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WEL CO M E

Ja n i c e L a i n g
M a n a g i n g D i re c t o r
Compliance First

WELCOME
Hello, and welcome to the autumn edition of Adviser First.
I very much hope you have enjoyed a relaxing and rejuvenating summer, or, if you
haven’t had the opportunity to take a break from work, at least a productive one!
I think every single reader of this edition of Adviser First will be aware of
the impending Senior Managers and Certification Regime, arriving on the 9th
of December this year. As you may have guessed from the front cover of this
magazine, we have dedicated quite a lot of space to SM&CR – one of the
biggest regulatory changes since the introduction of RDR – inside, covering
both the theoretical and practical elements of the new regime, and an in-depth
look at the support we are providing to help your firm transition smoothly.
The regime is not ‘light-touch’ and, if you still have work to do in order to
be ready in time for December – as I would guess many firms may do – then
I would urge you to attend to it as soon as possible. Even if you are quite
far behind in your preparations, then do not despair. As the famous Chinese
proverb goes; “The best time to plant a tree was 20 years ago. The second best
time is now.”
We also have a variety of articles on a wide range of other topical and, I hope,
interesting areas, including high-earner pension contributions, our new care
proposition and details of all the events we have coming in the second half of
the year.
As always, we would be delighted to hear your views on Adviser First,
particularly anything that you’d like to see covered in future issues.

Best regards,

Janice Laing
Managing Director
Compliance First

The content of this publication is for financial adviser use only, not for use with customers.
For more information about our services, please call us on 0141 616 4161 or email enquiries@compliancefirst.co.uk
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IN YO UR CO R N ER

IN YOUR CORNER

In this edition of In Your Corner, Group Chairman Ken Davy discusses why
the quest to bring new blood into the industry should be a cause which
unites us all, and shares some recent good news for the Group.

Ken Davy
No n - E x e c u t i v e C h a i r m a n
The SimplyBiz Group
Regardless of Brexit, the success of the
Lionesses in the World Cup and the arrival
of some sunshine – albeit fairly briefly - were
great catalysts for delivering a sense of unity
and well-being across the UK this summer.
In turn, this led me to think about the
financial services community – what are the
important things that bring us together, and
unite us?
The key reality for us all to grasp - and take
pride in – is that professional financial advice
is a force for good. I believe that, apart from
some commentators who know the price of
everything and the value of nothing, this is
an almost universally held view, which has
been proven to be true many, many times. Of
course, we have to cope with overburdensome
regulation, but this is, sadly, a necessary evil
given the need to protect consumers from
the sector’s reckless and criminal minority.
The second most important reality, is that
there has probably never been a better time
to be, or become, a financial adviser and that
there is a desperate, and urgent, need for new
blood to join the sector in order to ensure
consumer demand is met.
It was therefore excellent news back in June
that the New Model Business Academy was
awarded additional financial support from
the Education and Skills Funding Agency
(ESFA) to expand its outstandingly successful
apprenticeship scheme. The additional
funding means that the NMBA can not
only recruit more apprentices to its Financial
Adviser and Paraplanner schemes, but also
enables it to launch a brand-new programme
for Mortgage Advisers.
This is fantastic news for the whole sector
as, though part of The SimplyBiz Group,
the NMBA serves, as it always has, every
financial advice firm in the country.
I believe we all have a responsibility to
bring the next generation of financial services
professionals into reality, and it needs to be
something in which we all get involved. The
numbers working in every area of financial
advice have dropped dramatically since
regulation was introduced, and yet there
have never been more opportunities.
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I believe that, in order to address the
shortage of new advisers entering the
profession on the scale required, advice firms
of every size - along with service companies,
providers and networks - will all need to
rally round and take action. In addition to
apprenticeship schemes and recruitment
drives, we all also need to take responsibility
for promoting the profession as the vitally
important and attractive career option that
we know it to be.

I BELIEVE WE
ALL HAVE A
RESPONSIBILITY TO
BRING THE NEXT
GENERATION OF
FINANCIAL SERVICES
PROFESSIONALS
INTO REALITY, AND
IT NEEDS TO BE
SOMETHING IN
WHICH WE ALL GET
INVOLVED

As advisers and, in many cases, business
owners, the future of your own firm will
be central to your thoughts. I would urge
you to expand your thinking and seriously
consider bringing on board an apprentice or
upskilling existing members of your team.
Just as the success of the Lionesses inspired
women’s football, I believe we need to inspire
the next generation of financial advisers so
that the fantastic benefits enjoyed by your
clients are also available to their children,
and their children’s children.
From reflecting upon something which is
a shared challenge, I would like to finish this
edition’s article on something which is very
much a shared achievement.

As you may have heard, The SimplyBiz
Group was named as the winner of the 2019
‘Money Marketing Best Support Service
Award’. The accolade, which was presented at
Money Marketing’s annual award ceremony
on 26 June, is the second industry-leading
award bestowed upon the Group this year,
following our receipt of the’ Professional
Adviser Best Support Services For Advisers
Award’ in February.
We’re incredibly proud to have received
the ‘Money Marketing Best Support Service
Award’, and winning the two leading
financial services titles in this area in one year
is incredible. The reason these awards mean
so much to us, is because we put a great
deal of work into ensuring that the services
we offer to you, our Members and Clients,
are the very highest quality available in the
sector, and for that to be recognised by such
esteemed publications, who understand the
industry so well, is very rewarding.
The judges of the Money Marketing Awards
commented that we never stop innovating
or improving, and that encapsulates our
approach. The needs of our Members and
Clients are at the heart of everything we
do, and we are proud to support such highquality firms, and help them to remain
compliant, profitable and successful.
I hope you know how sincerely I mean it
when I tell you that we couldn’t have done
it without you and your support, and I look
forward to many more years of working with
you, and many more shared successes.

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

IN YOUR CO RN E R

I BELIEVE WE NEED
TO INSPIRE THE NEXT
GENERATION OF FINANCIAL
ADVISERS SO THAT THE
FANTASTIC BENEFITS
ENJOYED BY YOUR CLIENTS
ARE ALSO AVAILABLE TO
THEIR CHILDREN, AND THEIR
CHILDREN’S CHILDREN
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IT’S NICE TO BE
RECOGNISED

WINNER
Best Support Services
for Advisers

It’s great to be acknowledged as leading
support service provider for advisers...again
The SimplyBiz Group has been awarded ‘Best Support Service Provider 2019’ by
Money Marketing, to go along with the same accolade we received earlier this year
form Professional Adviser. Whilst we are clearly delighted to have received these
awards, we wont get carried away! You, our Clients, have been at the centre of
every decision we have made since our launch in 2002 and we remain dedicated
to supporting you in providing the highest quality of service to your clients, whilst
remaining compliant, profitable and successful – so, don’t expect us to go changing!

Thank you for your continued support.
Visit www.simplybizgroup.co.uk to find out more.

EXC LUSIVE INTERV I E W

THE FRENCH CONNECTION
Profile Interview: Maxime Carmignac,
Managing Director of Carmignac UK

In this Adviser First exclusive, Maxime
Carmignac explains how the UK market
is crucial to the firm’s future plans, and
how they’re flying the flag for a familial
approach to fund management.

Tu r n o v e r t o r e a d o u r
exclusive interview in full.
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E XCL USI V E I N T ERV IE W

Maxime Carmignac
M a n a g i n g D i re c t o r
Carmignac UK

What are your main areas of focus
at the moment?
Maxime Carmignac: I have two main roles
at the Carmignac UK office. The first role is
running the Carmignac UK office. When I
joined in 2013 there were four of us based
here – there are now forty, with about half of
the entire Carmignac investment team now
based in London. Before 2013, my focus was
predominantly on managing funds, but my
father (Édouard Carmignac, founder of the
firm) and I decided that it made sense not to
have the same person managing the business
and managing the money. Although my focus
has changed, my previous experience helps
me in my work with portfolio managers; I am
able to put myself in their shoes and see things
from their perspective.
My second role is product; I’m a member
of the Board Strategy and I run the Product
Committee, creating new products and taking
care of our existing product offer. In 2014 I set
up the Carmignac Laboratory, which is a way
through which we can invest in new products
without putting client money at risk. We first
seed these products with our own capital then
if – and only if – we are happy – with the
process, and the performance of the funds, we
open it to external investors.
I also run our Investment Solutions team
who look to create bespoke products for
investors. By using innovation and open
architecture, we can show that having the
best solution possible for a specific client need
is not about having the highest margin, but
about putting the client first.
That is why one of our actual focuses is the
launch of our OEIC range. Since 2012, we
have been building a strong and in-depth
knowledge of the UK market and the
preferences/needs of its clients. Last May, we
launched a range of six OEIC funds in order
to offer the most relevant fund structure to
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the UK advisor. We have duplicated some
of our historical strategies. One of these six
funds is managed by Mark Denham, our head
of European equities, who has a very strong
process with ESG pillars and a stunning track
record: +20.63% with a reference indicator
(Stoxx 600) at +15.27% from January 2017
to end of July 2019 with his European SICAV
Fund Carmignac Portfolio Grande Europe A
Eur Acc.

WE FIRST SEED
THESE PRODUCTS
WITH OUR OWN
CAPITAL THEN IF –
AND ONLY IF – WE
ARE HAPPY WITH
THE PROCESS, AND
THE PERFORMANCE
OF THE FUNDS,
WE OPEN IT
TO EXTERNAL
INVESTORS
The
Carmignac
investment
philosophy is very distinct; is that
something you look for when
selecting fund managers, or is it
something that can be taught?
MC: At Carmignac, we have a very
strong culture, based on the values we hold.
There are four main values which we all
share; teamwork, independence, courage
and accountability. Also, we are a family
business, which means that we are not here
to meet quarterly targets; we are here to meet
the long-term saving needs of our clients.

There are not very many family-owned
asset management companies, and there
are some other very specific aspects about
Carmignac. Firstly, the positioning – we
are between traditional management and
alternative management. We have the
stability and transparency of traditional asset
management, but we have the flexibility
and talent of the alternative world. It is a
very happy place to be, particularly with the
exponential growth of ETF. If you do index
hugging today, I think your position is
going to get very challenged in the long-run,
which is why we are happy to aim at taking
the best of both worlds. The second point is
about size and focus; we are a boutique and
we are happy to be a boutique. Carmignac
is different, it is unique. We don’t want to
become trillion-pound asset managers, we
want to remain focussed. We don’t pretend
to be the best at everything, we want to
keep focussed on our strengths.

What are the major differences
between the French and UK
market?
MC: Both have positives! London so far is
more international, and very strong in talent
attraction. Also, the UK is by far the largest
market in Europe; today, the addressable
market for us here is almost 90%, the size
of France and Germany combined. It is
also a very interesting market in terms of
competition and regulation. Investors in
France and the UK have different needs and
products. This is why we offer them different
solutions such as a locally domiciled fund
range in the UK.

EXC LUSIVE INTERV I E W

Financial services as a whole, but
investment in particular, can lack
gender diversity. Is this something
Carmignac are trying to tackle?
MC: In 2016 I was lucky enough to be
involved from the start of The Diversity Project
(a cross-company initiative championing a
more inclusive culture within the savings and
investment profession – see diversityproject.
com for more information). We noticed that
in asset management, at the entry level you
have very good levels of gender diversity with
50/50%. However, by the time you reach the
C-suite, only 14% are female.
We are trying to ascertain, and address,
what is happening to women at this midcareer point within the asset management
industry. There are four things that I have
seen personally work successfully to lose
fewer women from the career path; flexible
working models, increasing the visibility of
female role models, offering professional
development to encourage ‘leaning-in’ and
engaging more males in asset management
to encourage gender diversity.
At Carmignac, we have been hiding our
light under a bushel so far regarding the
diversity in our Investment team: our two
largest funds are co-managed by females.
Carmignac Patrimoine is co-managed by
Rose Ouahba, and Carmignac Sécurité is comanaged by Marie-Anne Allier. Those two
funds together account for two thirds of our
assets under management. If you look for
the four biggest European funds managed by
women, two of them are Carmignac funds.

What would you say to advisers,
about the way in which they
could work with Carmignac?
MC: We made our name in 2008 when
the markets collapsed, but our flagship fund
stayed straight. Markets don’t go up in a
straight line forever and, in that context,
Carmignac offers a limited range of products
with specific exposure. This comes down to
the levels of flexibility I mentioned; what
we offer to savers and investors is something
different. We have specific business models,
niche positioning and the family structure.
Carmignac made its name due to this
independence, flexibility, conviction and
long-term thinking; we were here at the most
difficult times for our investors.
There is a total alignment of interest with
our clients: all of the Carmignac family
money is invested in Carmignac’s funds,
alongside the money of our clients. We are
a family firm and take a familial approach
to the way in which we invest money for
investors and savers. I think this caring,
parental approach, with the client at its
centre, is one which will resonate with
advisers, and the way in which they build
relationships with their clients.
I believe that the launch of our sic OEIC
funds will demonstrate our commitment to
the UK adviser market.

BIOGRAPHY

As Managing Director of Carmignac’s
UK office, and member of the Strategic
Development Committee, Maxime
Carmignac is responsible for the firm’s
long-term strategy in the UK. She has
more than 15 years of experience in
the financial industry (Morgan Stanley,
Lazard Frères, McKinsey, Visium AM,
Carmignac) across London, Paris and
New York. Maxime has also sat on the
Investment Association board since
2015 and the steering committee of the
Diversity Project since 2016.

I S S U E 1 1 AU T U M N | 1 1

NEW Exit and Acquisition support from

Our Expertise
Your Legacy

Introducing a new service from The SimplyBiz Group
designed to bring exiting and acquiring businesses together.
For a sustainable future for all.

Looking to buy or sell
your business?

We can help get your business ready for sale and
ensure you get the right deal for you and your clients,
or if you are looking to acquire, help you to find the
right business and ensure there are no unwanted
surprises along the way.

To find out more, visit the Client website

SM&C R SPECIAL FEATURE

SENIOR MANAGERS AND
CERTIFICATION REGIME
SPECIAL FEATURE
SUPPORTING YOU TO BE READY
FOR 9 DECEMBER 2019

DAY

MONTH

YEAR

With the countdown to the arrival of
one of the biggest regulatory changes
of recent years now in single figures,
the following special feature provides
an overview of the comprehensive
range of support available through the
Group, designed to ensure you and
your firm are in good shape for the
implementation of the SM&CR.

Read on to find out what SM&CR
will mean for your business and how
The SimplyBiz Group can help.
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S M & CR SPE CI AL FEAT U RE

All Senior Managers and Certified Persons must be trained on how the Conduct Rules apply to their
role before implementation of the regime.

R i c h a r d Nu t t a l l
D i re c t o r o f C o m p l i a n c e Po l i c y
The SimplyBiz Group
As you know, The Senior Managers and Certification Regime
(SM&CR) will replace the existing Approved Persons Regime for
solo-regulated firms on the 9th December 2019. This drastically
changes the way financial services professionals are regulated, and
will bring solo-regulated firms (i.e. regulated by the FCA only, as
most advisers are, or by the PRA) in line with larger dual-regulated
businesses such as insurers and banks, which are already subject to
the SM&CR.
The aim of the SM&CR is to reduce harm to consumers and
strengthen market integrity by creating a system that enables firms
and regulators to hold individuals to account. As part of this, the
SM&CR aims to:
• encourage staff to take personal responsibility for their actions
• improve conduct at all levels
• make sure firms and staff clearly understand and can
demonstrate who does what.
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THE AIM OF THE SM&CR IS TO
REDUCE HARM TO CONSUMERS
AND STRENGTHEN MARKET
INTEGRITY BY CREATING A
SYSTEM THAT ENABLES FIRMS
AND REGULATORS TO HOLD
INDIVIDUALS TO ACCOUNT

SM&C R SPEC IAL FEATURE

As such, the Conduct Rules – which apply to practically everyone
within a firm - are the fundamental component of this new regulatory
regime. They give the FCA the power to reach deep into a firm to
take action, and underpin the fundamental goals of the SM&CR, i.e.
to improve standards, encourage accountability and emphasise the
importance of proper conduct. The Rules are high-level principles
and set basic standards of good personal conduct against which staff
can be held to account. They apply to anyone involved in any activity
for which the firm is authorised, i.e. all those with the potential to
cause harm.
The Senior Manager with responsibility for the Conduct Rules (a
Prescribed Responsibility within Core firms) must ensure staff are
trained and abide by the Conduct Rules. The respective timelines
are as follows:
The deadline for training Senior
Managers and Certified Persons
9 December 2019

The deadline for
training all other staff
9 December 2020

So, first things first, what are the Conduct Rules?
The Conduct Rules set minimum standards of individual behaviour
in financial services. They aim to improve accountability and awareness
of conduct issues across firms and apply to practically all employees
who undertake financial services activities, or linked activities.
However, whilst some Conduct Rules will apply to all employees,
others will only apply to senior managers. The Rules require all
employees to:
• act with integrity
• act with due care, skill, and diligence
• be open and co-operative with regulators
• pay due regard to the interests of customers and treat them
fairly
• observe proper standards of market conduct.
These concepts are not new. What is new is that these requirements
will now apply to just about everyone in financial services. Senior
managers will be responsible for:
a) communicating these to their staff
b) ensuring their staff are following the rules.
In addition, senior managers must:
• take reasonable steps to ensure that the business of the firm, for
which they are responsible, is controlled effectively
• take reasonable steps to ensure that the business of the firm,
for which they are responsible complies with the relevant
requirements and standards of the regulatory system
• take reasonable steps to ensure that any delegation of their
responsibilities is to an appropriate person and that they
oversee the discharge of the delegated responsibility effectively
• disclose appropriately any information of which the FCA or
PRA would reasonably expect notice.
Like many FCA rules, there is some overlap between the rules,
which helps minimise any “gaps”. And, the rules are principles-based
rather than rules-based, which means that there are principles to
follow rather than any hard and fast rules.

How we can help
As you can see, there’s quite a lot to absorb there – particularly as it
will be applicable to nearly everyone within a firm. However, as you’d
except, The SimplyBiz Group is on hand to provide all the support
you need to get to grips with the adoption of the new Rules.
We’re proud to introduce our new online SM&CR Conduct
Rules Course, designed to ensure that virtual delegates will be able
to explain and detail the Conduct Rules, including their practical
application within a regulated environment. The course, and all
relevant case studies and training resources, is accessible through the
Compliance area of the website.
The main weakness the FCA observed when completing its work
with 15 banks was around the Conduct Rules. When questioned on
the conduct rules, some of the answers provided by individuals in the
banks were poor. The Conduct Rules underpin the SM&CR regime,
and therefore, any training on the Conduct Rules:
1) should be relevant to an individual’s role, and
2) a “sheep dip” training approach to the conduct rules should not
be undertaken by firms.
Our online Conduct Rules course aims to achieve its stated
objective and learning outcomes, so you should consider the course
within the context of your current role and responsibilities, to enable
you to apply the theory you’ll learn from this course to your day-today work.

THE SIMPLYBIZ GROUP IS ON
HAND TO PROVIDE ALL THE
SUPPORT YOU NEED TO GET TO
GRIPS WITH THE ADOPTION OF
THE NEW RULES

The training consists of a single module on the Conduct Rules.
However, there is no multiple-choice test afterwards. Instead, the
test is case-study based with short-answer written questions that you
will upload to Competent Adviser as evidence of your learning. The
reason for this is that the Conduct Rules are principles-based and
will require interpretation and practical application depending on
the situation. Employees will need to think critically in the real world
regarding these rules. And, this should be reflected in Conduct Rules
training; multiple choice questions have absolute answers, and leave
little room for interpretation of, for example, “reasonable steps”.

Of course, support on SM&CR and all other areas
of regulation and policy, is available from our
compliance helpdesk – don’t hesitate to get
in touch on 0141 616 4161 Option 1
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SM&CR: HELPING YOU
TO NAVIGATE THE NEW
REGULATORY REQUIREMENTS

The breadth of areas you may need to consider in the lead-up to the implementation of the Senior
Managers and Certification Regime, and the amount of people who will need knowledge of the new
rules, means that you will need access to a wide array of resources and different styles of support.
The Group has all of that covered, and offers substantial support online, in a series of guides and
through both virtual and face-to-face events and visits to your office to take you through the practical
preparation needed, step-by-step. The next few pages take you through all of those options, and
exactly what is offered by each.
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SM&C R SPEC IAL FEATURE

Ongoing SM&CR Support

Ongoing support is available to your firm to help you evidence
continuous commitment to ensuring your firm is meeting the
expected standards of SM&CR. Further information is available in
the Compliance Specialist services area of the website and these services
include:
Training and Competence Service

Training and competence forms part of the bedrock of the Senior
Managers and Certification Regime. Whilst it is essential that you
can evidence this within your firm, spending time supervising your
advisers could be time spent more profitably with your clients.
Here is where we can help. A training and competence scheme can
be prepared specifically for your firm that ensures your advisers are
meeting their regulatory requirements. A typical scheme will include
file reviews, skills observation, knowledge testing, a review of CPD,
training needs analysis, action plans, KPI collation and annual fit and
proper checks.
The cost for the Training and Competence Service is £155 plus
VAT per month, per adviser.

Intensive Training Day

These intensive training days will build on the introductory
workshops. They will tackle in greater detail many of the questions
raised by advisers, such as the level of detail required by the FCA,
reporting of Conduct Rule breaches, changes within your firm,
SM&CR paperwork, the Directory, the reasons why you need to
keep information up-to-date and, ultimately, how to avoid any FCA
administration fees.
This training day will demonstrate the ways you need to put your
understanding into practice, by diving into the practicalities of
applying SM&CR throughout your firm, and demonstrate how
you can return to the workplace to start that implementation and
integration in earnest.
Taking place over six hours, in venues across the UK, they also
provide structured CPD.
An attendee fee is applicable of £225 plus VAT per person.
To read the full agenda and to book your place, please visit the
events area of the website.

File reviews

In order to demonstrate your ongoing supervision of advising staff
and paraplanners, as well as ensuring that your firm is meeting the
requirements of treating customers fairly, file reviews are a good way to
check that the required standards are being met. We appreciate that to
undertake this across a number of file types can be significantly time
consuming and then
that you PRIORITY
might have
PRIORITY
Upthere
to 2 is always
3 tothe
5 concern
Up to
2
to 3
missed something.Products
This service Products
will give you the
comfort
of2knowing
Products
Products
your files are being reviewed by qualified individuals, dedicated to
Mortgage
delivering
a quality service. The team will report back to you with
and/or
£40 +VAT
£60 +VAT
£80 +VAT
£100+VAT
appropriate
Protectionfeedback and information, allowing you to manage your
advisers, and ensure you are treating your customers fairly.
Investment
Weand/or
charge according
to the complexity
the case
number
£60 +VAT
£120 +VAT of £100
+VATand the
£160
+VAT
of Retirement
recommendations within each file:
Up to 2
Products

3 to 5
Products

PRIORITY
Up to 2
Products

PRIORITY
2 to 3
Products

Mortgage
and/or Protection

£40 +VAT £60 +VAT

£80 +VAT

£100 +VAT

Investment
and/or Protection

£60 +VAT £120 +VAT £100 +VAT

£160 +VAT

Fit and Proper Checks

A significant part of SM&CR, is the record keeping that demonstrates
the fitness and propriety of individuals holding designated roles across
your firm. For example, when recruiting, you need to be satisfied
that the candidate has the competence, experience and integrity
to be involved in the provision of the highest standards of advice.
The Financial Conduct Authority expects a firm to take into
consideration the individual’s honesty, integrity, reputation,
competence, capability and financial soundness when recruiting an
adviser. To help you determine whether the individual meets these
standards, a firm should undertake fit and proper checks prior to
the individual commencing the advisory role.
The one off cost for this service is £205 plus VAT per candidate.

Desk-based consultancy

If getting time away from the office is not easy and you are just
looking for one-to-one support and confirmation regarding your
SM&CR plans, then a consultation call with one of our Specialist
Technical team may well meet your requirements.
Over a pre-booked period of two hours, you will be able to ask
questions and discuss your particular firm structure in detail and the
call will end with you fully understanding what firm type you have,
and who within your firm will be best suited to the various roles
that require registration with the FCA. The consultation call will
give you a sound understanding of SM&CR that is specific to your
firm, whilst also having enabled you to complete, or have a technical
professional’s agreement and consensus in respect of, a significant
part of the SM&CR paperwork, plus understanding the best way for
you to roll the new regime out across your firm.
After the call, you will receive an SM&CR action plan that will be
tailored to your firm, and copies of all the relevant documentation
completed during the call.
There is a charge for this additional support service which is £225
plus VAT.
To book your call please contact the Specialist Technical team
on 0141 616 4161 Option 6 or email
specialist.services@compliancefirst.co.uk.
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Dedicated on-site SM&CR visits

To support firms through this new regulation, you can book a
focussed on-site day, which will cover all of the required actions and
ensure that you are fully prepared.
One of our team of highly qualified Compliance Consultants will
visit your office and provide bespoke one-to-one support and advice
in respect of this new regulation and how it impacts upon your firm,
your staff and your procedures. Support will be provided by your
Compliance Consultant in a number of defined areas:
• The requirements of SM&CR, timescales for implementation
and expectations of the regulator, in order to set a solid
foundation for the day
• Ensuring that all of the firm’s Senior Management are correctly
listed on the FCA register to facilitate the ‘mapping exercise’
which will take place, moving individuals across to the new
regime – this will ensure that firms have ‘the right people in
the right places’ and avoid any unnecessary, time consuming
application work at a later date
• Your firm’s individual arrangements and ensure that the
required Statements of Responsibilities are fully completed
with relevant Senior Management and allocate the necessary
‘FCA Prescribed’ responsibilities and ‘Other’ responsibilities
within the firm
• Establish the personnel within your firm that will need to be
Certified and ensure that you have an appropriate mechanism
in place to obtain evidence of competence within the required
timescales
• The new Conduct Rules, which set out minimum standards for
individual behaviour, and provide examples of how they apply
to your business and provide access to the required training
• An overview of the FCA reporting requirements of firms for
individuals who breach the Conduct Rules
Importantly, this visit will take place over a 6 hour period, and is
charged at £750 + VAT. It will provide you with the opportunity
to fully discuss SM&CR and how this impacts upon your business
specifically.
If you are interested in booking a visit, please contact: 0141 616
4161 (Option 2) or email businesssupport@compliancefirst.co.uk

Conduct Rules training

All Senior Managers and Certified Persons must be trained on how
the Conduct Rules apply to their role before implementation of the
regime.
The Conduct Rules are relevant to ALL firms and almost all staff.
They give the FCA the power to reach deep into a firm and take action
and underpin the fundamental goals of the SM&CR, i.e. to improve
standards, encourage accountability and emphasise the importance
of proper conduct. The Rules will apply to the vast majority of staff.
They are high-level principles and set basic standards of good personal
conduct against which staff can be held to account. They apply to
anyone involved in any activity for which the firm is authorised, i.e.
all those with the potential to cause harm.
We now have some comprehensive training on the Conduct Rules
available, which features a comprehensive course resource book, five
training videos, a number of role-relevant case studies to support your
understanding of the rules, model answers and finally the Conduct
Rules and Senior Managers declarations.
This training is available to all firms as part of our core SM&CR
offering.
To watch the videos and download the resources, visit the SM&CR
training section of the website.

If you have further questions on this, or any area
of compliance and policy, please don’t hesitate
to get in touch on 0141 616 4161 (option 1)
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CONDUCT RULES IN
PRACTICE: CASE STUDY
To give you a taster of our new online SM&CR Conduct Rules
Course, read the adviser case study below and test your understanding
of the new regime by answering the case study questions.
For the purpose of this exercise, imagine the SM&CR has already
commenced when answering the case study questions.
Meet Brad..
Brad, 40, is a financial adviser specialising in investments and
pensions. The firm he works for is classified as a Core Firm under
the SM&CR. He is one of four advisers there. Above him is Tony,
the firm’s Managing Director. Other than the advisers and MD,
there are two paraplanners, an administrator, and a receptionist.
Managing Director

4x Advisers

2x Paraplanners

Administrator

Receptionist

Recently, Brad met with prospective client Glenn, 50. Glenn had
never invested before. During the fact-find process, Brad established
Glenn’s risk profile to be moderately cautious, and his objective was
to grow the value of his pension over the next seventeen years, and
then retire at age 67.
Brad recommended a smoothed fund for Glenn that matched his
moderately cautious risk profile.
Brad assured Glenn that his fund value wouldn’t fall because
the investment volatility was smoothed out by the life office. He
then showed Glenn a cash flow model, which assumed a net 6%
annualised growth rate, and demonstrated that if Glenn invested in
the recommended fund, he’d be able to secure himself a comfortable
retirement.
Shortly after the business was completed, Glenn’s client file was
audited as part of a random sample. While the advice provided was
found to be suitable, the file failed due to breaches of the Conduct
Rules evident within it. As a result of this, Tony decided to take
formal disciplinary action against Brad. The disciplinary action
resulted in Brad having his income for the case withheld, but he
did NOT receive a formal written warning. The disciplinary action
was completed just before the GABRIEL deadline. However, Brad
intends to appeal.

Under direction from Tony, Glenn was been contacted by
the firm, and one of the firm’s other advisers has taken over
management of his account. Glenn has been informed of the issues
surrounding the advice provided by Brad. Glenn has advised he
is happy with the service from the firm and is happy to continue
as a client.
Following the incident, Tony has decided to step-up the level of
training his staff are receiving with regards to the Conduct Rules.
Questions
1) Explain why Brad is subject to the Conduct Rules.
2) Which of the Conduct Rules, if any, may Brad have breached,
and why? Look up COCON 4.1 to help you answer this
question.
3) Explain the disciplinary process which must be followed
regarding Brad’s income reduction, relevant to SM&CR.
Include relevant timescales and reporting requirements for the
firm, where applicable.
4) List any employees at the firm who would NOT be subject to
the Conduct Rules, and briefly explain why.
5) List three points Tony needs to be aware of when implementing
his new Conduct Rules training policy.
6) State whether or not Tony’s handling of the incident was fully
in keeping with the SM&CR, and explain why.

How did you do? Visit the online
SM&CR Conduct Rules Course to find out
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A FOCUS ON….
COMPLIANCE CONSULTANCY

Pa u l B r u n s
D i re c t o r o f F i e l d C o m p l i a n c e
The SimplyBiz Group
In our recent launch of the Compliance Centres of Excellence,
you will have seen that one of the key areas is Consultancy Services.
This team is made up of a significant number of highly
experienced professionals, with many years’ experience in the
provision of compliance support on a one-to one-basis and, due to
the requirement to be available to call upon all our firms, they are
possibly the broadest spread team within the organisation. They have
an enviable experience of most areas of regulation, and their ability to
spend time visiting a firm, discussing in detail the way each specific
business runs has, for many, proved to be invaluable in meeting the
FCA’s requirements and their ongoing regulatory expectations. It is
a particularly busy team, and even-more so with a number of firms
electing to take a dedicated visit in conjunction with SM&CR,
details of which are available on page 18 or on the website.
No matter what the topic of your visit, the day’s agenda will be
designed to ensure that, post-visit, you have complete peace of mind
that your firm’s compliance arrangements, systems and controls are
both compliant and in good operational order.
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A typical visit will include: a review of key risks to your firm; an
update regarding regulatory matters and how the outcome might
impact your firm; an overall holistic health check for your firm
including its processes and the ways it meets FCA requirements;
and an assessment of your firm’s strategy in respect of treating
customers fairly.
In order to offer structure to consultancy visits, we also offer
themed visits to explore, in detail, defined areas under a specific
topic which we know are areas the FCA is keen to focus upon. A
couple of examples of these are the ‘Governance, Risk and Controls’
and ‘Supervision Audits’.
‘Governance, Risk and Controls’ is a highly detailed, nuts and
bolts inspection of your firm, examining the systems and controls
you have in place within your firm. It will focus specifically on the
technical points upon which your firm is founded, and will include
an inspection of risk, senior management arrangements, governance,
cascading of information, FCA permissions, complaints handling,
financial incentives, conflicts of interest, your advice process and
business continuity. It is a significantly thorough visit which will
provide you with a detailed report of any findings and, where
applicable, suggested changes needed.

TEC HNICAL TALK

Compliance Consultancy Testimonials
"Excellent guidance on moving the business forward.
Felt that the visit was individual to us and not
just a generic overview."

"Our compliance visit with Lesley went really well,
she reassured us on the areas we have great
strengths and has explained how and where we can
improve and develop for when she visits. She gives
constructive feedback and guidance with comedy
and a bubbly personality. We look forward to
her visits and know she is only a phone call
away if we need advice or help."

"Peter is always so kind, precise and patient. I have
complete trust in him, that he will always guide
me the right way and in a positive way, let me know
any adjustments and/or areas of compliance that
I may need to address."

NO MATTER WHAT THE TOPIC OF
YOUR VISIT, THE DAY’S AGENDA
WILL BE DESIGNED TO ENSURE
THAT YOU HAVE COMPLETE
PEACE OF MIND
The ‘Supervision Audit’ looks in detail at the adviser journey,
from initial recruitment through inductions, attaining and
maintaining competence through to the point at which the adviser
exits. This audit both examines and tests the robust nature of your
processes and procedures, looking at record keeping and how that
would stand up to regulatory scrutiny.
Both are examples of the ways in which the team can support the
further development of the strength of your firm, and, as previously
mentioned, will provide you with a detailed RAG audit report with
observational and recommended actions, alongside an executive
summary for discussion at board level.
Visits are chargeable at £625 plus VAT .

"This was our first visit as we have only recently joined.
It was useful to have Peter in front of us to ask him lots of
questions. We are new to the website and had already been
on the website, but Peter pointed us in the right direction for
other areas of the website we hadn't visited yet. File reviews
were useful and feedback from these were received by ourselves
the next working day (emailed on the day of the review) so that
they were still fresh in our minds. We spent quite a bit of time
discussing our disclosure documents – which we needed to
discuss despite this being a file review day."

"Nick was really helpful. Following the visit, I am
now much more comfortable in the knowledge that
all my back-office compliance requirements are
taken care of. Thanks again to Nick."

"We carried out a very focused and productive
meeting - the agenda was agreed a week or two in
advance, and we met every objective
we had set ourselves."

For more information about how to get the
most from your Compliance Consultancy visit,
call 0141 616 4161 (option 2) or email
businesssupport@compliancefirst.co.uk
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FAMR AND RDR...
WE HEAR YOU
Mark Greenwood
D i re c t o r o f C o m p l i a n c e S e r v i c e s
The SimplyBiz Group
At the beginning of 2013, a new era of regulation rose from the
ashes of the FSA’s rulebook. That eventful day - 31st December
2012, to be precise - brought us the Retail Distribution Review
(RDR) and with it came the biggest regulatory shift to date
towards a new advisory utopia and landscape. Well, actually what
happened was the arrival of lots of new (often complex) rules and
requirements, but it’s unarguable that RDR was designed with the
best intentions of creating confidence and trust with consumers.
As you know, this evolution brought us the Financial Advice
Market Review (FAMR) some several years later to build upon
(maybe even as a result of ) the RDR. The 28 recommendations set
out in FAMR aimed to promote a better marketplace for consumers
based on accessibility and affordability.
It is the customer experiences as a result of both the RDR and
FAMR that the FCA wanted everyone to consider in its recent ‘Call
for Input’. This marked the beginning of its promised evaluation of
RDR and FAMR, and allowed firms to either praise the regulator
for what it considers to be its glorious achievements, or pull it up
where they believe it could have been done better.
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IT IS THE CUSTOMER
EXPERIENCES AS A
RESULT OF BOTH THE RDR
AND FAMR THAT THE FCA
WANTED EVERYONE TO
CONSIDER IN ITS RECENT
‘CALL FOR INPUT’
The first part of this evaluation was to seek feedback on an initial
24 questions raised by the FCA. The questions which made up the
‘Call for Input’ are wide ranging and include matters such as; access
to advice, the affordability of advice services, value for money and
whether there is confidence and trust in the industry.
Of course, we wanted to ensure that the views of our Members
and Clients were represented in this feedback, and in May we asked
you for your views on a number of the key considerations covered
in the ‘Call for Input’, namely:

TEC HNICAL TALK

Here is a selection of some of the feedback we
received from you:
Has RDR reduced the number of unsuitable sales?
“I don't think it's made ANY difference whatsoever. If people are
going to cut corners, they will still do it.”
“No - rogues remain rogues and remain unpoliced.”
“Only from regulated firms. There are still unregulated firms giving
bad advice. FCA needs to tighten the checks on unregulated firms
and advisers.”
“Yes, in my opinion RDR weeded out many of the less-qualified
advisers, as well as those who were in it for a 'quick buck'”
What barriers exist to making advice or guidance
services more affordable?
“The cost of providing advice - from an advisory perspective obviously has a knock-on effect of making it available to only those
who can afford it.”
“Regulatory costs are a big issue. FSCS and FOS and FCA fees
and PI insurance are a big drain on resources. The cost of these is
ultimately passed onto consumers in higher fees.”
“Very difficult to give a "light touch" service at an affordable cost
for small value/straightforward cases as compliance rules are too
inflexible to allow for the real world.”
“In my opinion none, if all advisers are charging a fair rate.”
What opportunities and barriers are there for
developing advice and guidance services in the future?

• Do consumers have a clear understanding of different types of
advice? - ‘independent vs. restricted’
• Has RDR reduced the number of unsuitable sales?
• Do consumers have the right information to compare advice
and guidance services and to shop around? How easy is it for
them to compare services?
• What barriers exist to making advice or guidance services more
affordable?
• What aspects of advice and guidance services do consumers
value and why? Does it vary by consumer group or financial
need?
• What emphasis do consumers place on the cost of advice and
guidance, against other elements of value for money?
• Are there any barriers to effective competition between firms
offering advice or guidance?
• Are the rules and guidance, solely derived from RDR and
FAMR, around advice and guidance working well?
• Did FAMR or the RDR result in unintended consequences
that have caused consumer harm?
• What opportunities and barriers are there for developing advice
and guidance services in the future?

“I see no real opportunity until the public start to trust both the
industry in general and the way the government plans the people’s
futures. We could be waiting a long time.”
“Plenty of opportunities as innovation takes hold, in addition to
robo-advice and streamlined services. Barriers exist, of course, in the
form of continued regulation which is completely over the top in some
areas and not strong enough in others.”
“Biggest barriers are FCA regulation, FOS increased limits and the
effect this has on PII and firms that wish to give DB advice. FCA does
not appreciate or acknowledge that PII premiums will soar for a poorer
quality policy. The additional costs will be passed onto the clients”
Many IFAs try to do everything in their practice. They do everything
from the admin to the selling. To survive in modern times, IFAs have
to become businesses.
Following this exercise, the FCA will gather additional data from
firms by assessing the quality of their advice or, in other words,
there will be a file review exercise. Then, following engagement with
the industry, trade bodies and consumer organisations, will come
several events where all stakeholders will have the opportunity to
share their views.
We will, of course, keep you fully updated on any news and
developments.

If you have further questions on this, or any area
of compliance and policy, please don’t hesitate
to get in touch on 0141 616 4161 (option 1)
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PENSION HOT TOPICS

HEY, HIGH EARNER! SPEND
A LITTLE MORE ON YOUR
PENSION CONTRIBUTIONS?
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
Although there’s rarely a dull day in pensions (well, from my
perspective anyway!), it has been a particularly busy period over the
past few months. Below is a brief summary of some of the hottest
pensions topics which are currently affecting you and your clients:
NHS Pension Scheme - High Earner Consultation
High earners such as surgeons and specialists have had large tax
bills due to generous pension accrual in the scheme.
This has resulted in some staff retiring early or not taking on
extra hours. The government has already ruled out making any
changes to the tax system and proposed a 50:50-type model as a
solution to the NHS pensions crisis.
On 22nd July 2019, the NHS started a consultation with senior
staff regarding pension accrual.
Under the proposals, clinicians would have been able to reduce their
pensions accrual by 50%, as well as paying 50% lower contributions,
a move which the government accepted “does not provide unlimited
flexibility” and recognises that “some clinicians may continue to
experience annual allowance tax charges”.
Then, on the 7th August 2019, officials from Treasury and the
Department of Health and Social Care announced that a further
consultation on the rules of the NHS Pension Scheme will soon be
published, replacing the document published previously.
Starting from the next financial year, the government now wants to
allow doctors to set their level of pension accruals themselves at the
start of each year.
Under this rule change, senior clinicians can set any percentage for
contributions and accrual rate, in 10% increments, depending on their
financial situation. This option replaces the original 50/50 option.
Employers will then have the option to recycle their unused
contribution back into the doctor’s salary, the government stated.
The consultation closes on 14th October 2019.
Hymanson v HMRC - Loss of Fixed Protection 2012
– HMRC Climb Down
Savers who accidentally exceed their lifetime allowance could
be spared huge tax bills following an HMRC climb down after it
withdrew its appeal in a battle over a 55% and £50,000 tax charge
it wanted to levy.
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The case centered on Mr Gary Hymanson’s claim that he had
accidentally failed to cancel a standing order to his pension schemes
which led to him breaching his lifetime allowance.
In 2011/2012, Mr Hymanson took out Fixed Protection 2012
and claimed a £1.8m lifetime allowance. However, he then failed
to cancel a standing order that automatically paid money into his
retirement funds.
Fixed Protection 2012 was introduced to allow individuals to
maintain an LTA of £1.8 million when it reduced, on 6 April 2012,
from £1.8 million to £1.5 million. In exchange for Fixed Protection,
contributions to a defined contribution arrangement by or on behalf
of the individual had to cease and an individual could not build
up additional defined benefit pension above an allowable “relevant
percentage”. If the conditions are not met, Fixed Protection is lost.
Mr Hymanson had four pensions and understood that he could not
make any further lump sum contributions to his main scheme, but
did not realise that he had to stop the standing orders to the other
schemes until 2015.

THE CONSEQUENCES OF
THE TAXPAYER'S MISTAKE
WERE SERIOUS. THE
PAYMENTS MADE TOTALED
£7,000 BUT HIS TAX LOSS
(RESULTING FROM THE
REDUCTION IN HIS LTA)
WAS ESTIMATED
AT £50,000
Due to this HMRC revoked his fixed protection, reducing his
lifetime allowance to £1.5 million. The taxpayer appealed to the First
Tier Tribunal (FTT).
The appeal was allowed. The FTT concluded that, on the balance
of probabilities, the taxpayer's explanations for the failure were
inconsistent and that he had not cancelled the direct debit payments
because he had a genuine belief that it would be acceptable to
continue making the monthly payments to the pension schemes.

TEC HNICAL TALK

STARTING FROM THE NEXT
FINANCIAL YEAR, THE
GOVERNMENT NOW WANTS
TO ALLOW DOCTORS TO SET
THEIR LEVEL OF PENSION
ACCRUALS THEMSELVES AT
THE START OF EACH YEAR
The consequences of the taxpayer's mistake were serious. The
payments made totaled £7,000 but his tax loss (resulting from the
reduction in his LTA) was estimated at £50,000.
The FTT said: "This is clearly a totally disproportionate loss of tax,
and the question I must ask is: if Mr Hymanson had understood the
tax consequences of his making the additional contributions would he
have done so? Undoubtedly the answer must be that he would not.

I therefore find that if Mr Hymanson were to take his case to the
High Court then they would issue an order for rescission of these
additional contributions because of his mistaken belief as to the tax
consequences of the payments.
HMRC initially advised it would appeal through a Second Tier
Tribunal but, according to HM Courts & Tribunal Service’s Upper
Tribunal register (updated May 24), the case has now been withdrawn.
This is a significant climb down by HMRC and its impact may
potentially affect thousands of pension savers. Advisers should note
though that the onus in this particular case was that the tax charge
due was “completely disproportionate” with the benefits he would
had gained.

To discuss the cases covered in this article,
or any other pensions related issues,
please get in touch with the pensions helpdesk on
01484 439126, or at pensions@simplybiz.co.uk
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Your Training and Knowledge
Hub is coming soon.
Packed with videos and training resources
under the four areas of:
• Regulation
• Technical
• Soft Skills
• Exam Support
There will be something here to meet
your training needs and requirements.
As our firms are at the centre of our thinking,
it’s very important that we build a training
and knowledge programme that offers you
exactly what you want, so please find time
to take our training survey which will be
available in the Hub and we will try to
ensure you get what you need the most
to drive your business forward.
Further information will be delivered
direct to your inbox

TEC HNICAL TALK

FINDING
THE PERFECT
PARTNER

Finding the perfect partner can be a tricky
business, especially when you’re looking for
the perfect referral partner, and considering
trusting them with your valuable clients. Of
course, we’d all like to be able to provide
our clients with a complete service, but in
today’s highly-demanding financial services
market, it can seem more like a fairy tale
than a reality.
So, how do you find the perfect referral
partner without having to kiss a lot of frogs
along the way? The answer is simple, let
The SimplyBiz Group do the match-making
for you.
With SimplyRefer, you can be confident
you’re making the perfect match, as every
service offered is through a trusted partner
that has been through the Group’s scrupulous
due diligence programme.
What’s more, our trusted partners offer a
range of expertise from will writing, estate
planning and powers of attorney, to DB
transfers.
Why Onvestor may be the perfect
match
Aside from the care The SimplyBiz Group
has taken to ensure our partners offer a
first-class service, Onvestor make full use of
the technology available to them. In doing
so, they’ve created a smooth, and efficient
process throughout their business which in
turn benefits you and your clients.

From their easy online case submission
process that allows referring adviser to
submit cases, quickly and easily, to their own
internal adoption of technology that allows
their financial advisers to handle high case
volume accurately, while also keeping the
FCA happy – which you can see in their
excellent regulatory record!

WITH
SIMPLYREFER,
YOU CAN BE
CONFIDENT
YOU’RE MAKING
THE PERFECT
MATCH
The experience of working to such scales
means Onvestor know the value of keeping
things simple, yet at the same time meeting
the expectations of partners and clients
which is why, in addition to their full-service
model, they offer two simple models for DBonly work.

And, as if that wasn’t enough, they keep
their pricing model simple yet competitive
while offering real customer value.
All of this means you can be sure their
advisers will work quickly, accurately and
efficiently to deliver the very best pension
advice for your clients.
Of course, embracing technology doesn’t
mean replacing the personal touch of a
qualified and caring adviser. Rather that, it
can enhance the service provided to both
clients and partner firms.

Get your happily ever after with
SimpyRefer For more information
on Onvestor, or any of the
other services offered through
SimplyRefer, please visit the Your
Proposition area of the website
I S S U E 1 1 AU T U M N | 2 7

L AT E R LI F E PL ANNING

CLIENTS AND CARE:
NEW SUPPORT AVAILABLE
As an adviser, you will inevitably come across clients who need
advice on care, either for themselves or a relative.
Care remains a complex area, whether clients are looking for advice
on their options, or they’re at a stage where immediate solutions
are needed. Understandably, many advisers are finding themselves
unable to provide the support and advice needed throughout this
highly complicated and specialised business area.
With this in mind, we have partnered with some of the leading
names in the industry to create a dedicated care programme
designed to provide you with support at every step of the way.

Simply Care Programme
CareBox
Adviser starting point

Adviser Community
Support material and guides
Case studies
CPD

REFER CLIENT FOR
CONSULTATION

JUST & SOLLA vulnerability
training and research

Training & Research

FREE 15 minute cosultation

Information and guidance
• Want to check the current rate of Attendance Allowance?
• Need to read up on how NHS Continuing Health Care works,
and find out how to challenge a decision?
• Looking for ways to support a client whose loved one is
developing dementia?
• Want access to guides on a variety of topics relating to care and
health?
These are all things that don’t constitute regulated financial advice,
but many advisers increasingly need (or want) to help their clients
to navigate the complexity of today’s health and social care systems,
as part of a joined-up approach to their financial planning.
With this in mind, we’ve teamed up with CareBox - a membersonly, technical resource for financial services professionals, advisers
and support staff. It contains tools, information and support on
care-related topics and about the ways to pay for care.
You might be a specialist care adviser, looking to quickly and easily
check for relevant information. Or perhaps you’re new to the care
market and want to develop your knowledge and understanding –
we chose to work with CareBox because its flexibility means that,
whatever your situation, it can help.
If this sounds of interest, you can start a free trial of CareBox
or sign up for full membership (which includes a 10% SimplyBiz
Group discount), right now.

DEEPER SUPPORT
End of service,
refer back to adviser

60 minute guidance
session

Bespoke report

REGULATED ADVICE
End of service,
refer back to adviser

Refer back to adviser

OR
to either advise
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pass to referral partner

CARE REMAINS A COMPLEX
AREA, MANY ADVISERS ARE
FINDING THEMSELVES
UNABLE TO PROVIDE THE
SUPPORT AND ADVICE NEEDED

Training
As part of our wider commitment to ensure advisers have the very
best support when it comes to dealing with clients who may be
vulnerable, we have also partnered with JUST to provide access to
their online training.
The training can be accessed FREE of charge and has been created
in conjunction with SOLLA.
It takes one hour and, if you pass the test, you’ll gain the Certificate
in Older and Vulnerable Consumer Care as evidence of your CPD
and training.

L ATER LIFE PL AN N I N G

Consultation and guidance
The subject of care is complex – what’s available and where can it
be found? Of course, these financial implications are just some of the
questions clients will have.
For many of your clients, the complexity of our social and health
care system means that getting answers to these types of questions
can be difficult, frustrating and stressful. That’s why we’ve partnered
with My Care Consultant.
My Care Consultant is one of the new breed of ‘care navigators’
whose purpose is to help those in need of care, their family, carers or
legal representatives, to find quick, accurate answers to questions that
arise when someone needs care.
My Care Consultant can provide your clients with a free, no
obligation, 15-minute telephone consultation to address some of
these issues.
If needed, My Care Consultant can then provide:
• A 60 minute guidance session in respect of difficulties clients
may be experiencing - £195
• A bespoke care report regarding funding and provision of care
- £345

To contact My Care Consultant phone: (0)20 3290 3110, or email
ask@mycareconsultant.co.uk. Alternatively, you can find out more
by visiting www.mycareconsultant.co.uk
Where regulated advice is required, My Care Consultant will pass
the client back to you.
Referral partners
If the circumstance require regulated advice and you are unable to
provide it, we will be providing you with access to a panel of experts
who are able to provide the advice in this instance. As with all our
referral partners, each will have been thoroughly vetted to ensure that
they can provide the service you and your client needs.

For more details, or to get started,
please visit your Client website
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20/20 VISION
Running an advisory business today can be rather demanding – increased regulatory
pressures, the ever-changing dynamics of clients and of course the role technology plays.
So, with an evolving landscape – how are advisers adapting?
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TEC HNOLOGY IN YOUR BUSI N E S S

Richard Ardron
Marketing Director
The SimplyBiz Group
It seems only yesterday that I was donning my musketeer outfit,
cranking Pulp up on the stereo and, along with a group of friends,
heading out to a house party to welcome in the new millennium.
Some years later, and incredibly the year 2020 is looming large on
the horizon and much has changed in those short 20 years. Regulation
remains a constant, as does trying to find enough hours in the day to
deal with everything, but there have been significant developments
that have and continue to shape our profession.
‘Hi touch – high tech’
I first heard this term when working with our chairman, Ken Davy,
on a presentation we were giving to our partners, and I felt it was
probably the best term I’d heard to date to describe our profession in
2019. Advice continues to play a vital role, but technology has come
a long way and plays a great supporting role to enable that advice.
From an advisory perspective, most advisers, when pushed, would
admit to struggling at times to manage the many new dynamics of
today’s client – that’s manage from a time perspective. This is trying
to meet the different needs of multiple clients, and now their wider
requirements when it comes to engagement and, of course, trying to
ensure that meeting those clients’ needs is economic for both firm
and client.
This has given rise to outsourcing – with advisers now electing to
pass on certain client needs to an external partner. We have seen this
in the area of DB transfers, which of course is an area that many
are unable to advise on, but even those that can are choosing to
outsource, saving time and mitigating risk in the process. Add in
Powers of Attorney, will writing, care planning and others, and you
can see that this trend will only continue.

ADVISERS ARE BUOYANT,
AS USUAL, IF PERHAPS
TRYING TO JUGGLE MORE
THAN EVER BEFORE

In addition, we are seeing a trend of offering transaction elements
via technology. Take for example buildings and contents insurance,
which can be quickly and easily transacted via a quote and buy
facility linked into a firm’s own website. This is true of other areas
– Children’s ISA and even life protection - all designed to offer
consumer choice and to free up an adviser’s time, removing some of
those areas of advice that may simply no longer be economical to do
face-to-face.
So where will technology take us?
It’s a difficult question, but I think it’s fair to say that we will see a
continuation of new opportunities coming to the forefront. The FCA's
sandbox is already seeing a plethora of new solutions coming to market
and, of course, we still have that issue of robo-advice floating around.

ADVICE CONTINUES TO
PLAY A VITAL ROLE, BUT
TECHNOLOGY HAS COME A
LONG WAY AND PLAYS A
GREAT SUPPORTING ROLE

Whilst perhaps robo hasn’t quite penetrated the market as first
indications had suggested, it is coming. For example – it is no
coincidence that Goldman Sacks created and launched Marcus – an
online savings account with no fees, no charges and no advice, paying
1.5% AER, took in loads of investment and then turned around and
invested in Nutmeg – the online investment management service (or
robo-adviser to most).
As we approach 2020 – what can we surmise? Well, I think it’s fair to
say our profession is still going strong. Advisers are buoyant, as usual,
if perhaps trying to juggle more than ever before. Most recognise the
role technology can play and are embracing solutions that help both
front and back of office, as well as those that can enable clients to
interact where relevant and suitable. Many are recognising the time
constraints today’s environment puts on them and are utilising the
wider network of support that is available, whether that’s a support
services company to lighten the regulatory load, or specialists that
can take on advice that is niche, or simply not ‘run of the mill’.
What’s next? Well, probably the widening of intergenerational
wealth advice and providing support and/or advice to the wider
family, and with it, possibly a whole new type of advice for the next
generation. Luckily, our apprenticeship program is designed to train
the next generation of adviser – which is in both terms of bringing
in the next wave of advisers to ensure we can continue to meet
the demand for advice, but also a generation of advisers that will
inevitably also be the next generation of consumer.
In closing, it may be close to 2020 and technology may be taking
over our lives on many levels, but it’s great to see that in this age,
more and more advisers are choosing to come out to events. Events
where they can meet other advisers, can chat through and share ideas,
can hear from others in and around our profession and to take a day
out to just absorb what’s going on. Long may it continue!
Alexa – turn off the lights…
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SIMPLE STEPS TO HELP
PREVENT CYBER-ATTACKS
ON YOUR BUSINESS
Ni c k E a t o c k
Fo u n d e r a n d E x e c u t i v e C h a i r m a n
In t e l l i f l o
Cyber security is something that concerns us all. If you yourself
have not been a victim of a cyber-attack, there is every chance that
you know someone, or a firm, that has. From headline breaches
in cyber security, such as those suffered by Facebook and Uber,
the chain of victims runs all the way from governments and
multinational corporations down to small firms and individuals.
Where there is data there is a threat. Hackers, by stealing or
encrypting your data, can monetise it for their own gain. Simply
by withholding your data from you, they can cause huge disruption
to your business.
Ransomware is one of the most prevalent attacks. In short, hackers
will access files on your system and encrypt them (password protect
them). They will then demand payment of a ransom for the return
of the data.
The hackers are not interested in the data in these instances –
they generally couldn’t care less where your clients are investing
their money, nor what their personal details are. Rather, they are
interested in disrupting your business.
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WHERE THERE IS
DATA, THERE IS A
THREAT
It’s really a kind of cyber torture. They apply the pain and you pay
the price to ease it. And this is a route we have seen some people go
down, out of desperation: pay the ransom and hope for the best.
This, in reality, is one of the worst things that you can do. You
are at the mercy of criminals and displaying a clear weakness
to them. In many cases, the activation key to unlock your data
contains further viruses. You become something of a cash cow
to the criminals and will be repeatedly targeted. This is what
happened to Uber in 2016 – the popular ride-hailing app was
hit by ransomware and attempted to wriggle free from the
tangle by complying with the hacker’s demands for $100,000.

TEC HNOLOGY IN YOUR BUSI N E S S

It is very easy for hackers to identify key personnel at a firm, research
their habits on social media and attempt to pose as them. If your staff
are receiving emails seemingly from your MD requesting their login
details, what are they likely to do at this moment in time?
Ascertaining a firstname.surname@company.com is as straightforward
as it gets, as is posing as that person. Indeed Snapchat, the messaging
app, has the details of over 700 current and former employees
compromised in such fashion in February 2016 – a hacker simply
posed as the company’s CEO and emailed a request for their payroll
details. Snapchat is yet to receive its fine for this.
Given this inherent weakness in every company (human error is
almost entirely unavoidable), it is imperative to take steps to limit
the likelihood of compromised information.

IDENTIFY THE WEAK
SPOTS IN YOUR
BUSINESS. HOW CAN
HACKERS GAIN ACCESS
TO YOUR DATA?

This decision later cost Uber £385,000 in November 2018 when
the ICO fined it in the UK, and $148,000,000 when the US
government and 50 states brought action against it for its failure to
disclose the breach.
As ever, prevention is better than the cure. Once your data has
been hacked or encrypted, your options are pretty limited and you
could be tempted to make a desperate move, just like Uber. So, how
can you prevent the attack?
Full scale prevention is very difficult, but to minimise the
disruption to your business, it is imperative that all of your data
is regularly backed up on a separate server or cloud. That way, in
the event that you do get hacked, you can switch to your back up
servers and resume business – the only loss to you will be the time
taken to do this and to update the backup data.
This is the first step. The next step is identify the weak spots in
your business. How can hackers gain access to your data?
The answer, invariably, is your staff: you are only as strong as your
weakest link. If your staff fall foul of phishing (malicious email)
attempts and give away their login details, then your system can be
compromised.
It is imperative that you train your staff so that they can identify
potentially fraudulent contact points. The enduring popularity of
email as a means of contact between and within firms, makes this
the likeliest point at which you can be attacked.

Beyond training, two-factor authentication is another means of
limiting the impact of individual error. Whilst everyone has to
enter their login credentials and password to access their work
system, two-factor authentication requires the addition of another
security step to satisfy before login is granted. Most banks use this
system, whereby you enter your login details and then have to use
a separate method, such an app on a phone or the carrying of a
separate dongle, to create the further password.
Whilst this is not a silver bullet to your cyber security needs,
it lessens the damage that can be done by staff falling foul of
unscrupulous contact and makes it significantly harder for hackers
to access your system.
So, you should always assume that you’re going to get hacked,
back up your data separately and very regularly, train your staff
to spot the difference between official and fraudulent emails and
support their inherent weakness with two-factor authentication.
That will take you a lot closer to a secure cyber environment and
help you to deal with any breaches as efficiently as possible.

For more information on cyber security and how
financial advice businesses can better protect
themselves, visit Intelliflo.com/cyber-security
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NEW Exit and Acquisition support from

Our Expertise
Your Legacy

Introducing a new service from The SimplyBiz Group
designed to bring exiting and acquiring businesses together.
For a sustainable future for all.

Looking to buy or sell
your business?

We can help get your business ready for sale and
ensure you get the right deal for you and your clients,
or help you to find the right business and ensure
there are no unwanted surprises along the way.

To find out more, visit the Client website

TEC HNOLOGY IN YOUR BUSI N E S S

MAKE YOUR BUSINESS
STAND OUT IN 2020
With so many firms adopting technology to enhance their business and marketing
efficiencies, Adviser First looks at what changes are happening in the marketing
industry and how advisers can take advantage of these opportunities.

We know many of our advisers recognise
the value in marketing their business to
clients and prospects, and look to utilise
digital channels and technology to do this
efficiently.
However, the challenge for advisers
has always been in understanding what
marketing methods to adopt, and finding
the time to plan, execute and compliance
check communications, alongside the daily
demands of running a profitable advice firm.
There is an appetite amongst advisers for
a simple and cost-effective solution to this
problem. We’ve seen our advisers embrace
technology in this area, through the rapid
adoption of SimplySites and then, following
further digital developments in the market,
with NextGen Sites.
While these services remain popular, digital
marketing never sleeps.
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MAKE YOUR BUSINESS STAND OUT IN 2020
CONTINUED...

Changes in the marketing industry

If we look at the digital developments that have happened over the
last ten years, you can see how marketing has been shaped by these
trends. In 2008, social media was still in its infancy and the first iPhone
had just been launched.
What this has given us, from a marketing perspective, is a variety
of new, cost-effective channels with which to share your message to
a broader audience, or a highly targeted audience thanks to the data
behind scenes. You also have real two-way engagement with your
audience that simply doesn’t exist with traditional marketing channels.
Both these developments have been significant in changing consumer
behaviour, in terms of how we research, shop, and interact with brands.
On average, people are now spending 24 hours a week online which
is twice as long as 10 years ago, so having a digital presence for your
firm is vital.
On a more basic level, we’ve seen websites shift towards more
simplistic designs that aid you in finding what you’re looking for. The
focus has switched from how much information is on your site about
you, to the user’s experience and how your design guides them on a
journey through your site to satisfy their needs.

Google has also got smarter in how it ranks websites which dictates
where they sit on its results page, or Search Engine Optimisation
(SEO) as it’s more commonly known. It’s no longer about stuffing
the same keywords in over and over again, and more about building
a website that is easy to use, works well across multiple devices and
maintaining that site with information that will be valuable to your
intended audience.
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When it comes to digital marketing, ‘content is King’. It’s a phrase
that constantly gets passed around the marketing sphere after Bill
Gates, founder of Microsoft, penned an article under the same title
way back in 1996. Of course, he wasn’t wrong.
In his article, Gates also states that there is an opportunity for
businesses to supply information or entertainment and that no
company is too small to participate. Again, he’s not wrong.
Take your marketing to the next level

We already provide you with an online marketing store, where you
can personalise and purchase a range of communication materials and
access SimplySites which offers professional compliant websites at
affordable rates.
But this autumn, we’ll be launching a trio of new services to meet the
changing digital marketing landscape.
The Marketing Dashboard

The new Marketing Dashboard, through its easy to use content
management system (CMS), will give you the freedom to create your
own marketing campaigns and, if we host it, manage and update your
website too.
Through the dashboard, you’ll be able to access professionally written,
compliance approved content for use as articles, social media posts
and emails. Using the content, you can create your own integrated
marketing campaign whether you’re trying to maintain contact with
your existing clients or reach out to prospects.
With a few clicks, you’ll be able to upload and publish your chosen
content through a variety of different mediums.

TEC HNOLOGY IN YOUR BUSI N E S S

For many advisers, their website is a ‘shop window’ for their
products or services. Well, think of your news section as more of a
restaurant than a shop window. If you walked past an empty restaurant
at lunch time, you’d question whether or not you should eat there.
If you were browsing someone’s website and their news section was
empty or their ‘latest’ article was years old, you’d question why the site
wasn’t better taken care of (and so would Google).
Your Marketing Dashboard allows you to communicate beyond your
own website meaning you can connect with a wider audience, through
a variety of touch points which will lead back to your firm. You’ll be
able to share the article either through a targeted email marketing
campaign, or with a series of ready to use and pre-approved posts for
social media.
Much of the content will be accompanied by relevant imagery further
enhancing the message. After all, content may be king but a picture is
worth 1,000 words.

We’ve produced hundreds of websites for the adviser community
since launching SimplySites, and now we’re taking that knowledge and
expertise to launch a new service for advisers who need more than a
template, but perhaps aren’t ready for a bespoke website just yet.
We’ve analysed advisers’ websites and established specific elements
they all have in common. We’ve turned these elements, whether they
be banners, contact forms or about us pages, into building blocks.

With these building blocks, we can now offer custom built websites.
The specialist web team will take a brief from you and the designers
will then, using these elements, develop a design that meets your needs
and that is unique to you and your firm. Better still, your site can still
benefit from using the pre-approved services content, news articles and
digital services.
New templates
Custom made for you

Our current SimplySites packages offer you the option of a template
website, with integrated digital tools and calculators, or, for those
advisers who need more from their website, a bespoke option at a
heavily discounted rate.

While we will always rise to meet the challenges facing modern firms,
we don’t want to push advisers using our existing services down a
path that isn’t right for them. For a majority of advisers, the template
websites we offer make perfect sense as they’re a compliant and costeffective solution.
Making sure this service remains valuable to our Clients is important
to us, which is why we’re updating the range of templates we have
on offer. These new templates will better reflect what modern website
design best practice looks like, while still retaining the features you rely
on, such as compliance approval and integrated digital tools.

For more information, please visit
simplymarketingsolutions.co.uk
where you can find information on all of our
communication and website packages
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Compare critical illness
policies on a whole of
market basis...

...in less time than it takes to make a cup of tea
With CIC Compare, available now in Centra and powered by Defaqto, you can reduce
the time and eﬀort you’re currently spending comparing critical illness policies.
Easily compare new and historical critical illness policies,
as well as current and previous versions of products,
and closed plans.

Start using CIC Compare

Defaqto’s unique methodology scores critical illness
policies based on the quality of the cover deﬁnitions and
has 32 scored deﬁnitions, accounting for 98.9% of UK
critical illness claims.

Your ﬁrst licence will be £20 +VAT per month and
£5 +VAT per month for each additional licence.

If you’d like a demonstration on how to use this simple,
time-saving tool, please call us on 0808 124 0000 or
email investmentservices@simplybiz.co.uk

CIC Compare is available as either an optional add-on
to any Centra licence, or as a standalone product.

MORTGAGES, PROTEC TION AN D G I

CHANGING THE
PROTECTION
CONVERSATION
Katya Maclean
Pr o p o s i t i o n D i re c t o r
Guardian Financial Ser vices
Protection is a social good that is undersold in today’s market. Why
do so many people insure their pets and phone, but not themselves?
The answer is because it’s seen as a difficult conversation to have.
Who wants to talk about dying or becoming seriously ill? No-one.
But I believe it’s the job of the industry to educate people about the
risks they face.
To do this we need to change the focus of the conversation. I
think it’s fair to say that for mortgage advisers selling protection,
many of them see it as a necessary evil – something their client
doesn’t want to have but should. Which naturally means the focus
is on price. How can I help my client pay the least for this cover?
But that’s not the right positioning. We need to move the protection
conversation away from price towards a client’s capacity for loss, as
defined by the FCA, combined with their attitude to risk. Think of
it as education. As an industry we need to do much more to inform
clients about the possible downsides they face. What can a person
and their family afford to lose if their health deteriorated or they lost
their life?
They also need help to understand the incidence of key conditions.
Cancer Research UK says that today, one in two people will be
diagnosed with cancer in their lifetime1. That’s a huge statistic. For
advisers, this focus on risk and incidence – which better educates
people about the cover’s value – generates much more meaningful
dialogue based on an individual’s circumstances and what they need
to protect.
What’s more, when the focus is on risk, then it’s clear to see why
quality has such an important role to play. In other words, how
likely is this policy to cover the high incidence conditions and to
pay out? Many customers don’t fully appreciate the likelihood that
they will get a critical illness.
Trust is a factor. The industry does need to do some more work
to rebuild its reputation. But again, this points directly towards the
need for higher quality, rather than lower price. The trend needs to be
towards providing products with fewer exclusions, rather than more.
We need to provide certainty to the customer and their adviser, that
if a client is diagnosed with a condition by their UK Consultant that
they expect to be covered for, their policy will pay out. I think that
once customers understand the value of a higher quality product,
they’re usually very willing to pay a higher price for it.
At Guardian we’re trying hard to help advisers have that ‘capacity
for loss’ conversation knowing that our product will not let
them down. We’ve built it to overcome the common blockers to
selling protection. We give advisers confidence of better customer
outcomes – providing simple definitions with no general exclusions
that give more certainty of payout.

We have also developed our marketing literature to help create
meaningful conversations that support advisers and help deepen their
client relationships. The best conversation hook is to talk through
scenarios, to help customers understand why they need protection
and what type of protection is best for them. To assist with this, we’ve
recently launched our wheel of life marketing campaign.
Finally, once an adviser has helped their client appreciate the
need for protection, we’ve worked hard to make the sales and
underwriting processes as easy and intuitive as possible. Being a
digital business, we’ve been able to build our processes from scratch
using digital technology. Our Qi underwriting tool can quickly give
an indication of underwriting, to save time before making a full
application. Once you’ve moved on to application, the smart form
asks medical questions in the right order.
We believe that the opportunity for protection is huge and, as yet,
largely untapped. Society is changing – people no longer have a
job for life. Longer length of life also means they are more likely to
suffer a critical illness. They need life and critical illness protection
now more than ever. Capacity for loss is the most important factor
– helping customers understand what risk to their livelihood they
can afford to take on. Mortgage advisers are uniquely positioned to
help with this.

Discover more about Guardian and register at
guardian1821.co.uk/advisers
Sources
1 Cancer risk statistics, cancerresearch.org, June 2019
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ASSESSING THE OUTLOOK
FOR THE MORTGAGE MARKET

Martin Reynolds
Chief Executive
SimplyBiz Mortgages
When asked to discuss the state of the mortgage sector, I have
noticed how often our industry cites recent history, in the shape
of the global financial crisis, as the point from which they then set
out their stall to discuss what the markets are actually looking like
now. Whilst living through that period, and the austerity measures
that followed, at the time, it was just something that you got your
head down and battled through. Today, it is a key date of reference
and had me thinking that the mortgage industry now has its own
equivalent of BC and AD in ‘Before Crisis’ and ‘After Crisis’.
After crisis, we have a much different landscape, and I appreciate
that there may have been many IFAs that decided mortgages weren’t
for them, but I’m pleased to report that there is a renewed level
of vibrancy, alongside some interesting technological advances in
the industry, that are attracting new brokers into the industry and
returners from the IFA sector. Since 2008, but in fact probably more
like 2012, the markets have significantly reinvented themselves and
are now able to offer brokers a wide range of options; so much so,
as my team will tell you, it takes a bit of commitment to stay abreast
of the variety of product options and applicable criteria.
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So to the markets. With Brexit still in the balance, and now
discussion about a snap election, the markets continue to do what
they do best, whilst erring slightly on the side of caution. We are an
island with a nation that has a preference towards the purchase of
its own property on average, so demand as that nation increases in
size, and the more we choose to live singly, will only ever increase.
There are some particularly good deals out there if purchasers are
able to meet the criteria requirements, and even those with complex
requirements can now be catered for quickly and easily.
At the start of the year, I said that I thought there was going to be
a busy winter into spring and then the year would plateau a little.
That was before the Brexit withdrawal dates moved, but the best way
to describe the market now, as we sit here after the summer, is that
it’s moving nicely but not pulling up trees. As a business positive,
house-price inflation has dropped across the UK, with the exception
of the odd pocket, where overall the biggest dip is being felt in
London1, and yet it’s still the North of England, Scotland and Wales
which continues to feel the effects of the crisis some 12 years later2.

MORTGAGES, PROTEC TION AN D G I

London on the other hand, has demonstrated significant growth
during that period, which some put down to foreign investors. Buyto-let has had its peaks and troughs, not helped by the change in
tax treatment which demonstrated a sharp decline over a period
in 2016/17. Movers continue to strengthen and, interestingly,
it’s the first time buyers that are bucking the trend and after a
serious dip in 2008, are now back to where they were pre-crisis.
Cash buyers have been strong since 2012, but we are now starting
to see that ebb away a little into the traditional borrowing areas3.
The 26 year-old of 2007, has now become the 34 year-old of 2017,
demonstrating that home ownership over the period post-crisis has
hit our younger buyers significantly and those first-time buyers now
sit in a much older range4. Affordability is still a key factor, where
Greater London is showing significant strength, but that’s not
necessarily the case for purchasers in Wales, the north of England,
Scotland or Northern Ireland.
Looking ahead, our labour markets have exceeded expectations in
recent years, with the unemployment rate continuing to fall. This
is seeing the rise once again of dual-income households, but the
question is - Can this continue into an uncertain future? Only time
will tell, but the combination of a housing market that is a little
subdued but moving slowly, plus a number of mortgage products
available at good low rates for up to 5 years, and in some cases
longer, can only help. Mortgage lending it seems is a resilient beast
and defies a number of survey results that have wanted to take the
approach of stagnation in certain areas. Gross mortgage advances
continue to roll on, although the concern regarding affordability is
still a significant factor in certain areas.

SEE IF THOSE SMALL
CHILDREN YOU USED TO SEE
AT YOUR CLIENTS’ HOMES
HAVE NOW REACHED
THE STAGE THAT THEY
COULD ALSO LOOKING FOR
MORTGAGE ADVICE?
House prices are still one quarter below their pre-crisis peak
of £357bn, but sit comfortably at £268bn as of 20185. Housing
demand was stifled a little by prudential regulation requiring
stricter underwriting and the aforementioned affordability testing
of borrowers. Santander has recently come forward and stated
that given tighter credit conditions and ongoing affordability
constraints, it is unlikely that the demand for housing will increase
substantially over the next 12 months6.
I mentioned earlier that there are some good longer-term deals
available for consumers meeting criteria – but this has to be
balanced against the business restriction seen in the inability to
turn over the brokers’ mortgage databank. Re-mortgaging, which
has traditionally been after a two-year period, now sees the ability
to earn additional introductory income moving to a longer five-year
window which can have a significant impact on a broker’s back book
earnings potential. The rise once more of the five-year rate started
in late 2014 – so it is only now that some of those deals are coming
to an end and out of any applicable penalties. These longer-term
fixed rates certainly seem to be here to stay for a short while yet.

Given the detail surrounding the rise of the first-time buyer,
perhaps there is opportunity in looking to your client bank to see
if those small children you used to see at your clients’ homes have
now reached the stage that they could also looking for mortgage
advice? Interestingly, it is the first-time buyer that is most certainly
propping up our markets at present. Buy-to-let still represents an
opportunity, it’s just not as lucrative as it was previously, but in
a market of small investment returns, on the Great British isles,
there really is nothing safer than houses from a return perspective.
Government schemes have had a positive impact and with Help
to Buy with us now until 2023, this will underpin the first timer
activity even further.

THE MORTGAGE INDUSTRY
NOW HAS ITS OWN
EQUIVALENT OF BC AND
AD IN ‘BEFORE CRISIS’
AND ‘AFTER CRISIS’
I would urge brokers seeing a slowdown in the ability to revisit
their mortgage back book to look to diversify and bring in other
supporting services from which they can take a regular foundation
income. General Insurance is still a significant opportunity, as are
the many protection products and other supporting services, such
as conveyancing and surveying services, all of which earn a none
too shabby return in return for a quick call or a very short form
needing completion. The route to success for brokers, in my eyes,
is also to embrace technology which will support the leg work
and allow you to use the time saved in presenting your confident
friendly face to the client, as it’s only in conversation that additional
opportunity arises.
As a mortgage club, we pride ourselves on the provision of choice,
and therefore the lenders we choose to invite on to our panel
have to offer our brokers something extra. To support the sheer
variety, we stage events that even pitch banks, building societies and
centralised lenders into a presentation scenario that demonstrates
the way their service could best meet a brokers’ client needs. The
outcome of those events has proved to be very interesting, and you
can find the dates of the next round on page 43.
In recent months, we have been introducing more technology
deals, the most recent being 360 Lifecycle to support back office
capabilities, alongside three mortgage sourcing options available to
meet your needs. We have a strong business development team keen
to work with you, backed up by our desk-based team, available to
provide telephone support regarding lenders and criteria, GI and
protection. Whether you already have a mortgage arm or you are
looking to expand into this area, they will be more than happy to
take the time to support you whenever you need it.

Just call them on 01484 439160 or email
mortgages@simplybiz.co.uk
Scoures
1 Bank of England 2 & 3 Nationwide 4 ONS 5 Santander
6 Frances Haque Chief Economist Santander.
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Only bricks
and mortality?
Our new Mortgage Plan protects
more than just your clients’ lives.
The Mortgage Plan is now available with Serious
Illness Cover Protector, which covers more
conditions than any other insurer* and pays out
at 100% for 77 of the most severe conditions.
And with our Healthy Living Programme,
your clients can be rewarded from day one.
One quick and easy application means your client
can be covered in minutes.
Change the conversation with our new
Mortgage Plan.

adviser.vitality.co.uk/mortgage

POSITIVELY DIFFERENT LIFE INSURANCE

T&Cs apply. VitalityLife is a trading name of Vitality Corporate Services Limited and is authorised and regulated by the Financial Conduct Authority.

*Defaqto verified Competitor Comparisons, Sep 2018.
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UNWISE TO CHASE THE
RALLY IN EUROPEAN
EQUITIES

Richard Larner
He a d o f R e s e a r c h
Brooks MacDonald
Although the eurozone economy is struggling, European assets
have performed strongly in recent weeks, as policymakers at the
European Central Bank (ECB) have made it clear that they are ready
to implement another round of monetary stimulus. Nevertheless,
we remain pessimistic about the eurozone economy’s prospects, and
sceptical of the ECB’s ability to stimulate growth.
The eurozone’s manufacturing sector is in recession, having been
squeezed by declining Chinese demand and with sentiment damaged
by Brexit and the threat of US tariffs against European automobile
manufacturers. Household consumption has held up slightly better,
helped by rising employment, and the service sector of the economy
is still expanding. However, we are concerned that weakness in
manufacturing will persist, with forward-looking measures of
manufacturing activity still weak, and eventually spill over into domestic
consumption. This could cause the economy to enter a vicious circle of
negative growth and rising debt; indeed, recent economic data suggest
this may already be occurring.
With inflation also having slowed, this economic weakness coerced
the ECB to announce that it was planning to implement further
monetary stimulus. Specifically, this could involve more rate cuts and
a resumption of its outright monetary transactions policy (quantitative
easing). It is likely that these would be accompanied by policies to
protect the region’s stricken banking sector, such as tiered central bank
deposit rates.
We appreciate that the shift towards a more supportive policy will
boost investor sentiment in the short term, but we are also cognisant
that there will be hurdles to overcome in terms of implementation.
Furthermore, there are questions over the efficacy of further stimulus at
a time when policy is already highly accommodative. European interest
rates are already very low, and this makes it difficult for banks to profit
from their traditional business of borrowing and lending; as such, the
financial system remains weak and its ability to facilitate credit creation
is reduced. At the same time, debt levels are high and credit demand
is subdued, particularly in countries such as Italy and Greece. As a
result, the economic effectiveness of lowering interest rates further into
negative territory is likely to be limited.

Meanwhile, the amount of additional quantitative easing that
the ECB can undertake is limited by legal restrictions over its total
ownership of individual nations’ debt. Although policymakers have
indicated that these are not set in stone, politicians in certain countries
have previously been rigid in asserting that the ECB is not able to
undertake quantitative easing simply to facilitate spending by the
region’s underlying country governments. Furthermore, quantitative
easing is seen by many as a policy that simply boosts asset prices for the
benefit of the wealthy and the rise of populist political parties is likely
to increase opposition to the controversial policy’s use.
Overall, structural headwinds continue to undermine Europe’s growth
and the region is increasingly becoming a growth taker, dependent on
external factors rather than the strength of internal demand. At the
same time, fiscal integration is looking increasingly unlikely; instead
we see scope for political risk to increase if growth slows further,
particularly in Italy, where the populist coalition government is
troubling EU policymakers with regards to its fiscal spending. This
could even cause investors to question the euro currency bloc’s ongoing
sustainability, with repercussions similar to those seen during the debt
crisis of 2010-2012.

Find out more about our discretionary investment
services at www.brooksmacdonald.com/services/
investment-management
Important information
This document is intended for professional advisers only and should not be relied upon by
any persons who do not have professional experience in matters relating to investments. The
value of your investments and the income from them may go down as well as up and neither is
guaranteed. Investors could get back less than they invested. Changes in exchange rates may have
an adverse effect on the value of an investment. Changes in interest rates may also impact the
value of fixed income investments. The value of your investment may be impacted if the issuers
of underlying fixed income holdings default, or market perceptions of their credit risk change.
There are additional risks associated with investments in emerging or developing markets.
The information in this document does not constitute advice or a recommendation and
investment decisions should not be made on the basis of it. This document is for the information
of the recipient only and should not be reproduced, copied or made available to others. Brooks
Macdonald is a trading name of Brooks Macdonald Group plc used by various companies in
the Brooks Macdonald group of companies. Brooks Macdonald Asset Management Limited
is authorised and regulated by the Financial Conduct Authority. Registered in England No
03417519. Registered office: 72 Welbeck Street London W1G 0AY. More information about the
Brooks Macdonald Group can be found at www.brooksmacdonald.com.
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Precision.
Performance.
Perfection.
At Verbatim, we are dedicated to perfecting the
art of investing. We have spent years refining
our skills, to design and deliver exceptional
multi-asset investment solutions that are finetuned for consistent performance.

For more information visit:
www.verbatimassetmanagement.co.uk
or call: 0808 12 40 007
For intermediaries only
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POOR PRODUCTIVITY
GROWTH

The team at Pyrford investigate the disappointing levels of productivity growth around the world.

Productivity growth throughout the world continues to disappoint.
The chart below compares the experience since 2014 with various prior
periods. In every case it is significantly inferior to the “glory years” of
1995-2005 – and this is despite the trillions of dollars thrown at the
world economy by central banks since 2009 and the record low level
of interest rates. Clearly something is not right. If productivity growth
in most advanced economies continues at an annual rate averaging
around 0.5%, the overall level of real output growth (GDP) will
struggle to average more than 1% on an annual basis.

Poor productivity growth leads to poor (or no) real wage growth and
social unrest. The chart below looks at real compensation per hour
since 2010 in a range of countries.
Growth in real average compensation per hour
(employees)
Percentage change at annual rate

Productivity growth in selected advanced economies
since 1995
GDP per hour worked, percentage change at annual rate

Italian productivity growth is particularly disappointing. Even between
1995 and 2000 it averaged only 1%. Between 2005 and 2010 it was
negative and since 2014 has settled at zero. Little wonder that Italian
politics is in turmoil (although, to be fair, that applies to most countries)
and there remain serious initiatives to emulate the UK and extract the
country from the European Union (and thence the eurozone).
Growth in productivity requires steady growth in efficiently
employed capital investment – something that has been in short supply
since the financial crisis. Cheap and plentiful money hasn’t worked.
Confidence to make long-term investment decisions is absent. Setting
an official interest rate at zero – or even less – hardly sends a positive
and confident message to the key decision-makers in the private sector.
What these low or non-existent interest rates have done is entrench
vast numbers of “zombie firms” – diverting vital resources from more
efficient companies. The Bank for International Settlements has
calculated that zombie firms make up 12% of listed companies in the
advanced economies – a staggering figure and an indictment of the
economic policies that have brought it about. Ultimately the system
only works at close to its efficient best if capital is effectively allocated.
We are clearly a long way from that ideal.

The dismal performance of Greece, Spain, Portugal, Ireland and Italy
is no surprise. All boosted wages to uncompetitive levels prior to the
financial crisis whilst bathed in the warm glow of the early years of the
eurozone, but they are now paying the price. The UK has also been
dismal, although there have been some signs of life in real wages in
recent times. Australia is suffering from the end of the China-induced
mining boom and the associated collapse in capital investment. Japan
has had poor productivity growth for years and our research indicates
real wages have been declining since the mid-1990s.
The Central and Eastern European countries with relatively attractive
rates of productivity growth are playing catch-up. The OECD recently
commented: “…countries that have been able to increase their exportto-GDP ratio over time have also improved their labour productivity
over the same period…participation in global value chains (GVCs) has
contributed to the catch-up process.”
The OECD made an interesting comment in relation to the US,
Canada and the UK: “…the decline [in productivity growth] since the
end of the 1990s marked a reversal of growth that coincided with the
IT revolution.”
In our judgement there is no near-term catalyst likely to encourage
long-term capital investment and thence an improvement in
productivity growth. The world appears locked into low or negative
interest rates and probably further bouts of quantitative easing. It may
stimulate financial assets but do little for the so-called real economy.
This leads to ever-growing levels of wealth inequality – and even more
social unrest.

For more information,
visit www.bmogam.com/gb-en/intermediary/
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DRAWDOWN
RETIREES
UNAWARE
THEY CAN VARY
(OR STOP) INCOME
Many people in income drawdown are unaware they can slow the flow
or turn off the taps, with those not receiving advice unsurprisingly most
in the dark.
Hundreds of thousands of investors are unaware they can scale back
or stop withdrawals from their pension funds, putting them at risk of
draining their savings too rapidly.
Some 52% of over-55s taking an income in drawdown do not know
that they can reduce their withdrawals, and 56% are unaware they can
stop them, despite income flexibility being a defining feature of the
arrangement, a YouGov survey for Zurich shows.
The findings are starker for those who do not have a financial adviser:
just 35% of non-advised retirees understand that they can reduce their
drawdown income, compared to 77% of people who are receiving
ongoing advice.
The study of more than 2,000 people who have unlocked their savings
since the 2015 pension reforms, highlighted a critical gap in consumer
awareness, which Zurich estimates could leave half of the 615,000*
people in drawdown exposed if stock markets fall.
If shares tumble, many investors unwittingly risk falling into the
‘pound cost ravaging’ trap where, as stock prices drop, retirees are forced
to sell more investments to achieve the same level of income, depleting
their capital more quickly and reducing its future growth.
Alistair Wilson, head of retail platform strategy at Zurich, says:
"Investors are making complex choices in drawdown without fully
understanding how it works.
"There is a critical gap in consumer awareness, which could mean
many of those without a relationship with a financial adviser face poorer
outcomes in retirement."

The income 'brakes'

Investors taking a fixed level of income in drawdown could struggle to
sustain their pots throughout retirement.
"Drawdown gives people the flexibility to shift their income up or down
as their spending needs change, or markets fluctuate, yet a staggering
proportion of people are seemingly in the dark over the control they
have," says Alistair.
"If investment returns come to a sudden halt, savers need to be prepared
to step on the income brakes. People who are unaware they can slow
down or stop their withdrawals could seriously damage their savings and
deplete their pots too soon."
Savers can protect their portfolio by holding up to two years' living
expenses in cash, which reduces the need to sell investments when the
value of investments is falling, giving them a chance to ride out shortterm bumps in the stock market.
Alternatively, limiting withdrawals to the natural income from shares or
bonds leaves the underlying investment intact, giving it a better chance
to regain lost ground when markets recover.

To find out more, contact your Zurich consultant on
08085 546 546 or visit www.zurichintermediary.co.uk
Zurich may record or monitor calls to improve our service
*FCA Retirement Income Data Bulletin September 2018 shows 435,769 people took out
drawdown between April 2016 and March 2018. If numbers grew at the same pace as October
2017 to March 2018 (90,504), Zurich estimates the population in drawdown would have
increased by 181,008 between April 2018 and March 2019, resulting in 616,700 people in
drawdown. See: www.fca.org.uk/publication/data/data-bulletin-issue-14.pdf
For use by professional financial advisers only. No other person should rely on, or act on
any information in this document when making an investment decision. This has not been
approved for use with clients. Zurich is a trading name of Sterling ISA Managers Limited.
Registered in England and Wales under company number 02395416. Registered Office: The
Grange, Bishops Cleeve, Cheltenham, GL52 8XX.
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SETTING STRATEGIC ASSET
ALLOCATIONS: THE SIMPLYBIZ
GROUP PROCESS
In April , The SimplyBiz Group appointed Hymans Robertson as its asset allocation provider. Adviser
First spoke to Hymans Robertson's Senior Investments Consultant, William Chan, and asked
him to outline the process adopted for setting Strategic Asset Allocations (SAAs) for the Group, in
conjunction with Hymans Robertson.
Some of the traditional features of an SAA process
remain

In establishing the SAAs, we use a combination of quantitative
inputs, economic models and optimisation based upon stochastic
analysis and qualitative overview:
• Well documented and evidence-based techniques that account
for both historical evidence and forward-looking analysis are
used on the quantitative side.
• Pragmatic and qualitative oversight are also required, calling
on an understanding of any model limitations, a deep
understanding of the underlying asset classes involved, and the
practical considerations surrounding the investible universe and
access for retail investors.
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Ultimately, selection of the appropriate SAA will require some
information on an investor’s objectives – this is usually framed through
a combination of required return, tolerance for risk over the period
of investment, and the need for income or simply a focus on growth.
A more robust process to assessing risk tolerance across
different risk profiles

In designing an SAA process, combining the above features with
typical investment risk and return objectives will often lead to a
‘mean variance optimisation’ approach that also considers the time
horizons of the underlying investors. Such an approach will have the
following drawbacks:
• Volatility is not necessarily the best, or only, metric to assess risk
tolerance across all risk profiles
• Mean variance optimisation does not capture the risk of not
achieving your return objectives

INVESTM E N TS

Generating The SimplyBiz Group’s SAAs

The above metrics are used to form a proprietary multi-dimensional
scorecard for each SimplyBiz Group risk profile. This is in contrast to
the traditional two-dimensional approach: maximising expected return
subject to a given level of volatility. In addition to volatility, the main
principles used in designing the scorecard are:
• higher risk profiles have more weight placed on maximising
expected return, but with as much predictability in the return as
possible
• lower risk profiles are focused on reducing drawdown and avoiding
significantly adverse outcomes alongside reducing volatility
The scorecard weights are then combined with a number of practical
constraints and used to rank 50,000 simulated portfolios produced by
Hymans Robertson, in conjunction with Hymans’ Economic Scenario
Generator.
Developing ‘smarter’ benchmarks in equities

Therefore, in addition to the standard expected return and volatility
metrics used in traditional optimisation, we have developed and
incorporated a range of metrics that are used to assess risk across different
strategic asset allocations. The metrics are set out in the table below:
Metric

Description

Volatility

This is the primary risk metric used to
segment portfolios across risk ratings

Expected
return

This is the primary return metric used
within an optimisation process

Drawdown

Peak-to-trough return during a 10-year period

Probability
of a real
return

The probability that the portfolio value
is preserved over 10 years after
allowing for inflation

“How bad
can it get?”*

The average of the worst 25% of portfolio
returns over 10 years

“How bad
can it get?”**

The average of the worst 5% of portfolio
returns over 10 years

Expected
return
estimation
uncertainty

The degree of uncertainty associated with the
source of return for each asset class or
strategic allocation. For example, contractual
bond coupons can be viewed as a more
predictable source of expected return
relative to stock price appreciation

The choice of building blocks or neutral benchmarks used within
SAAs may be less important that the SAA itself, but it is still very
important, and can add value. Traditional equity allocations assume
equities are benchmarked to a market cap weighted index – this
index assigns higher weights to the larger stocks measured by market
capitalisation.
A range of ‘factor-based’ or ‘smart beta’ solutions and products has
grown over the past decade, providing an alternative to these traditional
market cap-based investment approaches. Equity factor investing is a
systematic, rules-based alternative indexation approach, where stocks
are selected based on a series of metrics, rather than just how large
they are compared to other stocks in the same universe. There are a
number of factors that have been identified in academic research as
being significant drivers of market returns over the long-term, and can
be used to deliver higher risk-adjusted returns.
However, as the performance of these individual factors is difficult
to predict over the short and medium term, a multi-factor approach
can be a more robust solution than just adopting a single factor bias.
With advice from and research conducted by Hymans Robertson, The
SimplyBiz Group has partnered with FTSE to launch two multifactor
equity indices, that will be adopted within the US and UK equity
allocations in deriving the SAAs for each risk profile. The multi-factor
indices are based upon a blend of value, quality and low volatility
factors.
In summary, this process generates optimal and implementable SAAs
for given individual risk profiles (1 to 10) that can be used within the
advice process.

* 75% 10-year Tail VaR (Value at Risk)
** 95% 10-year Tail VaR (Value at Risk)

To find out more about The SimplyBiz Group’s
Strategic Asset Allocation process, please visit the
SimplyBiz Investment Services area of the website
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Centra User Guide

One system – your advice

A guide to Centra
Centra is a market leading, end-to-end financial planning, research and reporting tool. Designed by, and
developed with, advisers, Centra is that engine that powers your firm’s CIP, driving you to be more efficient,
and offers real time-savings by integrating planning, research and reporting into one easy-to-use tool.

About this manual
To ensure you get the most out of your new Centra system, we’ve created this user guide which includes
a detailed overview of all the key features of this whole of market tool.

a. Planning tools

d. Service and support

Powerful goal-based financial
planning tools at your fingertips,
supported by a process designed
and approved by our compliance
team. You’ll have access to three
risk profilers, capacity for loss and
retirement modelling.

A dedicated team at your disposal
will help you implement Centra
seamlessly into your business.
You’ll have access to our helpdesk,
face-to-face training, and ondemand, or live, webinars,
as well as a range of online
resources and guides which
are constantly being renewed.

b. Centralised
investment process

e. Integrated
research

Choose from a complete
CIP, designed and delivered
by SimplyBiz Investment
Services, or our experts will
build your own CIP for you.
If you don’t have a CIP, our
consultancy team can help
you build and implement your
own.

You’re in control with three
way integrated fund, tax
wrapper and product
research. You can start with
your fund research first, or
your product or your platform.

f. Suitability reports

c. Investment committee

Seamlessy link your planning and research
to our integrated suitability reporting.
All our reports are designed to be clear
with detailed charts and summaries, provide
a clear audit trail and, for even greater
time-saving efficiencies, link with Intelliflo
back office.

The complete centralised investment
process is backed by an independent
investment committee. These leading
industry experts meet regularly to review
and assess investments, performance of
funds and models.

Inner workings of Centra CIC-Comparing
the whole of market
CIC Compare
Compare critical
illness policies on a
whole of market basis
in under five minutes
with CIC Compare.
This easy-to-use tool
is the newest addition
to Centra and includes
32 scored definitions
that account for 98.9%
of UK critical illness
claims.

WARNING
Implementing Centra into
your business may result in
increased efficiencies, real
time-savings and more robust
business processes thanks
to its integrated research,
planning and reporting tools.

For more information
If anything is this guide is unclear,
please contact SimplyBiz Investment
Services who will be happy to discuss
your Centra needs and update our
guide as appropriate.
Call on 0808 124 0000 or email at
investmentservices@simplybiz.co.uk
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WHOSE INCOME IS IT ANYWAY?
Ne i l M a c L e o d
Te c h n i c a l S p e c i a l i s t
Pr u d e n t i a l
Taxation of trust income is not straightforward. Depending on the
beneficiary’s interest in the trust, how assets are distributed, and the
residence of the parties involved, the tax liability can either fall on the
settlor, trustees or the beneficiary. Because of this (and the fact Scotland
now has its own rates for non-savings, non-dividend income) there
are 11 potential rates of tax that could ultimately apply to the income
generated from trust investments (0%, 7.5%, 19%, 20%, 21%,
32.5%, 38.1%, 40%, 41%, 45%, 46%).
When recommending an investment strategy for trustees, it’s important
therefore to understand who will be taxed and in what circumstances.
Bare Trust income

A Bare or Absolute Trust is not technically a settlement. From an
income tax point of view, you normally ‘look through’ the trust,
and income is assessed on the beneficiary in the tax year it arises.
It is the beneficiary’s responsibility to complete a tax return for tax
due. Savings income can be offset against the individual’s personal
allowance, Personal Savings Allowance or starting rate for savings,
and dividend income against the dividend allowance. Other income,
such as rental income, can be covered by the personal allowance, but
then subject to UK or Scottish tax rates as appropriate.
There are occasions when it’s not that simple. For example, where
the beneficiary of a Bare Trust is a minor, unmarried child of the
settlor and income from the trust exceeds £100, then the full amount
is deemed to be income of the settlor and assessed against them. In
this case, the settlor will need to complete a tax return. When assessing
the £100 limit, you must take account of income arising on all gifts
between that parent and the child. This rule only applies to parents,
so does not affect gifts made by grandparents to grandchildren.
Discretionary Trust income

A Discretionary Trust has a standard rate band (SRB), in which
dividend income is taxed at 7.5% and other income at 20%. The
SRB is normally £1,000, however, where the settlor has set up more
than one discretionary trust, this is split between the trusts, subject
to a minimum of £200 per trust. Dividends in excess of the SRB are
taxed at 38.1% tax and other income at 45%.
When income is distributed to beneficiaries, it is classed as ‘trust
income’, rather than the dividend or savings income from which it
derived. This means allowances that apply to these types of income are
not available to reduce the individual’s tax liability. Where trust income
exceeds the personal allowance, it will be taxed at the UK or Scottish
rates applicable to non-savings, non-dividend income.
Trust income comes with a tax credit of 45%. This means the trustees
need to pay additional tax to HMRC on distributed income, so that
45% tax has actually been paid to satisfy the tax credit, e.g. if the
trustees receive dividend income of £100, they need to pay £45 to
HMRC on the distributed income. The beneficiary can reclaim the
difference between their own tax liability and tax paid by the trustees.
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The trustees need to complete a tax return each year if there is income
generated by the trust, as do any beneficiaries who receive income from
the trust. The trustees also need to register the trust on HMRC’s Trust
Register and keep a record of tax paid by the trust, which is known as
the ‘tax pool’.

WHILE NO ONE CAN SEE
INTO THE FUTURE, IT’S
IMPORTANT TO LOOK
FORWARD AND CONSIDER
WHO WILL ULTIMATELY
SUFFER THE TAX
Interest in Possession (IIP) Trust income

Trustees of an IIP Trust pay basic rate tax on all income received by
the trust (7.5% on dividends and 20% on other income), however the
beneficiary with the IIP is also assessed on the income in the tax year
it arises.
Income from an IIP trust retains its character as dividend or savings
income, so can be offset against the beneficiary’s various nil rate
allowances. Credit is given for the tax already paid by the trustees, and
the beneficiary can reclaim tax paid if their liability is less than this, or
pay more if it’s higher. Both the trustees and the beneficiary will need
to complete a tax return in the year income arises.
It is possible for the trustees of an IIP trust to ‘mandate’ income directly
to the IIP beneficiary, in which case the trustees do not have to complete
a tax return or pay any tax, and the beneficiary is assessed directly.
Insurance Bonds - Chargeable event gains

In a Bare Trust, the rules which apply to chargeable gains are aligned
with those for other types of income received by the trust.
Chargeable gains occurring within discretionary and IIP trusts, while
the settlor is UK resident and alive, or in the tax year of their death, are
assessed on the settlor.
As chargeable event gains are savings income, where they are assessed
on a settlor or beneficiary, they can make use of the personal allowance
and savings allowances to reduce the tax payable. Top slicing relief may
also apply to help mitigate higher or additional rate tax.
If the settlor of a discretionary or IIP Trust died in a previous tax year
or is not UK resident, the gain is assessed at the trustee rates applicable
to non-dividend income (assuming the trust is UK resident). Top
slicing relief is not available for trustees and there is no tax credit for
beneficiaries receiving the proceeds of the bond encashment.
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Where the gain falls on the trustees, but they are not UK resident,
HMRC assess the beneficiary who receives the proceeds of the bond.
The beneficiary is not entitled to top slicing relief in these circumstances.
If the beneficiary is not UK resident, HMRC will assess them if they
become UK resident in the future.
It is not uncommon for the trustees of a trust to assign out segments
of a bond to a beneficiary prior to encashment. If a policy is assigned
to a beneficiary who later encashes, it is the beneficiary who will be
assessed on the gain, so knowledge of their tax position is essential.

Summary

As you can see, there are various permutations for how income
generated by trust property will be taxed. Trustees have a duty to take tax
considerations into account, so, for advisers, it is imperative not only to
know how the trust itself is taxed, but to also understand the tax position
of the settlor and beneficiaries. While no one can see into the future, it’s
important to look forward and consider when the tax points will arise,
and who will ultimately suffer the tax.

Settlor interested trusts

Another point to note is that where the settlor or settlor’s spouse
is a potential beneficiary of a discretionary or IIP Trust, the trust is
classed as ‘settlor interested’. This means that income is assessed on the
settlor personally rather than the normal rules applying. The trustees
will pay tax and prepare a tax return as normal (since they receive the
income). In addition, the trust income will be entered on the settlor’s
tax return, as it arises, with the settlor setting off the tax paid by the
trustees. Depending on circumstances, the settlor may have more tax
to pay, or receive a refund.

For more information, please contact your
dedicated Prudential Account Manager
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WHAT IS THE DIFFERENCE
BETWEEN A DISTRIBUTION
AND A DIVIDEND
FROM A
COLLECTIVE
FUND?

A n d y Wo o l l o n
We a l t h S p e c i a l i s t
Zurich
Yes, it is something of a trick question: a dividend would be a
distribution, but the opposite is not necessarily the case. Payments of
income (distributions) from collective funds can take different forms,
depending upon the underlying structure of the fund.
The same is true for the income automatically reinvested in the
accumulation units or shares of funds. Generally speaking, there
are three categories of distributions that matter to retail investors
in UK authorised funds: interest, dividends, and property income
distributions (PIDs).
Investors need to be aware of the distinction in a world where the
tax treatment of interest, dividend and property income has become
increasingly differentiated, e.g. as a result of the introduction of the
dividend allowance and personal savings allowance.
Whether income is accumulated (such as in 'acc' shares/units) or
distributed (in 'inc' shares/units), it remains taxable subject to the
different rules for the class of income. Not surprisingly, the existence of
three distinct income classes opens up some tax planning opportunities,
but also creates pitfalls for the unwary. To see both, it is first necessary to
understand the different income streams:

When the 60% rule was set, interest rates were much higher than they
are today. At the time a fund with 60%+ in fixed interest almost certainly
received the bulk of its income from interest-paying securities. In today's
world, that may not be true - the UK equity market average yield is
about 4.2% while UK government bonds yield under 2%.
In practice the funds most likely to be watching the 60% threshold
with care are those in the IA Mixed Investment 20%-60% Shares sector.

Funds making interest distributions

Most directly invested property funds now operate as PAIFs, having
changed from being dividend paying funds (which had meant a 20%
corporation tax charge on rental income). A PAIF distribution potentially
has three elements, reflecting the various assets it may hold:
1. Property income distribution (PID), paid out of rental income,
normally with reclaimable basic rate tax withheld. Real estate
investment trusts (REITS) also pay PIDs. Unfortunately, PIDs
cannot be set against the £1,000 property allowance;
2. Dividends (typically from property companies); and
3. Interest, which is paid without deduction of tax.

There has long been a fairly simple rule determining whether a fund
is paying its investors (or accumulating on their behalf) interest or
dividends. If a fund - OEIC or unit trust - holds more than 60% in
cash (other than pending investment), fixed interest securities or related
investments (such as derivatives) throughout a distribution period, then
its distribution is classed as interest.
Since 2017/18 such distributions have been made without deduction
of tax, a corollary of the introduction of the personal savings allowance
in 2016/17. Accumulations are also made gross.
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Funds paying dividend distributions

With the exception of property authorised investment funds (PAIFs
- see below), if a fund does not meet the 60% test, it will be a dividend
paying fund.
While UK and overseas dividends pass through such a fund with no
UK tax charge, any interest or other income received is subject to a
special rate of corporation tax set equal to basic rate tax (20%).
In practice, as expenses can be set against income, the amount of tax
levied is likely to be close to (or at) zero unless the fund is an equity/bond
fund with fixed interest content near the 40% ceiling.
Property funds

INVESTM E N TS

Some property fund managers offer feeder funds which are 100%
invested in their PAIFs, but do not themselves count as PAIFs and are
thus taxed as dividend-paying funds. As a result, the rental income is
subject to 20% corporation tax within the fund.
The planning points that emerge from these classes of distribution can
be surprising:

Turning PIDs into dividends

Turning interest into dividends

ISAs and pensions

A higher rate taxpayer has only a £500 personal savings allowance
and faces 40% tax on interest above that level. If the taxpayer has any
dividend allowance available, tax can be saved by using an equity/bond
(mixed) dividend-paying fund, rather than holding separate equity and
bond funds, as the following example shows...
Interest into dividends: An example

James is a higher rate taxpayer with no remaining personal savings
allowance, but £1,000 of unused dividend allowance. He wants to invest
£40,000 split equally between global bonds and global equities.
Assuming a 3% yield on bonds and 2% on equities, he can choose
between investing £20,000 in a bond fund and £20,000 in an equity
fund, or £40,000 into a single 50/50 bond/equity mixed fund:
Two separate
funds (£)

50/50 mixed
fund (£)

600

600

Fund corporation tax (20%)

-

(120)

Personal tax (40%)

(240)

0*

Dividend income

400

400

Personal tax

0*

0*

Total net income

760

880

Interest income

* Covered by dividend allowance

Turning dividends into interest

The opposite transformation – from dividend to interest – can also
be achieved by choosing an interest paying mixed fund. This could be
useful in exploiting the personal savings allowance and/or the rarely used
£5,000 0% savings rate band.
Dividends into interest: An example

PIDs are fully taxable as income, not dividends. For higher and
additional rate taxpayers who have some dividend allowance remaining,
using a PAIF feeder fund is better than opting for a pure PAIF as the
effective tax rate will only be 20% (the corporation tax within the fund).
Once the dividend allowance is exhausted, the PAIF is preferable.
Ideally, dividend-paying mixed funds should not be used in tax-exempt
wrappers because any 20% corporation tax levied on interest within the
fund cannot be reclaimed. Interest paying mixed funds are not an issue.
Internal corporation tax point can also be a point to watch on SIPP/
ISA-held property funds: a PAIF feeder fund is best avoided in favour
of the pure PAIF. However, some platforms will only offer the feeder
variant because they are unable to handle the three streams of income
from a PAIF.
Once the allowances and ISAs are exhausted

If there is no savings rate band, dividend allowance or personal savings
allowance left and ISAs have been maximised, then separation of equities
and bonds is the order of the day. Any mixing equities and bonds in a
single fund can add to tax liabilities:
A dividend received via an interest paying fund is subject to personal
tax at the full rate. For a higher rate taxpayer that would mean paying
40% on the dividend instead of 32.5%.
Interest received via a dividend paying fund suffers a 20% corporation
tax within the fund and personal dividend tax on the interest. For a
higher rate taxpayer that would mean an effective tax rate of 46% (100%
- 0.8 x 67.5%) instead of 40%.
Keeping track of income should not be difficult, even though some
investors struggle to see why tax still applies to income they do not
physically receive, because it is accumulated. Platforms typically provide
income statements six monthly and are required to issue consolidated tax
certificates each tax year, which will include accumulated income.
The differing treatments of collective income are not widely understood,
but just because they exist does not mean they must be exploited. As ever,
tax considerations should come at the end of the investment process and
not determine asset mix.
To borrow a familiar phrase, don't let the tax tail - however ornate and
attractive - wag the investment dog.

Jane has a pension income of £12,500 and dividend income of
£2,250. She wants to generate £6,000 of income by investing £200,000
she has just inherited in UK bonds and UK equities, with a two thirds/
one third split.
Assuming a 2.5% yield on UK bonds and 4% on UK equities, that
could mean either investing £133,333 in bond funds and £66,667
in equity funds, or £200,000 into bond/equity funds with the same
investment split:
Two separate
funds (£)

50/50 mixed
fund (£)

Interest income

3333

3333

Personal tax

0*

0*

Dividend income

2667

2667

Personal tax (7.5%)

(200)

0**

Total net income

5800

6000

* Covered by savings rate band
** Covered by balance of savings rate band and personal allowance

To find out more, contact your Zurich consultant on
08085 546 546 or visit www.zurichintermediary.co.uk
Zurich may record or monitor calls to improve our service.
For use by professional financial advisers only. No other person should rely on, or act on
any information in this document when making an investment decision. This has not been
approved for use with clients. Zurich is a trading name of Sterling ISA Managers Limited.
Registered in England and Wales under company number 02395416. Registered Office: The
Grange, Bishops Cleeve, Cheltenham, GL52 8XX.
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Tue 4

Belfast

Wed 5

Edinburgh
Falkirk

Macdonald Inchyra Grange
Durham County Cricket Club

Wellington Park Hotel

Thu 6

Durham

Tue 11

Edinburgh
Falkirk

Edinburgh Marriott

Wed 12

Aberdeen
Aberdeen

Holiday Inn Aberdeen West

Thu 13

Glasgow

Hampden Park, Glasgow

ROUND 4: DATES & VENUES

EVENTS, EVENTS, EVENTS!
AUGUST 2019
Tue 20

Belfast

Wed 21

Edinburgh

Thu 22

Durham

Durham County Cricket Club

Belfast

Hilton Templepatrick

Hilton Templepatrick
Edinburgh Marriott

Our 2019 events schedule has been our busiest yet and
is still
lots to come
between
now and
Tuethere
27
Falkirk
Macdonald
Inchyra Grange
the end of the year.
Wed 28
Aberdeen
Holiday Inn Aberdeen West
We have something for everyone, from investments, to non-mainstream and from mortgages to our
Thu 29
Glasgow
Hampden Park
flagship professional development events, with all of our events aimed at supporting your ongoing
ROUND 5: DATES & VENUES
development and training – plus CPD on top!
OCTOBER 2019

PROFESSIONAL DEVELOPMENT EVENTS

1
X NETue
2019

Edinburgh
Marriott
OCTOBER
- NOVEMBER

Wed 2

Edinburgh

Thu 3

Durham

Durham County Cricket Club

OurTue
PDEs
to gain valuable
insightsInchyra
and knowledge
8 allow you
Falkirk
Macdonald
Grange into
key topics, with presentations from key figures from our provider
Wed 9
Aberdeen
Holiday Inn Aberdeen West
partners, plus our ever popular compliance sessions.
Glasgow

Thu 10

Hampden Park

ROUND 6: DATES & VENUES
NOVEMBER 2019
Tue
19
X NE
2019

Belfast

Hilton Templepatrick

Wed 20

Edinburgh

Thu 21

Durham

Durham County Cricket Club

Edinburgh Marriott

Tue 26

Falkirk

Macdonald Inchyra Grange

Wed 27

Aberdeen

Holiday Inn Aberdeen West

Thu 28

Glasgow

Hampden Park

North London

Holiday Inn London Elstree

September
June
Tuesday 3

SM&CR EVENTS

Wednesday 4

Maidstone

Thursday 5

Southampton

Tuesday 10

Glasgow

OCTOBER

Mercure Maidstone Great Danes Hotel
Botley Park Hotel
Hampden Park

This
training
will demonstrate
the ways you need to put your
Wednesday
11 day Edinburgh
Norton House
understanding
into
practice,
by
diving
intobythe
practicalities
applying
Thursday 12
Aberdeen
DoubleTree
Hilton
Hotel Aberdeenof
Treetops
SM&CR
throughout
your
firm,
and
demonstrate
how
you
can
return
Tuesday 17
Norwich
Dunston Hall
to the
workplace
to
start
that
implementation
and
integration
in
earnest.
Wednesday 18
Essex
Holiday Inn Basildon
The training day will take place over six hours in venues across the UK
Thursday 19
Leicester
Sketchley Grange Hotel & Spa
and provide structured CPD.
Tuesday 24
Durham
Hardwick Hall Hotel
An attendee fee is applicable of £225 + VAT per person.
Wednesday 25

Wakefield

Cedar Court Hotel ( Wakefield)

October
June

SM&CR intensive training days

As the SM&CR deadline approaches, we will be continuing our faceto-face support with a series of intensive training days. During these
events, we will tackle in greater detail many of the questions raised by
advisers, such as the level of detail required by the FCA, reporting of
Conduct Rule breaches, changes within your firm, SM&CR paperwork,
the Directory, the reasons why you need to keep information up-to-date
and, ultimately, how to avoid any FCA administration fees.
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Wednesday 9

Cheltenham

Thursday 10

Wolverhampton

Cheltenham Chase
The Racecourse

Wednesday 23

Exeter

Sandy Park Conference Centre

Thursday 24

Cardiff

The Vale Hotel & Spa Resort

Chester

Chester St David’s

Tuesday 29
Wednesday 30

Blackburn

Astley Bank

Thursday 31

Wetherby

Wetherby Racecourse

November
Tuesday 5
Wednesday 6
Thursday 7

North London
Maidstone
Southampton

Holiday Inn London Elstree
Mercure Maidstone Great Danes Hotel
MacDonald Batley Park Hotel

Wednesday 5
Thursday 6

Exeter
Cornwall

Sandy Park Conference Centre
The Headland Hotel & Spa

Tuesday 11

Leeds

Tuesday 18

Edinburgh

Village Hotel Leeds

Norton House Hotel & Spa

Wednesday 19

Newcastle

Village Hotel Newcastle

Thursday 20

Warrington

Statham Lodge Hotel

Tuesday 25

Newport

Parkway Hotel & Spa

Tuesday 2

Watford

Mercure London Watford A41

Wednesday 3

Croydon

PROFESSIONAL AND PERSONAL DEVELOP ME N T

July

MORTGAGE MEETINGS

Thursday 4

NOVEMBER
- DECEMBER
Croydon Park Hotel

Essex

Holiday Inn Basildon

Village Hotel Nottingham
Our round-table Mortgage Meetings
are always a favourite with
Wednesday
10
Peterborough
Holiday
you, offering something for everyoneInn
onPeterborough
all the current hot topics.
Tuesday 9

Nottingham

Round 3
November
Tuesday 5
Wednesday 6

Cornwall

Lanhydrock Hotel and Golf Club

Exeter

Woodbury Park Hotel and Golf Club

Thursday 7

Cardiff

The Vale Hotel & Spa Resort

Tuesday 12

Falkirk

Airth Castle Hotel

Wednesday 13

Durham

Hardwick Hall Hotel

Tuesday 19
Wednesday 20

Leeds
Warrington

Village Hotel Leeds South
Village Hotel Warrington

Thursday 21

Leicester

Sketchley Grange Hotel & Spa

Tuesday 26

Maidstone

Mercure Maidstone Great Danes Hotel

Wednesday 27

Kingston on Thames

Holiday Inn London-Kingston South

Cambridge

Newmarket Racecourse

Tuesday 10

Swindon

Village Hotel Swindon

Wednesday 11

Watford

Mercure London, Watford

Thursday 28

December

THE
ADVICE
SHOW
MI LIVE
All the debate, all the big
names, straight to your laptop,
tablet and mobile.

Register to watch and catch up
on previous shows at

theadviceshow.co.uk

Tune in for our next session on

11.11.19

AT11 MI Live Banner 130 H.indd 1

27/09/2019 10:52

To find out more about any of our events and to book your space, visit the Events area of your Client website
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DON’T MISS
OUT- TRAINING
OPPORTUNITIES
WITH APS LEGAL
& ASSOCIATES
S c a r l e t t Mu s s o n
B u s i n e s s D e v e l o p m e n t D i re c t o r
APS Legal & Associates
APS Legal and Associates are one of the UK’s leading will
writing and estate planning companies. We specialise in helping
financial advisers incorporate will writing, estate planning and
probate services into their existing businesses, to ensure clients
can complete their financial planning with good estate planning.
Since being acquired by The SimplyBiz Group in 2014, we have
more resource than ever for both our in-house staff and Associates.
As well as being able to offer more training and mentoring, it also
gives our Associates peace of mind that we are a company with a
solid foundation.
We now have two diverse routes to accessing APS Legal &
Associates’ services: joining us as a full Associate (with the option
of additional probate services); or providing documents through
the Simply POAs process.
Full Associate route

This route gives you full control of advising your clients on all
aspects for wills, Powers of Attorney and Trusts. Our full training
package ensures that all of our associates have the skills and
confidence to deliver a first-rate service, while offering continuing
support in the form of Associate helplines, ongoing face to face
courses, bi-weekly webinars and an online hub. You would meet
the client as you would as usual, advise them on their specific
situation and take instructions from them; we then draft all
documents in house, under the cover of our PI insurance.
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TRAINING
BEING AT THE FRONT OF
CLIENTS’ MINDS DURING
THE PROBATE STAGE,
ALLOWS ADVISERS TO
SUPPORT THE NEXT
GENERATION OF CLIENTS
AND SECURE FUTURE
BUSINESS
Enhanced client relationships are a major benefit of the Full
Associate route. Being at the front of clients’ minds during the
probate stage, allows advisers to support the next generation of
clients and secure future financial services business.
Our Full Associate route is not only open to advisers: we can also
accept other colleagues working within the business. Please note,
The Institute of Professional Will Writers has a code of practice
recognised by the Trading Standards Institute, an accreditation
that offers recognised value and security in an otherwise
unregulated environment.

PROFESSIONAL AND PERSONAL DEVELOP ME N T

SUPPORT

ADDED VALUE

DEVELOPMENT
Training Needed – 3 Day Training course, with Institute of
Professional Will Writers examination (we have a 92% first time
pass rate)
Costs – Monthly Associate fee of £79.00 p/m for the first 12
months, dropping to £35.00 p/m from month 13 onwards, plus
documentation fees on each case (reduced rate than Simply POAs)
Benefits – Full range of additional service to offer clients, enhances
relationship for future engagement, increased income stream
Optional - Probate Associate

This can be an add-on to any of our other routes or a stand-alone
membership. Probate services enable you to support your client’s
family through the estate administration process (probate) when
your client passes away.
The Associate’s role consists of gathering initial information,
after which APS complete all administration in-house, again
under the cover of our PI insurance.
Training Needed – 2 X 30 minute webinars with self-test
Costs - £125.00 per year
Benefits – Offering additional service to your clients, a
(significant) extra income stream, access to the next generation
for future financial services business

Simply POAs

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

For further information on any of these options
and the way APS can work with your firm,
please do not hesitate to contact us on
01909 531751 or c.faulkner@aps-legal.co.uk
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CELEBRATING ADVISERS IN OUR COMMUNITY

FINDING OUT WHAT
DRIVES OUR ADVISERS
We all know how hard advisers work to ensure their clients get the very best service. But, when you are
not advising, we’ve heard that many of you have a some secret pastimes! We wanted to recognise the
worthwhile, weird and wonderful lives of advisers, and shine a light on some of the stories we don’t
usually get to hear.
Advisers have an awful lot on their plate
professionally, so we were staggered to see
how much you get up to in your precious
spare time. In this edition of Adviser First
we bring you news on some ways to unwind
which are both unusual and interesting –
we’re ashamed to say we were completely
unaware of the delights of the flugelhorn
until we spoke to Shona Barr!

ADVISERS MAKE
US WHAT WE
ARE AND WE’RE
PROUD TO BE ABLE
TO CELEBRATE
OUR VIBRANT
AND ENGAGED
MEMBERSHIP
THROUGH
I’M AN ADVISER
It has also been fascinating to find out
more about the paths that some of our
advisers followed to get to the world of
financial services – and there’s a wide
variety. We talk a lot about the future of
advice and the importance of discovering
from where the next generation of advisers
will come in the future, but it is just as
important to understand the rich history of
6 0 | A DV I S E R F I R S T

the existing generation of advisers. It’s not
always a straight road to a career in advice,
and there’s a lot that can be learned from
the experiences of those who are already
succeeding within it.
We were particularly inspired to hear about
how many of you generously give your time
to worthy causes. Financial advice is a sector
with people at its very heart, and it’s clear to
see that lots of you express this compassion
for others in both your professional and
personal lives.

Advisers make us what we are and we’re
proud to be able to celebrate our vibrant and
engaged membership through I’m An Adviser.
Some snippets of the stories we've received
are featured on the page opposite, but to find
out more, please visit imanadviser.co.uk.

SPEC IAL FE ATURE

Attention! Adviser on deck

Glyn Snelgrove, MD of Lexion Financial
Services Ltd holds the armed forces dear.
From his time in the Royal Navy, to
providing those serving with advice today,
he told us how it all started…
“I started in financial services on the 12
June 1980, the date I left the Royal Navy,
as a helicopter technician, with the Refuge
Assurance in South Wales.
23 years and several acquisitions later,
ending with Royal London closing the retail
arm, I started Lexion Financial Services Ltd
on 2nd November 2002.
I deliberately pitched the company to be
mortgage and protection only, recruited a
handful of advisers I have had the pleasure

of managing over the years, and set about
learning the ropes of how to run a company
compliantly and successfully, garnering all
the attributes from my previous employed
positions to mould this embryonic entity
with the help of colleagues into what it is
today.”

The perfect 'pick-up'

When he’s not advising, Neil Sheekey of
Broadgate Financial Management can be
found with a grease rag and spanner in hand
as he restores some pretty amazing cars back
to their former glory.
‘I bought my first (truck) last July with
the intention of using it as my wedding car.

Unfortunately there was far too much to
do and there was no way it would be ready
in time. I then got to thinking that there
is nothing at all available to hire that isn’t
a Rolls Royce. That’s when I hatched the
plan to buy a few cars with the intention of
starting a wedding hire business.

Shona's pastime is music to our ears

When she’s not advising clients, Shona Barr
of Affinity IFA can be seen, or more to the
point, heard playing the flugelhorn in her
local brass band – The Renfrew Burgh Band.
The band recently found success at the
2019 Scottish Brass Band Championships,
where they took third place after playing
the First Suite in E-flat by Gustav Holst.
Where there’s a West, there’s a way!

When we started to talk to advisers about
some of their non-advising activities, we
were taken aback at some of the things
people do, whether it was an unusual
hobby, or the great work that advisers are
doing for charity. Then we spoke to Helen
from West Financial Management and were
blown away with the amount of work she
does for charity.

We are very keen to hear your story and all those featured will win a £20 Amazon voucher.
To see your story featured on I'm an Adviser, send it to imanadviser@simplybiz.co.uk
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ADVISER PROFILE:
THE FUTURE
IS SWEET

Jane Hodges, Founder of remote advice firm Money Honey, has received industry acclaim over the
past few years for introducing a service which simultaneously places technology and the needs of
its clients at its centre. Adviser First spoke to Jane to find out more about Money Honey and her
unusual approach to the advice process.
For any readers who aren’t familiar
with you, or Money Honey, please
could you give us an outline
of what you do and the way in
which you work?
Jane Hodges: We are a Financial Planning
Firm (I am Chartered; Pension Transfer
Specialist and SOLLA accredited); we
provide services to individuals - from early
regular savings, family protection, mortgages,
retirement planning, at retirement planning,
estate planning, equity release and later life
planning. We do all of this remotely using
video conference, a client portal, assorted
advice systems and digital signatures - and
we record everything. We have no offices; we
recruit across the country and we all work
flexibly- my partner and I from all around the
world.
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WE WERE SHOWING
THAT EVEN SMALL
COMPANIES
COULD EMBRACE
TECHNOLOGY
COMPLETELY; AND
THAT WE HAVE GIVEN
A LOT OF TIME TO
TRYING TO MOVE THE
INDUSTRY FORWARD
TO PAPERLESS
PROCESSES

Congratulations on your recent
Money Marketing Award for ‘Best
Use of Technology by an Adviser’.
What do you think particularly
appealed to the judges?
JH: Thank you - I think they liked the
passion we have for working differently; that
we were showing that even small companies
could embrace technology completely; and
that we have given a lot of time to trying
to move the industry forward to paperless
processes.

SPEC IAL FE ATURE

Since you founded Alexander
House in 2013, you appear to
have been very dedicated to
encouraging a move to remote
advice. Was there a particular
tipping point when you realised
this was the right model for you,
or was it a gradual shift?
JH: Originally it was a combination of
running a complaints team for a year - and
realising that it had to be better to record
meetings than rely on file notes after 20 years;
that we wasted so much time in the car
travelling, yet video conferencing was easy
and becoming quite normal; and, looking
at our customer base, they were moving to
online banking and shopping and yet most
advisers still thought they could only offer
advice when physically face-to-face.

WE LEFT TO START
MONEY HONEY FP
WITH THE OBJECTIVE
OF NEVER MEETING
CLIENTS PHYSICALLY
FACE-TO-FACE, AND
AVOIDING PAPER AND
POST WHEREVER WE
COULD TO SAVE COSTS,
WHICH ENABLED
US TO PASS ON THE
SAVINGS THROUGH A
CHEAPER CHARGING
STRUCTURE
Most advice processes focussed on doing
the least number of meetings, yet clients
often need time to take in complex matters,
so we wanted a way of having multiple
touchpoints and lots of education. We
devised a proposition that supported the
use of technology and initially tried it in
Alexander House - but long-term advisers
can find adoption harder as they want to
do what they already know- so we left to
start Money Honey FP with the objective of
NEVER meeting clients physically face-toface, and avoiding paper and post wherever
we could to save costs, which enabled us
to pass on the savings through a cheaper
charging structure.

What’s the biggest misconception
people have about advising in
this way?

BIOGRAPHY

JH: That clients won’t like it - we tell
everyone before they choose us, and we give
some techie top-up lessons if needed, but
they are fine and much prefer it to having
advisers sitting in their house.

Jane Hodges is founderJo i n t C E O
director at award-winning
Money Honey Financial
Planning, is a self-proclaimed digital nomad,
working with a geographically dispersed
team without physical offices, who login
everywhere from Milan, Italy to Vancouver,
Canada or wherever they choose to work
from, as all data is held and worked on in
the cloud. She conducts all client meetings
by video call and uses a secure portal for
client communications and provides noncontingent financial planning services
alongside more traditional solution advice.
Hodges also has a niche of financial services
clients, thanks to her many previous roles in
the industry. Others come from reading her
entertaining and outspoken blogs.
Her long-term ambition is to drive paper
out of the industry and to get everyone
accepting digital signatures to reduce timewasting and costs and drive up efficiencies,
which could drive advice fees lower- this
challenge IT providers, platforms, fund
managers and trustees.
Jane is also a member of the Personal
Finance Society (PFS) Expert Practitioner
Panel, a Chartered Financial Planner and
Fellow of the Personal Finance Society
(PFS) Associate of the Chartered Insurance
Institute (CII) and holds the SOLLA Later
Life Adviser Accreditation (LLAA).

Was it a difficult transition for
clients that you used to see in
person?
JH: I didn’t transition any clients - we
started from scratch - but we have never
had any problems attracting clients.
What I would say is that most clients use
technology in some way - so they wouldn’t
need much to consider it - paying forward
lower overheads into lower charges would
probably help.

What changes – tech based and
otherwise – do you think we’ll see
in the advisory landscape over
the next five and ten years?
JH: It depends on your client base and
how long the adviser has to retirement.
But the next generations will do everything
on their phone; home Alexa/Google; more
people will work from home and use VC
or holograms; many will take basic advice
from robo-advisers/AI systems; FUM will
not be a business model as computers will
be managing portfolios for next to nothing
and wealth managers will disappear to be
replaced by financial planners for more
complex advice scenarios. People will be
better informed, and advisers will need to
up their game.
It won’t be as exciting as you think as it
will be in - parallel with electric driverless
cars; living to 100+ as a norm as nanobots
cure most diseases; mobile and flexible
contractor workforces; AI everywhere;
free electricity and unlimited connectivity
everywhere; search engines will give you
info even before you have thought to ask as
we have chips added to our brains - you may
laugh - but all of this has started already!!

Jane Hodges
Joint CEO

Ja n e H o d g e s

Would you like to feature in an
Adviser Profile in the future?
Please get in touch at
marketing@simplybiz.co.uk
to tell us more about your business
and what you’d like to discuss.
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OFFER YOUR
CLIENTS THE
COMPLETE
PICTURE
Servicing all your clients' needs can be a challenge in today's
demanding financial services market. Of course you want to provide
your clients with an end-to-end service, but in reality, this can be
time-consuming, inefficient and could open you up to risk.
As such, we're seeing more and more advisers prefer to outsource as
a solution to efficiently meet their clients' needs in areas where they
choose not to advise, they may not hold the required permissions, or
it isn't profitable to do so.
With SimplyRefer, you have a range of referral solutions available,
including a DB transfer bureau, will writing, estate planning, probate
services, powers of attorney, GI and commercial insurance, protection
and PMI, to name but a few.
To ensure you have the utmost confidence when you're referring
your clients, all of our trusted partners have undergone extensive
due diligence, have non-compete agreements in place, will pass on a
referral fee or remuneration share, and pride themselves on offering a
first-class service to all clients.
Onvestor – DB Transfer partner
Onvestor is one of our six dedicated DB pension transfer
partners. Utilising available technology has driven them to create a
smooth, efficient process which members can now access as part of
SimplyRefer.
By utilising an online case submission process, introducing advisers
can submit cases to Onvestor advisers quickly and easily, allowing
your staff to continue providing the advice you are best at.
Meanwhile, Onvestor's advisers work quickly, accurately and
efficiently to deliver the very best pension advice for your clients.
Their expert financial advisers and adoption of technology allow
them to handle high case volumes accurately, for which they have an
excellent regulatory record.
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WOULD YOUR CLIENTS
KNOW HOW THEIR
WEALTH AND ASSETS
WOULD BE TREATED IF
THEY LOST CAPACITY IN
THEIR LIFETIME?
For Onvestor, technology hasn't, and will never, replace the
personal touch of a qualified and caring financial adviser. However,
they firmly believe that embracing technology enhances the service
provided, both to clients and partner firms.
In an increasingly digital world, the business that adapts survives
and thrives.
Powers of Attorney
The majority of people understand that you need a valid will in
place to detail how a person's wealth and assets should be managed
once they die. However, would your clients know how their wealth
and assets would be treated if they lost capacity in their lifetime?
A loss of capacity can affect anyone, at any age, whether through
illness, such as stroke or dementia, or a life-changing accident, which
is why setting up Powers of Attorney should not be considered part of
later life planning and is, instead, relevant to all clients.
A Power of Attorney is a legal document that allows an individual
to appoint a third party to make decisions on their behalf when they
no longer have the capacity to do so themselves.
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Without valid Powers of Attorney in place, your client's loved ones
would find it difficult and costly to make decisions on your client's
behalf that would affect their lifestyle and wellbeing during what
would no doubt be a trying time.
There are a few areas where this planning is crucial, such as clients
going into drawdown, completing a DB transfer, looking at equity
release or clients with discretionary managed funds.
To start referring your clients and earning a fee, you need to be
registered as an affiliate with APS Legal & Associates – but there’s no
fee involved in becoming an affiliate.
To discuss this service further, please don't hesitate to call a member
of the APS legal & Associates team on 01909 531751 or email
enquiries@aps-legal.co.uk.
Onvestor – full service
More often than not, younger or less wealthy people are overlooked
when it comes, it comes to the financial advice industry. For most
advisers, it simply isn't profitable to try and serve these clients.
Moreover, although young people are aware of the need for financial
planning, they're often looking for solutions that fit into their busy,
technology-filled lives.
Onvestor believes the key lies in utilising technology. They in no
way advocate a fully-digitised 'robo' advice service – all algorithms
and no human beings. Now more than ever for complex topics,
consumers want at least some interactivity with human beings.
Clients want real-world answers to real-world questions particularly when it comes to their money.

CLIENTS WANT
REAL-WORLD ANSWERS
TO REAL-WORLD QUESTIONS
- PARTICULARLY WHEN IT
COMES TO THEIR MONEY
Their unique solution for this growing consumer market lies in a
blend of human interaction and technological magic. They've created
an excellent opportunity for customers to receive professional,
holistic financial planning in a way that doesn't interrupt their daily
lives – through phone, video call and messaging.
Plus, they're building tools to allow users to keep up-to-date with
their money and receive advice through a dedicated Onvestor app.
Many other financial advice firms have seen the benefit in offering
this service to clients they feel no longer fit into their standard client
demographic. These firms have seen a great benefit from taking
advantage of this simple and effective referral service, which is now
available to all our members as part of SimpyRefer.

Visit the Client website to find out more:
Your Proposition > SimplyRefer
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WARMING UP THE
SOLICITOR AUDIENCE

SIFA Professional is the sector’s leading support service provider for advisers who work with solicitors.
We caught up with its Managing Director, Dave Seager, to discuss the services it offers and how
it might help advisers build and strengthen their professional connections.
Everything we provide for and do with our members is designed
to support directly in their endeavours to develop successful
partnerships with solicitors. A crucial aspect of what we do is
to communicate directly with the solicitor community to make
them conscious of the benefits of working with a financial
advisory partner and how they are required to do this within their
regulatory rules.
The Law Society of England & Wales (sorry Scotland and
NI), endorse the SIFA Professional Directory, in which all our
members are promoted, but our partnership with the solicitors
representative body goes beyond that. We have been a strategic
partner of the Law Society for many years and this offers us
fabulous opportunities to promote our Members and the
Directory to their solicitor communities.
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EVERYTHING WE DO
IS DESIGNED TO SUPPORT
THE DEVELOPMENT OF
SUCCESSFUL PARTNERSHIPS
WITH SOLICITORS
Working in partnership with the Law Society, we regularly engage
with their members on the advantages of solicitors and financial
advisers working hand in hand for the client benefit, alongside
the Directory, which is increasingly well received by the solicitor
community.
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SIFA PROFESSIONAL IS
ABOUT GIVING OUR FIRMS THE
TOOLS TO UNDERSTAND
THE SOLICITORS THEY ARE
WORKING WITH
When we meet financial advisory firms who are considering joining
SIFA Professional, we will outline the membership benefits and tools
available, including:
• a firm listing on the Law Society endorsed SIFA Professional
Director
• the SIFA Professional Manual, packed with advice and business
precedents
• an annual Director Day to be used for solicitor meetings or
seminars
• technical Handbooks on areas of financial planning that cross
over with legal services
• marketing material to promote to solicitors’ clients the need for
financial advice
• use of the respected SIFA Professional and Trusted Adviser logos
• monthly webinars to assist your solicitors with their ongoing
CPD
• monthly SIFA Professional Bulletins to keep members
continually informed of developments in the legal services sector
• advice around the compliance and regulation of solicitor to
financial adviser referrals.

To provide the most value to our members, we have primarily
targeted, in conjunction with the Law Society, their Small Firms
community. This large community, of over 14,000 solicitors working
in the smaller practices, represent the ideal partner for the average
SIFA Professional Member, who are similar sized advisory businesses.
Beyond our work with the Law Society, we regularly contribute to
Modern Lawyer and Central London Lawyer. The ongoing purpose
of all of this coordinated activity is twofold; firstly to heighten
awareness of the regulatory rules and client benefit to working with
a quality financial planning partner or partners, and, secondly, to
increase awareness in the legal community of SIFA Professional, our
Members and their expertise.
Because of the activity described, as we drive SIFA Professional
forwards into 2020 and beyond, our mission is to arrive at a time
where, when a SIFA Professional member contacts a solicitor
practice, they will have heard of the organisation and instinctively
trust the quality. Of course, I would also want to reach a point where
a non SIFA Professional firm, looking to work with a solicitor will be
asked the question, ‘But are you in the SIFA Professional Directory?’

However, we will invariably summarise by saying – ‘If you read
what we send you, listen to what we say and use the material we
provide, you will simply have a better chance of success than the next
financial adviser will.’
This confidence is born of 27 years of experience in dealing with
the legal, regulatory and representative bodies and using these
relationships and knowledge of the ever-changing legal services
sector to benefit our clients. SIFA Professional is about giving our
firms the tools to be more professional and have more empathy and
understanding with the solicitors they are working with or, more
often, hope to work with.
We hope that has given some background into our work behind the
scenes, as this work is critical but not necessarily in the membership
brochure. We strive tirelessly to create a warmer audience for the
financial advisory community. That said, of course, we hope that it is
our own Member firms who will be the early beneficiaries.

If you would like to find out more about the discounted
SIFA Professional membership available to Compliance
First Clients, please contact the SIFA Professional
office on 01372 721172 or the MD, Dave Seager
on 07717130929 or via dave@sifa.co.uk
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Performance
Excellence
At Verbatim, we are dedicated to perfecting the
art of investing. We have spent years refining
our skills, to design and deliver exceptional
multi-asset investment solutions that are finetuned for consistent performance.

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

