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WELCOM E

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

WELCOME

Hello, and welcome to the summer edition of Adviser Today.
Firstly, and most importantly, I hope that you and your loved ones are healthy and well.
The unprecedented events of the past few months have affected nearly area of our lives. At
the time of writing and, it is safe to assume, at the time of you reading this introduction, the
long-term implications of the COVID-19 crisis are still being understood, processed and
addressed by us all.
In the meantime, I firmly believe that a key part of your role as trusted advisers to your
clients, is to continue to keep in the closest possible touch with them. We can’t pretend to
have the answers to the many questions they may want to ask, however, more than anything,
else clients will want to know that you are still there for them and, equally importantly, that
you will be there for them in the future, when their need for your help and advice is going
to be even greater.
It is also clear that, as the dust begins to settle around the crisis, clients are going to have
a greater need for your services than ever before, and it is extremely likely you will need to
review the financial affairs of every single client. It is therefore critically important for your
own businesses, and for your clients, that you embrace the changes in technology which are
taking place and position yourself to take advantage of them. When this crisis has passed,
the technology and skills that we, and our clients, are developing now, will enable us to look
after them more effectively, more efficiently and more profitably, than ever before. This same
technology will also enable you, if you wish, to significantly increase the number of clients
you can deal with on a personal basis, increasing again your productivity and profitability.
As always, The SimplyBiz Group is here to support you at every step as you develop your
business and continue to provide the highest level of support available to your clients, and
details of some of the ways in which we will do that are covered in this publication.
Take care.
Warmest 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
Ken is passionate about the advice industry overall and, specifically, his
close relationship with Members and Clients of The SimplyBiz Group.
Following the Group’s AGM in April this year, Ken shares some thoughts on
his personal journey through financial services and his plans for the future.

Ken Davy
Chairman
The SimplyBiz Group

Later this year I will celebrate fifty years in
financial services, having joined this great
sector at the ripe old age of 29, having
previously spent almost 15 years as a
photographer. My career in financial services
has been a very special and enjoyable journey
in every respect, and I have had the privilege
of working with a great many highly talented
individuals and teams, but none more so
than my colleagues in The SimplyBiz Group
and you, the advisers we serve.
Looking back at my time in financial
services, as well as being immensely satisfying,
it has been incredibly varied. I started out as a
commission only life insurance salesman, with
little more than an absolute determination to
succeed. This was a pretty essential requisite
at the time, given that I had my beloved wife
Jennifer, along with a home and three children
under five, to support!
As a salesman, I went on to consistently lead
a 2,000 plus salesforce for almost a decade
before becoming an IFA. My IFA practice,
in turn, grew rapidly to become one of the
most successful in the UK, until, in the mideighties, regulation appeared on the horizon.
In my view, the regulatory structure the
Government was proposing threatened the
very existence of the small practitioners who
provided such a vital service to their many
thousands of clients across the country.
I therefore spent over two years lobbying
Ministers and MPs at Westminster, whilst
also campaigning nationally for a fairer
outcome. This campaign ultimately resulted
in polarisation and, in 1988, the introduction
of a regulatory environment in which all
financial advice firms could succeed, based
on quality of service, rather than size.
This led me to create the network concept,
delivering training, compliance and business
support to small practices across the country.
This business ultimately became the largest
network in the UK and my first IPO on
AIM, before going on to a full listing, prior
to being taken over in 2001.
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I HAVE HAD THE
PRIVILEGE OF WORKING
WITH A GREAT MANY
HIGHLY TALENTED
INDIVIDUALS AND TEAMS,
BUT NONE MORE SO
THAN MY COLLEAGUES
IN THE SIMPLYBIZ GROUP
AND YOU, THE ADVISERS
WE SERVE.
The following year, 2002, saw the creation
of SimplyBiz which, thanks to the wonderful
people who make up this great Group, has
become the key enabler for both advisers
and providers across the financial services
sector. The dedication of the SimplyBiz
Group team to helping directly regulated
advisers and product providers deliver and,
indeed, ‘inspire’ better outcomes for their
clients and customers, is without equal.
Over the years I have had the privilege of
being a founding director of IFAP and AIFA
and President of the LIA, as well as serving on
the PIA Board, and numerous committees,
and organisations, including the CII.
Throughout all of this, my enthusiasm for
financial advice has remained undimmed.
My excitement about the tremendous future
ahead for financial advisers and for The
SimplyBiz Group is as great today as the day
I joined the sector as a salesman, all those
years ago.
Equally however, after fifty years, I need
to recognise the importance of succession
planning, something I often encouraged my
clients to reluctantly face in the past.
With this in mind, I was delighted to be
able to announce at our recent AGM, that
Gary Hughes, our senior non-executive

director, would become Deputy Chairman
and that at next year’s AGM I would
propose that we switch roles, when Gary
will become Group Chairman and I will
revert to Deputy Chairman.
From its launch in late 2002, SimplyBiz has
grown to become a strong, and outstandingly
successful Group, delivering excellent value,
and benefits, to those it serves throughout
the financial services sector. Since joining the
Board, Gary has already made a significant and
impressive contribution to the development
of the Group and I am completely confident
that under his leadership this will continue,
and that people, data and digital innovation,
will remain the cornerstones of our growth,
our services to our partners, and all the firms
we serve. In addition, I know the Group
will benefit immensely from the enormous
experience which Gary has had of leading
substantial businesses on to even greater
growth and success.
I am not disappearing, however, and, as
Deputy Chairman, I am looking forward to
giving my full support to Gary, whilst my
reduced responsibilities will enable me to
focus my energies on the financial services
sector and, in particular, the needs of the
advisers and the firms we are proud and
privileged to serve.
As always, I will remain dedicated to
championing the cause of the financial advice
sector in the corridors of power. In addition,
I will be unwavering in my determination
to create a fairer world for you, along with
a profession that is attractive to a new
generation of advisers, and which delivers
high-quality financial advice to consumers.

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

IN YOUR CORN E R

AS ALWAYS, I WILL
REMAIN DEDICATED TO
CHAMPIONING THE CAUSE
OF THE FINANCIAL ADVICE
SECTOR IN THE CORRIDORS
OF POWER. IN ADDITION, I
WILL BE UNWAVERING IN MY
DETERMINATION TO CREATE
A FAIRER WORLD FOR YOU,
ALONG WITH A PROFESSION
THAT IS ATTRACTIVE TO A NEW
GENERATION OF ADVISERS,
AND WHICH DELIVERS HIGHQUALITY FINANCIAL ADVICE TO
CONSUMERS.
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A DVI S ER MAT TERS

AGILE WORKING

Our commitment to supporting
business sustainability

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

Writing articles for Adviser Today in the current climate brings
with it the challenge of not knowing what will have changed
since writing, however, I think it’s fair to say that wherever we
are when your copy lands, we will be in a different place to
where we were only a few short months ago.
The changes enforced due to COVID-19 have seen many
business change the way that they operate, with all adapting to
many new working practices, some of which are likely to now
be a permanent fixture.
Whilst the facts over the last few weeks, and indeed months,
may have often been blurred and opinion divided, there were
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always some clear signs of just how long the impact of the
pandemic could go on for, and how far reaching it will be.
As we witnessed market downturns, and Government
announcements extending furlough until the end of October,
many businesses quickly began for the next phase.
With this in mind, we wanted to remind you of the support
now available from The SimplyBiz Group to help your business
through the weeks ahead, and indeed beyond.
Throughout this time, we have remained committed to ensuring
our Members have access to the right support to not only help
with the here and now, but to build sustainability for the future.

ADVISER MAT T E RS

Cash flow management

First of all, we launched a payment holiday scheme which
was well received, with hundreds of firms signing up for the
3-month holiday.
In addition, we created a resource centre that has continued to
provide access to the Government’s financial support initiatives,
ensuring firms were kept up-to-date with what was available.
Helping to service client needs
and protect income streams

To ensure firms were able to support client needs, we have
further enhanced our specialist services, which have proved a
welcome addition and look set to become an important part of
many firms’ proposition for the foreseeable future.
• Over 300 firms (at time of writing) have registered for our
free will-writing training course to help meet the growing
demand from clients
• We have extended our DB specialist transfer bureau to
ensure you have choice in this area and that our partners can
continue to support you and meet the increased demands
• We have continued to develop and expand SimplyRefer
to help you extend your service to clients, which, as well
as those mentioned above, include care advice, later life
lending, GI and more
And don’t forget – whilst we saw a downturn in protection
sales, for those using Simply Protect, you will have and indeed
will continue to earn a higher rate of commission when placing
business via the panel.
Commitment to learning

Whilst we had just about finished the delivery of quarter one
events, our time on the road was cut short in mid-March with
many events already booked and ready to go.
So, we invested in, and deployed, a brand-new virtual event
conferencing platform to ensure you received the high-quality
learning events to which you are accustomed. We moved
Learning and Development, Investment Advice, Protection,
Mortgage and Business Evolution events, along with the
Advice Show, onto the platform, which has been extremely
well received.
Within the first month of deploying the new platform, we
took just under 4,000 registrations.
We will continue to monitor the situation and will be back on
the road as soon as we are able and will continue to deliver more
virtual events alongside our more traditional delivery.
Digital engagement with clients

When face-to-face advice was temporarily stopped, we
further enhanced our digital tools to enable you to maintain
engagement with clients and to provide additional efficiencies
that we are sure will remain in the months ahead:
• Our NextGen SimplySites solution has been further enhanced
with free news feeds and plug-ins to keep clients engaged
• We have a number of free client communications available
for you to send out
• We have integrated Skype into Centra to enable you to
trigger video calls using client contacts

THROUGHOUT THIS TIME, WE
HAVE REMAINED COMMITTED TO
ENSURING OUR MEMBERS HAVE
ACCESS TO THE RIGHT SUPPORT
TO NOT ONLY HELP WITH THE
HERE AND NOW, BUT TO BUILD
SUSTAINABILITY FOR THE FUTURE.
Virtual compliance

Whilst the regulator’s focus may have shifted slightly over the
last few weeks, their overall objectives have not changed.
As a leading compliance services provider, our priority was to
mobilise our teams to ensure a continuation of service to our
Members, and we are delighted that we we’ve able to do this so
quickly and seamlessly.
• Our helpdesk is available as usual to take your queries and
to provide guidance
• Our Operating Centre continues to carry the latest guidance
and documentations for running a compliant business
• Our field teams and specialist services are available virtually
to provide the bespoke support you need, indeed we have
delivered all scheduled compliance visits via our digital
platform and added in many more, with members rating
the service on average 9.8/10, which we are delighted with.
I’m sure that by the time you read this, we will know more
about what the world may look like in the coming months, but
rest assured, whatever the outcome, we will be here to support
you as ever.

Keep an eye on your inbox for the next issue of ‘At
your service’ coming soon or catch up with the
complete February edition on the Member website.
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CLIENT COMMUNICATION…HAS NEVER BEEN SO IMPORTANT
In difficult times, existing and potential clients need reassurance and objective updates about how
the current situation affects their finances. SimplyMarketing can help.
FREE materials
We’ve produced a number of publications that you can download for FREE as unbranded PDFs that
will help you communicate about the current situation, go to www.simplymarketingsolutions.co.uk
to find out more.
Branded and bespoke material
You can also read about ordering branded versions and about our Communication Package
which gives you access to a range of materials pre-approved by SimplyBiz in PDF, HTML, Word
or print format.
Communications package
The package includes personalised versions of 40 publications each year, including quarterly
newsletters and magazines, monthly Economic Reviews, monthly Property Reviews, Budget
statements and tax guides. Plus use of our email facility to send HTML emails to clients.

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

11398

The package costs £65 per month, or you can subscribe for the full year and receive two months free
at just £650. Prices include the PDF, HTML and Word versions of the materials. Printed copies are also
available at an additional cost. There is an additional campaign send fee for the Email Solution of £5
per campaign sent, plus 1p per email address you are sending to. All costs plus VAT.

EXCLUSIVE INTER VI EW

WE DON’T SEE
ANYONE DOING
WHAT WE ARE…
Two months on from Embark Group’s
acquisition of the Zurich platform and Horizon
funds, CEO Phil Smith discusses digitalisation,
the advice market’s ‘sweet spot’, and what
sets the best platforms apart…

Turn over to read our
exclusive interview in full.
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EXCLU S IVE I N TERVIEW

P h i l Sm i t h
CEO
Embark Group

How will advisory firms thrive in a digital world?
Fundamentally the market demand for advice will boom, accelerated
by a lack of capacity in the face-to-face space and, as a result, the
growth rates in the underlying provider markets will be positive.
That said, banking, fully active asset management, traditional life,
and paper-driven trust businesses will not see significant growth in
real terms.
There is a lot of talk about 'going digital'. In fact, this has been a topic
for more than 25 years and isn’t going anywhere soon! Why, because
it is a day-by-day evolution rather than a ‘big bang’. The optimal
digital change for advisers falls into two camps: firstly, automation,
as it generates client experience, risk and capacity-to-advise benefits,
and, secondly, behavioural insight tools, as these add to suitability
assessments and the richness of the advice relationship. The rest is noise.

What will be the demographic ‘sweet spot’ for
advisers and what skills are needed to cater to it?
I can say from my time in private banking: don’t aim high into ultrahigh net worth or high net worth; it will burn you. I would say the
mass affluent market with a laser focus on clients’ long-term savings
profile is the sweet spot when looking at risk-weighted margin
for adviser, and affluent to lower-high net worth for complexity if
enjoyment of the job is more important than returns.
In terms of serving these segments, at a generic level, the good old
core of holistic financial planning remains key to this, and will do
forever, but advisers will be aided by ever better and more sophisticated
tools. Advisers’ depth of proficiency in tax, behavioural science, risk
assessments, and intergenerational transition issues will mark the best
from the rest in my view.

Excluding COVID-19, what are the
challenges for advisers and providers?

biggest

The biggest challenge is the cost of doing business, with rising regulatory
and professional indemnity costs. This will get worse as the CMC
(computer-mediated communication) market expands. Historical
defined benefit transfer advice, the demarcation lines for responsibility
in suitability assessments, and investment failures post COVID-19
won’t help either. These challenges will hit advisers and providers, and
each needs to partner carefully, enhance their productive capacity, and
reduce their risk profile to counterbalance this external cost.
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Moving on to platforms, will providers look the
same and will there be more or less of them?
Definitely not! Most platforms are still fund supermarkets at their core
but, in the not too distant future, platforms will come in all shapes and
sizes. The best will be a combination or rich pension, brokerage and
liquidity management engineering, with high digital automation and
client experience.

Why did you start Embark, and why by 'buying'
rather than 'building'?
I could see the growth of all forms of long-term retail savings in
the UK, turbo charged by likely change in the pension savings
market, the Retail Distribution Review in the advice channel, and
the pace of digital development across everything. In other words the
demographics were interesting and in our view the providers in the
platforms and pensions space weren't best placed. That was the gap
we went for. Buying was purely an accelerant as time was against us
back in 2013.

You have many channels and products, isn’t that a
bit risky?
In my opinion, no, quite the opposite. Mono-channel or monoproduct businesses, or both, are the higher risk ones. Things change
and you can be wiped out overnight if you don’t have balanced
diversification in both your proposition and your channel access to
market. We see this as essential, albeit hard to create from a standing
start in cut-throat competitive markets domineered by big bad life
companies!

Who do you see as your main competitors and do
you intend to complete more acquisitions?
Honestly we don’t see anyone doing what we are doing. It may be that
AJ Bell are the closest to us in some respects, but we have no plans to
be a direct-to-consumer provider, which kind of cuts them out.
Acquisitions are never in the plan, but always quite likely. If an
opportunity arises to enhance our business materially and safely, on
the right terms, we can and will act. There's nothing on the radar right
now though.

EXCLUSIVE INTER VI EW

So how would you describe your strategy in a nutshell?
Growth to £50bn by 2024 retaining our 'value' edge and deepening
our relationships with key market partners across our 4 distribution
channels. Underpinning this will be a constant development of our
proposition and its digital delivery.

What are your priorities for the existing platform
relationships you have?
To provide consistently high service, and to enhance the tool kit
and the proposition which surrounds it. That means keeping close to
understanding their needs, and then executing what we need to when
we are able.

How important is the SimplyBiz Group user base to
Embark?
Vitally important. We run just over £1bn of assets for SimplyBiz Group
users and we would like to triple that whilst doubling the active user
base. We know we have to earn the right, so service and value will be
what we focus on for now in the hope it translates to growth going
forward.
The SimplyBiz Group is a fantastic business, and indeed business
model. From our perspective, SimplyBiz Group could become one of
the largest and most important partners of Embark in the medium term
if we bring the best of both businesses to market for the advantage of
SimplyBiz Group users and their underlying clients.

How would you wish advisers view Embark?
As down to earth, honest, hardworking, safe to use, and fair value.

Phil Smith is Chief Executive Officer of Embark
Group. With expertise in business transformation,
Phil brings with him 25 years of global experience
across wealth management, asset management,
brokerage, insurance and management consulting.
Before joining Embark Group in 2013, Phil was
Managing Director and Global Management
Committee member at Barclays Wealth where he
played a key role in the inception and development
of the global infrastructure of this business line for
Barclays Plc.
Phil’s previous roles include Managing Director
(Finance, Strategy & HR) at Fortis Investments, the
global asset manager of the Fortis Group. He has
also held Director-level roles at Arthur Andersen,
Prudential M&G and Prudential Corporation Asia.
During this time, he built up extensive experience
of M&A, joint venture partnerships and ‘greenfield’
business development across Asia, EMEA and
the Americas. Externally, Phil is Non-Executive
Chairman of BE-IQ Limited, a leading digital
behavioural finance business.
Phil holds a first-class degree in Industrial &
Business Systems and a post graduate Masters in
Strategic Human Resource Management.

Visit our website at
www.embarkadvance.co.uk or sign up
to our newsletter to receive more insights at
https://embarkgroup.co.uk/insights#gf_3
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TEC HNI CAL TALK

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

Despite the increasing importance of identifying and
addressing customer vulnerability from not only a
regulatory, but also social perspective, it can still be a
difficult area to approach.
Our recently launched Vulnerability Hub brings together
information and resources on every aspect, from support
with policy and procedures, to tackling challenging
conversations with clients. But, from a regulatory
perspective, what will the FCA be looking for and expecting
from firms in terms of vulnerable clients?
All firms have a responsibility to set out an approach to
dealing with vulnerable persons, which should be accounted
for in the firm’s vulnerable persons policy. It is important
as part of that policy to understand the responsibilities the
firm has under its authorisation by the FCA, and to ensure
vulnerability is considered when acting on behalf of a client.
The FCA has not – and will not – make specific rules to
address each area of vulnerability, but instead establishes
the responsibilities within its principles for all firms.
These include:
1 4 | A DV I S E R T O D A Y

FCA Principles
Skill, Care and
Diligence

A firm must conduct its business with due skill,
care and diligence

Management
and Control

A firm must take reasonable care to organise and
control its affairs responsibly and effectively, with
adequate risk management systems

Customers’
interests

A firm must pay due regard to the interests of its
customers and treat
them fairly

Communications
with Clients

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

Customers:
Relationships of
Trust

A firm must take reasonable care to ensure the
suitability of its advice and discretionary decisions
for any customer who is entitled to rely upon its
judgement

TECHNICAL TA L K

Treating Customers Fairly Principles
TCF Outcome 1

Consumers can be confident that they
are dealing with firms where the fair
treatment of customers is central to the
corporate culture

TCF Outcome 2

Products and services marketed and
sold in the retail market are designed to
meet the needs of identified consumer
groups and are targeted accordingly

TCF Outcome 4

Where consumers receive advice, the
advice is suitable and takes account of
their circumstances

The principles above are set out in regulation on how firms must deal
with and treat their customers. The rules do not specify the requirements
when dealing with a vulnerable person but are treated through all of the
principles and rules. Each of the above will apply to vulnerable clients,
with the insertion of that reference within the principles set out.
So, who are vulnerable persons?

It is difficult to explicitly define who is vulnerable or what
characteristics mean a person should be considered vulnerable, as
it is a wide ranging and often complex area. However, the FCA
defines vulnerability as follows; Someone who, due to their personal
circumstances, is especially susceptible to detriment, particularly
when a firm is not acting with appropriate levels of care.
What constitutes someone to be vulnerable – or potentially
vulnerable – can include:
• Health – health conditions or illnesses that affect the ability to
carry out day-to-day tasks
• Life events – major life events such as bereavement or relationship
breakdowns
• Resilience – low ability to withstand financial or emotional shocks
• Capability – low knowledge of financial matters or low
confidence in managing money
There is no definitive list of the different types of vulnerability. Even
if there were, different people react differently to different situations
and it is therefore important to:
• understand the different types of vulnerability
• assess the impact it can have on those people and the decisions
they take
• determine how your firm deals with different people with
different vulnerabilities.

VULNERABLE CUSTOMERS MAY
BE SIGNIFICANTLY LESS ABLE TO
REPRESENT THEIR OWN INTERESTS.
THEY MAY HAVE NON-STANDARD NEEDS
AND MAY BE MORE PRONE TO CERTAIN
BEHAVIOURAL BIASES THAT NEGATIVELY
IMPACT THEIR DECISION MAKING.
Assessing the impact and consequences of vulnerability

Research carried out by the FCA shows there are many consequences
that can result from a person suffering a vulnerability. These include:
• heightened stress levels due to difficult, or different, personal
circumstances
• increasing time pressures due to additional responsibilities
• increasing preoccupation (‘brain is elsewhere’) limiting ability
to manage
• processing power and ability decreases due to competing
pressures, for example, due to the side effects, or emotional toll,
of receiving medical treatment
• lack of perspective, especially when experiencing something for
the first time, not fully understanding the broader implications;
unable to make comparisons, or see the ‘bigger picture’
• changing attitudes towards taking risks; people often become
more ‘reckless’ and/ or careless at moments of stress.
These consequences may affect the way in which vulnerable
customers engage with firms. In particular, vulnerable customers
may be significantly less able to represent their own interests. They
may have non-standard needs and may be more prone to certain
behavioural biases that negatively impact their decision making.
The issue of vulnerable clients is a broad and quickly
developing one. Our recently launched Vulnerability Hub
contains information on; Training and Awareness, Guidance
and Documentation, Support and External Resources. The Hub
will be regularly updated, so please do keep checking in for more
information on this important area.

For compliance specific queries, please don’t
hesitate to get in touch on 01484 439120.
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TEC HNI CAL TALK

PREPARING
A BODY OF
EVIDENCE

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

Whilst the foundations of your work on the Senior Managers and Certification Regime
may have been put in place last year, there’s still plenty to do in preparation for the 9th of
December this year; not least ensuring that all relevant individuals are ready to be added
to the Directory.
‘Directory Persons’ is the term used by the FCA for
the individuals who will appear on the Directory. This
includes three categories of people:
• Certified Persons
• Directors who are not Senior Managers
• Sole Traders and Appointed Representatives (ARs)
who require a qualification to carry out their role.
Before adding anyone to the Directory, the Senior Manager
within that firm must be confident that the individual in
question is fit and proper (FIT) for their role, and have
constructed a body of evidence to support this case.
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Even though the fit and proper assessment deadline
is 9 December 2020, The SimplyBiz Group strongly
recommends that firms start the process of collating
evidence to demonstrate competence and capability at
the earliest time possible.
The SM&CR introduced new rules and guidance
which firms must follow, however FIT is based on three
concepts which will, by now, be very familiar:
• Honesty, integrity and reputation
• Financial soundness
• Competence and capability

TECHNICAL TA L K

EVEN THOUGH THE FIT AND
PROPER ASSESSMENT DEADLINE IS
9 DECEMBER 2020, THE SIMPLYBIZ
GROUP STRONGLY RECOMMENDS
THAT FIRMS START THE PROCESS OF
COLLATING EVIDENCE TO DEMONSTRATE
COMPETENCE AND CAPABILITY AT THE
EARLIEST TIME POSSIBLE.
The SimplyBiz Group has a full set of T&C template documents for the
activities requiring a qualification. In short these are the same documents
that require completion by a firm to ensure its advisers are competent
under the Training & Competence rules within the FCA handbook.
All Certified Persons must be issued with a certificate when
carrying out the certified functions for which the firm has
approved that person. A certificate must be issued to existing
Certified Persons before 9th December 2020, and only after a full
assessment of FIT has been carried out.
Combined Assessment of FIT

In some cases, an individual within a firm may perform both
a Senior Manager Function and a Certification Function. An
example would be a financial advice firm with a Senior Manager
performing the function of SMF3 – Executive Director – and
also a function requiring a qualification, e.g. investment advice or
mortgage advice. The FCA has clarified that a combined fitness and
propriety assessment can be undertaken in these circumstances.
Issuing a certificate to Certified Persons

In assessing whether a person is fit and proper to perform a Senior
Management Function or a Certification Function, a firm must
have regard to whether that person:
• has obtained a qualification; or
• has undergone, or is undergoing, training; or
• possesses a level of competence; or
• has the personal characteristics;
required by the general rules of the FCA.
So, how would one go about assessing fitness and
propriety?

All firms should obtain a self-certified declaration of ‘Honesty, Integrity
and Reputation’ and ‘Financial Soundness’ for each of their Certified
Persons. A copy of this declaration is available on our website.
For Certified Persons that do not require a qualification, e.g. managers
of other certified persons, the output from their duties would be used to
demonstrate their competence and capability under FIT.
For Certified Persons that do require a qualification, their
competence and capability should be monitored against a set of predetermined benchmarks. These would be set out within the firm’s
training and competency (T&C) standards and would include the
individual’s key performance indicators (KPIs) that form part of the
firm’s management information (MI). These would be set against the
activities that an individual is authorised by the firm to carry out i.e.
investment advice, mortgage advice, discretionary management, etc.

A firm should ensure that its employees only perform a Certification
Function if they have a valid certificate issued by that firm to
perform that function.
An exemption applies to existing employees appointed pre-9
December 2019. These individuals can continue to perform their
role, but an assessment of FIT must be carried out, and a certificate
must be issued, by 9 December 2020.
A firm should only issue a certificate to a person where the firm
is satisfied that the person is a fit and proper person to perform the
Certification Functions to which the certificate relates.
The certificate will confirm the person is fit and proper to undertake
the role(s) specified within it and for a period of no longer than
12 months. Please note, where the person undertakes more than
one certified function, e.g. requiring a qualification to carry out a
role and managing other Certified Persons, both can be confirmed
within the same certificate.
As you would expect, The SimplyBiz Group will be both providing
regular updates on the regulator’s requirements of your firm in
regard to SM&CR and all the support you will need to manage
these new responsibilities and processes.

If you have any questions then please, as always,
please don’t hesitate to get in touch with our
compliance helpdesk on 01484 439120.
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WHAT IS
THE LATEST
FROM THE
FCA ON DB
TRANSFERS?

R i c h a r d Nu t t a l l
D i r e c t o r o f C o m p l i a n c e Po l i c y
The SimplyBiz Group

If you were drawn into this article by the intrigue of the title then I apologise, as the answer is…not a lot. There
was, however, an interesting report recently published by the Complaints Commissioner. The matter brought to their
attention could have been made by any number of firms over the past 12 months or more. Without wishing to overview
the complaint in question, it related to a firm not being able to obtain compliant professional indemnity insurance
(PII) terms and then subsequently receiving an instruction by the FCA to voluntarily remove their full pension transfer
permission. Not an uncommon scenario. After the Commissioner investigated the complaint, they concluded the FCA
acted within its powers and did not uphold the complaint.
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IF YOU FIND YOURSELF IN THE
POSITION OF HAVING TO VOLUNTARILY
REMOVE YOUR DB TRANSFER
PERMISSION, PLEASE MAKE SURE
YOU DO SO IN THE CORRECT WAY SO
THAT YOU DO NOT LOSE THE LIMITED
TRANSFER PERMISSION TOO.
‘The FCA has told me about its continuing work in this area, including
large data-based reviews, the persistent concerns about unsuitable advice
being given to consumers, and the fact that it is monitoring the provision
of PII by insurers. It intends to publish its findings in due course. I
welcome these steps, since there is clearly a significant issue here which
needs to be addressed.’

It is always regrettable when the FCA takes the decision to request a firm
give up their DB transfer permission, through no fault of the firm or its
advisers. In the case referred to, the FCA allowed the firm, after ongoing
negotiation, to conclude a number of transfers that were pending. This in
itself is a rare occurrence and if you find yourself in a similar position and
wish to negotiate the conclusion of cases where no PII cover is held, you
need to be mindful of your responsibilities of the broader risks associated
with this decision. Perhaps, however, the most interesting statements
made by the Commissioner appeared at the end of their report, but which
did not directly relate to the case. These are their quotes:
‘I have also suggested that the FCA considers, in the context of its
work on DB transfers and the PII market, the concerns raised by
you about the impact of the shrinking PII market and withdrawal of
cover from reputable, professional firms such as yours. This is clearly
a serious issue, causing problems for clients, firms, and the regulator.’

This tells us there will be no let-up in FCA’s review of firms advising
on DB transfers. It is right that it identifies and removes any firm that
is not providing good outcomes to its clients, but that should not be at
the expense of removing the DB transfer permission of firms running
compliant businesses, but who find themselves in the situation of not
being offered fully compliant PII terms. Sadly, it is clear the FCA has
written to many firms asking them to voluntarily withdraw their DB
permissions, without a proper assessment of the risk or benefit these
firms offer to consumers. At the same time, PI insurers have continued
to reduce their capacity in this area and that is a continuing trend.
The SimplyBiz Group has issued a number of bulletins on this subject
matter and you can find the most recent article on our website. If you
have renewed, or are about to renew, your PII cover, please review the
terms carefully and if you are insured through the SimplyBiz Group
scheme, you should discuss the terms offered with our PII team of
experts. If you have not been offered compliant PII terms for DB
transfer activity, or any other business for that matter, you should speak
with our compliance helpdesk to discuss your individual situation.
Sadly, it appears the DB advice market will progressively decline
with the limitations in the PII market and this will mean more and
more firms will lose their DB transfer permission, before, hopefully,
the PII market improves. If you find yourself in the position of
having to voluntarily remove your DB transfer permission, please
make sure you do so in the correct way so that you do not lose the
limited transfer permission too.
If you are in a position whereby you no longer advise on DB
transfers, whether by way of a business decision, or as a result of
action by the regulator or your insurer, you can still make use of
our panel of DB transfer partners. Each of these partners have been
fully vetted by our Group Compliance Director and due diligence
conducted to ensure they each hold fully compliant PII cover. Each
of the partners deliver their services to high regulatory standards, so
you can be confident they will serve your best interests, and those of
your clients also, in this complex business area. You can find more
details on each of the panel members on the website.

Should you require any support in any of these areas,
please contact our compliance helpdesk on 01484 439120.
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SM&CR COULD SERIOUSLY
AFFECT YOUR WEALTH
Ni c k E a t o c k
Fo u n d e r a n d C E O
In t e l l i f l o

The Senior Managers and Certification Regime (SM&CR)
came into force in December 2019. Earlier that year
(March) we asked users of Intelligent Office about their
preparations for it. The results were rather alarming. The
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survey highlighted that, although three out of five felt they
were on the way to achieving compliance, of the rest:
• almost a quarter (23%) hadn’t started any preparations
• 15% were unaware of what it was.

TECHNOLOGY IN YOUR BUSI N E S S

DIRECTORS AND SENIOR
MANAGERS NEED TO EVIDENCE
THEY HAVE CHECKED OUT AND
UNDERSTAND EXACTLY WHAT IS
GOING ON WITHIN THEIR FIRM. THE
ONLY EFFICIENT WAY TO DO THIS
IS TO ENSURE PROCESSES ARE IN
PLACE THAT ALLOW MANAGEMENT
INFORMATION TO BE DIGITISED
AND AVAILABLE AT ANY TIME.

The regulation requires advisers to spend time looking at
how they operate, as they did in preparation for the General
Data Protection Regulation (GDPR) in 2018. But it goes
further than that – it means all senior managers must know
exactly what is happening within the firm and ensure all
business is being carried out lawfully and in line with all
regulations.
Advisers who risk not being compliant with the regulation
do so at their peril. The FCA is already imposing fines
on individuals and it’s not inconceivable that custodial
sentences will be handed out to directors who fail to know
about and deal with rogue elements in their firm.
Past fines by the FCA have been for:
• market abuse
• financial crime and anti-money-laundering
• skill
• care
• due diligence
• fitness and propriety.
Keeping on the right side of the regulator means directors
and senior managers need to evidence they have checked
out and understand exactly what is going on within their
firm. The only efficient way to do this is to ensure processes
are in place that allow management information to be
digitised and available at any time.
For firms with multiple advisers providing advice to
clients, directors and senior managers need oversight of
what’s happening and when it’s happening.
One solution that provides the protection required for the
senior team is Intelliflo’s Intelligent Office Advice Flow, which:
• keeps a register of all new business, allowing senior
managers to track what business is written, whether
with new or existing clients
• provides recording of all recommendations and research
including those that do not result directly in a product sale
• highlights the risks and challenges the business is facing
by indicating trends in advice being given and tracking
high risk product recommendations.

All this management information is available at a click of a
button and is embedded in the system, so it is available for
scrutiny at any time.
Although the SM&CR can seem scary and, perhaps to
some, like it’s designed as a barrier to just getting on with
business, it’s actually not.
Plus, in light of the current Coronavirus crisis, the FCA
has softened aspects of its SM&CR to help minimise the
burden, by not enforcing the requirement on firms to
submit updated statements of responsibilities if the changes
to staff were in response to the pandemic and would be a
temporary shift.1
As the FCA say on their website, the regulation aims to
reduce harm to consumers and strengthen market integrity
by creating a system that enables firms and regulators to
hold people to account. For a profession that wants to
increase its standing and reputation with consumers, surely
this can only be a good thing.
For existing Intelligent Office users, we’ve created a
number of clear courses to help you design and use the
Advice Flow functionality. The courses can be accessed by
logging into the iO Academy.
Source: FT Adviser – ‘FCA softens SMCR rules amid virus crisis’

1

For more information on how
Intelliflo’s awarding-winning business
management software system, Intelligent
Office, can drive efficiency into your business,
visit www.intelliflo.com or call 0330 102 8402.
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THE ROLE OF TECHNOLOGY IN
TODAY’S ADVISORY LANDSCAPE
Technology has had a big influence in the advisory market for some time and as more advancements are
announced, coupled with continuing changes in consumer behaviour and indeed expectation, firms have
continued to adopt and embed solutions across all parts of their business to bring about efficiency and to
service those client needs.

What we have seen in recent weeks, as we all adapted to the
restrictions in place around travel and social contact, is technology
becoming more advice centric and plans being expedited.
At The SimplyBiz Group, we have invested heavily in technology
and firms are already seeing the benefits.
Communications

Most firms today have a website and many have gone well beyond
the simple brochureware option, but now we are seeing sites really
come into their own, offering that added layer of contact, support
and reassurance.
At The SimplyBiz Group, we offer NextGen SimplySites, a market
leading solution that offers an array of content and interactivity –
calculators, indicative fact finds, transactional elements and more.
We build sites at no cost to our members and provide them at an
extremely low monthly running cost – with all sites now benefiting
from a free plug in which offers guidance and news features to
ensure clients have a reliable and readily available access point for
news and updates.
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We also have an array of digital communications, newsletters and
guides that advisers are using to keep clients engaged and informed.
Visit www.simplymarketingsolutions.co.uk

TECHNOLOGY IN YOUR BUSI N E S S

The advice process

Giving advice

When face-to-face advice was made impossible due to social
distancing, advisers responded quickly and embraced video
conferencing as a very real alternative. With many firms already
using video calls in their everyday interaction with friends and
relatives, this wasn’t as big a leap as many thought.
To help with this, we compared the leading solutions on the market
and provided members with a guide to which would work for them,
how to go about running video sessions and then integrated the
leading solution into Centra.
This looks set to become a valuable means of communication with
clients long into the future.
On top of this, we have continued to develop our NextGen websites
to offer non-advice solutions – which most recently has seen the
addition of Wealthify, now enabling clients to invest without the
need for advice, further providing efficiencies and ways for tech to
support the advice process.

Tech has always been a great ally of advisers, affording much time
saving and efficiencies in the advice process. Whilst firms are perhaps
not changing how they use tech as a direct result of the outbreak
of COVID-19, they are certainly seeing its value and starting to
question whether they have the right solutions in place.
At The SimplyBiz Group of course, we created Centra. The solution
continues to be available to firms at no additional cost (up to 5
licences) and everything you need to run a robust and repeatable
investment solution, including 3 integrated risk profiles, research,
suitability reports and planning tools, all backed by an independent
investment committee and support infrastructure.
What’s more – we have continued to develop the solution which
now also includes:
• CIC compare
• Multi-product suitability reports
• Enhanced strategic asset allocation
• Key investor information and factsheets
• Pension switching tool
• Skype integration

Virtual compliance

Learning

A huge part of being an adviser is the need to constantly keep
abreast of the latest news, regulation and product development and
of course maintain an already high standards of competence and
professionalism.
Fast forward to March and the industry’s event programme
ground to a halt and technology once again stepped up to share the
burden. At The SimplyBiz Group, we invested in and deployed a
new, exciting virtual conferencing platform to deliver a whole host
of high-quality events which proved extremely popular and look set
to have a regular place in our event programme moving forward.

Whilst face-to-face support wasn’t possible, we quickly embedded
leading tech and remote working platforms to allow us to continue
to provide a full service to our Members. One such service that
really had an impact was that of compliance visits.
We were able to deliver all scheduled compliance visits via video
conference and those firms that received visits have provided
extremely positive feedback on the change from physical on-site visit
to digital, scoring then on amazing average, 9.8/10.
This greener and more efficient style of visit is proving extremely
popular, which resulted in us conducting over 300 individual
remote visits in the first 6 weeks!
Here to support you, your business and your clients

Here, we have listed just a few of the ways we are helping firms to
benefit from the efficiencies and support that technology can offer.

Check out your Member or Client website for further details.
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BEHAVIOURAL INSIGHT
FOR ADVISERS
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Ja m e s D e s m o n d
He a d o f M a r k e t i n g O p e ra t i o n s
Nu c l e u s

Nucleus has teamed up with Be-IQ, the multi
award-winning behavioural insights company
to provide the world’s first behavioural insight
service for financial planners and their clients.
Advisers tell us investors are no longer satisfied
with a basic financial plan and a me-too portfolio. Grappling
with the complexity of modern life, they want guidance across
a range of financial decisions. The advisers who are best placed
are those who can emotionally relate to their clients.
There is a view that the next big leap in financial planning is the
utilisation of behavioural insights. Behavioural characteristics,
emotional triggers and behaviour-led segmentation enables
advisers to work with their clients at the time it matters most.
Be-IQ has developed a client app called BEAM and
an adviser dashboard called BEACON that will deepen
advisers’ understanding and empathy of client situations in
an unprecedented manner. The next generation platform will
elevate your advice process, empower clients and will signpost
where to focus your advice.
The BEAM app
BEAM is a highly engaging behavioural bias
measurement app that accurately pinpoints the
strength of a client’s unconscious behavioural
biases. Through a series of gamified behavioural
tests, BEAM measures the underlying biases of
your clients. It also provides them with a “know thyself” report,
explaining what the bias means in relation to them and their
decision-making. It shows how they compare to the rest of the
UK population, as well as giving them some practical tips and
tricks about their behavioural propensities.
Some of the behavioural biases covered by BEAM are:
• Overconfidence (knowledge) – what clients think they
know and what they really know
• Disposition effect – the tendency for investors to sell assets
that have increased in value, while holding assets that have
dropped in value
• Framing – deciding based on the way information is
presented, as opposed to the facts
For the full list of biases, please visit our dedicated behavioural
insights webpage: nucleusfinancial.com/behavioural-insights/.
The BEACON dashboard
BEACON is an adviser dashboard that sits
above the BEAM app and allows advisers to
analyse their clients’ inputs into the app.
When a financial planning client completes behavioural games in
BEAM, the data (assuming they give their permission) is pushed
into the BEACON adviser dashboard. There it allows a deeper
and richer understanding of the client and their unconscious
behaviours. The BEACON dashboard takes the ‘Know Your
Client’ approach to a new level, delivering timely and accurate
insights into your client’s behavioural propensities, presented in a
clear, engaging and useful way. In turbulent times, it allows you to

BEHAVIOURAL CHARACTERISTICS,
EMOTIONAL TRIGGERS AND
BEHAVIOUR-LED SEGMENTATION
ENABLES ADVISERS TO WORK
WITH THEIR CLIENTS AT THE TIME IT
MATTERS MOST.
identify which clients need you most and provides insight into how
they might be feeling.
The BEACON adviser dashboard can become a cornerstone of
your financial planning, creating new levels of engagement for
clients and understanding for advisers and, most importantly,
deepening the most important variable in the adviser/client
relationship – trust.
By utilising the features of the dashboard you’ll be able to:
• identify individual behavioural biases, strengths and
descriptions at a client level
• identify a client’s behavioural persona across three core behavioural
characteristics; judgement, influence and management
• determine a behavioural risk score – the new way to risk
profile that augments the traditional attitude to risk (ATR)
with behavioural insight and more.
We’ve had really great feedback from users who’ve been using the
system, with one financial adviser saying “The BEAM app and
BEACON dashboard are an absolute game changer for financial
planners. The insights we can gain to help us properly communicate
with clients and coach them through their decision making with
money will revolutionise financial planning. It feels like this is the
missing link when it comes to understanding our clients’ behaviour.”
BEAM is available for free for Apple iPhone users and is
available to download from the app store right now for you and
your clients. BEACON costs from £125 per month.

Nucleus users can find out more and sign up for a 30
day free trial of BEACON via our dedicated webpage:
https://nucleusfinancial.com/behavioural-insights/
For more information about Be-IQ
check out their website – beiq.co.uk.
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GLOBAL PANDEMIC
HOW THE CRISIS CAN BE A
CATALYST FOR CHANGE

Phil Bungey
C h i e f O p e ra t i n g O f f i c e r
Advance by Embark

If necessity is the mother of invention, then the lockdown certainly inspired the widespread adoption
of technological solutions, by financial advisers, to stay connected with their clients.
As advisers, clients and the broader industry rapidly adapted to the
changing circumstances, it may have offered an insight into what
the future holds.
One of the key questions then and now is whether these changes
will prove to be crisis-only measures or the catalyst for more
fundamental change. Although we cannot know for definite at this
stage, our sense is that these shifts are here for good.
So, what might this look like in practice?
Remote becomes the norm

Technology has played an essential role during this crisis in
allowing advisers to stay in close contact with clients, who faced
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everything from health worries, to personal economic challenges
and loss of income.
This trend is highly unlikely to go away.
Clients continue to value meeting and speaking with their adviser,
however, technological solutions are in many ways much less
demanding than a home or office visit.
An online video discussion, complete with graphs and other
documents facilitated by screen sharing, could be a more coherent
and, dare we say, three-dimensional conversation for a client than a
face-to-face meeting.
Moreover, as adviser firms will typically have an older profile of
client in comparison with the general population, plenty of older
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clients could prefer to continue with remote communications in
the interests of their own health even after the lockdown is all but
gone. As this continues, it may embed the use of technology in
maintaining these relationships.
We also know that many advisers have onboarded clients during
lockdown. This challenges the assumption that it must involve a
face-to-face meeting (often at the client’s home), and it may actually
better suit many prospective clients.
If this becomes the new normal, it could represent a significant
shift in working practices, leading to a big reduction in travel and
more efficient management of diaries, freeing up valuable advising
time. It would also drive forward the learning of a new set of
valuable digital skills – especially in the optimisation of online
communication.
Clearly though, there won’t be a one-size-fits-all approach to any
of this. After all, there is no one-size-fits-all when it comes to clients.
Digital first

Pre-crisis, standard practices varied between firms, with a wet
signature required by some platforms and providers, often at
different stages of the process.
Where processes have moved online, and where it can be
demonstrated that this has been done safely, we would suggest that
the case for permanent change is a strong one.
It may also be an opportune time to challenge some previously
long-held assumptions – for example, that a wet signature is
necessarily safer than a digital one, or that an annual client review
should always be conducted face-to-face.
Clearly, some of these conversations need to involve the regulator.
The industry will need to show clear consumer benefits and
demonstrate the safety of processes and security of data.
In the case of signatures, it will be about demonstrating that it
works as part of a logical, practical and well-documented client
journey, something that Embark has been leading on.
Role of artificial intelligence

Having worked on some of the first financial services transactional
software projects anywhere, I’ve learnt first-hand that it can take
time for technological innovation to be adopted.
Discussions about artificial intelligence and its applications in
financial services often focus on robo-advice or the use of big data by
giant financial players. Yet, just as the growth area in manufacturing
is no longer robots but ‘cobots’, which work with and enable the
human workforce, this crisis could spark a similar phenomenon
with technology-enabled advisers.
In a clear connection with the current situation, the better
application of technology could give clients a much faster and more
focused journey. This would enable advisers to focus on thornier,
more complex issues such as difficult CGT calculations, for instance.
There is a strong case for advisers to further embrace technology that
could keep them ahead of the emerging digital advice and digital
investment competitors.

JUST AS THE GROWTH AREA IN
MANUFACTURING IS NO LONGER
ROBOTS BUT ‘COBOTS’, WHICH WORK
WITH AND ENABLE THE HUMAN
WORKFORCE, THIS CRISIS COULD
SPARK A SIMILAR PHENOMENON WITH
TECHNOLOGY-ENABLED ADVISERS.
Technological integration

This crisis may also prompt advisers to look at the integration of
their technology across their business.
As effective platform technology sits at the centre of advisers’
propositions, we believe that it will have a valuable role to play in
helping facilitate a positive change in this area.
Turning this into reality

For Embark, this crisis has meant we’ve had to adapt quickly. The
successful purchase of our new Advance by Embark Platform was
completed entirely remotely, something we couldn’t have envisaged
undertaking at the beginning of the year. We can therefore
empathise deeply with advisers in this new journey. And, we know
that it will be critical to talk to them and listen to their experiences
and changing needs, and continue to invest in the lessons learned
and incorporate them into how we work together, our approach and
our ongoing technological development.
It has been a grim few months for most people, but we may at
least be able to use this crisis as a catalyst for change, to help advisers
improve their business efficiency and strengthen their relationships
with their clients.

The trusted gatekeeper

As a digital-first approach increasingly becomes the norm, the
need for effective security to tackle the prevalence of hackers and
scammers is clear. Sadly, but unsurprisingly, both seem to have
stepped up their activity during the crisis.
By developing secure systems which combine best technology
practice with the experience and human touch of advisers, there is
an opportunity to become established as trusted gatekeepers.

Visit our website at www.embarkadvance.co.uk
or sign up to our newsletter to receive more insights
at https://embarkgroup.co.uk/insights#gf_3
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MY CENTRA STORY
Centra, our end-to-end financial planning tool, was built by
advisers, for advisers to provide a market-leading solution.
We created the My Centra Story series to share with you the
experiences of real advisers, from why they made the switch, to
how they implemented fundamental changes to their business.
Earlier this year, we caught up with Andrew Bastow, of
Bastow & Co Independent Financial Advice who shared his
experience which started back 2018 when he made the
decision to transform his business and processes through the
adoption of technology including Centra and Intelligent Office.

In the months leading up to the summer of 2018, I began to realise
that the service provider I was using wasn’t evolving at the same
rate as the changing market, and didn’t offer me any support with
technology, tools or integration.
After carrying out my own research, I decided to adopt Intelligent
Office and was already using Defaqto Engage for research and due
diligence, but not yet for client reviews.
The arrival of MiFIDII meant there were gaps in the system, and I
realised I couldn’t prove suitability for advice given to clients on an
ongoing basis.
I had heard from other advisers about the launch of Centra, which
sounded as though it provided everything I needed. Moving to The
SimplyBiz Group and adopting Centra just made sense, and I haven’t
regretted it for a moment.
Conducting and completing compliant client reviews is a major
part of my work as an adviser. Compiling client reviews therefore
takes up the majority of my time, and Centra provides all the support
I need to address this part of my process. I use Centra to complete
all my due diligence, research and ongoing business and, for new
business, I also use it for research. I test suitability at this review stage,
and Centra allows me to test products against the client’s individual
attitude to risk.
I find the link with Intelligent Office essential, as is the ability to see
all charges in pounds and pence. I disclose all charges in my reports,
and Centra makes them easy to produce and, as a result, saves me
time and money.
I’m confident I’m more compliant using these systems together, as
I can test suitability and the process is repeatable, thereby ensuring
exactly the same steps each time.
As a business owner, if something saves me time, I am more
competitive and more profitable; using Centra gives me that edge. I’m
particularly happy whenever I see the Centra system still developing
and, happily, it never stops.
I’m also a fan of the training support offered to Centra users. To
get going initially, I attended a face-to-face course, was provided
with a laptop to use for the day, access to expert trainers who were
there to answer queries as we progressed through the day, as well
as a dedicated team for ongoing support. Going through everything
systematically was a breath of fresh air and the training was great,
both hands-on and practical.

I’ve also had one-to-one training with the SIS team. Where I’ve
struggled, they have helped me – including liaising with Defaqto to
help me implement solutions and run my business more efficiently.
I implemented tech into my business over time; first, Intelligent
Office then Centra.
During 2019 I completed a data exercise in which I uploaded all my
clients into Intelligent Office, usually on a weekend or my admin. day
on a Monday each week. I would upload the clients who had reviews,
fact finds, plans, valuations etc. Moving from a largely spread sheet
practice to a fully digital practice has taken around 18 months to
fully complete, but it was a one-off exercise that has paid dividends.
It took 3-6 months of training and configuration for me to get to
grips with Intelligent Office and how to use it, but the investment of
my time was more than worth it.
I do client reviews and new client appointments on Intelligent
Office and check attitude to risk on Centra with clients, so they can
see it all online as we go through both systems. This transparency
builds confidence and saves me time as it means I don’t have to re-key
any client data later in the office.
During 2020, I’m making the move to Intelligent Office’s Personal
Financial Portal (PFP). I don’t email this to clients but introduce PFP
in person at reviews, leaving clients with an up and running portal
access. I have around 60% take up for PFP – those who have it, love it,
and are even contacting me through it now! It makes reviews easier if
we’re using PFP, and people phone me less, freeing up more time. I’ve
also found that people enjoy seeing all their information in one place.
In some cases, I’m conducting reviews over the phone and on video
link and we’re both on the PFP at the same time. It’s rare, but I’m hoping
to grow working in this way, as it saves me time and my clients charges.

How to get started. Centra is available to all SimplyBiz
Group Members and Clients, who can access up tot
five complimentary licences. For more information, speak
to the SimplyBiz Investments Services team on 0800 124
0000 or email us at investmentservices@simplybiz.co.uk.
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DELIVERING WITHIN
CLIENT EXPECTATIONS
In April 2019, The SimplyBiz Group appointed Hymans Robertson as its asset allocation provider. In this
issue, Adviser Today asked them to answer the question; How does a robust Strategic Asset Allocation
process help advisers deliver for their clients during turbulent times?

to construct a large range of alternative randomly generated
portfolios. Hymans Robertson has a team of over 100 investment
and analytics professionals that develop, monitor and evolve the
ESS on a regular basis.

What are Strategic Asset Allocations?

Strategic Asset Allocations (SAAs) are used to align our investment
approach to an individual’s goals and risk and return profiles, setting
a target allocation for each risk profile and allowing advisers to select
funds or portfolios that can deliver a similar investment outcome to
the projected SAA.

2.

Given the set of simulated returns for each portfolio, we use a
number of additional risk and return metrics (e.g. value-at-risk,
maximum drawdown, return predictability) and weight the
significance of these differently within each risk profile using a
dynamic scorecard

3.

We then score and rank each of the portfolios by weighting the
risk and return metrics to predefined criteria (such as limits
on how much can be in any one asset class and hard limits on
exposure to property and emerging market equity)

4.

We select the highest 10 rated SAAs for each risk band and take
the average asset allocation to increase the stability of the SAA

5.

Finally, the raw SAAs delivered by the model are sense checked
and submitted to the Investment Committee for approval on a
quarterly basis

What is the Centra approach to SAAs?

Our approach to the SAAs is focused on stable, long-term strategic
asset allocations, rather than trying to be tactical in anticipating
short term market movements.
The traditional view of SAAs is to focus only on the core metrics of
volatility, return and correlation of asset classes. However, we believe it’s
important to cater for a more granular range of risk metrics, bringing
institutional grade modelling to the fore in a truly robust process.
We take a unique approach to our Centra asset allocations:
1.

Long-term asset class returns (e.g. equities, bonds) are generated
from Hymans Robertson’s Economic Scenario Service (ESS)
which predicts long-term asset class assumptions and is used
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•

Although the returns over the last 12 months for the SAAs are
negative, reflecting the downturn this year, they are well within
the expected range of outcomes and all have beaten a pure
equity-based approach

Volatility and uncertainty in 2020

Although we saw a volatile and negative market in the first quarter
of 2020, we note the following:
• Every risk profile performed within the projected possible
performance that clients could have expected within any given year

•
•

COVID-19 WON’T AFFECT OUR
METHODOLOGY TO PORTFOLIO
CONSTRUCTION, BUT WE MAY NEED
TO ADJUST OUR LONGER-TERM
ASSUMPTIONS OF FUTURE RETURNS
AS THE FULL IMPACT ON GLOBAL
MARKETS IS REVEALED.
A resilient and robust approach

•

•

•

Instead of taking a traditional approach and considering
volatility only, we cater for a variety of different risk measures
which provides more resilience and robustness to the SAA
We use a multi-factor approach to equity allocation. Equity
factor investing is a systematic, rules-based alternative
indexation approach, where stocks are selected based on a
series of metrics (‘factors’) rather than just how large they
are compared to other stocks in the same universe. There are
a number of factors, such as value, quality and low volatility
factors, which have been identified in academic research
as being significant drivers of market returns over the longterm. These factors can be used to deliver higher risk-adjusted
returns. However, as the performance of these individual
factors is difficult to predict over the short and medium term, a
multi-factor approach can be a more robust solution than just
adopting a single factor index.
High risk profiles have a larger emphasis towards expected
return and capturing upside potential, focused on achieving
appropriate returns for investors. Lower risk profiles are focused
on downside protection and reducing drawdown.

Only 2% of funds rated by Defaqto have breached the volatility
parameters set out for the risk profiles during recent market volatility
All profiles outperformed UK, North America and Emerging
Market equities with lower volatility, as you can see from the
below, where Centra SAAs are shown in green:

Source: Hymans Robertson research, April 2020

How will COVID-19 affect SAAs in the medium to
long term?

There are certainly some indicators of calm within markets, but
there is also plenty of negative coverage, so the challenge is knowing
whether the calm is sitting in the middle of the storm. With no real
hard facts around when the spread of COVID-19 and containment
measures will end, it is difficult to make decisions or to predict
whether it is the start of better markets ahead.
With that in mind, our views around focusing on long term
assumptions, using a range of risk metrics and not making tactical
trading decisions becomes ever more pertinent. COVID-19 won’t
affect our methodology to portfolio construction, but we may need
to adjust our longer-term assumptions of future returns as the full
impact on global markets is revealed.

To find out more about The SimplyBiz Group’s Strategic
Asset Allocation process, please visit the SimplyBiz
Investment Services area of the website.
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LESSONS FROM
PREVIOUS BEAR
MARKETS

THERE REMAINS A HUGE AMOUNT OF
UNCERTAINTY AND IT IS IMPERATIVE
WE AVOID THE PANIC THAT HAS
OVERTAKEN MARKETS. WITHOUT BEING
FLIPPANT, THIS IS NOT THE END OF THE
WORLD AND THINGS WILL RECOVER.
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John Husselbee
Co-Fund Manager DMS Verbatim Portfolio Growth Funds
Verbatim

There is obviously a huge amount for people to
digest at present – both personally and in terms
of markets and economics. But however hard it
might be in the current environment, it is vital to
avoid short-term mistakes that can damage longterm investment strategies.
This will be the fourth bear market of my career
and, while the catalysts are always different, there
are clear similarities that we expect to emerge
this time as well – although, like everyone else, I
cannot say exactly when that will be.
Just weeks after the S&P 500 hit a record high
on 19 February, the ongoing spread of coronavirus
and an oil dispute between Russia and Opec has
seen markets tip into bear territory. So far, markets
have treated these events as a classic growth scare
and reacted in typical bear fashion; the difference
to previous declines has been the speed, with the
slowest bull run in history quickly giving way to
one of the most rapid bear markets.
Amid huge daily declines in stock markets, we
have seen emergency policy responses from central
banks in cutting interest rates to record lows and
providing much-needed liquidity and lines of
credit, with none of the moral hazard concerns that
muddied the situation around banks in 2008.
Looking to the next few weeks and months, there
remains a huge amount of uncertainty and it is
imperative we avoid the panic that has overtaken
markets. Without being flippant, this is not the
end of the world and things will recover – market
particpants are currently attempting to bridge the
gap between reality and perception when it comes
to the ultimate impact on growth, and that will
lead to abundant debate over U versus V-shaped
recovery and other letters beyond that.
Another message to get across, is that falling
markets will always feel uncomfortable, but a
drawdown only becomes a loss when investors
crystallise it by selling. Again, looking at history
shows many of the worst days in markets are often
followed by some of the best, and selling out means
missing these recoveries.
If you take the FTSE 100 stretching back to 1984
– what I call the ‘News at ten’ index’ – there have
only been nine negative years out of 36, meaning
positive 12-month periods are four times more
likely. The average annual maximum drawdown
over the period is 14%, but, in the majority of cases,
the index ended that period in positive territory.
What previous bear periods have taught us, is
that staying calm is vital and getting caught up
in the fear and greed-inspired push and pull of

volatile markets can be dangerous. No one can
control markets, but we can control our own
emotions to a large extent – and when it comes to
investment, that means falling back on a robust,
consistent and repeatable investment process.
Equity markets have consistently proved the best
way to generate returns, but they rarely ascend in a
straight line and we have to expect corrections on
the path to long-term reward. Our focus remains
on patient investing – the winning by not losing
we talk about so often – and what that ultimately
requires, is the ability to look through short-term
periods and keep faith in the long-term process.
In terms of our portfolios, we are in close contact
with our underlying fund managers and, although
they are all watching markets as we are, we are
comforted – as odd as it might sound – that most
are currently doing nothing, at least in terms of
buying and selling.
All our managers are selected on the basis they
have successfully kept to a certain style over the
long term and any sudden shifts in approach
would raise a red flag. Warren Buffett, as perhaps
the world’s most famous investor, is finding
himself quoted more often than ever in these
troubled days and his claim that ‘the best new
investment idea is often to buy more of what you
already own’ is likely to prove particularly apt for
many of our managers over the course of 2020.
Given the huge upheavals of recent weeks,
we are among many asset allocators reviewing
our positioning and working out how we want
portfolios to look heading into a new cycle. We
have been neutral since 2018 and now see an
opportunity to take advantage of cheap equity
valuations (within the parameters of our usual +/3% tactical tilts), looking to be on the right side of
the buy low, sell high maxim.
We feel the coming months will allow us to do
exactly this while remaining within existing risk
parameters and suitability requirements. We are
not there yet but, looking back at this period in
a year’s time, we would not want to rue missing a
great opportunity to buy low.

For more information, visit
www.verbatimassetmanagement.co.uk
or call 0808 12 40 007
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Multi-asset
investing that
doesn’t cost
the earth
OCF capped
at 0.39%

BMO Sustainable Universal MAP Funds
– finding the positives
We’ve brought our responsible ethos and investment
capabilities together with our BMO Sustainable Universal MAP
Funds – a suite of three actively managed multi-asset portfolios,
all at a capped OCF of 0.39%.
Each risk-targeted fund is founded on sustainability-orientated
investments with a focus on companies making a positive
difference to the world we live in.
Capital is at risk and investors may not get back the original
amount invested.

Learn more
Visit us at bmogam.com/sustainableuniversalmap
or call us on 0800 085 0383
Telephone calls may be recorded.
BMO Global Asset Management (EMEA)
@BMOGAM_UK

© 2020 BMO Global Asset Management. Financial promotions are issued for marketing and information purposes; in the United Kingdom by BMO Asset Management Limited, which is authorised
and regulated by the Financial Conduct Authority. English language copies of the Fund’s Prospectus and English language copies of the key investor information document (KIID) can be obtained from
BMO Global Asset Management, Exchange House, Primrose Street, London EC2A 2NY, telephone: Client Services on 0044 (0)20 7011 4444, email: client.service@bmogam.com or electronically at
www.bmogam.com. Please read the Prospectus before taking any investment decision. 887368_G20-0175 (02/20) UK.
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RISK – WHERE ARE
TODAY’S SAFE HAVENS?
Sunil Krishnan
He a d o f Mu l t i - A s s e t Fu n d s
Av i v a In v e s t o r s

In normal market conditions, fund managers look to construct
portfolios able to navigate the range of outcomes that might reasonably
be expected. There are typically three options to manage risk:
1. Increase allocations to government bonds
2. Reduce investments in growth-sensitive assets, such as equities or
high-yield credit
3. Look for assets in demand when portfolios shrink (including
currencies like the US Dollar or Japanese Yen)
In the recent environment, these strategies have had varying degrees
of success in protecting portfolios.

strengthened markedly, rising five per cent in the first three weeks
of March (source: Bloomberg, as at 25 March 2020) as investors
bought it as a safe-haven asset. Yen appreciation, and weakness in
Euros and Australian Dollars, also provided a degree of protection.
How should investors now view diversification in
multi-asset portfolios?

What recent events have illustrated, is that having a multi-faceted
approach to managing portfolio risk can allow a portfolio manager
to navigate volatility, spot opportunities, and strike the right balance
between responding to markets and taking a long-term view.

Government bonds

Government bonds tend to increase in value when economic weakness
causes central banks to drive down interest rates on cash. As a result
they form an important building block in many portfolios. However,
we had some concerns about the near-term outlook. In the event,
bonds initially performed their usual risk-off role.
However, by the second week of March, all bonds began to behave
unusually. Government bonds are normally one of the most liquid
markets, but it transpired that many bondholders had borrowed to
buy them. As uncertainty increased, they were forced to sell both
bonds and equities which created an opportunity to buy unwanted
Treasuries. Nevertheless, market moves in March illustrate the
need for a multi-faceted approach rather than a single source of
protection.
Growth assets

It can be tempting to rely on large sales of equities when trouble
arises, as a strategy for protecting wealth. However, this is hard
to achieve. First, by the time the headlines turn gloomy, a sale is
often too late. Second, timing a re-entry to growth assets can be a
huge challenge. We prefer to take a more strategic approach. In our
uncorrelated allocation, we look for assets that can deliver strong
returns but preserve capital in difficult times.
Currency behaviour

The US Dollar and Japanese Yen are traditional safe havens, perhaps
because they are often borrowed by companies and investors during
good times. Our own analysis leads us to believe that strategically
allowing a degree of unhedged exposure to these currencies may
improve the risk-adjusted returns.
Running in to 2020, the US Dollar had been very strong, in large
part driven by the US economy’s domestic strength which insulates
it somewhat from global trade and manufacturing woes. In contrast,
the Japanese Yen had been weak. During the March sell-off, markets
largely conformed to the strategic pattern. The Dollar once again

To find out more on our range of funds contact your
usual sales representative, our investment sales team or
visit our website avivainvestors.com
Tel: 020 7809 6521* Email: BEDUK@avivainvestors.com
*Calls may be recorded for training and monitoring purposes,
and to comply with applicable law and regulations
i
Anil Panchal, 'USD/CAD bounces off monthly lows amid broad US dollar strength,'
FX Street, 20 February 2020. https://www.fxstreet.com/news/usd-cad-bounces-off-monthlylows-amid-broad-us-dollar-strength-202002200401

Key risks
The value of an investment and any income from it can go down as well
as up and can fluctuate in response to changes in currency exchange rates.
Investors may not get back the original amount invested.
For further information on the risks and risk profiles of our funds,
please refer to the relevant KIID and Prospectus.
Important Information
This document is for professional clients and financial advisers only.
It is not to be distributed to or relied on by retail clients.
Except where stated as otherwise, the source of all information is Aviva Investors Global
Services Limited (AIGSL) as at 31 March 2020. Unless stated otherwise any views and
opinions are those of Aviva Investors. They should not be viewed as indicating any guarantee
of return from an investment managed by Aviva Investors nor as advice of any nature.
Information contained herein has been obtained from sources believed to be reliable but has
not been independently verified by Aviva Investors and is not guaranteed to be accurate. Past
performance is not a guide to the future. The value of an investment and any income from it
may go down as well as up and the investor may not get back the original amount invested.
Nothing in this material, including any references to specific securities, assets classes and
financial markets is intended to or should be construed as advice or recommendations of any
nature. This material is not a recommendation to sell or purchase any investment.
Issued by Aviva Investors Global Services Limited. Registered in England No. 1151805.
Registered Office: St Helen’s, 1 Undershaft, London EC3P 3DQ. Authorised and regulated
by the Financial Conduct Authority.
RA20/0615/30032021
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WHO IS NS&I AND
WHAT ARE THEY
DOING TO HELP YOU
AND YOUR CLIENTS?

Andrew Pike
He a d o f In t e r m e d i a r y R e l a t i o n s h i p s
NS&I

NS&I is one of the largest savings organisations in the UK, with
25m customers and over £160bn invested. We are officially an
Executive Agency of the Chancellor of the Exchequer and reports
into HM Treasury.
NS&I has been trusted to look after the nation’s finances for over
150 years, and is seen as the default cash option for many financial
advice firms due to our Treasury backing, which provides unique
100% security for all funds, even above the FSCS limit. This
provides peace of mind for both clients and their advice firms.
The purpose of NS&I is to provide cost-effective financing for
government and deliver attractive products for savers. We are best
known for Premium Bonds, but also offers income and fixed term
products, ISAs and other savings accounts. An individual can invest
over £4m with NS&I risk-free. Some products can be held in a
Trust, SIPP or SSAS.
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Whilst NS&I exists for all types of saver, it is clear many high
value customers choose to invest with us. For example, over 900,000
NS&I customers have over £50,000 invested, and over 9,000 have
over £1m invested. Many of these customers will be using the
services of a financial advice firm.
Danny Cox, Chartered Financial Planner at Hargreaves Lansdown:
“For millions, the NS&I brand stands for financial security, and
remains the first-choice safe haven.”
Living in these uncertain times, cash deposits are becoming an
increasingly important aspect of a client’s portfolio, and are no
longer a peripheral concern for financial advice firms. Additionally,
since the FCA’s Retail Distribution Review, clients have wanted
their advice firms to manage all their savings and investments on
their behalf, and so cash has become an integral part of the financial
planning process.

INVESTM E N TS

NS&I IS SEEN AS THE DEFAULT CASH
OPTION FOR MANY FINANCIAL
ADVICE FIRMS DUE TO OUR UNIQUE
100% SECURITY FOR ALL FUNDS

Cash can provide liquidity in a portfolio and protect capital by
providing a secure hedge against riskier investments. Other reasons
for holding large amounts in cash might be as a ‘cash buffer’, to pay
tax bills, or because of a sudden windfall.
NS&I enjoys high advocacy levels amongst the financial advice
community, with advice firms giving us a score of 8 out of 10 in
terms of how likely they are to recommend NS&I products to their
clients (NS&I Advocacy Survey, January 2020). Within this, 85%
of advisers recommend Premium Bonds regularly.
However, it hasn’t all been good news. For several years, firms had
been highlighting some shortfalls in NS&I’s service to them. Since
the Retail Distribution Review there has been a greater emphasis
on service, but this clashed with a large, multi-year modernisation
program NS&I was running, deliberately prioritising the end
consumer. Therefore, we couldn’t react as fast as firms needed them
to and so didn’t compare well with the service other providers were
offering at this time. As such, NS&I received a lot of feedback on
this issue.
Over the last few years though, NS&I has been able to turn its
attention to third parties, with the top priority being financial advice
firms. Using the feedback received from firms, we have started to
roll out a series of significant enhancements including:
• a new indefinite Letter of Authority template removing the need
to complete a new one every time
• a Terms of Business Agreement for firms to complete in order to
protect all parties, including clients
• an enhanced Adviser Helpline service, enabling information on
clients’ holdings to be accessed over the phone for the first time
• a new dedicated online service for advice firms, giving them digital
access to their clients’ NS&I holdings, again for the first time.
This new service was launched in May last year and gives advisers
and their colleagues the benefit of easier and faster access to more
detailed information, including their clients’ Premium Bonds prize
history, which helps in calculating the actual return being achieved.
This is in addition to information such as valuations, maturity dates
and copies of all correspondence sent to their clients.
Access to the system can also be made available not just to the
client’s adviser but to anyone in the advice firm who needs it, for
example, the paraplanner working on the financial plan and the
suitability report.
Since launching last year, more than 600 firms have registered to
use the online service. NS&I expects that ultimately most firms will
benefit from using the specialist platform as the vast majority of
clients will have at least one NS&I product.
Reaction to the new service has been very positive from advice firms.
Phil Billingham, Chartered Financial Planner at Perceptive
Planning, commented:
“The online service has made it much easier to manage our clients’
NS&I investments, saving us both time and hassle, and giving us
the full online view of their holdings for the first time. NS&I has
created a useful tool that says a lot about their commitment to

building a strong relationship with advisers. We were delighted to
work with NS&I during the test phase for this new service to help
make it even more adviser friendly.”
Peter Osborne, Client Director at Paradigm Norton Financial
Planning:
"This new service from NS&I is a most welcome development,
enabling us to easily obtain an up to date consolidated list of client
holdings. This saves time, improves efficiency and allows us greater
monitoring of a client’s overall financial plan – which is better for
everyone.”
Looking to the future, NS&I is exploring the possibility of
introducing digitalised versions of the Letter of Authority and
Terms of Business Agreement to help reduce accessibility issues
and improve processes. The next key priority for NS&I will then
be giving advice firms access to their clients' trust accounts online,
instead of just by phone.
NS&I will also be researching the appetite amongst adviser firms
for transactional access and, if highlighted as a requirement, how
they would want to access this, for example through the NS&I
online service, through platforms, or cash management systems.

In the meantime, join the hundreds of other advice
firms who’ve already started enjoying the benefits of
faster, easier access to their clients’ NS&I holdings, and
register today for the online service by visiting
www.nsandi-adviser.com/obtaining-client-information
If you are not the person that usually sets up this type of
service for your firm, please share this information with
the most appropriate colleague.
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Performance
Excellence
We are proud to celebrate a decade dedicated to
perfecting the art of investing. We have spent ten
years refining our skills, to design and deliver
exceptional multi-asset investment solutions that
are fi
 ne-tuned for consistent performance.

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

A Discounted Gift Trust (DGT) plays to the tune of those looking
to preserve their wealth for inheritance and take an income. The
question, especially given the unprecedented COVID-19 crisis, is
where to invest. Like other investment solutions, this depends on
investors’ objectives. For this, let’s zoom in on a client looking for
wealth preservation and a smaller income of 4%.
When it comes to wealth preservation, the focus lies more on
managing potential downside risks both in terms of depth and
duration. For instance, the client first might be inclined to invest in
fixed income, traditionally considered the lowest risk asset after cash.
However, anyone doing this with a need for income would have seen
higher levels of drawdown compared with multi-asset investments.
Unceasing demand for multi-asset, in this respect, becomes clear,
since investing in multiple assets provides lower correlation than
investing in one. This helps to reduce drawdown, which is crucial for
preserving wealth.
In addition, when we saw levels of drawdown increase across the
0-35% shares sector over the past decade, it was often because the fund
was venturing into riskier assets to reap the same level of returns in the
previous ten years. This is why it makes sense for such clients to look at
funds specifically designed for lower risk appetites rather than at more
generic funds; for example, the 0-35% shares sector, which is widely
perceived as the least risky within the IA mixed investment sectors.
Simply put, any client looking for a ‘sustainable’ withdrawal rate is likely
to have greater success with a designated low risk level fund, because it
has the potential to be more reliable for reducing drawdown risk and,
therefore, extra helpful at preserving wealth whilst taking an income.
For example, Mr Miggins invested in the returns of the IA 0-35%
sector just before the global financial crisis (GFC), while his wife,
Mrs Miggins, invested in the composite of a risk Profile 3 to better
match her risk appetite. Each invested £700,000, taking 4% p.a. Both
funds worked well in terms of wealth preservation as of the end of
March 2020. However, Mrs Miggins’ investment not only provided
greater returns and income over this period, but also better drawdown,
particularly during the GFC and the COVID-19 disruption.
Investor

Mrs Miggins

Mr Miggins

Investment

Composite Risk
Profile 3*

IA 0-35 Sector

Initial Investment

£700,000

£700,000

Income

4%

4%

Total Income Earned

£382,090

£328,807

Total Return after Income

£824,528

£620,255

*Composite risk profile 3 based on the asset allocation of Dynamic Planner’s risk profile 3
at 31/03/2020

Managing downside risk

During the correction, our multi-asset team allowed the equity
underweight in our portfolio funds to grow to 2-4% to help reduce
downside risk caused by COVID-19 volatility. Our fund managers
believe that, while the correction was of the right magnitude in
value, the pace was too fast and the lows may be revisited. Within
that, they are wary of non-essential goods companies and are
focusing on tech and other selective areas expected to outperform
throughout the pandemic.
In fixed income, we believe corporate bonds remain the most
attractive and continue to concentrate on high quality credits in noncyclical sectors, mainly in Europe given the European Central Bank’s
purchasing programme. We will continue to look for companies
that we feel are unfairly punished and provide attractive valuation
opportunities. More important than ever in our decision-making
process are the consultations with our internal credit analysts and our
wider asset mix committee. Even though these are now taking place
via conference calls and videos, they have been vital in our current
weightings and risk monitoring.

If you’d like to get in touch with us,
you can call us on 020 7415 6509. To find out
more about our Portfolio Funds from Canada Life
Investments visit canadalifeinvestments.com/
investment-solutions/multi-asset-solutions
Important information
Past performance is not a guide to future performance. The value of investments may fall as
well as rise and investors may not get back the amount invested. Income from investments
may fluctuate. Currency fluctuations can also affect performance.
The information contained in this document is provided for use by investment professionals and
is not for onward distribution to, or to be relied upon by, retail investors. No guarantee, warranty
or representation (express or implied) is given as to the document’s accuracy or completeness.
The views expressed in this document are those of the fund manager at the time of publication
and should not be taken as advice, a forecast or a recommendation to buy or sell securities. These
views are subject to change at any time without notice. This document is issued for information
only by Canada Life Investments. This document does not constitute a direct offer to anyone, or
a solicitation by anyone, to subscribe for shares or buy units in fund(s). Subscription for shares
and buying units in the fund(s) must only be made on the basis of the latest Prospectus and the
Key Investor Information Document (KIID) available at www.canadalifeinvestments.com.
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.
CLI01610 Expiry 30/04/2021
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IF WE IMPROVE
OUR DEFINITIONS,
EVERY CUSTOMER
CAN BENEFIT
Ja c q u i G i l l i e s
M a r k e t i n g a n d Pr o p o s i t i o n D i re c t o r
Guardian 1821

Outside of the insurance world, what would you see as fair? Would
you expect to get the best new product available without having to
pay the same as a new customer? No. But would you want to be
stuck with your old product because it can be difficult or costly to
upgrade? Also no.
With all other critical illness providers, the definitions people get
in their policy are the ones they’re stuck with. If improvements are
made, then, to benefit existing policyholders, they have to cancel
their old policy and take out a new one. That penalises them because,
as they’re older now, they may have to pay more for their existing
terms. A famous example of this was when existing customers were
stuck with a policy that only paid out on loss of both limbs when
the market moved on and new customers could get a payout on loss
of one limb.
Access to improved definitions also relies on a client and their
adviser conducting regular reviews, as well as the adviser being up to
speed with all the latest critical illness definition movements on the
market. Not an easy job to take on. However, if the review doesn’t
happen, and the client has an outdated version of a policy, it might
let them down when they come to claim.
At Guardian, we’re doing things differently. We think existing
customers should have access to the same definitions as new ones.
When better definitions are brought in, we believe people should be
able to keep their existing policy, priced as it was, and simply pay to
add the new, improved definitions. This approach is fairer because it
removes the ‘penalty’ of having to buy all their existing terms again
when they’re older and possibly in poorer health.
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We’ve also said that where we can give new or improved critical
illness definitions for free, we will. In late 2019, we announced our
first set of definition upgrades and we contacted all our existing
customers to let them know they’re eligible to claim under the new
improved definitions, free of charge. However, we’ve also been clear
that, commercially, free upgrades may not always be possible as our
proposition needs to be viable for the long-term.
One very important thing that our cover upgrade promise means
in practice is this. If a definition improves and an existing customer
now meets that new definition, they’re eligible to make a claim.
For advisers, this approach offers an opportunity for proactive
communication with clients, and ultimately a conversation that will
develop more trust in our industry.
We’ve been applauded for this innovation as an example of
‘treating customers fairly’, and a well-known industry commentator
recently wrote that our cover upgrade promise ‘should be the norm,
not the exception’. At Guardian, our ambition is for every family
to have protection that they can truly believe in. Our unique cover
upgrade promise is one way we’re doing this.

Discover more about our proposition and register
to do business with us at adviser.guardian1821.co.uk

L ATER LIFE PL AN N I N G

WHY MORE ADVISERS ARE TURNING
TO BPR-QUALIFYING INVESTMENTS
Je s s i c a Fr a n k s
B u s i n e s s L i n e M a n a g e r, In h e r i t a n c e Ta x Pr o d u c t s
O c t o p u s In v e s t m e n t s

More advisers are turning to Business Property Relief (BPR) as part
of their estate planning toolbox.
Why? Because a growing number of clients find themselves
in a position where they have an inheritance tax issue, but are
uncomfortable giving away large sums of money.
This has led to a growing appetite for alternatives to gifting. BPRqualifying investments are one such alternative. These are tax-efficient
investments that enable clients who are happy to take more risk with
their wealth to undertake estate planning without losing control of
their wealth. Because they are investments, they stay in the client’s
name and can be accessed later on, subject to liquidity, if need be
— an attractive feature for clients who are put off by the irreversible
nature of some other forms of estate planning.
Help more clients

The decade just gone saw a considerable rise in the value of property and
other assets. Meanwhile, the nil-rate band has been frozen at £325,000
since 2009 and despite the introduction of the incremental residential
nil-rate band, inheritance tax receipts have consistently risen every year.
So any of your clients who already had an inheritance tax problem
may now face an even bigger one. And clients who might not expect
to be hit by inheritance tax are now more likely to be in future.
Yet although this is a growing issue, some clients remain reluctant
to take action and plan for it. In a recent survey commissioned by
Octopus Investments, more than half of advisers surveyed (55%) said
that the reluctance to lose access to assets has stopped some clients
doing any estate planning at all1.
This is why, in recent years, more advisers have turned to BPR-qualifying
investments to help unlock the wider estate planning conversation.
How BPR works

BPR is a recognised inheritance tax relief that incentivises investment into
unquoted or AIM listed companies that meet the qualifying criteria and
are providing valuable support to growing sectors of the UK economy.
As long as the BPR-qualifying shares have been held for at least
two years at the time of the shareholder’s death, they can be left to
beneficiaries free from inheritance tax.
And because the investment stays in the client’s name, if the
investor’s situation changes and they need access to their funds, they
can request to sell down some or all of the investment.
Compared with some estate planning solutions, BPR is relatively
easy for clients to understand too. There are no complex legal
structures, and there is no requirement for underwriting or medical
questionnaires that you might find elsewhere.
Some advisers find that by talking about BPR, they bring the
conversation back to investments, which is familiar ground for
most clients.

BPR solutions won’t be right for everyone

BPR-qualifying investments are high risk and won’t be suited to everyone.
The value of an investment, and any income from it, can fall as well
as rise. Investors may not get back the full amount they invest.
Tax treatment depends on individual circumstances and could
change in the future. Tax relief depends on portfolio companies
maintaining their qualifying status.
Investors should also keep in mind that AIM-listed and unquoted shares
can fall or rise in value more than shares listed on the London Stock
Exchange. They can also be harder to sell, and liquidity is not guaranteed.
Add BPR to your toolbox

You may have more clients than you realise who could benefit from a
BPR-qualifying investment. And as time goes on, that number looks
set to grow.
You’ll be familiar with the underlying drivers. Rising house prices
and stock markets mean more people than ever are expected to be hit
by an inheritance tax bill. The amount of inheritance tax paid to the
Treasury is predicted to reach £6.9 billion by 2023-242.
Thanks to the UK’s ageing population, there are also more people
reaching an age when estate planning is an immediate concern.

As the largest manager of BPR-qualifying investments,
Octopus can help you make the most of this estate
planning option, as part of a client’s overall planning.
Give us a ring on 0800 316 2067 to speak to one of our
inheritance tax experts.
We’ve also recently published a new report called
‘Unlocking Estate Planning: How Business Property
Relief is opening doors for advisers and paraplanners’.
Download a copy of the report at
octopusinvestments.com/unlockingiht
Unlocking estate planning report, Octopus Investments, February 2020

1

2

HM Treasury Budget, October 2019.

BPR-qualifying investments are not suitable for everyone. Any recommendation should
be based on a holistic review of your client's financial situation, objectives and needs. We
do not offer investment or tax advice. Issued by Octopus Investments Limited, which
is authorised and regulated by the Financial Conduct Authority. Registered office: 33
Holborn, London, EC1N 2HT. Registered in England and Wales No. 03942880. We
record telephone calls. Issued: March 2020. CAM009247.
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PENSION DEATH BENEFITS –
DON’T LEAVE IT TOO LATE
M a r t i n Ha g g a r t
Te c h n i c a l D e v e l o p m e n t M a n a g e r
Aegon

Lack of understanding

In my experience, there’s a great deal of confusion over pension death
benefits generally. Many clients have built up their pension savings
in a variety of different types of schemes and arrangements over
the course of their working lives, from retirement annuity policies,
occupational schemes, buyout policies, former rebate-only plans,
through to modern personal pension tax wrappers sitting on platform.
How many of your clients fully understand what form of death
benefits would be payable from each of their pension arrangements,
how the benefits would be taxed and who the benefits would be paid
to? Even in the simplest example of a personal pension, research
suggests only a small percentage of clients understand that the
pension scheme (generally) has the discretion to decide how benefits
are allocated between the possible beneficiaries. Most believe that
benefits will automatically be paid to the beneficiary they’ve chosen
on their nominations.
Existing trusts

Before the pension freedoms were introduced in April 2015, spousal
bypass trusts were all the rage, with a discretionary trust being used
to hold lump sum death benefits outside of the taxable estate of
the surviving spouse, while still giving them access to benefits by
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being one of the discretionary beneficiaries. Many of these trusts
haven’t been reviewed to check if they’re still fit for purpose. It may
be there is a desire for more control in the timing of benefits, for
example, or perhaps complicated family circumstances that merit
the continued use of the trust. Other cases may be better served
from a tax perspective if the potential beneficiaries have the ability
to retain the benefits within a registered pension scheme and, if so,
the client may need to take action. And even for those cases where
a trust is still suitable, the appointed trustees may need specialist
advice to understand the complex tax treatment that will apply
under the trust once the benefits are paid out of the scheme.
Statutory override

Many clients automatically assume that full death benefit flexibility
is available from their existing arrangements. This may be due to
the statutory override that was introduced alongside the pension
freedoms, allowing schemes to pay flexible benefits even if the
scheme rules haven’t yet been updated. It needs to be remembered,
however, that this is a permissive override and that schemes aren’t
obliged to offer flexible benefits.
Due to the continued focus on the development of platform
propositions where full death benefit flexibility is offered as standard,

L ATER LIFE PL AN N I N G

HOW MANY OF YOUR CLIENTS FULLY
UNDERSTAND WHAT FORM OF DEATH
BENEFITS WOULD BE PAYABLE
FROM EACH OF THEIR PENSION
ARRANGEMENTS, HOW THE BENEFITS
WOULD BE TAXED AND WHO THE
BENEFITS WOULD BE PAID TO?

few providers have spent the additional time and resource to track
back and make system changes and introduce new procedures to
support benefit flexibility under their old legacy arrangements. This
is one of the many and varied reasons why it may be appropriate for
legacy clients to upgrade to a platform proposition.
Review existing scheme

If the existing scheme or arrangement doesn’t provide the full range
of death benefit options to suit the client’s circumstances, and there’s
no opportunity to alter the existing provisions, then ultimately a
pension transfer may need to be considered. Arrangements such as
retirement annuities and most buyout contracts don’t include any
element of discretionary disposal (unless the policies have been
written under trust) and may be top of the list for review. Transfers
should only be considered as part of a full financial review and it
should be remembered that any transfers made in the knowledge
of ill health may ultimately lead to an inheritance tax challenge by
HMRC if death occurs within two years of the date of transfer.
Nominate and regularly update

Having reviewed (and possibly transferred) a client’s pension
arrangement to make sure it’s suitable for their needs, it is important
to put a death benefit nomination in place and regularly review and
update it as circumstances change. This can be done at any time.
Again, many clients don’t understand why this is appropriate and
simply complete a nomination at the outset of the policy and fail
to review it again. It’s far more likely that a scheme will exercise its
discretionary powers and pay benefits to the right beneficiaries in line
with the client’s wishes if the nomination is completely up to date. At
the very least, this should be part of every client’s annual review.
Anyone that the client wishes to receive death benefits from the
pension scheme should be named on the death benefit nomination
form, as that will allow the scheme to offer the full range of benefit
options, including income and lump sums. A scheme is able to
choose a beneficiary if no one has been named, but will generally
only offer a lump sum in these circumstances, unless the person the
scheme has chosen is a dependant (as defined by HMRC).
Requesting reallocation at point of death

Another advice opportunity is where the client wants his or her
beneficiaries to have the flexibility to request that the percentages
stated on the nomination form be reallocated to suit the
circumstances that exist at the point of death (any such request won’t
be legally binding on the scheme, but will generally be taken into
account when the scheme exercises its discretion). How is that best
achieved using the draft nomination form supplied by the scheme?
At the point of death, it’s important that any request from the
beneficiaries to change the percentages must be received by the
scheme before it exercises its discretion and awards the benefits.

Otherwise it won’t be taken into account by the scheme and any
attempt after that by a beneficiary to give up part, or all, of the
benefits awarded to them may have inheritance tax implications.
Minors

And what if the client’s children, grandchildren or other minors are
to be nominated for death benefits? On death, will the scheme offer
the minor the full range of options (if they’re chosen) or only a lump
sum death benefit? Aegon offer income and lump sum options to
minors, if chosen under our discretion, under our Aegon Retirement
Choices SIPP, One Retirement and Aegon Platform products.
You may wish to seek specific information from each of your
clients’ schemes to make sure this option is definitely available, for
example:
• How will a minor’s drawdown arrangement be set up?
• Will it be possible to obtain an accurate illustration?
• Who will the scheme take instruction from on investments and
benefits payable?
• What verification requirements need to be met when benefits
are taken to make sure payments are made to the right person?
• What process is followed when a chosen minor reaches majority?
Summary

The general lack of understanding on pension death benefits presents
you with a range of advice opportunities to help your clients and
their beneficiaries achieve the best possible outcomes. Reviewing
existing legacy schemes or arrangements and existing spousal
bypass trusts to make sure they continue to meet your clients’ needs
and circumstances is only part of the advice process. Nominations
need to be put in place and regularly reviewed and updated as
circumstances change. And where there is a desire for flexibility at
the point of death, or if minor children are to be nominated, then
there are many additional advice issues that need to be factored in.
The information in this article is based on our understanding of
current taxation law and HM Revenue and Customs (HMRC)
practice, which may change. The tax treatment depends on the
individual circumstances of each client and may be subject to
change in future
Transferring or investing your client’s pension may not be the best
option for them, you should compare the benefits from their current
pension with the estimated benefits of their new pension, including
any guarantees and penalties.

At Aegon, we’re passionate about encouraging people
to seek advice to prepare for their financial future.
If you’ve not visited our Advice Makes Sense hub
yet, check it out – it’s loaded with great resources to
help you navigate the latest industry changes and
developments and support your client conversations.
Visit aegon.co.uk/advice-makes-sense
Aegon is a brand name of Scottish Equitable plc. Scottish Equitable plc, registered
office: Edinburgh Park, Edinburgh EH12 9SE. Registered in Scotland (No. SC144517).
Authorised by the Prudential Regulation Authority and regulated by the Financial
Conduct Authority and the Prudential Regulation Authority. Financial Services Register
number 165548. © 2020 Aegon UK plc
RTL387164 04/20
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MEETING THE RISING
NEEDS FOR WILL WRITING
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 and Associates

There are a lot of important life events which spur people on to make
their will. A new baby, a new home, recent marriage or, perhaps more
fitting with the times, a global pandemic, are all reasons people should
reconsider the estate planning they have in place. In a time where
everybody is being forced to confront their own mortality, the will
writing sector has reportedly seen an increased demand. So, how are
we coping with this new demand and, maybe more importantly, how
are we dealing with this in accordance with government guidelines
on social distancing?
In uncertain times, there is one thing we’re sure of. We need to
continue to provide clients with the services they require, but with
the safety of them and our associates at the forefront of everything
we do. This is why in the interim, while face-to-face appointments
are not recommended, we have rolled out processes to allow our
associates to take client instructions remotely. Whilst we are aware
this has the potential to present issues, we have put guidance in place
for our associates to allow them to practice remotely as professionally
as possible. For new clients, we have stipulated instructions should
be taking using video calling software where possible, so the usual
identification processes can still take place, as well as assessments
of capacity or undue influence. We have made sure to reiterate to

IN A TIME WHERE EVERYBODY
IS BEING FORCED TO CONFRONT
THEIR OWN MORTALITY, THE WILL
WRITING SECTOR HAS REPORTEDLY
SEEN AN INCREASED DEMAND.

our associates that this process is unfortunately not appropriate for
cases in which the testators mental capacity is questionable, and to
continue to use the principles of tests such as Banks v Goodfellow
and practical tests, such as the use of open ended questions during a
conversation, to determine this as much as possible.
As well as the implementation of remote instruction taking, it was
vital for us to consider a solution for attestations. A will requires a
‘wet signature’, in the presence of two witnesses for it be valid. Usually
our associates would be present at their client’s will signing, however,
to practice good social distancing, avoiding gatherings of more
than 2 people from different households, this proved to be a near
impossible challenge. As a result of this, we have also introduced an
unsupervised attestation policy and process, allowing clients to make
provisions to get their wills signed without the associate needing to
be present. We have ensured the attestation process, and importance
of this, is relayed to clients, provided them with written instructions
for completion of this, and our associates will all be following this
up with their clients to ensure this has gone smoothly. Again, we
will not be allowing clients deemed vulnerable, anybody with specific
attestation requirements or anybody we believe to be subject to or
at risk of undue influence, to sign their wills unsupervised, for their
own protection and the protection of associates.
With over 570 existing APS associates ready and able to take
remote instructions, we have plenty of scope to ensure all of those
who would like to use this time to get their affairs in order are more
than able to do so. In spite of this, we are well aware that a lot of
advisers within the financial services industry, who may be facing
a slight falter in their regular income stream, could also be trying
to deal with a sudden influx of estate planning queries they would
like the opportunity to deal with themselves. This is why we are now
rolling out weekly virtual Estate Planning and Will Writing courses,
enabling advisers to add this service to their existing business in this
difficult time, allowing them an avenue for increased income, and
to cater to client needs as flexibly as possible in the current climate.

If you would like any further information on how we are
working hard to practice safely during the COVID-19
crisis, or would like to express an interest in the service
we provide, please do not hesitate to contact us on
01909 531751 or enquiries@aps-legal.co.uk
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THREE WAYS YOU CAN NOW
HELP YOUR CLIENTS WITH WILL
WRITING AND ESTATE PLANNING
One of the many side effects of the recent pandemic is to make many
think about their future and about protecting their beneficiaries
longer term. Whilst it is an unfortunate downside, the reality is that
we are seeing a demand for will writing and wider estate planning
services and our Members are now looking at how they can provide
their clients with the right support at this time.
We can help you and your clients

APS Legal and Associates, part of The SimplyBiz Group, is the UK’s
largest and most reputable will writing and estate planning company.
All of our associates and in-house staff are fully qualified in advising on
will writing, Powers of Attorney and trusts, as well as probate services.
1 Affiliate route – Power of Attorney
A Power of Attorney is a legal document that allows an individual to
appoint a third party to make decisions on their behalf when they no
longer have the capacity to do so themselves. APS can make it simple
for you to help your clients put their Powers of Attorney in place.
In order to refer your clients, you need to be registered as an
affiliate, which requires you to demonstrate a basic understanding
of the final document and its powers. There is no fee involved in
taking the tests or in becoming an affiliate.
2 Associate route
We are now pleased to offer you the chance to add the valuable
services of will writing and Powers of Attorney to your proposition
through our FREE three-day estate planner course. On completion of

the course, you will be qualified to give advice and take instructions,
with APS then completing all documentation on your behalf.
Since launching this new initiative, we have had unprecedented
demand and are adding new dates each week.
3 Referral partner
If you choose not to become an associate, you can still make
referrals. Simply pass your enquiries to us, and we’ll advise over
the phone and put your client in contact with a local, professional
and independently qualified associate, who will arrange a free no
obligation consultation.
And there’s more…

We can also help you to provide your clients with a reliable point of
contact for all estate planning and will writing information and guidance.
NextGen SimplySites offers firms an affordable website that is both
professional in look and feel and packed with content and tools and we
now offer a dedicated APS Associate site providing you with a point of
reference for clients on all estate planning requirements and solutions.

To find out more about APS and our services,
visit www.aps-legal.com
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TIME TO PUT SSASs
BACK ON THE TABLE
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THE TARGET MARKET FOR SSAS STARTS WITH ENTREPRENEURS AND/OR FAMILY
RUN BUSINESSES, WHO NEED FUNDS TO HELP THEM GROW THEIR BUSINESS
On the face of it, the pool of potential SSAS clients is quite large.
The UK boasted 5,613,000* micro businesses with nine or fewer
employees in 2019, and there will be many thousands more in the
next category of ‘small’ businesses that fall under the 11-member
limit for setting up a SSAS scheme.
Extending this further, SSASs are also a viable option for groups of
directors of larger businesses that may wish to keep their retirement
savings separate from other employees. So altogether this is a big
number.

•
•
•

•

So why are there not more SSASs?

There are various estimates of the number of SSASs currently in
existence, but it is likely to be somewhere around the 25,000 mark.
So, given the potential size of the market, why is this number not
bigger? This is predominantly down to the specialist nature of a
SSAS.
The target market for SSAS starts with entrepreneurs and/or family
run businesses which feature in many advisers’ client rosters, who
need funds to help them grow their business. An SSAS offers two
key ways of investing back into a business: purchasing the business’s
premises; or using the loan back facility.
However, the market quickly narrows down as using a SSAS to
provide funding involves risk and cost – often more of both than
many are prepared to accept. These transactions are complex and
require robust systems, controls and experience to manage properly,
and as a result the cost of running a SSAS can be much higher than
other retirement savings options. This may deter potential clients.
There is of course the obvious reason, and that is simply that many
business owners will not have any need for this level of flexibility.
However, things can change quickly.
Importance of advice

Despite being very well known within the pension industry, most
business owners and directors will have never heard of a SSAS
before, and those that have are unlikely to fully appreciate the
benefits a SSAS could bring to their business. The importance of
advice for these business owners is therefore crucial; an adviser is
essential throughout the lifecycle of a SSAS to make sure the scheme
works well – not only as a vehicle to fund business plans but also and
principally as a retirement vehicle.
What’s the value of a loan back?

As mentioned above, SSASs are recommended by advisers when there
is a business need, typically posed as a business goal and/or a related
funding requirement. Frequently a loan back is a viable solution for
these business owners, and many of the SSASs we set up use this
facility.
Of course, a business seeking financing can usually go to a
bank and obtain a loan, but it will be paying that interest to the
commercial lender. Often it makes sense to instead loan up to 50%
of their retirement savings back into the business, with the interest
payments going back into the overall retirement pot for the benefit
of the members rather than into a bank’s back pocket.
The loan requirements

The loan back does however come with significant requirements that
need to be policed in order to stay ‘onside’. These are summarised
as follows:

•

•

There is a maximum loan limit of 50% of the SSAS net assets
The maximum term a loan can have is five years
Security must be in place to underpin the loan, in the form of
a first charge of sufficient value to cover the loan amount plus
interest
The repayments made in every year must be at least an amount
equal to the total capital and interest repayments payable in
total, spread equally over the term of the loan. In other words,
you can’t reduce your repayments in any given year beyond an
annual minimum.
The interest rate must be at least 1% above the current base
rate, though a higher rate of interest can be agreed if it is on
commercial terms
There are a lot of factors and moving parts here that the trustees
and their advisers have to keep on top of; the consequences of
failing to do so are severe with at least a 40% tax charge being
levied on the ‘failed’ amount. The importance of choosing the
right provider is therefore critical.

Due diligence

Advisers will, of course, be familiar with these requirements and
fully understand the importance of selecting the right SSAS
provider when making a recommendation to their clients. Despite
the SSAS itself remaining outside of direct regulation from the
FCA, policymakers and regulators are placing increasing emphasis
on suitability and scheme governance.
It is essential that advisers have confidence that their chosen
provider will deliver on their promises, and that members (who will
become trustees) understand their own responsibilities in running
the scheme properly, including the need for ongoing advice.
Careful consideration

So, what makes the right SSAS provider? Many things of course,
amongst them they must have experienced staff; robust controls
and embedded processes in order to ensure that the many pitfalls
are avoided. This is especially true when it comes to loan back
arrangements, as a robust level of monitoring and ability to identify
early signs of failure are essential to avoid unwanted tax penalties.
All advisers rightly ask tough questions of SSAS providers to make
sure that these boxes are ticked before they take the risk of placing
business with them. After all their ongoing relationship with the
client may depend on the service their clients receive from the SSAS
provider they have recommended.
* Source: House of Commons briefing paper: Business Statistics 06152

Visit our website at www.embarkadvance.co.uk or
sign up to our newsletter to receive more insights at
https://embarkgroup.co.uk/insights#gf_3. If you have
any questions relating to SSASs we are more than
happy to help – contact us on 01722 443742.
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UNUSUAL HOBBIES, SECRET
PASTIMES AND GREAT WORK
WE JUST WANT TO SHOUT ABOUT
Over the past few weeks and months, we
found out about some extraordinary feats
that both advisers and some of The SimplyBiz
Group team have been performing in their
spare time, and we wanted to shed a little
light on some of them!
Each issue of Adviser Today has featured
a number of stories from www.imanadviser.
co.uk and this issue is no exception, but as
well as adviser stories, we’ve shared a couple
from within The SimplyBiz Group which
we are sure you will find warming.
Remember – keep those stories coming in!

How restoring classic cars
brought one adviser quality
family time and a new set of
skills

Richard Emery, Director of Key Wealth
Management, started restoring classic cars
35 years ago and since then, it’s been a
lifelong passion that’s brought him quality
time with his family and developed skills he
never thought he’d be using.
We recently caught up with him to find out
where this all started and how many cars he’s
given a new lease of life to.
“It all started when my late father in law
bought an Austin Healey Sprite for my,
then, girlfriend. We travelled to Halifax to
purchase the car from a retired teacher and it
was a complete wreck.
“There was grass growing all the way
through the car and I just thought, where do
you even start with something like this.
“It took several years to get the car back up
to running order. In fact, we were married
by the time the car was up and running.
And the only reason we gave the car up, was
because our son was born.
“As well as cars, I also restore bikes and
currently I’m building a custom bike based
upon a classic 1970’s Ducati Imola racer. They’re
a lot easier to deal with than the car restoration
projects. No crawling around under rusty body
shells on cold winter evenings! However, that
hasn’t stopped me picking up other car projects
since the Austin Healey Sprite.
“My son was the inspiration for the next
classic car project. Around the time my son
turned 11, Harry Potter became a huge hit
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and he was constantly being told how much
he looked like the fictional character. He even
won competitions as a Potter lookalike with
Specsavers and was featured in the local press.”
“I decided to buy the classic Ford Anglia
which is a car any Potter enthusiast could
spot a mile off. I began fixing the car up, and
once it was done, travelling to shows around
the country with my son who would be
dressed up as the boy who lived!
“It’s something we both really enjoyed and
have fond memories of. One memory of
the Anglia was driving it across the North
Yorkshire Moors with my daughter and I
singing the theme tune to ‘Heartbeat’ at the
top of our voices.
“My next project was the restoration of a
Triumph Spitfire and that was a real labour of
love – taking 6 years to complete. I bought the

car for £250 as a wreck and completely stripped
it back and built it back up from nothing. A
total nuts and bolts restoration. By this stage,
I’d learnt welding, spray painting, upholstery,
engine mechanics and electronics.
“I’m really proficient in these areas now,
and it’s all self-taught through trial and error,
books and YouTube. I had a bit of experience
working in a car paint shop on a Saturday as
a teenager but that was prepping cars ready to
be sprayed, nothing to this scale.
“Once the cars are painstakingly restored,
I might take them to a few North Yorkshire
classic car shows. But, would I take any of
them on a long road trip, I don’t think so. I
really prefer to rely on my new tech when it
comes to the big drives.”
Good luck with the next bike build Richard,
we can’t wait to see the finished result!

SPECIAL FE ATU RE

Pension adviser turned
pacific tail trekker

Pebble pots

Our own Head of Business Consultancy,
Karl Dines, has been doing something rather
unusual with his spare time, and it’s really
begun to gather momentum. Karl started
painting pebbles a few months ago and has
begun to leave them lying around for people
to find. However, they are not only finding
them, but posting pictures of them on social
media and now making their own and as a
result they are popping up all the country!
Adviser Today caught up with Karl to find
out more.
AT: Why did you start painting pebbles?
KD: Although never trained in art, I’ve
always drawn and doodled mainly graphic
stuff because I’m rubbish at real life art. It’s
very meditative and you really get drawn
into the mindfulness side of it. The other
thing is that you actually do something with
it. Half is creating, the other half is leaving it
for someone to find. The reward comes from
someone finding a pebble and posting it on
my page.
AT: What has the reception been like?
KD: It’s started slowly, but people who
find them love them and post online, kids
especially like them. Others also join in; there’s
pockets of Pebble Posters in Ireland, Yorkshire
and Wiltshire. It’s a great feeling when others
join, paint and you see their pebbles found.

Helen Shepherd is known to many of you as
a key part of the pensions technical helpdesk,
but last year, she took a little time out from
answering pension queries to walk the
Pacific Crest Trail in aid of Diabetes UK, as a
diabetes sufferer herself.
We asked Helen to share her account
of the whole experience with readers of
Adviser Today.
“With my 50th birthday on the horizon I
made the decision to take on a challenge that
would make me proud for years to come. I
wasn’t young or fit, I was a Type 1 diabetic and I
had never walked more than 20 miles in one go.
I ignored all of these trivial details and decided
that my goal would be to attempt to hike 2,650
miles along the Pacific Crest Trail, and raise
money for Diabetes UK in the process!
“This long-distance trail weaves it way over
the highest portions of the Sierra Nevada and
Cascade mountain ranges, from the US/Mexico
border up to the US/Canada border. It is largely
remote, passing through thick forests, desert
and glacial mountain ranges which are four
times the height of Snowdon in places. It was
therefore necessary for me to wild camp and
carry all the equipment I needed on my back.
I also joined up with a fellow Type 1 Diabetic
hiker from Australia called Katrina Hemingway.
“On April 28 2019 we set off from the US
/ Mexico border on our way north. There

were many challenges along the way, not least
the numerous snakes and a handful of bears.
All of these issues had to be dealt with at the
same time as making sure our diabetes was
monitored and stayed under control. After 4
½ months and 1,557 miles we finally came to
the end of our trek. Whilst we had not made
it the entire length of the trail, we had given
it our all and walked an incredibly long way.
“The challenge would not have been
possible without the support of my employer,
The SimplyBiz Group. My colleagues, along
with friends and family, have helped me to
raise nearly £3,400 for Diabetes UK so far.
I was also overjoyed to discover yesterday
that I have been awarded the 2020 Diabetes
UK Inspire Award for Fundraising. It is an
honour to be recognised by the charity and
I can only hope that my story helps inspire
others with diabetes to take on their own
adventures in the future.”
https://www.justgiving.com/fundraising/
shepherd-pct

We are very keen to hear your
story and all those featured will
win a £20 Amazon voucher.
To see your story featured
on I'm an Adviser, send it to
imanadviser@simplybiz.co.uk
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KEEPING UP
APPEARANCES
One of the slightly strange crazes that swept the nation when
social distancing came into effect was that of home haircutting!
Many videos and posts did the rounds on social media of families
‘experimenting’ whilst professional salons were closed, but whereas
most managed to get by, many businesses started to look at how
they could improve their digital appearance.
With that in mind, we created a new package of support to
ensure your business looks the part, including help with creating
or modifying logos, video editing and finishing, having the right
website and more.
The services are proving rather popular as firms look to embrace
digital communications more and more.

Brand support

Your logo and imagery, and the general appearance of your firm
when presented digitally, can really make a difference, particularly
as it may be the only point of contact for many.
With this in mind, we reached out to one of our design partners to
see if they could lend a hand, and we’re pleased to say that they can
now offer you a number of ways to make your business stand out;
and they will do it for a fraction of the usual cost:
• Logo creation – whether you have a logo in need of a spring clean,
or don’t have a logo at all, we can help. Our designers will create 3
versions for you to choose from and work with you to make sure it
matches your business ethos and delivery (and colours of course!)
• We can also create you a new set of stationery items, email
templates and PowerPoint slide decks, all aligned to your
company’s brand
• We can also work with you on a bespoke level to create materials
and further brand work to support your business needs
Contact Dean Evans at Kix Media on 07946 790348 or email
dean@kix-media.com for more information.
A professional looking website

Hopefully you will have seen our new and improved NextGen
3.0, which is causing quite a stir, with many firms now asking for
upgrades, new sites and additional content, all designed to provide
clients with a great place to engage with a firm.
We can offer professional sites, loads of content, including our free
updates and more.
Visit www.simplymarketingsolutions.co.uk for more information.
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Video shooting and editing

When face-to-face advice was taken off the table, many advisers embraced
video conferencing and started to look at posting videos to their website
to offer that personal touch.
Whilst most devices are capable of providing good quality video, the
directing, editing and making the final cut version look the part can
often be where it falls down.
In light of this, we’ve enlisted the support of our own video partner to
offer you support at fraction of the costs you would usually expect to pay.
Our expert can help edit your videos, overlay animation, logos and
music and even support you through the creation process, he’s even
passed on a few handy tips:
• Please start the recording on your phone in landscape orientation
(hold the phone or tablet on its side)
• Try to find a quiet spot to record your message to minimise any
background noise
• Avoid filming yourself with a strong light source behind you, if
there's a window in the room you should be facing it
• Hold your phone steady, or better still place your phone on a desk
or shelf so it's absolutely still, if you have a tripod now is the chance
for it to shine
• The clip will be edited so don't worry about what happens before or
after you deliver your message
• Have a few practice runs first!
When you're happy with your video send it to paul.higham@gmail.com
and he’ll do the rest. Or, if you would prefer to be guided through the
whole recording process, our video specialist will hold a conversation
with you on the Zoom Meeting software and prompt you where
necessary while recording you.
Get in touch to book a slot, by calling Paul Higham on 07872968125.

Don’t forget…

•
•

If you have NextGen – you can upload your videos through our
content management system
If you use Centra – we’ve integrated a click through to Skype,
which will pull through client details!

Digital communications

Advisers are now looking at ways to keep in touch with clients and
ensure that they have a reliable source of regular updates and as
such, we’ve added more documents, guides and general support to
our communications store over the past couple of weeks.
Plus – See our new FREE additions to the store!

Visit www.simplymarketingsolutuons.co.uk for more

THE FUTURE OF EVENT DELIVERY
FROM THE SIMPLYBIZ GROUP
At The SimplyBiz Group, we have been delivering a comprehensive event programme
for a number of years and each year, the number and types of events have continued
to increase to ensure that we can meet the needs of our members.
2020 was no exception. We began the year with no fewer than 400 events scheduled to run up
and down the UK, complemented by a programme of additional training events, such as supervisor
courses and exam training, making that number closer to 500.
After delivering the first quarter’s programme, we were of course hit by the Coronavirus pandemic
and with it a halt on all face-to-face events. Not deterred by this, we quickly engaged with the creators
of a leading online video-based conferencing solution to create our very own virtual event platform,
which we deployed some short three weeks later and with it, an entire quarter’s event programme!
The programme has been a great success and we will be looking to offer more virtual events
alongside our face-to-face programme going forward. We have many events coming up over the
summer and autumn and will, of course, be assessing the situation as we go through the coming
weeks as to the best format for each.
Watch out for updates coming your way and find details of all our available events on your
Member website.

I S S U E 14 SUMMER | 5 1

FOR ADVISERS ONLY
L AT ER LI F E PL A NNING

WE’VE MADE A PROMISE TO
ALL OUR EXISTING CUSTOMERS
If we improve our critical illness definitions and we can give them for free, we’ll check
any claim against the definitions your client bought and the definitions for new customers.
We’ll pay out under whichever is better. We call it our cover upgrade promise, and it’s unique.
Improvements to our critical illness cover
In October we added 3 new definitions and improved 6, and we contacted all our existing
customers to let them know they’re eligible to claim under the new and improved definitions.
Discover more about our proposition and register to do business with us at:

adviser.guardian1821.co.uk

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