and compliantly compare multiple pension switching scenarios.
The new pension switching process is fully integrated with
Centra’s risk profiling, product and platform research, fund
selection, suitability reporting and ongoing review functionality.
As such, Centra allows you to seamlessly link all these aspects of
the advice process, not only saving you time, but also providing
additional benefits, such as consistent methodology and product
research capabilities across the advice process.
You’ll also have access to Defaqto’s risk-rated funds and MPSs,
including the most popular ones. Alternatively you can select
from your own CIP, as you have always been able to do
To ensure you can progress through the process efficiently, you

TECHNOLOGY IN YOUR BUSI N E S S

now have the ability to use projections based on the FCA guidelines
where provider illustrations are missing. What’s more, Centra
automatically generates a switch report, a new business report and a
suitability report, also providing a clear audit trail.
Centra video conferencing

This year, many advisers moved into servicing clients remotely and,
as always, we wanted to support our Members to do this, which is
why we launched the new Centra Video Conferencing solution.
This new video tool can pre-populate an invitation with your
client’s details and launch a meeting, allowing you to work seamlessly
within Centra while interacting with your client, meaning you can
still deliver a personal and first-rate service, even if you can’t be there
in person.
The tool also comes with additional security features, meaning
only the intended recipient of the invitation can join the meeting.
And, with the new client-facing screens available as part of the
review report functionality, you can share your whole screen, part
of your screen or just a single tab with your clients, so they can only
see what you want them to.
Client Review Report

The new Client Review Report allows you to easily view all of your
client’s existing holdings in one place, providing greater efficiencies
within Centra and enhancing your current processes.
To support this new report, we’ve built a whole new area into the
system, including client-facing screens, so you can easily evaluate
your client’s financial objectives by providing a single view and a
downloadable document that showcases the current status of your
client's assets.
You’ll be able to assess the performance, asset allocation and risk
level of a client’s goal(s) and products, helping you decide if any
action is required on any of the client’s holdings.
ESG Reviews

Our new ESG Reviews are created by the experts at Defaqto, part
of The SimplyBiz Group, in conjunction with the asset managers,
through an interview process. The reviews provide an invaluable
resource to assist you in assessing funds and DFM MPS from an
ESG point of view.
An extension of our broader Fund Reviews, our ESG Reviews for
funds cover, among other things:
• the fund’s DFM ESG policy and how well the fund or portfolio
aligns to it
• product involvement, if any, in certain controversial areas
• ESG integration as per the three levels described above
• any adherence to the UN SDGs
• the asset management firm’s voting and engagement policies
with corporates on ESG
• the company resources in terms of ESG behind the fund or
DFM.
Looking ahead to 2021, we’ll be adding more to the Centra ESG
offering with capacity to filter on either environmental, social or
governance.
Centra improved usability

As always with Centra, you asked and we listened, and this year we’ve
made some fundamental changes to the way Centra works and looks
to make the system as user-friendly as possible, while strengthening
the compliance benefits. In case you’ve missed any of these updates,
here’s a quick summary of the changes we’ve introduced.

AS ALWAYS WITH CENTRA, YOU ASKED
AND WE LISTENED, AND THIS YEAR
WE’VE MADE SOME FUNDAMENTAL
CHANGES TO THE WAY CENTRA
WORKS AND LOOKS TO MAKE THE
SYSTEM AS USER-FRIENDLY AS
POSSIBLE, WHILE STRENGTHENING
THE COMPLIANCE BENEFITS.

Our new dashboard provides you with easier navigation and
houses the long-awaited risk profile invite notification. We also
have a new and improved questionnaire created by our experts
here at The SimplyBiz Group. We’ve introduced variable answer
formats, which are designed to make the questionnaire much
easier to understand. We’ve also updated the wording on the
projection graphs for clarity.
You can now go back and review questionnaires that were not
originally completed when setting up the goal. Centra now shows
the transfer from one product to another and this is then carried
through into the report and audit trail. You can complete flexible
top ups from more than one of the client’s existing plans. And, we’ve
also added a completion date and signature box to the Risk Profile
questionnaire.
Support for Centra Users

We have a range of extensive help and support available ensuring
you can seamlessly integrate Centra into your firm. We aim to
cater for all learning styles, whether you prefer online distance
learning, talking through the process on the phone, or having a
1-2-1 consultation.

Get in touch
If you’re not already using Centra, find out how
your business can benefit from the leading endto-end financial planning tool which seamlessly
encapsulates research, planning and reporting into
one efficient system.
Developed by advisers, for advisers, all SimplyBiz
Members can access up to five complimentary
Centra licences. As well as being an integrated
research, planning and suitability reporting tool,
we can also help you build your own centralised
investment process, and sync Centra with Intelligent
Office, providing even greater efficiencies.
Or, if you’re a current user and you’d like
more information on any of the new system
developments, please contact the SimplyBiz
Adviser Services team on 0808 124 0000 or email
investmentservices@simplybiz.co.uk
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Looking for a better
solution for smaller clients?
INTRODUCING WEALTHIFY
AS A SERVICE
Wealthify as a Service is designed to
make your life a little easier. We’ll take
on your small clients and provide a
co-branded digital investment service
that does all the work. Then you can
simply re-engage them when they’ve
grown to the right size for you.
No hassle. No cost.
Just a simple investment
solution for your smaller clients.

Ready to find out more?
Contact partnerships@wealthify.com
or call 02920 099216

Wealthify Limited is authorised and regulated by the Financial Conduct Authority. Capital at risk.
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INTRODUCING WEALTHIFY
AS A SERVICE
A DIGITAL SOLUTION FOR YOUR SMALLER CLIENTS
Dan Giddings
Head of Business Development
Wealthify
This year has forced many businesses to reassess their current approach,
streamline their services, and accelerate more towards offering a digital
solution, all while continuing to meet their clients’ needs in the face of
uncertain times.
For financial advisers, this has been no different and often means
purging smaller clients and having to invest more in the costly process
of offering an online service. However, earlier this year, Simplybiz
partnered with Wealthify to offer you and your clients another
approach, one designed to minimise financial advisers’ admin time and
costs, and simultaneously build a pipeline of future clients.
What is Wealthify as a Service?

Wealthify is a multi-award-winning, non-advised online investment
platform, and was recently named Best Investment Provider at the
2020 British Bank Awards. Following their success in the direct to
consumer space, Wealthify is now offering ‘Wealthify as a Service’,
providing a cost-effective solution for firms to service their smaller
clients with a tried and tested digital experience.
These smaller clients, typically sub-£100,000, are often not-profitable
currently, but have long-term potential – either through asset growth
or intergenerational wealth transfer. By using Wealthify as a Service,
advisers can offer an award-winning digital investment experience at
no cost to you, reducing your overheads and optimising your time.
We are also seeing, as a result of the pandemic, that more young
people, typically in the 18-34 age bracket, are now looking to their
financial futures and seeing the value in financial advice. This solution
can work well for those younger clients, who are looking for a more
digital approach but don’t necessarily require an advised service yet.
A key feature of Wealthify’s service allows advisers to set a ‘profitable
threshold’ for their clients. Wealthify will alert you when a potential
client becomes profitable, giving you the option to re-engage them at
that point. By including this feature, advisers can build a pipeline of
prospects without needing to take on additional costs or admin time.

more profitable clients. The good news is that there’s no cost for
advisers to use Wealthify as a Service, as the clients pay Wealthify’s
management fees, making this a highly cost-effective solution.
The benefit for smaller clients

Thanks to Wealthify’s low-fees, smaller clients may find themselves
paying less for an investment service than they would with a financial
adviser. And as these smaller clients typically have less-complex
requirements, a digital solution fits well, giving them oversight of their
performance, what they’re invested in, and adjusting the level of risk
to suit their needs.
Working with SimplyBiz, Wealthify is using the Hymans Robertson
Strategic Asset Allocation, which will make it easier for smaller clients
to transition into fully managed services if they achieve the threshold
set by the adviser. By working closely together, the aim is to provide a
solution that’s a smooth transition for client and adviser alike.
How to get started?

You can easily integrate Wealthify’s partnership service into your website,
and if you have a NextGen SimplySite, then the work will be done for you
by SimplyBiz at no cost. If you don’t have a website, SimplyBiz can create
a NextGen SimplySite for you, free of charge, from as little as £25pcm.
You can also access pre-written and compliance approved email
communications to send to your clients to introduce them to Wealthify
and the amazing benefits it can offer.
You’ll receive a dedicated, and beautifully co-branded landing page
which is easy to use and you can refer your clients to. They can then
sign up to this service, a process that doesn’t take more than 10 minutes,
after which they’ll be able to monitor their investments online, 24/7.
Every month, you’ll receive a report letting you know how many of
your clients are using this service and the associated AUM. You’ll also
be notified once a client reaches your pre-defined threshold, letting you
re-engage them and potentially take them on as advised clients.

The benefit to financial advisers

With this digital investment solution, advisers can optimise their time
and reduce the administration required to manage smaller, unprofitable
clients, giving them more time to deal with larger caseloads. As this
service is co-branded with the adviser’s and Wealthify’s brand, your firm
remains at the forefront of the client’s minds when it comes to investing.
You can remove smaller clients without losing them completely.
Research from SimplyBiz found that a client typically needs to have
£114,400 with an adviser to be profitable for ongoing advice.1 This
means that any client under this amount could be losing your firm
money, as well as wasting time that could be better spent on larger,

Want to find out more?
To find out how Wealthify as a service can benefit
your business, talk to Dan Giddings, Head of
Business Development on 029 200 99 216 or
email partnerships@wealthify.com
1

Data from SimplyBiz
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THE FUTURE
OF ADVICE
BRIDGING THE GAP

Ni c k E a t o c k
Fo u n d e r a n d C E O
In t e l l i f l o

Research shows that many different factors contribute to
the financial advice gap, but technology has an important
role to play in providing suitable, regulated advice to more
people at the right time to make a difference.
The Retail Distribution Review (RDR) is often blamed for
creating, or at the very least exacerbating, the financial advice
gap. Yet eight years on from RDR coming into force, research
continues to show the advice gap is a major problem in the
UK and we’re still debating how best to deal with the issue.
We recently conducted some research with AKG into
the future of advice and more than half (57%) of the
respondents had not seen a financial adviser in the past five
years. When asked what would make them more likely to
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seek financial advice, the top answer was the availability of
a Government-backed service (37%). Interestingly, a report
by OpenMoney into the advice gap found that 30% of
people are not aware of existing public guidance services.
Perhaps the bringing together of the various Government
funded services under the single Money and Pensions
Service will help boost public awareness in this area.
The second most popular response to the AKG survey
was that people would be more likely to take advice around
major life events such as buying a house or retirement
(35%). This certainly tallies with the fact that mortgage
advice and pension decumulation make up a large part of
advisers’ existing workloads.

TECHNOLOGY IN YOUR BUSI N E S S

THE USE OF TECHNOLOGY WITHIN
TRADITIONAL FINANCIAL ADVICE
MODELS CAN FREE ADVISERS FROM
THE BURDEN OF ADMINISTRATION
AND IMPROVE EFFICIENCY,
ALLOWING ADVISERS TO SERVICE A
GREATER NUMBER OF CLIENTS.

But I feel that financial planning shouldn’t just be targeted
around these events; wider access to advice can deliver
enormous benefits to people’s future financial security. A
report late last year by the International Longevity Centre
calculated that taking financial advice can boost your
wealth by an average of £47,706. And alongside the financial
advantages, taking advice provides a number of other
benefits too. In the AKG research, when asked what clients
value about their relationship with their adviser, answers
included piece of mind over financial decisions (55%), access
to ongoing support (48%) and having someone to rely on
during a crisis such as the COVID-19 pandemic (19%).
So, the question remains; how can the industry close the
advice gap and deliver advice to a greater number of people?
The OpenMoney report found that 5.3 million would take
regulated advice if it cost less. The problem is, some of the
costs involved in delivering advice are going up significantly,
with numerous firms seeing large increases in regulatory
bills and PI premiums, while fulfilling obligations under
PROD and MiFID II has created a considerable compliance
burden for many advisers.

It is therefore little wonder that another piece of research,
conducted by Octopus Investments, found that six in ten
(60%) advice firms turned away business in the past 12
months. The top two reasons given for why advisers can’t
serve more clients were the administrative burden (48%) and
a focus on serving higher value clients (38%). There can’t be
many professions where suppliers are turning away customers
in large numbers. Closing the advice gap by encouraging
more people to seek advice is one thing, but we also need to
be able to service those individuals when they arrive.
I believe technology can help here in two ways. Better
integration and use of technology can help reduce the
administrative burden by automating processes and
limiting rekeying of information, allowing advisers more
time to focus on their clients. In addition, there is an
opportunity to follow other industries in moving towards
‘personalisation at scale’ – which in practice means
providing a digital experience, individualised by machine
learning and focused human interaction. Within the advice
sector, this would mean using technology to deliver some
parts of the advice process for clients with lower investible
assets and simple needs, and using the data they provide
to create a more personalised online journey. Human
advisers would oversee the digital process, develop trusted
relationships and deliver more bespoke advice to wealthier
clients and those requiring more complex support.
Looking to the future of the sector, the need for advice
professionals has never been greater. The use of technology
within traditional financial advice models can free advisers
from the burden of administration and improve efficiency,
allowing advisers to service a greater number of clients.
Technology can also pave the way towards alternative,
lower cost, mass-market propositions which deliver a
combination of digital and human advice.
By embedding technology into the advice process, we can
deliver high quality, regulated advice to a wider range of
clients and start to bridge the advice gap.

For information on how Intelliflo’s awardwinning business management software
system, Intelligent Office, can drive efficiency
into your business, visit www.intelliflo.com
or call 0330 102 8402
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INTRODUCING THE NEW
TECHNOLOGY HUB
ALL OUR TECHNOLOGY SOLUTIONS IN ONE PLACE
This year, we’ve seen the use of technology accelerate as
we all tried to maintain a sense of normality and carry on
performing essential tasks, whether that was checking our
bank accounts, shopping for groceries or seeing family –
and the delivery of financial advice is no exception.
In order to ensure we’re supporting you at every step, we
launched our new Technology Hub, which brings together
our technology solutions – some we have developed, others
we’ve partnered with industry leaders on – all in one place.
All our available solutions are there to help you continue
providing the highest-quality advice in a way which is
compliant and efficient, strengthening client relationships
and further improving the sustainability of your business.
Many of our solutions are complimentary with your
membership and where there is a cost associated with
the service, SimplyBiz has negotiated a preferential and
exclusive rate on your behalf. And you can be sure that all
our partners have gone through our extensive due diligence
programme.
What’s more, with the help of our in-house team of
experts, we have a range of dedicated support, from one-toone remote sessions, to workshops and webinars, designed
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to help you implement these solutions harmoniously into
your business.
What can you find in the Hub?

We’ve separated the Hub into four sections to help you
easily source the solutions you’re interested in.
1. Investment Solutions

In this section, you’ll find more information on our marketleading financial planning tool Centra. We’ve put recent
videos in here, from events such as the Advice Show and
Business Expo, so you can sit back and watch our experts
share insight into the solution and understand what
direction we’re taking the system in for 2021 and beyond.
There’s also more information on specific areas in the
system, such as the DC Pension Switching Tool and CIC
Compare; our critical illness comparison tool.
If you’d like to find out more about Wealthify, a new digital
solution to help manage smaller clients, you can also head to
this section. And, there’s links to the platforms section of the
website here. You can also find more on Intelligent Office
and how this back-office system can help transform your
business processes and bottom line for the better.

TECHNOLOGY IN YOUR BUSI N E S S

3. Mortgage Solutions

We understand how important it is to secure your clients the best
deal on their mortgage and protection, and how technology plays
a pivotal role in that process, which is why we’ve partnered with
leading industry software providers.
What’s more, partners such as Mortgage Brain also have additional
integrations available for those who have a NextGen website.
4. Operational Solutions

In the operational solutions section, you’ll find tools that are there
to ease some of the admin burden or manual tasks you may have
undertaken before, freeing more of your time up to focus on your
most valuable clients, whilst further improving your compliance
and business sustainability.
And, did you know that solutions such as My Gabriel and Smart
Search can be integrated with Intelligent Office, providing even
greater time saving efficiencies and reducing the risk of error
through re-keying data?
Where to find the Technology Hub

You can find the Technology Hub under the additional support
menu on the Member website.

If you’d like to talk to a member of the team about any of the
investment solutions available, please call the SimplyBiz Adviser
Services team on 0808 124 0000 or email investmentservices@
simplybiz.co.uk.
2. Client Engagement Solutions

Client engagement has always been key, but this year, as things
moved at such a rapid pace, it has been more important that ever.
You should head to this section of the Hub if you’re looking at
ways to communicate with your clients digitally – whether that’s via
our NextGen3.0 websites, fully supported email communications
or social media management.
You can also find information on Mailock from Beyond
Encryption, the secure email solution provider, who earlier this year
joined forces with Unipass and also announced Aegon would be
adopting their system.
And, if you needed more reason to adopt Centra and Intelligent
Office, you can find out about their integrated video conferencing
solutions, which are the perfect solution to servicing your clients
efficiently and remotely, while still providing a first-rate service,
even if you can’t be there in person.

For more information on these and all our other
additional compliance services, please visit the
Compliance Specialist section of the Member website.
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HOW GOOD IS YOUR WEB PRESENCE?
Presenting your firm professionally online has never been more important. Whether it’s for people
searching for your services; those who have been referred to you ‘checking you out’, or potential
introducers – you need to be seen in the best light.
NextGen from SimplyBiz provides a range of options to suit every budget – template, custom-made
or bespoke websites.
Template sites can typically be set up in just a few days, while custom-made and bespoke take a little
longer. Whichever option you choose, pre-approved services content and news articles can be added
to your site for you – so your site will always be up-to-date and compliant.
You can choose from a range of designs and image options, plus select the services and news content
that suits your business.
Plus, on NextGen 3.0 sites you can*…
•

Add a chat facility

•

Add an appointment scheduling facility

•

Choose to include business news

•

Add ‘Insights’ – campaign content on key financial issues

*

Some of these may incur an extra charge.

To find out more call 01279 882519,
email simplymarketing@tomd.co.uk or visit
simplymarketingsolutions.co.uk/services/websites

SPECIAL FE ATU RE

IT’S ALL ABOUT YOU!
When we created I’m An Adviser, our
aim was simple; to celebrate our adviser
community and recognise the worthwhile
and wonderful ways you spend your time!
This year, it feels more appropriate
than ever that we continue to share the
community spirit and recognize those
where we can. You can read highlights of
some of our stories below or, head over to
imanadviser.co.uk to read them all.

I’m An Adviser...and a
published author
Mike Grant has enjoyed a long and
successful career, not only as an Independent
Financial Adviser, but also helping others to
train for a career in the industry. Now, he’s
put pen to paper and is sharing nearly 30
years of experience in his new book – ‘Being
a Financial Adviser: The book I wished I'd
read 10 years ago’, which he describes as
contrarian and controversial!
Mike’s book offers advice on what makes a
good financial adviser, which he’s identified
as 15 key elements, and, also a look back
at how regulation has developed over his
decades spanning career. Although this
book won’t help you pass any of your exams
per se, it does encourage the reader to apply
critical thinking to the topics discussed
which Mike calls the hot topics of the
industry right now.
If you’re interested Mike’s book is available
to order on Amazon now.

Being a Financial Adviser

Being a

Financial
Adviser

You won’t bee-lieve what Colin
does in his spare time
“About six years ago, I wanted to do
something with an environmental benefit,
so I started keeping bees. I first got my
own hive of bees at my allotment about
four years ago. I now have four and around
200,000 bees.
Your primary objective is to keep the bees
happy. If you keep the queen happy, the
workers are happy and will feed the queen
and produce honey. The thing about a hive
is that it effectively works as a complete
organism. Each bee has a role. So, the
natural link up with what we do as financial
planners is about trying to help people
find the right job, the job that makes them
happiest and that they’re most suited for.
The thing with beekeeping is – for one or
two hours a week, you get to shut the rest of
the world out because you have to focus on
what you’re doing.”

Richard's 11-year-old son inspired
him to restore a Ford Anglia

Mike Grant

Mike Grant
The book I wish I’d read 10 years ago!

Richard Emery, Director of Key Wealth
Management, started restoring classic cars
35 years ago and since then, it’s been a
lifelong passion.
“It all started when my late father in law
bought an Austin Healey Sprite for my,
then, girlfriend. We were married by the
time the car was up and running. And, the

only reason we gave the car up was because
our son was born.
“He was the inspiration for the next classic
car project. Around the time he turned 11,
Harry Potter became a huge hit and he was
constantly being told how much he looked
like the fictional character.
“I decided to buy the classic Ford Anglia
which is a car any Potter enthusiast could
spot a mile off. Once it was done, we
travelled to shows around the country with
my son who dressed up as the boy who
lived! It’s something we both really enjoyed
and have fond memories of.”
Good luck with the next build Richard,
we can’t wait to see the finished result

We want to hear from you!
If you’ve got a story to share, whether
you’re supporting your community in
lockdown or you have a hobby you’re
really passionate about, we’d love to
hear about it and celebrate YOU!
Head to the I’m An Adviser website
and click the ‘submit a story’ button.
As a thank you for letting us feature
your story on the site, we offer a £20
Amazon gift card for your time.
www.imanadviser.co.uk
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EVENT DELIVERY 2021
Plans are well underway to ensure we can deliver the very best event
programme in 2021, which once again promises to be the biggest and best
of its kind.
Despite obvious restrictions on event delivery in 2020, enforced in the wake of the COVID-19 outbreak, we still
delivered the largest event programme to date.
As soon as it became evident we would not be able to continue with our face-to-face events, we invested in a new
and innovative virtual platform. Working with the creators of the platform, based in the US, we set about tailoring
the brand-new solution to ensure it could deliver the type, and indeed quality, of event we needed.
Some 8 months, and over 12,000 bookings later, our new virtual programme has become the new norm.
Whilst face-to-face events have remained off the table up to now, and indeed look likely to remain that way for the
next few months, we are already working with venues to ensure we can get back out as soon as it’s safe.
We asked Members what you would like to see going forward and overwhelming, some 86% have said that they
would like to see a mix of virtual and face-to-face going forward, and that’s what we are committed to.
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Intergenerational Workshops (Virtual)

High on advisers’ agenda for 2020, the recent pandemic and
changes to how we all operate has only served to increase the
importance of intergenerational advice, and we will be back
with more virtual workshops to provide additional support
and solutions.
Platform Workshops (Virtual)

New for 2021 are our virtual platform workshops, designed
to bring together the very best solutions and partners on
the market to provide insight and support in this key area.
Tax Efficient Workshops (Virtual)

We had record attendance numbers at this years Tax Efficient
Workshops and will be back in 2021 with a round of virtual
workshops to provide updates and access to new solutions.
Technology Workshops (Virtual)

So, what does 2021 hold?
The 2021 calendar has already been built and we are now
just finalising some of the logistics.
At present, we are working on the assumption that we will
still need to deliver events in the first quarter through the
virtual platform, with physical events starting back in April.
Whilst this is our intention, there are of course many
things we need to address, such as ensuring all our venues
can cope with the sheer volume of delegates that we would
expect. We would envisage a number of measures to be in
place to ensure the safety of all and we will, of course, be
working to the latest Government guidelines.
So, with this in mind, what can you expect?
Learning and Development Events (F2F)

Our flagship events will be back in 2021 with two rounds of
face-to-face events covering a whole host of subject matter.
Investment Forums (F2F & virtual)

We will continue to offer access to a range of tech based
virtual workshops, ensuring you have the support you need
for adopting and using the very latest solutions.
Mortgage and Protection events (F2F and virtual)

We will once again be providing a whole host of mortgage
and protection events, both virtually and face-to-face.
Expect a variety of events and subject matter as we continue
to ensure you have access to the best information, support
and partners.
Training & Knowledge Workshops (Virtual)

As well as our core events, we will continue to provide
additional training opportunities. From specific regulatory
based sessions, to more skills-based training, our programme
will be comprehensive and of the highest quality.
Whilst some of the final details is subject to change, this
is our 2021 programme, designed to offer real choice of
quality event.
We hope to see you very soon!

Our Investment Forums have really gathered momentum
over the last couple of years and now attract over 1500
advisers at each round. We will once again look to run two
face-to-face rounds, across 21 venues, with an additional
virtual round planned for quarter one to ensure you have
access to the most timely information and support on
investments and the markets.
ESG Workshops (virtual)

ESG, ethical, impact investing, whatever you call it, it is
now no longer a niche consideration. Our workshops will
show you where ESG is going and how the major players
are shaping their strategy as a result. You will hear from a
number of partners, ensuring a real rich blend of subject and
insight.
Best Practice Meetings (F2F)

Our Best Practice Meetings are a little different from the rest
of our events. Whilst there are specific sessions to explore,
the day is interactive and driven by you. We will discuss
the key issues and opportunities that you have identified
and provide a great environment in which to listen to, and
engage with, your peers.

To find out more and book your place on any of
our events, visit your Member website.
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IN THE FRAME
THE VALUE OF A ROBUST
COMPETENCY FRAMEWORK

M i c h a e l Pa s h l e y
G r o u p Tra i n i n g a n d K n o w l e d g e M a n a g e r
The SimplyBiz Group
In this article, I’m going to explain how you can streamline and enhance
the Training & Competency side of your business for increased efficiency,
productivity, and transparency. Simply put, I’m going to explain how you can
produce a robust competency framework.
So, to start at the beginning, what is a competency framework?

A competency framework is a written, published document which details the behaviour, knowledge, and skills
(collectively referred to as “competencies”) required for each role in your firm. Competencies may also be referred to
as Key Performance Indicators, or KPIs.
Each competency within the framework should be SMART. SMART competencies are:
S

Specific, so employees understand exactly what they need to accomplish

M

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

A

Achievable, so success is realistic and not just a pipedream

R

Relevant to their role and the firm’s objectives

T

Time-bound; with set, regular performance management reviews
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SMART competencies are very similar to SMART objectives,
i.e. how you’re already qualifying and quantifying financial
planning objectives for your clients.
The best competency frameworks are created as a team
effort, with input from employees across the business.
Ultimately, your employees understand their roles so they’re
best placed to determine which competencies would be most
effective in managing and motivating them.

COMPETENCY FRAMEWORKS
ARE INCREDIBLY USEFUL IN
PERFORMANCE MANAGEMENT.
THEY ENABLE YOU TO TURN
SOMETHING AS SUBJECTIVE AS A
PERFORMANCE REVIEW INTO AN
OBJECTIVE ASSESSMENT.

Why do I need one?

Competency frameworks are incredibly useful in performance
management. They enable you to turn something as
subjective as a performance review into an objective
assessment. You can have your competency framework in
one hand and the employee’s KPIs in the other, and you can
quickly evaluate whether the employee is striving towards,
meeting, or exceeding their SMART competencies; in short
– if the employee is fully competent to perform their role,
or if there are any development needs. Objectivity enhances
fairness and consistency in performance management.
This degree of objectivity allows for bonus schemes and
other performance-related remuneration to be based on a
wide range of competencies – not just volume-based sales,
which can potentially drive the wrong kinds of behaviour.
The framework contains competencies from all role profiles,
so it provides employees a greater understanding of what their
colleagues do within the business. For example, advisers will
be able to clearly distinguish between the responsibilities of
paraplanners and administrators and will better understand
who to go to for particular queries. Furthermore, it will tell
paraplanners and senior administrators what they would
need to do if they wanted to become advisers.
When recruiting new staff, introduce the competency
framework in the interview process and ask the potential
recruit how they would manage and meet the competencies
expected of them – this helps keep the recruitment process
consistent, fair, and relevant.
The SM&CR brought with it the requirement for
employees such as financial advisers and mortgage advisers to
be annually certified as Fit and Proper to perform their roles.
What better, more transparent, way is there to evaluate your
Certification staff as Fit and Proper than using a SMART
competency framework?
In summary, these competency frameworks are a golden
ticket in terms of the T&C side of your business. They can
be used in practically every T&C scenario in order to make
the process more efficient, keep your employees on-side and
drive forward a more effective, profitable enterprise.
How do you write one?

The first rule of competency frameworks is that they need
to be simple, easy-to-understand, and user-friendly. As such,
if I was a business owner, I would opt for the following
structure:
There’d be a nice fancy cover page with “ABC Financial
Planning Limited Competency Framework 2021” at the top.
Over the page would be the table of contents. The reason
you’d put the year is because, over time, your framework
is going to evolve and develop alongside regulation and
business management. I’d suggest reviewing it annually.
Across from this would be the firm’s objectives. For
example, my fantasy firm’s objectives might be:

•
•
•

To deliver high-quality, compliant financial advice service
to our clients
To be a profitable, commercial enterprise within a
competitive financial services market
To foster a culture of integrity, competence, and transparency

All the competencies of all employees in the business should
feed into helping the firm achieve its objectives. Everything
done by our advisers, paraplanners, and administrators
should feed into the above three objectives. By creating the
framework this way, we’re communicating to all employees
how what they do has real purpose in contributing to the
firm’s objectives.
Next, I’d detail how the framework will be used, because
a clear purpose is essential to getting buy-in from your
employees, and indeed how to use it! A paragraph should
also go at the bottom of this page clarifying the position
of any potentially discriminatory competencies (i.e. that
the firm has tried to ensure there are none) because for the
framework to be effective, it must be non-discriminatory.
Next, there would be the competencies for each role in the
business.
Each of these roles would have the role title at the top, then
three headings: knowledge, behaviour, and skills. Below each
of these would be 4-5 SMART competencies.
The competencies don’t just have to be based on past
performance – you can also include and reward future
potential, for example if any of your employees are studying
towards professional exams.
If you want some help constructing one of these, you’re in
luck. If you want to put one of these together, pop over an
e-mail to m.pashley@simplybiz.co.uk and, if required, I can
spend some time with you face-to-face or over the phone, or
even via a private virtual workshop to give you real advice
and education on this subject. Of course, this comes at a cost,
but consider the value an effective Competency Framework
could add to your business: Efficiency. Productivity.
Transparency. Consistency. Objectivity. And more than this,
the potential for increased profitability via a more motivated,
competent workforce all collectively working – directly or
indirectly – towards achieving your firm’s objectives.

For more information on these and all
our other additional compliance services,
please visit the Compliance Specialist
section of the Member website.
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WHY ARE LPAS A VITAL PART
OF ESTATE PLANNING?
Most adults know that they should write a will to deal with their
affairs if they pass away, but there is a lack of awareness about what
would happen if they were to lose capacity during their lifetime
without the appropriate planning in place. While a will is important
to look after the loved ones a person leaves behind, the decisions to
be made when a person loses capacity will directly affect their own
lifestyle and wellbeing. For this reason, planning for this eventuality
should be a high priority.
A Lasting Power of Attorney (LPA) allows an individual to appoint a
third party to make decisions on their behalf when they no longer have
the capacity to do so themselves. If a person doesn’t have LPAs in place
and they become mentally incapacitated, their loved ones can face long
delays and an onerous application to the Court of Protection to gain
access to their finances and make decisions on their behalf. During
this process, assets are likely to be frozen, including joint assets, and
this can cause significant problems for relatives who may need to make
arrangements to pay bills or pay for any ongoing care needs.
There are two types of LPA: a Property and Financial Affairs LPA
and a Health and Welfare LPA. The Property and Financial Affairs
LPA gives attorneys the authority to look after the donor’s finances
– including buying and selling property, dealing with bills, running
bank accounts and investing money. The Health and Welfare LPA
allows attorneys to make decisions about medical treatment, or day
to day care, on behalf of the donor in the event that they become
unable to make those decisions themselves.
Business owners can also create separate LPAs for their business
interests, allowing them to appoint specific attorneys to look after
their business affairs. This prevents personal attorneys exposing both
themselves, and the business in question, to unnecessary risk.
A person’s loss of capacity can also have a direct impact on the
ongoing relationship that professional advisers develop with their
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clients. If your client loses capacity without LPAs in place, the
Court of Protection will make an order specifying who can access
and manage the client’s assets, and more often than not, these orders
are granted to social services. There is no guarantee that the person
appointed, or indeed social services, will have either the power or
the inclination to continue to use your services. With a valid LPA,
however, a client can specify that they would like their attorney to
consult with you, the adviser, and continue to use your services.
At APS Legal & Associates we have different routes available for you
to come on board with us, including our Simply LPAs route which
enables you to advise and take instructions from your clients on LPAs
whilst our in-house legal team draft these for you.
Simply LPAs

As a Simply LPAs Affiliate, you will have the ability to offer Lasting
Powers of Attorneys directly to your clients with your own pricing
policy, but with APS drafting all documents in-house, under cover of
our PI insurance. APS Legal & Associates charge a fixed document
production fee for each case, which allows you, as the Affiliate, to set
appropriate fees on a case-by-case basis.
• Training Needed – 2 X 30 minute webinars with self-test
• Costs – No training costs, only documentation fees on each case
• Benefits – No upfront fees, additional service to offer Clients

To find out more, contact us at enquiries@aps-legal.
co.uk or call us on 01909 531751

WHEN
BECKY
LOST HER
HUSBAND
SHE LOST
HER LIFE
COVER TOO
Read her story at

WHATEVERY
ADVISERNEEDS
TOKNOW.COM
and see why we do
things differently.

Becky is a fictitious character whose story has been created for illustration purposes.

Guardian Financial Services Limited is an appointed representative of Scottish Friendly
Assurance Society Limited. All products are provided by Scottish Friendly.
Guardian Financial Services Limited is an appointed representative of Scottish Friendly Assurance Society Limited which is authorised by the
Prudential Regulation Authority and regulated by the Financial Conduct Authority and Prudential Regulation Authority. Registered office: Scottish
Friendly House, 16 Blythswood Square, Glasgow G2 4HJ. Registration number 110002. Guardian Financial Services Limited is registered in England
and Wales under number 11115769. Registered office: 11 Strand, London WC2N 5HR.

With the DB Pension
Transfer Bureau, you’re
in the driving seat
Whether you are authorised and
active in this space, or have chosen
not to advise yourself, trust our team
of experts to carry out the complex
on your behalf, keeping you on track
and your clients in pole position.

As with all our Simply Refer partners, we have
searched the market to bring you the best
solutions. Each bureau member has been
specifically selected for their expertise in
this complex area and has gone through our
extensive due diligence. As such, you can be
confident when you’re referring your valued
clients that they’ll be receiving a first-rate
service and the best possible outcome for
their circumstances.
You can find more information on our expert
panel in the SimplyRefer section of the
Member website under Your Proposition.

Finding another business to acquire can
often be the best option when looking to
achieve your growth objectives. But finding
the right business can be problematic.
Horizon Acquire aims to change that
Finding and acquiring another business can be the best
option for firms looking to grow, however it isn’t always
straightforward, with much to consider:
• What systems do they use, and will they fit with yours?
• What legacy do they have and are there any issues
of which you need to be aware?
• What service do they provide, and do you want to
continue to offer the same?
• How much is the firm actually worth?

Whatever you are looking for
we can help
• We will take away the pain of finding suitable firms
to acquire
• We work with a market leader, with proven expertise
in the acquisition market, who will be contracted on
an exclusive basis to work with the acquirer
• We will introduce firms that are ready to sell to
the acquiring firm - all due diligence will be
conducted by our partner, including cultural fit and
assistance with integration post acquisition will also
be provided where required
• Our 'seller’s pack' will provide you with an in-depth
dive into any business you are looking to acquire

Let us work with you
Horizon Acquire provides a bespoke consultancy service built around your business to find
the most suitable candidates for your firm.

Visit the Member and Client website to find out more.

