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SHOULD I STAY OR
SHOULD I GO NOW?
‘If I go there will be trouble, and if I stay it will be double’

O

h dear, dear. I have to confess
right here to being old enough
to remember those words of Joe
Strummer and Mick Jones back in
the eighties. Maybe they echo some of the
thoughts which have been going on in Mrs
May’s head of late although she doesn’t
quite strike me as being a fan of
The Clash.
Whilst the latest news tells us that
Theresa May will step down on
Friday 7 June, we’ve then got
the subsequent leadership
election getting underway
from 10th June. And with
all the shenanigans that it
will involve. Those hoping
to see some light at the
end of the Brexit tunnel
are still very unsure what
her departure might
actually mean in terms of
getting Brexit decisions
made. Or not made.
Whether you think that
her departure as PM is
a good thing or not, the
whole thing throws yet more
short-term uncertainty into
an already very uncertain
situation. At the time of
writing, at the end of May, (oh
the irony) the latest inflection
point around a possible fourth
attempt at getting the Withdrawal
Agreement though the house of
commons was all too much. It looks
though we are about to enter the next
phase of the Brexit saga with as much
clarity as a very muddy pond.
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It’s in this light that Mike Wilson has taken the brave step of
trying to lay out what exactly all the different Brexit options
might mean in this month’s Ed’s Rant snappily entitled A
Very British Affair (spoiler alert – there are no mentions
of Jeremy Thorpe). Mike doesn’t pretend to know any of
the answers but in laying out what all the concepts mean
we hope you’ll find it of some interest as he looks into how
the financial service sector might be impacted by different
Brexit outcomes.
SUSTAINABLE INVESTING – PART TWO
Talking of interest, we’ve had plenty of it from readers
following last month’s special feature on sustainable
investing. We have part two for you this month, with
more expert opinion and insight to help you tackle this
increasingly important investment sector which is rapidly
becoming a mainstream part of the investment landscape.
THE BUSINESS OF FINANCIAL PLANNING
One of the most popular topics amongst IFA Magazine
readers is business development. We’ve got plenty to get
you thinking on this theme again this month. As well as
the usual gems from regular monthly columnist Brett
Davidson, we’re grateful to Tracey Underwood, Jon Pittham
and Mike Barrett for sharing their ideas with us.
AND FINALLY…
There is plenty more from the likes of Brian Tora, Tony
Catt, Iain Cunningham and others. Our thanks go to all our
contributors for sharing their insight with us. We hope you
find it of interest.
Sue Whitbread
Editor
IFA Magazine
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A VERY
BRITISH AFFAIR
Westminster’s contentious trading relationship with Europe might soon
be heading toward a TV-drama resolution, says Michael Wilson, but
does that mean that London’s financial operators can afford to relax?

W

ill she, won’t she? Resign, that is, or
get removed, or win her point, or
lose it, or call an election, or a second
referendum, or call it all off? Or will
Theresa May run the clock down again, or swear eternal
brotherhood with the leader of the Labour Party, whoever
that might happen to be at the time?
If I seem to have been uncharacteristically quiet on the
accursed Brexit topic for the last several months, you can
blame that mostly on the pressures of time itself. Like one
of those addictively gripping political dramas on TV, the
plot turns itself inside out with every improbable twist and
revelation, and anything that any journalist writes on the
subject is condemned to look stupidly dated within weeks,
if not days.
Which wouldn’t be so bad if this semi-comic series were
called Yes Prime Minister, it’s a Very British House of Cards
in the Thick of It. But unfortunately, it’s real life. Not just
for the long-suffering British public, who seem to have
abandoned all hope and trust in the political establishment,
and who are currently drifting like the crew on the Raft
of the Medusa, waiting for whatever cruel fate decides to
throw at them, and wondering who’s going to be next on
the menu?
Not just for the fund managers who’ve recently had to
battle valiantly against flailingly awful UK sentiment, heavy
investor withdrawals and badly disappointing growth
fundamentals. But most of all, perhaps, for UK exporters
who are having to cope with the uncertainty of the trade
and tariff situations.
How exactly do you put your
goods onto a ship to the
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Far East when you don’t know what tariffs will apply by the
time it docks? How do you encourage foreign investors to
put money into your expansion plans when you can’t say
whether you’ll be inside the Customs Union in six months,
or outside it, or alternatively in a special relationship with
Albania and the United States? How do you run a just-intime manufacturing process when you don’t know whether
your trucks will be spending hours or even days at Dover
or Tilbury?
27 YEARS OF THE SINGLE MARKET
Ah yes, the Customs Union. What is it exactly, and how
does it differ from the Single European Market? Mrs May
seems to be suggesting that we can leave the European
Union and still be part of the Customs Union. The
European Research Group insists that we can’t, because
that would be a complete sell-out of Britain’s ability to
negotiate its own trade deals. Like Norway or Switzerland,
it argues, we’d be paying into the EU’s coffers without any
right to representation. We’d be forced to obey European
laws without any ability to query them, or to distance
ourselves from any part of them.
The difference between the two is more than we might
think, and not just because some people are
trying to tell us otherwise. The
Single European Market,
which Britain acceded
to in 1992, is a
trading bloc
which does all
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its trade negotiating centrally, so we don’t have to maintain
ten thousand trade negotiators of our own. (That’s the
often-quoted number for how many we Brits would need if
we left the Euro bloc entirely.)
The advantage, of course, is that the full Single Market
deal represents a huge saving on cost and inconvenience
when we export stuff, and it also suggests that – as part of a
heavyweight EU trading bloc - we’d have more clout when
dealing with the United States. But the main disadvantage
(for most Brexit voters) is that it denies us the chance to
strike our own trade deals, and (crucially, for some) that it
forces us to allow freedom of movement for EU citizens.
Ah yes, but here’s the rub. Although staying with the
Customs Union (as distinct from the Single Market) would
govern and regulate our international trade in physical
goods, it wouldn’t do the same for the services sector,
including almost the entire financial sector. That’s where
Britain derives 80% of its economy and the biggest trade
surplus we still have. And although London is still hoping
that some sort of financial sector ‘reciprocity’ would kick
in after Brexit (i.e. a mutual recognition of qualifications
and standards), there are no guarantees that this would
happen in practice – and no obvious recourse if the hope
for reciprocity failed to materialise.
Membership of the Customs Union would, however,
be enough to satisfy Labour’s front bench, and it would
probably squeak past the Confederation of British Industry,
which is more concerned with physical trade than with
intellectual sales and purchases. But what would it really
mean for financials if we failed to maintain our
equal treatment?
SOME ELUSIVE NUMBERS
On the positive side, as even Jacob Rees-Mogg says, the
Customs Union would still allow us the freedom to
negotiate our own terms for services, to the point where it
wasn’t a failure at all but an opportunity. On the negative
side, Paris and Amsterdam and Frankfurt have made
it abundantly clear that they see a better outturn (for
themselves) if they can poach London’s financial trade
dominance by making sure that it doesn’t qualify
for equality.
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That’s twisting the financial sector’s arm in a way that
doesn’t need a lot of explaining. After all, banks and
insurance companies are listed corporations with
shareholders whose needs have to be defended. So, for the
last three years, a majority of UK institutions have been
quietly moving parts of their operations to mainland
Europe – not necessarily their headquarters, but enough of
their key divisions to ensure that, if the B-bomb ever drops
on the City, they’ll have somewhere else to be.
Now don’t get me wrong here, because the facts are still
opaque. It’s perfectly true that March 2019 saw a think
tank report from New Financial that declared that 275
UK financial operators had already moved a massive
£900 billion in assets away from London – with Dublin
accounting for 100 companies, Luxembourg for 60, Paris
for 41, Frankfurt for 40 and Amsterdam for 36.
£800 billion had been moved out by investment banks,
New Financial said, while asset managers had moved £65
billion and insurers £35 billion. And the report added that
5,000 new jobs had already been created in Europe to allow
for the expected flow. Barclays alone was being reported to
have lined up £160 billion of transfers.
My question, however, would be about the reliability of
these claims. Another report from Frankfurt Main Finance
in November 2018 had agreed on the general scale of the
expected outflow, but it had added that all bets were still
off as to exactly what it would entail or where it would go.
UK institutions might indeed decide to relocate their head
offices (and hence their tax revenues), it said, but many
would simply open up regional divisions which might - or
might not! - be used for diverting transactions that were
currently being processed through London.
FRANKFURT’S forecast that 10,000 City jobs would move
to Germany by 2022 does look a little (ahem) precipitate,
even though Germany is currently loosening the country’s
labour laws in ways that will make a high-rolling, bonusboosted banking lifestyle more palatable in a city that
still lacks a certain cultural pizzazz. Conversely, the rival
attractions of AMSTERDAM are limited by rules that say that
a banker’s bonuses may not exceed 20% of his fixed
salary. Hmmmm.

Small wonder, then, that freewheeling PARIS is hoping to
pick up a large share of London’s exiting financial business,
if and when the B-word ever materialises. President
Emmanuel Macron has been unsurprisingly ebullient (and
hard-line) about the implications for the city’s financial
sector; and Parisian business associations have guesstimated
the jobs influx at 20,000.
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DUBLIN’S relative attractions seem self-evident - the taxfriendly environment, the absence of language issues, the
short air hop to most of the UK. The Financial Times
reported in April that more than 100 UK financials had
already applied for central bank permission to operate in
Ireland, and that around 70 new investment vehicles had
been specifically “linked to Brexit”, although not all of them
were financial by nature.

None of this is to say that the financial decision has been
made yet: as with Frankfurt, many of the companies
involved in this apparent exodus to Europe are doing no
more than strapping on safety parachutes in case the worst
should ever happen. Many more of the incomers are not
British at all, but American or Japanese institutions with no
particular axe to grind; and many or most presumably see a
fledgling EU base as a good way of guaranteeing the safety
of their European banking passports if the worst
should happen.
Let’s say it again: the European banking passport is an
arm of the Single European Market, not of the European
Customs Union, to which we might or might not accede.
London, of course, would be stupid not to align the City’s
rules with those of its EU neighbours, as Switzerland does;
but unless Westminster can wangle some sort of ex gratia
financial membership, based on mutual reciprocity, it
seems hard to see how that would make a difference.
Not at a time when Paris and Frankfurt are hungry for
London’s share of the European business cake; when old
wounds like Guernsey or the Isle of Man or Gibraltar are
there to annoy the continentals; or when there would seem
to be no particular incentive for London’s rivals to give
any ground?
Finally, of course, there’s the Scottish issue. Where
exactly will a no-banking European deal leave those UK
institutions who maintain their bases in EDINBURGH – a
city that still vehemently opposes Brexit, and which
will inevitably get drawn into any revival of the Indyref
campaign? But maybe we’ll leave that question for
another day?
BACK TO THE BIGGER PICTURE
The early weeks of May have brought a wry smile to
those old-timers who insist that the St Leger’s Day thing
hasn’t lost its power yet. Although the evidence, in a 24hour 52-week year suggests that the current downturn
owes more to political factors in Washington than to any
particular inevitability in the calendar. All the same, it seems
undeniable that the Brexit issue has cast a serious pall over
the London Stock Exchange (and the pound) for the last
three years or so, and that it doesn’t take too much effort to
see where the worries have come from.
So is this a good moment to buy, as many fund managers
have been telling us? A once-in-a-generation opportunity
to buy at the bottom and set yourself up for life? A sure bet
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on the rising tide that will gush back
into our national hollow in the sand as
soon as the water advances far enough up
the beach?
That, of course, would depend on the state of
the tide table, and presumably on the state of
the moon as well. (No, on second thoughts, let’s
leave the interplanetary considerations out of it,
or some astrologist will soon be reminding us that
the damaging retrograde Mercury phase ended on
28th March. And that the next one starts on
7th July….)
It’s still a good question, though, as to whether
the global tide is in fact rising or falling, or whether
Hurricane Donald and Typhoon Xi are set to collide
in mid-Pacific and drown half the developing world?
Even in perma-rainy Europe, where economic growth is
stuttering around the 1% line, it’s not easy to find the kind
of optimism that President Trump seems able to drum up
at the drop of a tax handout.
At the risk of going seriously off topic, not even that
much seems to be self-evident. The March 2019 Outlook
Survey from the (US) National Association for Business
Economics declared that its 2,400 panellists thought the
U.S. economy had “reached an inflection point, with the
consensus forecasting real GDP growth to slow from 2.9%
in 2018 to 2.4% in 2019, and to 2.0% in 2020.” (The Federal
Reserve’s forecasts are not much different.)
And that 74% of NABE’s respondents thought that the US
economic risks were currently weighted to the downside,
compared with 6% to the upside. And that although 58%
had reported rising wage costs, only 19% had been able to
pass these on through higher prices. Which would seem to
support Goldman Sachs’s forecast that US profit margins
are set to tighten by 40 basis points during 2019.
It’s not so very much better in the EU, where the business
confidence survey for April showed a steep fall-off to minus
3.7 points, compared with minus 1.4 points in March and
minus 0.2 in February. Thus confirming a straight-line
descent from plus 10 points in January 2018 and plus 7
points as recently as last July.
Europe’s worries revolve mainly around US trade and tariff
concerns, but a 2018 slide into recession for Italy has caused
ripples not just for its own economic output (5% below
2008 levels) but also for the banking sector where busts and
rescues have become the order of the day. That worry, if
nothing else, is likely to put a brake on Milan’s ambitions to
scoop out a share of what London may end up losing.
That, of course, is all for the future. For now, I’ll settle
for a comfy deckchair and a quiet early-summer beer.
Now what’s it to be? Kronenbourg, Augustiner, Guinness,
Moretti, Tripel? Decisions, decisions.
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TIPS FOR
MANAGING UP
But what exactly is ‘managing up’ and why should it matter to
you and your career success? Brett Davidson of FP Advance
gives practical tips and insight as to how you can manage
working relationships with your bosses more effectively

M

any readers of my articles are not
the numero uno in the business
they work in. That is, they have
someone above them they report
to; - often these people are the
owner or owners of the business.
That presents some potential challenges when you find
yourself having to ‘manage up’.
I learnt a valuable lesson in this area many years ago, in my
Financial Planning business back in Sydney, when we hired
our first Practice Manager. His name was Nick, and he was
a client of mine, a great guy and a retired military officer.
Somewhat embarrassingly, my business partner and
I grilled Nick on whether he would be a commandand-control style manager, based on our limited and
stereotypical views on the military.
Nick patiently explained that, as an officer, it wasn’t quite as
simple as giving orders and everyone doing what you say.
When asked how he would function reporting to the
ultimate owner of the business, my business partner and
the majority shareholder, he explained the concept of
‘managing up’.
Basically, everyone in the military - and almost all other
industries too - has people they are in charge of as well as
people above them who they report into. ‘Managing up’
refers to the concept of managing those people above you.
Here are some ideas for working effectively with those you
report to in a Financial Planning business:
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1. LET THEM KNOW WHAT YOU’VE DONE FOR
THEM LATELY
When I did my ski instructor course in Saas Fee a few years
ago, one of our assessors was the former CEO of the Ski
Club of Great Britain. As we ascended on a chair lift I asked
him what that was like. There were two points I
remember vividly.
Firstly, he said ski instructors were all pretty sure they knew
the best way to teach people how to ski. So trying to lead an
organisation of self-employed instructors, and getting them
to teach a standard curriculum, was like herding cats.
Sounds a lot like managing Financial Advisers, don’t
you think?
Secondly, he said the board at the Ski Club of Great Britain
consisted of some serious bigwigs who weren’t overly
interested in what was going on day to day. They certainly
weren’t going to give loads of praise for doing your job.
As a result, he had to compile a list of his achievements and
make sure the board knew about them. This kept the board
informed, but was also important for himself. It helped
provide the self-praise that wouldn’t be coming from above.
The learning from this second point is that, as part of your
role as a leader or manager in your organisation, there will
always be someone you need to keep informed
about progress.
Let me be clear: if you report to the founder/s they should
be giving you feedback, noticing your work and giving you
praise for the good things you’re doing. However, it’s also
true they’ll be preoccupied with their own issues, and may
not always be brilliant in this area.

11

June 2019

BETTE R BUSI N ESS

Don’t be afraid to be your own bearer of good news on a
regular basis.
For example, “We said we’d do X and we’ve done X. This
has yielded Y benefits.”
2. SAY IT OVER AND OVER
Whatever your message, you need to say it all the time,
repeatedly, forever.
This goes for your interactions with all staff, including those
below you as well as above.
It’s not enough to say it once, or once a month. Whatever
your core message is, it needs to be on repeat.
Values, direction, the mission; whatever it is, say it over and
over again. Your team will start to get it only after about two
years of constant repetition. Same goes for your boss. So
start telling them asap.

You may not be aware of the business owner’s background
and the difficult experiences they’ve been through to
get to where they are now. This doesn’t excuse any poor
behaviour on their part, but sometimes fear can make
a business owner do some crazy things, and it may be
nothing to do with you.
Clearly, there’s no need to point out to your boss that you
think their crazy behaviour is driven by fear or past life/
business trauma; keep that to yourself. But it is ok to keep
it in mind when they speak to you or disagree with you. It’s
not personal.
4. ASK “WHAT HAVE YOU HEARD?”
You might think you’re done after you explain a situation
or decision and your boss has asked his/her clarification
questions or challenged you seven different ways. To make
sure they have taken it in you need to ask them; “What have
you heard?” Let them explain in their own words what
they’ve heard you say.
Be prepared for the fact that sometimes people haven’t
heard what you said, but what they think you meant.

Don’t be afraid to be your
own bearer of good news
on a regular basis.

3. IS IT FEAR/CONCERN TALKING?
When you are talking with those you report to, they may
want to provide you with a lot of input. Much of this input
is actually concern about an issue, and sometimes it’s
outright fear.
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This can be really frustrating, but you can now explain it
again and hopefully get to a place where they’ve taken in
your message.
5. TRUST YOURSELF
In all likelihood, you make great decisions. If everything
you’ve done so far in your role is bang on, then if you
have to dig in occasionally after exhausting this arsenal of
managing-up techniques, so be it.
Dig in and back yourself. No one wants to work with
someone who rolls over all the time.
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Pick your moments, of course, and don’t over-use this one,
but know it’s in your managing up tool kit.
Let’s be honest, how you decide to manage up could vary
dramatically from firm to firm and day to day. It depends
on your position, your relationship with those above you,
and the current state of the business. In your role, you need
to be tuning in to the mood and what’s required to help the
business succeed.
Think carefully about the strategies you use, and remember
this is not a zero-sum game; the ultimate goal is for
everyone to win.
Let me know how you go.
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BRIAN TORA

SHOULD YOU

'SELL IN MAY AND
GO AWAY'?
Brian Tora reflects on the old adage and asks whether
this sentiment still applies in the modern era

T

he investment industry – perhaps, more
specifically, the stock market – is full of
sayings which are designed to help the
unwary from falling into traps or to assist
in the decision making process. Some are
no longer in common use. “Where there’s a tip there’s a tap”
might have been relevant in the lightly regulated world that
existed before insider trading became illegal, but you never
hear it today.
One phrase that still resonates, though, is “Sell in May and
go away”. Looking back to the past at the performance
of markets from May onwards, one is forced to concede
that selling in May might work in some years, but for the
majority it doesn’t. To understand the origins of this piece
of still often-quoted investment advice, you need to know
the second line of the couplet from which it comes. “Buy
again St Leger day” is the most usual way of completing the
rhyme. This year the St Leger classic horse race will be run
at Doncaster on Saturday 14th September.

Looking back to the past at the
performance of markets from
May onwards, one is forced to
concede that selling in May
might work in some years, but
for the majority it doesn’t.
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THE HISTORICAL PERSPECTIVE
The telling point is that the St Leger is an early autumn
race meeting. Arguably it marks the end of the “season”
– a period of high profile sporting events that starts in
late May and early June and encompasses such venues as
Ascot, Wimbledon, Henley and Goodwood. In the days
before professional investors in pension funds, insurance
companies and fund management groups dominated
share activity on the stock exchange, it was wealthy private
investors that called the shots. Come the start of the
so-called “season”, this predominately male group would
be closing their London houses and heading off to their
country estates to take what they considered a well-earned
rest from dealing in shares.
While it is not possible to be absolutely certain this is the
origin of “Sell in May”, it does make some sense. Trading
activity was likely to be affected by the absence of a number
of key players. News in those days took some time to
percolate through to investors and markets, so for many it
made sense to close out share positions and sit on the cash
until activity returned to normal in the autumn. Bear in
mind that pension funds and insurance companies did not
take investing in equities seriously until well after the end of
the Second World War.
EVOLUTION NOT REVOLUTION
There are other reasons for giving credibility to this line of
thinking. Share ownership was concentrated into a very few
hands until comparatively recently. While pension funds
and insurance companies were playing an increasingly
important role during the 1950s and 1960s, unit trusts
did not start proliferating until the mid 1980s on the back
of a giant leap in personal share ownership stimulated
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by Thatcher privatisations and the demutualisation of
several building societies and insurance companies. And, of
course, this also marked the beginnings of globalisation in
investment, widening the choices of domestic investors and
bringing many more players into our arena, not to mention
the way in which major companies were
diversifying internationally.
THE LONG TERM PERSPECTIVE
So sell in May is looking an increasingly outdated concept.
Indeed, there is plenty of evidence that trying to add value
by jobbing in and out of the stock market is actually more
likely to destroy value. I believe it was Warren Buffett who
once remarked that it is time, not timing, that investors
need to employ in their investment strategy. In other
words, find an investment that research suggests will be
an appropriate and successful home for your money and
stick with it over the longer term. There will be periods
when it might suffer from adverse market conditions, but
endeavouring to sell and repurchase to try and iron out
market fluctuations is generally a mugs game. As another
investment aphorism goes, no-one rings a bell at the top of
the market - or at the bottom, for that matter.
For those of us who use funds to provide investment
solutions, there are some sectors that are better suited to a
buy/hold strategy than others. In some measure choosing
the sectors to hold through thick and thin is not unlike
building a core/satellite approach to portfolio construction,
with the core holdings being the ones you retain, regardless
of market fluctuations. Clearly, those sectors that provide
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I believe it was Warren Buffett who
once remarked that it is time,
not timing, that investors need to
employ in their investment strategy

access to broad geographic sectors, such as UK All
Companies, North America, Europe and Far East fit in
well, while UK Equity Income also looks a natural.
I am reminded of an advertisement that M&G ran in
the aftermath of the stock market crash of 1987. The
sheer speed and extent of this stock market correction
undermined the confidence of even seasoned and
experienced investors, let alone those that had become
investors through the privatisations and demutualisations
of a few years before. M&G had launched its Dividend
Fund in 1963. It was able to point to the fact that the
income generated each year was around one and a half
times the capital value invested by those who bought at
launch 25 years previously. If ever a case were to be made
for buying and holding, that was certainly one.
Brian Tora is a consultant to investment
managers, JM Finn.
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JOIN TOGETHER
In this section of IFA Magazine, we’re delighted to bring you the
second part of our look at sustainable and impact investing. We
consider how the power of sustainable investing isn’t just good
news for the environment and the planet, it’s good for your client
relationships too. So why not join together with the band?

I

n last month’s edition of IFA Magazine, we
featured a series of articles looking at the
principles and practice of sustainable investing.
Now astute readers will know that it’s rather
unusual for us to run the same theme two
months running. But in this case we’ve made an exception.
For many years this idea of what we used to call “ethical”
investing has been sitting on the fringes of the investment
world. This is no longer the case. As we can see from
changes which are happening in so many aspects of our
lives, the world is facing up to the impact which our
existence is having on our planet. It’s not good news by any
stretch of the imagination. The clock is ticking and serious
action is needed if we are to avoid irreversible damage to
our ecosystems and the future of this world we live in. And
this action is needed from all sectors, countries, businesses
and individuals.
It’s time to join together and identify exactly what actions
need to happen in order to get to zero carbon emissions
by 2050 as was agreed as part of the Paris Accord in 2015.
The business and investment consequences of reaching that
target are very important too. That’s where we’re coming
from in this special focus on ESG investing (environment,
social and governance) because the “climate emergency”
which you will have heard much about on the news lately
extends to the financial planning profession too.
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EXPERT-LED THINKING
Our thanks go to all our contributors this month. We talk
to Damien Lardoux, of Chartered Financial Planning firm
EQ investors, about the firm’s approach to sustainable
investing and find out why they place such a high
importance on it. James Lawson of Tribe Impact Capital
discusses how impact investing can improve the quality
of your client relationships. Julia Dreblow looks at the
detail of investment funds and sheds some light on how
you can distinguish the similarities and differences of the
plethora of sustainable investment funds which are now
available in the UK market. Ben Constable-Maxwell of
M&G gives a fund manager’s perspective on the context
and growing importance of impact investing and explains
key differences in approaches that you can consider. We’ve
got more manager input from Pictet Asset Management,
with Ivo Weinohrl sharing insight into how the creation of
smart cities is providing exciting business and investment
opportunities. Finally, Amanda 0’Toole of Axa WF
Framlington reminds us of how CleanTech means different
things to different people as she looks as the four big
themes which are at the forefront of this drive to live in a
cleaner way; sustainable transport, smart energy, recycling
and responsible nutrition.
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NOW IS THE
TIME FOR IMPACT
Attitudes are changing fast when it comes to the environment.
Impact investing can no longer be ignored by advisers as
clients’ objectives are increasingly recognising the inevitable
move towards sustainability. Ben Constable-Maxwell, Head of
Sustainable and Impact Investing at M&G highlights why impact
investing is set to become mainstream in the very near future

T

he world is facing a rising tide of societal
challenges, from the potential chaos
associated with the breakdown of our
climate, to ludicrous levels of waste and
pollution, to vast and growing social
inequality. Governments around the world lack the
resources needed to deal with these challenges on their
own, and hence responsibility is increasingly falling to the
private sector, and investors, to help do something about
them. Impact investing, specifically, is starting to drive
the flow of much-needed capital towards solutions to the
critical social and environmental challenges we are facing,
but there is much more to be done.
IMPACT IN BRIEF
Impact means investing in companies that aim to
deliver meaningful societal outcomes by addressing the
world’s major social and
environmental
challenges,
while at the
same time
producing a
financial return.
These investments
can be made in
both emerging and
developed markets
and target a wide
range of impact
areas, which can
include
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climate solutions, accessible healthcare, the circular
economy and quality education, among others. These
impact investment areas are increasingly being mapped
to the United Nations Sustainable Development Goals
(SDGs), which provide a framework against which impact
can be assessed and measured.
WHY IS IMPACT NECESSARY?
Recent campaigns, including the activities of Extinction
Rebellion and the school strikes initiated by Greta
Thunberg, have helped to highlight some of the real
and present challenges the world is facing. With 20 of
the past 22 years having been the hottest since records
began, the world’s leading climate scientists warned last
October that we only had a dozen years left to keep global
warming to a maximum of 1.5C. The report, from the UN
Intergovernmental Panel on Climate Change, said that
beyond this, even half a degree would significantly worsen
the risks of drought, floods, extreme heat and poverty for
hundreds of millions of people.
It is not only the challenges associated with climate change
we are facing though. The world generates two billion
tonnes of waste annually, and by 2050 it is estimated that
if we carry on as we are, there will be more plastic in the
oceans than fish (by weight).
Social factors, including education, employment status,
income level, gender and ethnicity, have a marked influence
on how healthy a person is, with health inequities having
a significant financial cost to societies, according to the
WHO. As an example, the European Parliament estimates
that losses linked to health inequities cost around 1.4% of
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gross domestic product (GDP) within the European Union
— a figure almost as high as the EU's defence spending
(1.6% of GDP). Meanwhile, last year the World Bank said
that more than 260 million children worldwide were out of
school, while more than half of those actually in education
were not learning. The list goes on.

The world generates two billion
tonnes of waste annually, and
by 2050 it is estimated that if
we carr y on as we are, there
will be more plastic in the
oceans than fish (by weight).

CHALLENGES AND OPPORTUNITIES
The challenges represented by the SDGs are huge, but so
too are the associated opportunities, and the
potential rewards.
A report by the Business & Sustainable Development
Commission found that achieving the SDGs in just four
economic areas could open 60 market ‘hot spots’ worth
an estimated US$12 trillion by 2030 in business savings
and revenue. The report highlighted that, for example,
achieving the single goal of gender equality could
contribute up to US$28 trillion to
global GDP by 2025, according to
one estimate by the McKinsey Global
Institute. The overall prize, it said, was
enormous, and impact investors are at the
vanguard of capitalising on
these opportunities.
LOOKING CLOSER AT IMPACT

It was to tackle these kinds of societal challenges that the
aforementioned SDGs were introduced in 2015. These
represent a universal call to action to end poverty, protect
the planet and ensure that all people enjoy peace and
prosperity – with a timeframe that runs to 2030.
The 17 Goals (with 169 key performance indicators or
sub-goals) build on the Millennium Development
Goals, while including new areas such as climate change,
economic inequality, innovation and sustainable
consumption among other priorities. The SDGs also
provide a framework for delivering sustainable outcomes,
and are increasingly being adopted by both investors and
companies as a means of framing their sustainable, or
impact, activities. It is also possible to create specific impact
targets focused on key investible impact areas, which can
also be mapped against the SDGs. This provides a robust
investment and measurement framework, and helps
impact investors to stay focused on the most pressing issues
facing society and the planet we live on.
To meet these goals, it has been estimated that some US$6
trillion a year will need to be spent, but government alone
cannot foot this bill – in fact, we are looking at a funding
gap assessed to be in the region of some US$2.5 trillion.
This is why investment capital is vital, and part of the
reason why so much focus is being put on
impact investment.
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Historically, impact investing consisted primarily of
private finance to fund specific, impactful projects. Because
of this, it sat chiefly within the sphere of institutional or
high net worth investors, with little access for the general
public and more limited capital available. But that is not to
say the demand isn’t there.
Impact investment has become one of the fastest-growing
areas of responsible investment (albeit from a low base),
attracting interest from a wider set of investors than seen
previously. In 2018 the Global Impact Investing Network
(GIIN) survey found respondents collectively managed
over US$228 billion in impact investing assets – up from
US$114 billion reported in the 2016 survey.
A portion of this growth is driven by the emergence of
listed equity funds with impact remits. These can provide
liquid, open-ended investment vehicles, which allow for
the ‘democratisation’ of impact, giving a stake in the game
to ordinary people who want their investments to make a
difference, or who realise the vast opportunities offered by
investing for the good of society.
DIFFERENT TO ETHICAL OR ESG
Impact investing is fundamentally different from
traditional ethical investing or environmental, social and
governance (ESG) investing – even if the difference may
seem subtle on the surface.
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Ethical investing has been with us for decades, and
some would say longer. It had its origins in the Quaker
movement and was originally a matter of negative
screening, put in place to match the values of individuals or
the public institutions and foundations representing them.
ESG investing takes a broader approach and incorporates
environmental, social and governance considerations
alongside – or within – financial analysis.
It looks to integrate issues such as shareholder rights,
stakeholder considerations and reputational risk into the
investment framework. Often, these strategies still have
some basic exclusions but the focus is on identifying the
‘extra-financial’ risks and opportunities a company is facing
within the more traditional financial analysis.
Impact funds in the listed equities space, meanwhile, need
to invest in companies that have the explicit intention
of addressing a range of societal and environmental
issues the world is facing, again, increasingly framed by
the SDGs. Along those lines, there are several areas that
impact investors have to consider, beyond the financial
investment case for a business.
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adequately funded, or how replicable its products or
services are.
Another key differentiator between impact and other forms
of responsible investment is ‘measurability’. This is one
of the central tenets of impact investing, and also one of
its most challenging aspects, especially so for investors in
public equity markets where measurement can be less clear.
Quality of data and measurability of intangibles are key
challenges here, but they need
to be overcome for public
market impact investors to
be effective.

Given the scale of the
challenges the world is
facing today, we need to
invest now to help protect the
future of the planet and
our place in it.

IMPACT CONSIDERATIONS
One element that investors need to consider is the idea of
‘intentionality’. This is when a company specifically sets
out to deliver a particular impact, with that goal being
part of the company’s mission statement, strategy and
actual day-to-day operations (inadvertent impact doesn’t
count). There is also intentionality from the investor’s
viewpoint; that is, the intention to generate positive social
or environmental impact through an investment. To
achieve this, investors must actively pick stocks because of
their positive impact, rather than screening out companies
or picking the least bad from each sector.
In traditional impact investing, the ‘additionality’ of the
investment is also considered — identifying and reporting
the resultant impact of every pound, euro or dollar invested
in a project. For example, a specific amount invested
allowed a company to build social housing for 10,000
people, which otherwise would not have been built. This
is the additionality of the investment. As listed equity
impact funds are generally dealing in secondary markets,
and the directing of that funding is often not possible,
additionality is considered in other ways, generally focused
on understanding the additionality of the company. To
do that, we might ask how the world would be different
if that particular company did not exist or if it were not
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Given the scale of the challenges the world is facing today,
we need to invest now to help protect the future of the
planet and our place in it. Impact investment should
increasingly help drive solutions, and can do so while
delivering attractive investment returns to investors.

Ben Constable-Maxwell is Head of Sustainable and
Impact Investing at M&G
Ben joined M&G in 2003 as an Investment Specialist
in the Global Equities team. He is a founding member
of M&G’s Responsible Investment Advisory Forum and
has been central to the development of ESG at M&G,
leading on sustainability issues for M&G and supporting
the development of ESG client solutions.
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SORTING THE WHEAT…
FROM THE WHEAT
As an adviser, how can you ensure that you meet your clients’ needs
by making use of the similarities and differences between the different
sustainability funds which are available in the UK today? Julia Dreblow,
Director SRI Services and founder of the Fund EcoMarket fund tool, sheds
some light on this exciting sector which is growing rapidly in importance

M

y previous article which appeared
in the May edition of IFA Magazine
ended with a climate change related
quote from Mark Carney, Governor
of the Bank of England where he
said ‘…the task is large, the window of opportunity is short,
and the stakes are existential’. Since his speech in March the
focus on this area has increased dramatically.
Extinction Rebellion has grabbed headlines calling for
the recognition of a ‘climate emergency’, Greta Thunberg
has taken the country by storm, David Attenborough has
articulated his fears in the documentary ‘Climate Change
the Facts’ - and the Climate Change Committee has
mapped the UK’s route to ‘net zero’ carbon emissions,
by 2050.
Some of this you may love. Some you may loathe. But
unless you have been away on a desert island you will have
found it impossible to have missed it all.
As members of the somewhat elite finance and investment
‘gatekeeping community’ you should not seek to overlook it
either. Your work puts you (and your interested clients) in
a fantastic position to do something about climate change
- and if that is not enough, it is very clear that much money
will be made and lost as a result of climate change and
sustainability issues over the next few years.
INVESTMENT ANALYSIS
But how do you carry out effective due diligence on the
investment funds which operate in this exciting sector?
In this article I will explore the variation in sustainable
investment fund choices and why they suit particular clients
with their differing opinions and financial objectives.
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THE STARTING POINT
Firstly, you’ll need to identify fund options that have a
genuine emphasis on sustainability, either through their
themes, screens, objectives or investment universe.
However, understanding how funds with sustainability
stategies actually operate can be somewhat baffling – and a
genuine concern, given that Googling fund holdings is an
ever-present option for clients. (‘Greenwash’, for the record,
is a genuine risk in this area, but the far greater risk is
misunderstanding funds through a lack of information.)
The way forward lies in understanding fund strategies
and gathering ‘evidence’ as required.
THE POWER OF THREE
The first point to recognise is that there
are many ways to support and encourage
more sustainable business practices and
therefore lifestyles. Fund managers
have three main strings to their bow:
deciding ‘where to invest’ (positive
stock selection), deciding where
‘not to invest’ (avoidance –
whether explicit or implicit) and
through the relationship they
have with investee companies
(responsible
ownership/stewardship).
All three are important
but need not be
employed in the
same way by
all funds.
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CLASSIFICATION CRITERIA
Some of the areas we focus on when trying to understand
or classify a fund include:
• What does the fund strategy say about ‘sustainability’?
How does the manager describe their strategy? eg a
focus on ‘positive impacts’, helping to ‘effect change’ or
improved ‘risk management’?
• Where does the fund invest? And do holdings look like
they align to fund objectives?
• Are some (or many) industries out of bounds?
• Is there publicly available evidence of voting, engagement
or other significant stewardship (responsible
ownership) activity?
• What resources do they employ, inhouse or externally?
• Do they collaborate with (and learn from) others to
amplify their work
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4. Core aim: to deliver competitive performance by
investing in companies that display strong sustainability
policies and practices.
5. USP: can play an invaluable role in helping to deliver
potentially game-changing progress in very
large companies.
These funds may hold investments that surprise clients,
such as FAANGS, banks and occasionally oil or mining
companies, however advisers often like their alignment to
conventional benchmarks.
If queried, advisers should check fund manager
‘stewardship’ activity, particularly votes against
management and resources - especially for passive funds
with light exclusions.
Active fund managers with options of this kind include:
Sarasin Partners, M&G, Quilter Cheviot, LGIM, Royal
London, Pictet, Stewart Investors and Brown Advisory.
GROUP 2. SMALL & MID-CAP WEIGHTED

• And finally - is the manager keen to communicate their
activity - or would they prefer people like me to
stay away!?

1. Stock selection: significant exposure to small and mid
cap companies that are delivering or developing
solutions to environmental and social challenges.

With the exception of the final point, all of these are
highlighted on our free (fund manager sponsored) Fund
EcoMarket database – which is my way of contributing to
transparency and amplifying my experience in this sector!

2. Risk management: managers typically know their
companies well and may review some elements of ESG
on a company by company basis – focusing on relevance
and materiality.

STRAW MEN

3. Active ownership: relatively few engagement
opportunities given the nature of the companies held.

The following three groups (‘or straw men’) are based
on the ‘Policies’, ‘Approaches’ and ‘Corporate Activity’
filters on that tool - and aim to help illustrate
common combinations, and their benefits:
GROUP 1.

LARGE-CAP WEIGHTED

1. Stock selection: significant large-cap
exposure, invested across most sectors,
favouring ‘best in sector’ companies that
show ‘sustainability leadership’ relative
to their peers.
2. Risk management: carry out
extensive ESG research to
help reduce risk.
3. Active Ownership: vote
shares at AGMs with the
aim of encouraging
often very large
companies towards
more sustainable
business practices.
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4. Core aim: to deliver competitive performance by invest
in future winners - companies that are innovating,
driving or facilitating the shift towards more
sustainable lifestyles.
5. USP: can play an essential role by driving much needed
investment towards often smaller pure play, positive
impact, solutions companies.
Clients often love to invest in companies that are focused
on solving problems like replacing plastics, clean energy,
resource efficiency etc – but possible deviation from
standard benchmarks can worry advisers.
Advisers should consider the benchmark the fund uses
(or their own preferred benchmark) and sense check its
constituents against the client’s opinions, investment term
and external factors such as
regulatory shifts.
WHEB, Foresight, Triodos, M&G, Jupiter, Montanaro and
Impax all offer funds of this kind.
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GROUP 3. WIDE (SUSTAINABLE)
INVESTMENT REMIT
The third group combines elements of the two
strategies above typically employing positive,
sustainability-focused stock selection to gain exposure to
both ‘pure play’ companies and some larger caps.
Contentious activities are mostly avoided and engagement
activity is focused on any grey areas. ESG risk is minimised
through research, with judgement calls made if a risk is
considered acceptable.
Engagement opportunities are however lower than for
Group 1 (because of where the fund invests) and exposure
to ‘pure play’ (specialist) companies is lower than Group
2. However, as fund assets grow there may be important
opportunities for both.
Funds of this kind are available from Liontrust, EdenTree,
Kames, Rathbones, Pictet, JanusHenderson, Jupiter,
Triodos, Sarasin and Partners and Standard Life.
This group accounts for around half of the 43 onshore
sustainability-themed OEIC funds available today, as
well as many ‘ethical’(screened and themed) funds and
‘environmental’ funds. (Noting that funds vary and some
managers have multiple strategies.)
To delight clients with funds that closely match their
personal aims, we recommend that advisers read the

22

additional information supplied by fund managers
as this can provide an important insight into fund
strategies and ‘what makes the fund manager tick’.
Heading down this route can also be a journey
of discovery for advisers – and clients -too. Many
advisers have reported that sustainable investment offers
unparalleled opportunities to demonstrate the value of ‘one
to one’ financial planning advice - and takes their client
relationships to a whole new level! What’s not to love
about that?

About Julia Dreblow
Julia Dreblow is a founding
director of SRI Services and
runs the fund manager
supported FundEcoMarket.
co.uk tool that is designed
to enable financial advisers
to match clients’ aims to
sustainable, responsible
and ethical fund options.
She has been a leading
proponent of this area
for over 20 years and
in addition to running
Fund EcoMarket, being
a director of UKSIF - and on various advisory boards
- does consultancy, policy consultation work, media,
events and speaking engagements.
www.FundEcoMarket.co.uk
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ALIGNING CLIENTS'

INVESTMENTS WITH THEIR VALUES

EQ Investors is an award-winning chartered financial planning firm with
over 60 staff in London and 2,000 clients all around the UK. It is also one of
the fastest growing wealth managers in the UK with a strong sense of
being a member of a wider community. Sue Whitbread talks to
Damien Lardoux, Head of Impact Investing at EQ investors, about how
and why the business is so committed to sustainable investment principles

SW: WHY IS THE INTEGRATION OF SUSTAINABLE
INVESTMENT STRATEGIES SO IMPORTANT TO
YOUR BUSINESS?
DL: EQ Investors (EQ) is a staff-owned chartered wealth
manager. Our ethical approach to doing business has won
us the favour of clients across the UK.

We are proud to be one of first UK companies to be
awarded B Corporation status, an internationally
recognised standard for companies that believe in
business as a force for good. We operate a Matched Giving
programme to help our clients and staff to raise extra
funds for their favourite causes and we have set up the EQ
Foundation as a registered charity.
The EQ Positive Impact Portfolios which we launched in
2012 are a unique proposition for investors who care about
how and where their money is invested. The portfolios
invest in funds which can show that they are supporting
companies taking steps to achieve a social or environmental
impact as well as a financial return.
The reason for launching the portfolios six years ago is
that at the time, socially concerned investors could access
solutions focused on negative screening, but we wanted
to focus on the positive impact. The best companies have
always been the ones that innovate, find new ways to serve
real needs and solve real problems, and we wanted to
capture these impact investment opportunities.
In addition to offering these to our own private clients,
these are also available as a DFM service to IFAs via
nine platforms.
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SW: WHAT ABOUT CLIENTS? HOW CAN ADVISERS
BEST MANAGE THE FACT-FINDING PROCESS
TO ENSURE THAT CLIENTS’SUSTAINABLE/
ETHICAL VIEWS ARE PROPERLY IDENTIFIED AND
INTEGRATED INTO THE PLANNING PROCESS?
DL: In terms of our DFM service, what really matters
is the way the subject is approached by advisers with
their clients. In our experience, a number of advisers
avoid the subject for various reasons such as beliefs
around underperformance, lack of confidence answering
questions or additional complexity in the advice process.

Others tend to ask clients whether or not they have any
ethical concerns that should be reflected in their investment
portfolio. By phrasing it with negatively connoted words,
clients can decline to pursue the discussion any further.
Even for those clients expressing an interest, we have
seen examples of questionnaires with up to 50 different
questions which, as you would expect, can be
quite overwhelming.
In our experience, clients engage a lot more with the subject
when it is kept simple and positively phrased. For example,
some advisers ask the following question to their clients as
part of their fact finding process – “Would you like your
investments to make a positive impact on society and
the environment?” and the response is overwhelmingly
positive. This gives them a fantastic advantage versus their
peers. A survey last year showed that fewer than 10% of
advisers are discussing sustainable investing with a majority
of their clients.
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SW: IS THE SUSTAINABLE APPROACH CONSIDERED
FOR ALL RELEVANT CLIENTS OF THE BUSINESS OR
JUST THOSE WHO HAVE ETHICS OR SUSTAINABLE
INVESTMENT AS A STATED CORE VALUE
AND OBJECTIVE?
DL: For the advisers we work with, the EQ Positive
Impact Portfolios are one item on the menu which being
presented to clients alongside other active and passive
investment options. Obviously, for those that have
expressed a strong interest for having their investments
aligned with their values, our proposition either on a
model portfolio or bespoke basis is usually a great fit.

Interestingly, a number of advisers see our portfolios as
a good diversifier to other strategies they offer to their
clients. The positive impact approach has been designed to
take advantage of the many challenges that we are facing.
We invest in companies which develop solutions tackling
climate change, inequality or unsustainable economic
development. As a result, our focus on innovative, high
growth and profitable companies would significantly
differentiate our proposition to more traditional
investment strategies.
SW: HOW DO YOU MANAGE THE PROCESS
OF FUND/INVESTMENT SELECTION AND ASSET
ALLOCATION WITHIN THE BUSINESS? IS DUE
DILIGENCE MADE MORE COMPLICATED WITH AN
EXTRA FILTER FOR SUSTAINABILITY?
DL: Sustainability (impact) is a key part of our
investment process. To start with, our asset allocation
discussion will go beyond regional analysis and debate
which themes are going to drive returns over the medium
to long term. For example, we consistently debate on
how the energy sector is being disrupted by the rise of
renewable energy and its potential future impact on
revenue and earnings growth.
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Of our investment team comprised of 13 people, six are
focused on fund research analysis. This is a key part of
our process and again sustainability plays an important
role. Indeed, there is growing evidence that embedding
environmental, social and governance factors into an
investment process can help decrease downside risks and
improve returns overtime. Embedding sustainability within
our process has helped us to have a more holistic approach
and better understand future drivers of returns both from a
sector and company specific perspective.
SW: DO YOU SEE A CONFLICT BETWEEN
SUSTAINABLE INVESTING AND MAXIMISING
INVESTMENT RETURNS?
DL: This is one of the questions that we get asked the
most. Often, there is the misconception that making a
positive impact on society and the environment must
come at the expense of performance. At EQ, we firmly
believe the opposite to be true. Indeed, there is ample
evidence that it can boost company profitability and your
long-term investment returns.

Impact investing aims to invest in companies that have
turned pressing societal needs into profitable, long-term
business opportunities. The track record of impactful

Impact investing is here to
stay. More and more people
understand that we need to
sustainably manage our planet ’s
resources and ecosystems.
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investments so far shows that they have the ability to
outperform conventional equivalents and that their
innovative business models are highly profitable – as we
show in our second annual impact report.
Albeit a shorter track record versus traditional investing,
the EQ Positive Impact Portfolios have outperformed their
conventional benchmarks since their launch six years ago.
SW: WHAT ARE YOUR VIEWS ON THE FUTURE FOR
SUSTAINABLE INVESTING? IS IT A TREND WHICH
WILL REVERSE OR DO YOU SEE IT BECOMING
MAINSTREAM IN THE NEAR FUTURE?
DL: Impact investing is here to stay. More and more

people understand that we need to sustainably manage
our planet’s resources and ecosystems. The BBC’s Blue
Planet series has raised awareness of plastic pollution
and seen a shift towards reducing single-use plastics.
Meanwhile governments are being pushed by activists and
consumers to pay more attention to environmental issues.
Increasingly individuals are now looking to make
a positive impact by aligning their values with
their investments.
The UN estimates that $5-7 trillion of investment is
needed annually to solve the 17 most pressing global issues
(represented by the UN’s Sustainable Development Goals)
by 2030. The SDGs cover social and economic development
issues, including poverty, hunger, health, education,
global warming, gender equality, water, sanitation, energy,
urbanisation, environment and social justice.
With an investment gap of approximately $2.5 trillion,
impact investing is one approach that is needed to bridge
this void.
SW: WHAT WOULD BE YOUR ADVICE TO OTHER
FINANCIAL PLANNING FIRMS WHO MAY BE
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CONSIDERING THE INTEGRATION OF SUSTAINABLE
INVESTMENT INTO THEIR BUSINESS?
DL: It is clear that there is strong investor demand for
impact investing. Looking ahead, as impact reporting
continues to improve, it raises the prospect of a broader
group of investors being brought in to the sector, attracted
by greater clarity on how better social and environmental
outcomes for society are fulfilled by their investment
actions. We recommend they get on-board.

EQ Investors:
Total number of employees: 65
Assets under management: £850m+

About Damien Lardoux,
Head of Impact Investing,
EQ Investors
Damien has an MSc in
Management from Reims
Management School and
an MSc in Wealth and
Asset Management from
ESCP-EAP Paris Business
School. He is also a CFA
charter holder, being a
regular member of the CFA Institute and CFA
UK society.
Before joining EQ Investors, Damien worked for Bank
of America Merrill Lynch being responsible for asset
allocation, security selection and portfolio construction.
Damien now acts as the portfolio manager for the
EQ Investors Positive Impact portfolios and brings an
incredible enthusiasm for spreading the word about the
benefits of impact investing.
Damien is a devoted sportsman, playing judo and
squash on a regular basis. He also enjoys hiking, both in
the UK and to places such as the Himalayas
and Kilimanjaro.
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COMING
CLEAN
Amanda O’Toole, manager of the AXA WF Framlington
Clean Economy fund highlights the growing importance
of the CleanTech market when investing sustainably

Huge demographic, environmental and economic changes
are influencing the political and social drive to find clean
technology solutions, with the global CleanTech market
predicted to expand to $1.3 trillion by 2020, up from
$601bn in 20141.
CleanTech means different things to different people but
we look at it via four big themes which are at the forefront
of this drive to live in a cleaner way; sustainable transport,
smart energy, recycling and responsible nutrition.
A global trend, it currently gives us a universe of 1,100
listed, investable companies around the world, of which 700
have the highest exposure to it. But we think the market
has the potential to expand substantially from here for a
number of reasons.
Firstly, the universe itself currently has a structural growth
rate of more than 10% per annum, something which on
its own is a very attractive characteristic, but when put
in a wider context versus other industries offers a variety
of benefits.
Structural trend growth, for example, can be far more
resilient to any slowdown in the global economy.
Take precision agriculture. This emerging farming
management concept aims to enhance crop yields by
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implementing information-based decision making.
With countries around the world at different stages of
implementation, we believe it has the potential to last for
many years, just as previous agricultural revolutions have
been multi-decade events.

CleanTech means different things
to different people but we look
at it via four big themes which
are at the forefront of this drive to
live in a cleaner way; sustainable
transport, smart energy, recycling
and responsible nutrition

The potential longevity of that trend is true across the
CleanTech universe. One just has to look at China and its
desire to rely far more heavily on renewable energy to fuel
its economy. This is being manifested by cutting down on
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dirty coal power and shifting to renewable energy, so even
if electricity demand does fall in the event of a downturn,
renewable demand is likely to be more resilient because it is
favoured over other power sources.
Clearly, if the global economy slows it will still be impacted,
but in essence CleanTech is not relying on the world
growing in order to grow itself.
Finally – and one factor which should not be
underestimated – is the desire by the populace at large to
live in a better and more sustainable way.
This should continue to create a powerful underlying
growth driver which is largely protected from the cyclicality
of economies.
Of course, one has to pick the right companies to benefit
from these trends as there will be winners and losers.
But one thing is certain – these trends are getting stronger
and more prevalent, and can quite simply no longer be
ignored, with corporates across the world increasingly
recognising this.
1

About Amanda O’Toole
Amanda is a Global Portfolio Manager at Framlington
Equities. Amanda was previously a member of the
Emerging Markets team with a focus on energy,
utilities, consumer and healthcare. Prior to joining AXA
IM, Amanda was an Investment Analyst at Nevsky
Capital, covering Europe and then Emerging Markets
across a range of sectors with emphasis on energy,
utilities and consumer. Amanda began her career at
PricewaterhouseCoopers, initially in Corporate Recovery
and latterly in Corporate Finance. She holds a BA (Hons)
in Economics from the University of Newcastle Upon Tyne
and is an Associate Chartered Accountant.

Financier Worldwide, “Investing in the clean technology revolution”,
January 2016, cited via the AXA Investment Managers website.
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URBANISATION: THE SMART
INVESTMENT OPPORTUNITY
Urbanisation is putting pressure on infrastructure and the environment.
To thrive, cities need to get smarter and work more closely with
the private sector. Ivo Weinöhrl, Senior Investment Manager,
Pictet-SmartCity Fund, sets out the rationale behind the strategy
and why it represents a compelling investment opportunity.

C

ities may occupy just 2 per cent of the earth’s
land surface, but they are home to more than
half of the world’s population and generate
80 per cent of all economic output1. And
their dominance is growing: by 2045, an extra 2 billion
people will live in urban areas. The expansion of urban
centres is sure to put pressure on infrastructure, resources
and the environment. Encouragingly, those responsible for
planning and building the cities of the future are up to the
challenge. Worldwide, authorities are working ever more
closely with the private sector in an effort to make our cities
safer, more sustainable and better connected.

BUILDING THE CITY

That’s good news for the planet. It’s also good news for
investors. That’s because the emergence of smart cities
should promise to create important business opportunities
for a wide range of companies that contribute to urban
development. Indeed, while the world economy is
expanding by just 3 per cent a year, there is the potential for
urbanisation-related firms to grow their revenues by more
than 15 per cent per annum2. Policy is also increasingly
supportive of the move to smart cities. For example, the
development of “smart cities” is central to the United
Nations’ Sustainable Development Goals (SDGs). Under
SDG 11, the United Nations specifically calls for additional
urban investments through to 2030 to “make cities
inclusive, safe, resilient and sustainable”3.

RUNNING THE CITY

According to Citigroup, that alone would necessitate some
USD2.1 trillion of annual investment across infrastructure,
housing, education, health, recreation and buildings4.
The investment opportunities we see emerging can be
split across three broad areas of activity: building the city,
running the city and living in the city.
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More people need more buildings: houses, offices, schools,
leisure centres. The challenge is to design, plan, construct
and finance these buildings in an efficient and sustainable
fashion. China and India alone require up to 2.8 billion
square metres of new residential and commercial space a
year5. Although there are efforts underway to build higher
to save space and reduce urban sprawl, conventional
skyscrapers tend to be environmentally unfriendly in
construction and operation – which ultimately also makes
them expensive.

Sixty per cent of cities’ economic growth is coming from
a growing population, and 40 per cent from improving
labour productivity6. To run efficiently, urban areas need
better transport, water, energy and waste management
infrastructure, logistics facilities and public services from
healthcare to education. Combatting poor air quality is also
a priority for metropolises – especially in China – while
waste disposal and treatment is becoming a bigger problem
as population sizes grow. Businesses that help cities run
smoothly and sustainably, therefore, should do well.
Of the USD81 billion that will be spent on smart city
technology this year, nearly a quarter will go into fixed
visual surveillance, smart outdoor lighting and advanced
public transit, according to the International Data
Corporation7. Eventually, this is likely to mean high speed
trains and driverless cars. Consultancy McKinsey forecasts
that up to 15 per cent of passenger vehicles sold globally
in 2030 will be fully autonomous, while revenues in the
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automotive sector could nearly double to USD 6.7 trillion
thanks to shared mobility (car-sharing, e-hailing) and data
connectivity services (including apps and car
software upgrades)8.

All of this is good news for companies that provide
such services.

Changing consumer tastes are also calling for new types
of infrastructure. Today’s city dwellers, for example,
increasingly shop online and expect ever faster delivery
times. To meet their needs, modern urban areas need the
support of last-minute distribution centres, backed by
out-of-town warehouses.

Many of these innovations already exist. McKinsey
estimates that adopting a smart city concept can improve
key quality-of-life indicators, such as health, safety and
environmental quality, by 10 to 30 per cent.

At their smartest, cities will combine what is good for the
planet with what is good for the economy. A recent report
by the Global Commission on the Economy and Climate
found that investing in lower-emission public transport,
using more renewable energy and increasing efficiency
in commercial buildings and waste management in cities
could cut energy costs by about USD17 trillion worldwide
by 2050, as well as cut commuting times and improve
general liveability9.
LIVING IN THE CITY
Finally, as well as creating more efficient cities, we need
to find new and better ways to live and work in them, not
least in making people’s lives more flexible using innovative
technology. We believe that healthier convenience food
represents a significant opportunity linked to urban living
as city dwellers have less time or inclination to cook. In the
US alone, households spend USD730 billion on takeaways
and eating out – 43 per cent of their total food budget10.
Flexible offices are another growth industry. Globally, the
number of people using co-working spaces has tripled
over two years to 1.74 million, and is forecast to reach 5.1
million by 202211.
Demographic developments are also shaping the demands
of city dwellers. A growing number are single, for example,
creating appetite for a wider variety of housing options for
residential living (e.g. smaller apartments and shared flats).
Because of the tendency of urban housing to be smaller, a
market for self-storage facilities, bicycle parking and various
sharing economy initiatives is emerging. With more parents
working, meanwhile, there is a greater need for childcare.

At their smartest, cities will combine
what is good for the planet with
what is good for the economy.
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SMART AND SUSTAINABLE

We think that embracing it – and continuing to innovate
– is crucial for the future of our increasingly urban world,
where efficiency and sustainability go hand-in-hand.
There clearly should be, therefore, a sizeable investment
opportunity with superior growth prospects. Investors can
benefit from it by helping to shape the smart cities of
the future.
[1] World Bank, “Urban development overview”, June 2018
[2] Arthur D Little, “Smart cities – turning challenge into opportunity”, 2016
[3] UN, 2015
[4] Citigroup, 2018
[5] McKinsey, “Urban world: mapping the economic power of cities”, 2011
[6] World Economic Forum, “Migration and its impact on cities”, October 2017
[7] IDC, “Worldwide semi-annual smart cities spending guide”, July 2018
[8] McKinsey, " Automotive revolution – perspective towards 2030”, January 2016
[9] The Global Commission on the Economy and Climate, “Accelerating low-carbon
development in the world’s cities”, September 2015
[10] US Department of Agriculture Economic Research Service, 2014 data (latest
available data)
[11] Global Coworking Unconference Conference, December 2017

About Ivo Weinöhrl
Ivo joined Pictet Asset Management in 2016 and is a
Senior Investment Manager for the Smart City strategy
in the Thematic Equities team.
Before joining Pictet, Ivo worked at Deutsche Asset
Management where he held joint responsibility for the
DWS Top Dividende fund. His investment management
career at Deutsche also included being the lead
manager for a global value fund and managing US
equity funds – including a high dividend strategy.
Ivo holds a Diplom-Kaufmann in Business Administration
& Electrical Engineering from the Technical University of
Munich and is a CFA charterholder.
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CHANGE FOR

GOOD

How can impact investing improve the quality of your client
relationships? James Lawson of Tribe Impact Capital highlights
practical ways you can build greater engagement with clients

Perhaps on your last holiday you were shocked at the
amount of rubbish on the beach. Or you sympathise
with the strain that nurses and GPs endure as a part of a
stretched health service. Or you’ve watched one of David
Attenborough’s recent epics on the BBC or Netflix1. Or
you’ve read that the interest in sustainable and impact
investing is twenty times higher than traditional investing2.
Where ever you’ve been in the past twelve months, you’ll
recognise that sustainability and impact are hot topics.
But the key challenge as a professional adviser is what
should you do about it? Can you better-use the exclusion
lists on your due diligence questionnaire, are any existing
ethical investments inappropriate, or how do you even
start this conversation with your client, if you have not
done so before?
It’s a challenge which we’ve been supporting advisers with
for the past three years and has culminated in our Impact
Discussion Guide. I’d like to share some of the practical tips
from that guide here for both any existing ethical investors
you may have as clients, as well as the rest of your current
and future client book.
WHAT TO DO ABOUT YOUR EXISTING
“ETHICAL” CLIENTS
With those clients whose objectives focus on ethical
investments, you’ve probably had a conversation around
topics/sectors they want to avoid: alcohol, fossil fuels,
tobacco, etc.
In discussing sustainability we suggest three steps. First, we
should acknowledge that there’s nothing wrong with using
negative screens. It’s just that there may be a better way.
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At Tribe we position negative screens as “avoiding the
problem”, which is to be distinguished from impact
investing’s mantra of “finding the solution”.
The next step with those of your clients who have ethical
investments is to get to the bottom of what they see as
“the problem” and why. So, for tobacco exclusions, their
underlying concerns may be around healthcare and
addiction for those excluding tobacco. Or those with oil
and gas exclusions may see “the problem” as environmental
degradation and climate change.
The third step is to match “the problem” with a potential
solution. For example, global carbon emissions reached
an all-time high of 33.1 gigatons in 20183; so oil and gas
emissions are a problem. Rather than excluding them and
avoiding the problem, a solution might be to consider
including businesses in the client’s portfolio that are
transitioning to low carbon economy, or the electrification
of vehicles, or green infrastructure. For more ways to map
exclusions to underlying challenges and their solutions, see
Tribe’s Impact Discussion Guide.
HOW TO START THE CONVERSATION WITH
“NON-ETHICAL” CLIENTS
This is all about making investment relevant to your clients
and their lives. You will, most likely, have the majority
of your clients in mainstream, non-ethically focussed
investments. Some of these clients will be fascinated by their
investments and regularly query the underlying strategies
and holdings of your selected managers. But most won’t.
The reason that most clients don’t want to talk that much
about their investments is because they’re simply not that
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interesting. Investing is a
fast-moving and complex
environment, coupled
with a lot of noise around
terminology. Clients do
not link their investments
to “real life”. But impact
investing is often directly
connected to issues
that clients are
hearing more
about and which
matter to them. It’s
making investing
interesting. No, it
really is.
Tribe’s Impact
Discussion Guide
has regular snippets
from the news that can
be related to conversations
around investments. For example:
Did you see in April that they found microplastics on
pristine wilderness at the top of the Pyrenees4 and then a
month later, in a separate expedition, plastics were found
at the bottom of the deepest part of the seabed5? Many
industries are trying to find solutions to this including
reverse-vending machine (RVMs) manufacturers. These
RVMs are in supermarkets in the UK and around the
world, where shoppers hand in their plastic bottles in
return for money off their shopping. In doing so, this is
helping to take plastics out of the economy.
Did you know that over a decade ago obesity became
a bigger problem than hunger6? Nutrition is a critical
component of healthcare and there are a number of
businesses that are helping to improve this, such as those
trying to keep the same tastes of popular foods but
eliminate the sugars.
Naturally, there isn’t a single problem nor any simple
solution. But stories like these and others can make
investments interesting again.
WHY STORIES ARE SO IMPORTANT
Rather than being told how the world is affecting their
investments, you can now turn that question on its head
when having discussions with your clients: how are your
investments affecting the world?
We believe that sustainable and impact investments are
directly relevant to your clients and prospects because
they’re related to their everyday lives. Which, in turn, results
in clients becoming more interested and engaged with their
investments and the whole financial planning process. If
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investors understand the stories behind their investments,
Tribe’s research has shown that this makes them more
comfortable with market volatility7. This means they’re
less likely to panic during periods of volatility through the
market cycle, buying high and selling low. So they become
better investors.
These are great outcomes for your clients, your business
and the planet.
A JOURNEY
One of our favourite mantras at Tribe is that perfection is
the enemy of progress. And this is very relevant in the field
of sustainable and impact investing where there will always
be compromises and contentions as the impact market is
still developing. But these are going to be necessary if we
want to make progress and we are open with our clients
about these.
Like many financial advisers, we often use the word
“journey”. Our clients are on one, as we are too. And if we
can support you on yours, please do get in touch. We’re
offering readers of IFA Magazine free access to Tribe’s
Impact Discussion Guide.
For your copy of the guide just email hello@
tribeimpactcapital.com and quote the code IFAMTIDG.
1

See Dynasties (BBC 2018), Climate Change: The Facts (BBC 2019)
or One Planet (Netflix 2019)

2

Tribe Impact Capital, Google Trends, 2018

3

International Energy Agency, 2019

4

Nature Geoscience, 2019

5

The Five Deeps Expedition, May 2019

6

Lancet, 2018

7

Investing for Humans, Tribe 2017 https://www.tribeimpactcapital.com/
news/investing-for-humans/

About James
Lawson
James is a coFounder and
Partner at Tribe
Impact Capital, the
UK’s first dedicated
impact wealth
manager. Tribe
builds portfolios for
wealth holders to
align their financial requirements with their individual
values and the impact they want to create. Tribe is
a B Corporation, as well as signatory to the UN PRI,
UN Environmental Programme Finance Initiative, and
HM Treasury’s Women in Finance. In 2018 Tribe was
elected “Best for the World” (representing the top 10%
of B Corps globally) and won PAM’s Innovation Award
and WealthBriefing’s European Specialist Investment
Manager Award. James started his financial career at
UBS Wealth Management in London and Switzerland.
He then founded the global wealth insight consultancy,
Ledbury Research. He has a Masters in Economics and
holds the CFA designation.
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LANG CAT

ASSESSING VALUE FOR MONEY IN

A POST-MIFID WORLD
With platforms set to issue new cost and charge statements to
investors imminently, Mike Barrett of the lang cat argues that
now is a good time to review your processes to ensure clients are
reminded of the value they receive in return for the fees they pay

W

hen writing an article on value
for money it’s pretty much the
law that one of Warren Buffett’s
favourite admonitions needs to
be included at some point, so I
thought I’d get it out of the way nice and early. I’ve never
had the pleasure of Warren’s (if I can call him Warren…)
company, so can’t be certain, however I’m pretty sure he
wasn’t thinking of the minutia of MIFID disclosure when
he first uttered this famous quote. However, MIFID and
a few other bits of adjacent regulation are increasingly
putting the whole question of what is or isn’t value for
money into sharp focus. And for advisers, this focus is only
going to continue.
When looking at the first part of Mr Buffett’s quote,
price, MIFID has changed the game for investors. In most
cases it is now reasonably easy to find out the cost of the
services on offer, certainly if you are an investor working
with a platform, asset manager and a reputable financial
adviser. Advisers have been clear about their charges since
RDR, and MIFID has forced platforms and in particular
asset managers to come up to the same standards.
THE PRICE YOU PAY
Central to this are the new MIFID cost and charge
statements. By the time you read this, the vast majority of
platform clients will have received a shiny new statement
in the post, detailing all the charges they have paid in the
last twelve months. This will include a total charges paid
figure, then separate figures for advice charge, platform
fee, asset management fee, and anything else that might
be involved. This is what you pay, so investors will
subsequently be able to decide if what they are getting is
actually of value.
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MAKING SENSE OF THE FIGURES
For advisers, these statements create something of a
challenge. The good news is that every platform will be
sending each client a statement directly, so in theory
advisers won’t need to do anything. The reality, however,
is somewhat different. First up, not every adviser I
speak with is entirely comfortable with the platform
communicating directly with their clients. Whilst these
letters can’t be intercepted, and will be sent, many
advisers are wanting to provide additional disclosure and
communications to the clients to help them understand
what is being said.
And this is where things get really tricky for advisers,
especially if you have clients across more than one
platform. It will come as no surprise to discover that
most platforms are approaching these statements in
slightly different ways. Scope, timings, content, calculation
methodologies all can vary depending on who you
are using. The good news is that this is just the sort of
detail we love at the lang cat (we don’t get out much…)
and we have collated everything you need to know for
every advised platform in the UK. Visit https://www.
langcatfinancial.co.uk/publications/ and download the
free guide to MIFID cost and charges to see how the
platforms you use are dealing with these new statements.
THE QUESTION OF VALUE
So, if these statements clearly set out the costs paid then
it should be easy to decide whether the investments/
services are of value? Ultimately clients will decide this for
themselves, however advisers have a role to play as well.
For a number of years COBS has contained the
following guidance…
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COBS 6.1A.16 G “In order to meet its responsibilities
under the client’s best interests rule and Principle 6
(Customers’ interests), a firm should consider whether the
personal recommendation is likely to be of value to the
retail client when the total charges the retail client is likely to
be required to pay are taken into account. “
Put simply, when you (as an adviser) are making a
personal recommendation you should assess whether it is
of value.

June 2019

process around it. For example, you might say that
anything below 200bps total cost is acceptable (green).
200bps to 250bps is amber and goes to file checking.
Above 250bps is red and would be viewed as too
expensive. These numbers are just a guide, and as well
as having the process it’s equally important you think
through and use your own figures, but with the regulatory
focus on costs increasing, and investor understanding
of the impact of costs hopefully improving as a result of
MIFID, we think this is a worthwhile exercise for advisers
to conduct.

MIFID has also raised the bar with regards to the adviser
responsibilities, introducing a new rule…
COBS 9A.2.19 EU: ‘Investment firms shall have, and
be able to demonstrate, adequate policies and procedures
in place to ensure that they understand the nature, features,
including costs and risks of investment services and
financial instruments selected for their clients and that
they assess, while taking into account cost and complexity,
whether equivalent investment services or financial
instruments can meet their client’s profile’
THE IMPACT OF COMPOUNDING
Stepping back from the regulation for one moment it’s
worth reminding ourselves why this is so important. The
table below shows the potentially destructive power of
compounding charges over the long term. With £100k
invested over 30 years, the difference between a 1 and 2%
total charge is over £100k. Or 25% less. It doesn’t matter
who these charges are paid to, the impact is the same.
Charges are a drag on your returns.

5 YEARS

10 YEARS

20 YEARS

30 YEARS

1% £127,628

£162,889

£265,330

£432,194

1.5% £124,618

£155,297

£241,171

£374,532

2.0% £121,665

£148,024

£219,112

£324,340

ASSUMPTIONS: £100k invested. 6% annual growth
So, what should advisers do about all of this? Firstly, it’s
never been more important to highlight the value you
add outside of investment returns. Most adviser firms are
increasingly good in this space, with financial planning,
tax management, inheritance and family office services
delivering huge benefits to clients. As clients receive their
statements showing their investment costs it’s worth
reminding them that this is (hopefully) not all you are
doing for them.
Beyond that, and moving back to the regulation, it’s
imperative that you have a view on costs. What is your
house view on what represents a reasonable total cost of
ownership? And then perhaps you can build a R/A/G
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About Mike Barrett
Mike is consulting director, and sole-proprietor of the
lang cat Isle of Wight office. A driver and survivor
of platform mergers, migrations and RDR he held a
number of senior roles at Skandia and Old Mutual
Wealth. He is now working with platforms, advisers,
banks and asset managers to help them create and
communicate in a way that is a little less corporate
and a little more human.
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TONY CATT

THE INVESTMENT
PLATFORMS MARKET STUDY
Compliance consultant Tony Catt reviews the FCA’s
IPMS and suggests that its main focus on improved
switching should benefit both advisers and clients

T

he snappily-named Investment Platforms
Market Study (IPMS) was originally
launched back in July 2017. Through
this initiative, the Financial Conduct
Authority (FCA) wanted to explore how
investment platforms compete to win new consumers and
retain existing ones to help it assess how it can improve
competition within this market and to develop better
consumer outcomes.
The FCA has now confirmed its findings in the IPMS Final
Report which was released in March this year. It outlines
a package of remedies to address the areas of concern
which it has identified. Some of these remedies involve
supervisory activity or ongoing monitoring of industry
initiatives whilst others require changes to the Handbook
on which it is now consulting.
CONSULTATION ON MAKING
TRANSFERS SIMPLER
The IPMS Final Report explains the FCA’s own concern
that consumers (both advised and non-advised) often
find it difficult to move from one platform to another, for
reasons of time, complexity and cost. In this Consultation
Paper, it sets out proposals to mitigate one of the causes
of this concern. The FCA aims to make it easier for
consumers to move their assets to a new platform without
unnecessary liquidation of investments. The FCA is also
proposing a rule to ensure that consumers who move
between platforms are given the option of a conversion to
a discounted unit class, where this is available to them on
the new platform. The regulator says it will review progress
made by the industry to improve the switching process later
this year, and again in 2020, if needed. They also report that
they will consider taking forward further regulatory action
if the efficiency of the switching process does not improve.
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DISCUSSION ON EXIT FEES
In the IPMS Final Report, the FCA states its view that a ban
on platform exit fees is likely to be appropriate as a measure
to reduce consumer harm. The report notes that to achieve
its aim, the FCA needs to consider the scope of any such
remedy, given that platforms compete in a wider retail
distribution market.
The FCA is therefore seeking further views, in particular
from firms that were not included in the original scope of
the IPMS, on 3 areas relating to exit fees:
• How an exit fee should be defined;
• The scope of the intervention, i.e. the types of firm/service
that the intervention should apply to;
• Whether the intervention should be a ban or a cap on
such fees.
DISCUSSION
This thematic review seems to be focussing on customers
transferring from one platform to another. This leads to the
question “what is wrong with your current arrangement?”
and then “what leads you to believe that the prospective
provider will suit your needs better?”.
For advisers, these questions of transferring have been
rattling on for years. Certainly, advisers will have done
their due diligence on the original selection. There is the
knowledge in the background that bulk transfers are
frowned upon by the FCA as there is the argument about
whether the transfer is suitable for all of the clients in the
bulk arrangement.
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It would have been very tempting for advisers to try to
move their business away from platforms that struggled
with re-platforming last year. But any plans to move were
often made impossible by the compounded effects of the
problems of re-platforming coupled with histories of
poor administration.

best” for any length of time. The awards that are handed
out by the industry and media tend to get spread around
quite nicely.

Of course, the attraction of using platforms, particularly
for advisers, is that all of a client’s funds are in one place.
Platforms offer the opportunity to use funds from different
fund houses, giving the opportunity to select “best of
breed” for each of the chosen asset classes. Platforms
then offer the ability to transfer between funds and fund
managers within the same arrangement.

If the platform is doing its job, why
would clients or advisers need
to move between them? Are
there some platforms that offer
consistently better support services?

If the platform is doing its job, why would clients or
advisers need to move between them? Are there some
platforms that offer consistently better support services?
Each platform software looks slightly different and requires
a time investment to enable the user to start getting good
information efficiently. This familiarity does take time and
sometimes the thought of transferring and needing to learn
how to use a new system is unattractive, or even
downright scary.
As far as costs are concerned, there has been a race to the
bottom to remain competitive. This is quite difficult for
the platform companies themselves as very few of them are
profitable. Many are reliant on the support of their parent
companies. There has also been some consolidation within
the market to try to gain critical mass.
From the platform research that I have undertaken, the
charging structures are tiered. Looking at how this tiering
has been designed, it becomes crystal clear of the target
markets of the platforms.
Also, from looking at Defaqto star ratings, the client
satisfaction seems to run in cycles for each platform. There
would seem to be no platform that could claim to be “the
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It sounds straightforward enough but overall the
conclusion is that platforms should focus on what their
clients actually want. This is simply the ability to see how
much their funds are worth, transaction histories and the
ability to switch funds to encash as necessary. Most advisers
already use a collection of fact finds, ATR questionnaires,
asset allocation tools and other filters to help them to
choose the most appropriate funds. Perhaps the platforms
should stick to what they are good at.

About Tony Catt
Formerly an adviser
himself, Tony Catt is a
freelance compliance
consultant, undertaking
a whole range of
compliance duties for
professional advisers.
Contact Tony
info@tonycatt.co.uk or
call 07899 847338.
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LAST MAN

STANDING?
Why there is still a need for protected investment strategies by
Iain Cunningham, co-manager, Investec Multi-Asset Protector Fund

As Investec’s Multi-Asset Protector strategy marks its 10th
anniversary, we remind ourselves of the fate of the muchbeleaguered IA Protected Sector. The sector was finally
closed last Autumn, leading to our strategy moving into the
IA Specialist Sector. The five years leading up to its closure
saw the sector shrink from 48 funds with assets under
management of £3.4bn to just three strategies accounting
for £324m of AUM. This fall in demand was a result of
many of these products simply failing to deliver competitive
returns or becoming ‘cash locked’ because of the periodic
volatility in equity markets and other asset classes.
RELEVANCE REMAINS
Despite these challenges, we continue to firmly believe in
the benefits of protected investment strategies for cautious
investors – particularly for those either on the runway to,
or post, retirement who want to shield themselves from
a significant capital loss but not at the expense of the
potential for capital growth. The growing need for effective
‘drawdown’ solutions is heightened given challenging late
cycle market conditions and question marks about the
effectiveness of traditional defensive strategies such as
government bonds.
THE VALUE OF PROTECTION
So what were the orignal characteristics that originally
attracted investor interest to protected strategies? While
outcomes cannot be definitively guaranteed, protected
strategies can safeguard investors’ capital in the event of a
significant fall in the value of financial markets. Typically,
these funds aim to limit losses to between 10 and 20
percent of the highest value of a portfolio. As the value of
the portfolio rises, so does the protected level, progressively
locking in historic gains. The aim is to limit the downside
but not the upside, enabling investors to participate in
rising markets.
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COPING WITH VOLATILITY
Why have such outcomes proved so elusive to most of
the managers of protected strategies? It is true to say
that although the current bull market cycle has proved
to be one of the longest in history, the corrections along
the way have been material. The 2011 Euro crisis, the
Chinese renminbi crisis in 2015 and set back in 2018 saw
the German Dax Index decline by 32%, 29% and 23.5%
respectively. On each occasion stock markets recovered
strongly and volatility quickly subsided. Such drawdowns
were particularly problematic for protected strategies
that invested purely in equities but also for multi-asset
approaches. Protected fund investment levels declined
sharply in response to systematic protection requirements
resulting from either price declines or rising volatility. As
markets recovered, fund investment levels lagged, often
resulting in material opportunity costs. Progressively lower
investment levels and high non discretionary cash levels
then weighed on potential returns. In effect the pro cyclical
nature of such de-risking mechanisms forces the managers
of protected funds to break one of the cardinal rules of
succesful investing and sell into weakness and buy into
strength. While our own approach, which actively seeks
to manage risk on a contra cyclical basis, was not immune
to drawdowns, these were moderate and the funds‘
performance recovered as markets rebounded, resulting
in the `smoothed‘ return profile that cautious investors
particularly prize.
FACTORS FOR SUCCESS
So what factors do we believe can contribute to the success
and longevity of a protected strategy? Firstly, we believe in
maximising the breadth of the opportunity set on the one
hand and diversification on the other. This led us to build
the first multi, as opposed to single, asset class protected
fund. This involves the ability to invest across multiple asset
classes on a global basis, provided that all positions are
liquid and daily traded. We treat currencies as a separate
asset class, which allows us to actively manage risk relative
to Sterling without constraining this ability to exploit a
global opportunity set. Excessive home bias in pursuit of
lower volatility unduly limits the investment opportunity
set and results in lower returns over time. Currencies also
offer opportunities to further diversify return sources and
can play a defensive diversification role.
Secondly, we believe de-risking mechanisms should be
configured to reduce portfolio risk on a pre-emptive as
opposed to a coincident basis. Other approaches tended
to be pro-cylical, with de-risking triggered by declining
returns or rising volatility. Given that volatility tends
to peak at market troughs, the consequence was that
their investment levels were often lowest at the point of
maximum opportunity. We, rather, believe in selling into
strength and quite logically want to be a position to acquire
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exposure when valuations are attractive and the forced
sellers have sold. Asset allocation needs to be dynamic and
pro active in order to sustain a high investment level and
excessive reliance on systematic protection mechanisms has
been shown to be flawed.
Finally, we believe that quality of the ‘investment engine’
is critical to both generating competitive returns and,
crucially, to managing risk. Focusing on using a variable
risk budget and investing on an unconstrained total return
basis, in our view, ensures that investors can generate
long-term growth but with protection on the real value
of their capital. Striking this balance is critical because
many defensive investment strategies succeed in managing
the downside, but this is done by accepting very modest
returns, particularly after fees.
WHERE NEXT FOR PROTECTED FUNDS?
Although the strong returns seen this year have led many to
already see 2018 as a distant memory, investors should not
be complacent given where we are in the cycle. However,
equally, now may not be the right time for investors to
shut up shop, as its possible that reasonable returns may
be available for a while to come. Therefore, we believe
that well designed and executed protected strategies offer
the prospect of decent returns but with a high degree of
certainty of capital preservation. Nevertheless, as with
all investments, we urge investors to apply caution as the
recent history described above demonstrates that not all
protected strategies are created equal and so the necessary
due diligence is essential.
About Iain
Cunningham
Iain is a portfolio
manager in the
Multi-Asset team
at Investec Asset
Management. He
is the co-portfolio
manager of the
Investec Global
Multi-Asset Total
Return, Investec
Global Strategic
Managed and the
Investec Multi-Asset
Protector strategies. He is also a member of the team’s
Macro Research Group, where he focuses on the
analysis of structural macro themes, as well as the FX
and Rates Research Group.
Prior to joining the firm in 2016, Iain started his
career at Schroders where he was responsible for
the management of a number of multi-asset funds
and mandates focused on dynamic asset allocation
and income.
He has a BSc in Economics from Loughborough
University, and an MSc in Economics and Finance
(with distinction). Iain is also a Chartered Financial
Analyst (CFA) Charterholder.
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HOW GREAT CONTENT ATTRACTS

AN AUDIENCE THAT
RETURNS AND CONVERTS
This is the second in our series of articles from Jon Pittham, Managing
Director at ClientsFirst, aimed at enhancing your financial planning
business’ online presence. This month Jon looks at the importance of great
website content to support your client retention and acquisition strategies

W

e know that the secret to succeeding
online, by which we mean having a
high ranking website that drives organic
lead generation, is content. Producing
regular ‘great’ content is the secret sauce to any digital
success and financial planning businesses are no exception.
A SIDEWAYS LOOK
Just look at Furrow magazine. This 1895 publication was
produced and launched by John Deere, the US agricultural
machinery manufacturer, targeting the farming community
not with hard hitting advertorials, but with genuinely useful
articles offering advice on enhancing their business.
By 1912, circulation had reached a readership of 4
million, establishing itself and the brand in the nation’s
consciousness as the go-to source of good farming advice.
What was arguably their greatest success was identifying
their audience and catering to it so effectively.
So what can we learn from the Furrow’s success? And how
can you ensure that the content you’re producing on your
firm’s website is reaching the right readers and audience
so as to be properly in line with your client retention and
acquisition strategies?
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KNOW YOUR AUDIENCE
It sounds obvious, but so many firms try to cater to too
broad a church when it comes to content, which inevitably
leads to mixed messages and failure to make the most of a
niche that could convert into clients. To avoid that situation,
try to devise a couple of reader personas that match your
typical client so you are thinking about exactly who you are
talking to and engaging with.
Understanding your target market requires a bit more
work. Firstly, think clearly about what problems your
financial planning proposition will solve for clients. Who
are your current clients? Who is your competition? What
do clients stand to gain from using your services and
content versus that of your competitors?
Answering these questions will help you know why your
content should exist in the first place, and who is going to
read it. It will also help you avoid falling into the trap of
endlessly sharing kitten memes… no matter how cute they
are, they likely won’t be relevant.
SET EXPECTATIONS
It’s easy to get carried away and target 10,000 monthly
readers by the end of the year, each one devouring your 5
weekly articles that are as thought provoking as they are
thought leadership pieces.
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In truth, you need to start with what resources you have,
and decide what can be achieved. We’ve briefly mentioned
your niche, and fully catering to it is the key to contentdriven success. Look at your competitors’ content; how can
you say it better? The Furrow focused on tips on growing
an agricultural business, and still does to this day.
HOW TO ADDRESS YOUR AUDIENCE?
While the rest of your site might be angled to suit a wide
range of interests, your blog is your opportunity to break
the mould and use your ‘voice’.
Your voice and personality are what drives your brand in
the online space – and helps to really engage existing and
prospective clients. After all, people don’t read online purely
to consume highly technical content. They read what is
engaging and relevant. According to the Custom Content
Council, 61% of consumers say they feel better about a
company that delivers custom content.
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And the results will come. A study by DemandGenReport
found that 47% of B2B buyers read 3-5 blog posts or
content pieces prior to talking with a salesperson.
Furthermore, Hubspot found that companies that publish
16+ blog posts per month get nearly 3.5x more traffic and
generate 4.5x more leads than companies publishing 0-4
posts per month. We’re not saying every company needs
to produce over a dozen posts a month, that would be a
huge resource commitment. Instead, the results show that
content works to drive interest in the brand.
Also worth pointing out: OrbitMedia found that the
average blog takes 3 hours 16 minutes to write, while
NewsCred found the median average time spent reading
an article is 37 seconds. Hence the importance of writing
content of value, and perhaps even more importantly:
setting aside the time to write unique content.
In this day and age, your clients have high expectations of
what you deliver for them. Ensuring that your company’s
website properly showcases this detail is essential if your
business is to grow and thrive.

Producing regular ‘great ’ content
is the secret sauce to any digital
success and financial planning
businesses are no exception.

In your financial services business, for instance, your
readers may quite likely be busy senior decision-makers,
and therefore they’d need information that is short and to
the point. Avoid, therefore, embellishing your content with
words that take the impact out of your arguments. Think
about your audience, who you want to attract and speak to
them in a way which they will find clear and engaging.
BUILD IT AND THEY WILL COME
A first blog post is not likely to propel your website into the
stratosphere but if you keep producing content at a regular
pace, you will soon have a decent bank of content that will
tell Google that you offer readers something of
potential value.
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About Jon Pittham
Jon founded ClientsFirst in 2010, having previously
worked in both plc and SMEs. Having started in what
he describes as a ‘broom cupboard’, Jon has grown
ClientsFirst from the ground up and continues to take an
active role in both our own marketing and that of our
clients, as well as setting the strategic direction of
the business.
Jon’s most difficult ‘management’ task away from the
office is keeping three young offspring busy but, when
he’s not doing this or anything related to ClientsFirst, he
heads out into the great outdoors, with tennis, golf and
running the occasional half-marathon amongst
his hobbies.
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HOW EFFICIENT IS YOUR
FINANCIAL PLANNING
BUSINESS?
Sometimes you need to think differently in order to ensure that your
business is focused on the most effective areas. Tracey Underwood
of PACE Solutions gives practical tips on how you can avoid ‘waste’
and ensure that your financial planning business is fit for the future

U

ntil quite recently, processes
and efficiency were rarely
mentioned within advisory
businesses as it was often
perceived there was no added
value. Advice, or ‘sales’ was
seen as the most important
aspect of the business, with processes largely ignored or
left with the support team to sort out. As a result, everyone
working in the business would appear to be very busy
but, without purpose and structure, the business ends up
being inefficient and ‘fire-fighting’ when a crisis occurs.
This problem is amplified when there are several advisers
working within the business, each with their individual
thoughts, demands and each one operating according to
their own methods.
A TIPPING POINT
Experience suggests that support teams thrive when there
is efficient, effective organisation and structure in place.
However, when a firm is working with several different
advisers all of whom operate in different ways, it is a
struggle to implement workable processes. Advisers don’t
necessarily realise the impact which their demands create
upon the business and the support team. They often
perceive that things are working well. That’s until a
mistake happens.
Even when mistakes occur, the natural tendency for
many advisory firms is to respond by employing another
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member of staff. Usually, the theory behind this is that
the new member of staff can pick up the extra workload,
subsequently reducing the number of errors and taking the
pressure off other staff members.
GET THE FOCUS RIGHT
However, what soon gets lost between mountainous loads
of administration, paperwork and the constant fire fighting
is ultimately what the client wants.
So before you start thinking about recruiting a new
member of staff and even before tackling your internal
processes, you need to step back and ask yourself the
following questions:
• Have you asked your clients exactly want they want from
your business and what aspects they value most?
• Do they really want to read a 60 page report?
• Do they really want to receive 4 reviews a year with 20
fund factsheets?
• Have you ever sought advice from your staff on how the
company operates and how this affects them and
the client?
If the answer to these questions is no, then it is very
likely that you are over-engineering things and creating
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unnecessary ‘waste’ within your organisation. The amount
of ‘waste’ produced within a business has a huge impact
on staff morale, on the client and ultimately on business
profitability. You’re actually doing much more than you
need to be doing. Clients only want to pay for that element
which adds value to the finished product or job; anything
that detracts from that we can consider as waste. The recent
MIFID II cost disclosure has only highlighted this fact, with
firms now getting hard questions asked from their clients
as to where their fee is being spent and what value they are
actually getting for the money they are spending.
STREAMLINING YOUR BUSINESS
Once you have ascertained clearly what your clients
want from your business, then you can dedicate time to
reviewing your internal support systems and processes to
help ensure that you deliver that service. When I refer to
processes here, I am not exclusively referring to the work
undertaken by the support team. It is essential for processes
to be ‘joined up’ right across the board - from client
engagement through to implementation and review. In this
regard, all staff, from support to advisers must be involved
and buy into the process if it is to be successful.
You may be constrained by lack of time or capacity to make
the changes in which case you may need to consider an
Operations/Practice Manager to help you implement the
processes required to deliver your service. Key to success
is getting the right team behind you to deliver the service
consistently and to the standards which clients expect.
STRONGER AND FITTER
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• The receive what they want and not what we think
they want
• If their regular adviser was unavailable they know that
continuity would be maintained as another adviser could
deliver the same service
THE BUSINESS IS IN A BETTER PLACE BECAUSE:
• Clients are happy
• Staff are happy
• Fewer mistakes are happening
• Advisers and the support team are working cohesively
(rather than fire fighting) to deliver the service
• Costs are reduced
• Compliance risk is reduced
• Time is managed more productively
• Professionalism is increased
• Profitability is boosted
If you’re looking for ways to improve the efficiency of your
business, taking the time to reflect on what you do and how
you to do it and to ask yourself some serious questions, can
be a revelation. What have you got to lose? The time for
action is now.

There are big rewards from getting this right. The benefits
of integrating effective processes will be felt throughout the
business, helping to create additional revenue and to reduce
costs over the longer term.
STAFF ARE HAPPIER BECAUSE:
• They know exactly what they are delivering and what the
expectations are
• There is less confusion
• Work turnaround is more efficient and quicker
• There are less mistakes, less duplication (either from
correcting mistakes or misunderstanding the original
instruction) and less frustration
CLIENTS ARE HAPPIER BECAUSE:
• They know exactly what service/s they will receive
(and value it!)
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About Tracey Underwood
Tracey is the owner and founder of PACE Solutions.
The business provides support for financial planning
businesses by focusing on operational practices
including; recruitment, compliance, processes, client
proposition and business strategy. This is achieved not
only through a consultancy process but by hands on
implementation to ensure that firms achieve effective
results that would otherwise not be achieved through
consultation only.
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WHAT’S GOING ON IN THE
An update from James Foster, manager
of Artemis Strategic Bond Fund
GOVERNMENT BONDS
Yields on government bonds moved a little higher over the
month, as the global economy showed reasonably strong
growth and as wage inflation in the US shifted higher.
INVESTMENT-GRADE BONDS (RATED BBB
AND ABOVE)
Not only was April a bumper month for issuance but
investment-grade debt significantly outperformed
government bonds. Financial bonds performed even
more strongly (along with the corresponding equities) as
confidence around the banking sector improved.
HIGH-YIELD (RATED BELOW BBB)
The equity market’s strong performance carried over
into high yield, resulting in an exceptional month of
returns. New issuance has returned helped by the oil sector
powering higher as oil prices rose.
FUND MOVES
We have been using the market’s strength to further reduce
our weightings in high-yield bonds. To do this, we have
taken profits across a broad range of positions rather than
in any particular names. We sold out of Intermediate
Capital – which focuses on riskier loan financing – entirely.
We have initiated new positions in Wells Fargo (a US bank)
and increased our weighting to US Treasuries.
OUTLOOK
Despite the political deadlock in the UK and the continuing
delay to Brexit, the economic environment seems
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remarkably benign. Growth in the UK is a little slower but
the US is still powering ahead. Central banks, however, do
not seem worried that this will be inflationary. So markets
are unconcerned that interest rates might need to be raised
to slow growth. This is providing a very positive backdrop.
We do, however, feel there are reasons to be concerned.
Private equity is becoming ever more adventurous in
its acquisitions, fuelled by ample cash sloshing into the
sector. In turn, this encourages companies to increase their
leverage to ward off the threat from private equity. For
now, markets – especially equity markets – are enjoying the
enhanced dividends this increased leverage provides. But
if earnings start to disappoint, then it could lead to a more
aggressive deleveraging cycle. If this were to occur, defaults
would increase and spreads widen – but investors would
tend to flee to government bonds as a safe haven.
Four Seasons (nursing homes) and Debenhams have both
defaulted recently. Clearly, these are in different sectors
and the issues facing these two businesses differ but the
common problem uniting them was too much debt. We
didn’t own either.
We are positioning the portfolio in anticipation of this
deleveraging cycle. Although we don’t expect this to start
imminently, if we were to try to reposition the portfolio
once it had begun then we would be too late. We have
reduced the percentage of the fund invested in high yield
from around 60% a year ago to 35% now. The fund’s
duration (a measure of its sensitivity to interest rates) which
was around two years, has now increased to four-and-ahalf years. Meanwhile, government bonds, primarily US
Treasuries, now account for over 30% of the portfolio.
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RICHARD HARVEY

MY GENERATION
‘I hope I die before I get old’ were the words we heard from
Roger Daltrey back in the 1960s. Whilst that is taking things a
bit too far says Richard Harvey, there are plenty of frustrations
associated with getting older – and that includes pensions

I

t's a sad fact that as you get older your standard
of behaviour is in inverse proportion to
your longevity.

Put simply - as the years advance, you behave more
and more like a spoilt five-year-old instead of a mature
beacon of wisdom and calm. It's why old geezers like me
bawl at the TV news, a phenomenon which has become
more frequent over the past three years as the latest on
Brexit has elbowed aside absolutely anything of equivalent
or greater importance. I wonder if Huw Edwards realises
just how many senior citizens yell foam-flecked abuse at
him as he reads out the nightly bulletin.
AGE BREEDS INTOLERANCE
For instance, like many of my pensioner contemporaries,
I believe that all IT has a built-in sensor with a laser-like
focus on the age of the user, designed to throw up wholly
unreasonable problems.
Why has my savings file decided to re-calibrate itself,
meaning that the most useful, recent stuff has vanished
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amid a blizzard of ancient emails informing me that
in 1998 I had an Allied Dunbar pension scheme which
suggested I was on the sunshine path to untold wealth (that
worked out well, didn't it?).
And why isn't there a bright red button on my computer
to restore the toolbar, which disappears with infuriating
regularity? Or a gizmo which explains why some of my
Word documents appear upside down and are written in
one of the weirder typefaces like Mongolian Baiti liberally
decorated with Wingdings (you think they don't exist?
Go check).
And then there are passwords. There's a yellowing sheet of
paper stuffed at the bottom of my sock drawer containing
the passwords to various websites. And, no, none of
them read W4$%njx8@ which is apparently the sort of
hieroglyphic you need to be ultra-secure. I'm about as
protected as a squirrel on the M25.
But my grump-ometer has never reached the same heart
attack-inducing levels which will be experienced by those
hitting their 75th birthday, and anticipating nothing more
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challenging than the obligatory visit from the family
bearing a Tesco cake and helium balloons.
I've just discovered that once you reach that age, that
HMRC could raid your pension pot with the same
merciless ferocity that General Custer received at the hands
of Indian tribes at the Battle of the Little Big Horn.
HELP THE AGED
Because if you haven't drawn the 25 percent tax-free
lump sum you could lose it, and, according to Hargreaves
Lansdown, even pay an emergency 25 percent tax on the
pot or be forced to buy a rubbishy annuity. Well, that was
my understanding of it anyway. Now, I know that there are
complexities here involving lifetime allowance – something
which is equally confusing to us ordinary citizens – and
probably a load of other technical issues too which I’m
unaware of. But what this does is to reinforce the increased
complication which surrounds the world of pensions
making it nigh on impossible for the likes of me to make
effective decisions without taking proper
professional advice.
Tom McPhail of Hargreaves Lansdown, quoted in The
Sunday Times, says: "Anyone born immediately after the
Second World War should review their retirement savings
and check they have not got a tax charge looming. You
could also end up stuck in a poor-value annuity for the rest
of your life."

Like many of my pensioner
contemporaries, I believe that
all IT has a built-in sensor with
a laser-like focus on the age of
the user, designed to throw up
wholly unreasonable problems

Let's hope that the 725,200 men and women who are
forecast to reach 75 in 2022 have a decent IFA who will alert
them to this pernicious penalty and help them to make the
best decisions to ensure that they maximise the returns for
their hard-earned cash savings.
Otherwise 2022 will not only be the year when those
turning 75 is expected to peak, it might also mark a record
high in coronary-inducing temper eruption, which would
be rather more justified than losing a few documents on
the laptop.

Just how outrageous is that? A brutal penalty on the
most prudent of savers who might have thought the
equally unfair rule that they had to buy an annuity at 75 thankfully ditched by the government in 2011 - meant they
no longer had to do anything with their pensions, other
than enjoy a comfortable retirement.
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CAREER OPPORTUNITIES
Job Ref: 50457
Position: Financial Adviser
Location: Newcastle Upon Tyne
Salary: £50,000 - £60,000
The client:
This is an ethical, bespoke and independent wealth management firm which provides an extremely client focused and professional
service. The company has a fantastic reputation and are very forward thinking in terms of technology, IT systems and paperless
processes. They provide a very cheerful working environment, encourage promotion from within and are situated in a very modern
office space.

The opportunity:
Due to succession planning, the owner of the business is looking to hand over his existing client bank to the right adviser who has
the relevant experience, with progression into a shareholding directorship on offer long term.
You will be provided with full back office support, with the vast majority of clients visiting the office for appointments.
On top of a very generous basic salary, there is also a quality related bonus scheme, which is based on external compliance checks,
client feedback reports and CDP/Housekeeping.

What’s needed for me to be considered?
•

Hold previous experience within an IFA / Financial Planning practice

•

Must be qualified to a minimum industry standard of Level 4 Diploma

•

Previous experience dealing with High Net Worth Clients desirable but not essential

•

A strong understanding of pensions and investment products advantageous

Job Ref: 50459
Position: Office administrator
Location: Newcastle Upon Tyne
Salary: £20,000 - £27,000
The client:
This is an ethical, bespoke and independent wealth management firm which provides an extremely client focused and professional
service. The company has a fantastic reputation and are very forward thinking in terms of technology, IT systems and paperless
processes. They provide a very cheerful working environment, encourage promotion from within and are situated in a very modern
office space.

The opportunity:
Due to growth, the firm is looking to expand the sales support team by recruiting an experienced IFA administrator to support the
needs of 3 financial advisers. Future progression into paraplanning or an advice role is available for those demonstrating the right
hunger and enthusiasm.
You will be supported should you wish to study for further exams and be provided with a fantastic opportunity to learn alongside
very experienced and technical team members.

What’s needed for me to be considered:
•

Hold previous experience within an IFA / Financial Planning practice

•

Qualified to Level 4 Diploma

•

Previous experience dealing with High Net Worth Clients desirable but not essential

•

A strong understanding of pensions and investment products advantageous

Job Ref: 50265
Position: Paraplanner
Location: Stansted
Salary: £40,000-£45,000
The client:
This is a highly reputable and award winning Chartered Wealth Management firm with offices in London and surrounding areas.
They provide effective investment management and financial planning services for their clients

The opportunity:
During a period of key expansion, a position has arisen for a technically-competent paraplanner to support the successful financial
planners of the business. You will be heavily involved in the advice process and the role will involve attending client meetings as
well as preparing advice letters, recommendations and pension, income drawdown and investment reviews. You will have the
opportunity to work in a supportive team environment with a great office atmosphere.

What’s needed for me to be considered?
In order to be considered for this unique opportunity, candidates need to have:
•

Level 4 Diploma qualified, ideally working towards Chartered status

•

Previous experience within a fast-paced IFA practice

•

A high level of analytical capability and good communication skills

•

Strong technical knowledge – particularly with regard to pensions & investments

•

Demonstrated ability to work well with others

Job Ref: 50644
Position: Administrator/Trainee Paraplanner
Location: Loughborough
Salary: £25,000-£28,000
The client:
The opportunity has been created for a financial planning administrator or trainee paraplanner to join a well-established Financial
Services practice which provides a highly personalised financial planning service for its clients. With specialist expertise in the
areas of investment management and pension solutions, the firm prides itself on developing long-term financial plans for clients
whilst delivering exceptional customer service.

The opportunity:
During a period of growth, the firm is looking for an administrator/trainee paraplanner to help support the needs of the business.
You will have the opportunity to work in a supportive team environment where progression is strongly supported. Some of your
duties will include:
•

Administration on pensions and investment business

•

Preparing client review packs and financial summaries of investments/ pensions

•

Researching and analysing products, providers, and funds

•

Drafting suitability reports

•

Producing Cash Flow Models

What’s needed to be considered?
In order to be considered for this unique opportunity, candidates need to have:
•

Previous experience within a financial planning role

•

Relevant industry exams are desired

•

A professional communication manner, both written and verbally

Job Ref: 49880
Position: Paraplanner/Administrator
Location: Clevedon
Salary: £21,000-£25,000
The client:
A boutique and well-respected IFA practice which seeks to build long-term, trusting relationships with their clients is looking to
add a new member to their team.
They provide tailored financial planning advice to private clients and pride themselves on their level of technical knowledge,
expertise and the ability to find the best solutions for their clients.
This is a highly dedicated business which is experiencing a particularly strong growth.

The opportunity:
This is a fantastic opportunity to build on your industry and technical knowledge by working with an established team and learning
the ropes in a fast-paced wealth management firm.
This role will develop into a full advising role in the future with full training and assistance with clients as well so would suit
someone who has ambition of progressing into this in the future. The firm are happy to provide exam support to the right
candidate and will fund two attempts at each exam and provide two days study leave before exams are sat.

What’s needed to be considered:
•

Confident and ambitious individual with evident sales ability

•

Qualified or working towards level 4 diploma is an advantage

•

Previous experience within an IFA setting is desirable

•

Excellent communication skills, both oral and written

•

Experience in a client-facing or client relationship management role is desirable

Job Ref: 50573
Position: Financial Planning Administrator
Location: Alton
Salary: £18,000-£25,000
The client:
We are pleased to offer the opportunity for a Financial Planning Administrator to join a financial services practice which provides a
personal, independent and bespoke wealth management service to high net worth clients.

The opportunity:
During a period of growth, the business is looking for someone to provide high quality technical administration and analytical
support to the successful financial planners of the business. You will be responsible for processing and monitoring complex
business transactions and services, for both new and existing clients. You will have the opportunity to work in a supportive team
environment where progression is strongly supported.
In addition, you will be provided with study support for CII qualifications and a competitive salary.

What’s needed for me to be considered:
In order to be considered for this unique opportunity, candidates need to have:
•

Previous experience within a Financial Planning firm

•

A professional communication manner, both written and verbally

•

Relevant Financial Services qualifications are desired

Job Ref: 50564
Position: Protection Adviser
Location: Coventry
Salary: £25,000-£30,000
The client:
The opportunity is available for an experienced protection adviser to join a fantastic financial services practice which provides a
highly personalised financial planning and investment management service.

The opportunity:
During a period of growth, the firm is looking for an adviser to help their clients find and apply for the right protection policy and
make sure they are fully informed about all aspects throughout the decision-making process. You will be required to advise on
policies from the whole of market and work to strict FCA guidelines. You will have the opportunity to work in a supportive team
environment where progression is strongly supported.
You will also have the opportunity to boost your income through bonuses.

What’s needed to be considered:
In order to be considered for this unique opportunity, candidates need to:
•

Have previous experience within a protection adviser role

•

Hold CeMap qualification

•

Work well within a team environment and under own initiative

Job Ref: 50409
Position: Employee Benefits Adviser
Location: Addlestone
Salary: £40,000-£50,000
The client:
A brilliant opportunity has arisen for an employee benefits adviser to join an award-winning financial planning practice.
Working alongside the firm’s existing team of employee benefits advisers, you will be responsible for educating and advising on
clients’ individual employees according to the agreed proposition.

The opportunity:
•

Conduct and follow the company process following all service standards and rules for a compliant outcome and an outstanding
customer experience

•

To ensure all clients files are maintained in conjunction with compliance standards

•

Be responsible for hosting financial education workshops and presenting staff benefits using powerpoint to groups of
employees varying in number

•

Conduct one–to-one advice appointments with employees regarding their workplace pension scheme and employee benefits

•

Deal with queries via email and telephone from new and existing clients

What’s needed for me to be considered?
•

Minimum Level 4 Diploma qualified

•

Financial Services experience, with a proven track record of giving face-to-face advice

•

Excellent pensions knowledge and experience

•

Proven track record of building rapport and strong relationships with clients at all levels

Job Ref: 49576
Position: Senior Paraplanner
Location: Newcastle Upon Tyne
Salary: £32,000-£45,000
The client:
This is a highly exciting opportunity to join a firm of industry-leading financial planners in their wonderful Newcastle office set
up. A North East-based firm with string links to the accountancy market, the firm prides itself on providing an excellent service
to their clients whilst continually looking to grow and expand their highly reputable team. The firm places a strong focus on
promoting from within, so there is a clear structure towards management or advisory roles from this position in future.

The opportunity:
During a period of key expansion, our client is looking for an experienced senior paraplanner to support the successful financial
planners of the business. The firm has the flexibility to mould the perfect opportunity around each person’s specific skillset,
so the role can be tailored to exactly what you want. You will have the opportunity to prepare suitability letters, reports and
recommendations and provide technical support in connection with complex client situations and queries. You will be working
in a strong team-focused environment where you can develop your career within a prestigious firm. You can also help the junior
members of the team by passing on your existing knowledge accordingly. You will also have the opportunity spend a large
proportion of time with clients of the business should you wish to do so, improving on your client facing skills.

What’s needed for me to be considered?
•

Hold Level 4 Diploma in Financial Planning, or keen to start this

•

Previous experience supporting advisers within an IFA environment

•

Comprehensive market knowledge with strong technical ability in private client financial advice

•

Client facing experience (Advantageous)

•

Progression towards Chartered status (Advantageous)

What’s next?
If you are interested in any of the above opportunities, please contact us directly. If suitable, one of our specialist consultants will
be in contact with you to discuss the opportunity in detail prior to submitting your Curriculum Vitae to the client. During this
discussion, we will aim to identify your specific skills and motivations and, where appropriate, can also recommend other relevant
opportunities to you that match your requirements.

And finally…
If these specific vacancies are not exactly what you are looking for, please contact us to discuss other opportunities we may be
recruiting for that aren’t necessarily advertised.
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THE GROWTHINVEST PORTFOLIO SERVICE.

OPEN FOR BUSINESS.

We are proud to announce the launch of our brand
new GrowthInvest Portfolio Service which allows
Advisers to introduce their clients to the best of
our SEIS and EIS qualifying Investment opportunities
in a single discretionary managed fund.

of tax-efficient investments, then contact us to
find out more. We are helping UK small businesses
to realise their full potential, whilst giving
Advisers the tools to introduce their clients to this
exciting investment category.

If your clients are interested in a diversified portfolio

For more information contact us now at growthinvest.com
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