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WELCOME
Ja n i c e L a i n g ,
M a n a g i n g D i r e c t o r,
Compliance First
Hello, and welcome to the very first edition of Adviser First.
It goes without saying that the past few months have been very busy within the financial services sector…and almost
chaotic when it comes to political, economic and social events across the globe.
For these reasons, one of the predominant themes running through this publication is the importance of cutting
through the noise and frenzy of the modern world to support you in delivering your invaluable messages to your
clients. Adviser First will help you to cut through all the noise buzzing round the world of financial advice and bring
you relevant, interesting and topical messages, chosen to support you in every element of keeping your business
successful, profitable and compliant.
One event which recently arrived – and left – with more of a whimper than a bang was the recent Spring Budget.
On pages 6 and 7, you can read more about the technical implications for you and your clients but, overall, it was a
case of the Chancellor aiming to keep things balanced. With the exception of the NI u-turn, there were no significant
developments and there was a distinct feeling of trying to keep things on a steady footing until we are closer to getting
through Brexit.
However, the world of regulation has certainly got off to a more rousing start with important developments
about the Senior Managers’ Regime, assessment of suitability, capital adequacy and the definition of advice all
hitting us in just the first few months of 2017. Overall, I think there’s a very positive feel about most of the recent
FCA consultation and guidance, and I was pleased to see a very clear statement about the impossibility of genuine
advice being generated through ‘robo’ options! From page 10, there’s a regulation special which will bring you up
to date on FCA matters which may have an impact upon you or your clients, and on page 8 you can find out why
SimplyBiz Group Chairman Ken Davy feels there may soon be a light at the end of the tunnel when it comes to
FSCS funding; an issue which is very close to his heart and that I know affects many of you.
I do hope that you enjoy this edition of Adviser First, and I would be delighted to hear your thoughts on our
latest publication.

Kind regards

The content of this publication is for financial adviser use only, not for use with customers.
For more information about our services, please call 0141 4338214 or email compliancefirst@compliancefirst.co.uk

www.compliancefirst.co.uk

The SimplyBiz Group
is proud to sponsor
The Armed Forces
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For more information, please visit www.afas.org.uk
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Budget Update 2017
Philip Hammond’s first (and last!) spring Budget was held on the 8th of March. But was it
full of fireworks, or a bit of a damp squib? Keeley Paddon brings us the lowdown on the big
ticket items from this year’s red briefcase.

K e e l e y Pa d d o n
He a d o f Pe n s i o n Te c h n i c a l
The SimplyBiz Group
Several spending announcements were made ahead of the
Budget statement on the 8th of March. These pre-Budget
declarations included:
- A £5m fund to mark the centenary of female suffrage next year
- An extra £500m for vocational and technical education
- A one-off £320m for 140 new schools in England, which could
include grammar schools
- Measures to protect people who inadvertently end up
subscribing for services after signing up for free trials
- Plans aimed at helping the North Sea oil and gas industry
- £500m support for electric vehicles, robotics and artificial
intelligence

A summary of announcements on
the day is as follows:
Pensions and Savings
Money Purchase Annual Allowance (MPAA)

The Government believes that an MPAA of £4,000 is fair and
reasonable and should allow individuals who need to access
their pension savings to rebuild them if they subsequently have
opportunity to do so.
The reduction in allowance from £10,000 to £4,000 will limit
the extent to which pension savings can be recycled to take
advantage of tax relief, which is not within the spirit of the
pension tax system.
This is effective from 6th April 2017 for all individuals who have
flexibly accessed income.
Transferring to a QROPS

- This measure ensures that transfers to QROPS requested on or
after 9 March 2017 will be taxable unless, from the point of
transfer, both the individual and the pension savings are in the
same country, both are within the European Economic Area
(EEA), or the QROPS is provided by the individual’s employer
- If this is not the case, there will be a 25% tax charge on the
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transfer, and the tax charge will be deducted before the transfer
by the scheme administrator, or scheme manager of the
pension scheme making the transfer
- It also widens the scope of UK taxing provisions so that,
following a transfer to a QROPS on or after 6 April 2017, they
apply to payments out of those transferred funds in the five tax
years following the transfer
This is effective for any individual who requests an overseas pension
transfer on or after 9 March 2017.
Tax-free Dividend Allowance

Reduction in tax-free dividend allowance for shareholders from
£5,000 to £2,000 from April 2018.

The state of the economy
- UK second-fastest growing economy in the G7 in 2016
- Growth forecast for 2017 upgraded from 1.4% to 2%
- But GDP downgraded to 1.6%, 1.7%, 1.9% in subsequent
years, then 2% in 2021-22
- Inflation forecast to rise to 2.4% in 2017-18 before falling to
2.3% and 2.0% in subsequent years
- A further 650,000 people expected to be in employment by
2021

Public borrowing/deficit/spending
- Annual borrowing £51.7bn in 2016-17, £16.4bn lower than
forecast. Borrowing forecast to total £58.3bn in 2017-18,
£40.6bn in 2018-19, £21.4bn in 2019-20 and £20.6bn in
2020-21
- Public sector net borrowing forecast to fall from 3.8% of GDP
last year to 2.6% this year, then 2.9%, 1.9%, 1% and 0.9% in
subsequent years, reaching 0.7% in 2021-22
- Debt rose to 86.6% this year, but will fall to 79.8% in 2021-22

Business
- £435m for firms affected by increases in business rates

A DV I S E R M AT T E R S ADVISERFIRST

- £300m hardship fund for small businesses worst affected
- Pubs with rateable value of less than £100,000 to get a £1,000
discount on rates they pay
- Any business losing existing relief will not pay more than £50 a
month
- A tax avoidance clampdown totalling £820m to include action
to stop businesses converting capital losses into trading losses,
tackle abuse of foreign pension schemes and introduce UK VAT
on roaming telecoms services outside the EU
- Review of taxation of North Sea oil producers

Education
- £300m to support 1,000 new PhD places and fellowships in
STEM (science, technology, engineering and maths) subjects
- Free school transport extended to all children on free school
meals who attend a selective school
- Increased investment in schools of £216m
- New T-Levels to be introduced to give parity of esteem for
technical education
- Number of hours of training for technical students aged 16 to
19 to be increased by more than 50%, including a high-quality,
three month work placement

- An extra £2bn for social care over next three years, with £1bn
available in the next year
- Long-term funding options to be considered but so-called
"death tax" on estates ruled out

Housing/infrastructure/transport/regions/
science
- Transport spending of £90m for the north of England and
£23m for the Midlands to address pinch points on roads
- £270m for new technologies such as robots and driverless
vehicles, £16m for 5G mobile technology and £200m for local
broadband networks

Women
- New funding from the Tampon Tax totalling £20m to support
the campaign against violence against women and girls
- A further £5m committed to project to celebrate the centenary
of women first getting the vote, and to educate young people
about its significance
- Funding of £5m to support people returning to work after a
career break

Health and Social Care
- £100m to place more GPs in accident and emergency
departments for next winter
- Additional £325m to allow the first NHS Sustainability and
Transformation Plans to proceed

Should you have any questions about the Spring Budget, or any
other pension or taxation related issues, please let the team know on
01484 439126 or via email at pensions@simplybiz.co.uk
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A LIGHT AT THE END OF THE TUNNEL?
K e n D a v y,
Chairman,
The SimplyBiz Group
Is there light at the end of the tunnel for financial advisers or is it just
another train heading towards us? Past regulators - FIMBRA, PIA,
and the FSA - all started off with great expectations which ultimately
ended in confusion for consumers and unsatisfactory outcomes
for those they regulated. Now, however, the FCA, after a less than
auspicious first few years, is under the new leadership of Chairman
Andrew Bailey and the key question is, can it at last demonstrate that
regulation can deliver the holy grail of good consumer outcomes and
a vibrant, healthy financial services sector?

' Th e fa c t i s t h e va s t m a j o r i t y
of financial advisers are
a l r e a d y p l ay i n g t h e i r p a r t i n
d e l i ve r i n g g o o d co n s u m e r
o u t co m e s a n d i t i s t i m e
t h ey b e n e f i t e d f r o m t h e
often promised 'regulator y
dividend' within what
remains a challenging
r e g u l a t o r y e nv i r o n m e n t '
The fact is the vast majority of financial advisers are already
playing their part in delivering good consumer outcomes and it is
time they benefited from the often promised 'regulatory dividend'
within what remains a challenging regulatory environment. This
needs to be addressed, and the current review of the FSCS presents
the ideal opportunity.
I have consistently argued three points in relation to the FSCS:
- Firstly, that the current funding of the FSCS is grotesquely
unfair to the financial advice sector.
- Secondly, that either a product levy or a levy on the funds
received by product and investment providers would be both
fairer and minuscule in its impact on any single organisation.
- Thirdly, and very importantly, that an added benefit of such
a change would be to give providers a direct vested interest in
helping to stamp out bad practices and phoney schemes because
of their infinitely great knowledge of the marketplace than
financial advisers can ever have.
Whilst only in its infancy, some recent events have begun to
vindicate these arguments as providers have started to proactively
consider client outcomes when accepting business or dubious
8 ADVISERF I R S T

switching requests. On the one hand Zurich, is to be congratulated
on setting up a 'scam line' in conjunction with the Pensions
Advisory Service and, on the other, we see Phoenix stopping £30m
of suspect pension transfers. There is undoubtedly much more that
could be done by providers without jeopardising their relationships
with either advisers or clients, and contributing directly to the FSCS
would dramatically accelerate this trend for the mutual benefit of all
concerned.
The good news is that the regulator’s Consultation Paper on
this issue makes clear that the FCA recognises the current system
is unfair to intermediaries. It is equally clear that they believe that
product providers should contribute directly towards the liabilities
of the FSCS.
However, there is still insufficient recognition of the direct affinity
between investment houses and insurers and the intermediary
sector; virtually every claim on the FSCS relates directly to a financial
product. Equally, it is the product providers who have the market
intelligence to spot advisers who are careless, reckless, or just plain
crooked. If providers contribute the majority of the FSCS funding,
it will ensure they use their market knowledge to stop problem firms
creating liabilities much earlier than at present.

' Th e r e i s u n d o u b t e d l y
m u c h m o r e t h a t co u l d
b e d o n e by p r ov i d e r s
without jeopardising their
relationships with either
advisers or clients'
I urge the FCA and the Treasury to ensure that the present
FSCS funding review acknowledges the significant enhancement
of client outcomes which will flow from providers funding of the
FSCS. By definition it will still have a degree of unfairness because
it is impossible for the polluters to pay as they have gone bust or
disappeared. It will, however, be the fairest system possible and will
at the same time demonstrate to financial advisers that there really is
'light at the end of the tunnel'.

PENSION TRANSFERS?

A D V I S E R M AT T E R S A D V I S E R TO D AY
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and increase client support
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still offer your clients the support they need and ensure
you don’t turn away valuable new income opportunities.

Specialist Pension Transfer Advice Service
-Available for Occupational Money Purchase and
Defined Benefit transfer analyses
-Whole of market analysis
-A comprehensive report and recommendations for your client
-A team of G60/AF3 qualified advisers to review your cases
-The bureau will manage the complete pension transfer
advice process for your client with your authority
-The bureau takes full responsibility for the advice given
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Call 01892 669494 to find out more
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REGULATION SPECIAL
It’s been a busy few months in the world of compliance; luckily, our Head of
Technical, Aileen Lynch is on hand to bring you all the essential information
you need from the hot regulatory topics of 2017 so far.
A i l e e n Ly n c h ,
He a d o f Te c h n i c a l ,
Compliance First

IN THE EYE OF THE BEHOLDER: FCA
ASSESSING SUITABILITY REVIEW
The hope of accurately portraying the many client discussions and
subsequent recommendations within a fact-find and suitability report
is always a concern for any adviser. The reality is no document can
capture every spoken word or emotional response to the questions
asked by the adviser, or register every view of the client. This means
it will always be subject to interpretation whenever another person
assesses the suitability of that sales process and advice outcome.
It was understandable therefore, when FCA wrote out to some
700 firms for a copy of their advice register and subsequent request
for (typically) one client file, that advisers had trepidation about the
feedback they would subsequently receive. The results of this exercise
have now started to be notified to the participating firms but the
feedback does not appear wholly satisfactory.
So what does this feedback tell us? Well in truth nothing new.
The reviews themselves focused on disclosure (costs and charges) and
the suitability of the recommendation. It would appear the key area
of concern is the lack of disclosure to the specific cost of the advice.
This is typically where charges are based on a percentage of monies
invested and applies to both initial and ongoing charges. To a lesser
extent, there are some concerns where firms charge on an hourly basis
but do not give an indication to the likely number of hours it will take
to carry out the advice process.
As mentioned before, this is not new guidance or interpretation
of the rules. It is not to say, however, that if you have received a
response from the regulator that did not meet their expectations, your
process will have fallen foul of the rules. It must be remembered that
interpretation can only be applied to the information presented to
that person and that interpretation may not be consistently applied
to every case that has been reviewed. One of the encouraging aspects
about the responses is that the regulator is allowing firms to provide
further information or raise objections to the results of their findings.
It is important we all consider and act upon any of the areas of
regulatory weakness found within the sales process following these
findings, but it is equally important that, if there is disagreement with
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any of the individual responses, further representation is made. Where
this is the provision of additional documentation, to demonstrate
delivery of information, then this is relatively straightforward. Where
it relates to the questioning of the regulatory rules, it can be more
challenging.
In the meantime, the following are some key reminders of how to
ensure your disclosure documents meet regulatory expectations:
- Always provide specific cash terms, especially where the charge is
applied as a percentage
- If charging hourly rates, always provide an estimate of how long
the service will take
- When using ranges in generic disclosure, provide an example of
how the ranges apply in practice
- Do not apply an ongoing charge for a client just to be a client of
the firm where there is no tangible level of service provided
- Always ensure the description of services matches the actual
services provided
- Avoid jargon and generic descriptions of wider levels of service
i.e. if you provide a periodic review, confirm what is included
within this
One of the greatest challenges in the ongoing review process can be
evidencing they have been carried out. A significant aspect of ongoing
services will be the annual review (or other review frequency). It is
therefore imperative there is a documented process so that firms can
demonstrate its delivery.
The simplest and most effective method of doing this is sending
a report/confirmation of the review. The review itself must cover all
the areas highlighted in the service proposition that are relevant to
the review. This will generally include a review of; circumstances
and objectives, attitude to risk and capacity for loss, the products/
funds, changes in legislation (that have a direct impact on client
circumstances/products), performance, future forecasts and planning.

T E C H N I C A L TA L K ADVISER F I R S T

ENIGMA! DECODING
THE UPCOMING
CAPITAL ADEQUACY
REQUIREMENTS

The ‘new’ Capital Adequacy requirements heading our way were
outlined in PS15/28 Capital resources requirements for personal
investment firms (PIFs): feedback on CP15/17 and final rules.
It is important that all investment firms have a clear understanding
of the upcoming changes to the FCA’s prudential requirements and
the effect this can have on your firm.
These changes mean that capital resource requirements will be
as follows:
• The higher of £20,000 (from 30 June 2017)
OR
• 5% of investment income plus 2.5% of any non-investment insurance
and mortgage income
It is worth noting that a basic capital adequacy calculator is
available on the FCA's website to assist firms in calculating their
capital adequacy requirement.
It is likely you are aware of the above change, however, from 30th
June 2017, changes to the subordinated loan calculation take effect.
These changes, together with some examples are detailed below.
When calculating your ‘own funds’ you need to consider if the
subordinated loan creates a further liability against this calculation
from the above date. The value of a subordinated loan will be
restricted as follows:
• Capital and Reserves (retained profit plus paid up share capital)
• Multiplied by 400%
Any excess in the value of the subordinated loan is then treated as
a liability against the ‘own funds’ calculation or as a reduction in the
capital and reserves.
The examples below are for illustrative purposes and assume the

'It is important that all
i nve s t m e n t f i r m s h ave a
clear understanding of the
u p co m i n g c h a n g e s t o t h e
FCA’s prudential requirements
a n d t h e e f f e c t t h i s ca n h ave
o n yo u r f i r m '

capital adequacy for each is £20,000.
Example 1 – this example assumes no intangible assets

• £11,500 Capital and Reserves (£11,400 retained profit & £100
paid up share capital)
• £10,000 subordinated loan
Calculation

£11,500 x 400% = £46,000 maximum subordinated loan.
As the subordinated loan is below this amount the firm meets
the new capital adequacy requirement.
Example 2 – this example assumes there is goodwill
(an intangible asset) within the company

• £11,000 Capital and Reserves (£10,000 retained profit &
£1,000 paid up share capital)
• £25,000 Intangible Asset (goodwill)
• £35,000 subordinated loan
Calculation

(£11,000 minus £25,000) x 400% = £(minus)56,000
subordinated loan liability against its ‘own funds’ calculation
As the firm would not meet the new capital adequacy
requirements, its options would be to significantly increase paid
up share capital or perhaps the simplest method would be to
transfer the goodwill to a holding company (where possible). In
these types of instances, you should speak with your accountant
for specific guidance.
The next steps

Although the change to the capital adequacy rules does not take
effect until 30th June 2017, I strongly recommend firms review
their financial position at the earliest time possible, should action
be needed. Where action is needed, I recommend you speak with
your accountant.

ISSUE 1 SPRING

11

ADVISER F I R S T T E C H N I C A L TA L K

WHAT’S IN A NAME? TAKING A CLOSE LOOK AT THE
FCA’S CONSULTATION ON THE DEFINITION OF ADVICE
A i l e e n Ly n c h ,
He a d o f Te c h n i c a l ,
Compliance First
Towards the end of last year, we told you that, as part of the Financial
Advice Market Review (FAMR), the Treasury was consulting on a
revised definition of regulated financial advice, with a view to bringing
it into line with the EU definition set out in the Markets in Financial
Instruments Directive (MiFID II).
The objective of the proposed new definition of financial advice
was to provide firms with the confidence to develop detailed guidance
services, whilst protecting consumers from fraudsters.
The consultation period finished on 15th November 2016 and
the Treasury received 63 responses, including a response from the
SimplyBiz Group. Having considered these responses, the Treasury
issued its response.
As expected, the Treasury decided to go ahead with its proposed
change to the definition of investment advice but, in a change from
the consultation paper, the new definition will apply to regulated
firms only.
This means that authorised investment advisers will only be giving
advice when they provide a personal recommendation to a customer.

' Th e o b j e c t i ve o f t h e
p r o p o s e d n ew d e f i n i t i o n
o f f i n a n c i a l a d v i ce wa s
t o p r ov i d e f i r m s w i t h t h e
co n f i d e n ce t o d eve l o p
d e t a i l e d g u i d a n ce s e r v i ce s ,
w h i l s t p r o t e c t i n g co n s u m e r s
f r o m f ra u d s t e r s '
The new definition of advice

The new definition will come into effect on 3rd January 2018 and
will exactly match the definition of investment advice set out in
MiFID II.
MiFID investment advice involves the provision of personal
recommendations to a customer, either upon the customer’s
request or on the firm’s initiative. It is comprised of three main
elements;
• there must be a recommendation that is made to a person in their
capacity as an investor or potential investor (or in their capacity
as an agent for an investor or personal investor);
• the recommendation must be presented as suitable for the person
1 2 ADVISERF I R S T

to whom it is made, or based on the investor’s circumstances;
• the recommendation must relate to taking certain steps in
respect of a particular investment which is a MiFID financial
instrument, namely to buy, sell, subscribe for, exchange, redeem,
hold or underwrite a particular financial instrument (or exercise
a right to buy, sell, subscribe for, exchange, or redeem a financial
instrument).
In a change to the current position, as a result of this new
definition of advice, a recommendation for a client to hold/retain
a product (i.e. to do nothing) will count as investment advice and
therefore a suitability report will be required.

' W h e n t h e n ew d e f i n i t i o n
t a ke s e f fe c t n ex t ye a r , i t
w i l l b e c l e a r e r fo r f i r m s t o
e s t a b l i s h w h e n t h ey a r e
g i v i n g r e g u l a t e d a d v i ce o r
o n l y p r ov i d i n g i n fo r m a t i o n
a n d g u i d a n ce t o t h e i r
customers'
The effect of these changes on different types of firms

• For regulated firms, when making a personal recommendation
for a client to hold/retain a product (i.e. to do nothing), this will
count as investment advice and therefore a suitability report will
be required. Our post investment review letter that is available
in the Vision website will assist firms with meeting this new
requirement.
• For firms offering robo advice / automated advice services,
the process may no longer be referred to as advice, and most
automated services are unlikely to be able to state it is an advice
process.
The new advice definition will give greater clarity to regulated
firms and is a positive change as, when the new definition takes
effect next year, it will be clearer for firms to establish when they
are giving regulated advice or only providing information and
guidance to their customers.

T E C H N I C A L TA L K ADVISER F I R S T

POLICY WISH LIST…
R i c h a rd Nu t t a l l ,
He a d o f C o m p l i a n c e Po l i c y
The SimplyBiz Group
In October 2016, FCA Chief Executive Andrew Bailey announced
that a 'Mission Statement' would be released at some point over the
next few months. The outline of the statement promised positive
outcomes for advisers and consumers alike; below, Richard Nuttall,
Head of Policy for The SimplyBiz Group, reveals what he’s most
hoping for from the Statement.

consistent torrent of regulatory papers, then implementing any actions
they necessitate.
Advisers having a robust and reliable compliance structure in place
is to the benefit of everyone; clients, the regulator and the adviser
themselves. However, I’d love it if the FCA Mission Statement also
allowed advisers enough time in-between papers to concentrate on
their business, spent time with their clients…and breathe!

Wish number one…clarity

At The SimplyBiz Group, I lead a team charged with keeping a keen
eye on the regulator to understand where its focus lies, and where it
may fall in the future. We react to any output, analyse consultation or
guidance papers, extract the information which is relevant to advisers,
understand how the new guidance meshes with existing policy and
communicate that to the firms who use our services, as quickly as
possible, in plain English. I’m not delivering a ‘day in the life of’
piece here, just trying to make the point that the regulator doesn’t
always deliver information in a way which makes it immediately easy
to categorise and digest.
Whilst a bit of vagueness in, for example, pamphlets setting out how
to assemble Swedish furniture, is forgivable, FCA communications
need to be absolutely clear. Both advisers and the regulator should
be working together with a unified aim; to protect the interests of
consumers. It is essential for advisers to adhere to the guidance of
the FCA, but the FCA must, in turn, play its part by ensuring that
guidance is clear and transparent.
The FCA’s ‘Smarter Communications’ initiative is a positive move
towards creating clarity in the material issued by the regulator, but it
would be great to see some actual progression in this area in 2017.
Wish number two…a lightening of the regulatory
burden upon advisers

As I’ve pointed out above, the FCA’s communications are not famed
for their excellence as light reading material! Therefore, it’s very tough
for advisers to have to analyse and implement the contents of the
regulator’s papers, but when they are hit by consultation paper after
guidance paper after occasional paper – seemingly a new one every
week – it can be almost impossible to keep up to speed.
When it’s taken into account that dealing with regulation is an
essential, but very small, part of most advisers’ businesses, it’s clear just
how cumbersome a task it is. The vast majority of Member and Client
Firms within The SimplyBiz Group are one-to-four person practices
and there just isn’t time to be spared on spotting and unravelling a

Wish number three…more adviser representation

There’s an awful lot of regulatory and policy output which impacts
advisers in both minor and very serious ways. At the moment, I don’t
believe that advisers have enough input into these changes and I’d love
to see the FCA grant a more powerful voice to the adviser community
during the consultation stage.
Currently, smaller advice firms must look at the lists of those
selected to be involved in consultations about wide-scale regulatory
change and feel that not only are they personally not represented

' I ’ d l ove t o s e e t h e F C A g ra n t
a m o r e p owe r f u l vo i ce t o t h e
a d v i s e r co m m u n i t y d u r i n g t h e
co n s u l t a t i o n s t a g e . '
in these discussions, but that nobody in their situation is invited to
comment either, meaning that their concerns, views and needs are
ignored.
Obviously this is a two-way street, as advisers also need to
ensure that they become better at responding to calls for action on
consultations, but I would really like to see the FCA’s Statement make
moves to ensure all stakeholders are included in important discussions.
The SimplyBiz Group policy team responds to all relevant FCA
consultations - the latest being the FCA Consultation Paper CP16/42
Reviewing the funding of the Financial Services Compensation
Scheme - and adviser input is invaluable to us in ensuring we represent
the views of our Client and Member Firms accurately.

If you have any queries connected to this article, or would like to
know more about responses made to the regulator by The SimplyBiz
Group, please don’t hesitate to get in touch at policy@simplybiz.co.uk
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DON’T BOTHER TO DEFINITELY CONSIDER
St a n R u s s e l l ,
He a d o f Pe n s i o n s
Pr u d e n t i a l
Stan Russell, Head of Pensions Business Development, examines why advisers should be talking to their
clients about DB to DC transfers, and some of the issues that may be important for the estimated five
million deferred DB members considering a transfer

Various estimates of deficits make unpalatable headlines for
trustees, company directors and scheme members. One recent
report by Hymans Roberston put the deficit of the UK’s 5,945
private sector schemes (down from 7,800 such schemes only nine
years ago), at over £1 trillion.
Another potential worry for members is the increased “noise”
around possible reductions to member benefits in an attempt
to reduce scheme liabilities. We’re not just talking about those
still to retire, but also those already in receipt of benefits. Such
a major step would require a change in law but there’s already a
consultation on such a move for the Tata Steel scheme, as they
struggle to find a buyer who’s willing and able to take on the
current scheme liabilities. Should there be wholesale benefit
reductions, more members may want to consider transferring.
For many schemes, a restructure of benefits may be more palatable
than a scheme dropping into the Pension Protection Fund (PPF)
where benefits could be subject to a 10% (or greater), reduction for
those still to retire.
On a positive note, one initiative that will spark members
interest, is the move by some employers to offer a transfer value in
the member’s wake-up pack. Some of the transfer values on offer
will look like a lottery win for many. Hypothetically speaking,
consider say a £13,000 per annum pension at age 60 versus a
£500,000 transfer value that can be accessed in any way you want.
What could be nirvana when advising in this area is the offer
of partial transfers. Some employers are already offering partial
transfers where the member selects their own “minimum income
guarantee” from the scheme. Using our example above, the member
doesn’t want, or need, £13,000 pa and decides £6,000 pa will
1 4 ADVISERF I R S T

suffice. The scheme pays the chosen pension and a transfer is made
for the balance of the benefits given up. Now all schemes offering
this option would certainly increase interest from members. It’s
unlikely we will see all schemes going this far.
Worries over scheme funding, the long-term viability of schemes
and the reduction of benefits are considerations during the advice
process, but ultimately meeting the client’s objectives is absolutely key.
PS12/8 issued by the FSA in April 2012, stated their view, which
was, as a starting point: A pension transfer was unsuitable unless it
can be proven to be in the client’s best interests. In CP15/30, the FCA
asked the industry for views on whether they should be reviewing
this starting assumption. PS16/12 states: We do not see any case for
moving away from client’s best interests as a starting point for advice.
This despite a majority of respondents stating they believed this
starting point should be removed.
Pension freedoms have turned the pensions world on its head
and DB pensions don’t offer the options for planning a defined
contribution pension offers. Someone with a cautious attitude to
risk and/or low capacity for loss is unlikely to transfer however
attractive the alternatives may look. For others, meeting their
objectives in retirement may require such action.

You can read the full article
http://www.pruadviser.co.uk/content/knowledge/oracle_archive/
oracle-quarterly/autumn-2016/revisit-db-to-dc-transfers/

T E C H N I C A L TA L K ADVISER F I R S T

HMRC – PENSIONS IN
SPECIE TAX RELIEF HALTED
There is no HMRC rule that payments made into a pension must be in pounds
sterling - property is also used

K e e l e y Pa d d o n
He a d o f Pe n s i o n Te c h n i c a l
The SimplyBiz Group

This means that scheme members are able to transfer property into
a Self Invested Personal Pensions (SIPP) or Small Self Administered
Scheme (SSAS) and obtain tax relief on its value up to 100% of
earnings in the tax year in which the transfer is made. Employers are
also able to transfer an asset to a scheme in lieu of a contribution and
claim tax relief in the normal way.
This is subject however to the annual allowance (AA), £40,000 for
2016/2017 (and the potential for three years of carry forward of
unused allowances). High earners with an income stream in excess of
£110,000 p.a. may have a reduced annual allowance.
• For example, an individual owns a property valued at £200,000,
which he wishes to transfer into his SIPP.
• His earnings in the tax year are £100,000.
• On transfer, £80,000 of the value of the property will be treated as a
net contribution and will be grossed up to £100,000 by HMRC.
• The balance of the tax relief on a gross contribution of £100,000 will
be obtained via his self-assessment tax return.
• Any relief above the £40,000 Annual Allowance (2016/2017) will
be clawed back via a tailored tax bill – unless the client has scope to
use the carry forward provisions.
• The balance of the value of the property is not tax relievable but will
be in a tax advantageous environment.
• Alternatively, he could just invest 50% of the property i.e. up to
100% of salary level, carry forward permitting.
Subject to the SIPP provider’s agreement, the individual could
also decide to phase the transfer over a number of years to ensure the
maximum tax relief and not to exceed the AA. Another option would
be to do a partial in-specie contribution and to sell the balance to the
scheme assuming there were sufficient existing funds.

Recently, however, press articles have circulated reporting that a
number of SIPP/SSAS providers have had tax relief that should have
been due on certain contributions, switched off by HMRC.
In November 2016, it appears several SIPP providers received
formal requests from HMRC to provide information relating to
contributions paid where a transfer of assets had been used to settle in
lieu of cash for the 2015/16 tax year.
Over 25 SIPP providers have now had tax relief effectively switched
off on these contributions following HMRCs concerns as to how these
were actually being documented. We certainly know that one bone of
contention was intellectual property rights and how these were being
valued.
The Association of Member Directed Pension Schemes
(AMPS) has also waded into the foray and meetings have taken
place between AMPS, HMRC, the SIPP providers involved and
with legal representation from Pinsent Masons in attendance.
Guidance at this stage from AMPS is not to proceed with these
types of transactions, until such time as further clarification is
provided by HMRC.
In addition, a focus group has been convened to challenge HMRC
on their stance for all providers who have processed this type of
transaction. It could take some time before any outcome is known, as
this process is in the very early stages.

If you have any specific queries in relation to these matters please
e-mail us at pensions@simplybiz.co.uk or telephone the pensions
helpdesk on 01484 439126
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PENSIONS CLINIC: Q&A
Our pensions technical helpdesk handle over 3000 calls per month on
a hugely diverse range of pension, tax and trust related issues, and are
immensely proud to call themselves pensions geeks!
Below, each member of the team tackles one of the most topical, unusual or common questions they’ve encountered over the past
month; welcome to the Pensions Clinic…

K e e l e y Pa d d o n ,
He a d o f Pe n s i o n s Te c h n i c a l ,
The SimplyBiz Group

No r e e n Wa l k e r,
Te c h n i c a l A d v i s e r
The SimplyBiz Group

Q My client is moving abroad for a few years and wants to know
if he can continue funding his pension?

Q When does the Money Purchase Annual Allowance (MPAA)
apply?
A It applies when defined contribution pensions have been
flexibly accessed.

A When an individual is moving abroad, there may still be some
scope for pension funding. The crucial issue is that the pension
must have been set up before they leave the UK. Where this is
the case, then HMRC permit payments to continue for a further
five tax years to the amount of £3,600 per annum. This payment
is made net of basic rate tax relief so the individual continues to
enjoy a level of relief even when abroad. After the five years is
over, the HMRC manual states that whilst contributions may
continue, there will be no tax relief awarded. In reality however,
very few product providers can undertake gross payments (this
appears to be a legacy IT issue for many) so the plan at that
point has to be made paid up.
The other issue with individuals who may already be overseas
when any advice is given is that of passporting. Advisers need
to apply for certain permissions prior to advising. Passporting
is relatively easy where the members are from the European
Economic Area (EEA) and a form can be completed online
with the FCA. Most members of the EEA make no charge for
registering for this. Once obtained, this permission relates to any
individual resident in that country.
However, firms wishing to carry on regulated activities with
individuals in any non-EEA countries (e.g. Australia), will
require appropriate authorisations from the relevant financial
services regulator of the country into which such services are
being provided. It is important to appreciate that the regulatory
situation will differ from country to country, and firms may have
to ascertain the regulatory stance of the relevant country prior
to carrying on any regulated activities. There is also a potential
impact on capital adequacy.
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Q What constitutes ‘Flexible Access?
A Flexible Access relates to accessing income under Flexi Access
Drawdown and reduces the annual allowance from £40,000 to
£10,000 pa.
Q Why was the MPAA introduced?
A It was introduced to discourage abuse and limit the amount of
tax and national insurance reductions available from investment
in pensions where pensions have been flexibly accessed.
Q Does taking benefits from a Final Salary Pension Scheme
trigger the MPAA?
A No, taking benefits non-flexibly from a Defined Benefit
arrangement or taking a non-flexible annuity will not trigger the
MPAA.
Q When else would the MPAA be avoided?
A Pension Commencement Lump Sum can be taken without
triggering the MPAA provided no income is taken and the balance
after taking the tax-free cash is invested in a draw down plan.
When income is subsequently taken from the drawdown plan, the
MPAA will be triggered.
Money Purchase Scheme Pensions with 12 or more members
do not trigger the restriction, however, schemes with fewer than
12 members would.
Existing Capped Drawdown plans that remain within the cap
will not trigger the MPAA; however, if the income withdrawal
exceeds the cap, then the restriction will apply.

T E C H N I C A L TA L K ADVISER F I R S T

Andy Thewlis,
Pe n s i o n s Te c h n i c a l A d v i s e r,
The SimplyBiz Group
Q My client is looking to carry forward Annual Allowance from
previous tax years. However, they had no earnings in those tax
years and paid no contributions to a Registered Pension Scheme
in those years; can they make use of the Carry Forward Rules?
A In order to carry forward unused Annual Allowance from a
particular tax year, the member must have been a member of a
UK Registered Pension Scheme at some point in the tax year
concerned. For this purpose, “member” means active, deferred,
pensioner or pension credit member under the scheme.
There is no need:
- To have had a Pension Input Period (PIP) ending in that tax year
- Contributions/accrual to have been made in that tax year
- To have had Relevant UK Earnings in that tax year
- The contribution actually payable does not need to be made to
the same Registered Pension Scheme(s).
Other factors to consider include;
- The current year’s Annual Allowance must be utilised first.
- Does Tapering of the Annual Allowance apply for 2016/17?
- Has the member triggered the MPAA? If so, this will limit
Money Purchase Inputs to the MPAA.
- The special provisions in relation to the 2015/16 tax year in
calculating available carry forward
- Where a personal contribution is made following the
calculation exercise, this should not exceed 100% of Relevant
UK Earnings in the tax year of payment (the maximum
amount qualifying for tax relief ).

He l e n S h e p h e r d ,
Pe n s i o n s Te c h n i c a l A d v i s e r,
The SimplyBiz Group
Q Can you clarify the valuation process for Individual
Protection as well as the deadlines of which we need to be aware?
A There are two forms of Individual Protection – IP14 and IP16.
For valuation purposes we need the following details as at 5/4/14
(IP14) or 5/4/16 (IP16): Fund value of any money purchase
schemes as at these dates.
For DB schemes it is the amount of pension accrued up to
these dates (not a future amount). Please also add on the TFC if
the scheme pays this in addition to the pension i.e. where they
don’t have to give up some of the pension income to get the TFC
amount.

For a pension in payment prior to A Day (6/4/06), where
nothing else has crystalised since this date, it is the value of the
annual income as at the above dates x 25.
For a plan that has crystalised since A Day (6/4/6), it is the
amount which crystalised revalued to the above dates.
For IP14 you multiply the crystalised amount by £1.5m and
divide by the LTA in force at the point of crystalisation. For IP16
purposes you multiply the crystalised amount by £1.25m and
divide by the LTA in force at the time of crystalisation.
There are specific rules for plans in drawdown, for those with
previous versions of Fixed Protection and in the cases of pension
sharing on Divorce, so contact Pensions Technical for full details
on these cases.
You should note that the transfer values of DB schemes are
never used to value benefits for IP purposes.
As far as deadlines are concerned, there is only an
application deadline for IP14 of 5th April 2016. For IP16
and FP16 there is no deadline. You should however note that
pension schemes have no legal obligation to retain details of
the above figures for Individual Protection purposes from
April 2020, so, in practical terms, applications should ideally
be completed before this point.

Martin Pickles,
Te c h n i c a l A d v i s e r,
The SimplyBiz Group
Q Do company directors have to be auto-enrolled into an
appropriate pension scheme?
A Company directors can fall into one of two camps; with or
without contracts of employment.
From the outset, directors who didn’t have a contract
of employment were outside the scope of auto-enrolment.
However, from 1 April 2016, irrespective of whether a director
has a contract of employment or not, it is no longer an
employer’s duty to automatically enrol or re-enrol a jobholder
who is a director of the company by which that jobholder is
employed. It will instead be discretionary and the individual will
still have the same rights as any jobholder to enrol and benefit
from the normal contributions.
A recent addition to the Pensions Regulator website explains
the up-to-date scenario.

If you have a burning question for our Pensions Clinic,
please don't hesitate to get in touch on 01484 439126
or at pensions@simplybiz.co.uk
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A D AY I N T H E L I F E O F …
YOUR CLIENT
R i c h a rd A r d r o n
Marketing Director
The SimplyBiz Group
It's just gone 8.00 on a Monday morning and I'm on the train
heading for London for a number of meetings.

The coach is a mix of ages, occupations and backgrounds, but there
is one thing that links them all - technology.

I'm on my iPhone listening to some music on Spotify, whilst
dealing with an ever-growing number of emails.

So, how do we keep up and, more importantly, if you are in the
face-to-face service business, what should you do to make sure you
don't lose out?

I’m interrupted by a few messages coming through on WhatsApp
and remember I need to get my nephew a birthday present – thank
goodness for the Amazon app, and Prime delivery!

For me, it's quite simple. We're not talking overhaul, we're not
talking stopping doing what you are doing. It's about mixing it up.

The conductor asks to see tickets. I show him mine - on my phone,
of course.

Advice is still king. Clients need advice and they need reassurance.
No one is an expert in multiple fields - if you are not a plumber,
you wouldn't replace your own boiler - would you?
Advisers will always advise and clients will always need advice - just
not all the time.

Whilst doing this and sipping my Costa (other coffees are
available!), I look around and consider just how much our day-today lives have changed.

With the advances in tech, advisers now have the opportunity to
bring in solutions, and wrap advice around them to give consumers
choice, bring about efficiencies and save time for all.

No, I've not gone all philosophical, I'm talking changing consumer
behaviour.

I keep posing the same question to advisers and I keep getting
the same answer. This is the one about the client with £10,000 to
invest in an ISA. Would you give them full, face-to-face advice will they pay for it?

Ok, back to work, and I need to check whether some modifications
to a website have gone through; I can do this on my phone.

A quick look around the carriage...
The three people on my table are mixing it up. One reads a
magazine (headphones on!), another seems to be studying for an
exam - using a book, an actual book! (iPhone, mac and coffee at
the ready!) and the third is selecting their morning’s viewing from
Netflix.

' Ad v i s e r s w i l l a l way s a d v i s e
a n d c l i e n t s w i l l a l way s n e e d
a d v i ce - j u s t n o t a l l t h e t i m e . '

If you can't say yes in every situation, here's an alternative.
Let's take an imaginary office where a client comes to visit. A
member of staff greets the client and offers them the choice of three
doors.
Door one

Adviser, full advice, this is what you get and the cost is – for
example - £1500.
Door two

Across the aisle, a man snoozes, a couple texting, no conversations
there.
And so, it continues…
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You go in and use the computer in there to complete some
preliminary information - a fact-find, a risk profiler etc. Then
you go through into another room where the adviser’s there,
ready to pick up where you left off. Advice, but with some of the
groundwork done, thus saving you both time and cost.
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Door three

Enter and do it yourself - transact online. You can stop at any time
and go into door one where you will receive full advice, and begin
to pay for it.

' S o , m ov i n g away f r o m t h e
hy p o t h e t i ca l t o t h e h e r e
a n d n ow. W h a t i f yo u h a d a
we b s i t e t h a t co u l d d o t h i s f o r
yo u ? A s i t e r i c h w i t h co n t e n t
t o ke e p c l i e n t s i n f o r m e d , f u l l
o f i n t e ra c t i ve t o o l s t o c h e c k ,
t o d o s o m e p r e - wo r k , a s i t e
w h e r e c l i e n t s ca n t ra n s a c t ? '
What this imaginary situation does is give you control and the
client choice. You can decide which service you offer, or your client
will choose. It's not one size fits all and clients may choose different
doors for different needs. Buy their B and C online, do some of the
pre-work before seeing you for an investment, always see you for
full advice when it comes to retirement planning and so on.
So, moving away from the hypothetical to the here and now. What
if you had a website that could do this for you? A site rich with

content to keep clients informed, full of interactive tools to check,
to do some pre-work, a site where clients can transact?
Well, this is now a reality. The SimplyBIz Group has built and
launched our NextGen SimplySites, which does all of this and judging by the initial demand - it's exactly what advisers want.
Simply by changing your website you can tap into changing
consumer behaviour, get back a few precious hours, pre-vet would
be clients and more important than anything, enhance your
relationships with clients and keep any would be predators at bay.
There are many new companies coming to market looking to serve
your clients; most are getting it wrong, but they will disturb.
Embrace change and keep doing what you are doing.
Right, I'm off to series link the upcoming series of Game of
Thrones…from my phone, of course.

To contact the marketing team to discuss this article, or any other
marketing related queries, in more detail, please do not hesitate to
get in touch on 01484 439122 or at marketing@simplybiz.co.uk
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INTRODUCING

NEXTGEN SITES
The new and improved SimplySites,
exclusively from The SimplyBiz Group

During the last quarter of 2016, we officially unveiled our plans for NextGen
SimplySites, the evolution of our web solution for advisers.
After showcasing the new look and functionality of NextGen at our Member and
Client events, we officially launched in late December.
We have been delighted with levels of interest shown from advisers and we continue
to work with firms to build their new and improved website.
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What can you expect?

• A professional designed site – optimised for
all devices
• Rich content, regularly updated
• Calculators and interactive tools
• A new solution for a new breed of client
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Already evolving!

Whilst NextGen is a brand new offering for 2017, we are
already evolving what it can do, and are now working towards
regular monthly releases of new functionality. Some elements
of the list below have been recently added, whilst others are
coming very soon:
• Pension Monster tracking – see who has been on your site
and whether you have potential new clients
• Octopus Energy – let clients compare their current energy
tariffs with Octopus – they could save and you could earn!
• ISA online – a functionality will be added shortly to let
clients invest Junior ISAs through your site
• Life quote and buy – working with a leading provider, we
will shortly release a full quote and buy engine to allow
clients to get cover via your site

The above is just an example of how we can change
your current site to a new fresh NextGen site –
check out www.nextgensites.co.uk to see more examples.
NextGen will allow you to service your clients in a new way
– advice will still be at the centre of all that you do but, with
NextGen, you can give clients choice when perhaps face-to-face
advice isn’t economical for either of you. Clients will be able to…
• Quote and buy B&C insurance
• Complete some basic information to assess their retirement
options
• Complete a risk profiler
• Make basic investments
• Quote and buy life cover
• Check if they could save on their energy bills
• …and so much more!

These are just a few of the exciting developments coming to
NextGen sites, with many more already in the planning stages.
What a difference

For those of you who don’t have a current SimplySites, NextGen
is a completely new offering and, for those with a current site,
it’s a complete evolution.

Remember – if you want to have a site built or moved to the new
system, we will not charge you and, with new monthly packages
available, you can tailor your new site to
suit your needs – and budget! Ready to make the move?
Register your interest via www.nextgensites.co.uk or alternatively,
email simplysites@simplybiz.co.uk
ISSUE 1 SPRING
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MAKING IT EASY TO EXPLORE
RETIREMENT OPTIONS WITH

NEXTGEN

There is concern from the Government that people, particularly
younger people, are not saving enough for their retirement. The
pressures of saving for a house or paying off a student debt take
priority and there is stark evidence that some in their thirties have
yet to start saving.
The Pensions Advisory Service and the Pensions and Lifetime Savings
Association have been pushing for better education and information
about retirement for some time. But many people are reluctant to
engage with financial advisers as they may be unwilling to pay for
advice initially or just want to do their own research to begin with.
Selectapension has taken the initiative and created Pension Monster,
which is a simple online retirement guidance tool for consumers. It’s
a great first step in encouraging individuals to consider their financial
situation and retirement plans. Users are encouraged to seek an
appropriately qualified adviser before taking the next step.
Advice firms who purchase a new SimplyBiz Group NextGen
website this year have the opportunity to include Pension Monster to
encourage clients to explore their retirement options and encourages
engagement with the firm.
For the adviser, Pension Monster makes the initial fact finding stage
of the planning process more efficient by giving an insight into a
prospective client’s current financial position and their retirement
goals before any formal engagement.
What is Pension Monster?

Pension Monster is an online retirement guidance tool for consumers,
which aims to help people better understand their retirement options
and how much more they may need to save to provide for the
retirement they want. Visit simplybiz.pensionmonster.com (no need
to type www.) to see the live site.
A user simply enters some basic details onto the system and
Pension Monster provides them with a tailored report which
includes information about some popular retirement options and
shortfall analysis. The system allows the user to print or email
their report, ready for a discussion with an Adviser.
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Tracking Prospects

Advisers using Pension Monster on a NextGen site will be able to
automatically track who has used the tool and will receive a copy of
any completed reports by email. Pension Monster makes the initial
fact finding stage of the planning process more efficient and provides
advisers with some details about the new client’s current financial
position and aspirations ahead of any discussions.
Setting Up Pension Monster on NextGen Sites

Any advice firm wishing to include Pension Monster on their website
must have a Selectapension subscription and, as such, will have been
given a personalised Pension Monster URL, which should be given
to the SimplyBiz Group web design team when ordering a NextGen
website.
Not a Selectapension subscriber?

Call Selectapension and ask to subscribe to Pension Monster.
Pension Monster is provided free of charge with all Selectapension
tool subscriptions or can be purchased as a stand-alone subscription
for a small annual fee.
Subscription includes a unique Pension Monster URL for the
NextGen website and access to the Link & Track dashboard, to
monitor users’ progress through the system.
Selectapension also offers Advisers two additional options for a small
fee; to include a company logo on the reports and to restrict the panel
of Product Providers that are shown.
For further information, please call Selectapension or the SimplyBiz
Group NextGen team.

For further information please call Selectapension
T: 01892 669494, E: sales@selectapension.com,
W: www.selectapension.com
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Visit http://www.nextgensites.co.uk
SimplyBiz Group Consumer Insight - sources include ONS; UK , Payments Council; OFGEM; HMRC ISA stats 2016; Bacs;

STREAMLINING THE GABRIEL REPORT
FOR ADVISERS EVERYWHERE…
As an adviser, it’s good to know that someone is looking out for
your best interests, just as you do for your clients. Over the past
few months, MyGabriel has been working hard to improve the
service we provide, and we are thrilled to reveal some exciting new
changes to the software.
We are proud to announce our rebrand, as MyGabriel
becomes GoSimpleGabriel. This follows the launch of our new
and improved software in September, and switchover to Amazon
Servers. Our enhanced software is now easier than ever to navigate
– you could complete your Gabriel report in 20 minutes or less.
We have also updated GoSimpleGabriel to reflect recent
changes to Sections G and K of the report:
- Changes to the wording of questions G1 -> G7
- Removed questions G8 -> G12 and G15 -> G16
- Added questions G17 -> G30
- Minor changes to Section K

These changes clarify wording within the form relating to
staff. Additional questions cover the number of employees in
your firm, their competence in each area and standing with a
professional body.
If your accounting period ended on or after the 31st
December 2016, you can rest assured that our software is
up-to-date for reports from the 13th February 2017. It’s just
another way in which we’re transforming the compliance
process for advisers everywhere…

Are you yet to give GoSimpleGabriel a go?
Call 0161 413 5070 to book a 20-minute demonstration,
and receive a 13-month licence for the price of 12 months.
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IT ICEBERG
Marc Thompson
He a d o f A d v i s e r S e r v i c e s
S i m p l y B i z In v e s t m e n t S e r v i c e s
As you navigate your way through the sometimes choppy waters
of the investment advice process, there can be tidal waves of
regulation or the odd tsunami of newly required paperwork
which threatens to throw you off course.
Through SimplyBiz Investment Services (SIS), you can access
market-leading technology, either on a complementary basis or
at a highly discounted rate, to try and help you ensure that your
investment advice process is smooth sailing.
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However, through their interaction with Client Firms who use
these services, the SIS team know many of the systems are not
being utilised to their full potential and that users are potentially
missing out on a lot of functionality that could prove really useful.
In fact, in the biggest iceberg related plot twist since Kate kicked
Leo off the door, what lurks beneath the surface of Dynamic
Planner, Simply Intelliflo Plus and Synaptic could actually be
hugely beneficial for your business.

T E C H N O LO G Y I N Y O U R BU S I N E S S ADVISERFIRST

To utilise these tools to their full potential, it's important that as
much information as possible is input, and that all data input is correct.

Dynamic Planner

Simply Intelliflo Plus

Synaptic

Utilised
-

Risk profiler
Basic CRM
Investment planning module
Retirement planning module
Letters and reports

-

Fact-finding
Client management
Quotes and Sourcing
Lead management
Commission and Fees
PFP client portal
Task management
Document management

- Basic product and
fund research
- Filtering
- Ranking
- Reporting
- Risk ratings
- Fund graphing

-

Workflow and process management
Compliance
File checking
Pre and post-sale sign off
Letter generation
Fund analysis and financial planning
Mortgage module
User guides

-

Not Utilised to full capacity
- Mortgage and Protection
modules
- Living in Retirement module
- Service levels and activities
- My planning-client portal
- Portfolio build functionality
- Investment and Retirement
financial planning to full capacity
- New monies module
- Integration for valuations and
straight through processing

Fund availability - don’t check - time save
Product fund availability
Product research audit trail
Product research product comparisons
Ranking reports- PDF
Product and fund lookups
Company information lookups
General Comparator information
Webline outside simply protect

For more information, please contact the SimplyBiz Investment Services
team on 0808 124 0000 or investmentservices@simplybiz.co.uk
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KNOWLEDGE
AT YOUR
FINGERTIPS

Designed to be the online home of all your learning resources,
the Knowledge Centre is the place to find provider partner
updates, details of our upcoming events, access past technical
updates and e-newsletters, as well as logging your all-important
CPD hours and much, much more.
Let’s take a closer look at each of the areas you’ll find in the
Knowledge Centre
Product NewsHub

With industry news direct from our provider partners covering
investments, retirement and protection, there is something of
interest for all in the Product NewsHub.
You can access additional learning support in the form of technical
guides which offer an in-depth look at various financial products
and planning solutions. These technical guides are exclusively
available to Compliance First Client Firms and come direct from
our partners.
Also offered within this area are dedicated news pages for our
partners to make available their comment on topical international
and domestic events that may affect financial markets, examples
here include the recent US Election and the Brexit referendum.
Our Thought Leadership Feed is the place to read more about what
our partners have to say on industry topics including annuities,
investments, retirement planning and protection, to name just
a few. Chosen contributors are invited to offer their personal
thoughts on the markets and the ways in which you can increase
your knowledge and ultimately product take-up within your client
database.
If you’ve missed a technical update such as UComply, a Pensions
Update, or perhaps you just want to catch up with our online
publications such as Adviser First Update, you can find them in our
Media Centre, available to download. You can also find electronic
versions of our printed magazines, to download whenever you need
them. The Media Centre also highlights a selection of our latest
video content.

Events

Access all our upcoming events, download your relevant event
brochure and then reserve your seat.
NMBA and CPD

If you are an existing NMBA Member, the Knowledge Centre
keeps you linked to the New Model Business Academy
(NMBA) and to Competent Adviser, our recommended
CPD portal. If you are not a Member, joining is quick and
simple. The NMBA provides further professional development
opportunities, as well as assistance with the progression of your
business model and it’s completely free to sign up. Competent
Adviser hosts over 20, 000 questions to test and maintain your
competence and provides you with an excellent home for you to
store your CPD from various locations.
The next time you visit the Compliance First Client website,
stop by the Knowledge Centre. There’s so much more to know.
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The media continues to highlight the fact that protection products are some of the most
undersold across the country and are quick to make comment about ‘the shocking
situation’ that means the public are being left to their own devices with regards to
protecting themselves and their families.

W

hilst we acknowledge that there is without
doubt a large protection gap across the
UK, we are confident that our advisers are
committed to meeting the needs of their
clients and that protection provision is a key
part of their service toolkit.

We know this because our protection events are well attended,
the Protection Hub receives a large amount of traffic, Protection
Connection online magazine is well read and we know how many
of our Clients are making the most of the ability to register for
SimplyProtect. In addition our provider Partners also tell us about
the outstanding engagement they have with our Client Firms,
which is why we do all that we can to ensure that you are in the
best possible position to ensure your clients remain secure, no
matter what life might throw at them.

If you are new to SimplyProtect you could be
forgiven for asking, ‘so what is it?’
The SimplyProtect proposition has been developed as an
exclusive Client protection proposition to not only to give you
quick and easy access to a range of protection products, but also
to provide enhanced commission rates, making that engagement
all the more worthwhile.
If you are not yet a SimplyProtect registered user – here are some
of the key reasons many advisers have chosen this route:

1 This exclusive commission club provides registered users
with enhanced rates when using one of the eight protection
providers.
1 The use of SimplyProtect will not restrict your whole of market
status. You remain in control of the selection and placement
of the best product at the best price to meet your client’s
requirements.
1 You do not need to change the way you quote or submit your
current protection business.
1 There is no joining fee to access SimplyProtect: you just
register your firm and immediately gain access to enhanced
commission and reduced clawback periods.
1 We don’t ever make your choice of service for you, which
is why we do not automatically enrol your firm as a user.
However, registration is quick and easy.

If you are an existing user and you’ve not yet taken
advantage of SimplyProtect Version 7 – here is
what you now need to know...
The start of the year brought with it a change to the panel of
SimplyProtect introducing three new providers to an already
strong core of five tried and tested partners. Our new partners,
AIG, LV= and Scottish Widows, bring an added dimension with
their experience in key protection areas:

1 Supports your personal and business protection needs
1 Fast, simple, online menu application, including signature-free
online trusts
1 Winner – Best Critical Illness and Best Life Assurance –
Cover Excellence Awards 2016
1 Winner – Underwriter of the Year – Protection review
Awards 2016
1 Pre-sales Underwriting Helpline available until 8pm
1 Telephone and field based account managers available to
support your needs
www.aiglife.co.uk/intermediaries

By accessing SimplyProtect’s excellent commission rates seen
below, your Firm also receives complimentary access to Webline.
We would urge you, if you are an existing user, to sign the revised
Terms and Conditions, available on the website, to receive access
to the new panel. If you are new to SimplyProtect, why wouldn’t
you access a proposition that can better protect your clients,
whilst also providing an additional new income stream for your
business? On average, we have seen advisers receiving an uplift
on their fee of up to £60 per case, purely by using SimplyProtect.

Get the most for your firm and from
SimplyProtect Version 7 by registering and
agreeing to the new revised T&Cs today!
PROVIDER

TERM

GROSS

NET*

4 Year

205.00

195.97

2 Year

175.00

170.63

4 Year

206.00

200.85

2 Year

185.00

180.37

4 Year

200.00

195.00

4 Year

206.00

199.87

2 Year

180.00

175.50

4 Year

204.71

199.59

2 Year

179.33

174.85

SCOTTISH WIDOWS

4 Year

205.00

199.87

VITALITY

4 Year

200.60

195.58

4 Year

205.00

199.87

2 Year

164.00

159.90

AIG LIFE

1 Most Trusted Life Insurer, Moneywise 2015
1 Award-winning income protection range to suit your individual
clients

AVIVA

1 Comprehensive life and critical illness cover, including unique
features

L&G

1 A refreshing range of business protection

LV=

1 Easy to use tools, calculators and case studies
LV.com/adviser/protection

1 Flexible menu based products for business and personal
protection
1 Online quote and apply, underwriting and pipeline tracking

INDEMNITY

ROYAL LONDON

ZURICH

1 Simple but comprehensive critical illness cover
1 More than just a plan with Scottish Widows Care provided
by RedArc

* The rates expressed are the gross amount of commission paid by the provider,

1 Paid out a total of £2.1 billion in claims since 2000, helping
over 65,000 customers and their families

Don’t delay

1 Support material, tools and calculators to assist your business
in our Protect Centre
www.scottishwidowsprotect.co.uk
Our core partners have been with SimplyProtect for a number
of years and have consistently provided excellence of service
alongside a great product range, to help meet any situation that
might arise for your clients.
Aviva, Legal & General, Royal London, Vitality and Zurich all
provide continuity and that means that we are now able to bring
you the market leading protection providers’ products, with one
point of entry. These partners will continue to assist your advice
process and when we add in our new partners; this becomes
a proposition to challenge anything currently available on the
market.

including the 2.5% override that is paid to SimplyBiz Group.

To renew your SimplyProtect agreement – visit the
SimplyProtect section of the Client website today and
start reaping the benefits.

If you have any questions or queries in relation to
SimplyProtect or the new panel, please contact our
protection team either by email on
protection@simplybiz.co.uk or by calling
01484 439160.
The Group provides a dedicated Protection specialist
in Gary Harrison and he is available on 07834 733988
or by emailing g.harrison@simplybiz.co.uk.
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COMING SOON…
MI MAGAZINE
Following on from the launch of Adviser First, we’re delighted
to introduce our new mortgages and protection magazine, MI.
Martin Reynolds
Chief Executive
SimplyBiz Mortgages
2017 has already been another busy
year in the world of mortgage and
protection, however, there’s definitely
plenty more to come! I believe we
will definitely see a focus on secured
loans, specialist and complex lending,
corporate buy-to-let, portfolio lending
and the general insurance needs of
those clients who purchase property
through limited companies. January
saw the PRA rules on affordability put
in place and a number of brokers I’ve
spoken to this year tell me that they’ve
already begun to see an impact on their
business and, in addition, we’re still
waiting to fully understand the effects
that Brexit will have on our sector.
There are also a number of positive
trends and changes taking place in
the market at the moment. We’re still
seeing market leading products available
to the right clients and more and more
complex cases are being placed when
they would have previously been turned
down. There are no signs of business
slowing, which leaves us hopeful for at
least a fast start to the year.
With our brand new SimplyProtect
proposition and PMI Panel also launched
in recent months, it’s going to be a
thriving year for the protection market,
and MI magazine will ensure that you
are up-to-date with every element of this
exciting new publication.
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CLIENT EXCLUSIVE SERVICE
- A GENIUS WAY TO PROTECT
YOUR BUSINESS PREMISES!
Protect your business with Genius

Helping you to secure great value cover for your business
premises is an important part of the Compliance First service
for our Client Firms.
Whether you need cover for business contents and public,
employers’ liability or even buildings insurance for the office
itself – we’ve got you covered.
You now have access to an exclusively negotiated Client-only
service through our insurance provider, Genius.

introduced an additional safety –net, which means that if you’ve
held office insurance on your business for at least three years
and have had no claims, then Genius will guarantee to beat
your renewal quote by 5%*, and then still reduce it further by
rebating 15% commission.

Genius will assess your business requirements in two
phases:
1. A fully-broked commercial insurance service

Genius will obtain multiple quotes using its extensive insurer
panel, doing everything possible to find you the right price.
Once Genius has found it, they will then reduce it further by
rebating 15% commission.
2. The 3-0-5 product

Just in case phase one does not secure the business, we’ve

If you need further information, call the team on 01484 443877
to discuss your business insurance requirements.
*Terms & Conditions 1) You must have held an office policy for a minimum of 3 years claims free.
2) You must provide us with a copy of the current renewal terms if requested.
3) The cover should be on a substantially like for like basis.
4) The 5% price reduction will be based on the gross premium quoted by the alternative market before any
commission deductions are taken into account.
5) The 5% price reduction applies to Office Insurance policies only and not to working from home policies 6) A
minimum annual premium of £250 applies.
7) The 15% additional discount is in lieu of commission, so no commission will be paid on the policy. 8) Normal
underwriting criteria will apply, and the offer can only apply where the insurer is able to provide terms (for instance,
you are not in a high risk flood/theft area, the property is not of an unusually high risk construction, and you can
satisfy the insurers standard security protection requirements. 9) There is no time limit on the offer, and it can be
withdrawn by the insurer without notice.
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PATIENT INVESTING IN AN IMPATIENT WORLD
Dan Russell,
M a n a g i n g D i r e c t o r,
Ve r b a t i m A s s e t M a n a g e m e n t
The benefits of the entirely connected, e-enabled world in which
we live are too numerous to sensibly try to articulate. Of course,
there are downsides too. Those of a certain age may, for example,
have a nostalgic hankering for the days when you could browse the
aisles of the local video store, debating with a significant other over
which film to rent, take home and return 48 hours later. Turning on
Netflix and scrolling through the icons of thousands of programmes
and films available at the touch of a button just doesn’t have the
same frisson of ritual and excitement. However, we now live in an
impatient world, where any kind of friction (seemingly unnecessary
steps) in a consumer's process aren’t tolerated. The service has to be
delivered immediately, with a swipe of a thumb, without lifting your
head up from the black mirror.
This impatient culture is at odds with the fundamentals of sound
investing, where instant returns are always too good to be true, and
the longer-term view is often the most effective. John Husselbee of
Liontrust, Manager of the FP Verbatim risk managed funds, is lifting
the lid on how he approaches the challenge of patient investing in an
impatient world. It is a reassuringly fundamental messages for any
adviser, and their clients, utilising the FP Verbatim funds as part of
their investment supply chain. John’s key messages are:

underperformed the market, the spread of returns within that
average figure are wide, with some significantly outperforming the
median return.
Indeed, looking beyond the US, you can see that the percentage
of funds that have outperformed the low cost, tracker benchmark

varies significantly.
The argument is surely, therefore, that in a choice between active or
passive, the savvy investment manager should make the search for good

1. It’s not about active vs. passive, but cost vs. time.

John tackles the issue of active versus passive, reinforcing the belief
that there is no such debate. It is rather a case of cost versus vs. time.
You could take the view that active managers cannot, on average,
outperform the market, as demonstrated by the below stats from the
US markets over 10 years to the end of 2016.
Of course, the other side of that argument is “who wants to be
average?” As the following stats show, whilst the average may have

customer value their principle objective. However, if the customer
doesn’t have the time required to realise the benefits of an active strategy,
then simply buying the most efficient market return may be the answer.
2. Today’s winners might not be tomorrow’s

Few, if any, football fans saw Leicester City’s Premier League triumph
coming. Gary Lineker, with his infamous “I will present Match
of the Day in my pants” declaration certainly didn’t. Yet, having
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achieved the impossible, how many would bet on them repeating
the feat now? Indeed the league has returned to being dominated by
the usual suspects who have occupied the top six spots for decades.
You would have thought that this principle of “not following the
crowd” was self-evident when it comes to investing, yet the pattern
of inflows into retail funds continues to demonstrate that consumers
buy high and sell low.
As a professional investor, John is tasked with finding the right
investments at the right time to populate the Verbatim funds. For

decision about which to use will create a very different investment
journey, albeit one that may end in the same destination.
In summary:

- The active/passive debate is cost vs. time

-

example, the Liontrust Macro Equity Income fund appears to be a
good value purchase in August 2016, but might not have been such
at other times:

Passive can provide adequate short term market returns
Active potentially provides greater returns over the long-term
Value rather than price targets risk and maximises returns
Impatient investment can damage a long-term investment
process
- Be patient - certainty in investment is found in the long-term
John’s approach may be simple. It may be about winning by not
losing, and it may appear more like the tortoise than the hare. But

3. Find the right style of investing

Simply asset allocating to broad geographical regions is not going

these principles are designed to both reward patience and avoid the
trends and temptations of the impatient world in which we live.
to optimise returns for clients. There is little predictability in which
market sector (large cap vs. small cap vs. total market) will outperform
another, nor indeed, whether a growth or value approach to selecting
funds in such a sector will win out. In 2016, UK larger cap (22%)
out performed small cap (6.9%) and the total market (22%). Yet, a
large cap growth bias only returned 12.3% against the 28.9% of the
large cap value index.
This is borne out in fund selection within a fund of fund solution.
Here is an example of two funds a manager could use to fulfil their
UK equity allocation. One, a growth story, on a value play, the

If you require further information please call 0800 967 0945
or email info@verbatim-am.co.uk or visit us at
www.verbatimassetmanagement.co.uk
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INVESTMENT
MARKET
OVERVIEW
Jo h n Hu s s e l b e e ,
He a d o f Mu l t i A s s e t ,
Liontrust
As was the case for a large part of 2016, the first month of the New
Year was dominated by the twin pillars of Donald Trump and Brexit.
Trump’s inauguration was met with demonstrations around the
world, but amid all the marches and debates about crowd size, many
Consumer spending was the key factor in this and Chancellor
markets have largely continued their recent ascent. The Dow Jones Philip Hammond said he believed there are signs the positive effect
finally breached the 20,000 level late in the month, the first time it from sterling’s depreciation is outweighing the negative expected to
has done so since launch in 1896, although concerns about Trump’s come from rising inflation.
travel ban hit sentiment as January expired.
With such a heavy focus on the US, China has slipped off many
Showing a similar pattern, the FTSE 100 hit an all-time peak beyond radars but the start of the Year of the Rooster has moved the region
7300 mid-month and remained above the record 7000 despite into the headlines once again. Solid 6.8% growth in the fourth
dropping off slightly in the second half.
quarter seems to show a country continuing to rebalance its economy
On the currency front, the dollar had a tough January as policy but upcoming leadership changes in the Communist Party may affect
concerns outweighed the expectations of higher inflation that this as the year progresses.
dominated the end of 2016. Demand for the currency soared
As with most countries around the world, it also remains to be seen
after Trump’s victory as many predicted positive economic and how US-China relations might develop with Trump in the White
trade policies but little detail on this
House. China sends a large portion of
during his first days in office, followed by
its exports to the US, so any threat of
' W i t h s u c h a h e av y
controversy surrounding the travel ban,
tariffs could have a serious impact on
f
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have spooked markets.
market volatility and performance.
h a s s l i p p e d o f f m a ny
As expected in such an environment,
Spiralling debt is also seen as
gold enjoyed its strongest month since June
ra d a r s b u t t h e s t a r t o f a potential flashpoint for China, with
2016 when the Brexit vote sparked a similar
t h e Ye a r o f t h e R o o s t e r government debt rising from 160% of
rush for perceived safe haven assets. With
GDP in 2005 to 277% at the end of
h a s m ove d t h e r e g i o n 2016, and the private sector debt ratio
Trump’s travel ban and the subsequent
into the headlines
dismissal of an Attorney General unwilling
at an historic peak of 209%. This has
to enforce it, investors are starting to
led to many market watchers warning
o n ce a g a i n . '
understand the President may be serious
China’s growth will slow in the coming
about putting some of his more radical campaign pledges into action. years: ratings agency Fitch Ratings, for example expects GDP growth
In the UK, the Brexit saga rumbles on, with the Supreme Court will fall back to 6.4% this year and 5.7% in 2018.
dismissing the Government’s argument that it can begin official
Elsewhere around the world, Europe could be facing a volatile
negotiations with the rest of the EU without Parliament’s prior 2017, as a range of countries go to the election polls. Following the
agreement. Parliament has now voted in favour of triggering Article Netherlands legislative elections in March, in the coming months
50, but we still have scant detail on the likelihood of a hard Brexit.
France faces presidential and legislative elections in the summer and
Despite this uncertainty, figures released in January revealed the Germany has its federal elections in August and October. Given
UK was the fastest-growing economy in the G7 last year, putting pay the surprises of 2016, few would feel comfortable attempting to
to projections the leave vote would have an immediately detrimental predict the result of any of these, but any lurches towards populism
impact on the economy.
will surely cast further doubt on the future of the EU project and
3 4 ADVISERF I R S T

INVESTMENT SPECIAL ADVISERFIRST

potentially destabilise an already fragile economy.
Overall, policy divergence continues to develop as globalism – at
least for now – gives way to greater populism and while the US has
started on a rate hiking path, Europe and Japan’s monetary policy
remains accommodative.
Market participants look to be expecting higher growth,
higher inflation and higher bond yields. Stronger economic
growth favours portfolios skewed towards higher yield and
shorter duration assets, and we believe an end to quantitative
easing around the world signals a return to ‘old school’ investing
focusing on fundamentals and valuations.
Looking at our portfolios, consensus has suggested the Trump regime
may be tougher for emerging markets and Asia, based on possible
protectionist policies and a stronger dollar: this has seen these regions
lag and provided a good opportunity to top-up our equity exposure.
Meanwhile, we continue to keep a close eye on developments
in the bond market, with rising yields suggesting the bubble
may have finally burst. We are careful making such predictions
as we have seen yields back up before, and then resume their
multi-year bull trend but bonds are now so expensive that we
appear to have reached an inflexion point.
A range of factors have contributed to the sell-off, with
inflation expectations edging up, as well as growing acceptance
quantitative easing and similar monetary measures may be losing
their effectiveness and coming to an end.
One of the main effects of QE was to drive valuations up across
the board, defying the traditional negative correlation between
equities and bonds. However, rising bond yields point towards
increasing de-synchronisation of returns in future and we believe
this will extend within asset classes, as well as between them.
If countries introduce frictions to international trade, their
economies are likely to diverge and debt will be assessed on
its own merits. This is one reason we will be taking a more
international approach to our fixed income allocation.

We maintain a long-term underweight position in bonds,
but believe an allocation remains sensible within a balanced
portfolio, and there are areas that can provide returns against a
backdrop of rising yields.
High yield is one option, as is emerging market debt, as we have
recently upped our position in the latter as these markets dipped on
fears about Trump. We are playing this EMD theme very simply
via an index tracker at this stage: active management requires longterm patience and we believe there are currently insufficient active
managers in the EMD space to access it that way.
In our portfolios, we have balanced out the underweight
bond position with various alternative holdings, split between
absolute return funds, to reduce risk, and hedge funds, to
enhance returns. We have recently added in two holdings and
removed two: we have removed a UK-focused absolute return
fund, preferring more global offerings as anti-globalisation
feelings continues and also, sold a currency fund in light of
sterling’s post-Brexit selloff.

For more information please call 0808 12 40 007
alternatively you can visit: www.verbatimassetmanagement.co.uk
The views expressed are correct only at the time of publication and are subject to change.
This material is confidential and intended solely for the use of the person/s
to whom it is given or sent and may not be copied, reproduced or given in whole or in part, to any person.
It is not an invitation to subscribe and is only intended to provide information and opinion.
Nothing contained within this document constitutes investment, legal, tax or any other advice.
It should not be relied upon when making an investment or other decision.
Returns do not take account of platform, product provider or Adviser fees.
Any figures shown have not been externally audited.
The value of investments and any income may go down as well as
up and will depend on the fluctuations of investments and financial markets outside
of the control of Liontrust Investment Partners LLP.
As a result a client may not get back the amount originally invested.
Past performance is not indicative of future performance and any reference to a security or fund is not a
recommendation to buy or sell.
This material is issued and approved by Liontrust Investment Partners LLP, authorised and regulated by the
Financial Conduct Authority. FRN No: 518552
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RSMR RATES THE
VERBATIM FUND RANGE
K e n R a y n e r,
D i re c t o r,
RSMR
Following the recent news that RSMR has awarded one of their coveted Rated Fund Range ratings to the
Verabtim fund range we asked Ken Rayner, Director of RSMR, for some background on the approach used.
Our Approach to Fund Ranges

With the continuing evolution of fund ranges it is important
to consider the numerous solutions in different ways. Whilst a
‘traditional’ managed fund can perhaps be adequately compared
to its sector and a multimanager fund its peers, the new ‘ranges’ of
funds can operate without reference to these groups and therefore
need to be considered differently.
The term ‘fund ranges’ can simply mean a collection of funds
that have been put together for marketing purposes, they may have
nothing in common in terms of investment process or manager, but
have been put together to meet a range of customer needs.
Our Fund Range Criteria and Definition

Our criteria for determining whether or not a set of funds can be
classed as a range are based on our understanding and experience
in the marketplace and also our discussions with fund groups.

3 6 ADVISERF I R S T

We define a fund range as follows:

- Funds which have been developed by a fund group to work
together to form an integrated solution and marketed as a
cohesive family of funds
- The objective and aims of the individual funds are likely to
have an identifiable link between them, for example through
risk targeting, risk mapping or through the investment
process
- It is likely that the range will be run by the same manager or team
- The range will have a single overarching strategy and process
that is used for all of the funds
- The funds within the range should be differentiated by asset
allocation and risk and should be managed to maintain this
differential as part of the process
- Whilst the holdings and weightings are likely to differ across
different risk profiles we would expect to see some continuity
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in the underlying constituents to indicate they are linked
- The range should include a minimum of three funds
- Where a provider has a number of different ranges within
the same strategy, such as active / passive / hybrid options
or fettered / unfettered options we will consider each range
separately
By using these criteria we are able to consider the fund range
in its entirety, knowing that the funds work together in some
way and will have commonality of investment strategy and fund
process. This means that such fund ranges can be integrated
into the investment process in the knowledge that the funds in
each range work together in a cohesive manner. The next stage
is to consider whether or not these ranges warrant our rating.

' B y u s i n g t h e s e c r i t e r i a we
a r e a b l e t o co n s i d e r t h e f u n d
ra n g e i n i t s e n t i r e t y , k n ow i n g
t h a t t h e f u n d s wo r k t o g e t h e r
i n s o m e way a n d w i l l h ave
co m m o n a l i t y o f i nve s t m e n t
s t ra t e g y a n d f u n d p r o ce s s '
Our Rated Fund Range methodology

Having identified that a set of funds meets our definition of a fund
range, we then apply our methodology to determine whether or not
it is suitable to be rated.
Our approach to all our ratings places far greater emphasis on
qualitative measures than quantitative, and our approach to fund
ranges reflects this. We do consider quantitative measures but the
qualitative measures can outweigh this as we focus on those factors
which maintain the integrity of the range rather than judging
primarily on performance.
The methodology used to consider fund ranges is largely based
on our rated fund methodology, but we do include the ability
to vary this where we feel that qualitative aspects of the ranges
warrant it.

' We a r e d e l i g h t e d t h e
Ve r b a t i m f u n d s h ave p a s s e d
t h r o u g h o u r p r o ce s s a n d
we h o p e t h i s a d d i t i o n a l
b a c kg r o u n d w i l l h e l p a d v i s e r s
i n t h e i r s e l e c t i o n p r o ce s s '
We are delighted the Verbatim funds have passed through our
process and we hope this additional background will help advisers
in their selection process.

B e l ow i s a s u m m a r y o f o u r
approach:
- Fund Range Philosophy - The first part of the process
is to gain a full understanding of the fund range and
its philosophy
- Fund Management Team - We need to ensure that the
fund management team has sufficient expertise in the area
in which it is operating
- Process - This involves gaining a full understanding of how
the funds are managed, what would trigger the manager
to buy or sell a particular stock, what they are looking for
in the stocks that they hold etc.
- Risk Controls - The risk controls that are in place are
also considered
- Resources – What research capabilities there are within the
fund management team (clearly important in finding new
investment opportunities) and also at whether or not any
research is bought in (this can be positive as it can provide
an alternative view, however in some cases it can indicate a
lack of resource within the team)
- Monitoring Process - Selecting the holdings for the funds
within the range is of course only part of the process – the
ongoing monitoring and the procedure for making changes
is equally important in determining potential returns
- Performance - We also consider a number of quantitative
measures. These allow us to understand how the funds
have operated in recent markets, and also provides context
for the rest of our research
- Risk - We will also consider a variety of risk measures,
again considering the each fund’s risk numbers in relation
to their position in the range, their benchmark and the
parameters within which they operate. We will then focus
on how the performance and risk data interlinks
- Fund Manager Interviews – These are used to supplement
this information and to keep up to date with current issues
and trends. These are conducted on a regular basis, with the
content being tailored to the fund and manager in question.
NOTE: Our full methodology is covered in our Guide to
Fund Ranges available free on our website at
www.rsmgroup.co.uk

Further information can be found on the RSMR
Research Hub at members.rsmgroup.co.uk
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HOW MULTI-ASSET
INVESTING CAN HELP
TO PROTECT PENSION
POTS FROM THE EFFECTS
OF INFLATION
If last year’s geo-political events taught us anything, it’s that we can’t
always rely on pollsters to guide us towards a likely outcome. As
we settle into 2017 we’re in the early stages of Trump’s presidency
and a step closer to Brexit, and the UK’s possible withdrawal from
the single market. Your clients could look to you for reassurance
that their pension investments are behaving as expected and their
retirement plans aren’t in jeopardy.
Like those pollsters, you can’t guarantee an outcome. But for
your clients invested in diversified multi-asset funds, you can
explain with confidence that these funds have been specifically
designed with volatile markets in mind, and they have the potential
to weather varied and challenging investment conditions.
What your clients should know about inflation

Many clients are more familiar with market dynamics than
they used to be. Turbulence creates headlines, and information
is easy to access thanks to the internet. However, it’s important
for you to help your clients make sense of the headlines so they
understand what it means for them.
Inflation is a key global trend coming into 2017. This has largely
been driven by the US, with Trump’s election promising tax cuts,
increased investment in infrastructure and faster economic growth
as a result. It’s not just the US; many commentators expect solid
growth across all major global economies.
Clients may see inflation as a threat to their financial security.
Higher inflation implies higher interest rates, which pushes up
the cost of living. Greater uncertainty over the economic outlook
and withdrawal of central-bank policy support might affect
the value of equities. For those with fixed interest investments,
higher interest rates can also reduce bond values.
But higher interest rates can also be good for clients with
cash savings. And it doesn’t necessarily spell disaster for their
investment portfolios. It’s possible to make money in an
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inflationary environment, and clients should understand that
their pension could be key to this.
For clients who have the option to invest in real assets like
commodities and real estate – in other words, assets that tend
to increase along with inflation – they may be able to hedge
against the effects of a rising cost of living.
Risk rated multi-asset investing could be good for your
clients and good for you

For most people, keeping on top of the complexities of stock
market investing simply isn’t an option – and that’s why your
clients pay you a fee.
Multi-asset funds that are sufficiently diversified to
incorporate inflation hedging assets – and within them,
components such as smart beta equity strategies to help
manage volatility – can offer an easy, low cost way to bring
the benefits of professional portfolio management to relatively
unsophisticated investors. Quite possibly, people like your
typical pension clients.
For you, risk rated multi-asset funds are straightforward to
incorporate into your investment advice process. They show
a clear link to a client’s risk appetite, a vital aspect of any
suitability assessment. And the built in diversification and
governance managed by asset allocation experts can free you up
to spend time delivering advice to your clients.

To find out more about how Scottish Widows can support your
investment advice process, please visit their microsite in the
Investment Services area of the SimplyBiz Members’ site.
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RISK MANAGEMENT:
A LONGER-TERM VIEW
Patience seems to be an increasingly precious commodity
in today’s investment world. The short-term fixation
is most clearly evidenced in average holding periods,
from an average of 8 years in the 60’s to 5 days today*.
Moreover, the race to beat the market or outperform
competitors is arguably reaching the point where the
long-term interests of investors are secondary.
By their very nature, pensions should be focused on
the longer term, with returns based on a time horizon
of ten, twenty or thirty-plus years. Above all, shorttermism doesn’t immunise investors against downturns,
market shocks and negative trends.
Long-term investors need risk management
now more than ever

Empirical evidence suggests that knowing when to take
risk off the table is a valuable insight that can have a
dramatic impact on long-term returns. Only skilful
active management based on a clear understanding
of risk can help investors benefit from multiple small
“up” days, while reducing the potential for the most
destructive “down” days.
It sounds obvious that investors looking for a
comfortable retirement should be focusing on longterm outcomes instead of short-term gains, but this
proves harder to accomplish if your investment manager
is preoccupied with beating their benchmark daily.
To combat this, it’s worth considering an investment
manager who is capable of seeing the investment
world differently and has the conviction to take a
fundamentally distinctive approach.
Above all, it requires a manager who recognises
that the real driver of long-term returns is the ability to
manage risk successfully. The good news is that such an
investment house exists, one that has been building its
reputation over the past 27 years and is now one of the
most established investment companies in Europe.
Introducing Carmignac

Launched in 1989, Carmignac is an independent,
employee-owned global asset manager with more than
€50 billion in funds under management. Carmignac
has pioneered a balanced multi-asset approach aimed
at satisfying the long-term needs of investors. It seeks

The chart shows the returns of the S&P 500 over the past 20 years and what happens if you
exclude the worst five months.

performance based on superior fund selection from within global equity, global
fixed income, emerging markets, corporate credit and commodities. From the
beginning, Carmignac’s priority has been to interpret the macro-economic
environment. Its portfolio managers believe long-term investment returns can
only be achieved by successfully managing risk. Through the performance of its
portfolios, Carmignac has also demonstrated it knows when to act in the best
interests of investors by taking risk off the table through cost-effective use of
derivatives and modern portfolio management techniques.

Please contact our UK team to find out more about Carmignac at
0207 360 61 14 or by email at UK_Team@carmignac.com.
* Source Business insider
Promotional article. This article may not be reproduced, in whole or in part, without prior
authorisation from the management company. This article was prepared by Carmignac Gestion
and/or Carmignac Gestion Luxembourg and is being distributed in the UK by Carmignac
Gestion Luxembourg UK Branch (Registered in England and Wales with number FC031103,
CSSF agreement of 10/06/2013). It does not constitute a subscription offer, nor does it constitute
investment advice. The information contained in this article may be partial information, and may be
modified without prior notice.
CARMIGNAC GESTION 24, place Vendôme - F-75001 Paris - Tél : (+33) 01 42 86 53 35 - Fax : (+33) 01 42 86 52 10 - Portfolio
management company (AMF agreement n° GP 97-08 of 13/03/1997) - Public limited company with share capital
of € 15,000,000 - RCS Paris B 349 501 676
CARMIGNAC GESTION Luxembourg - City Link - 7, rue de la Chapelle - L-1325 Luxembourg Tel : (+352) 46 70 60 1 - Fax
: (+352) 46 70 60 30 Subsidiary of Carmignac Gestion. UCITS management company (CSSF agreement of 10/06/2013) Public
limited company with share capital of € 23,000,000 - RC Luxembourg B 67 549
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PERSONALISATION, THE
NEW WAY OF THINKING.
To n y C l a r k
Pr o p o s i t i o n M a r k e t i n g M a n a g e r
Ju s t
We all know the problem with resolutions is keeping them. The
determination to hit the gym several times a week all too often
wanes after a couple of weeks and evaporates completely shortly
after. Resolutions which involve simple shifts in thinking and
which are easy habits to establish are far more likely to be
successful.
So we’d like to suggest one that we hope you can keep. A
resolution to think a little differently, that could make a big
difference to clients who are either approaching or in retirement
and considering a Guaranteed Income for Life (GIfL) using an
annuity, or when benchmarking income as part of a drawdown
review. And that is:

everyone can potentially obtain a personalised underwritten GIfL rate.
A full individual underwriting process can uncover medical
and lifestyle conditions that can be difficult to ascertain from a
client, especially the severity, which can potentially make a big
difference to income levels.

Forget about ‘enhanced’.
Forget about ‘impaired’.
Forget about whether someone ‘qualifies’.

It makes good sense to complete the Retirement Health Form
for every client when they first consider retirement, and even at
every review if they are in drawdown. In an age of unrestricted
pension access, this can provide a bespoke benchmark of income,
or rate of return that can be used comparatively when devising a
tailored retirement income solution for the client.
Our view is that thinking a little differently is essential to
ensuring that clients don’t miss out. This year let’s collectively
choose a resolution to forget about ‘qualification’ and think
about ‘personalising’. After all, if we can offer rates on over 1500
different conditions, it’s simply easier and safer to underwrite
every retiring client.

Instead, think about ‘personalising’.
The difference might seem subtle, but it’s fundamental in
one important respect; rather than the concept of qualification,
adopting a wider personalised underwriting view encourages an
inclusive approach which will result in more clients getting a
better deal.
So, what does this really mean, if you are an adviser
demonstrating best practice and already obtaining medical
information on a client at the point of retirement? Well, like
everything else these days, underwriting moves on as longevity
predictions change and medical science continues to innovate.
So the parameters of underwriting are now so wide, certainly for
Just that it is becoming arguably precarious from a compliance
perspective to try and second guess if someone might ‘qualify’
for an uplifted GIfL rate.
New thinking means considering every client in or at retirement
as someone who could benefit from being underwritten. The
benefit being an uplifted rate that might otherwise have gone
undiscovered.
If we think about it at its simplest, everyone will have a height and
weight reading, and are likely to have a postcode, which means that
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' N ew t h i n k i n g m e a n s
co n s i d e r i n g eve r y c l i e n t i n
or at retirement as someone
w h o co u l d b e n e f i t f r o m b e i n g
under written.'

For more information contact:
Sales support telephone: 0345 302 2287
Lines are open Monday to Friday, 8.30am to 5.30pm
Email: support@justretirement.com
Or visit our website for further information: www.justadviser.com
For financial intermediaries only.
Not approved for use with customers.
Just Retirement Limited. Registered Office: Vale House, Roebuck Close, Bancroft Road, Reigate, Surrey RH2 7RU.
Registered in England Number 05017193. Calls may be monitored and recorded, and call charges may apply. Lines
are open 8.30am to 5.30pm, Monday to Friday.
Please contact us if you would like this document in an alternative format.
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AMERICA LAST

Our regional asset allocation policy could usefully be described as “America
Last”. We are generally fairly happy with valuations of equities in most parts
of the world, but in the US, they look unusually expensive. Therefore, we’re
giving them a wide berth.
S i m o n Ev a n - C o o k
S e n i o r In v e s t m e n t M a n a g e r, Pr e m i e r Mu l t i - A s s e t Fu n d s
Pr e m i e r A s s e t M a n a g e m e n t
Some of these high valuations are, we suspect, being driven
by the thirst for low-cost market trackers. The American
large-cap market sits at the epicentre of this movement, so it’s
not unreasonable to believe this has pushed their valuations
north. We always feel more comfortable being away from the
thundering herd, and in the last few years the herd has been
thundering unequivocally into the US. Being outside of the
S&P 500 index, US small caps are at least one stage removed
from this trend, but they are still widely included in ETFs and
trackers. So the picture is more nuanced here.

' A s a c t i ve m a n a g e r s , we
w i l l co n t i n u e t o l o o k f o r
opportunities in the US
a n d a c r o s s t h e g l o b e , a s we
monitor our portfolios and
ex p o s u r e s a s ca r e f u l l y a s eve r '
We do see, however, that investors who are more driven by
“macro” considerations might like the look of the US right now.
If the Donald really is going to build walls - either literally or
metaphorically through tariffs - then it might be better to be
inside those walls. And, the macro case for US small caps is even
stronger here, as they tend to be more domestically focused.
This means they are also better positioned to benefit from any
fiscal largesse that may be coming down the pipe. However, for
us, valuations trump political forecasts (pun intended), and
valuations at a market level look unappealing.
That said, we do have some limited exposure to US equities
in our more equity-heavy portfolios, as the market is broad
enough to contain enough opportunities for a good, genuinely
active manager to prosper over the long-term.
Part of that exposure is through Hermes US SMID Equity, run
by Mark Sherlock. Mark and his team focus on finding high-quality

small and mid-cap companies, and then ensure they’re not overpaying
to own them. In that respect, it is similar to the philosophy of
Warren Buffett. However, unlike Mr Buffett’s Berkshire Hathaway,
the Hermes fund is still able to fish in the less efficient parts of the
market, which offer a greater breadth of opportunities.
If we did hold more US equities - and we hope the market
soon offers us a chance to do so -, high on the list for inclusion
would be Legg Mason Royce US Small-Cap Opportunity. This
operates at the opposite end of the quality spectrum to Hermes,
as its manager, Bill Hench, is looking to buy companies that the
market hates, and consequently trade on very cheap valuations.
This is another investment style that works very well over the
long-term, although its holders need to be aware that those high
returns come at the cost (if you can call it that) of high volatility.
For those investors seeking more steady returns, Jenny Jones’
Schroder US Smaller Companies Fund continues to produce
worthy if unspectacular results time after time.
As active managers, we will continue to look for opportunities
in the US and across the globe as we monitor our portfolios
and exposures as carefully as ever, as we try to ensure the best
possible investment outcomes for our investors.

For more information please visit www.premierfunds.co.uk
This article is for information purposes and is only to be issued to financial intermediaries.
It is not for circulation to retail clients.
It expresses the opinion of the investment manager and does not constitute advice.
Reference to any particular stock does not constitute a recommendation to buy or sell a stock.
Persons who do not have professional experience in matters relating to
investments should always speak with a financial adviser before making an investment decision.
Issued by Premier Asset Management. ‘Premier Asset Management’ and ‘Premier’ are the marketing names used
to describe the group of companies including Premier Fund Managers Limited and Premier Portfolio Managers
Limited, which are authorised and regulated by the Financial Conduct Authority of 25 the North Colonnade,
Canary Wharf, London E14 5HS and are subsidiaries of Premier Asset Management Group plc. The registered
address of all companies is Eastgate Court, High Street, Guildford, GU1 3DE.
Premier Portfolio Managers Ltd is registered in England no. 01235867. Premier Fund Managers Ltd is registered in
England no. 02274227. Premier Asset Management Group plc is registered in England no. 06306664.
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THE
REALITIES
OF ISA
SAVING
S i m o n M a s s e y,
We a l t h M a n a g e m e n t D i s t r i b u t i o n D i r e c t o r,
MetLife
Pension freedoms are turning the spotlight on ISAs as a major
part of retirement planning and highlighting the demand for
alternatives to long-term low rates from cash ISAs.
The new tax year sees the tax-free allowance raised from
£15,240 to £20,000, increasing the attraction of ISAs as part
of retirement planning. However, there is no sign of the rates
increasing after the Bank of England cut the base rate to yet
another historic low of 0.25% in July last year.
Money continues to pour into cash ISAs despite the low
returns – HMRC* data shows around 10 million people
subscribed up to £60 billion in the 2015/16 tax year.
There are real benefits from flexibility and certainty by
keeping retirement savings in cash but the flexibility comes with
a real cost of low rates which has been the unfortunate reality
since March 2009 when the base rate was cut to 0.5%.
Savers value ISAs and more than half** (53%) of over-55s
say they are using their savings and investments for retirement
planning and more than a fifth (21%) are considering using their
ISAs to provide the bulk of their retirement income.
But many are concerned about the low rates on cash ISAs
which is resulting in a growing demand for alternatives – just
one in 10 savers say they are satisfied with the rates they
receive on their money while 53% are unhappy. The other
37% say the rates on offer are acceptable given the current
historic low base rate.
There are alternatives and advisers are reporting strong
demand from clients for support on transferring out of cash
4 2 ADVISERF I R S T

ISAs. Research*** found around 35% of retirement specialists
have seen a rise in inquiries on transferring their cash savings for
better returns. The surge in transfer inquiries from cash savers
nearly matches demand from stocks & shares ISA investors with
two out of five advisers saying they have seen an increase in
interest for transfer recommendations from clients.
Advisers are ideally positioned to support clients in finding
alternatives but MetLife research** shows around 80% of ISA
customers have never sought advice on their holdings. There is
a real risk that savers are transferring ISA investments without
taking advice.
Given the growing importance of ISA savings in retirement
planning, there is a real role for independent advice on
identifying alternatives which address the poor returns from cash
ISAs and the risk of volatility in stocks & shares ISAs.

To find out what consumers think real savings choice means in an
uncertain world, visit www.metlife.co.uk/realsavingschoice,
email salesresource@metlife.com
or call 0800 022 3131 for more information.
* https://www.gov.uk/government/collections/individualsavings-accounts-isa-statistics#history
** Research conducted by independent agency Consumer
Intelligence among 1,071 adults on January 30th 2017
*** Research conducted by Pollright in February 2017
among 201 retirement specialist advisers
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LOOKING FOR
RELIABLE INCOME
IN AN UNCERTAIN WORLD
The outlook for economies and investment markets always involves a degree of uncertainty but today,
factors like Brexit and a Trump Presidency mean the prospects for 2017 and beyond are cloudier than ever.

For income seekers this creates a headache. How do you invest for
a ‘known’ requirement, such as an attractive and reliable income,
when there are so many ‘unknowns’ in the world? We believe
our job is helping you navigate these challenges. Our F&C
MM Navigator Distribution Fund was launched back in 2007
and, nearly a decade on we are delighted with the results. Over
the years, the fund and its holdings have evolved but three key
principles on which it is built are unchanged.
Diversification matters
Diversifying means investing across a range of individual
assets and it is recognised as one of the key elements of longterm success.

funds and blending them into a balanced and well-diversified
portfolio. We are happy to leave the hands on investment to
the managers we select. This means that investors get access to
proven specialists and with over 30 individual holdings that’s a
lot of specialist investment talent working to generate income
on our clients’ behalf.
Number 1 for income – F&C MM Navigator
Distribution Fund
The fund is currently yielding 4.7%*, and since its first distribution
on the 30 May 2008 has paid out more income than any other fund
in the IA Mixed Investment 20-60% Shares sector.**
Our NEW ‘M’ share class pays income monthly and makes the
fund more practical than ever.

Source income the natural way
Different asset types pay income in different ways. Equities
pay dividends, bonds issue coupons and commercial property
generates rental income. Whatever the asset, ‘natural’ income
is yield that isn’t being derived at the expense of capital or the
prospects for capital over time.
This ‘natural income’ theory applies across the board and we
always look for funds and managers prioritising sustainable
yield the natural way.
Leave it to the experts
Our aim is to add value by selecting individual ‘natural’
Natural income
ABC Income Corp pays its shareholders a dividend twice a year.
Because the business is sensibly managed it is well placed to keep
delivering payments over the long-term, as well as offering scope for
capital growth.
Unsustainable income
ACME Income Ltd is paying dividends at a level its business will
struggle to maintain. Ok in the short-term but doing so could lead to
a dividend cut which would also likely trigger a fall in its share price.
For illustrative purposes only.

www.bmo.com/gam
* Historic net yield based on share price as at 31.12.16 and distributions paid
over the previous 12 months for share class C Inc. Source: BMO Global Asset
Management. ** Lipper in sterling, net of fees, IA Mixed Investment 20-60% Shares
30 May 2008 to 31.12.16.
Views and opinions have been arrived at by BMO Global Asset Management and should not be considered to be
a recommendation or solicitation to buy or sell any products that may be mentioned.
Please remember that yields are not guaranteed and are subject to fluctuation. Past performance is not a guide to
future performance.
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DATES FOR YOUR DIARY…
With five further rounds of Professional Development Events taking place during 2017, in addition to
meetings from other parts of the Group such as the NMBA and SimplyBiz Mortgages, Compliance First
certainly has a lot on offer. Below, you can find out more about what’s on offer in coming months, and the
way in which the annual events programme is designed and delivered.

A l e x M i l l e r,
B u s i n e s s A d v i s e r,
Compliance First
It’s often said that it’s not possible to be all things to all
people…but that’s certainly what we’re aiming for with The
Compliance First events programme!
The cornerstones for our events programme are breadth in
areas covered, diversity in the formats of meetings and the high
value of the content.
The meetings cover a wide range of business areas including
specialist events and workshops focussing on mortgages,
protection and giving corporate and workplace advice. To
complement this, the Group’s not-for-profit learning and
development division, New Model Business Academy (NMBA),
will deliver four series of meetings throughout the year focussing
specifically on soft skills, professional and personal development
and the sharing of best practice between advisers.
The Compliance First events programme has grown year on

' Th e co r n e r s t o n e s f o r o u r
eve n t s p r o g ra m m e a r e
b r e a d t h i n a r e a s cove r e d ,
d i ve r s i t y i n t h e f o r m a t s o f
m e e t i n g s a n d t h e h i g h va l u e
o f t h e co n t e n t '
year purely based on demand from the firms who use our
services, and the feedback they give us on what they would
like to see covered. In the past twelve months, we’ve widened
the range of business areas covered with the addition of events
covering non-mainstream investment, utilising technology
to increase efficiency in the advice process and building and
delivering a workplace proposition.
Our number one priority is to ensure that the events we hold
are relevant to advisers and offer practical support to them
in the way they run their business and interact with their
clients. Both the CII and the London Institute of Banking and
4 4 ADVISERF I R S T

Finance accredit our events programme, which demonstrates
our commitment to ensuring that all content featured in
presentations and literature is genuinely valuable to our Client
Firms and, crucially, the way in which they work with their
clients.

' Th e co n t i n u a l g r ow t h o f
a t t e n d a n ce n u m b e r s a n d
ex t r e m e l y p o s i t i ve fe e d b a c k
f r o m d e l e g a t e s d e m o n s t ra t e s
t h a t t h e d e m a n d fo r g o o d
q u a l i t y eve n t s i s s t i l l h i g h o n
advisers’ agendas'
The continual growth of attendance numbers and extremely
positive feedback from delegates demonstrates that the demand
for good quality events is still high on advisers’ agendas.
As you would expect, we also run a full programme of online
learning and web-conferences, including the Group's flagship live
broadcast The Advice Show, which features some of the biggest
names in the industry. We understand that advisers want to
access information and educational resources in different ways,
and will continue to strengthen both our face-to-face and online
programmes to ensure we are meeting their needs.”

To find out more about The SimplyBiz Group’s 2017 event
programme, please contact the team at
SimplyEvents@SimplyBiz.co.uk, visit our SimplyEvents hub
online, through the Compliance First site at
www.ComplianceFirst.co.uk, for NMBA and
Workplace Solutions Events, visit www.nmba.info.
We look forward to seeing you at an event soon!
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EVENTS
Below, you can see the breadth of the range of events we offer outlined. In addition to covering a
huge range of subjects and business areas, we also host a number of different meeting styles, from
interactive workshops to large, content-filled, conferences. Hopefully you’ll pick up a few dates for
your diary from the selection below but, if you need any further information, please get in touch on
0141 6164161 or visit the Events area of the site at www.compliancefirst.co.uk

PROFESSIONAL DEVELOPMENT EVENTS
ROUND 3

ROUND 4

ROUND 2

ROUND 5

ROUND 6

6th June

EDINBURGH

19th April

EDINBURGH

30th August

EDINBURGH

25th October

EDINBURGH

5th December

EDINBURGH

7th June

DURHAM

20th April

ABERDEEN

31st August

ABERDEEN

26th October

GLASGOW

6th December

DURHAM

13th June

FALKIRK

25th April

DURHAM

5th September

FALKIRK

31st October

ABERDEEN

12th December

FALKIRK

14th June

ABERDEEN

26th April

FALKIRK

6th September

DURHAM

1st November

FALKIRK

13th December

ABERDEEN

15th June

GLASGOW

27th April - 15th June

GLASGOW

7th September

GLASGOW

2nd November

DURHAM

14th December

GLASGOW

PROTECTION CONNECTION EVENTS
TUESDAY 25TH APRIL

CORNWALL

Lanhydrock Hotel and Golf Club

Bodmin, Cornwall, PL30 5AQ

WEDNESDAY 26TH APRIL

SOUTHAMPTON

Macdonald Botley Park Hotel and Spa

Wincester Road, Boorley Green, Southampton, SO32 2UA

THURSDAY 27TH APRIL

GATWICK

Crowne Plaza London-Gatwick Airport

Langley Drive, Crawley, RH11 7SX

WEDNESDAY 3RD MAY

HAYDOCK

Mercure Haydock Hotel

Penny Lane, Haydock, WA11 9SG

THURSDAY 4TH MAY

LEICESTER

Sketchley Grange Hotel and Spa

Sketchley Lane, Hinckley, Leicestershire, LE10 3HU

TUESDAY 9TH MAY

NORWICH

Holiday Inn Norwich-North

Cromer Road, Norwich, Norfolk, NR6 6JA

WEDNESDAY 10TH MAY

COVENTRY

Ricoh Arena

Phoenix Way, Foleshill, Coventry, CV6 6GE

THURSDAY 11TH MAY

LEEDS

Village Hotel Club Leeds-South

Capitol Boulevard West, Morley, Leeds, LS27 0TS

TUESDAY 16TH MA

STOKE ON TRENT

Stoke City Football Club

bet365 Stadium, Stanley Matthews Way, Stoke-on-Trent, ST4
4EG

THURSDAY 18TH MAY

GLASGOW

Hampden Park

Glasgow, G42 9BA

TUESDAY 23RD MAY

BRISTOL

Eastwood Park

Falfield, Wotton-under-Edge, Gloucestershire, GL12 8DA

WEDNESDAY 24TH MAY

ESSEX

Holiday Inn Basildon

Waterfront Walk, Festival Leisure Park, Basildon, SS14 3DG

THURSDAY 25TH MAY

NORTH LONDON

Holiday Inn London-Elstree M25 Jct 23

Barnett Bypass, Borehamwood, London, WD6 5PU

NMBA BUSINESS EVOLUTION FORUMS
WEDNESDAY 3RD MAY

CHELMSFORD

Pontlands Park

West Hanningfield Road, Great Baddow, Chelmsford, Essex,
CM2 8HR

THURSDAY 4TH MAY

LONDON

Radisson Blu Edwardian Grafton

130 Tottenham Court Rd, London W1T 5AY

TUESDAY 9TH MAY

GLASGOW

The Westerwood

1 St. Andrews Drive, Nr Glasgow, G68 0EW

THURSDAY 11TH MAY

BOLTON

Bolton Whites Hotel

USN Stadium, De Havilland Way, Bolton, BL6 6SF

TUESDAY 16TH MAY

BIRMINGHAM

National Motocycle Museum/National
Conference Centre

Coventry Road, Bickenhill, Solihull, West Midlands, B92 0EJ

THURSDAY 25TH MAY

WAKEFIELD

Cedar Court Hotel Wakefield

Denby Dale Road, Calder Grove, Wakefield, WF4 3QZ

TUESDAY 6TH JUNE

CARDIFF

The Vale Resort

Hensol Park, Hensol, Vale of Glamorgan, CF72 8JY

WEDNESDAY 7TH JUNE

EXETER

Sandy Park Conference Centre

Sandy Park Way, Exeter, EX2 7NN

THURSDAY 8TH JUNE

SOUTHAMPTON

Macdonald Botley Park

Winchester Road, Boorley Green, Southampton, SO32 2UA

TUESDAY 13TH JUNE

LEICESTER

Leicester Marriott Hotel

Smith Way, Grove Park, Enderby, Leicester, LE19 1SW
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INTRODUCING…GEORGE CRAWFORD
Ge o r g e C ra w f o r d ,
B u s i n e s s S u p p o r t Un i t M a n a g e r,
Compliance First

As some of you may already know, Compliance First’s longest serving
member of staff, Jill Hamilton, is taking a few months off from the
12th of April to tackle the only job she considers more important
than providing Business Support to Client Firms…being a mum!
I’m sure you’ll all join us in warmly wishing Jill a happy and healthy
maternity leave.
In Jill’s absence, George Crawford is stepping up to take on the vitally
important role of Business Support Unit Manager. As George is a
recent recruit to the business, we asked him a few key questions to
help you get to know him a bit better…

Support team is also responsible for ensuring our existing Clients
are getting the most out of Compliance First services and the added
benefits available

Q Where have you worked before joining Compliance First?
A I’ve worked previously as both a financial adviser and a manager
of financial advisers, for 14 years each. Although this was mostly
with the National Australia Group, it gave me a breadth of
experience with both tied and independent advisers. Most recently,
I spent five years as a trainer of financial and mortgage advisers with
Lloyds Banking Group, Santander and Royal Bank of Scotland.

Q What are your favourite things to do in your leisure time?
A I’m an avid golfer and a former Scottish International and Team
Captain and also enjoy football and cycling. I’m also a fan of the arts,
in particular film and music.

Q What does your role at Compliance First entail?
A I manage the Business Support Unit, which provides a wide range
of services for Client Firms. One of our key tasks is the planning,
facilitation and organisation of the annual events calendar, making
sure that all events are run smoothly and effectively. The Business
4 6 ADVISERF I R S T

Q What have you enjoyed the most about your first few months
working at Compliance First?
A The Business Support Unit covers a wide and varied range of tasks
in providing support to our Client Firms, and I’ve enjoyed learning
about the services on offer. My team is a very hard working and
enthusiastic group and have made me feel most welcome.

Q What’s your life motto?
A Vita brevis.

Contact George on g.crawford@compliancefirst.co.uk
or on 0141 6165245.
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ENSURE YOUR
PRACTICE
REMAINS
COMPETENT

With the many responsibilities of running your own business, it
can be difficult to get the balance right between time spent on
commitments to your company and time spent with your clients.
To help get the balance back in your clients’ favour we offer
personalised support services to help protect your business
and to give you peace of mind. On top of our core compliance
support services, we can offer additional support in the form of:
File Checks

We offer a file review service to support your business and
allow you to concentrate on other business matters. Rest
assured that your files are being reviewed, post-sale, by
qualifed individuals dedicated to delivering a high quality
service. Following the review we will provide a report with our
comments, grade the file and suggest action if necessary.
Fit and Proper Checks

When you are in recruitment mode but you still have your
other business responsibilities to maintain why not let us
carry out the required fit and proper checks on your potential
candidates? We will undertake full referencing, credit checks
and knowledge testing on your behalf to see if they meet your
requirements.
Compliance Visits

We offer a wide range of additional compliance visits to meet
your business needs. We can even create a bespoke visit agenda
tailored to suit your individual requirements, ensuring you

get the most from your visit. Our commitment is to provide
a personal, proactive and business focussed compliance
consultancy service which gives you access to additional
specialised on-site compliance assistance, tailored specifically to
your needs.
Training and Competence Service

How much time do you spend supervising your advisers?
Could you spend this time more profitably, speaking to
clients? This obligation, whilst understandable, can be time
consuming. We can work with you to prepare a Training and
Competence scheme that fits with both your business and
regulatory requirements.
Providing first class regulatory support to our Client Firms
remains at the forefront of our business. From compliance
approved documents, expert guidance and unlimited access to
our dedicated help desk, we are always here to help. The above
services are designed to offer you and your firm additional
support, should you need it.

You can visit the Practice Competency Hub at
www.compliancefirst.co.uk , alternatively, if you have any
additional questions, please don’t hesitate to get in touch at
compliancefirst@compliancefirst.co.uk or on 0141 4338214
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BUILDING
YOUR
CORPORATE
PROPOSITION
To m Na l l
Wo r k p l a c e S o l u t i o n s D i r e c t o r
The SimplyBiz Group

It might be late for new year's resolutions; but how
about new tax year resolutions? This year, are you
targeting income and growth through corporate
sales? How are you using the workplace as a channel
for your individual financial planning and wealth
management, as well as a way to diversify your
income streams? Workplace Solutions, part of The
SimplyBiz Group, can offer you key support across
a breadth of areas to help you build a successful and
robust corporate proposition which can immediately
start generating profit for your business:

'Workplace Solutions, part of The
SimplyBiz Group, can offer you key
support across a breadth of areas to
help you build a successful and robust
corporate proposition which can
immediately start generating profit
for your business'

Employee Benefits

Engagement

Benefits strategy

Communications strategy

Workplace saving

Staff presentations

Group protection
Health & Wellbeing
Salary exchange

One-to-one guidance and advice - benefits, wealth, retirement
Total reward

Voluntary / lifestyle benefits

Flex

HR / Benefits platform

Internal communications

Governance

Business Risk

Benefit scheme performance measurement

Risk / liability review

AE support and audit

Cash flow forecasting

Governance meetings
Legislation updates
Due diligence
4 8 ADVISERF I R S T

Business continuity
Succession planning
"Dividend protection" - shareholder protection
"Profit protection" - Key person insurance

P R O F E S S I O N A L A N D PE R S O N A L D E V E LO P M E N T ADVISERFIRST

Upcoming Events from
The Workplace Academy
It’s often hard to get the time to really focus on developing a new
proposition for clients, learn the technical skills, get up-to-speed
with the latest market developments, research providers, negotiate
terms, set-out the pricing, and create the marketing materials.

' Th e Wo r k p l a ce Aca d e my
i s t h e o n l y t ra i n i n g a n d
d eve l o p m e n t r e s o u r ce o f i t s
k i n d i n t h e U K a n d p r ov i d e s
a d v i s e r s w i t h a g a t eway t o
t h e s k i l l s , k n ow l e d g e a n d
tools needed to build a
r o b u s t , co m p r e h e n s i ve a n d
p r o f i t a b l e co r p o ra t e b u s i n e s s
proposition.'
The Workplace Academy is the only training and
development resource of its kind in the UK and provides
advisers with a gateway to the skills, knowledge and tools
needed to build a robust, comprehensive and profitable
corporate business proposition.
The Workplace Academy offers support at every step of the
journey into corporate advice, from identifying and engaging

clients, through the process of developing a proposition, to
modules focusing on technical product information.
Designed for advisers who want to grow relationships with
their business owner/corporate clients and add value to their
firms, our Workplace Academy two-day Residential Workshops
are suitable for both those already active in the workplace
market and those keen to get a better understanding of the
workplace market. You will leave our Workplace Academy
residential events with all the technical and soft skills you need
to build and deliver a workplace proposition for corporate
clients.
Dates for these exclusive Residential Workshops will be released
soon. Keep your eye on our website www.workplace-solutions.info
for updates.
Please note that there is a £500 charge for membership of the
Workplace Academy, which includes attendance at these events.

To book your place, please visit the events area
of the SimplyBiz site, call the Workplace
Solutions team on 01484 443450 or
email us at enquiries@workplace-solutions.info
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THINGS TAKE LONGER THAN
YOU THINK EVEN WHEN YOU
KNOW THINGS TAKE LONGER
THAN YOU THINK
Karl Dines
He a d o f B u s i n e s s C o n s u l t a n c y
The SimplyBiz Group
substantial complexity.
This quickly led on to The Planning Fallacy which is a phenomenon
in which predictions about how much time will be needed to complete
a future task display an optimism bias and we underestimate the time
needed. There obviously has been a lot of research into this area to
which I have personally witnessed the effects.
Does this have a bearing on the advice process? I believe it
does. Since the introduction of the Retail Distribution Review,
we’ve been working to a basic retail model. An adviser takes
products and investment solutions from manufacturers at a
‘factory gate’ price, adds value through their expertise and sells
that to customers at a profit or adviser fee. It’s a logical process
that works, except we are dealing with intangibles, we are dealing
with discussion with clients, research, accumulated knowledge
and ultimately the production of an advice plan for a client.
If you are an adviser and you’re doing this, you want to ensure
that the plan you create for a client is relevant to them, but also
that it’s profitable to you. Quite simply, take your charge per
hour and multiply the amount of time it takes to conduct an

In amongst the consultancy sessions that SimplyBiz Investment
Services conducts there always seems to be one constant that
now does not surprise us, but nearly always surprises advisers.
That, as you will have gathered from the title of this article, is
how long it actually takes to do a task or a set of tasks.

‘First and foremost, if it does
n o t p r ov i d e a n e t b e n e f i t t o
yo u r b u s i n e s s , d o n ’ t d o i t '
I asked myself the same question and even though I know
tasks take longer than I think, I still underestimated. Now, I am
no expert in these things but I wanted to know if there was any
truth in this and why. This is where I would like to introduce
Hofstadter’s Law, taking all of 30 seconds to research using the
power of the internet. The law proposed by Douglas Hofstadter
in his 1979 book is a statement regarding the difficulty of
accurately estimating the time it will take to complete tasks of
Action

Adviser

Administrator

Appointment telephone call

0.33h

-

First Meeting - Factfind / ATR / Client Agreement

1.50h

-

Gather information and administration

1.00h

2.00h

Analysis of client circumstances

3.00h

1.00h

Follow up Meeting Idea of current portfolios
Assess suitability
Risk assessment
General recommendations

1.00h

-

Notes prepared for Paraplanner (client report)

1.30h

-

Administration (sign up etc)

-

1.00h

Implementation meeting

1.00h

-

Implementation

-

2.00h

TOTAL TIME

9.13h

6.00h

Cost @ £170 p/h (adviser) £50 p/h (admin)

£1,547

£300
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Action

Adviser

Administrator

Telephone call to discuss services available

0.5h

-

First Meeting (remote or f2f) Factfind
Establish needs
ATR
Client Agreement

2.0h

-

Interim Report Idea of current portfolios
Assess suitability
Risk assessment
General recommendations

4.0h

-

Second Meeting Detailed Report and recommendations

1.5h

-

Implementation and Suitability

4.5h

3.0h

TOTAL TIME

12.5h

3.0h

Cost @ £170 p/h (adviser) £50 p/h (admin)

£2,125

£150

initial advice and ongoing advice process, here you will see how
long it takes you and therefore what sort of minimums you may
want to introduce.
The FCA’s Data Bulletins seek to provide new insight into
different data that they collect and use about the markets,
consumer behaviour and operations. Data Bulletin 7 focussed
on the retail intermediary sector, based on newly published
analysis of Retail Mediation Activities Return (RMAR), which
is submitted by approximately 12,000 FCA regulated firms.
Hourly rates for firms that used a ‘per hour’ fee method showed
that the national average minimum and maximum rates vary
between £150 and £195. So, let’s choose £170 per hour.
The initial advice process does vary from firm to firm, but if
we apply this fee to real life estimates on how long this process
does take, it might surprise you. Here are a few examples taken
directly from actual firms who have engaged with Business
Consultancy, through SimplyBiz Investment Services.
In these three actual examples, the time taken on average
is 11.5 hours and in all cases the adviser in question
underestimated. In other words, the cost of advice may be
greater than originally estimated and it might be worthwhile
revisiting adviser charges, especially any minimums in place.
In addition, consider how you could reduce the time you spend by
effectively using technology to do a number of things
- Increase efficiency
- Avoiding duplication
- Produce powerful client reports and MI
- Creating a better and more value for money customer experience
There is no halting the progression of technology within the
advisory business. Increasingly it is becoming necessary to adopt
technology, not only to deliver service in the manner which
customers demand, but also to handle the burden of compliance
and regulation efficiently.
However, often the use of technology in the advisory practice

Action

Financial Planner

Contact with client

0.5h

First Meeting and preparation Factfind / ATR / Client Agreement

3.0h

Analysis Contact current suppliers
Idea of current portfolios
Assess suitability
Risk assessment
General recommendations

5.0h

Second meeting present report

2.5h

Paperwork and implementation

2.0h

TOTAL TIME

13.0h

Cost @ £170 p/h (adviser)

£2,210

is piecemeal, leading to underutilisation. At best, this leads
to missed opportunities. At worst this can cause greater
inefficiencies than before the technology was adopted so there
are some fundamentals to take into consideration. First and
foremost, if it does not provide a net benefit to your business,
don’t do it.
The only way to know if you will benefit from technology is to
understand what your current business practices are and then to
understand what technology does and how it will affect your business.
So, ensure that you create a robust repeatable business processes,
demonstrating the key areas to focus on in order to make
efficiency savings, ensuring you cover the costs of bringing your
service to market.
Consider doing this exercise yourself or give us a call if you think
SimplyBiz could help you in this area, Hofstadter thought it had
merit and I have seen it live in action on numerous occasions.

For more information, please contact the SimplyBiz
Investment Services team on 0808 124 0000 or
investmentservices@simplybiz.co.uk
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HELPING YOUR
CLIENTS
CUT THROUGH
THE NOISE
With information and news now available to
consumers in so many different ways, it can be
difficult to get your views across, but with so
much happening in and around our industry,
it’s now more important than ever to ensure
your voice is heard, says Richard Ardron,
Marketing Director, The SimplyBiz Group

R i c h a rd A r d r o n
Marketing Director
The SimplyBiz Group
2016 may well go down as unprecedented in terms of political
and economic change, or it could simply be the sign of things
to come. Whatever your view on the various happenings of the
last year, there was no hiding and everyone was talking about
it.
Wherever I found myself, whether it was watching my
son play football, or trying to mind my own business whilst
traveling down to London on a packed train, anyone who is
anyone had an opinion on the current state of affairs and they
wanted to share it!
If we thought the results of FAMR meant that we were in for
quieter times, we could not have been more wrong.
From the minute David Cameron (remember him?) decided
to offer the nation the chance to decide whether we stay or
leave the European Union, to the announcement that one
Donald J Trump would become the most powerful person on
the planet, there has been no shortage of talking points.
If we ever needed proof that digital had well and truly taken
over, then we got it during 2016, as people took to the internet
in droves to share their views. If you add to that the press
(home and abroad), TV and good old chatting down the pub,
information was awash.
So, with these issues having a direct (and indirect)
correlation with matters closer to home, for all working within
5 2 ADVISERF I R S T

financial services, it became imperative that we continually cut
through the noise and ensure clients have access to the facts
and, more importantly, to advice and reassurances.
Helping you to be heard

With this in mind, we have overhauled and relaunched our
popular marketing store, offering advisers access to an array
of professionally produced material available to personalise in
both print and digital format. From our new twelve-page client
newsletter, to topical guides, such as our budget review and tax
planners, there is plenty to choose from.
Add to this the creation and launch of our new web
solution, NextGen SimplySites, which provides a professional
site, packed with content that constantly changes and a number
of ever growing digital tools, we’ve got you covered.
Get shouting

If you visit the Marketing Hub, found via the ‘Your
Business’ section of the website, you can find out more,
access guides and tips for getting the most out of your
marketing activity and even a free Twitter feed.
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GIVE YOUR CLIENTS
THE POWERS.....OF ATTORNEY
Iv a n W i l l e r t o n ,
Tra i n i n g a n d B u s i n e s s D e v e l o p m e n t M a n a g e r,
APS Legal and Associates

When conducting a client meeting or review, it’s common for
advisers to recommend, or even arrange if possible, a valid and
up-to-date will to ensure that client’s wealth and wishes are dealt
with on their death. However, how many advisers do the same
for their clients with Lasting Powers of Attorney (LPA)? (Which
are known as Continuing Powers of Attorney (CPA) in Scotland).
Putting an LPA in place can be just as important; having a will is a
first consideration for estate planning but only comes into effect on
death, whereas LPAs can be needed while the client is alive. Most
commonly, LPAs are needed when a client is unable to make their
own decisions due to a loss of mental capacity, or even just for
delegation purposes.
Whatever the client’s age, an LPA is an essential document to
have as it enables trusted people to make decisions for the client.
An aging population increases the risk that a client may lose mental
capacity due to dementia, for example, a client of any age may
suffer a brain injury or physical incapacity as a result of an accident
and, in either circumstance, LPAs would prove to be invaluable,
as their family would be able to deal with that person's financial
matters, health and welfare.
There are two types of LPA/CPA, one is for financial decisions
i.e. property and finances, and the other is for health and care
decisions i.e. personal welfare. A client would be best advised to
have both, as they cover different things, and may be needed later
by their family. The process to obtain either is the same, although
it varies slightly in Scotland, and they must be registered with the
Office of Public Guardian (OPG) so that they can then be used.
It’s important to ensure your clients understand the

consequences of not having an LPA in place. If the client loses
the mental capacity to look after their own financial and personal
welfare matters, then the only option is for someone on their behalf
to apply for a Deputyship Order via the OPG at the Court of
Protection. This process can be both lengthy and costly and, until
this can be obtained, no client decisions can be made.
A good reason for a client to have a Financial Decisions LPA
in place is not only to deal with their bank accounts, but also their
pension, especially since the advent of pension freedom. Clients
now have greater choice for pension drawdown and without this
LPA no one could make these decisions either pre-retirement for
investment strategy, or at/post retirement for drawdown choices.
A Health and Welfare LPA enables family to make important
decisions on the care of their loved one and, without one, they
could not necessarily do this, particularly if they find themselves in
conflict with the Local Authority or the NHS over that care.
In summary, the importance of having LPAs in place is evident,
and therefore, the responsibility of any financial adviser to discuss
with their clients. In doing so the adviser can truly say they offer full
holistic financial planning to their clients.

apS

L e g a l & Associates
Professional Will Writing &
Legal Specialist Estate Planning Practitioners

For more information please call 0845 430 4600 or
email enquiries@aps-legal.co.uk
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OVER 50S BACK
PENSIONS AS
TOP SAVINGS
VEHICLE

A n d re w Tu l l y,
Pe n s i o n s Te c h n i c a l D i r e c t o r,
R e t i re m e n t A d v a n t a g e
Types of financial products in terms of confidence in them as investments that will keep money safe and deliver good returns
High Confidence

Low Confidence

Neither low or high confidence

Pensions

40%

21%

39%

Buy-to-let

40%

22%

37%

Cash ISA

38%

26%

36%

Stocks and shares ISA

25%

32%

42%

Investment Funds

17%

40%

43%

Direct share investment

15%

41%

43%

Peer-to-peer lending

10.00%

51%

39%

Source: Retirement Advantage

The over 50s believe that pensions are the best way to save for a
comfortable income in retirement, and have more confidence in
pensions to provide security and good returns over other products,
according to research from Retirement Advantage and YouGov1.
Well over half (61%) of over 50s surveyed (who have a pension)
say they would recommend pensions as the best way to save for
retirement to someone entering the workforce today. 30% of
respondents would neither recommend or were against pensions,
while 9% said they would not recommend a pension as the best way
to save for a comfortable retirement.
Pensions also featured at the top of the list of types of financial
products that over 50s have confidence in to keep their money safe
and deliver good returns, with net confidence at 40%.
Pensions rightly sit at the top of the preferred way to save for
retirement. With tax advantages, employer contributions and the
additional flexibility from pension freedoms, there really is no better
way to save for the long-term.
Unfortunately pensions continue to be a political football, with
moving goal posts, while the launch of the Lifetime ISA means
many people may miss out on a hugely valuable employer pension
contribution. Hopefully the future generations of savers created from
5 4 ADVISERF I R S T

auto-enrolment will continue to see the benefits of pensions as the
most effective way to save.
Those surveyed also stated that they have high confidence in other
traditional savings vehicles, including buy-to-let properties (40%) and
cash ISAs (38%). Although interestingly confidence in stocks and
shares ISAs was significantly lower at 25%. Recent developments like
peer-to-peer lending have the lowest levels of confidence (10%).
When it comes to managing their own money, people show the
most confidence in pensions as the way to save, over and above ISAs
and direct investments. Buy-to-let features strongly, which is no
doubt driven by the British affinity to property, but newer ideas like
peer-to-peer lending have yet to gain the confidence of savers.

For product enquiries or to arrange for
Retirement Advantage to visit you call 0800 912 9945
1. Research was conducted by YouGov Plc. Quantitative fieldwork conducted
between 24 and 30 March 2016, surveying more than 1000 UK adults aged 50+
who have a DC pension and who are not in retirement.
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Is the supervision of advisers your responsibility?
S U P E R V I S O R R E F R E S H E R CO U R S E S

What’s covered?

If any of these sentences describe your
circumstances, why not sign up for our
one-day supervisor refresher course?

The agenda for the Supervisor
Refresher Courses runs as follows:
10am

MOTIVATION
ROLE OF THE SUPERVISOR

As the FCA continues to adapt its approach to Business
Risk Awareness, do you feel that your skills and
knowledge are up to speed?
In order to carry out your role to the best of your
abilities, have you received appropriate training for
your role?
Perhaps you have previously been trained but would
appreciate the benefit of refreshing your knowledge?

WELCOME/EXPECTATIONS

REGULATORY LANDSCAPE
UNDERSTANDING CUSTOMERS
EFFECTIVE COMMUNICATION
12.30

LUNCH

1pm

CONDUCTING EFFECTIVE ONE TO
ONES
TRAINING
COACHING
VALIDATION / EVALUATION

15.30

RECORD KEEPING
SUMMARY / FEEDBACK AND
CLOSE

Or perhaps you're already an experienced
supervisor who might just need a little
additional support?
Are you currently delegating this
responsibility to a member of your team,
and have they received the right training?

Costs to attend the course are
£150+VAT. A £50 non-refundable
deposit will be invoiced at the time
your booking is confirmed.

At Compliance First, we recognise the challenges involved in getting supervision right and
are keen to ensure that our Client Firms have access to periodic supervision courses. As
such, we are holding a one-day refresher courses for more experienced supervisors who
might just need a little additional support.

To find out more about upcoming dates and venues for these courses,
please email Kirstie with 'Supervisor Refresher Course’ as your subject
title. Or call on the number below

k.macdougall@compliancefirst.co.uk

0141 616 5231
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