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Housekeeping

Follow emergency exit 

signs

Restrooms are located 

near the main entrance

Please put your phones on 

silent



Welcome & introduction

Tom Hegarty

CEO, Simplybiz



Thank you



Agenda



10:00 Welcome and introduction

Wokefield Suite

10:05 Futureproofing your business, safeguarding your clients

10:15 New AI tools to transform efficiency

10:30
Keynote : Tatton Investment Management ð 

Mastering the art of time as a currency

11:00 Breakout sessions Wokefield, Elm, Forest and Oak Suites

11:50 Coffee, networking and exhibition The Avenue

12:30 Breakout sessions Wokefield, Elm, Forest and Oak Suites

13:20 Lunch, networking and exhibition The Avenue

Agenda ð Before lunch



14:20

Keynote : Fundhouse  ð 
What decades of unbiased fund research really 

reveals
Wokefield Suite

14:50 Breakout sessions Wokefield, Elm, Forest and Oak Suites

15:40 Compliance : Reduce risk and boost business value Wokefield Suite

16:00 Driving organic growth in a modern DA firm Wokefield Suite

Agenda ð After lunch



Agenda - Your personalised day



Wokefield Suite Elm Suite Forest Suite Oak Suite

11:00 Investing for 2026
Rethinking retirement 

income
IHT ð A new mindset

Who owns the value? 

Reclaiming growth, 

efficiency and revenue in 

advice

12:30
Economic landscape 

2026

The new dynamics of 
advice: Responsive, 

personal, powered by 
tech

3D investing: How to 
navigate todayõs global 

transformations
The retirement smile

14:50
Advising on tax and 

retirement

Geopolitics and how 
best to defend portfolios: 
Crypto, gold, silver and 

others

Brand in 2026: How it 
drives trust, growth and 

long -term value

Dispelling myths around 
platform switching

Agenda ð Breakout sessions



Futureproofing your advice, 
safeguarding your clients

Tom Hegarty

CEO, Simplybiz



Three Forces Shaping Advice in 2026

Regulation Technology Consolidation

Consumer duty Artificial intelligence Changing demographics



What this means ð Opportunities vs challenges

Opportunities Challenges

More flexible advice 

models

Greater efficiency 

through technology

More options for growth 

or exit

Keeping pace with 

regulation

Adapting to 

technological change

Competing in a 

consolidating market



One Priority - Business Continuity & Resilience
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Regulatory
framework

Clear succession &
exit plan

Client & business
protection plan

Efficient, future -ready
business model



Coming soon

Regulatory 

expertise

Technology & 

AI solutions

Business 

consultancy

Succession & 

exit Planning

Talent 

development



Summary

Regulation, 

technology and 

consolidation 

are evolving 

rapidly

Consumer Duty 

is about 

protecting 

client outcomes 

and providing 

continuity

Firms who plan 

now will not 

only thrive, but 

deliver better 

client outcomes

Every firm 

should have a 

robust, forward -

looking Business 

Continuity Plan



New AI tools to transform 
efficiency

Sam Hillier

Senior Product Manager, Fintel



Welcome

Sam Hillier, Senior Product Manager, Fintel



Our philosophy: Humans + AI together

AI processing

AI handles processing 

at scale

Human expertise

Humans provide expert 

review and judgement

Check the AI checker

Together, they ensure 

accuracy and continuous 

improvement



Our approach

Build

</>

vs

£

Buy



Why start with file reviews?

Completeness is best 

achieved by AI

Suitability still best lies 

with a human



What weõve built

https://filereview.threesixtyservices.ai/login

https://filereview.threesixtyservices.ai/login


What weõve built
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What weõve built
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What weõve built



What weõve built



Whatõs next?
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Mastering the art of time as a 
currency

Justine Randall

Managing Director,

Tatton Investment Management



Investing for 2026



Investing for 2026



Adviser conference

Refreshments, networking and exhibition zone



Economic landscape 2026



Economic landscape 2026



Adviser conference

Lunch and exhibition zone



What decades of unbiased 
fund research really reveals

Rory Maguire

Founder and Chief Investment Officer , 

Fundhouse



Advising on tax & retirement



Advising on tax & retirement



Reduce risk and boost your 
business value

17th June 2026

Paul Bruns

Compliance Director, Simplybiz



Learning objectives  

38

Identify factors that 

can influence the 

value of an advice 

business

Summarise the FCA and 

Simplybiz observations 

around acquisition 
exercises

Describe steps you 

can take to maximise 

value in your business 
at exit



Business valuation

Two main methods

ÅRecurring Revenue Multiples

ÅEBITDA Multiples

ÅOther influencing factors

ÅValue / ôSaleabilityõ
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As of early 2026, multiples 

for smaller firms typically 

range from 3.5x to 6x, with 

an average around 4.2x

4.2x



Business value drivers / reducers

Client demographic

ÅPreference for younger client profiles

ÅLonger term sustainability

ÅIncreased revenue options

ÅNegative value impact of high percentage in 

decumulation
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Business value drivers / reducers

Adviser dependency

ÅWho holds most client relationships?

ÅConcentration risk

ÅHigher valuation for team -based model

ÅNew talent?

ÅMitigate key adviser risk?
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Business value drivers / reducers

Recurring revenue ratio

ÅStrong recurring revenue  = stability

ÅOngoing fees v Transactional

ÅIs price right - discounting

ÅAbility to deliver ongoing reviews

ÅResource requirements

ÅClient tenure ð Maximise relationships
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Firms with at least 50%ð

60% of income from 

ongoing fees rather than 

one -off commissions are 

seen as more stable.

Ó60%



Business value drivers / reducers 

Compliance health / history

ÅClean FCA Record

ÅSolid body of relevant evidence

ÅManagement information

ÅMinimal Complaints

ÅRobust Systems & Controls

ÅRemove the great unknown

ÅComfort over key risks

43



The importance of File Reviews

ÅProtects you and your business

ÅGives confidence in your process

ÅCan identify areas requiring improvement

Å'Independent critical friend '

ÅLooked on positively by acquirers
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Typical due diligence areas

ÅAdvice Quality File Reviews

ÅComplaints Data & Trends

ÅFCA Interaction / Returns

ÅAdvice & Investment Propositions

ÅEvidencing Consumer Duty (Incl. Value 

Assessments)
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ÅFinancial Crime Controls

ÅGovernance arrangements

ÅSMCR Compliance

ÅOngoing Advice Service Delivery

ÅVulnerable Client Controls



Simplybiz Due diligence observations

ÅPoor record keeping

ÅInability to populate data room effectively

ÅLack of appropriate MI

ÅInability to evidence ongoing reviews

ÅNo evidence of file review or T&C history

ÅUndocumented (or unexecuted) board meetings

ÅôFund pickingõ ð lack of consistent process

ÅUnprepared / disorganised
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What can we do now?

Firms leaving exercise too late

ÅBuild a plan

ÅWhen are you looking to exit ð 3, 5, 10 Years?

ÅDo I really know my business?

ÅDo I really know my client bank?

ÅCould I pass the ôSaleabilityõ test

ÅConsider as BAU - be ready
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Considerations

How can you:

ÅMaximize recurring income

ÅBoost client retention and relationships

ÅDe-risk the business

ÅBuild scalable operations

ÅDiversify and standardize

ÅPlan for succession
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Shift income towards 

ongoing fee -based models 

(aim for over 50% of 

income)

+50%



Simplybiz support
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Simplybiz support

BusinessConsultancy

ÅReview and document charging 

model

ÅCost of manufacture exercise

ÅReview and document suitable CIP

ÅAnalyse client demographic

ÅFocus on maximising recurring income

ÅTechnology deployment



Simplybiz support

ÅIntroduce new advisers to your 

business

ÅReduce key person / adviser risk

ÅProvide sustainability & succession



Simplybiz support

Consultancy Services & Advice Quality

ÅDe-risk your business

ÅRoot and branch reviews

ÅIdentify development areas

ÅSet action plans

ÅSupport advice monitoring

ÅSupport training & competence

ÅBuild service history / ôbody of 

evidenceõ



Thank you

For any enquiries:

01484 430 100

info@simplybiz.co.uk



Driving organic growth in a 
modern DA firm

Panel discussion



Zayd Ahmad

Head of Business 

Consultancy

Welcome to the panel

Geraint Davies

Director, The Money 
Partnership

Fred Moss

Director of Business Growth 

and Succession, Fintel



Understand how to build a 
resilient and sustainable DA 
business model.

Learning outcomes  

Explore approaches to 
enhancing client experience to 
drive retention and referrals.

Identify ways to create capacity 
and unlock organic growth 
opportunities.

Learn how to deliver consistent, 
high -quality ongoing advice aligned 
with Consumer Duty.

Recognise how early succession 
and exit planning supports 
flexibility and value.


