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we aim to keep
your clients’
investments stable.
Our Multi-Asset Income Fund is a defensive return
fund aiming to deliver growth with less than half
the volatility of UK equities.

I love a good
security blanket.

The fund targets a sustainable income yield of 4-6% per annum.
It’s structurally diversified with individual securities actively selected with a
focus on resilience. Plus, our unique Investment Booster boosts investments
in Vitality funds by up to 15% over 25 years – on top of any growth.

adviser.vitality.co.uk/multiasset

POSITIVELY DIFFERENT INVESTMENTS

For investment professionals only. Capital at risk. Performance targets may not necessarily be achieved, losses may be made. The amount
of income may rise or fall. T&Cs apply.
VitalityInvest is a trading name of Vitality Corporate Services Limited. Vitality Corporate Services Limited is authorised and regulated by the Financial Conduct Authority. The Defaqto and RSMR
ratings apply to the underlying Investec Fund or strategy on which the Multi-Asset Income Fund is based.
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No n - E x e c u t i v e C h a i r m a n
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WELCOME

Hello, and welcome to the summer edition of Adviser Today.
As you may know, I am a big advocate of planning in order to achieve both
professional and personal goals. I believe that setting a clear objective and creating
a framework within which you can break down the actions needed in order to
reach your goal is the best way to ensure success.
Of course, even the best laid plans do not always progress without a hitch, and
circumstances which alter outside of your sphere of control can often feel very
disruptive and, indeed, dispiriting.
One of the most important services The SimplyBiz Group offers to the firms
with which we work is the provision of practical support and guidance on the
day-to-day elements of running a financial advice business. When faced with
unexpected issues – be they regulatory, operational or time related – I hope
that the clear, reliable and comprehensive guidance we provide is valuable to
you. This edition of Adviser Today is filled with a host of articles from both the
Group and our partners which I believe will help you to cut through the noise
and quickly identify the current issues which impact your business and, vitally,
how to tackle them as efficiently as possible to get back on track.
Everything the Group does is designed to support you and your business, and
I hope this publication will give you some useful insight into some of the ways
in which we do exactly that.
As always, we would be delighted to hear your feedback, and about anything
that you would like to see covered in future editions.

Kind regards,

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.
The John Smith’s Stadium, Stadium Way, Huddersfield HD1 6PG
© 2019 SimplyBiz Services Ltd. All rights reserved.
Registered in England No. 04590781. Registered Office as above.
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IN YOUR CORNER

In this edition of In Your Corner, Group Chairman Ken Davy takes a walk
on the wild side as he discusses FOS’s recent compensation limit rise and,
why the FCA needs to keep a keen eye out for financial services scavengers.

Ken Davy
No n - E x e c u t i v e C h a i r m a n
The SimplyBiz Group
Sometimes, when we talk about the need
to preserve certain species, their value seems
to be intrinsically linked to their rarity. For
example, the black rhinoceros and Amur
leopard had to reach a point of critical
endangerment before society placed sufficient
importance on their survival. Given the news
in March about FOS’s compensation limit
hike, we must all hope that the vital need for
the services provided by financial advisers is
recognised before they are pressured into a
similarly endangered state.
Over the past decade, advisers have faced
a number of huge challenges, however, the
increasingly unjust structures of the FSCS
levy and FOS limits, and the resulting impact
upon PI costs, pose possibly the biggest threat
of all. The FCA claims to be committed to
improving consumer outcomes, but actions
such as more than doubling the FOS limits
are both dangerous and counterproductive
as far as ensuring that consumers continue
to access to financial advice. The regulator
should hang its head in shame if the end
result of its actions ends up mirroring that of
the surgeon who reported that the operation
was a complete success…apart from the fact
that the patient died.
When responding to the FCA’s consultation
on the totally unjustified hike in FOS
limits, I, and others, raised several points of
serious concern, including its impact on
PI premiums and a likelihood that advisers
could withdraw from some areas of the
market, or from the market altogether. We
also highlighted the reality that the courts
were more experienced and better placed
than FOS to deal with large claims. Sadly,
it seems that none of these important
and highly relevant points were properly
considered by the FCA, as the new FOS
limits are already in place.
Now, even firms that have entirely
spotless records are going to be faced with
further unjustified increases in their PI
costs, against a background of service that
demonstrates time and time again that the
financial and emotional value of financial
advice to consumers is unquestionable.
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In survey after survey the importance and
benefit of financial advice is lauded by clients
and the wider industry, yet it sometimes
seems that the regulator will not be happy
until it sees the adviser on the critically
endangered species list!
Whilst financial advisers desperately need
to be protected and preserved in their
independent environment by the regulator,
there are some newcomers to the financial
services safari park who may require a few
more fences to keep them in check!

IT SOMETIMES
SEEMS THAT THE
REGULATOR WILL
NOT BE HAPPY
UNTIL IT SEES
THE ADVISER ON
THE CRITICALLY
ENDANGERED
SPECIES LIST!
Recent comments on the ability of former
financial advisers to reinvent themselves
as ambulance chasers brought to mind the
proverb that ‘A wolf in sheep’s clothing is
still a wolf ’. This is of particular importance
now that Claims Management Companies
(CMCs) have to be authorised and regulated
by the Financial Conduct Authority.
I am extremely disappointed that the
ambulance chasers are not going to be required
to contribute to the aforementioned FSCS
Levy. I feel this is totally wrong in principle,
and I have yet to see a clear statement from
the FCA as to why they should be excluded
from paying the levy. The only implied FCA
argument is that that it wouldn’t be fair,
which frankly is the same argument that
the FCA has consistently ignored as far as
financial advisers are concerned!

When considering whether or not to
‘authorise’ an ambulance chaser, it is now the
responsibility of the regulator to ensure that
they are fit and proper. I sincerely hope that
in coming to that judgment it will, as it does
for financial advisers, look carefully at their
past records, business plans and structure.
On that basis, it will be interesting to see
how many of the numerous CMCs who have
applied for ‘authorisation’ are actually able to
achieve it.
To continue this menagerie theme right to
the end of this article - in the same way that
a wolf in sheep’s clothing is still a wolf, the
reality is that one cannot make a silk purse
out of a sow’s ear! Financial advisers should
rightly look to the FCA to live up to its
responsibilities for good consumer outcomes
and ensure that the authorisation of CMCs
is at least as strict a process as is applied to
financial advisers.
The demand and need for personal financial
advice has never been greater, and needs to be
made available to more people not less. The
regulators have a responsibility to consumers,
not only to protect them, but also to ensure
that advisers are able to continue deliver their
vital services to them for many years to come,
without having unjustified and unnecessary
obstacles put in their path.

You can keep up with Ken's regular
blogs in the 'News' section of
The SimplyBiz Group's website.

IN YOUR CO RN E R

NOW, EVEN FIRMS THAT HAVE
ENTIRELY SPOTLESS RECORDS
ARE GOING TO BE FACED WITH
FURTHER UNJUSTIFIED INCREASES
IN THEIR PI COSTS, AGAINST A
BACKGROUND OF SERVICE THAT
DEMONSTRATES TIME AND TIME
AGAIN THAT THE FINANCIAL AND
EMOTIONAL VALUE OF FINANCIAL
ADVICE TO CONSUMERS IS
UNQUESTIONABLE.
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from The SimplyBiz Group
powered by Defaqto Engage
designed by You

PLANNING TOOLS

CENTRALISED INVESTMENT PROCESS

INTEGRATED RESEARCH

INVESTMENT COMMITTEE

CLIENT REPORTS

SERVICE AND SUPPORT

You will receive up to ﬁve licenses per ﬁrm at no cost, access to the consultancy
team to help implement the solution within your business, workshops, online
self-learning and a dedicated helpdesk, making adoption simple and eﬃcient.

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

ADVISER MATTE RS

BUILDING ON STRONG
FOUNDATIONS FOR A
BRIGHT FUTURE

It’s been a very busy time for the Joint CEOs
of The SimplyBiz Group, Matt Timmins
and Neil Stevens, including the Group’s
floatation and the development of our
end-to-end investment system, Centra,
last year and the acquisition of Defaqto in
March. During one of their very rare quiet
moments, Adviser Today caught up with
Matt and Neil to get their reflections on
the past 18 months and some insight into
their plans for the future of the Group.

Tu r n o v e r t o r e a d o u r e x c l u s i v e
interview in full.
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Ne i l S t e v e n s a n d M a t t Ti m m i n s
Jo i n t C E O s
The SimplyBiz Group

On the 4th of April 2018, The
SimplyBiz Group was successfully
listed to London’s AIM Market.
What were the reasons for this
decision, and has it achieved your
objectives?
Neil Stevens: The flotation was an
important and exciting step for us, and has
delivered both a long-term shareholder base
for a company with a bright future, and
strategic certainty over where we are headed
– for our staff and our Members and Clients.
It also delivered new access to capital
markets, helping us consolidate on our leading
position in a constantly evolving sector that
remains fragmented and full of opportunity.
Matt Timmins: We’ve been delighted to
find such a strong and committed appetite
for our stock, and to have built a shareholder
register comprised of quality institutions,
boutique professional investors and retail
investors.
The SimplyBiz Group has always been
a well-run business, and indeed we were
capable of making the transition to public
markets because of the professionalism and
passion of the wider leadership team and
the talented team of staff with which we are
privileged to work.

The Group’s first post-flotation
Annual Report was published in
April; were you satisfied with our
progress?
MT: We were delighted to report our 2018
financial performance has delivered on the
expectations of the market. Whilst we’d
encourage any interested Members to view
the accounts in full on the Group website,
1 0 | A DV I S E R T O D A Y

some of the highlights were achieving revenue
growth of 15% and an adjusted profit after
tax growth of 61% on the previous year.
NS: Most importantly, we were pleased to
report within our 2018 figures that the year
saw us make significant increases in many
areas of our business, allowing us to re-invest
into our proposition and further develop the
quality and breadth of the services we can
offer to our customers.

THIS MARKET
PROVIDES A VITALLY
IMPORTANT
SERVICE TO UK
CONSUMERS, AND
THE SIMPLYBIZ
GROUP EXISTS TO
SERVE IT.

Has this helped you to enhance
the proposition offered through
the Group?
NS: Absolutely, underlying our financial
performance was our commitment to make
further improvements to the way we serve
the adviser market. Around 80% of all
fund investments and around 75% of all
mortgages reach consumers via professional
intermediaries in the UK. There is no doubt
that this market provides a vitally important
service to UK consumers, and The SimplyBiz
Group exists to serve it.

Our broad range of services helps over
3,700 professional adviser businesses in
the UK operate more compliantly and
successfully, and in both 2018 and the
beginning of this year, we made a number of
significant improvements to what we deliver.
MT: I believe that the firms that use our
services have reacted really positively to
these changes. We have extended our adviser
customer base by over 8% during the course
of last year, and we were delighted to win
‘Best Service Company’ at the Professional
Adviser Awards in both 2018 and 2019.
2018 saw us launch our brand new Centra
system for financial advisers, and, at the time
of writing, nearly 3,000 advisers from 1,100
firms have already taken up licences and
adopted Centra into their processes. You can
read more about developments on Centra,
and plans for the future, from the Managing
Director of SimplyBiz Investment Service,
Dan Russell, on page 44.
We were delighted that our customer
retention remained strong throughout 2018,
and 2019 so far. The relationships we create
with our Member and Client Firms should
be long-term, as building stronger ties with
our customers only helps us to serve them
better. Since our launch in 2002, we’ve said
that the requirements of our Member Firms,
and their clients, is at the heart of everything
we do and every decision we make, and it’s
just as true today. We depend on feedback
and insight from the firms who use our
services to help us refine what we offer, and
plan our next steps; that’s exactly how we
designed and built Centra, which I believe
is why engagement from advisers has been
so enthusiastic.
On a wider, Group scale, our remodelled
employee benefits software, through Zest,
has won some flagship new clients, including
Howard Kennedy and UNUM in 2018, and
we have already announced Taylor Wimpey
and Aviva as new clients in 2019.
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BIOGRAPHY
Neil Stevens

Neil joined SimplyBiz
in 2003 as a consultant
before being appointed
Operations Director in
2004. From here, he led the acquisition of
Compliance First, subsequently becoming
the Managing Director of that business in
2007, a role he held until 2010 when he
was appointed Joint Managing Director of
the SimplyBiz Group.
Now Joint CEO of the Group, Neil has
executive responsibility for compliance,
operations and finance for The SimplyBiz
Group. He is also Chairman of Defaqto.
Neil is passionate about bringing systems
and technology to advisers, to enable them
to deliver even more to clients, and is an
advocate of advisers creating a 'supply
chain' around their business and service.

Staying focussed on the Group,
in March this year, you made a
major new addition. Please could
you tell us more about that?
NS: Acquisitions have been a feature of
our growth for many years, and in March
we made our largest, and most significant,
acquisition to date; Defaqto.
When considering our next move, we have
looked for acquisition opportunities that
could deliver customer growth, technology
and software and act as a centre of influence
– helping professionals and consumers make
decisions in a complicated market.
Defaqto was able to deliver all three.We’ve
worked with Defaqto for several years and,
as you know, its award-winning technology
underpins Centra. It’s a well-known brand,
both within the sector and for consumers,
and Defaqto’s independent star ratings are
highly sought after, and well respected.
MT: Members of Defaqto’s management
team have personally backed the deal
financially, demonstrating equal confidence
in the opportunities that working together as
a single business will bring.
I don’t believe that we could have made the
acquisition of Defaqto, which was not in a
public auction or competitive process, were it
not for the access to capital and streamlined
process that AIM provides to growing
companies like The SimplyBiz Group.

We cannot know, but I do believe, that had
we made our intention public earlier in
the process then we would have attracted
other competitive buyers; either driving up
the price or possibly preventing us from
completing the deal.

The past 18 months have certainly
been very eventful and positive
for the Group. Are you optimistic
about the future?
NS: We believe financial services is one
of the most exciting industries in the UK,
and we couldn’t be more excited about the
future. There are, and will be, so many
opportunities that arise in retail financial
services; for service companies like The
SimplyBiz Group, for advisers and brokers
and for product providers.
MT: The broad reach of The SimplyBiz
Group across financial institutions in the
UK, working with nearly 400 product
providers across the market, enables us to
capture the benefits of an evolving landscape
to come.
Bringing SimplyBiz and Defaqto together
means that our Group, our people and our
technology will be a winning combination to
deliver, and will continue to deliver fantastic
services to our customers.

BIOGRAPHY
Matt Timmins

Matt joined SimplyBiz
at its inception in 2002
as Marketing Director
and was appointed Joint
Managing Director of the Group in May
2010.
He now serves as Joint CEO of The
SimplyBiz Group, responsible for the sales
and marketing activities of the Group as
well as key strategic relationships with both
insurance and investment companies.
Matt runs several of the key subsidiaries
within the business including SimplyBiz
Services, SimplyBiz Mortgages, Home
Information Group, Landmark, NMBA
and SimplyBiz Support. Matt is also
Chairman of Zest, the Group’s provider of
SAAS technology for the auto enrolment
and flexible benefits market.
Previous employment includes GE
Capital, Misys and DBS Financial
Management.

To find out more about developments
with The SimplyBiz Group, and to read
our latest news, please visit our site at
www.simplybizgroup.co.uk
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OFFERING YOUR CLIENTS
A COMPLETE SERVICE
With outsourcing a growing trend amongst firms, Adviser Today caught up with Group Marketing
Director, Richard Ardron, to find out just what’s driving this growth and whether it is set to continue.
Why is outsourcing popular among
advisers?
Richard Ardron: We have seen a growing
trend for advisers to outsource certain
elements, which is a trend I think will only
continue to increase. I think this can be put
down to a number of issues:
1. The need for advisers to hold specific
qualifications and, although the qualifications
and requirements themselves may change over
time, the impact of taking them does not.
Take the example of occupational pension
transfers, or long term care, these days not only
must advisers hold the relevant qualification,
but they must also be able to demonstrate
competence in these areas. If, therefore, you
are a newly qualified person, it is not a given
that you can immediately commence advising
- gaining the experience is often harder that
passing the examination itself, especially if
you are the sole individual in the firm. These
barriers to entry are driving firms to look at the
referral route and, unless there is a softening of
these rules, I can only see this increasing.
2. You also have the implications of risk,
or time, versus reward. There are a number
of advisers that do hold the necessary
qualifications and do have the required
experience. However, our experience tells
us that more and more of these advisers are
choosing the referral route rather than doing
it in-house. This could be simply because it’s
not core to their operating model, that they
don’t have the time and resource to devote to
this area, or simply they choose not to advise
in this area.
3. Lastly, you have the challenge of efficiencies
and client appetite. Quite simply, the decision
to refer could be down to the economics of
the advice for both adviser and client. Take
for example a Junior ISA – many advisers will
not want to advise on this and clients may not
want to pay for it – an obvious solution is to
pass it to someone who deals in these products
to take the investment.
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Whatever the driver, it’s clear to see why
outsourcing is a viable option and, what’s
more, with good due diligence processes, a
non-compete agreement (where clients are
passed back to the adviser once the business is
concluded) and potential remuneration share,
it can make good business sense to the adviser
and ensures that clients continue to receive
advice on all their financial needs.

IT’S CLEAR TO SEE WHY
OUTSOURCING IS A
VIABLE OPTION WITH
GOOD DUE DILIGENCE
PROCESSES, A NONCOMPETE AGREEMENT
AND POTENTIAL
REMUNERATION SHARE,
IT CAN MAKE GOOD
BUSINESS SENSE

Rather than weakening your relationship
with your clients, I believe that outsourcing
can only strengthen it. You will remain the
conduit through which all your clients’ needs
are addressed, regardless of whether they fall
into business areas in which you yourself have
elected not to advise.
When it comes to ascertaining the risk of
introducing clients to outsourced suppliers,
then check, check and check again! Of course,
undertake the due diligence checks that are
required, but I’d suggest that you dig a little
deeper; ask to speak to previous clients and
other advisers who have worked with the
supplier, ask them to take you through their
processes and make sure you have a full
understanding of how the service provider
will work with your client. If you still don’t
feel sure that your client will be in good
hands, then don’t make the recommendation.
Your relationship with your client is one of
trust, and you need to ensure that nothing
is done to damage this bond, or the client’s
financial situation.
Overall, outsourcing can be a really valuable
option for advisers who want to provide truly
end-to-end services for their clients, even if
they don’t work in – or want to work in –
certain business areas.

What are the pros and cons of

How might this develop (especially

outsourcing?

in the light of regulatory change)?

RA: The two biggest perceived cons of
outsourcing – i.e. the threat of a client
being ‘stolen’ by an alternative provider, or
inadvertently exposing a client to financial
harm – are perfectly easy to avoid.
A robust introducers’ agreement including
a non-compete clause, will ensure that your
existing relationship will be protected from
a legal perspective. From a common-sense
viewpoint, a company that is reliant upon
recommendations would suffer such bad
reputational damage if it started to poach
clients, it wouldn’t remain in business for
very long!

RA: Whilst there is no single piece of
regulation on the horizon at the moment
which specifically relates to outsourcing,
one only has to look at the answer to Q1
to see how regulatory change can affect the
prevalence of outsourcing amongst advisers.
With changes to pension transfer execution
requirements, and an ageing population
highlighting the need for specialist later
life advice, I imagine that regulation will
continue to hasten the growth of the number
of advisers now choosing outsourcing as an
option.
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Outsourced services now available

The SimplyBiz Group offers its
members and clients SimplyRefer
– a collection of outsourced referral
solutions. Each solution is provided by a
trusted partner who has been through the
Group’s rigorous due diligence process
and who can provide the expertise and
professionalism you demand.
By referring to a partner under
SimplyRefer, you are able to offer your
clients access to a service they can trust
and, in each case, we have negotiated
favourable commercial terms for you.
Featured services

DB Transfer Bureau
By far our most popular solution is our
DB transfer bureau, with six qualified
and experienced specialist companies on
hand to deal with your transfer business.
Simply LPA
Our latest addition is Simply LPAs,
allowing you to refer clients to APS Legal
and Associates who will create Lasting
Powers of Attorneys for each client.
Putting a Lasting Power of Attorney
(LPA) in place for your clients means
that, should anything happen to them
due to either an accident or loss of mental
capacity, their affairs can be looked after
by whoever they have appointed – and
this is relevant to all clients, no matter
how old they are! You can find out more
on page 14.
Plus – equity release, Children’s ISA,
GI, secured loans and more available
via SimplyRefer
PLUS
Full service for low value clients

As well as offering solutions for
specific products, we also offer a full
service solution to enable you to pass
any clients that you are no longer able
to service safe in the knowledge that
they will receive a reliable, high-quality
service from a trusted firm, whilst of
course providing you with an ongoing
revenue stream and leaving you free to
focus on your more profitable clients.
Find out more on page 16.

Visit the member website
to find out more:
Your Proposition > SimplyRefer
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WHAT IS
THE MOST
IMPORTANT
ITEM IN YOUR
BUSINESS
TOOLBOX?
S c a r l e t t Mu s s o n
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
APS Legal & Associates
The answer to my question is probably the same as that for a
real toolbox: it depends on the task at hand! What’s important is
having a broad enough kit-bag to be able to choose the right tool
for the job.
What do we do, however, when we encounter a problem we can’t
fix? Even Nick Knowles has his limits, and any amount of DIY
can't correct some emergencies! For those scenarios, we might
look to insurance, to put things right. But what if we come across
a scenario where no amount of planning can fix the issue because
you can no longer implement a plan? That is, what if your client
loses capacity?
In that scenario, luckily, there is a form of insurance, and it comes
in the shape of a Lasting Power of Attorney (LPA). It’s well worth
being familiar with the purpose and benefits of this document, even
if it might not be the first thing we think of when we’re stocking our
financial services toolbox.
In fact, lasting powers of attorney come in two equally important
forms: one for property and financial affairs, and one for health and
welfare. Each of these documents allows an appointed person or
persons, known as attorneys, to make decisions on behalf of your
client if they’re incapable of doing so themselves.
In both cases, the person making a power of attorney (as most
will be aware) is called the donor; and the person guiding them
through the process of this vital legal document might very well
be called…their financial adviser. This is crucial, because despite
constant publicity from the Office of the Public Guardian (OPG),
1 4 | A DV I S E R T O D A Y

BUT WHAT IF WE COME
ACROSS A SCENARIO
WHERE NO AMOUNT
OF PLANNING CAN FIX
THE ISSUE BECAUSE
YOU CAN NO LONGER
IMPLEMENT A PLAN?
THAT IS, WHAT IF YOUR
CLIENT LOSES CAPACITY?
many people still don’t understand that, if they lose capacity, not
even their next of kin has the power to make decisions on their
behalf without a lengthy, and expensive, application to the Court
of Protection. What’s worse is that decisions might be delayed
while this onerous process is completed, leaving the client – and of
course, their finances – in limbo.
Advisers are well placed to combat this. Client education, as
ever, is key – not only in the sense of demonstrating the usefulness
of lasting powers of attorney, but in explaining the traps in the
process, too.

ADVISER MATTE RS

HAVING A PROFESSIONAL
ON HAND TO GUIDE
YOU THROUGH THESE
CONTROVERSIAL BUT
IMPORTANT DECISIONS
CAN BE THE DIFFERENCE
BETWEEN AN EFFECTIVE
DOCUMENT AND A
COSTLY MISTAKE.
While clients can, of course, opt to draft LPAs themselves, there
are some red flags that they should consider before attempting to do
so. Any mistakes in the documents themselves will cause the LPA to
be rejected by the OPG when the time comes for registration and,
whilst this can be corrected (at further expense) if the donor still has
capacity, if registration is in fact postponed until loss of capacity,
there might be no prospect of fixing the document at all. For this
reason, it’s best to register LPAs as soon as they’re signed. Sadly,
however, there are many cases where this advice has not been taken.
It’s also important to note that, while a person might generally
understand that an attorney should be a trusted member of the
family or friend, people still make poor choices, perhaps because they
feel compelled to avoid ‘favouritism’ and appoint all their children, or
simply because they don’t appreciate the extent, and the complexity,
of attorney’s powers. Having a professional on hand to guide you
through these controversial but important decisions can be the
difference between an effective document and a costly mistake.

One particularly relevant point is that attorneys can’t make
decisions about funds under discretionary management, unless a
property and financial affairs LPA explicitly grants them this power.
The general rule is that delegated responsibility – such as that
offered by an LPA – cannot be delegated further.
Thankfully, the OPG has released suggested wording that, when
added to an LPA, can allow attorneys to continue making decisions
about funds under discretionary management. For a member of
the general public opting to draft their own LPA, however, this
information might not come to light until it’s too late.
With an increasing number of advisers recognising the importance
of these documents – and only 1% of the UK’s population having
lasting powers of attorney in place – there’s never been a better time
to get involved.
Whether opting to work on a referral basis, or offering this service
yourself through APS Legal and Associates, or your choice of estate
planning specialist, you’ll be expanding your financial services
toolbox in a way that protects both you and your clients.

For more information, please contact us on
01909 531751 or at enquiries@aps-legal.co.uk
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THE NEW NMBA
Richard Ardron
Marketing Director
The SimplyBiz Group
Last year the NMBA celebrated its 10th year anniversary. Since its
inception, the Academy has focused on helping advisers to develop
their business, whether this was in preparation for the RDR or,
since then, helping to support additional skill requirements and
development needs.
Now, under the new leadership of joint Managing Directors,
Richard Ardron (SimplyBiz Group Marketing Director) and Janice
Laing (Managing Director of Compliance First), along with newly
appointed Head of NMBA, Jennifer Parker, the Academy is about
to embark on its next chapter.

WHILST THOSE
CURRENTLY APPLYING
THEIR TRADE IN THE
SECTOR WILL SPEAK
PASSIONATELY ABOUT IT
TODAY, THE BIG QUESTION
FOR US ALL IS – ‘HOW DO
WE ATTRACT THE NEXT
GENERATION OF ADVISER?’
Working to support the future of financial advice
Ask anyone in financial services what made them choose to get
into the profession and, more often than not, you will be met by
the same reply – ‘I just fell into it’. Whilst those currently applying
their trade in the sector will speak passionately about it today, the
big question for us all is – ‘How do we attract the next generation
of adviser?’
This is exactly the issue the NMBA is looking to tackle head-on
and we believe we are in a great position to really make a difference.
Financial education and careers
Our first mandate is to try and influence the dissemination of
financial information to consumers. We will be doing this by
working with a number of schools who have already embraced
financial services into their curriculum and who are already helping
to prepare students for adult life, by providing them with sound,
basic knowledge to be applied to their own finances.
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Through our ‘Young Persons’ Guide’ and wider material, we will
be looking to provide schools with information and support to pass
on to students, whilst also looking to provide access, through our
members, to advisers, who in turn will be able to provide additional
support via the classroom.
In addition, we will be taking this a step further and working with
schools on careers in financial services, ensuring that our profession
is given the airtime it deserves and creating an aspirational image that
we hope will help to pave the way for new entrants to our profession.
Next generation advisers
With the current demographics of the financial adviser population
as it is, it has been estimated that we need to collectively attract over
1,000 new advisers each year into the industry to ensure its survival.
With a clear mandate to ensure that consumers will continue to
have access to advice, we are committed to:
• Helping to futureproof our industry by facilitating the next
generation of advisers
• Helping to close the advice gap
Through our Apprenticeship Programme, we are committed to
continuing to attract the next generation of adviser. So far, we
have around 80 candidates enrolled onto our Financial Adviser
Apprenticeship scheme and a further 20 more onto our Paraplanner
Programme. With the first cohort due to graduate in October, we
are working hard to identify firms who are looking to bring in
apprenticeships and to build the next tranche of applicants.
We are working with some of the UK’s leading insurance
and investment providers who share our vision, and who are
committed to supporting our efforts to bring new advisers into the
profession. With their help, we are looking to double the number
of apprentices over the next 12-18 months, whilst expanding the
current programme to include apprenticeships in Financial Adviser
Customer Service and wider insurance professional courses.
If you are looking to bring an apprentice into your business,
please get in touch.
Continued development and a widening of services
and products
For a number of years, the NMBA has offered its members access to
a Business Development programme, designed to help supplement
any current learning with additional opportunities. We remain
committed to continuing to delivering the current programme,
which so far this year, has seen a huge uptake in bookings onto our
core events – Best Practice and Business Evolution events.
In addition, we are looking to expand our programme to allow
members to expand their knowledge, skills and indeed service.
Working with carefully selected partners, we will be offering
additional training and the ability to outsource areas of advice that
perhaps advisers are unable to offer themselves.

ADVISER MATTE RS

WITH THE CURRENT
DEMOGRAPHICS OF THE
FINANCIAL ADVISER
POPULATION AS IT IS, IT
HAS BEEN ESTIMATED
THAT WE NEED TO
COLLECTIVELY ATTRACT
OVER 1,000 NEW
ADVISERS EACH YEAR
INTO THE INDUSTRY TO
ENSURE ITS SURVIVAL.

Working together for a brighter future
Members will hopefully be familiar with our regular surveys and the
keen eyed amongst you will have noticed that over the last few weeks,
we have started to change how we engage and research key areas.
The NMBA is leading a significant piece of research into the future
of our industry. Working with our members, we will be looking to
create an understanding of the future landscape in terms of adviser
demographics. We will be asking whether firms are looking to
expand, acquire, retire and take on apprentices, advisers and other
staff. All in all, our research will aim to show what we can expect in
the next five to ten years in terms of adviser growth.
We very much appreciate your support in building up this vital
picture, and look forward to speaking to you over the coming weeks.
Communications
As we evolve our mandate, we will be developing our
communications programme, both on and off line, so watch out for
more exciting developments coming your way.

We will be launching a refer programme allowing advisers to
refer on specific areas of business that they don’t offer themselves,
whether this is due to not holding the relevant qualifications, or
simply choosing not to offer certain areas product areas. This will
include DB transfers, care planning and Lasting Power of Attorneys.

For more information, please don’t hesitate to get
in touch on 01484 439200 or at info@nmba.info
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Helping you establish new
professional connections
Since 1992, we’ve been helping financial planning
professionals build relationships with solicitors.

Listing on the
Law Society
endorsed SIFA
Directory

Business
Development
meetings,
seminars and
webcasts

Guidance
to assure
working within
the Solicitors
regulatory
regime

Solicitor and
Solicitor client
facing marketing
material
The SIFA
Professional
Manual –
guidance and
precedents

For more information about SIFA Professional, contact:
Dave Seager | 07717 130929 | d.seager@sifa.co.uk

www.sifa.co.uk
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SIFA PROFESSIONAL;
THE NEXT CHAPTER
Helping advisers to foster new relations with solicitors

Ne i l S t e v e n s
Jo i n t C E O
The SimplyBiz Group
Amazingly, it is nearly seven years since SIFA Ltd became part of
the SimplyBiz Group family, and in that time we have overseen many
changes within this specialist member of the group. The attraction of
SIFA to us was always their USP, which was their knowledge, built up
over 27 years, of the legal services market and, most importantly, how
best high-quality advisory firms should compliantly and professionally
interact with solicitors.
Financial advisers have always recognised that professional
connections, particularly solicitors, should or could, be a superb source
of client referral, but turning that knowledge into reality has often been
frustrating. In truth, many may have given up, finding solicitors to
be unwilling partners, too transactional and simply not commercially
minded or imaginative enough to recognise the benefit for them and
for their clients of referring to the right financial advisory partner.
Well the good news is that times are changing and SIFA Professional,
the part of SIFA that specialises in assisting its financial advisory
members succeed in building solicitor partners, has seen significant
growth in 2018. This success has been driven by a greater proactivity
under the new leadership of Dave Seager, a SIFA Director since 2008,
and by significant regulatory changes and an increasingly competitive
market faced by solicitors.
The Solicitors Regulation Authority in recent years has made major
changes to encourage the firms it regulates to be more commercially
minded and to present themselves more enticingly to potential clients.
These changes have been ushered in on the back of a vast amount of
their own and independent consumer research that indicated that
customers wanted to be able to properly research potential price and
value of key legal services. The fact that consumers have traditionally
had trouble in comparing the services and prices of solicitors has led to
them seeking alternative legal providers or DIY solutions.
However, the regulator has not only brought in new rules on how
solicitors should present themselves, but there are also new simplified
standards and regulations for solicitors arriving in November of
this year. The new rules are more concise and designed to increase
professionalism of individual solicitors and firms, and this includes how
they select who to refer work to and crucially how they demonstrate
this is in the clients’ best interests.

SIFA Professional, as a membership proposition, actively assists firms
not only understand the new rules for solicitors but also how best to
take advantage of them. There are huge cross-over areas where work
that solicitors undertake gives rise to the need for complimentary
financial advice, such as pensions and divorce, and wills and estate
planning, and clients want, and increasingly expect, joined up holistic
advice. If they cannot get this from one firm of solicitors they will
seek another that is working closely with a financial advisory partner,
and SIFA Professional gives you the tools and knowledge to be that
advisory firm.
SIFA Professional is now a standalone SimplyBiz Group proposition
and the membership is available to you at a significantly discounted
monthly fee that can be added to your exiting membership. With the
Solicitors Regulation Authority’s new rules encouraging greater and
more structured interaction with other partners who can enhance
the client experience, with SIFA Professional’s knowledge, business
precedents, marketing material, seminar support and consultancy,
there has never been a more obvious time to consider this unique
support. The icing on the cake is that membership will see your firm
listed on the SIFA Professional Directory, which is endorsed by the
Law Society of England and Wales.
I am convinced that if you are serious about building meaningful
partnerships with solicitors or enhancing existing ones, then joining
SIFA Professional will be of huge benefit to you and 2019 is the year
to do it. To find out more visit the SIFA Professional site, contact the
MD of SIFA Professional,

To find out more visit the SIFA Professional site,
contact the MD of SIFA Professional, Dave Seager on
07717130929 or dave@sifa.co.uk.
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WHAT IS THE COST
OF IMPLEMENTING
THE BEST TECHNOLOGY?
Ni c k E a t o c k
Executive Chairman
In t e l l i f l o
With the ability to automate vast swathes
of the advice process, from valuations
to income matching and workflows to
document generation, the question, really,
is: what is the cost of not implementing
technology in your financial advice process?
The main evaluation is one of time. How
long does it take to manually run valuations?
How long to match income reports? How
long to establish workflows and their
consistency? How long to write, sign and
send key client documents?
Once this has been established, it is worth
considering what can be done with that time.
For those firms that are taking advantage of
automation throughout their processes, what
they are doing with the time saving is clear –
they are using it to focus on client servicing
and client generating activities.
We established our eAdviser Index to
ascertain how well and to what extent users of
our Intelligent Office software are using the
tools available to them. Whilst comparatively
few firms are obtaining Champion status, i.e.
are using all of the functionality available,
the number of firms which are is growing
and those that have reached that status are
realising vastly superior business results to
their peers.
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The average number of clients per adviser
in the Champion group is 234. Compare
this to those in the Explorer group, i.e.
those starting out on their adoption journey,
where the average is 103 clients per adviser.
The difference is stark, but the gap is far from
insurmountable.
What these firms have in common is that
they are using the same software. Their
overheads for this are, broadly speaking,
similar. So, the cost per licence is comparable
across those firms servicing 234 clients per
adviser and those servicing 103. Again,
what’s the cost of not implementing all of
the technology which is available?
The knock-on effect from servicing more
clients is obvious, but nonetheless worth
pointing out. Average revenue per adviser
in the Champion group is £248,333; in
the Explorer group it is £135,996. The
percentage of recurring revenue also leaps
up, from 45% in the Explorer group to 60%
in the Champion group. Not only are the
best adopters of technology in the financial
advice industry servicing more clients, they
are keeping more clients happy.

The obvious retort is that these firms are
devoting lots of time to these projects. It is
a time intensive project to get new software
up and running. Once the foundations of
the software are in place for your business,
though, you can start to build upon them
with new integrations and tools.
It’s not an overnight process to get fully
up and running at Champion status. The
major cost is time. You need to have a plan
in place and the commitment to implement
it. Getting things set up correctly is time
consuming but there is help in place to
get you there. And the results speak for
themselves. It’s never too late to start and you
will reap the rewards further down the line.

For more information on
Intelliflo’s eAdviser Index, visit
www.intelliflo.com/eadviser-index
or call us on 0330 102 8402.

EXC LUSIVE INTERV I E W

SIMON SAYS...
In this Adviser Today exclusive, Simon
Rogerson, CEO and Co-Founder of
the Octopus Group and City AM
Entrepreneur of the Year, gives us his
insight into the challenges currently
facing advisers, fintech and why
financial education is so important.

Tu r n o v e r t o r e a d o u r e x c l u s i v e
interview in full.
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Simon Rogerson
C E O a n d C o - Fo u n d e r
Octopus Group

To begin, what do you think are the

On the Advice Show, you spoke about

biggest challenges and opportunities

an initiative that sounded most like a

facing advisers this year?

sandbox within the Octopus Group,

Simon Rogerson: I think one of the
interesting things about advice is that the more
difficult and complex the landscape, the more
important it becomes. 2018, which brought,
amongst other things, confusion around Brexit,
Trump’s policy decisions and China’s trade
talks, created a situation in which it was very
challenging for consumers to know the right
things to do and the right decisions to make.
As a result, it’s a time during which advisers can
offer a great amount of value to clients.
We also saw the results of some legislative
structural change. Changes to pension
freedom are now really bedding in, which
creates the potential for a range of better, more
specific, outcomes for clients. Of course, this
also brings with it more difficult and complex
options, increasing demand for advice, and
opportunities for advisers to add value.
Do you think resistance to technology

where new ideas were trialled by your
internal advisers first. Is a lot of that
innovation based around developing
technology and efficiency?

SR: Yes, 100%. We’re trying to speak to as
many advisers as possible and asking them
“Tell us where your frustrations are, tell us
what doesn’t work as it should, from your
perspective? What doesn’t work as it should,
from your customers’ perspective?” We have
an innovation arm which we set up about four
years ago, and that’s about 120 people who are
looking to use technology to build products
and services that should make advisers’ lives
much, much easier.
That’s exactly what we are here to do, and that’s
exactly what we want to do. When advisers
come to us and tell us that something is a real
bugbear, you can automate much of that, but
it needs an understanding of technology, and
that’s what we’re trying to deliver to advisers.

is because advisers see technology
as being ‘in-between’ them and
the client, or that technology is just
not seen as a necessary part of the
process?

SR: A little of both. When you ask advisers
how many clients they have and how many
they want, if the answer to both is “150”,
then they can be very happy with that as
they never lose them! Without that burning
platform, there’s no need for adviser firms to
change. I also think for most advisers, if you
haven’t grown up around technology, and
technology is not a competitive advantage, it’s
not something that you naturally think about.
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You

also

mentioned

that

you’d

be happy to see a move towards
more females becoming involved in
financial advice, do you think that
would be helped by better financial
education?

SR: An analogy that I think works really
well here is to look at advisers, if their role
is done well, as akin to a GP. I go back and
see the same doctor every time because I
really trust her and I think she has my best
interests at heart, and I think that’s the
relationship that people have with their
financial adviser too.

In the UK, the mix of GPs is marginally
majority female – I believe around 53%
female. If you looked at the gender mix in
advisers, I’d imagine it would be around
90% men and 10% women. That, I think,
leaves an opportunity for us to encourage
more diversity and different ways of
thinking and behaving by encouraging
more women into the industry.
So, I think there’s a whole opportunity
out there, and I think the industry will
evolve quite a lot over the next ten years. I
think it’s all of our responsibilities to start
educating people from when they are at
school through to when they’re at university
and I think that it will be clear to everyone
– men and women - that this is an attractive
career that they want to get into.
When we talk about intergenerational
advice, and moving on to the next
generation of client, do you think tech
is also the biggest hurdle advisers
need to overcome there?

SR: I think the biggest hurdle is probably
education as people just don’t understand
just how powerful financial planning is. If
you ran a seminar for the next generation to
show them the power of financial planning
and said, with all variables kept constant,
with no financial planning, this is what your
family’s financial worth would be. Now, let
me optimise that with financial planning,
during accumulation and decumulation,
and I’ll show you what the difference is. That
exercise would be unbelievably powerful.
If you look at the world around us changing,
and look at robo-advice, it’s solving the
wrong problem. Robo-advice is leading
with investments, and clients don’t wake
up thinking or caring about investments.
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What they wake up thinking about is their
family, and their personal life goals, and
that’s the massive competitive advantage
that financial planning firms have - they
understand the power of advice, they get
it. What they need to do now is engage
with technology and work out how they
could build a much bigger business, if they
wanted to, with technology doing 95% of
the heavy lifting.
I believe you do some charitable work
with a company that delivers financial
education to young people?

We do, we work with a charitable
organisation called MyBnk and that brings
us back to exactly the same point – it’s
all about education. It’s weird that the
education system in the UK doesn’t explain
to people very basic things like credit cards or
mortgages or budgeting or how you should
live your financial life. This is stuff that really
matters to people, and it’s why financial
advisers are so unbelievably important and
make such a huge difference to people’s lives.
It’s the reason that clients of financial advisers
are so happy and so ‘sticky’; they’ve had their
eyes opened to what the reality can be.

ROBO-ADVICE IS
LEADING WITH
INVESTMENTS, AND
CLIENTS DON’T
WAKE UP THINKING
OR CARING ABOUT
INVESTMENTS.
WHAT THEY WAKE
UP THINKING ABOUT
IS THEIR FAMILY.
There are millions of people in the UK
who need their eyes to be opened, so we
need to recognise that clients of around 35
or 40 probably want to interact with their
adviser in a very different way from a client
who is 65 or 70. One generation has grown
up with technology and interaction with no
friction, and them being absolutely in control
of the relationship, and that’s what they now
expect in every part of their life. I think it will
be no different with financial advice, except
for the fact that face-to-face advice, and a
person being involved, is massively important.
It’s that person who provides the empathy and
the understanding that then gives that client
reassurance and trust. A model which is entirely
driven by technology doesn’t work. A model in
which technology does the heavy lifting with
a person sitting above that to provide the trust
and empathy, absolutely does.

Simon Rogerson is the CEO and
co-founder of Octopus, a group of
companies that invests in the people, ideas
and industries that will help to change the
world. Octopus Group ties together six
distinct businesses: Octopus Investments,
Octopus Healthcare, Octopus Energy,
Octopus Ventures, Octopus Property and
Octopus Wealth.
When Simon co-founded Octopus
in 2000, it was with the belief that
entrepreneurs can help drive change by
disrupting established industries and
putting customers first. Octopus has
grown rapidly since then, building sizeable
investment platforms in renewable energy,
healthcare infrastructure and smaller
companies. Octopus now has more than
£7.7 billion funds under management
from retail and institutional investors.
In 2016 Octopus launched its consumer
energy supply business, Octopus Energy,
providing customers with sustainable and
fair pricing, combined with truly digital
customer service. It has scaled quickly to
more than 600,000 customers and is the
only Which? recommended supplier.
Simon is a passionate champion of UK
entrepreneurs and high-growth small
businesses, and serves as an adviser to
The Entrepreneurs Network. He was
named 2017 EY UK Entrepreneur of the
Year, alongside co-founder Chris Hulatt,
and awarded Entrepreneur of the Year
2018 by City AM.
Before founding Octopus, Simon spent
two years working at Mercury Asset
Management. He graduated with a firstclass MA in Modern Languages from St.
Andrews University and is a Chartered
Financial Analyst.

Thank you for reading. If you’d like
to hear more from Simon, or read
more about the Octopus Group,
please visit octopusgroup.com
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PRACTICAL GUIDANCE FOR
OPTIMISING YOUR WEBSITE
12:40 AM

100%

NextGen from SimplySites, is a low cost, effective and ready to use web solution for firms of all sizes.
It comes with an array of pre-written and compliant copy, with the ability for firms to change and
add content to make the site more personal.
Created at no cost and provided exclusively to firms of The
SimplyBiz Group, the solution is available with a low monthly
hosting cost and an array of designs and additional features, making
it the most cost effective, yet powerful web solution of its kind.
Whilst the solution is primarily designed to provide firms with the
web presence they desire for their existing clients, it can of course
be used for attracting prospective clients. If this is something you
are seeking, then read on to find out how you can get the most
from your site.

Alternative text – also known as ‘alt text’. This is the text equivalent
of the images on your website and is a crucial aspect of SEO as it
informs Google and screen readers (used by visually impaired) what
your image is or refers to. You can see the alt tag when you hover over
the images, for example:

External influences

It is important to recognise that whilst your NextGen site has
been set up for optimal use and search engine compatibility, it is
one site in an extremely busy virtual world.
There will be many firms with rather large budgets employing
specialists to ensure that their site appears favourably on search
engines and indeed there will be companies approaching you with
reports they have carried out on your site, for example YELL, which
provide free reports analysing the performance of websites. Most of
these reports are generated by automated tools and their findings are
often incorrect or simply not relevant, with the aim of the report to
generate work for the company producing them by selling SEO and
social media packages.
That said, there are steps that you can take to ensure your site fares
well in these reports and indeed wider in search engines.
Mobile optimisation

Mobile friendly – this refers to whether
or not your site is optimised and therefore
displays correctly on mobile devices.
Estimates vary, but it’s generally accepted
that more than 50% of website sessions
are on mobiles or tablets. Therefore,
mobile optimisation is important.
The good news is that NextGen sites are
fully optimised, here’s an example of one
of our demo sites on a mobile:
Mobile speed – this measures the speed
that your mobile site loads on a 4G
connection
Our NextGen sites are mobile optimised
and built to be simple, so they should load
as quickly as possible on mobile devices.
Website quality

12:40 AM

100%

Amount of content – this is a very arbitrary measure of the number
of words across your website. SEO experts disagree on what number
(if any) is the optimum number of words on a page. Whilst Google
will penalise a site with little content, the most important thing is
that you have relevant content – this is more important than the
number of words.
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Headings – these are crucial for SEO as this is one of the first features
Google will see when scanning your site. Each page must have one H1
heading only. Here’s some additional advice about H1 headings:
• Ensure your H1 describes the topic of your page – a topic that
might be searched in Google – and stands out
• Keep your H1 between 20 and 70 characters
• The NextGen sites allow you to change these to suit your own
needs
Images – it’s important that all the images on the site are web
friendly, i.e. they are of a good quality and they load quickly. It’s also
very important that all the images that are used on your site have
been purchased using the appropriate licences. Image libraries are
very strict about use of their images and have the right to issue fines
if their images are used without appropriate licences.
Any images provided as part of ‘Image packs’ with your NextGen
site, have been purchased for use on your site, therefore you don’t
need to worry. The images are also web friendly and will load quickly.
If you upload or provide your own images, it is your responsibility to
ensure that the correct licences have been purchased. You also need
to check (just ask us) if they are of adequate quality.
Link text – this refers to how your links are written and the words
they use.
• As long as you are following good copywriting practise (as
NextGen sites do) you will not need to worry about this

TEC HNOLOGY IN YOUR BUSI N E S S

Sitemap – this is an html ‘map’ of your sites structure.
• Again you won’t have to worry about this with your NextGen
site as this will have been automatically generated for you
Titles and descriptions – this is the information that Google pulls
through to search results pages.
• Ensure that each page’s titles and descriptions are unique,
snappy and relevant to the content on the page
• We can assist with this
Website security

SSL – your site has an SSL certificate, this is demonstrated by the
https in the URL e.g. www.alpha.simplymembersites.co.uk and also
by the padlock icon in the address bar. SSL is important as it protects
information by encrypting data.
Content

Fresh content – updating your site with new, fresh content is not
essential but is advisable
• Backlinks – this is the number of websites that link to yours.
Backlinks have a positive impact on your search ranking,
however you need many backlinks and good quality ones.
Getting backlinks requires time and effort and they are of
more concern when you may be competing nationally for
high volume searches. You can ask partner companies to add a
link on their site to yours.
• Twitter, Facebook and LinkedIn – it is not essential for SEO
to have social media links - However, these links can be added
and you can easily set up the accounts yourself.
• Video – whilst your site will benefit from adding videos, it’s
not essential to do so. It’s best to concentrate on providing
relevant and straight forward content for your visitors. If you
do that, you won’t need video (which causes problems for
mobile visitors anyway).
• Local listings – it is important to list your company location
on your website. Your NextGen site lists your address along
with an embedded Google Map.

• Reviews – lots of good reviews with Google, or sites like
Trustpilot, will have a positive impact on your search ranking.
• However, reviews are likely to be more impactful for larger
organisations that can receive a large volume of reviews.
With small volume of reviews, one bad review can have a
larger negative impact.
• Encouraging clients to leave reviews requires work to
monitor and respond to these reviews – otherwise it can
again have a negative impact.
• VouchedFor – this is obviously very relevant for IFAs.
Depending on which level of NextGen site you’ve chosen, we
can add the VouchedFor widget to it for you.
When you subscribe to a NextGen site, your website is ready to
‘go live’. However, if you subscribe to a Pro+ or 24/7 site, you have
the ability to make changes to your site, add content and enhance
the SEO tools.
Other things that are important to your site’s
optimisation

Page speed – how fast your website is. This is a big factor in
determining your search ranking. If your site loads quickly, Google
will favour it. NextGen sites are optimised for speed, so you don’t
have to worry about this
Site structure – how your site and its pages are structured. Another
significant factor in your search ranking. If your site is simple and
well structured, it will be easy to read for Google’s search engines –
something that Google favours. NextGen site templates are simple
and straight forward so you’re likely to have a sound site structure.

To find out more about getting
a compliant, optimised NextGen site,
contact simplysites@simplybiz.co.uk
or visit nextgensites.co.uk
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INTRODUCING YOUR NEW...

As hopefully you are now aware, you have access to our Group Compliance Centres of Excellence,
and this highly focussed strategic change is demonstrated through the revised compliance tab
on your Member website. In the last edition of Adviser Today, we explained our intention to bring
together the key elements of the expert compliance available across our Group companies into one
consistent focus. This has resulted in the Centres of Excellence which are now dedicated to meeting
your compliance needs, through teams of specialists from across the Group formed under their
respective areas of expertise.
What this means, is that you have access to expert compliance advice
across a range of areas and a clearer route to integrated compliance
advice at all levels, pulling together compliance previously available
across a wide area into one dedicated unit, to meet your firm’s
requirements. This should result in you being able to spend more
time doing what you do best; delivering high-quality, personal
financial advice to your clients.
There are a number of ways to access the Centres all of which are
detailed within the compliance tab on the website.
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DEDICATED TO MEETING
YOUR COMPLIANCE
NEEDS, THROUGH TEAMS
OF SPECIALISTS FROM
ACROSS THE GROUP

TEC HNICAL TALK

• If you are looking for personalised on-site support for your
firm, our compliance consultancy team will visit and assess
your firm’s processes and approach, and, where needed, will
highlight any changes required through a detailed report,
providing suitable recommendations and solutions
• A dedicated Senior Manager & Certification Regime
(SM&CR) Centre, with the documentation and additional
support to help your firm make the transition as smoothly as
possible
• An extensive compliance library, which also features focussed
compliance newsletters for investment & pension and mortgage
related compliance
The Centres of Excellence have been created to help to relieve
the regulatory burden upon you, through the provision of relevant,
reliable and comprehensive support, delivered in easy-to-understand
language, all designed with your compliance needs in mind.
The widening of our services should not have caused you any
disruption; and if you have not yet accessed the support, we feel
sure you will continue to receive the excellent, dedicated and
specialist delivery of support you would expect from SimplyBiz and
the wider Group.
As we are committed to ensuring you receive outstanding service,
this area will continue to develop to provide more focussed support
for every change in regulatory requirements. We hope this becomes
a key area for you but if you have any questions, please don’t hesitate
to get in touch.

Each Centre has harnessed the greatest regulatory and technical
expertise from across the Group to build focussed units operating in
the fields of policy, service helpdesks, specialist compliance services,
bespoke compliance consultancy and, of course, a dedicated area
providing Senior Management & Certification Regime (SM&CR)
support.
Some of the highlights of the online changes introduced:
• A brand new dedicated Policy Library that features papers
relating to change and the important things your firm needs
to know, offered in jargon free language to be clear and
transparent
• All our Service Support Centres have key contact details
including technical, pensions and the accompanying pensions
documentation library, tax and trusts and later life
• You can now access a brand new Specialist Compliance Centre
providing additional technical support including training and
competence scheme management, fit and proper and credit
checks, complex financial promotion support and website
support plus a highly detailed range of file reviews

Janice Laing, Managing Director, Compliance First and
Gary Kershaw, Group Compliance Director, The SimplyBiz Group

Visit the Compliance section of your website for
more information about each of the centres
and the support available to you.
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TAKING CHARGE:
HOW TO CREATE A CHARGING
STRUCTURE FOR YOUR FIRM
Ne i l S t e v e n s
Jo i n t C E O
The SimplyBiz Group
What to charge, and how to charge, have been key topics over the
past eight years for professional financial advisers. The prospect of
the forthcoming RDR sent some into a panic during the first few of
those years, but financial advisers planned well and have met the true
test of customer value since. Five years on from the implementation
of the RDR, and advisers are simply doing better than ever. Recent
data from the FCA has shown that revenue and profits continue to
grow for advice firms and, contrary to the received wisdom, there is
net growth in the nearly three million UK clients being served by
financial advisers.
Advisers have also responded to the reform of the sector by thinking
more about their businesses. Our work in compliance and business
development has seen us engage with over two thousand firms during
this transition, and help them to design, plan and implement more
robust business models - and to be far more efficient through the use
of technology. Firms continue to regularly review their services and
charges, partly in response to the evolving regulatory requirement,
but also because it is good business practice to do so.
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WHEN WE CONDUCTED
OUR FIRST MAJOR PIECE
OF RESEARCH INTO
ADVISER BUSINESS
MODELS IN 2013, WE
FOUND THAT 46% OF
FIRMS STATED ‘PRICING
THEIR SERVICE’ AS ONE OF
THE BIGGEST CHALLENGES
IN THEIR BUSINESS.
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When we help firms develop and review their business model, we
start with the clients. A variety of approaches can be used to segment
clients based on their needs, their wealth, and the breadth of the
service. Once you have identified your segments you can model the
services you will provide and the value that you provide to the clients
within them. Firms often use the ‘average total time to provide a
service X a notional hourly rate’ to calculate the fee minimum per
client. You may, of course, still choose to take on clients that are not
instantly profitable, many good businesses are happy to invest in new
clients initially for the lifetime value they can bring, and at least it
will be a conscious decision for your business.
Some services are high value to a client but have low unit-cost to
deliver, such as providing an online portal. We recommend that
advisers invest in technology to deliver these value-adding services
to those clients that want them, as you will develop better ways to
provide your service at lower cost, and clients will be happy to pay
for the extra convenience.
When we conducted our first major piece of research into adviser
business models in 2013, we found that 46% of firms stated ‘pricing
their service’ as one of the biggest challenges in their business.
Around half of firms priced services based only on the client’s wealth,
whereas around 20% also reflected the complexity / sophistication of
advice that the client needs. At that time it took an average of seven
hours and 40 minutes to provide a full advice service to a client, and
the vast majority of firms charged c3% initial fee plus 0.5% for the
ongoing service.
Our experience today shows us that there is a wide array of
approaches taken by firms. There are some that model fixed fees
based on hourly rate x time examples, whereas others use ad-valorem
models based on a percentage of assets under advice. While there
exists a wide array of methods and scales within individual firms, the
vast majority of firms ultimately fall within a 0.5% to 1% of assets
as an ongoing fee, and the average rate across a very large sample
is 0.69%. The time taken to give advice on a like-for-like basis has
almost halved in the past five-years, but this has been largely offset
by the significant increase in the complexity of requirements for the
modern client. Many firms are also providing essential supporting
services for their clients, such as estate planning, on a fee-based
charging structure that accompanies the financial advice fees. Not
only does this help you satisfy a broader set of client requirements,
but it can significantly increase your average revenue per client.

WHEN WE HELP
FIRMS DEVELOP AND
REVIEW THEIR BUSINESS
MODEL, WE START WITH
THE CLIENTS.
Charges must, of course, be clear, fair and not misleading, and the
quality of regulatory disclosures continue to evolve.
Everything we have seen demonstrated since the RDR confirms that
advisers have nothing to fear from discussing charges transparently
with their clients, and everything to gain from charging appropriately
for the exceptional and unique service that they provide.

To discuss your individual charging structure in more
detail, get in touch with our Business Consultancy team
at investmentservices@simplybiz.co.uk,
or give us a call on 0808 1240000
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GOING FOR GOLD
Liz Coyle
C o m p l i a n c e Po l i c y M a n a g e r
The SimplyBiz Group
The Pension Transfer Gold Standard, launched in early April, is a
voluntary code based around a set of nine principles designed to
deliver advice that observes high professional standards, and to help
financial advisers demonstrate good practice and ethical standards in
the delivery of financial advice on Safeguarded and Defined Benefit
Pension transfers.
The Pensions Taskforce, was made up of representatives from
consumer bodies, financial advice firms, scheme administrators,
pension providers, PI Insurers, compliance consultants, and the ‘new’
Money and Pensions Service (MAS, Pension Wise, and The Pensions
Advice Service), with involvement from the FCA and TPR.
The initiative was kicked off last year as part of the reaction to the
adverse publicity around poor advice given to many British Steel
Pension Scheme members.
It is explicitly aimed at increasing awareness and empowering
consumers, in respect of the transfer of defined benefit and
safeguarded benefits, and links to a code of practice which can be
adopted by professional advisers.
The objective is to help consumers better understand what good
advice looks like, where they can find it, and align with initial
guidance for consistency.
Although initiated by the Personal Finance Society, it is open
to all professional advisers with the appropriate investment
and pension transfer qualifications, compliant Professional
Indemnity Insurance Cover, and who are not subject to
regulatory or professional sanctions.
The principles should be self-explanatory, and support you in
structuring your advice process in a compliant manner.
A Practitioner’s Guide has been put together which gives examples
of how each principle can be put into practice.
The principles are as follows:
1. Helping clients understand when advice is appropriate.
This is about ensuring that all clients or prospective clients have
sufficient accessible information about safeguarded and flexible
benefits, including the generic advantages and disadvantages of each,
to enable them to consider their personal circumstances and in so
doing, decide whether to take advice on the transfer or conversion of
their pension benefits.
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Importantly, this is an education process and not advice: the
information should be provided ‘at arm’s length’, and in a way that
does not represent undue influence or become advice itself.
2. Ensuring advice given supports the clients overall financial
well-being in the context of their stated objectives.
You should not provide a personal recommendation if the client
cannot clearly demonstrate the logic of what they are trying to achieve
in the context of their stated objectives and overall retirement plan.
If a transfer would not meet the client’s objectives, you should not
go on to facilitate a pension transfer against your own professional
advice, if it leads to arranging an unsuitable solution.

THE INITIATIVE WAS
KICKED OFF LAST YEAR AS
PART OF THE REACTION TO
THE ADVERSE PUBLICITY
AROUND POOR ADVICE
GIVEN TO MANY BRITISH
STEEL PENSION SCHEME
MEMBERS.

3. Ensuring client understanding and acceptance of all charges
This about giving the client a full understanding of exactly how
much money will be charged if the advice is to transfer or not to
transfer, any charges that relate to facilitating a transfer and any
ongoing charges that will apply following a transfer (including any
assumptions used), and then asking them to ‘play this back’ to you to
ensure their full understanding.
As per current regulatory requirements, charges should of course be
clear, transparent and unambiguous in terms of amount and timing.

TEC HNICAL TALK

THE TASKFORCE WILL
ALSO BE ENGAGING WITH
THE WIDER PENSION
MARKET, WITH A VIEW
TO ENCOURAGING ALL
ORGANISATIONS TO
ENDORSE AND PROMOTE
THE AIMS AND OBJECTIVES
OF THE GOLD STANDARD.
4. Ensuring the most appropriate and updated technical skills
are applied
Pension Transfer Specialists (PTS) should stay up to date with
regulatory intent and best practice, they should hold appropriate
investment and transfer qualifications and be able to demonstrate a
minimum of 4 hours every year of CPD to support this.
This can be structured or unstructured or a mix of both, and can be
within the minimum required 35 hours, but will need to be specifically
aimed at the pension transfer market and safeguarded benefits.
5. Transparent management of Conflicts of Interest
Advisers will need to create and maintain a Conflict of Interest
statement specifically in respect of Safeguarded Benefit transfers which
identifies all the conflicts of interests to which the firm and adviser/s
may be exposed (including any caused by charging structures such as
contingent charging), and how these are mitigated and/ or remedied.
6. Helping clients understanding the cost of transferring benefits
This relates to giving prominence to the Transfer Value Comparator
within the suitability report, including a one-page statement to be
signed by the client confirming their understanding, based on the
assumptions inherent within the TVC ‘they are giving up £XX in
exchange for the perceived benefits of a move to a more flexible
pension environment’.
7. Avoiding unregulated investments and introducer’s
Recommend mainstream investments from regulated investment
companies (this may differ if a client is deemed an expert investor).
Don’t accept introductions from unregulated firms that provide,
facilitate or otherwise arrange unregulated investments.

8. Transparency in advice processes and outcomes
Making information available about requests for information
from consumers, professional indemnity insurers, pension providers
affiliated to the Pensions Advice Taskforce (PAT) and to the Steering
Group of PAT.
This includes non-personalised MI of client/prospective client
engagement over the past 12-month period, those referred into a preadvice education process, those who then went on to take advice,
those who received a recommendation to transfer, and those who
went on to transfer on the basis of a contingent charge.
9. Promoting the Consumer Guide to the Pension Transfer Gold
Standard Advice
This is about providing all prospective clients with the Consumer
Guide to the PTGS before entering the advice process.
Adopters will have the right to use the Gold Standard logo in their
marketing material.
They will also be identifiable within the Money Advice Service
Retirement Adviser Directory as an adopter of the Gold Standard.
How will consumers get to hear about the Gold
Standard?
The Gold Standard will be signposted within the Money Advice
Retirement Adviser Directory, and there will be signposting to
adopters following pension guidance sessions where appropriate.
The Taskforce will also be engaging with the wider pension market,
with a view to encouraging all organisations to endorse and promote
the aims and objectives of the Gold Standard.
In my view there is nothing within the standard that prevents firms
from signing up.
You may need to record a little more information about your
activities, and be prepared to share more information about this with
your customers, but in view of the importance of this area of financial
advice in underpinning consumer confidence in the profession, that
is likely to be a small inconvenience.

If you need any further information,
please don’t hesitate to get in touch with our
pensions technical team on 01484 439126 or on
pensions@simplybiz.co.uk
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MiFID II
MYTHBUSTING
Ga r y K e r s h a w
C o m p l i a n c e D i re c t o r
The SimplyBiz Group
At many events I’ve attended recently, there’s been a lot of
interesting debate around MiFID II, particularly in respect of
annual reviews and charging. Many firms have been concerned
about the amount of time that adjusting to the new regulation is
taking, the difficulty they are having in gathering information on
costs and charges, and a perceived lack of support and clarity from
providers, who seem unable to give them some of the important
information they need.
On top of that, I do feel there’s a little bit of confusion around MiFID
II and what it actually brings. As data rules are written within MiFID
II, it says that if your clients have MiFID II products, as part of your
process you must undertake a review of suitability, and that must be
done annually. However, that’s only the case if that’s what your service
agreement with your clients dictates. Take, for example, a firm which
offers clients a transaction only service; it’s a simple agreement –
namely, we will assess suitability at outset, we’ll make recommendations
based on your individual circumstances and your needs at that
time, but there is no ongoing review with that service offering.
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ENSURE THAT THE
PROVIDER CAN GIVE YOU
THE INFORMATION THAT
YOU NEED IN ORDER
TO UNDERTAKE YOUR
REVIEWS AND DO THE
NECESSARY DISCLOSURES
UNDER MIFID II.
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I DO FEEL THERE’S A LITTLE
BIT OF CONFUSION AROUND
MIFID II AND WHAT IT
ACTUALLY BRINGS.
Now, the MiFID II regulation doesn’t supersede that service
agreement and doesn’t therefore commit you to have to undertake
a review which you haven’t agreed with the client.
The key to this is – what does your proposition say? If your
proposition is that you provide a review of suitability on an annual
basis, then that’s in line with MiFID II. What you can’t do is say
you’ll provide a review of suitability and do it every two years, as
MiFID II does supersede that; a review of suitability must be done
every year. However, it is possible that you could have a proposition
and a service agreement with your client that does not contain a
suitability review, therefore there’s no changes to that agreement
under MiFID II.
It seems that one of the other challenges that firms are seeing, is
getting the right level of detail in terms of their ability to disclose
costs and services to their customers. I think it would be fair to say
that a lot of the platforms and product providers struggled to come
to terms with that at the outset of MiFID II, but I think that most of
them are probably there now.

What’s really important with advisory firms at the moment, is that
when they are conducting their due diligence and looking at the
PROD work that you have to undertake whilst selecting a product
provider with which to work, make sure that they can deliver things
that benefit your service. Ensure that the provider can give you the
information that you need in order to undertake your reviews and
do the necessary disclosures under MiFID II. I believe that’s one of
the key points.

For more information, see our comprehensive
MiFID II guides which can be found in the
‘Compliance’ area of the SimplyBiz website.
To see Gary talk further about MiFID II,
and other key compliance areas, please visit
the ‘Regulation’ area of the Adviser Media Player at
www.advisermediaplayer.co.uk
If you have any queries about MiFID II,
or any other compliance issue, please don’t
hesitate to get in touch with the team on
01484 439120 or at compliance@simplybiz.co.uk
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SM&CR: MUCH NEEDED CLARITY

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
There are four Prescribed Responsibilities (PRs) a firm must allocate
to its Senior Manager(s). A fifth responsibility applies if the firm is
authorised to hold client money/assets (a CASS firm).
Please bear in mind that PRs apply to ‘Core’ firms only. They do not
apply to ‘Limited Scope’ firms, e.g. sole traders or limited permission
consumer credit firms.
Firms should decide which Senior Manager is the best person to hold
each Prescribed Responsibility. This should be the person who has the
required knowledge and competence to be responsible for that activity.
The expectation is that each PR is allocated to only one person,
i.e. firms should not divide or share a particular PR unless there are
exceptional circumstances (e.g. a job share), as this can blur the lines
of accountability.

PRS APPLY TO ‘CORE’
FIRMS ONLY. THEY DO NOT
APPLY TO ‘LIMITED SCOPE’
FIRMS, E.G. SOLE TRADERS
OR LIMITED PERMISSION
CONSUMER CREDIT FIRMS.
All PRs must be allocated (except number 5 below, unless it is
relevant). It is possible for one Senior Manager to hold multiple PRs
(please note this is different from sharing a PR). It is also possible
for a Senior Manager not to hold any PRs, where these have been
allocated to others within the firm.
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The responsibilities that must be prescribed are:
1

Performance by the firm of its obligations under the
Senior Manager Regime, including implementation
and oversight.

2

Performance by the firm of its obligations under the
Certification Regime.

3

Performance by the firm of its obligations in respect
of notifications and training of the Conduct Rules.

4

Responsibility for the firm’s policies and procedures
for countering the risk that the firm might be used
to further financial crime.
Note: The firm’s existing Money Laundering Reporting
Officer (CF11) or Nominated Officer for financial crime
matters should take on this responsibility.

5

CASS firms only: Overall responsibility for the firm’s
compliance with CASS.
Note: We do not expect this to apply to our typical member
firm. Only those firms that hold client money (e.g. for
insurance mediation activities) will need to allocate this PR.

Statement of Responsibilities
A Statement of Responsibilities (“SoR”) is a single document that
every Senior Manager will hold. This document will clearly set out
and identify their role(s) and responsibilities.
• clear and easy to understand;
• succinct and not contain unnecessary detail; and
• self-contained and not refer to other documents, i.e. a single
document.

TEC HNICAL TALK

This list is not exhaustive. Firms will have different business models
and these responsibilities will need to reflect their individual activities.
A brief description should be made against each of the ‘other
responsibilities’ listed within the Statement of Responsibilities. This
will enable anyone looking at the document to understand what
that individual is accountable for in the firm. The description should
cover the responsibility of the role, but not why the person has been
appointed or the competencies required to undertake it.

WHEN DECIDING
WHETHER TO TAKE ACTION
THE FCA MAY DEEM IT
APPROPRIATE TO TAKE
ACTION AGAINST A SENIOR
MANAGER, OR THE FIRM,
AND SOMETIMES BOTH.
All Senior Managers will require a ‘Statement of Responsibilities’.
However, only Core Firms will need to allocate the specific
‘Prescribed Responsibilities' set out by the FCA.
The SimplyBiz Group has prepared templates for an individual’s
Statement of Responsibilities, based on guidance from the Regulator.
The document must contain reference to:
Senior Management Function(s) held by the individual

Prescribed Responsibilities allocated to the individual
(Core Firms only)

Other responsibilities, that are not prescribed
responsibilities, that have been allocated to that individual

‘Other responsibilities’ include business functions and activities
that the individual is accountable for, which are not covered by
Prescribed Responsibilities. These will vary from firm to firm but
examples could include:
• investment sales and distribution
• mortgage sales and distribution
• insurance sales and distribution
• credit Broking / Lending / Arrears
• marketing / financial promotions
• customer service / support unit
• staff training
• customer complaints handling
• human resources
• business acquisition.

Where other Senior Managers are responsible for the same area,
there should be a clear distinction between their respective roles. A
statement of responsibility is not a job profile. It should simply focus
on the accountabilities of that role holder.
In certain instances, a Senior Manager may not have any ‘Prescribed
Responsibilities’ or hold any ‘other responsibilities’ in the firm. For
example, this may apply to a smaller firm with two directors, where
only one director is involved in the day-to-day running of the business.
This does not mean the other director will not have any responsibility,
as all Senior Managers have general accountability for the activities
carried out by the firm.
‘Prescribed’ or ‘other responsibilities’ should not be divided or shared
as it can become unclear who is ultimately responsible for that area of
the business. The exception to this would be a job share or as part of
a handover process.
Duty of Responsibility
The Duty of Responsibility means that where the firm breaches one
of FCA’s requirements, the Senior Manager responsible for that area
could be held personally accountable if they did not take reasonable
steps to prevent or stop the breach.
The burden of proof will lie with the FCA. When deciding whether
to take action based on the Duty of Responsibility the FCA will look
at the circumstances of the case. The FCA may deem it appropriate to
take action against a Senior Manager, or the firm, and sometimes both.

To find out more about SM&CR, please visit the
dedicated area of the SimplyBiz site, or contact the
compliance helpdesk on 01484 439120
or at compliance@simplybiz.co.uk
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all the latest protection, mortgage
and GI news and views in...

Exclusively designed and available to SimplyBiz Group
Firms, this particular magazine covers everything an
adviser needs to know to offer sound advice, featuring:
1 protection experts discussing the various products
and how best to approach client conversation
1 leading lights in the mortgage market providing
everything from traditional, through complex, to
later life lending
1 ground breaking insurance provision from firms
that have made it their mission to develop services
specifically for use by advisers with their clients.

To get your copy, just ask to
be added to the mailing list by
calling 01484 439122.
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DEDICATED
SM&CR EVENTS

The Senior Manager and Certification Regime (SM&CR) is
the biggest change to the way you interact with the FCA since the
introduction of the RDR back in 2013.
It has been designed to improve public confidence in financial services
and to build trust with consumers.
As such it seeks to
• Develop a culture of accountability at all levels
• Ensure that firms have the right people in the right roles, and
• Make it easier for the regulator to work out who is responsible if
something goes wrong
Previously the regime had been applicable only to banks, building
societies, credit unions and providers, although from 9th December
2019 this is being extended out to cover all authorised firms.
SM&CR should not represent significant change for firms and much
of the language will be familiar. However, what it does set out to do
is to create a more detailed structure from which firms can improve
upon their existing compliance processes, where it should help staff to
understand and demonstrate where their responsibilities lie, and give
them the confidence to take personal responsibility and speak up, as
and when required.
SM&CR Workshops
The SM&CR workshops being held across the UK in half day (3
hour) sessions have been put in place to get you started on your journey,
explaining and defining the key points of the new regime, the structure
you need to start putting into place within your firm and the relevant
responsibilities that those holding designated roles of responsibility will
be expected to meet.
These highly-focussed workshops have been designed to provide you
with an overview of FCA expectations and a practical guide to the
way you implement structure and any change required within your
firm, prior to the 9 December2019 deadline. Before then you are
expected to have completed a number of key tasks which need to be
reported to the FCA, including the identification of key personnel,
as either Senior Managers or Certified Personnel, ensuring they have
received the relevant training to carry out their role effectively, taking
into account the Conduct Rules to ensure your firm meets its expected
responsibilities.

SM&CR workshops will take place over 3 hours maximum and
attract structured CPD.
Price per person attending: £125 (For details of our cancellation
policy, please contact us.)
June
Tuesday 25

AM

Edinburgh

Norton House

Wednesday 26

AM

Glasgow

Hampden Park

Thursday 27

AM

Aberdeen

DoubleTree by Hilton Hotel Aberdeen Treetops

Tuesday 2

PM

Belfast

Wednesday 10

PM

Wetherby

Thursday 11

AM

Durham

Durham County Cricket Club

Tuesday 16

PM

Cardiff

The Vale Hotel & Spa Resort

Wednesday 17

AM

Exeter

Sandy Park Conference Centre

Thursday 18

AM

Cornwall

Lanhydrock Hotel

Tuesday 23

PM

Norwich

Dunston Hall

July
Dunsilly Hotel
Wetherby Racecourse

Wednesday 24

AM

Chelmsford

Stockbrook Manor

Thursday 30

PM

Southampton

Botley Park Hotel

Wednesday 31

AM

Maidstone

Thursday 1

AM

North London

Mercure Maidstone Great Danes Hotel

August
Holiday Inn London-Elstree

Tuesday 6

PM

Chester

Wednesday 7

AM

Blackburn

Chester St David's
Blackburn Rovers Football Club

Thursday 8

AM

Wakefield

Cedar Court Hotel (Wakefield)

Tuesday 13

PM

Cheltenham

Wednesday 14

AM

Wolverhampton

Thursday 15

AM

Leicester

Cheltenham Chase
The Racecourse
Sketchley Grange Hotel & Spa

To find out more about these events and
book your place, please visit the Events section of the
website or email simplyevents@simplybiz.co.uk.
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SIMPLYBIZ MORTGAGES?
IT’S GOT THE LOT.

So what’s so different about SimplyBiz
Mortgages?

As a team, they are committed to four basic Member principles that
they have identified are key to continued success. That’s:

Why would you choose them over any other
mortgage club?

1.
Saving you time – so you can spend more time with your
clients and develop your skills through training.

They’re all the same – right?

2.
Keeping your business safe – addressing your compliance
support needs and also ensuring that your business is future-proofed,
against fraud and panel removal for example.

Well we and over 4,000 advisers obviously
don’t think that!
Here are just some of the headline benefits…
The mortgage team consists of a group of individuals that have you at
the heart of their thinking. You have your needs and your wants, and to
answer those two basic requirements, they have constructed a support
service that not only gives you what you need – it goes much further to
give you even more than you wanted.
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3.
Creating opportunity - when you’re busy you can often miss
the obvious. The team will support you in finding opportunities in your
area, whilst helping you through the development of your proposition.
4.
Increasing your turnover - foundation income is extremely
important to a business’s bottom line. The team will work with you to
develop income streams that will support your longer term goals and
to ensure that your client is looked after, from beginning to end.

MORTGAGES, PROTEC TION AN D G I

Taking the support of SimplyBiz Mortgages gives you the ability to deliver all of the following solutions
for your clients:
• Traditional mortgage provision
• Complex lending solutions
• Secured lending
• Bridging provision
• Equity release,
• Protection from business through to income protection and critical illness,
• General insurance – and much more than standard insurance solutions
• Focussed high net worth products to ensure your complex client requirements are fully met
• Conveyancing
Here’s the support package in brief.

100
Access to an ever-expanding
lender panel

A strong adviser provision
focussed GI panel

Approaching 100 mortgage related events per year - including
masterclasses and workshops

Provision for client
surveying services

Dedicated compliance
support specifically for
mortgage businesses

Technology to support
business efficiencies

Referral solutions for
the business you aren’t
able to support

24/7
Access to exclusive 24/7
conveyancing services

Free
software*

*Some may require a minimum
number of transactions.

For more information contact the team on 01484 439160 or email mortgages@simplybiz.co.uk
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When off the peg
just doesn’t cut it
Sometimes in life, the one-size fits all approach just doesn’t work
and this is highly likely to be the case with the high net worth segment
of your client base.
When you’re presented with a scenario that’s, let’s say,
non-standard, what you require is a more tailored, bespoke
service that can suit the specialist needs of the individual.

service provider, capable of navigating the confusing world
of bespoke cover and finding the correct protection based
on individual needs.

More and more clients are seeking protection that better
reflects their individual needs and lifestyles. This may
be higher contents cover, identified individual personal
possessions (including jewellery), or unusually constructed
homes, such as listed, modern construction methods or
even thatched roofs, there is now a simple solution.

The Couture by Genius team is made up of highly skilled
private client relationship managers who are just a call or
a click away. As a bespoke team of specialists, they will
take the time to listen to your client’s individual needs,
understand the issues and find the right solutions to the
problem.

To support the need for this type of cover, we have created
Couture by Genius to ensure that products and services
can be easily accessed by those who seek a tailored
approach to insurance, when off the peg just won’t cut it.

In addition, as Couture is part of the Genius GI stable, we
commit to providing you with our unique ‘Client Ownership
Guarantee’. So, whether you provide the advice, or ask us
to deal directly with your clients, we’ll never own your client
in any way. We’ll merely be providing a service for them on
your behalf.

We know that the more complex the insurance
requirements are, the greater the need for an experienced

The next time off the peg just won’t cut it, why not call or click
Couture by Genius and provide your valued clients with a made to
measure service that will fit their needs like a hand-made glove.
TO GET GOING...
CALL 01273 407775

– to get quotes to advise your client,
and earn full commission,

OR REFER

– let our experts do the fact find and take the
regulatory/compliance burden.
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Note:
You may be required to set up an agency to place business
if you are not already registered with Genius.
To do this, just visit the website, www.geniusgi.co.uk and
follow the registration instructions.
Couture by Genius brought to you by SimplyBIz Mortgages.
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MORTGAGE MARKET STUDY:
WHAT WILL IT MEAN FOR YOU?
Liz Coyle
C o m p l i a n c e Po l i c y M a n a g e r
The SimplyBiz Group
The Mortgage Market Study began in December 2016, in response
to changes in the market following the financial crisis. The FCA was
keen to understand the impact of both regulatory change arising from
the Mortgage Market Review (MMR) in 2014, and post–crisis changes
in lending behaviours.
In the Interim Report published in May 2018, based on analysis of
the market for first charge mortgages in 2015–16, the FCA concluded
that overall the mortgage market was working well, however seemed to
focus on ‘price’ as one of the primary determinants of appropriateness.
Now, the Final Report confirms many of these initial views.
Consumer engagement is high, and consumers are getting mortgages
that are suitable and affordable, there appeared to be no overt
bias resulting from commercial relationships between lenders and
intermediaries.
However, the FCA observed limitations to the effectiveness of the
information and tools available, and that many consumers were
missing out on ‘cheaper deals’ which were just as suitable.
There were also a small number of consumers on a relatively high
reversion rate, who are up-to-date with their payments, but unable
to switch (‘mortgage prisoners’). For many, this is due to changes in
affordability requirements following the financial crisis, though there
are also others who are unable to switch but for different reasons.
The FCA is seeking to
• enable greater innovation in mortgage distribution and help
consumers to identify, at an earlier stage, the mortgages for which
they qualify
• reduce barriers to switching for those consumers who are up-todate with payments and not seeking to borrow more
• enable consumers to get a suitable mortgage, offering the best
value available.
The SimplyBiz Group provided a response to the Interim Report, in
which we countered the ‘transactional’ stance taken by the FCA, and
focussed on the importance of the quality of advice and the service
offered through intermediation. We suggested further work was needed
on vulnerability, the real or perceived restriction placed by the MCOB
rules following MCD, and the need for further consumer education.
The FCA appears to have taken note of the feedback in its response,
however is sticking to the principle of ‘best value’ being the leading
determinant of an effective market.
Findings and remedies
How the FCA assesses that the market could work better
There are limitations to the effectiveness of the tools available to
help consumers choose a cheaper mortgage. Also, there are some
longstanding borrowers on a relatively high reversion rate who do not,
or cannot, switch.

The FCA thinks the market could work more effectively in a number
of ways. It would like:
• it to be easier for consumers to find the ‘right‘ mortgage
• there to be a wider range of tools providing consumers with a
choice about the support (including advice) that they receive
• consumers choosing an intermediary to be able to do so on an
informed basis
• consumers to be able to switch more freely to new deals without
undue barriers
The FCA has sought to address many of these issues through
collaboration with industry, rather than through rule changes as they
do not believe that the mortgages market requires an intervention on
Giving consumers more choice about the support (including
advice) that they need
• New mortgage sales are almost all advised, while just under half
internal switches are completed on an execution-only basis.
• The FCA advice rules and guidance appear to lead to sales of
suitable mortgages. But they do not result in consumers getting
the cheapest suitable deal.
• The FCA advice rules and guidance appear to be one factor
explaining why innovation in mortgage distribution has been
limited.
• The FCA believes that some consumers are being channelled
unnecessarily into advice.
More help for consumers choosing an intermediary
• A consumer’s choice of intermediary matters.
• It is difficult for consumers to compare intermediaries.
• Any tool designed to help consumers choose an intermediary
should be accurate and impartial, and gain traction with
consumers
Better informed consumers will be able to choose an intermediary
most likely to meet their needs, driving more effective competition
between intermediaries.

We will be publishing more information on the
Mortgage Market Review in the coming months.
However, if you would like to discuss the Final Report
any further, please don’t hesitate to contact the
Compliance Team on 01484 439120.
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STEADY AS
SHE GOES

Ja s o n B o r b o r a - S h e e n
C o - M a n a g e r V i t a l i t y In v e s t e c Mu l t i - A s s e t In c o m e Fu n d
Stability. It’s a key word in the Investec Asset Management lexicon. It’s
been a key driver in building our success and a fundamental principle
in choosing our fund partnerships – in particular our close relationship
with VitalityInvest. A year ago, VitalityInvest - who we manage a range
of funds for - entered the retail investment market to some acclaim, in
order to encourage positive saving behaviour and bring savers greater
stability in these changing times.
With the new tax year underway, never has this joint commitment to
stability been so apt. Investors are facing a dilemma. Financial markets
were weak in 2018, especially so in the fourth quarter. However, the
final three months of the 2018/19 UK tax year saw strong double-digit
returns for many equity markets. So, the prospects for 2019 continue to
look uncertain.
Economic growth is slowing in many economies, but the US has
paused its quantitative tightening programme and we may even see an
interest rate cut this year. Elsewhere the European Central Bank and
Bank of Japan are all taking a more dovish tone. This has reduced the
risk of recession for now. However, the US and China have retrenched
in their trade negotiations and, of course, we cannot ignore the B word
in the UK as political infighting and negotiations rumble on over Brexit.
As asset managers seeking to achieve long-term defensive returns in the
Fund, we try to remain unemotional towards the headlines and focus
on the risks and the possibilities which are presented along the way. This
enables us to insulate the portfolio from volatility where needed, whilst
also benefitting from some great buying opportunities as they arise.
A delicate balancing act
For us, it is about balancing the characteristics of the stocks and bonds
which we own, to manage the risks associated with any one of the
myriad outcomes. For example, around 10% of equity exposure is in
the UK. However, within that we have a balance between the large cap
international exporters and the more domestically-focussed stocks. This
helps to neutralise the Fund’s exposure to Brexit volatility.
For example, we have exposure to GlaxoSmithKline and Unilever
– UK-domiciled companies which earn the majority of their revenue
from outside the UK, therefore benefitting from Sterling weakness.
At the same time, we counterbalance that risk with stocks such as
Lloyds Bank, which we like given its valuation, good dividend stream,
improved business model and the fact that it is quite well-capitalised.
The overall effect of owning both sorts of shares provides insulation from
the turbulence. In the short term, one tends to go up when the other
goes down, but both can participate in economic growth, longer-term.
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Whilst economic and political uncertainty and market volatility
continue on their rollercoaster journey, we can’t afford to simply roll
a dice and take a chance on what we believe to be the most likely
conclusion. Rather, we are aiming to maintain a delicate balancing act
ensuring our clients’ assets remain on a smooth trajectory, seeking to
withstand the turbulence along the way.
This is the ethos that underpins the Vitality Investec Multi-Asset
Income Fund. Our experienced multi-asset team aim to generate a
sustainable income yield of 4%-6%p.a., which is reinvested in the
fund to generate long-term growth. It also aims to do this with less
than half the level of volatility of UK equities.
So whatever the future brings, by sticking to the balanced, stable
approach that characterises all our investment choices, we hope to
offer some stability to what could otherwise be a turbulent time for
investors.

To find out more about the VitalityInvest Multi-Asset
Income Fund, speak to your dedicated Business
Consultant or visit adviser.vitality.co.uk/multiasset
For investment professionals only.
The portfolio may invest more than 35% of its assets in government securities issued or guaranteed
by a permitted single state. The value of investments, and any income generated from them, can fall
as well as rise. Performance targets may not necessarily be achieved, losses may be made.
This communication is for institutional investors and financial advisors only. It is not to be
distributed to the public or within a country where such distribution would be contrary to
applicable law or regulations. Nothing herein should be construed as an offer to enter into any
contract, investment advice, a recommendation of any kind, a solicitation of clients, or an offer
to invest in any particular fund, product, investment vehicle or derivative. The information
may discuss general market activity or industry trends and is not intended to be relied upon as a
forecast, research or investment advice. The economic and market views presented herein reflect
Investec Asset Management’s judgment as at the date shown and are subject to change without
notice. There is no guarantee that views and opinions expressed will be correct, and Investec’s
intentions to buy or sell particular securities in the future may change. The investment views,
analysis and market opinions expressed may not reflect those of Investec as a whole, and different
views may be expressed based on different investment objectives. English language copies of the
Fund’s Prospectus and Key Investor Information Documents are available from Investec Asset
Management on request. Issued April 2019.
VitalityInvest is a trading name of Vitality Corporate Services Limited. Vitality Corporate
Services Limited is authorised and regulated by the Financial Conduct Authority.
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MULTI-ASSET’S
MULTIPLE ATTRACTIONS
Andrew Morris
Pr o d u c t S p e c i a l i s t
C a n a d a L i f e In v e s t m e n t s
On March 22nd 2019, Canada Life Investments launched the LF
Canlife Managed 20%-60% Fund, a low-cost managed fund of funds,
focussed on long-term capital growth.
How does the LF Canlife Managed 20%-60% Fund sit
within our suite of other risk-profiled funds?
All of them are managed fund of funds – the 20%-60% Fund is
about long-term capital growth, while the 0%-35% focusses on
delivering long-term capital growth and steady income with low
volatility investments, and the more diversified LF Canlife Balanced
Fund on higher risk-returns.
The LF Canlife Managed 20%-60% Fund fits neatly into our range of
risk-profiled funds, based on a broad universe of investments, including
domestic and international equities, corporate and government bonds as
well as UK commercial property. Our 0%-35% and 20%-60% funds
tend to hold more UK property investments than our peers, because we
believe this asset class is a good diversifier.
How beneficial is it to invest in in-house funds?
This is important, because by investing primarily in our own range
of actively managed funds, we are able to tap the vast experience of our
in-house fund management teams and their long-term track records in
individual asset classes. This allows the Co-Managers – Craig Rippe,
Head of Multi-Asset and David Marchant, Chief Investment Officer
– to focus on wider asset allocation decisions, whilst leaving the stockpicking decision to the Canada Life Investments’ Fund Managers, who
are experts in their individual markets. This set-up not only enables Craig
and David to assess in-house updates on the construction and activity
within the funds, but also allows them to keep product costs down.
How do the benefits of risk-profiled and risk-targeted
funds differ?
Canada Life Investments offer a range of both risk-profiled and risktarget managed funds to meet the needs of investors’ varied risk appetites.
Risk-target managed funds allow portfolios to match the risk tolerance
of underlying investors, by adhering to defined levels and externally-set
asset allocations, whereas the managers of risk-profiled funds can adjust
risk and asset allocation within set bands, depending on the managers’
market views. With the LF Canlife Managed 20%-60% Fund, for
example, Craig and David are able to alter asset weightings as they see fit.
What is appealing about risk-profiled funds given
today’s geopolitical uncertainties?
Multi-asset managers tend to be less interested in what is happening
quarter to quarter and more on what pans out over the next three to ten
years. As Head of Multi-Asset, Craig carefully monitors horizon risk,
taking into account trends that affect growth and inflation over time; for
example, changing demographics, urbanisation and aging populations.
Understanding the bigger picture is key to multi-asset investment
strategies.

The LF Canlife Managed 20%-60% Fund
Target asset
allocation

Asset allocation
parameters

Fixed Income/Cash

40%

30% - 50%

Equities

45%

35% - 55%

UK Commercial
Property

15%

10% - 20%

Source: Canada Life Investments, 01/03/19

Considering the effect Brexit has had on Sterling,
what are the potential benefits of having unhedged
foreign exchange exposures?
Sterling has proved to be a Brexit barometer, and its depreciation
against major currencies since the EU Referendum in 2016 has enhanced
returns in our Funds since so many company shares and bond issues in
the global markets are denominated in US Dollars (so our investments
are worth more when converted back into Sterling).

For more information on our multi-asset fund range,
please contact Andrew Morris on 020 7415 6509.
Important information
Past performance is not a guide to future performance. The value of investments may fall as
well as rise and investors may not get back the amount invested. Income from investments
may fluctuate. Currency fluctuations can also affect performance.
The information contained in this document is provided for use by investment professionals and
is not for onward distribution to, or to be relied upon by, retail investors. No guarantee, warranty
or representation (express or implied) is given as to the document’s accuracy or completeness. The
views expressed in this document are those of the fund manager at the time of publication and
should not be taken as advice, a forecast or a recommendation to buy or sell securities. These views
are subject to change at any time without notice. This document is issued for information only
by Canada Life Investments. This document is intended to be used as a sales aid and does not
constitute a direct offer to anyone, or a solicitation by anyone, to subscribe for shares or buy units in
fund(s). Subscription for shares and buying units in the fund(s) must only be made on the basis of
the latest Prospectus and the Key Investor Information Document (KIID) available at
www.canadalifeinvestments.com.
The fund may invest in property funds that may be illiquid and subject to wide price spreads, both
of which can impact the value of the fund. The value of the property is based on the opinion of a
valuer and is therefore subjective.
Canada Life Investments is the brand for investment management activities undertaken by
Canada Life Asset Management Limited, Canada Life Limited and Canada Life European Real
Estate Limited. Canada Life Asset Management Limited (no. 03846821), Canada Life Limited
(no.00973271) and Canada Life European Real Estate Limited (no. 03846823) are all registered in
England and the registered office for all three entities is Canada Life Place, Potters Bar, Hertfordshire
EN6 5BA. Canada Life Asset Management is authorised and regulated by the Financial Conduct
Authority. Canada Life Limited is authorised by the Prudential Regulation Authority and regulated
by the Financial Conduct Authority and the Prudential Regulation Authority.
CLI01388 Expiry 30/06/2019
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CENTRA: CONSTANT
EVOLUTION TO ENSURE
THE BEST OF THE BEST

Dan Russell
M D , S i m p l y B i z In v e s t m e n t S e r v i c e s
C h a i r o f S I S In d e p e n d e n t In v e s t m e n t C o m m i t t e e
In this exclusive interview, SimplyBiz Investment Services (SIS) Managing Director, Dan
Russell, brings us up to speed with the latest developments in the world of SIS and Centra.
Dan, you’ve been Managing Director of SIS for nearly two

You’re also Chair of the SIS Investment Committee – what’s

years now, what have been your main areas of focus?

the remit of that committee?

Dan Russell: SIS’s job is to provide the very best services possible
to our intermediary clients. That includes helping them to find the
best technology for them to use to run a compliant and efficient
business model, helping them articulate and document what their
overall investment service to their clients will be, and making sure
they can execute that in the most efficient way possible. It also
involves curating the marketplace of both technology solutions and
end-investment solutions that advisers can use with their customers.
As Managing Director of SimplyBiz Investment Services, I ensure
that we are delivering the best-of-breed services to the adviser firms
with which we work, and that the team is constantly working towards
helping advisers achieve the objectives above.

DR: Our Investment Committee is designed to act on behalf of the
firms that we serve, to make sure they have the very best approach
to strategic asset allocation available in the marketplace. First and
foremost, the committee is there to ensure there is a clear, logical link
between the risk profiles inside the Centra planning environment
and the recommended asset allocations produced by that system. In
chairing the committee, I lead a team of experts – external, independent
and third-party experts – from across the industry, whose expertise we
are using to make sure that the asset allocations we’re producing are
the most appropriate and are going to deliver exceptional customer
outcomes for the adviser who are following them.
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One of the biggest propositions offered by the SIS team
is Centra, which was launched in March last year – please
could you tell us a little about the development of the
Centra system?

DR: Centra has been in development over the past two years and
it’s been live, and used by advisers, for just over a year. During the
course of that time, we had to design what Centra was going to be,
which was informed principally by advisers – Centra was designed
by advisers, for advisers. They told us what they didn’t like about the
current technology solutions they were using to power their businesses.
Advisers told us that they were fed-up with logging in to multiple
different systems, that they wanted a logical link between the system
they were using for risk-profiling and asset allocation, into systems
they were using for product research and fund research and that they
didn’t then want a separate system to then produce a suitability report
and have to do financial planning in a different environment. And,
of course, they wanted all of this to link in with their approach to
customer relationship management, and back-office system.

AND FINALLY, FOR
THE FIRST TIME EVER,
ADVISERS HAD ONE
LOG-IN, TO ONE DATA
ENVIRONMENT, WITH
EVERY TASK THEY
NEED TO UNDERTAKE
FOR A CLIENT IN THE
INVESTMENT AND
PENSIONS WORLD, FROM
BEGINNING TO END.
That was the challenge that was firmly set to us and, working with
Defaqto, we were able to produce a system that has everything that a
financial adviser firm needs, in one place. Centra has the ability to riskprofile, to asset-allocate, to undertake goals based financial planning,
to undertake three-way integrated research, which means you can start
with the fund, the product or the tax-wrapper, and only see solutions
which offer a real-life, executable plan for your client. At the end of all
of that, you can then produce a suitability report!
Rather than build an entire new back-office system, we decided to
work with Intelliflo to enable a seamless, live link from Centra into the
Intelliflo back-office system, so that everything users do inside Centra
is available in Intelliflo, and vice-versa.
And finally, for the first time ever, advisers had one log-in, to one data
environment, with every task they need to undertake for a client in the
investment and pensions world, from beginning to end.
That was the design phase of Centra, we then obviously launched
Centra in March 2018 and we had hoped that what we built would
resonate with advisers, and that slowly, over time, they would see the
benefits and time-savings of that system, and the fact that it could
help them to deliver compliant advice with good customer outcomes.

We were delighted with the response that we actually received – as
I’m speaking, we’re just a few shy of 3,000 users signed up to Centra,
there is over 3.5BN of recommendations a year being made within
the system and the advisers who are using the system, and have taken
the time and the effort to get the very best from it, are realising the
potential time and efficiency savings that they can gain, and also the
fact that they have access to the most cutting-edge system available in
the marketplace.
And what do you have coming up for Centra users over
the next few months?

DR: We always said that Centra would never be ‘finished’, and would
always continue to evolve, based on the feedback we received from
advisers. In fact, as I’m talking to you right now, I can see a group of
Centra users in one of our conference rooms, giving us their thoughts
on the system and telling us what they’d like to see next.
We’ve recently launched a new module within Centra which enables
advisers to conduct critical illness comparison which means advisers
can, if they are in the protection market, have a criteria driven system,
to compare and select critical illness policies.
We are also currently working on two really significant developments
for Centra. Once is the launch of a decumulation workflow – this will
allow advisers to plot goals for their clients in the decumulation phase
of their planning. They can then look to use natural income products,
or unit encashment, and build a retirement proposition for their client.
Then, inside that decumulation workflow, we will have a specific
asset allocation built to deliver the optimum customer outcome in
decumulation.
This is where our Investment Committee will be creating new
decumulation-specific asset allocations, using the skills and the
capabilities of Hymans Robertson, who we recently appointed to the
Investment Committee. Andy Green, Hyman’s Chief Investment
Officer, is bringing with him all the expertise from within Hyman’s
Robertson, which are running the majority of the fifty largest pension
schemes across the public and private sector in the UK, and beyond.
They will be helping us to build a new approach to asset allocation,
which means that advisers are not forced to just use growth-orientated
portfolios and strategic allocations to design income based portfolios,
and we believe this will be a significant shift in the delivery of financial
advice, in and at retirement.
The second area that we will look to launch is in developing pension
switching functionality, which is an area in which we’ve had a lot of
demand from advisers. We currently have a team made up of staff from
across the compliance department – both policy and our compliance
technical teams – and our pensions technical specialists, who are
working with Defaqto to deliver a version of that solution.
You can expect to see developments in both of these significant areas
later this year.

For more information on these exciting developments,
please come along to one of our upcoming events – find
out more about the dates and venues in the ‘Events’
area of the site. Alternatively, please do feel free
to give us a call on 0808 1240000
or email investmentservices@simplybiz.co.uk
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Income & growth from
diverse directions

Premier Diversified Growth Fund
Total return & risk adjusted
returns over 3 & 5 years

Decile rank

1

8.6% annualised total return
vs 6.1% from UK equities
74.5% of the volatility of UK equities1

Premier Diversified Income Fund
Historic yield

4.3 % *

Launched 2017

Also available - launched March 2019
Premier Diversified
Cautious Growth Fund

•

Premier Diversified
Balanced Growth Fund

Past performance is not a guide to future returns
and there is a risk of loss to capital. The value of
investments and the income from them are not
guaranteed and can go down as well as up

Find out more:

•

Premier Diversified
Dynamic Growth Fund

Full details of the fund specific risks are available in
the fund prospectus and Key Investor Information
Document

0333 456 9033

premierfunds.co.uk/diversifiedfunds

For professional advisers only. Not suitable for, or to be relied on by, private or retail investors. Performance data: FE Analytics, to 31.03.2019, class D income shares. Risk adjusted returns based
on Sharpe ratio (cumulative monthly data). Total returns based on a bid to bid, income reinvested, UK sterling basis. Premier Diversified Growth Fund is in the IA mixed investment 40%-85% shares
sector. 1Data from 31.03.2014 to 31.03.2019. Volatility taken on a monthly basis. UK equities: FTSE All-Share Index. *Source: Premier Asset Management. The historic yield reflects distributions
declared over the past twelve months as a percentage of the price of the fund, class D income shares, as at 01.04.2019, income paid out quarterly. The yield is not guaranteed and will fluctuate. Past
performance is not a guide to future returns and there is a risk of loss to capital. Source: FTSE International Limited (“FTSE”) © FTSE 2019. “FTSE®” is a trade mark of the London Stock Exchange
Group companies and is used by FTSE under licence. All rights in the FTSE indices and / or FTSE ratings vest in FTSE and/or its licensors. Neither FTSE nor its licensors accept any liability for any
errors or omissions in the FTSE indices and / or FTSE ratings or underlying data. No further distribution of FTSE Data is permitted without FTSE’s express written consent. The methodology and
calculations used by the companies or organisations that provide the fund or fund manager awards and ratings are not verified by Premier and we therefore are unable to accept responsibility for
their accuracy. Ratings and awards should not be relied upon for making an investment decision. FE Crown Fund Ratings do not constitute investment advice offered by FE and should not be used as
the sole basis for making any investment decision. All rights reserved. Morningstar ratings do not constitute investment advice. Copyright © 2019 Morningstar. All Rights Reserved. Issued by Premier
Asset Management, marketing name for Premier Fund Managers Limited & Premier Portfolio Managers Limited, which are authorised and regulated by the Financial Conduct Authority. Telephone
calls may be recorded for training and quality assurance purposes. 12041915275
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A POSITIVE
OUTLOOK
FOR RISK
ASSETS

He c t o r K i l p a t r i c k
C h i e f In v e s t m e n t O f f i c e r
Cornelian Asset Managers
In order for risk assets to produce positive
returns during the remainder of 2019,
investors will need to begin to believe that
(i) the US consumer will start to spend,
(ii) inflation expectations will remain well
anchored in the United States and that (iii)
Chinese economic growth will stabilise,
following a period when it has slowed
fairly rapidly.
We hold positive views on all three issues.
The fall in US Treasury yields could be
taken negatively, as it might indicate a
less robust economic environment going
forward, however this view ignores an
important feedback loop. Lower long-term
interest rates reduce US mortgage interest
rates, thus boosting housing affordability
and allowing existing mortgage holders to
refinance at cheaper interest rates. Indeed,
this economic upswing is notable due to
the lack of a countrywide housing bubble,
despite the consumer in the United States
being in rude health. The unemployment
rate is low and falling, real wages are growing
at a healthy clip, consumers have been saving
a significant proportion of their take home
pay (relative to history) and those who are on
the housing ladder have built up significant
amounts of equity in their homes. We believe
that residential housing market activity in
the United States may be one of the positive
surprises going forward, following years of
disappointment.

The US domestic economy is in fine fettle,
but it is important that inflation expectations
remain well anchored, despite the tight
labour market and accelerating wage growth.
We believe that productivity growth is set
to increase over the next few years (due to
technological innovations) and that this will
reduce the risk that the outlook for ‘economy
wide’ inflation starts to get uncomfortably
high for the Federal Reserve.
The authorities in China have been
actively countering the slowdown in their
economy by cutting interest rates and taxes
and introducing measures to promote
credit growth. We believe that these actions,
alongside a successful resolution of the US/
China trade negotiations, will stabilise
Chinese economic growth.
There are already some positive indicators
to support our view on China. Firstly,
industrial commodities and steel prices have
been rising despite the global economic
cycle slowdown. We believe that this is an
indicator that specialist investors believe in
the Chinese recovery story. Secondly, the
share prices of mid-tier Chinese property
development companies listed on the Hong
Kong stock exchange have been performing
strongly. Finally, the cost to insure against
the risk of default on the debt of China’s
biggest bank, ICBC, has fallen to cycle lows

which suggests that investors believe that the
outlook for capital generation at the bank
is good. For this to hold true, the risk of a
systemically important rise in debt defaults
(more broadly) in China has to be low.
The one fly in the ointment, is that
wholesale inventories in the United States
are too high and need to be worked down.
This may make headline growth in the near
term look a little lacklustre. However, we
believe this will be a temporary issue (and
not a signal of something more sinister)
and, as a result, we remain constructive on
the outlook for risk assets.

To find out more about our funds
please visit the dedicated adviser
section of our website
www.cornelianam.com/
financial-adviser
Views of Cornelian’s Chief Investment Officer
at time of writing, May 2019
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WHY INVEST IN
ALTERNATIVES?

M i c h a e l H o w a rd
He a d o f A l t e r n a t i v e In v e s t m e n t s
Pr u d e n t i a l
As yields have compressed and forward-looking return expectations
have fallen in the last few years, investors have sought alternatives
to traditional asset class to supplement their income and boost their
total return. Please remember that the value of a client’s investment
can go down as well as up and isn’t guaranteed. They could get back
less than they paid in.
In the UK, changes to the tax treatment of second homes and buyto-let properties has made one of the key alternatives to equity and
bond investments less attractive, leading investors to consider other
alternative asset types.
What are alternative investments?

If you asked ten investors to define the alternatives investment
universe, you would probably get ten different answers, but at
Prudential we define it broadly as investments in private equity real
assets hedge funds and private credit.
Alternative investments tend to share some common characteristics
in that, to varying degrees, they are:
• illiquid
• non-normal returns
• opaque in terms of pricing
• less well understood and less accessible to investors.
It should also be noted, that the opportunity is diverse in nature,
ranging from aircraft leasing to renewable energy to royalty finance
to timber. Given that many of these asset classes can be complex in
nature and are less liquid than public markets, it is vitally important
you carry out thorough due diligence. As an organisation you need to
be confident you have sufficient breadth of knowledge and expertise
to assess all the risks from an investment, operational and legal point
of view before you invest.
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An overview of Treasury & Investment Office (T&IO), formerly
known as Prudential Portfolio Management Group, alternatives due
diligence process:
Investment Due Diligence
Top-down and bottom-up sourcing
Full DD includes:
• Multiple meeting and site visits
• Independent references
• Detailed investment report

Operational Due Diligence
Including review of:
• Pricing and valuation
• Cash mgt. and leverage
• Service providers

• Corportate goverance
• Infrastructure

• Financial Statements
• Background checks

Legal Due Diligence
• Legal document review
• Red Flags highlighted
• Negotiation of a side letter to address issues and agree terms

Ongoing Monitoring
• Monthly review of all investments via AIC
• Quarterly contract with managers
• Detailed annual reviews

It is also important that you have the administrative capabilities to
deal with cashflows, capital calls and various corporate actions which
are part and parcel of investing in private assets.

INVESTM E N TS

Why invest in alternative investments?

We believe that alternative assets deliver a ‘high quality’ return to
the portfolio. Returns are high quality, in the sense that they are often
idiosyncratic in nature, with low volatility and a low correlation with
traditional asset classes and, as such, the rest of the portfolio. The key
point here, is that alternative assets enhance the returns of the overall
portfolio and provide additional diversification, which has been
our experience.
What is Prudential’s experience of investing in
alternative assets?

Prudential has a large and established alternatives programme,
with over £5bn of invested capital. The private equity programme
dates back to the early 80s, and we have been deploying capital into
infrastructure and hedge funds for many years. This has allowed us to
build considerable expertise in-house and develop a dedicated team
of investment professionals to manage the programme.

ALTERNATIVES IS
A COLLECTION OF
DIFFERENT STRATEGIES
WITH DIFFERENT
SOURCES OF RETURN
AND RISKS.
All investments are subject to a thorough, three-prong investment
approval process, which covers investment, operational and legal
due diligence before any investment is made. This process is quite
involved. For example, we will typically run background checks on all
key employees and the company itself, using a specialist background
checking agency. We will also instruct our lawyers, often with the
assistance of external legal counsel, to review all legal documentation
and negotiate terms and protections that we are comfortable with
before investing.
An important consideration when making an investment in
alternative assets, is to ensure the structure of the investment vehicle
matches the time horizon of the investment and the characteristics of
the asset class. Many of our investments are long duration in nature, so
it is important to have the flexibility to hold investments to maturity
and not be forced to sell at the wrong time. It is also important to
be able to deploy capital in areas which offer an attractive long-term
upside, but may experience near term volatility e.g. stressed corporate
credit after the global financial crisis or energy related opportunities
after an oil price fall. Prudential look to be opportunistic and take
advantage of the long duration of our investments, and to pick up the
illiquidity premium (the spread to liquid assets) which in our opinion
has increased post the GFC.

What sort of diversification benefits do alternatives
provide to a portfolio?

Many people speak about alternatives as being a separate asset
class, it is not. It is a collection of different strategies with different
sources of return and risks. Some opportunities within our alternatives
portfolio, such as private equity, will have a decent level of correlation
with public equity markets and provide a premium return to equity
markets. Others will be genuinely uncorrelated with traditional asset
classes, such as catastrophe bonds or renewable energy, where returns
are more driven by industry specific factors. By building a diversified
book of alternative investments, we can create a portfolio which is
lowly correlated with the main portfolio while being return enhancing.
Have the returns in the alternatives space come down
in line with yields in more traditional asset classes?

We have seen some compression in returns. This is natural, given
that investors have been increasing their allocation to alternative
assets, as they seek the diversification and return enhancing benefits
they offer. That said, many investors have been unable to access these
areas for a number of reasons including: regulatory, complexity and
liquidity. We continue to see attractive absolute returns and, in many
areas, high spreads to traditional returns. We mitigate some of this
compression in returns by seeking new opportunities and by rotating
capital into these new areas or by allocating to areas where we see a
scarcity of available capital relative to demand for capital. With this in
mind, we have been deploying capital into green-field infrastructure,
renewable energy, Asian private debt, and asset leasing.
Summary

In conclusion, alternative assets have benefited our multi-asset
portfolios in a variety of ways historically, with the primary benefits
being enhanced returns and diversification.
In addition, clients benefit from:
• a large, mature and diversified programme
• tailored mandates, access to best opportunities and fee
discounts
• potentially attractive returns in an otherwise yield-constrained
investment landscape
• the highest governance and due diligence standards.
The opportunity set remains attractive on absolute and relative bases.

What are the risks involved in investing in alternative
asset classes?

There are a couple of key considerations when investing in alternatives.
First, you must understand the opportunity you are investing in and
be properly resourced to be able to carry out due diligence all the
investment and non-investment risks. Second, you have to have the
duration of capital to match the less liquid nature of these investments,
you do not want to be a forced seller. Finally, you need to have the
size and scope of mandate to take advantage of some of the larger
opportunities and negotiate appropriate terms and protections.

For more information, please contact your dedicated
Prudential Account Manager.
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KEEP THE CLIENT AT
THE CENTRE OF YOUR
REVIEW PROCESS
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INVESTM E N TS

Rion Barker
S e n i o r In v e s t m e n t D i s t r i b u t i o n C o n s u l t a n t
Si m p l y Bi z In v e s t m e n t Se r v i c e s
We’re now just over a year on from the widely celebrated MiFID
II, and the discourse surrounding regulation, charging and reviews
shows no sign of abating. Similar issues were first raised when the FCA
published FG12/16 a few years ago, but the advent of MiFID II has
brought the subject of reviews back with a vengeance - in particular,
the increased amount of time needed is one of the main points raised
with the SimplyBiz Investment Services team, especially as this extra
work takes time away from the most important part of the process:
the client.
According to an independent article published by FTRC in
September 2018, an annual review for a client can take, on average, up
to two hours for each individual plan, which is yet more time in front
of a computer screen, rather than a client. While reviewing the cost for
the client is key, it’s not the sole focus of an annual review, and both the
quality and suitability of a particular product are also important factors
to consider, especially as the fund, wrapper and platform (if applicable)
must all be taken into account.

WHILE REVIEWING THE COST
FOR THE CLIENT IS KEY,
IT’S NOT THE SOLE FOCUS
OF AN ANNUAL REVIEW,
AND BOTH THE QUALITY
AND SUITABILITY OF A
PARTICULAR PRODUCT ARE
ALSO IMPORTANT FACTORS
TO CONSIDER.
For the majority of the industry, this would normally involve at least
two separate licences for systems that must be paid for, and would also
mean more admin time spent manually uploading plans and checking
what’s available where. Indeed, when building Centra, our main focus
was adviser feedback, and, specifically, what would make an adviser’s
life easier: a tool that could research fund, wrapper and platform all at
the same time would go a long way towards that.
As documented in that same FTRC report, that two hour review
process now takes an average of only twenty minutes thanks to the
three-way research on Centra, which enables users to compare all three
aspects of an investment solution in one single journey – recommend
a wrapper or platform, and the system will then only show you funds
available there, ideal for advisers that like to use certain products or
platforms. The research report produced after your recommendation
documents comparisons of cost, investment performance, risk profile
and much more, ensuring a complete audit trail that helps justify your
decision to both client and regulator.

WHEN BUILDING CENTRA,
OUR MAIN FOCUS WAS
ADVISER FEEDBACK,
AND, SPECIFICALLY,
WHAT WOULD MAKE AN
ADVISER’S LIFE EASIER.
Going back to FG12/16, firms also have to consider the needs of
a client and their investment objectives, and it’s no coincidence that
Centra enables the user to do exactly that. Whether your client has
a specific goal in mind, such as university fees for their children, or
just general saving with one eye on retirement, you can record and
document this as part of your review process, and produce it as a whitelabelled report at the press of a button. The system can then also show
the client the likelihood of achieving their goal through the in-built
stochastic modelling, producing a Monte Carlo simulation powered
by Moody’s Analytics, ensuring that every client’s personal investment
strategy has both your expertise and a thousand PhDs behind it.
The last piece of the puzzle for advisers was taking all their hard work
and crafting a suitability report, particularly as this must now be done
annually for MiFID instruments. The in-built suitability report writer
pulls everything through into one final, compliant report, designed by
SimplyBiz Group experts.
While regulation such as MiFID II and FG12/16 may have thrown
a spanner in the works, Centra can help with saving both time and
money, especially for annual reviews. If you’re unfamiliar with the
system, or have a client review you wish to use as a case study on the
system, please contact our dedicated helpdesk on 0808 124 0000.
What did the FCA have to say about reviews in
FG12/16: Assessing Suitability: Replacement Business
and Centralised Investment Propositions?

Poor outcomes can occur if firms, in particular, fail to:
• consider objectively their clients’ needs and objectives;
• collect necessary information on their clients’ existing
investments and the recommended new investments, such as
the product features, tax status, costs and the performance of
the underlying investments;
• implement a robust risk-management system to mitigate the
risk of unsuitable advice and poor client outcomes.

If you’d like to find out more about annual reviews,
please contact the SimplyBiz Investment Services team
at investmentservices@simplybiz.co.uk,
or give us a call on 0808 1240000
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PLAYING FOOTSIE
Ronan Kearney
R e s p o n s i b l e f o r Fu n d St r u c t u re a n d G o v e r n a n c e o n t h e Ve r b a t i m
In v e s t m e n t C o m m i t t e e
Ve r b a t i m A s s e t M a n a g e m e n t
In this article, Ronan Kearney Responsible for Fund Structure and Governance on the Verbatim
Investment Committee, examines some of the investment assumptions many professional
fund managers and advisers take for granted. He raises the questions: Are these investment
assumptions justified? Or are there potentially alternative approaches to asset allocation and
portfolio construction that could better serve the financial community?
The first question any adviser or investor alike should ask their
investment manager is: Which FTSE 100 do you use for your
analysis, and why? In taking a closer look at the FTSE 100 it often
comes as a surprise to investors, and even to professional advisers,
that there is more than one version of the FTSE 100. But should it
really be a shock? After all, the FTSE 100 is a manufactured index,
owned and licensed by a corporate entity, and product variation is
to be expected.
The original FTSE100 was launched in 1984, with a base value of
1000, and it originally offered access to companies that generated
the majority of their revenues in the UK. Because the stock market
was relatively small at that time, it made sense to structure the
index using the key characteristic of Market Capitalisation. That
is to say, if you had invested £100 it would have been allocated
according to the relative value of the companies in the index.
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A larger company would have more than £1 invested and a smaller
company would potentially have as little as £0.10 invested.
In terms of performance, this was initially a very successful
model, but over time two disadvantages have arisen from Market
Capitalisation. The first is that the FTSE has increasingly become
dominated by global multi-nationals that generate the majority
of their revenues outside the UK (over 70% at the current time).
This makes share price performance subject to changes in exchange
rates as well as business performance, arguably adding to the
volatility of the index. In addition, three sectors have come to
dominate the FTSE in valuation terms, namely Energy, Financials
and Pharmaceuticals. Investors therefore have to contend with less
diversification and greater exposure to exchange rate risk, both of
which add to the risk of their portfolio.

INVESTM E N TS

In order to counter some of these aspects, other variants of the
FTSE 100 have been published by the FTSE group that focus on
alternative investment factors to market cap. In 2011, the first
Equal Weight variant was published on a quarterly rebalanced basis,
and in 2014 an additional Equal Weight variant was published on
a semi-annual rebalanced basis. In 2017 a Minimum Variance
version was also launched.
These additional indices comprise an attempt by FTSE to capture
the new investment theory that has driven much institutional
thought over the last 15 years, growing to $1,9 trillion in 2018.
This is the concept, first published by Ross in 1976, that identified
that factors other than size or Market Cap (for example, earnings
growth), would drive a company’s growth. This seems obvious
to many, but is something that is often missed if you invest in a
Market-Cap weighted index, that allocates your money based solely
on company size.
For this reason, the Verbatim Multi-Index fund range utilises
factor based investment strategies to identify and allocate to the key
drivers of performance, and incorporates them into a UK Equity
benchmark. Hundreds of equity factors have been identified in
academic research. At Verbatim, we have set the following criteria
for a factor to be eligible as part of our portfolios:
• Commonly identified: The factor has been shown to deliver
attractive risk and return characteristics in a number of
academic studies.
• Supported by a logical economic rationale or a behavioural
bias: There must be an explanation as to why the factor
produces a return premium or reduces risk over the long term.
• Persistent: The factor must persist across time periods and
across regions / markets.

With this in mind, we have identified the following key factors
for inclusion in the Verbatim portfolios: Value, Quality and Low
Volatility.
• Value: Aims to capture excess returns from stocks that have low
prices relative to their fundamental value.
• Quality: Defined by low debt, stable earnings, consistent asset
growth, and strong corporate governance.
• Low Volatility: Portfolios of low-volatility stocks can have higher
risk-adjusted returns than portfolios with high-volatility stocks.

The Verbatim Multi-Index fund range consists of four
established multi-index, risk-managed portfolios.
To find out more about Verbatim visit
www.verbatimassetmanagement.co.uk
or contact us on 0808 1240 007.
The value of investments and any income from them can go down as well as up and
is not guaranteed. Your clients could get back less than they originally invested. Past
performance is not a guide to future performance. The portfolios' investments are subject
to normal fluctuations and other risks inherent when investing in securities. Verbatim Asset
Management has taken due care and attention in preparing this document, which is solely
for the use of professional advisers. Verbatim cannot be held responsible for any inaccuracies
arising out of information detailed within and will not accept liability for any loss arising
out of or in connection with its use. This article is for information only and should not be
deemed as advice.
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Engineered around
you and your clients
Aviva Investors Multi-Asset Funds
Precise: five global multi-asset funds carefully designed
to suit different risk appetites
Eff icient: bespoke blending of active and passive strategies,
ensuring your investment works as hard as possible
Dynamic: managed by a global business – bringing together
over 35 years’ experience in multi-asset investing

Bringing it all together for today’s investor
avivainvestors.com

Aviva Investors Multi-Asset Funds (MAF) performance:
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Source: Lipper, a Thomson Reuters Company, as at 31 March 2019. Share class 2, cumulative
performance, mid to mid basis, net income reinvested, net of ongoing charges and fees.
†31 March 2014.

Past performance is not a guide to future performance.

Risk rated by:

The value of an investment and any income from it can go down
as well as up and can fluctuate due to changes in currency and
exchange rates. The funds invest in derivatives which may have
the effect of magnifying investment gains or losses. Investors
may not get back the original amount invested.

For today’s investor

For professional clients and advisers only. Not to be distributed to or relied on by retail clients. Ratings are no guarantee of future
performance and can change. The Aviva Investors Multi-asset Fund range comprises the Aviva Investors Multi-asset Fund I (“MAF I”),
the Aviva Investors Multi-asset Fund II (“MAF II”), the Aviva Investors Multi-asset Fund III (“MAF III”), the Aviva Investors Multi-asset Fund
IV (“MAF IV”) and the Aviva Investors Multi-asset Fund V (“MAF V”) (together the “Funds”). The Funds are sub-funds of the Aviva Investors
Portfolio Funds ICVC. With effect from 4 June 2018, share class R3 was renamed share class 2. For further information please read the
latest Key Investor Information Document and Supplementary Information Document. Copies of these documents and the Prospectus
are available in English free of charge on request or on our website. Issued by Aviva Investors UK Fund Services Limited, the Authorised
Fund Manager. Registered in England 1973412. Authorised and regulated by the Financial Conduct Authority. Firm Reference 119310.
Registered address: St Helen’s, 1 Undershaft, London EC3P 3DQ. An Aviva company. www.avivainvestors.com
RA19/0402/01092019
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WHY ISAS ARE STILL
NICER - 20 YEARS ON
A n d y Wo o l l o n
We a l t h S p e c i a l i s t
Zurich
April marked the 20th anniversary of the launch of the individual
savings account (ISA) and, as with teenagers navigating adolescence,
there have been some ups and downs.
How have ISAs developed?

Since Gordon Brown introduced them in 1999, ISAs have undergone
a number of changes, from their early days as maxi and mini, cash,
stocks and shares or life insurance ISAs to their current guise. The ISA
allowance has risen from £7,000 to £20,000, and a range of new ISAs
and options have launched, making them available to first-time buyers,
pension savers and savvy investors.
Inheritability

Inheritable ISA rules were introduced in April 2015 (and updated
in April 2018), meaning an individual can inherit the value of their
deceased spouse's or civil partner's ISAs.
Known as the ‘additional permitted subscription’, it is based upon
the (hopefully) higher ISA value at the date of closure (after estate
administration) rather than at the date of death, and is in addition to the
surviving spouse or civil partner's own ISA allowance, thereby preserving
the tax-efficiency of a couple's ISA portfolio.

ENSURING THAT CLIENTS
OF ALL AGES FULLY UTILISE
THEIR TAX-EFFICIENT ISA
ALLOWANCE ACROSS THE MOST
APPROPRIATE ISAS CONTINUES
TO BE ESSENTIAL.

Helping first-time buyers and pension savers

The Help-to-Buy ISA was introduced in December 2015 as a way to
ease the UK’s housing crisis and to help first-time buyers.
It offers a government bonus (on completion of buying a home) of
25% on savings up to £12,000. However, they are due to close from
December 2019, being replaced by the Lifetime ISA (LISA), which
launched in April 2017.
Anyone aged between 18 and 40 is entitled to open a LISA and save
up to £4,000 a year until age 50. The government pays a 25% monthly
bonus, up to a maximum of £1,000 a year. A LISA can only be used as
a deposit towards a first home or from age 60 for retirement, otherwise a
25% penalty applies to money withdrawn.
Saving for the next generation

George Osborne’s Junior ISA (JISA) launched in November 2011,
for children under the age of 18. It replaced the Child Trust Fund and
allowed parents, grandparents or friends to save £3,600 a year (at launch)
for the child, who cannot access it until they reach 18.
Since their launch, £4.1bn has been invested in junior cash and/or S&S
ISAs, and their number has increased year on year.
Confusion

ISAs have developed and matured over the last 20 years, but whilst
increased flexibility and choice is good, it brings added complexity
for clients.
Many don’t understand ISA transfer rules, let alone inheritable or
Flexible ISAs, and though the Help-to-Buy ISA is closing, the LISA has
been slated for muddying the waters between pensions and ISAs. To top
it off, there’s a rumour of an IHT-exempt Care ISA in the upcoming
Social Care Green Paper.
However, ensuring that clients of all ages fully utilise their taxefficient ISA allowance across the most appropriate ISAs continues to
be essential.

Innovation

In April 2016 the Innovative Finance ISA was launched. This is a cash
ISA, where higher rates of interest are generated from crowd-funding
and peer-to-peer lending to borrowers, which could be individuals,
businesses or property developers.
Though there are about 40 providers, uptake has been low with only
£290m invested, due to the product’s specialised nature and higher risk.
Flexibility

Many clients are unaware of the Flexible ISA rules introduced from
April 2016, or their benefits.
Though ISAs already provide flexibility of withdrawals, these rules allow
clients to withdraw money from the cash element of their ISA (only applies
to: cash, Innovative Finance, Help-to-Buy and S&S) and replace it within
the same tax year, without it counting towards their ISA allowance.

To find out more, contact your Zurich consultant on
08085 546 546 or visit www.zurichintermediary.co.uk
Zurich may record or monitor calls to improve our service
The figures and tax rates in this article were correct at the time of publication
For use by professional financial advisers only. No other person should rely on, or act on
any information in this document when making an investment decision. This has not been
approved for use with clients. Zurich is a trading name of Sterling ISA Managers Limited.
Registered in England and Wales under company number 02395416. Registered Office: The
Grange, Bishops Cleeve, Cheltenham, GL52 8XX.

I S S U E 10 SUMMER | 5 5

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

EVENTS, EVENTS, EVENTS!
Our 2019 events schedule is our busiest yet and there is still lots to come between now and the end
of the year.
We have something for everyone, from investments, to non-mainstream and from mortgages to our
flagship learning and development events, with all of our events aimed at supporting your ongoing
development and training – plus CPD on top!
Round 2

LEARNING AND DEVELOPMENT EVENTS October

Tuesday 29

The Learning and Development Events are the cornerstone of our
annual meetings programme, and are built to cover a wide range of
subjects, from regulation and policy change to pensions and retirement,
developing technology and evolving client demographics.
Round 2
October
Tuesday 29
Wednesday 30
Thursday 31

Norwich
Peterborough
Nottingham

Dunston Hall
Kingsgate Conference Centre NEW LOCATION
Eastwood Hall

Tuesday 5

Birmingham

National Motorcycle Museum

Wednesday 6

Manchester

Hallmark Hotel Manchester Airport

Wetherby

Wetherby Racecourse

Tuesday 12

Wakefield

Cedar Court Hotel (Wakefield)

Wednesday 13

Blackburn

Blackburn Rovers Football Club

Thursday 14

Leicester

Sketchley Grange Hotel & Spa

Tuesday 19

Cornwall

Lanhydrock Hotel

Wednesday 20

Exeter

Sandy Park Conference Centre

Thursday 21

Cardiff

The Vale Hotel & Spa Resort

Tuesday 26

Cheltenham

Wednesday 27
Thursday 28

Wolverhampton
Chester

Cheltenham Chase
The Racecourse
Chester St David’s

December

INVESTMENT
FORUMS
Wednesday 4
Chelmsford
Stock Brook Manor
Tuesday 3

Central London

Thursday 5

North London

Royal Overseas League

Holiday Inn London-Elstree

Following
the success
of roundMacdonald
one inBotley
February,
round two of these
Tuesday 10
Southampton
Park Hotel
highly
attended
events
takes place
the
autumn,
bringing you’re
Wednesday
11
Gatwick
Crownein
Plaza
Gatwick
– Crawley
the latest
news,
views
and
insights
into
the
world
of
investment.
Mercure Maidstone Great Danes Hotel NEW VENUE
Thursday 12
Maidstone
Round 2

September
Tuesday 3
Wednesday 4
Thursday 5
Tuesday 10

Thursday 31

Wetherby
Nottingham

Wetherby Racecourse
Eastwood Hall NEW LOCATION

Chester

Chester St David’s

Norwich

Dunston Hall

Norwich
Peterborough
Nottingham

Birmingham

National Motorcycle Museum

Manchester

Hallmark Hotel Manchester Airport

Wetherby

Wetherby Racecourse

Tuesday 12

Wakefield

Cedar Court Hotel (Wakefield)

Wednesday 13

Blackburn

Blackburn Rovers Football Club

Thursday 14

Leicester

Sketchley Grange Hotel & Spa

Tuesday 19

Cornwall

Sandy Park Conference Centre

Thursday 21

Cardiff

The Vale Hotel & Spa Resort

Tuesday 26

Cheltenham

Wednesday 27
Thursday 28

Wolverhampton
Chester

Tuesday 3
Wednesday 4
Thursday 5

RoundTuesday
2
10
Wednesday 11
September

Central London
Chelmsford

Macdonald Botley Park Hotel

Gatwick
Maidstone
Wetherby

Wednesday 4

Nottingham

Tuesday 10

Norwich

Dunston Hall
Kingsgate Conference Centre NEW LOCATION

Thursday 12

Birmingham

National Motorcycle Museum NEW LOCATION

Tuesday 17

Southampton

Wednesday 18

Gatwick

Thursday 19

Maidstone

Tuesday 24

Cheltenham

Wednesday 25
Thursday 26

Wolverhampton

Thursday 26

Wolverhampton
Manchester

The Racecourse
Hallmark Hotel Manchester Airport NEW LOCATION

October
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ODAY
Wednesday 2

Central London

Stock Brook Manor
Victory Services Club NEW VENUE

Mercure Maidstone Great Danes Hotel NEW VENUE
Cheltenham Chase
The Racecourse
Hallmark Hotel Manchester Airport NEW LOCATION

Tuesday 1

Chelmsford

Stock Brook Manor

Cornwall

Wednesday 25

Crowne Plaza Gatwick – Crawley

Manchester

Tuesday 8

Cheltenham Chase

Macdonald Botley Park Hotel

October

Southampton

Mercure Maidstone Great Danes Hotel NEW VENUE

Eastwood Hall NEW LOCATION

Peterborough

Wednesday 11

Tuesday 17

Maidstone

Mercure
Maidstone
Great Danes Hotel NEW VENUE
Wetherby
Racecourse

Chester St David’s

North London

Cheltenham

Crowne Plaza Gatwick – Crawley

Chester

Thursday 3

Tuesday 24

Stock Brook Manor

Southampton

Thursday
Tuesday123

Thursday 5

Royal Overseas League

Holiday Inn London-Elstree

National Motorcycle Museum NEW LOCATION

Thursday 19

Chester St David’s

North London

Birmingham

Macdonald Botley Park Hotel

Cheltenham Chase
The Racecourse

December

Thursday 12

Crowne Plaza Gatwick – Crawley

Lanhydrock Hotel

Exeter

Wednesday 20

Wednesday 2

Gatwick

Eastwood Hall

Tuesday 5

Kingsgate Conference Centre NEW LOCATION

Wednesday 18

Kingsgate Conference Centre NEW LOCATION

Wednesday 6

Peterborough

Wednesday 11

Dunston Hall

November

Thursday 7

November

Thursday 7

Wednesday 30

Central London

Victory Services Club NEW VENUE
Holiday Inn London-Elstree
Lanhydrock Hotel

Exeter

Sandy Park Conference Centre

Thursday 10

Cardiff

The Vale Hotel & Spa Resort

Tuesday 15

Blackburn

Blackburn Rovers Football Club

Wednesday 16

Wakefield

Cedar Court Hotel (Wakefield)

Thursday 17

Leicester

Sketchley Grange Hotel & Spa

Wednesday 9

PROFESSIONAL AND PERSONAL DEVELOP ME N T

INVESTMENT EVENTS
June
Tuesday 4
Wednesday 5

Wetherby
Nottingham

Thursday 6

Norwich

Tuesday 11

Manchester

Wetherby Racecourse
Eastwood Hall
Dunston Hall
Hallmark Hotel – Manchester Airport

Wakefield

Cedar Court Hotel (Wakefield)

Thursday 13

Peterborough

Kingsgate Conference Centre

Thursday 20

Chelmsford

Stock Brook Manor

Tuesday 25

Birmingham

National Motorcycle Museum

Wednesday 12

Wednesday 26
Thursday 27

North London
Central London

Holiday Inn London Elstree
Victory Services Club

July
Tuesday 2

Investment Conferences

Our inaugural Investment Conferences come to an end next
month, but there is still time, and plenty of venues, for you to book
your place. You will hear direct from our hand-picked partners in
a combination of interesting presentations and interactive panel
debates, designed to deliver practical, technical knowledge which can
be used in your day-to-day processes.

Cornwall

Lanhydrock Hotel

Wednesday 3

Exeter

Sandy Park Conference Centre

Tuesday 9

Cardiff

Vale Hotel & Spa

Wolverhampton

The Racecourse

Wednesday 10
Thursday 11

Leicester

Tuesday 16

Southampton

Wednesday 17
Thursday 18

Gatwick
Maidstone

Sketchley Grange Hotel
MacDonald Botley Park Hotel
Crowne Plaza Gatwick – Crawley
Mercure Maidstone Great Danes Hotel

Investment Spectrum Workshops

These workshops are for advisers seeking to increase their knowledge
on which investment solutions meets which client need at what time
and how all of this relates back to their CIP and its need to be flexible
and transparent. These workshops will offer insight into the spectrum
of investment solutions: MAF, MPS, DFM, Single Strategy and so on.
September
Tuesday 10

Exeter

Sandy Park Conference Centre

Wednesday 11

Cardiff

The Vale Hotel & Spa Resort

Tuesday 17

Chester

Chester St David’s

Wednesday 18

Wakefield

Cedar Court Hotel (Wakefield)

Leicester

Sketchley Grange Hotel & Spa

October
Tuesday 1
Wednesday 2

Cheltenham

Wednesday 9

North London

Thursday 10

Gatwick

Cheltenham Chase
Holiday Inn London-Elstree
Crowne Plaza Gatwick - Crawley

Wednesday 13

North London

Wednesday 20

Wetherby

Thursday 21

Blackburn

Tuesday 26

Nottingham

Thursday 28

Exeter
Cardiff

The Vale Hotel & Spa Resort

Tuesday 17

Chester

Chester St David’s

Wednesday 18

Maidstone
Southampton

Cardiff

Wakefield

Leicester

Wednesday 2

Cheltenham

Wetherby Racecourse

Wednesday 9

North London

Thursday 10

Gatwick

Blackburn Rovers Football Club
Eastwood Hall

Sandy Park Conference Centre

Cedar Court Hotel (Wakefield)

October

Holiday Inn London-Elstree

Sketchley Grange Hotel & Spa
Cheltenham Chase
Holiday Inn London-Elstree
Crowne Plaza Gatwick - Crawley

November

Marriott Tudor Park

Wednesday 13

North London

Macdonald Botley Park Hotel

Wednesday 20

Wetherby

Wetherby Racecourse

Thursday 21

Blackburn

Blackburn Rovers Football Club

Tuesday 26

Nottingham

December
Wednesday 4

Tuesday 10
Wednesday 11

Tuesday 1

November

Wednesday 27

September

The Vale Hotel & Spa Resort

Environmental,
Social and
Governance/Socially
Thursday 5
Cheltenham
Cheltenham
Chase
Responsible Investing Workshops

These events will include an overview of current market trends,
insight into the different approaches being taken by manufacturers
and help for advisers looking to build these solutions into their
client proposition.

Wednesday 27
Thursday 28

Maidstone
Southampton

Holiday Inn London-Elstree

Eastwood Hall
Marriott Tudor Park
Macdonald Botley Park Hotel

December
Wednesday 4
Thursday 5

Cardiff
Cheltenham

The Vale Hotel & Spa Resort
Cheltenham Chase
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P R O F E SSI O N A L AND PERS ONAL D EV ELOPMENT
Round 2
June
Tuesday 4
Wednesday 5

MORTGAGE EVENTS

Bath
Exeter

Bath Racecourse
Sandy Park Conference Centre

Thursday 6

Cornwall

Tuesday 11

Leeds

The Headland Hotel & Spa

Tuesday 18

Edinburgh

Norton House Hotel & Spa

Wednesday 19

Newcastle

Village Hotel Newcastle

Thursday 20

Warrington

Statham Lodge Hotel

Tuesday 25

Newport

Parkway Hotel & Spa

Village Hotel Leeds

July
Tuesday 2

Watford

Mercure London Watford A41

Wednesday 3

Croydon

Croydon Park Hotel

Thursday 4

Essex

Holiday Inn Basildon

Tuesday 9

Nottingham

Village Hotel Nottingham

Peterborough

Holiday Inn Peterborough

Wednesday 10

Round 3
November
Tuesday 5

Mortgage Meetings

Our round-table Mortgage Meetings are always a favourite with
you, offering something for everyone on all the current hot topics.
Round 2
June

Wednesday 6

Wednesday 5

Bath
Exeter

Thursday 6

Cornwall

Tuesday 11

Leeds

Bath Racecourse
Sandy Park Conference Centre
The Headland Hotel & Spa
Village Hotel Leeds

Tuesday 18

Edinburgh

Norton House Hotel & Spa

Wednesday 19

Newcastle

Village Hotel Newcastle

Thursday 20

Warrington

Statham Lodge Hotel

Tuesday 25

Newport

Parkway Hotel & Spa

Tuesday 2

Watford

Mercure London Watford A41

Wednesday 3

July

Croydon

Croydon Park Hotel

Thursday 4

Essex

Holiday Inn Basildon

Tuesday 9

Nottingham

Village Hotel Nottingham

Mortgage Battle Events
Introduced
in 2018, these events pitch market-leading lenders
Round
3
Wednesday 10

Peterborough

Holiday Inn Peterborough

against
one another to establish who brings you what you really need.
November
We expect you to learn a considerable amount about these brands
Tuesday 5
Cornwall
Lanhydrock Hotel and Golf Club
during the day and, for a bit of fun, we will ask you to take part in a
Wednesday 6
Exeter
Woodbury Park Hotel and Golf Club
vote to offer your opinion regarding who you felt won the battle of
7
hearts Thursday
and minds
at Cardiff
your event.The Vale Hotel & Spa Resort
Tuesday 12

Falkirk

Airth Castle Hotel

September
Wednesday 13

Durham

Hardwick Hall Hotel

Tuesday 3
Tuesday 19

Brighton
Leeds

Stanmer House
Village Hotel Leeds South

Wednesday 4
Wednesday 20

Gatwick
Warrington

Crowne Plaza Felbridge
Village Hotel Warrington

Thursday 5
Thursday 21

Watford
Leicester

Mercure London Watford A41
Sketchley Grange Hotel & Spa

Tuesday 26
10
Tuesday

Cornwall
Maidstone

Lanhydrock
Hotel Great Danes Hotel
Mercure
Maidstone

Tuesday 27
17 Kingston
Leeds
Wednesday
on Thames

Village Hotel
Leeds
Holiday
Inn London-Kingston
South

Wednesday
18
Thursday 28

Warrington
Cambridge

Statham Lodge
Hotel
Newmarket
Racecourse

Thursday 19

Nottingham

Village Hotel Nottingham

Tuesday 10
24
Tuesday

Norfolk
Swindon

LynfordHotel
Hall Country
House Hotel
Village
Swindon

Wednesday 11
25
Wednesday

Essex
Watford

Holiday Inn
Basildon
Mercure
London,
Watford

December

October
Tuesday 1

Cardiff

Vale Hotel & Spa Resort

Wednesday 2

Swindon

Village Hotel Swindon

Thursday 3

Solihull

The Limes Coutry Lodge

Tuesday 8

Durham

Hardwick Hall Hotel
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Lanhydrock Hotel and Golf Club

Exeter

Woodbury Park Hotel and Golf Club

Thursday 7

Cardiff

The Vale Hotel & Spa Resort

Tuesday 12

Falkirk

Airth Castle Hotel

Wednesday 13

Durham

Hardwick Hall Hotel

Tuesday 19
Tuesday 4

Cornwall

Wednesday 20

Leeds
Warrington

Thursday 21

Leicester

Tuesday 26

Maidstone

Wednesday 27

Kingston on Thames

Village Hotel Leeds South
Village Hotel Warrington
Sketchley Grange Hotel & Spa
Mercure Maidstone Great Danes Hotel
Holiday Inn London-Kingston South

Cambridge

Newmarket Racecourse

Tuesday 10

Swindon

Village Hotel Swindon

Wednesday 11

Watford

Mercure London, Watford

Thursday 28

December

PROFESSIONAL AND PERSONAL DEVELOP ME N T

NMBA EVENTS

NMBA Best Practice Meetings

Best Practice Meetings are interactive and engaging, designed to
progress your business for even better client outcomes, with each
meeting giving you access to valuable ‘adviser intelligence’ from the
sharing of experiences and ideas from your peers.
Round 2
September
Tuesday 3
Wednesday 4
Thursday 5
Wednesday 11

Southampton

MacDonald Botley Park Hotel & Spa

Exeter

Sandy Park Conference & Banqueting Centre

Cardiff

The Vale Resort Hotel & Spa

Chelmsford

Pontlands Park Hotel

Thursday 12

Central London

Tuesday 17

Nottingham

Congress Centre
Eastwood Hall

Wednesday 18

Birmingham

Village Hotel Solihull

Thursday 19

Bolton

Bolton Whites Hotel

Tuesday 24

Glasgow

Thursday 26

North London

The Westerwood Hotel & Golf Resort
Holiday Inn London Elstree

October
Tuesday 1
Wednesday 2

Manchester
Leeds

Marriott Hotel Manchester Airport
Village Hotel Leeds

LIVE BROADCASTS

The Advice Show

The Advice Show is a live broadcast featuring an array of industry
leaders discussing the big issues shaping our industry and is broadcast
straight to your laptop, phone or any other device, wherever you are,
meaning you don’t have to go anywhere to get all the latest news,
views and insight.
Date
Monday 1 July

Show
Advice Show: Bite Size

Monday 16 September

Advice Show: Main

Monday 11 November

Advice Show: Mi Live

To find out more about any of our events and to book your space, visit the Events area of your Member website.
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Looking for
SM&CR support?
It’s available and ready for you to get going in
your Compliance Centres of Excellence.
In addition to the four main Centres, you also have access to a dedicated SM&CR
section, specifically designed to give you everything you need to ensure your firm
makes a seamless transition into the new regime.

Awareness & Training
• Face-to-face events
• Online training
• Conduct rules training

Policy & Procedures
• How to guides
• Worksheets
• Comprehensive documentation

Additional Support
• Training and competency support
• Desk-based support
• Bespoke consultancy visits

The SM&CR section on the website will be under
continuous development over the next few months, and, therefore,
we would suggest you make it a regular point of call as your planning develops.
And our top tip - it’s never too early to start your journey - it’s bigger than you think!

The clock is ticking!

members.simplybiz.co.uk/compliance

