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I 
f there’s one thing that investment markets and 
managers find very challenging, it’s dealing with 
uncertainty.  The dark clouds of uncertainty having 
been lurking around the global economy for a long 

time now many market watchers are surprised that markets 
have managed to avoid responding too negatively. But what 
lies ahead? Should we be bracing ourselves for a downturn? 
When it comes to making asset allocation decisions how 
do you make sound long term strategic plans for client 
portfolios when there is so much doubt and uncertainty 
about what’s going on in the global economy?

In this month’s edition of IFA Magazine I only wish I could 
tell you that we had all the answers to the conundrum.  
However, IFA Magazine readers are savvy enough to realise 
that it lies beyond the likes of us to lay out a clear path 
to what the future holds. What we can do though, is to 
consider some of the issues involved and to discuss possible 
ideas and solutions for asset allocators. 

We’ve tasked our own Mike Wilson to take a look at all 
the uncertainty which exists across the global economy 
and what steps advisers might be wanting to consider 
as a result.  In his article “Strictly between ourselves…”, 
Mike’s assessment includes some personal reflections 
as well as analysis of the global backdrop to some of the 
more important elements which underpin economic and 
investment decisions. 

The challenges of portfolio construction are also on 
Brian Tora’s mind this month as he reflects on whether 
today’s greater choice of investment options comes with 
strings attached.  Looking in more detail at asset allocation 
decisions, we’re grateful to L&G ETF for their analysis on 
investing in today’s themes and tomorrow’s sectors as well 
as to Alex Araujo of M&G Investments for shedding more 
light on what’s going on in global listed infrastructure. 
Finally on the investment front, Edward Wielechowski 
highlights how changes in MiFID II regulation can bring 
opportunities as well as challenges for investors.  We speak 
to Bobby Owen of Investec Bank about the merits of using 
structured products in today’s uncertain world.

THE BUSINESS OF FINANCIAL PLANNING 

Moving away from matters of investment, our attention 
turns to some of the ways that readers can reflect on their 
own business processes and how they work for clients. In 
this regard, our thanks go to Tracey Underwood, our brand 
new regular columnist in the popular “Better Business” 
slot. We’re also grateful to Sarah Lord of Succession Wealth 
for sharing her views on whether generational changes are 
impacting the type of advice and service which financial 
planners will need to deliver in future. With a look towards 
regulation, Clever Adviser’s George Cliff assesses the FCA’s 
PROD initiative and suggests that there are good reasons 
for advisers to see it as a robust and compliant template 
from which to deliver positive client outcomes. We’re also 
delighted to bring you the third and final instalment in 
our min-series on paraplanning in practice, this month 
featuring Caroline Stuart and Robert Harper. And last but 
definitely not least, we ask Dave Inglis of Gadget Line Films 
to explain why he thinks that the use of video by financial 
advice firms is set to increase in the drive towards helping 
clients and consumers to get to grips with some of the more 
technical aspects of financial planning. 

As always, our thanks go to all our contributors and also 
to you, our readers. We hope that you find something of 
interest and of use in this month’s edition. Whether the 
Brexit mist and all the other clouds of uncertainty will have 
lifted to any degree by the time our next edition is produced 
is anyone’s guess. We’re not holding our breath. 

 
Sue Whitbread 
Editor  
IFA Magazine 

LIVING WITH
UNCERTAINTY
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STRICTLY BETWEEN 

Michael Wilson’s most secret thoughts about the current 
global uncertainty. Shhhh, don’t tell anyone, will you?

H 
arrumph. In the light of recent press 
speculation about my highly personal 
affairs, I feel it is finally time for me to 
set the public record straight about my 
long-standing friendship with Miss 

Hancart, and about the extent to which she may or may 
not have been involved in my many personal and financial 
decisions over the decades.

It is utterly incorrect and misleading to allege, as some 
of the gutter press have done, that I ever obtained any 
illicit financial advantage from my dealings with the very 
personable Helena. It is perfectly true, however, that I did 
encourage readers, on her suggestion, to avoid certain 
investment locations – such as the stricken Japanese market 
during the nineties and early noughties, even after the 
Nikkei had dropped by a bargain 80%. 

Or the debt-saddled German economy after reunification, 
which duly took a decade to sort itself out. And that I never 
had cause to regret those decisions during those difficult 
years, although I should add that things are certainly a bit 
different now. 

CYCLING NEWS 

It is also correct that I just happened to be largely in cash 
through the “cyclical” stock market crisis of 2008, and that I 
had switched my family’s mortgage into a base rate tracker 
as early as 2007 - thus obtaining an advantage of many 
tens of thousands of pounds at the expense of my bank. 
But I submit – no, I insist! – that this advantage was no 
insider matter, but was rooted instead in a careful top-down 
holistic analysis – helped, if I may say so, by just a little luck, 
and the very wise counsel of the lovely Miss Hancart.

Helena is currently helping me and my family to assess the 
complex developing situation in Donald Trump’s America, 
and to determine the likely direction of world trade and 
economic growth in the light of potential trade wars, a 
slowing China and a very messy Brexit negotiation. This is a 
fluid situation, of course, and I ask the press and the media 
to respect our privacy at this highly sensitive moment. 
Or Messrs Sue, Grabbitt and Runne will be in touch very 
shortly. Thank you. 

OURSELVES…

November 2019
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FAKE NEWS 

Ah, hubris! One of the many hazards about spending forty 
years in financial journalism (sigh…) is that you start to 
persuade yourself that you have a personal handle on the 
way that economies operate – and markets, too. Or at the 
very least, that you won’t fall for the same cut-and-run 
scams that impressionable youngsters might fall for…

Or that the trusty principles that worked so well back in the 
eighties - budget deficits bad, oil prices critically important, 
derivatives often dangerous, the dollar as the world’s only 
reserve currency, emerging markets always at the beck 
and call of the west, cross-border investment tricky, and 
inflation the biggest worry of all - might have been set in 
stone for all time. It ain’t necessarily so.

Not now that China is fast becoming the world’s biggest 
economy; that the euro is a popular denomination for 
bonds; that investors in almost any country can access 
foreign markets in price-critical ways; and that whizzy 
alternative currencies such as bitcoin are offering at least 
peripherally significant competition to the established ways 
of thinking about how to store wealth, and where. It’s all up 
for grabs, and the traditional rules don’t necessarily apply 
any more.

Helena and I made our share of catastrophic mistakes 
over the years, mostly because we weren’t keeping up with 
the changing times. We overstayed our welcome in China 
and big oil, and we duly we paid the price. We convinced 
ourselves, tragically, that our Latin American fund would 
bounce back, but it did the opposite – because, as we found, 
there was more divergence than unity in the region, and 
precious little good governance. We had an unending 
ability to pick dud tech stocks, and we never did learn how 
to sell with the enthusiasm we reserved for buying. Oops.  

RESTLESS IN REIGATE 

Okay, I’ll pull my tongue at least partially out of my cheek. 
In case you hadn’t noticed, this is not generally considered 
a particularly good time to go long on equity prices. Not 
while so many balls are being juggled at once in the global 
marketplace. (I almost said chainsaws there, but I thought 
better of it.) The only certainty we have these days is 
uncertainty, and we have to make the best of it.

Not least, because the two great dictums of the financial 
adviser’s world still hold. Firstly, that trying to time the 
market is a mug’s game unless you’re either George Soros 
or a very, very lucky financial journalist. And secondly, 
that long term buy and hold is still the cornerstone of best 
advice for the overwhelming majority of clients.

And yet. The Investment Association reported in 
September that UK investors had pulled £1.2 billion out 
of UK equity funds during July alone, bringing the total 
withdrawn since the Brexit vote of June 2016 to £13 billion. 
And that they had switched their money into fixed income, 
which had been the fastest-growing sector for five straight 
months – with July’s net inflows totalling £2.2 billion. 

The only certainty we have these 
days is uncertainty, and we 
have to make the best of it.
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They certainly weren’t going for non-UK investment 
funds either, by the look of it. Although the Financial 
Times agreed that Asian and global equity funds had 
pulled in net retail sales of £154 million and £146 million 
respectively during the month, that inflow had been more 
than outweighed by outflows of £90 million from North 
American funds, £205 million from Japanese funds and a 
massive £430 million from Europe funds.

Now, these sums aren’t exactly huge in comparison to the 
overall size of the UK-domiciled funds industry, which  
the Investment Association put at £1.3 trillion in July. But  
it isn’t unreasonable to conclude that something out there  
is unsettling the horses even if they’re not actually 
frightened yet. 

THE RIDDLE REMAINS 

As a (self-declared) economist, I might be tempted to give 
you the usual spiel about unsustainable price/earnings 
ratios, peaking profit ratios, or slow inflation which suggests 
that there’s nothing runaway about the economic recovery 
in the US. I might try to doubt that Donald Trump’s $1.6 
billion tax handout has done anything more distribute 
“empty calories” into the US economy, and I might try to 
insist that some sort of a reckoning is on its way. Etcetera.

But it’s a bit awkward that America’s joblessness figures are 
still genuinely falling, and that they’re well below the levels 
(5% to 10%) that we used to think were necessary in order 
to keep a workforce sharp while also keeping wage inflation 
down. Especially since US retail spending has been up by an 
annual 3% to 4% for most of this year. 

Somehow the Prez has pulled off the elusive trick of 
generating genuine low-inflationary growth optimism in 

the United States. While committing the cardinal sin of 
splurging public money during a period of strong demand 
growth. (Keynesian theory says that you can do that to 
good effect during a slump, but that doing it during a 
boom is just asking for trouble.) 

AND ELSEWHERE? 

Europe and China offer at least slightly more conventional 
scenarios. We can safely say that the EU economies would 
have been in the soup even without the threat of trade 
sanctions from the White House – because the European 
growth slowdown easily predates the arrival of Mr Trump. 
EU unemployment was running at a hefty 6.2% in August, 
even with just 3.1% in Germany and 3.8% in the UK. 
Annual growth was down to 1.4% during July, half the 
rate of January 2018, and the weakest growth since third-
quarter 2013. 

If we think that’s bad for portfolios, we might do well 
to remember that China has long since disproved the 

Some Swiss and Danish banks are 
starting to charge deposit interest to 
their higher net worth clients, where 
they might once have offered them 
modest amounts of interest instead. 
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inevitability of a link between economic growth (generally 
strong) and stock market performance (with the Shanghai 
Composite down by 40% since mid-2016 and 50% since 
late 2007). So could the argument go the other way? Might 
we in fact be nearing a Buffett (“greedy when others are 
fearful”) moment?

Let’s suppose, just for a moment, that President Trump 
agrees a significant trade deal with China; that Boris 
Johnson might agree a shock consensus with Brussels and 
the UK Parliament on a deal that would keep Britain within 
the EU’s customs union – with extra provisions for the 
services sector, of course, which accounts for 70% of our 
exports but doesn’t fall within the customs union; and that 
the EU itself settles its growth worries – perhaps with the 
planned resumption of quantitative easing. Would that fix 
the problem? 

YIELD UNTO ME 

(Steady on now, Helena, my wife is beginning to suspect.) 
The reason that we can’t join the feelgood party yet is 
that the yield curve is pointing in completely the wrong 
direction. So many investors are fretting about high equity 
valuations these days that the resulting surge toward fixed 
interest has driven yields below zero. And in effect, that 
means that short-term borrowing costs are now higher 
than long-term costs. 

Which is what we call a yield curve inversion, and for the 
last seventy years or so it’s been a clear indicator of an 
incoming US recession. (The reasoning for that is opaque, 
but the principle holds up well enough in practice.) What 
ought to bother us is that it’s happening not just in Europe, 
but also in the apparently booming USA. August 2019 saw 
the two- and 10-year US treasury yields going upside down. 

It looks worse in Europe, where around half of all eurozone 
government bonds are now yielding less than zero. Which 
means, in effect, that investors are so wary of equities that 
they’re no longer getting yields at all, but are actually paying 
the issuers for the privilege of lending money to them. In 
round figures, about €3.8 trillion of the €8 trillion of bonds 
in the Tradeweb system are negative. Globally, the volume 
of negative-yielding bonds is thought to total $16 trillion, 
with Japan joining the club in August 2019.

Even commercial banks are getting in on the act. Some 
Swiss and Danish banks are starting to charge deposit 
interest to their higher net worth clients, where they might 
once have offered them modest amounts of interest instead. 
This is all part of the reason why central banks around 
the world are currently under pressure to resume the 
quantitative easing of the last ten years, which most of them 
have now suspended. (The logic being that QE would boost 
consumer growth, which would help to send inflation in 

Hundreds of millions of investors 
around the world are currently 
keeping cash on the sidelines, 
under increasingly unprofitable 

conditions, while they wait for the 
bounce that an expected global 
equity correction would produce.
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a higher direction and would thus correct the downward 
trend of lending and yield rates.)

Governments can also choose to boost spending by cutting 
taxes or by introducing incentives for corporate investment 
which should filter down to the man in the street and 
reboot the growth cycle. Indeed, President Trump seems 
highly likely to do that in the next 12 months as the 2020 
election approaches. The question, of course, is whether or 
not that is a necessary step, at a time when US consumer 
optimism is so high? It would certainly make more sense in 
the EU, and in parts of Asia.

And yet, the problem is that nobody has the slightest idea 
whether this will work? It’s fair to say that we have never 
seen so much yield inversion, nor so many negative yields 
(outside slow-growth Japan, perhaps.) We are also not sure 
how long it would take for a reflationary strategy to bear 
fruit – some experts consider that a time lag of up to two 
years may happen.

And then there’s one more factor that we so easily forget. 
Namely, that hundreds of millions of investors around the 
world are currently keeping cash on the sidelines, under 
increasingly unprofitable conditions, while they wait for 
the bounce that an expected global equity correction would 
produce. 

Certainly, the buying opportunity would (or rather will) be 
brief, and perhaps savage. Those clients who decide to stay 
put and stay invested will be the ones who won’t get caught 
in the stampede when the moment finally arrives and the 
brokers’ websites go down from the overload. 

AND FINALLY… 

We’re still a long way from all that, of course, and at present 
it looks as though things will probably get worse before 
they get better. But miracles have happened, as my mother 
used to say. In the meantime, clients are being advised:

• To keep decent cash buffers up. There’s no point in 
being forced to sell at the wrong moment.

• To consider broadening the global or sectoral 
ranges of their portfolios.

• To look hard at active managers pursuing value 
strategies – there will probably be opportunities up 
for grabs.

• To review risk, with particular regard to their 
personal situations. Especially important if drawing 
down regular incomes from a fund.

• Not to underestimate the value for money that 
UK equities currently represent to other countries’ 
investors. If the pound stays weak, they’ll like that. If 
it strengthens, you’ll like it.

Who told me all that? My other very good friend, Miss 
Scenario of course. Good old Rosie. Known her for years. 
No publicity please. No further comment.
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INVEST IN YOUR

A great financial planning business has a great team 
working smoothly and effectively together behind 
the scenes. Tracey Underwood of PACE Solutions 

takes a practical look at why having a sound team 
approach is so crucial to business success

B 
ack in October I, amongst many 
others, witnessed Eliud Kipchoge 
becoming the first athlete to run a 
marathon in under two hours.  This 
was later followed by Brigid Kosgei 
breaking the women’s marathon 
world record set by Paula Radcliffe 

way back in 2003. What fantastic achievements these both 
are. I am sure that both will be remembered in years to 
come when others attempt to beat their records.  However 
what most of us will probably forget is that behind each 
individual’s success is a huge support team.  Each athlete 
will have their pacemakers, coach, manager, psychologist, 
nutritionist and physiotherapist and that’s to name but a 
few. It is this support which allows the athlete to deliver to 
the fullest of their abilities safe in the knowledge that every 
single aspect has been considered and organized to give 
them the best chance of success in reaching their goal. 

But what’s this got to do with financial planning? The 
same attributes and principles apply in just the same 
way to a financial advice business.  To achieve excellence 

you will need to embrace the team approach, perhaps 
using administrators, personal assistants, paraplanners, 
accountants etc. in whatever combination works best 
for your individual business needs. Each person in the 
team plays an important part in the overall success of the 
business and helping it to deliver on its aims and objectives.

However, it is surprising how many firms fail to recognise 
and act on this concept. Instead, many advisory business 
owners take the decision that it is better for them to 
undertake the work themselves rather than passing on to 
another member of the team.  This may be because the 
members of your team do not possess the necessary skills 
or knowledge to carry out the tasks perhaps through lack 
of training. If this is the case, that needs to be addressed. 
However, it could simply be that these are not the right 
people in the right job in which case, perhaps, they should 
be let go.  Of course, it could be the business owner’s own 
reluctance to delegate which is at the root of it. Whatever 
the particular situation, you need to identify the cause and 
act on it.  

TEAM

November 2019
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MAKING THE  
MAGIC HAPPEN 

The most successful 
financial planning firms 
that I have worked with 
are those which run a 
great team.  There is a 
clear correlation in place 
here. This is no accident. 
The team must be 
absolutely clear on:

1. What their roles are  
 within the business

2. The future direction  
         of the business

3. The service       
 proposition 

GETTING STARTED 

The starting point is to be 
absolutely clear which individuals 

and what processes are required in your business.  Having 
clear processes allows you to decide on your specific staffing 
requirements. 

Once you have decided on these, the next step is to design 
clear job specifications and make sure that those individuals 
fulfilling the roles are properly equipped and trained to do 
the jobs which you need them to do. 

I realise that this may all sound somewhat obvious to you. 
However, I have seen, on numerous occasions, teams of 
people employed in a business with no clear direction or 
strategy to follow.  These individuals are then trained by 
an existing member of the team who themselves will have 
also been poorly trained.  Bad habits are therefore passed 
throughout the business in a downward spiral – with 
negative consequences for business outcomes, profitability 
and success.  

PRACTICAL CONSIDERATIONS  

Here are some practical considerations you can use to  
help you:

• At interview stage - and as part of the induction 
process – make sure you clearly outline what 
the business objectives are and what role each 
individual plays in helping the firm to achieve  
its objectives.

• Ensure that the remuneration structure you have 
in place properly reflects the efforts of the team.  
This should be linked into their job role and the 
objectives set out during their ongoing appraisals.  

• Regularly check in on the knowledge and 
experience of all members of your team.  If any  
gaps should be uncovered, make sure that you 
invest the time and effort to ensure that these are 
addressed so that the individual is fully competent 
to carry out the work required of them. 

• Don’t just rely on individuals sitting and passing 
professional exams. I have interviewed staff with 
a long and impressive list of financial services 
qualifications but many of whom could not  
apply their knowledge in practical situations.   
By putting in the time to integrate them properly, 
your investment will pay dividends for your 
business over the longer term. 

GOING FOR GOLD 

So if you want to see the best results for your business  
and your clients, make sure you invest fully in the 
development of your team. In doing so, you will not only 
be able to deliver the ‘gold standard’ service  for clients 
which you’ve probably always sought out to do – but you’ll 
also increase your chances of retaining good staff as well 
as boosting your own satisfaction, success and profitability 
into the bargain. 
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About Tracey Underwood 

Tracey is the owner 
and founder of PACE 
Solutions.  The business 
provides support for 
financial planning 
firms 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.



THE PORTFOLIO

When it comes to portfolio management solutions,  
Brian Tora asks whether today’s greater choice of investment 
options is necessarily a good thing for advisers and portfolio 

managers or whether it comes with strings attached?

CONSTRUCTION 
DEBATE
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I 
have remarked before when writing this 
column, as to how different managing money 
for private investors is today compared with 
when I first started in this business. Half 
a century ago the options available were 
strictly limited. Not that there were many 

people to look after in those days. It is estimated that there 
were perhaps as few as a quarter of a million individuals 
owning shares in the middle of the 1960s, but even so they 
controlled more than half the market. 

GREATER CHOICE, GREATER COMPLEXITY 

Contrast that with today when the investing institutions 
dominate share ownership, despite the fact that there 
are now several million investors in the stock market in 
this country. While the whole business of investment 
management has become more professional over the years, 
it hasn’t necessarily made it any easier. For a start, mistakes 
are punished swiftly these days. Moreover, the range 
of options available to portfolio managers has become 
alarmingly wide, not just in terms of asset classes, but also 
in the manner in which these assets are managed.

I recall some research which was conducted not long after 
I joined the private clients’ department of a leading firm 
of stockbrokers some 53 years ago. It suggested that the 
optimum number of shares to be included in a portfolio 
was eight, on the basis that performance volatility did 
not fall sufficiently fast after this number to justify the 
additional effort of monitoring more companies. I doubt 
even a high conviction investor would risk limiting his  
or her portfolio in such a condensed fashion today.

As for the availability of investment assets that lack 
correlation with each other, such is the extent of their 
availability that it should be possible to create a portfolio  
to meet any level of risk demanded by the underlying client. 
Not that this always works, of course, I recall the collapse of 
Long-Term Capital Management more than twenty years 
ago. A hedge fund with a few Nobel Laureates contributing 
to the investment process, it discovered that there was more 
correlation between its underlying assets than it could cope 
with in difficult market conditions.

Hedge funds and property are two asset classes that were 
only available to the seriously wealthy until comparatively 
recently. New investment opportunities have sprung up, 
like infrastructure, venture capital and private equity,  
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while bonds now play a much more important part in 
portfolio construction than used to be the case. Absolute 
return funds have proliferated, though as one wily 
commentator once remarked, sometimes they deliver 
absolutely no return. And on the international front the 
degree of segmentation is truly amazing. You can even buy 
a fund investing in music royalties. Spoilt for choice? You 
bet we are. 

UNCERTAINTY BRINGS COMPLICATIONS 

Yet the task of assembling an appropriate array of assets 
when the outlook is so obscure on a number of fronts is 
as difficult as ever. Take the recent situation, which I must 
acknowledge could well have been overtaken by events by 
the time you read this. Political chaos ruled at home, with 
the nation more divided than at any time I can remember. 
And America is just as split, with next year’s Presidential 
election bringing out the worst in the participants.

Trade wars continue on a variety of fronts and the geo-
political outlook has seldom looked as unappetising  
since the end of the cold war, always assuming you do  
not subscribe to the view that a new cold war has been in 

place ever since Putin took up the reins in the Kremlin. The 
cauldron that is the Middle East continues to raise alarms 
and no resolution to North Korea or Afghanistan can be 
spotted. It makes you wonder why investors are not more 
nervous than they are.

While there are indeed options to diversify portfolios to 
provide a hedge against many of these uncertainties, the 
reality is that most investors and their advisers are very 
conservative in their approach and prefer to stick with 
investments they understand. There is nothing inherently 
wrong in taking this line. Indeed, in many ways it should  
be lauded. When an investor – or more particularly his or 
her adviser – buys or recommends an investment that is 
not truly understood, you can expect problems. 

In the past I have acted as a professional witness in cases 
usually brought by an investor against an adviser that has 
landed them with a big, unacceptable loss. One such case 
involved the purchase of a fund that invested in somewhat 
esoteric assets in the US. I was working for the law firm 
representing the adviser’s professional indemnity insurance. 
The fund represented a large proportion of the investor’s 
worth and had imploded. Cut and dried, you might think, 
but this was a complex case which involved greed on the 
part of the investor and a lack of appreciation of the risks 
involved on the adviser’s part.

The outcome is immaterial, but the lesson is clear. If you  
do not understand how the investment’s return is generated, 
then steer well clear. The same applies if you cannot evaluate 
the likely risks inherent. It is for this latter reason that I 
never became a Name at Lloyds, though I accept the risks 
are far better defined these days. But in difficult times like 
those in which we live, diversification is a requirement. 
Happy portfolio construction everyone.

Brian Tora is a consultant to investment managers,  
JM Finn. 

While the whole business of 
investment management has 

become more professional over 
the years, it hasn’t necessarily 

made it any easier
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THINKING

Why evolving infrastructure can often be out of sight but 
should not be out of mind. It’s a powerful argument and one 
put forward by Alex Araujo, Fund Manager of M&G Global 

Listed Infrastructure Fund, as he reminds advisers of the 
investment potential offered by this dynamic asset class

W 
hen we think of 
infrastructure, large physical 
assets typically spring to 
mind. This is because the 
likes of airports, roads and 
power stations have physical 

footprints that shape the environment around us and our 
perceptions of it.

However, our interaction with physical infrastructure goes 
well beyond the use of transport, energy and utilities. For 
example, the delivery of many public services like education 
and healthcare generally involves large buildings, such as 
hospitals, schools and university campuses. 

SUPPORTING THE DIGITAL REVOLUTION 

Less obvious perhaps is the infrastructure that facilitates  
the digital economy. It may not dominate the landscape like 
electricity pylons or ports, but the buildings and networks 
underpinning it are equally relied upon today. 

This is perhaps because many digital interactions have 
become so frictionless that we rarely think about the 
infrastructure supporting them. Yet behind each contactless 
payment, for instance, is a vast network of ‘rails’ connecting 
consumers, merchants, processors and banks. 

Even when the infrastructure enabling online activity has 
a large physical presence, it is often out of sight. When we 
stream videos on our mobile phones, it is unlikely that we 
spot the communication masts or underground optical 
fibre networks that transmit the data along our journey.

Likewise, when we store digital documents and photos 
on ‘the cloud’ – where they are accessible wherever and 
whenever we might want them – how many of us spare a 
thought for the vast warehouse-like data centres that store 
and process our information?

Each day, we depend on this unseen infrastructure – which 
I like to think of as ‘evolving’ infrastructure – every bit as 
much as we do on the more familiar infrastructure that 
forms the backbone of the traditional economy. 

BIG
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INVESTMENT OPPORTUNITIES 

As a long-term investor in infrastructure, this part of 
the asset class holds great promise, in my view. I believe 
evolving infrastructure can often provide stronger 
structural growth than more traditional infrastructure 
assets. This is because it is used by fast-growing parts of the 
global economy – including communications, e-commerce 
and technology. It logically follows that more of this 
infrastructure will be needed increasingly over the coming 
years. The more we use our mobile devices to bank, shop 
and view content, the more phone masts will be needed to 
transmit the data – and, of course, the more data centres 
will be required to process it. Growing demand should 
present opportunities for patient investors. 

One way to tap into this area of the market is to invest in 
the shares of companies that own or control this critical 
physical infrastructure. These companies generate income 
streams from their infrastructure assets, which are in 
turn distributed to their investors through dividends. 
Importantly, even though these assets are often unseen, 
their physical nature provides a strategic barrier to entry for 
would-be challengers, protecting the value of the income as 
well as that of the asset itself. 

Admittedly, the trajectory of evolving infrastructure 
assets, and the income generated from them, can be 
less predictable than that of some more traditional 
infrastructure assets. The likes of energy and water 
providers are typically better able to reliably churn 
out a consistent income from when you invest, given 
the established and resilient demand for their services. 
However, therein lays the opportunity offered by evolving 
infrastructure: if companies succeed in rapidly expanding 
parts of the infrastructure market, they can deliver exciting 
levels of growth over the long term. 

For this reason, I believe that infrastructure investors must 
be alive to the various opportunities offered by evolving 
infrastructure assets, even though they can easily go 
unnoticed in most people’s daily lives.  

IMPORTANT  INFORMATION  

The value and income from the fund’s assets will go down 
as well as up. This will cause the value of your investment 
to fall as well as rise. There is no guarantee that the fund 
will achieve its objective and you may get back less than you 
originally invested.

The more we use our mobile 
devices to bank, shop and view 

content, the more phone masts will 
be needed to transmit the data 
– and, of course, the more data 

centres will be required to process it

M&G INVESTMENTS

About Alex Araujo 

Alex Araujo has been the 
manager of the M&G Global 
Listed Infrastructure Fund since 
it launched in October 2017, 
and was appointed manager 
of the M&G Global Themes 
Fund in January 2019. Alex 
initially joined M&G’s income 
team in July 2015 and became 

co-deputy manager of the M&G Global Dividend Fund 
in April 2016. Alex has 25 years of experience in financial 
markets. He graduated from the University of Toronto 
with an MA in economics and is a CFA charterholder.  
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Powerful, long-term forces are shaping markets and the economy. 
When it comes to asset allocation and stock selection decisions, L&G 

ETF suggests that effective thematic exposure is a driver which not 
only boosts diversification but can potentially enhance returns

I 
nnovation lies at the heart of many of the 
long-term forces, with technology changing 
our behaviour not only by helping people 
and businesses perform existing tasks more 
efficiently but by creating new solutions to 
longstanding challenges.

The question is how to harness the potential of these forces 
within a portfolio.

At L&G ETF, we believe the answer lies in thematic 
exposure. By allocating to secular growth themes through 
a transparent, liquid, and rules-based fund structure, 
investors can gain access to these themes in a unique 
manner and thereby potentially enhance returns and 
diversify their portfolios. 

THEMATIC SCHEMATIC 

But how do we identify a theme? For us, thematic investing 
is about identifying those opportunities that are driving 
structural and foundational changes in our lives, our work, 
and our society.

These themes share several characteristics, which in our 
view are:

• Disrupting and challenging traditional sectors  
and industries.

• Structurally changing the economy.

• Still in the early stages of transforming our world 
and so have immense growth potential.

INVESTING IN
TODAY’S THEMES, 

TOMORROW’S SECTORS
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• Currently experiencing increased adoption by 
delivering efficiencies or meeting evolving needs.

• Enjoying high market consensus growth forecasts.

In combination, these five attributes form a compelling 
investment proposition. By meeting all five criteria, we can 
have confidence that a theme addresses a wide opportunity 
set, has a high potential growth rate, and will endure 
through time.

As we look at the world today, there are three broad areas in 
which such themes are emerging:

• Technology: Technology has been at the forefront of 
every economic revolution and this is more evident 
now than ever. Every industry is at risk of being 
disrupted by new technologies.

• Energy & Resources: Climate constraints and 
technological improvements are radically changing 
the way we think about energy. The need for clean 
solutions and the battery revolution are here to stay.

• Demographics: The population in the developed 
world is ageing while a new young middle class is 
growing in emerging economies. These changing 
dynamics are setting in motion profound changes 
in consumer needs and behaviour. 

BEYOND TRADITIONAL CLASSIFICATIONS 

Thematic investing, however, can be associated with 
passive investing that heavily relies on traditional industry 
classifications. The robotics and automation theme is a 

good example: some investors may use industrials or even 
the technology sector as a proxy, but this offers at best only 
partial exposure to the theme and at worst exposure to the 
companies that are going to be disrupted by the theme.

This is because, while traditional industry classification 
approaches work well for mature markets and sectors, 
they may not be able to accurately identify companies 
related to individual themes that are in their nascent stages 
of development. Indeed, we think of themes as being the 
sectors of the future.

Thematic investing can of course also be undertaken 
through active stock picking, which typically requires 
bottom-up research and a deep dive into the characteristics 
of individual stocks.

We try to blend the positives of both these approaches: the 
transparent, systematic, and rules-based implementation of 
the former and the active bottom-up research of the latter.

For us, thematic investing is about 
identifying those opportunities 
that are driving structural and 
foundational changes in our 

lives, our work, and our society
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We strongly believe that active research is essential in 
defining the thematic universe of stocks and we achieve 
that by working with independent experts who undertake 
bottom-up research. Through this process, we can identify 
companies across different sectors that are genuine leaders 
in that theme.

As investors come to recognise that themes and sectors are 
not equivalent, we expect them to demand better designed 
indices in the future. 

FROM IDEA TO INDEX 

So how do we design an investment strategy to capture the 
opportunity represented by a theme? Our process strikes a 
balance between identifying companies that are sufficiently 
developed to be attractive liquid investments but not yet 
beyond their period of maximum growth.

Companies in the start-up stage are, in our view, better 
suited to private capital and micro-cap investors; they are 
less appropriate for liquid funds such as ETFs. Companies 
at this point also carry higher risks: on average they have a 
low probability of very high returns but a high probability 
of low returns.

At the other end of their lifecycle, some of these companies 
and themes mature into the consolidation and saturation 
phases. Companies at these stages may not only be past 
their peak growth rates, but may be exposed to the risk of 
being disrupted by new entrants and technologies unless 
they continue to innovate and adapt to the evolving needs.

So, while a thematic strategy can invest in companies of any 
age, active research can help identify:

• Smaller companies that may not have been accurately 
captured by traditional sector classifications.

• Larger companies that are leaders in or heavily  
invest in a theme.

A well designed thematic strategy will offer exposure only 
to those companies already in the growth phase or directly 
exposed to such a growing market, where they have already 
demonstrated their viability but still remain at the forefront 
of the transformation being driven by the theme. 

ACTIVE RESEARCH, SYSTEMATIC IMPLEMENTATION 

Having determined that a theme both meets our criteria 
and is still in the growth phase, it is then necessary to 
identify the companies that offer the purest and most 
efficient exposure to that theme.

We believe that this can be most effectively achieved 
through a combination of active research and systematic 
implementation.

• Active research: Transformative themes not only 
cut across traditional industry classifications, but 
also disrupt the incumbent mega-caps that typically 
dominate traditional sector-based indices. Equally, 

As investors come to recognise 
that themes and sectors are 

not equivalent, we expect them 
to demand better designed 

indices in the future

24 IFAmagazine.com

November 2019 BRIAN TORALGIM



because themes target rapidly growing areas of 
the economy, a static index may not capture the 
changing dynamics of the markets involved so well 
designed and bottom-up indices must also be able 
to evolve with the theme. It is therefore essential to 
draw on experts who can provide unique industry 
insights and fundamental research across a theme’s 
full value chain.

• Systematic implementation: Combining this 
active research with a transparent and rules-based 
systematic strategy implemented through an 
index of liquid securities helps to ensure that an 
investor’s exposure to a theme is not subject to 
behavioural biases or unintended risks. An equal-
weighting methodology can furthermore embed 
diversification in the thematic index and guard 
against stock-specific risks.

Blending active research and systematic implementation 
results in unique indices that offer purer exposure to 
a theme and differentiated underlying positions from 
an investor’s broader portfolio perspective. The active 
research assesses the purity of a company’s involvement in 
a theme – based on specific quantitative metrics such as the 
proportion of its revenues derived from activities related 
to the theme or its technology and relevant operational 
capacity – to exclude stocks only tangentially related to  
a theme.

We are therefore able to design investment strategies from 
the bottom up, rather than having to rely upon top-down 
screens based on existing traditional indices or sectors. 
While simplistic screens may capture some of the potential 
of a theme, they are unlikely to provide the purity of 
exposure that investors increasingly demand from their 
thematic exposures. 

THEME CATCHER 

To summarise, what do we look for when designing and 
building thematic ETFs?

• Long-term themes not captured in traditional 
investment funds.

• High consensus forecasts for market growth.

• Availability of research experts with a proven track 
record, who are selected after a thorough vetting 
process, to identify companies participating in a 
theme.

• A tailor-made index that employs a bottom-up 
approach and is designed to evolve and grow with 
the theme.

This combination of long-term secular growth themes, 
active research, and systematic, transparent, and rules-based 
implementation is a powerful investment proposition.

Blending active research and 
systematic implementation 

results in unique indices that 
offer purer exposure to a theme 

and differentiated underlying 
positions from an investor ’s 

broader portfolio perspective
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IN PRACTICE 

Increasingly, paraplanning is being seen by large numbers of 
professionals across the UK as a career choice in its own right. Given 

its growing importance within the financial planning profession, we’re 
delighted to bring you the final article in our three-part series where 
we talk to paraplanners from the PFS Paraplanner Panel about what 

paraplanning means to them and why they have chosen this dynamic 
and challenging career path. This month our thanks go to panel 

members Caroline Stuart and Robert Harper who are in the spotlight.  

1.CAROLINE STUART–SPARROW PARAPLANNING When I was a little girl, I’m fairly certain I never said ‘when 
I grow up, I want to be a paraplanner’. I wasn’t one of those 
people who had a calling and knew exactly what they 
wanted to do from an early age. I quite liked chemistry and 
modern languages but they aren’t really two things you can 
easily combine, so I chose my GCSEs and A-Levels based 
on the things I enjoyed rather than to progress down a 
specific career path.  

AN ACCIDENTAL JOURNEY 

Like many other people in this profession, I sort of fell 
into financial services rather than actively choosing it as a 
profession.  I did an HND in Business Studies and thought 
that marketing was the career for me. Unfortunately, there 
wasn’t a great call for it where I lived in Carlisle, so I headed 

PARAPLANNING 
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for the bright lights and marketing mecca which I was sure 
that Manchester would be. I knew I’d soon be on my way to 
marketing glory. 

Things obviously didn’t quite turn out as I had planned. 
Whilst working shifts in a well-known coffee outlet at 
Manchester Airport, I saw a job advert for something or 
other at a company called Royal London. The hours were 
9am to 5pm, Monday to Friday and they had a duck pond, 
so honestly, who really cared what the job was! 

Fast forward nineteen years, and here I am - a paraplanner.  
I moved from Royal London to become an administrator 
at an IFA practice, then a trainee paraplanner , moving on 
to more senior roles as I passed professional exams and got 
more experienced.  

THE PARAPLANNER DIFFERENCE 

In the previous articles of this series, my fellow paraplanner 
Panel members have talked about what paraplanning is and 
what it means to them. It’s so interesting to see how very 
different the role is to different people. For me, I love being 
able to help people sort out their financial lives and security, 
naturally, but I can honestly say that a large part of why I 
do what I do is down to the people not just in paraplanning 
but in the wider financial planning profession too.    

A NEW DIRECTION 

In August this year, having worked as an in-house 
paraplanner for many years, I took the huge step of giving 
up the safety and security of an employed role to go it 
alone as an outsource paraplanner. I’m only a few weeks 
in as I write this, but absolutely loving it. It’s quite scary in 
some ways.  It feels like you’re not starting just one job but 
multiple new jobs as you learn about each of your new 
clients’ requirements and preferences. 

But going back to my previous point, I never would have 
even entertained the idea of starting out on my own 
without the encouragement, support and counsel of my 
paraplanning and financial planning pals. Granted, I don’t 
have a lot of other professions to compare it to, other than 
Barista, bar staff and babysitter, but I find ours to be a  
really unselfish, supportive profession where the sharing  
of learning and best practice are widely encouraged. 

Paraplanning is made up of people who have had so many 
different routes to the role. For some it is a deliberate and 
specific career choice, for others it’s a natural progression 
from a different part of financial services. For the odd few, 
it’s been a way of getting out of making cappuccinos at 4am 
on a cold and dreary Manchester morning. It’s what makes 
it a rich and diverse community with lots of differing views 
and opinions, all working to ensure the best outcomes for 
all our clients. I believe that paraplanning is now an integral 
part of the financial planning process and, along with 
everyone on the PFS Paraplanner Panel, I am really pleased 
to sing the praises and to be able to help to develop this 
fantastic profession for even greater impact and success  
in future.  

2. ROBERT HARPER - CLIENT SERVICE MANAGER 
AT FOUR SEASONS FINANCIAL PLANNING 
(CLIENT-FACING PARAPLANNER ROLE) 

I first heard the term ‘paraplanner’ when working within a 
private bank way back in 2008. It was two years after I had 
graduated from university.

So clueless was I about the term ‘paraplanner’  back 
then, that when I was introduced to the first paraplanner 
I met on the financial planning team (sat nearby), I 
remember thinking “are they telling me that this chap plans 
paragliding flight paths in his spare time?” Safe to say there-
fore, this career definitely chose me!

PARAPLANNING IN PRACTICE
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When I relocated from Bristol to London nine years ago  
to be closer to someone (now my wife), I saw the relocate 
as a good opportunity to set a new career path (not a flight 
path) towards being a paraplanner. It was a role which I 
saw as being more interesting than that of a private banker. 
Starting off, I worked as an administrator at a couple of 
firms before moving again into various paraplanner roles.  
I have now been a paraplanner since 2012 and I really  
enjoy it. 

THE PARAPLANNER DIFFERENCE  

Put simply, a paraplanner frees up time for a relationship 
manager to do more of what they are best at -which is all 
about building relationships and trust with clients. This 
is done by taking the complex and time-consuming tasks 
away from relationship managers so that they can focus on 
helping clients get the peace of mind from knowing that 
they have a plan in place and are on track to achieve their 
goals in life. 

Once in the hands of paraplanners, these allocated tasks 
can be done more efficiently because we paraplanners 
are able to specialise in them. By freeing up more time, 
relationship managers are able to work with more clients, 
spending more time with them and building better quality 
relationships. It also means that clients can be happier too 
as they are getting a greatly expand-ed level of service from 
the financial planning business.  

I have noticed one rather important trend which is that 
relationship managers who may have called themselves 
financial advisers are now gradually shapeshifting into 
a role more akin to financial planning life coaches, 
particularly since pension freedoms were introduced in 
2015. This makes paraplanning even more valuable.

For example, as a paraplanner, I have the time to build a 
financial plan backed up with a cash flow model for every 
client. This is critical to this new shape of service which 
advisers are taking on. An adviser working on their own 
may not have that time to do that. 

MY WHY 

Going back to me and and my role, personally I like 
working as a paraplanner because I like working with 
numbers.  I have very analytical mind and absolutely 
love researching things. I like detail! It is great that the 
role is varied so I don’t get bored. Also it is great that it is 
becoming even more interesting and rewarding, due to 
the way our profession is changing and moving away from 
the transactional type advice of the past, towards a client-
centred, values-based fi-nancial planning model. 

Working with a planner and a client is like having a blank 
canvass and not knowing what the pic-ture will be in the 
end. No two clients’ situations are ever exactly the same. 
They rarely have the same objectives and when they do, 
clients are very likely to rate those objectives with dif-ferent 
levels of prioritisation. The strategy and recommendation 
each time (the final picture) is different every time. When 
two objectives conflict with each other, it is enjoyable to 
make comprises in the strategy with the team and to work 
out an effective solution. 

I firmly believe that by having a paraplanner included in 
the team, a financial planning firm can make even more of 
a difference to those people’s lives who they are fortunate 
enough to call clients! 
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Alex Araujo, Fund Manager of the M&G Global 
Listed Infrastructure Fund, highlights the resilience 

of listed infrastructure as an asset class.

T 
he defensive qualities of listed 
infrastructure have proved their worth 
during recent market downturns, but the 
outperformance of the asset class during 
turbulent times is not just a reflection of 

market sentiment, which can be fickle. 

The resilience of the asset class is justified by solid 
fundamentals and the operating performance of individual 

companies. There is empirical evidence to demonstrate  
the recession-proof nature of these business models, which 
arises from the critical nature of the underlying assets. 
History shows that the cashflows (illustrated in Figure 1  
by EBITDA) generated by listed infrastructure businesses 
and the dividends paid from them remained relatively 
stable during the financial crisis before resuming their 
upward trajectory.

WITHOUT FORGOING UPSIDE
DOWNSIDE PROTECTION
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Fig 1. M&G Global Listed Infrastructure Fund Investible Universe  
EBITDA and Dividend Growth (Rebased:2001 = 100)

Source: M&G Investments. Past performance is not a guide to future performance.
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GROWING DIVIDENDS 

The attraction of listed infrastructure is not limited to 
defensiveness; the asset class offers a wide array of growth 
opportunities to drive inflation-beating returns over the 
long term. We strongly believe that our holdings – all of 
which pay growing dividends, reflecting the growth in the 
underlying businesses – should not be treated as bond 
proxies, which, by definition, offer a high yield with no 
growth. Even our holdings in utilities are beneficiaries 
of structural growth, in addition to the inflation-linked 
revenues which are the mainstay of their business models. 
The long-term tailwinds that well-positioned utilities can 
capture include modern society’s transition to renewable 
energy, or the development of smart grids to better manage 
the supply and demand of power – themes which are likely 
to persist for decades to come. 

UNDEMANDING VALUATIONS 

Many of these holdings have performed well, but we see 
further upside as valuations continue to look undemanding 
given their long-term growth prospects. Valuations in 
the economic class of infrastructure (utilities, energy and 
transport) remain well below their historic highs and look 
particularly compelling in energy. Economic infrastructure 
also looks attractive relative to the other segments of 
infrastructure, namely social (health, education and civic) 
and evolving (communication, transactional and royalty). 
Past performance is not a guide to future performance. 
That said, we still believe it is important to extend the 
definition of infrastructure beyond the traditional realm 

of economic infrastructure to better reflect the increasingly 
digital world we live in. The social and evolving categories 
provide benefits of diversification as well as valuation 
opportunities depending on the market environment.  
The evolving segment also stands out as a generous source 
of growth.

It is also important not to lose sight of the long term 
nature of the asset class. The immediate macroeconomic 
environment has little bearing on the operational 
performance of infrastructure assets. Powerful trends in 
the global economy – and the growth afforded by these 
long-term trends – will have a greater influence on listed 
infrastructure companies and returns from the asset class 
over the long term. The vagaries of economic cycles are 
a mere sideshow compared to the structural growth on 
centre stage.  

IMPORTANT INFORMATION  

The value and income from the fund’s assets will go down 
as well as up. This will cause the value of your investment 
to fall as well as rise. There is no guarantee that the fund 
will achieve its objective and you may get back less than you 
originally invested. The fund invests mainly in company 
shares and is therefore likely to experience larger price 
fluctuations than funds that invest in bonds and/or cash.

M&G INVESTMENTS

The immediate macroeconomic 
environment has little bearing 

on the operational performance 
of infrastructure assets
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M&G’s income team in 
July 2015 and became 

co-deputy manager of the M&G Global Dividend Fund 
in April 2016. Alex has 25 years of experience in financial 
markets. He graduated from the University of Toronto with 
an MA in economics and is a CFA charterholder.



With so much uncertainty around the outlook for global markets,  
should more advisers be considering the use of structured products in 
client portfolios? We talk to Bobby Owen, National Account Manager,  

Investec Bank plc, about why he believes that these products are ideally 
suited to meeting today’s clients’ needs and how developments in 

technology are also bringing practical benefits to the process for advisers.

IFAM: For advisers who may never have 
recommended Structured Products to 
their clients in the past, what are the key 
features and mechanics involved  
in doing so?

 
BO: In their most simple form I would describe Structured 
Products as a contract with the bank. They have a pre-
defined outcome that if certain conditions are met, the 
clients will receive a particular return. I always split them 
into two types when discussing with advisers; Structured 
Deposits and Structured Investments.

Structured Deposits are cash alternatives. They’re covered 
under the Financial Services Compensation Scheme up to 
£85k in exactly the same way as money in a bank account. 

Although they have their upside linked most commonly 
to the FTSE 100, there’s no market risk. The outcomes are 
binary. If the market is above a pre-defined level then client 
gets their coupon. If the market is lower than that level, they 
receive a full return of capital. 

As there’s no risk to the initial investment (up to the £85K 
FSCS limit), I believe the main consideration from a cash 
alternative perspective is the opportunity cost of sacrificing 
a fixed rate of interest. However with rates on most cash 
products still at historic lows and below inflation, that 
opportunity cost might be considered very low, especially 
when returns on Structured Deposits can be up to 7% 
interest per annum. In addition, we also have a new plan 
coming to market that offers a positive return regardless  
of where the index finishes.

CLIENTS’ NEEDS 

USING STRUCTURED 
PRODUCTS TO MEET
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Structured Investment Plans are higher risk and offer 
potential higher returns to compensate. The two key 
differences are the fact they’re no longer covered under the 
Financial Services Compensation Scheme and therefore 
have counterparty risk with the underlying bank (similar 
to holding a corporate bond). They also have market 
risk if the reference index were to go below a certain 
level, most commonly a 40% / 50% fall. This market risk 
is often referred to as a barrier, and is absolutely a risk 
consideration, but does provide the client with significant 
downside protection versus direct exposure to that index.  

IFAM: The Structured Products industry can 
sometimes divide advisers and has faced 
criticism in the past, what changes have 
taken place to overcome these challenges?

 
BO: This is a subject I like talking about because it’s 
something I feel I have experienced first-hand during 
my seven years with Investec. The industry has evolved 
significantly over this period and often the issues advisers 
might have had relate to products and practices from 
decades ago. The two major changes I witnessed were firstly 
RDR coming into play in January 2013, and also the FCA’s 
thematic review of the Structured Products marketplace. 
The result of this meant that products are now very clear 
in terms of both the upside to clients, but also the risks of 
the product. Certainly from Investec’s perspective there is 
stricter governance on product design, and we have to build 
the plans with a clearly defined target market. The myth 
of complexity is also something I enjoy talking about as 
I feel the mechanics of the plans are easier to understand 
than the vast majority of products in the marketplace. The 
outcomes are objective and pre-defined. I often mention 
my father-in-law as an example, he has a few Structured 
Deposits and knows if the FTSE 100 is above a level he  
gets xx%, if it’s lower he gets his money back.   

IFAM: Investec are seen as the largest  
provider in the retail market. What defines  
your proposition and how does it differ  
from others? 

BO: Investec are fundamentally different from most retail 
banks in the UK because we don’t have high street branches 
and their associated costs. However we still need access 
to deposits and so the Structured Products department 
are a core funding channel for the bank. This allows us to 
build products at a highly competitive rate and means the 
franchise as a whole is very important to the bank.

From a product perspective this means Investec are 
the only provider that benefit from a full range of both 
Structured Deposit and Investment Plans. With plans across 
the risk spectrum from very low risk cash deposits, income 
solutions, and more adventurous equity alternatives; 
whatever the client’s objectives, appetite for risk, and 
perhaps view on the market, we have a plan that can offer 
real value. Also from a simplicity point of view there are no 
other institutions involved, the products are designed, built, 
and distributed by one team. This helps to reduce certain 
risks (most notably replacement risk) and makes it easier 
for the adviser and client from a research perspective.  

IFAM: We’ve focussed a lot on the theory 
of the plans, in reality how have they 
performed for those clients that have 
invested with you? 

BO: Investec launched into this market in 2008, and since 
then have issued 1,083 products with an average return  
of 5.46% p.a. deposits and 9.14% p.a. on investments. 
Another key point to note is of those plans which have 
matured over this time, zero have resulted in any capital 
loss for the clients.  
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Although the smaller of the two numbers, I feel the return 
on deposit is actually more impressive. To consistently 
generate a meaningful return on cash during a period  
of sustained low interest rates really demonstrates the  
value the plans can offer in client portfolios. 

The benefits of using Structured Investments vs direct 
exposure to the market was also nicely highlighted by 
the Lowes’ challenge to the Investment Association 
demonstrating the outperformance generated by 
Structured Products vs open ended tracker funds. 

It’s also worth pointing out that the coupons are net  
of charges, there is no initial or AMC eroding the client 
holdings and value. The stated return is actually what  
the client will receive on their investment.  

IFAM: Looking at the current adviser and 
market landscape, what are the benefits 
Structured Products have to offer and why 
would someone invest their money in one? 

BO: I would again separate Deposit and Investment 
plans to look at their individual merits. With interest rates 
persisting at historic lows and record levels of money sitting 
in cash, we see a real opportunity for Structured Deposits to 
provide a solution for those clients dissatisfied with current 
cash rates but looking for positive real return. 

As an example there’s currently £267bn in Cash ISAs with 
an average return of <1%. This is an area where we’ve seen 
an increase in appetite, with ISA Transfers moving into our 
Deposit Plans that currently offer coupons of up to 7%. 

Looking at the Investment Plans as an equity alternative, 
they can be used as an effective way of de-risking a portfolio 
if advisers are concerned about the growth prospects in 
developed equity markets. With almost unprecedented 
geopolitical risk causing increased fear and uncertainty, 

the fundamental mechanics of Structured Products mean 
they have the ability to produce a positive return in a rising, 
flat, and even falling market. Combined with the downside 
protection against market risk, Structured Investment Plans 
can be a complement or alternative to traditional and direct 
market exposure.  

IFAM: For those advisers who do want to use 
Structured Products for their clients, how can 
they access the plans? 

BO: The plans can be bought and held direct with Investec, 
and in most cases the Deposit Plans are liable for Income 
Tax and Investment Plans CGT. They can also be held in 
all tax efficient wrappers; ISAs and ISA Transfers (Investec 
have our own ISA wrapper with no charge), SIPP/SSAS, 
Offshore Bonds (Deposit Plans only). The flexibility 
and opportunities go even further with UK Charities, 
Corporates, and Trusts also being able to access the plans. 

With interest rates persisting at 
historic lows and record levels 

of money sitting in cash, we see 
a real opportunity for Structured 
Deposits to provide a solution 

for those clients dissatisfied with 
current cash rates but looking 

for positive real returns.
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The products can be bought through a wide variety of 
wraps and platforms in the market which is a trend we 
have seen increasing. We have also created our own online 
platform called Investec for Advisers (www.investec.com/
newcertainties) which offers greater flexibility in accessing 
Investec’s offerings 24/7. In my mind the key benefits to 
advisers are the digital application process meaning apps 
can be submitted right up to the close deadline, removing 
the reliance on post. Also electronic signatures allowing 
clients to sign via email again improving efficiency from a 
logistics standpoint. Advisers will also be able to log in and 
see their client holdings, valuations, product literature, and 
client correspondence; all in one place.  

IFAM: You’ve mentioned that there have 
been some significant changes during 
Investec’s time in this market, what further 
developments do you see from both 
Investec as a business and the Structured 
Products marketplace overall? 

BO: Structured Products remain an integral part of 
Investec Bank and a core source of our retail funding.  
We have streamlined our offering and the focus internally 
remains on developing simple, market leading solutions. 
Combining the uplift in rate and current external market 
environment, Deposit Plans offer excellent value for an 
even wider spectrum of clients and financial objectives, 
with equity like returns for cash risk. 

The bank is looking forward and not resting on the success 
we’ve had over the last decade (our structured products 
team has won 25 industry awards since inception). We 
want and need to remain relevant and operate in a way that 
suits our advisers and clients best, and at the same time give 
access to other areas of the bank through one simplified 
channel. Through using our digital platform advisers will 

soon be able to access other products offered by  
the bank including Current Accounts, Term Deposits, 
Model Portfolio Solutions and Specialist Funds. 

With regard to the wider market, over my time with 
Investec I have noticed a slow but positive change in 
perception towards Structured Products as a concept. 
More and more advisers are embracing the opportunities 
they give for diversification and return and they’re now 
considered a more core, mainstream holding for an 
increasing number of advisers. With a lot of the historic 
and outdated myths and negative pre-conceptions being 
dispelled over time, hopefully more clients will be able to 
profit from the benefits Structured Products have to offer.

To find out more, visit www.investec.com/newcertainties 

About Bobby Owen – 
National Account Manager, 
Investec Bank plc    

Bobby is a National 
Account Manager for 
Investec Structured 
Products. Bobby started 
his career with AXA Life 
in 2007 selling a range of 
onshore and offshore Life 

and Pension products, before moving to AXA Investment 
Managers in 2008 focusing on the sale of the AXA UK 
and Framlington fund range. Bobby joined the Investec 
sales team in 2012, initially as Sales Support, before 
moving on to Business Development Manager for London 
& South East, and most recently the position of National 
Account Manager.  He is level 6 qualified with CISI. 

Important information

Past performance is not a guide to future performance. This communication is 
intended for financial advisers only. Performance figures correct as at 30/09/2019 
relate to Investec Structured Products, which is a trading name of Investec Bank plc. 
The plan rates referred to are available until 13/12/19. Investec Bank plc is authorised 
by the Prudential Regulation Authority and regulated by the Financial Conduct 
Authority and the Prudential Regulation Authority
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Edward Wielechowski, Fund Manager at Odyssean 
Capital, highlights how changes to regulation can bring 

opportunities as well as challenges for investors.

C 
hange is the lifeblood of equity 
markets. The twists and turns of , 
the tides of technological change 
and the swings of the business cycle 
all present opportunities for savvy 
asset managers to create value for 

their clients. Managers should love change for this reason, 
however there is one area where change gets consistently 
poor press, where change is commonly viewed as a burden 
and not an opportunity: regulation. 

When it comes to regulatory change, things don’t get  
much bigger than the roll out of MiFID II in January 2018. 
The impact of these regulations on financial markets has 
been profound and continues to evolve. At Odyssean, 
we would argue that this brings opportunities as well as 
challenges for equity managers – notably those active in  
the small-cap space. 

GO WITH THE FLOW 

The key impact of MiFID on equity markets has been 
to change the flow of information between the sell-side, 
who produce research on stocks, and the buy-side, who 
ultimately evaluate stocks and make investment decisions. 
For small caps where information was already less available, 
the impact of this change is marked.

The move under MiFID to 'unbundle' how asset managers 
pay for research from trading fees - historically research 
being provided ‘free' with the expectation that trading 
volume would be channelled to brokers in return – was 
designed to increase transparency and protect clients from 
conflicts of interest. However the ripples from this change, 
and its unintended consequences, are beginning to impact 
how market participants interact.

IN SMALL-CAP INVESTING
DRIVE OPPORTUNITIES 

MIFID II CAN
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The move to more clearly priced research has inevitably 
led to asset managers putting increased scrutiny on 
what they pay for and how much they spend. Anecdotal 
evidence and survey results show that 2018 saw a period 
of price discovery with asset manager spend significantly 
undershooting broker expectations. A survey by the 
CFA Institute in early 2019¹ confirms this, showing asset 
manager research budgets had fallen on average 6.3% 
since the introduction of MiFID II with research from 
investment banks particularly hard hit, a trend that many 
expect to continue through 2019 as managers continue to 
assess their needs.

MAKING AN IMPACT 

Greater transparency on pricing and spend failing to 
meet expectations has revealed the strained economics of 
research production for the sell-side. It is our expectation 
that MiFID II has shown many research teams to be drags 
on group profitability. Headcount reductions are inevitable 
as brokers look to match costs to a small and reducing 
revenue base. This effect is likely to be focused on smaller 
and regional brokers who are less able to subsidise research 

from other areas of business, impacting the small-cap 
market where these firms typically focus. We have already 
seen several high-profile analysts leave small-cap brokers 
to join the buy-side or corporate investor relations team 
and announced headcount reductions at firms such as 
Berenberg indicate the shake out is beginning; we believe  
it is likely to accelerate.

With reducing headcount inevitably we would expect the 
quantity and quality of research to suffer. The Quoted 
Company Alliance Mid and Small Cap Investor Survey for 
20182 showed that 48% of market participants felt that the 
level of small and mid-cap research had fallen post MiFID 
II and 45% expected the quality of research to decline 
further going forward. 

The more-subtle impacts of MiFID are how it changes 
the behaviour of market participants. Firstly, sell-side 
analysts are now working in an environment much more 
focused on evidencing they are paying their way. This in 
turn increases pressure on analysts to produce research 
with strong views – after all who pays for research with a 
hold recommendation. Secondly, we are seeing a decrease 
in freedom of interactions between buy-side and sell 
side. Anecdotal stories of asset managers refusing to 
leave voicemails for the sell-side for fear of incurring a 
charge are not representative but do point to a reduction 
in the freedom of market conversation which was key 
to the investment process for many small cap managers. 
Finally, the change in distribution model under MiFID 
is impacting the very notion of there being a ‘market 
consensus view’. With all research no longer being freely 
available to all there is no longer a single consensus 
view on stocks (especially notable for small caps with 
limited coverage). This can drive a fear of asymmetry of 
information around small-caps and in turn a reluctance  
to trade.  

The move to more clearly priced 
research has inevitably led to 

asset managers putting increased 
scrutiny on what they pay for 
and how much they spend
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WITH CHANGE COMES OPPORTUNITY 

These changes, reducing quantity, quality of research 
and reduced market consensus all of which flow from 
unbundling will, in our view, exacerbate many of the traits 
of small-cap stocks. These are namely that poor coverage 
and market knowledge drives lower liquidity, which drives 
greater volatility and in turn more mispricing potential 
– and in this there lies opportunity. Any change which 
drives more potential mispricing is good news for active 
managers, provided they have the strategy and skill set  
to benefit. 

In a small cap market where broker research coverage and 
depth are reducing, managers who do not rely on sell-
side research to drive their investment decisions have an 
advantage. The skills to drive independent research, drawing 
on strong networks of experienced individuals are invaluable 
in finding the information edge that allows better pricing of 
risk and reward in opaque markets. Furthermore, we would 
argue that lower liquidity and greater volatility are likely to 
be increasing features of the small cap market. In themselves 
these too present opportunities.

We believe irrational volatility is a potential investment 
opportunity for the patient manager and that a long-term 
investment horizon paired with long-term, patient capital 
can achieve superior returns in this illiquid sector. 

MiFID II has been in place for 18 months and we believe 
the impact of the changes it will bring are only beginning 
to be seen. The major market dislocation some feared has 
not yet come to pass, but the cascade of changes driven 
by regulation are affecting the small cap market. Active 
managers with the right investment strategy and skill set 
should be excited by the impact of MiFID II and embrace 
the change and opportunity it brings.

 

SOURCE 1. CFA INSTITUTE REPORT “MIFID II: ONE YEAR ON – ASSESSING 

THE MARKET FOR INVESTMENT RESEARCH”  HTTPS://WWW.CFAINSTITUTE.

ORG/-/MEDIA/DOCUMENTS/SURVEY/CFA-MIFID-II-SURVEY-REPORT.ASHX

SOURCE 2. QCA / PEEL HUNT MID & SMALL-CAP INVESTOR SURVEY 

APRIL 2018 - HTTPS://WWW.THEQCA.COM/MEMBERSHIP/PDF.PHP?PATH=/

ARTICLE_ASSETS/ARTICLEDIR_286/143286/QCA_PEEL_HUNT_MID_AND_SMALL-

CAP_INVESTOR_SURVEY_2018_EMAIL.PDF&BR=FREENONMEMBERDOWNLOA

D&SCI=143286

In a small cap market where 
broker research coverage and 
depth are reducing, managers 

who do not rely on sell-side 
research to drive their investment 

decisions have an advantage
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Generational changes are impacting the type of advice and 
service which financial planners will need to give – but does this 

fundamentally alter their relationship with clients? Sarah Lord, client 
strategy director, Succession Wealth considers the issues involved 

T 
hey enjoyed long-time tenure in their jobs; 
they saw predictable wage growth. Many 
retired on final salary pensions and have 
enjoyed house price inflation that has seen 
them become paper millionaires. It’s not 

difficult to see why some brand the post-war ‘baby boomer’ 
generation as the gilded one – people (now aged between 
54-72), for whom financial planning has arguably been a 
much more straightforward affair. These are people with 
good levels of assets and increasingly good health, and they 
want to know how best to make the most of both. 

INTERGENERATIONAL PLANNING IS CHANGING 

But is the period of having such a predicable clientele 
about to be ending?  Many would say it has already. Many 
baby boomers who haven’t literally passed on, are passing 
their wealth down early – either to help their much more 
financially-pressed (and arguably less financially astute) 
children, or to the next generation entirely (Generation Z). 

Thanks to familial wealth coming their way, in the US 
alone, Generation X individuals are predicted to quadruple 
their assets to $22 trillion by 2030, while millennials’ assets 
are expected to reach just $11 trillion . In the UK, Royal 
London estimates more than £400 billion is set to "cascade 
down the generations to the benefit of millennials" as 
grandparents bequeath assets directly to them. 

WHAT DOES IT MEAN?  

But all this creates new questions for planners. Younger 
people aren’t suddenly going to become rich overnight. 
This is money that is going to be spread thin. In 2017, The 
Institute for Fiscal Studies calculated that people in their 
early thirties will still have average household wealth per 
adult of £27,000 – still about half the average which people 
born in the 1970s had at the same age (£53,000). 

As such, the implications for what this means for financial 
advisers is huge – and not just because clients will have a 

MAKING IT

PERSONAL 
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lot less in their pots for planners to figure out how best to 
maximise it. Meeting the service needs of newly financially-
inquisitive millennials and Generation Y should not be 
underestimated. According to a 2018 report , whereas baby 
boomers were found to value the facts given to them by 
people they perceive to be knowledgeable and trustworthy, 
the millennial generation will need far more convincing. 
It found that 87% wanted planners to protect them, but 
at the same time they also felt the whole financial system 
was rigged. They are also much more aware of where – and 
into which companies – their money should responsibly be 
invested. And, to add insult into injury there’s much more 
that planners need to consider. 

The same report found digitally native young people now 
expect their advice to be accessible via more technologically-
advanced dashboards and they want to be able to monitor 
investment performance via their smartphones. 

LOOKING AHEAD 

The sector is clearly at a crossroads. It has arguably spent 
the best part of decade (or longer), focusing and fine-
tuning its efforts on how to meet the needs of a specific, but 
disappearing group. For the next decade (at least) ahead, 
the sector needs to come up with ways and propositions 
that not only meet demands of the boomer generation, but 
also Generation X and the millennials. 

LEARNING LESSONS 

So how significant is this change? As we consider this, the 
journey which the banks are going through could provide 
some of the answers. Outwardly, the future of high street 
banking, and face-to-face banking in particular, appears 
dead. A massive 70% of people now bank online1  (up 
from only 55% in just 2015), and it reflects a similar 
customer preference for speed and accessibility to their 
financial data. However, when HSBC bank specifically 
asked how its top-earning 10-15% of customers preferred 
to deal with it , a significant 26% said they preferred to 
interact in person. 

Only this year, research by digital product agency, Somo, 
found young adults (aged 18-24), and those typically 
starting out on their banking journey, tend use a bricks and 
mortar branch – this differs from 25-44-year olds.

Perhaps, all of this suggests that a more nuanced, rather 
than a ‘start-again’ response is needed by planners. If 
money affairs truly are still seen as a hugely personal and 
emotional topic, then it’s likely that the face-to-face aspect – 
the demand from clients to see the whites of their advisers’ 
eyes – will remain. So, success in the future arguably hangs 
on how well planners handle the process of meeting their 
more diverse clients’ needs – with their wider disparity of 
wealth to boot. 

MEETING CLIENTS’ NEEDS 

So perhaps the time is not – it could be sufficed – quite 
right to make advice less personal, and overly dependent 
on digital. Not just yet anyway. There is a growing sense 
that the majority of clients – across different generations – 
still want dedicated personal financial planning delivered 
to them. So, planners’ service strategy will need to be one 
which still creates a relationship. Clients are increasingly 
interested in knowing that they are going to be okay in 
the short, medium and long term. Because of the greater 
geopolitical and investment uncertainty we’re all in, they 
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newly financially-inquisitive 

millennials and Generation Y 
should not be underestimated. 
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want more clarity on what they should be doing, what their 
financial plans should be. Planners will need to decide how 
they can illustrate these risks better to clients.  

KNOW YOUR CLIENT 

To do this, financial planners will need to understand their 
client’s fuller needs even more. Men are still three times 
more likely to seek financial advice than women , but more 
women will want financial advice. This means planners 
not defaulting to the ways they’ve always deployed when 
serving their male clients. More diverse ethnic groups will 
also emerge wanting advice, but they will be seeking advice 
more relevant and specific to their differing needs. While 
there should always be an appreciation of who a ‘typical’ 
client might be, it should not be to the exclusion of the full 
diversity of people coming through planners’ doors.

Of course, advisers can’t forget about technology 
completely. It is the one aspect of modern life that 
continues to drive up service expectations. It may well be 
they need greater use of cash flow planning tools. Used in 
the right way, these can be hugely powerful for enhancing 
adviser-client relationships. Some might argue it even 
helps move the dialogue away from short-term investment 
performance, to help client focus to be more on achieving 
lifetime financial goals.

Put simply, clients want to feel more secure, better 
understood and have greater confidence in their financial 
future. The best way for planners to do this is to be 
consistent with their client experience, but to also be 
responsive to their individual, generational, or gender, or 
diverse needs. 

THE GENERATION SHIFT 

A lot has changed, but arguably one thing hasn’t – the  
need to make clients feel like they are part of a partnership. 
It’s this that gives them confidence to discuss their financial 
affairs. Advisers and planners shouldn’t forget this.

Ultimately, there is always change. But financial planners 
need to be clear: one of the biggest changes they need to 
adapt to over the next decade is the very real “generation” 
shift. The best planners will make sure that they have a 
multi-dimensional proposition and provide service delivery 
that will meet the needs and expectations of individuals 
in each of the generations they deal with. The future can 
no longer be one that’s still based on the one-dimensional 
approach taken in the past. It is also no longer just about 
just giving a good client service. Clients want and expect 
more than just good, planners need to provide the full 
experience – and nothing less –whoever they work with.
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Sarah’s role is to drive the 
evolution of the Succession 
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client experience.  
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leadership and planning of the client proposition and 
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Previously, Sarah was a Partner at Mazars LLP, and prior 
to this she was a Partner at Killik & Co LLP.

Sarah is a Fellow of the Personal Finance Society, a 
Certified Financial Planner, Chartered Wealth Manager 
and Registered Life Planner.  

Said Sarah Lord: “As a planner, I believe I understand 
both the needs of our clients and role of the planner 
in how we can best engage with them to do that, day 
after day”.

PLANNING IN PRACTICE



IS PROD JUST ANOTHER 

Clever Adviser’s George Cliff assesses the FCA’s PROD 
initiative and suggests that there are good reasons for 
advisers to see it as a robust and compliant template 

from which to deliver positive client outcomes. 

D 
esigned by the Financial Conduct 
Authority (FCA) to ensure compliance 
with MiFID II, PROD – or the ‘Product 
Intervention and Product Governance 
Sourcebook’ to give it its full name – is 

part rulebook, part template and to date has been met 
with mixed opinion. The intention is to ensure MiFID II 
guidelines are consistently met, with special focus on ‘good 
product governance’ and product suitability, something 
many financial planners believe they are doing a good 
enough job of already. However, as is so often with  
financial regulation, it is not the doing that matters, it’s  
the documenting. 

PROD requires that products should clearly meet the 
need of one (or more) identifiable target market(s), that 
products should be sold to those identifiable target markets 
via the appropriate distribution channels and that these 
products should deliver appropriate client outcomes. 
The achievement of this, and the clear and auditable 
demonstration of it, thereafter, is defined as ‘good product 
governance’. The insinuation here is not that firms aren’t 
doing this already, but rather that PROD requires you do 
more of it and make note of every decision along the way.  

COMPLYING WITH PROD 

You must first define your target markets, these being 
well-defined groupings of clients that share similar 
characteristics and needs given their circumstances and 
personality profiles. Simply grouping by assets under 
management will not be enough under the new rulings. 
Advisers should seek to segment on more uniting qualities 
like life stage and appetite for risk. 

Once you have narrowed down your target markets, you 
are in a well-informed position to identify appropriate 
products, ensuring diligent analysis to keep PROD happy. 
The product must meet the various needs of the target 
market, be it low volatility income portfolios as an example 
or otherwise but must also tally up with the target market 
defined by the product provider. Each product is built 
with a target market in mind, this made clear within the 
objectives and risk profile of the product, and it is the 
responsibility of the adviser to ensure this marries up with 
their own client segment and their needs. This end to end 
suitability, and clear evidence of it, is absolutely crucial to 
the compliance with PROD rulings.

BOX TICKING EXERCISE?
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These rulings aim to give structure and remove any 
potential guesswork from the advice process. So, whilst 
workload and responsibility may increase on the part  
of the advisory firm, so too will the reliability of your  
results and recommendations. To summarise, clear 
identification of target markets (client segmentations)  
and the recommendation of appropriate and suitable 
products, all well documented with a trail of fully  
evidenced decisions, should keep PROD happy.  

PROD AND PORTFOLIO MANAGEMENT OPTIONS 

The above rules apply to those firms who recommend risk-
rated multi-asset products, managed portfolio services or 
any other product to clients where portfolio construction 
and the on-going management of that portfolio is taken 
care of by the provider. These firms are required to centre 
on target market suitability of a product and the continued 
review of that suitability moving forward.

Things become a little more complicated for those 
advisory firms who run an in-house centralised investment 
proposition (CIP), where the design, creation and 
management of portfolios is done so in house. These firms 
are now also considered manufacturers (product providers), 
and as such you will be required under PROD to examine 
your proposition as meticulously as actual providers, which 
includes generating a process for identifying and managing 
the risks, stress-testing outcomes and alternative scenario 
analysis etc. It is a consequence of this greater demand on the 
capacity of the in-house management model that so many 
advisory firms are moving to a more outsourced approach.  

PROS AND CONS OF PROD 

Despite the best intentions of PROD, many of which 
exist to protect the financial planner, the troubles with 
it are manifold. From problems of perception to issues 
with implementation, PROD has provoked an industry-
wide outcry against what is seen as a ruling borne out of 
punitive mistrust. We would urge you to see this more as a 
formalisation of expectations and a robust and compliant 
template within which to deliver advice moving forward.

Although the regulator has been relatively generous with 
its low-key legislative approach to PROD, it is clear that it 
is gearing up to use it in a multi-pronged assault on the 

industry, both in terms of compliance and competition, 
and time is running out for advisers who wish to remain 
either oblivious or impervious to it. Implementing it 
at this stage will help you not only meet the regulatory 
requirements but will also assist you in clarifying and 
potentially improving the value you offer to your clients.

With widespread rumblings that the industry has lost its 
competitive edge, PROD is a tool designed to push you to 
be as proactive as possible in delivering the very best value 
to your clients. Superlative product selection, manufacturer 
and client analysis may seem like petty hoops to jump 
through (again), but don’t make the mistake of thinking 
that PROD is just a box-ticking exercise. At this stage of the 
game, it’s a preface to a wider assessment of just how much 
better you can become.

For more information on PROD, and how best to use it  
to your advantage, see below for a link to download our 
guide. https://cleveradviser.pages.salesfusion.com/PROD-
guide-download

CLEVER ADVISER

As is so often with financial 
regulation, it is not the doing that 

matters, it ’s the documenting.
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About George Cliff   

George joined Clever Adviser 
straight from University in 2013. 
As a Pre-Sales Technical 
Manager, it is George’s 
duty to provide technical 
assistance and expertise 
to both the business and its 
prospective clients during 
the pre-sales process. 

He is also responsible for the production of all investment 
analysis and reporting required of the Clever system 
during the pre-sale process, and is readily available to 
answer any technical questions that may arise.



USING VIDEO

Dave Inglis of Gadget Line Films explains why he 
believes that video is the ultimate educational 

tool for advisers in today’s digital age

I 
t is clear that there are forces at play within 
financial services which are radically altering the 
way advisers need to manage their businesses. 
Some of these are clear and obvious, some less so.

Reading the missives from regulators may not be a 
scintillating experience but it is certainly a worthwhile  
one for anyone interested in the direction of travel.

Both The Pensions Regulator and The Financial Conduct 
Authority (FCA) seem to be skewing more and more 
towards the consumer experience of financial matters, 
rather than simply the advice or service provided. This 
means they are imploring financial firms, of all types and 
sizes, to apply a greater focus on helping the consumer 
understand money matters, the financial processes and 
products. This makes a lot of sense because if consumers 
are better educated and informed then better decisions will 
be made, thereby reducing the number of problem areas. 

FACING THE FUTURE 

As a result, the adviser position is shifting. After all, advisers 
are firmly in the front line having a face to face role and 
relationship with consumers – ie clients.  

Providing a deeper understanding of personal finances  
is one of the subtle forces – a less obvious one – which 
impact advisers. It is also highly counter-intuitive. On 
the surface it may appear that helping people understand 
more about how everything works makes them more likely 
to run off and do things for themselves and not to use a 
professional adviser.

That could not be further from the truth which is that  
well-informed and empowered consumers are more  
likely to use trusted experts and brands. 

IN FINANCIAL ADVICE
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KEEP IT SIMPLE 

Bearing this in mind, let’s return to the concept of using 
video.  The problem consumers have with financial matters 
is they find them difficult to grasp. This is partly down to 
the complexity of legislation in some areas (e.g. income 
drawdown), the terminology (e.g. residence nil rate band) 
or the concept (e.g. cash flow planning).  Such confusion  
is often made more exasperating by some advisers’ attempts 
to explain such matters through convoluted blogs, web 
pages with lots of text on them or long reports, also  
text based. 

Financial services research during 2019 from the likes  
of PWC and Accenture identifies the rapid change taking 
place in consumer behaviour and the extent to which this 
is driven by technology. The client experience is changing 
and what those clients will be looking for will be different 
today than it was even just a few years ago. For advisers, by 
delivering an educational experience for clients through the 
use of video, they meet their changing needs for a modern 
communication approach. 

This is not a trend that is either going to reverse or stall. It  
is going to accelerate.

I know just from my own experience as a consumer, that 
there are now several daily ‘emails’ bringing me information 
and news which are video only. The number of daily video 
updates I get now are at least double what they were twelve 
months ago and I expect this will double again in the  
next year. 

WHAT DOES THIS MEAN FOR ADVISERS?  

With the goal of moving more towards being information 
providers and educators, advisers have to decide how they 
provide this in a digital world.  It cannot be done by word 
of mouth, one client or prospect at a time, as that would be 
inefficient to a degree that would be ridiculous. And whilst 
there is still a place for a blog or written content, this does 
not really cut it for a typical audience.

The answer clearly lies with the unstoppable force that 
is video, which is the chosen medium of the audience. 
Although there are many things that are new in this digital 
age, the smart idea of giving people what they want is as  
old as the hills.

That is why I have been involved in the development  
of video for advisers to use. These own- branded videos 
explain complex financial subjects and ideas in a way that 
consumers can understand whilst providing a fun and 
engaging experience for the viewer. 

The videos have passed through dozens of compliance 
regimes and are tested with consumers before releasing 
them, giving them a substance which can give firms a huge 
reassurance and at reduced cost than trying to build such 
video from scratch. 

Video use is growing exponentially everywhere you look. 
For advisers, using video is a simple extension of this trend 
and one which meets so many regulatory objectives.

The problem consumers have 
with financial matters is they 
find them difficult to grasp
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About David Inglis 

David Inglis is a director of Gadget Line Films, a 
business which builds animated videos for advisers 
under a joint venture initiative with Independent  
Check Ltd. This joint venture is known as Own Branded 
Videos. http://www.independentcheck.co.uk/own-
branded-video-2/ 



TO BE TRUE?
When it comes to investing their hard-earned cash, 

Richard Harvey wonders why more people don’t 
realise that all that glitters is definitely not gold 

I 
’m guessing that there is a good chance that, like 
me, you might have had a good giggle at the 
pictures which emerged from London Fashion 
Week back in September, that annual parade 
of ludicrously improbable clobber which you 

wouldn’t dare wear at home, let alone in the office, and 
certainly not in the pub. 

However, the spinners of sartorial fantasy now have a whole 
new fashion market. Prison chic.

Not for your heavily-illustrated recidivist lags who spend 
most of their lives behind bars, but a rather more socially-
elevated echelon of unscrupulous and misguided  advisers 
and accountants living it large on helping corporate clients 
and HNW individuals to minimise their taxes using tax 
evasion schemes.   

TOUGHENING UP 

In a lengthy interview with the Sunday Times, John 
McDonnell, the current Shadow Chancellor of the 
Exchequer, is quoted as saying he wants to see bigger 
fines and a toughening of the existing criminal offence of 
facilitating tax evasion. 

That would chime with the majority of normal, tax-paying 
Joes and Janes, hacked off at seeing mega-corporations 
scuttle off to places like Liechtenstein or Monaco to avoid 
max tax.

But it seems that McDonnell also wants to punish those 
who advise their clients on tax avoidance schemes which, 
while they could be morally questionable, are most 
certainly legal. 

In a lengthy interview with the 
Sunday Times, John McDonnell, 
the current Shadow Chancellor 

was quoted as saying he wants to 
see bigger fines and a toughening 

of the existing criminal offence 
of facilitating tax evasion

TOO GOOD
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Aiming it mainly at “big accountancy firms, it seems that 
Mr McDonnell has broader plans for those who continue 
to advise clients on paying no more than they are legally 
obliged to do, the Sunday Times trenchantly reports: “What 
he has in mind is a ripping up of the confidentiality rules 
between clients and their financial advisers.”

McDonnell adds that in cracking down on the tax affairs  
of companies and wealthy individuals, he wants to see 
bigger fines for advisers who devise and facilitate tax 
avoidance schemes. 

Asked if that could mean prison sentences, he said: “Yes. 
You can already take criminal sanctions against them, but 
we want to review that because people think they are not 
severe enough.” 

Actually, as I recall the downfall of top-earning entertainment 
stars such as Jimmy Carr and Gary Barlow for getting 
involved in dubious tax dodging wheezes prompted a 
national guffaw rather than furious condemnation.

Still, if a future Chancellor McDonnell has his way  
in introducing a regime that blurs the line between tax 
avoidance and evasion, it’s a topic which certain individuals 
will have plenty of time to mull over, once they’ve slopped 
out and fought off the unwelcome advances of their cellmate. 

RISK AND REWARD 

New figures show that in 2017-18, savers took advantage  
of pension freedoms and moved £22.4bn of pension  
pot money into drawdown, compared with just £4.3bn  
into annuities.

However, it would appear that many savers think moving 
to drawdown means that it is casino time, and they are 
free to splash out on investments which might ostensibly 
offer higher potential returns than deposit accounts or the 
annuity route might provide. 

Which, of course, they can do. But Tom Selby of wealth 
managers AJ Bell, sensibly points out the risks - that those 
individuals without the steadying hand of an IFA to guide 
them, could run out of money, pay too much tax, and those 
failing to stay engaged with their investment strategy could 
risk their savings altogether.

As he says: “Income in retirement is what you use to pay 
your gas bill. It’s worth paying for investment advice and 
having a second opinion.” 

Of course, I have little doubt that IFA Magazine readers 
will agree with that sentiment. But it’s a second opinion 
you might want to pass onto your neighbourhood DIY 
pensions ‘expert’. 

RICHARD HARVEY

I recall the downfall of top-
earning entertainment stars 

such as Jimmy Carr and Gary 
Barlow for getting involved in 
dubious tax dodging wheezes 

prompted a national guffaw rather 
than furious condemnation
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CAREER OPPORTUNITIES

Position: Financial Planner  
Location: NOTTINGHAM     

Salary: £30,000-£35,000 per annum 

This bespoke, independent financial planning firm is looking to bring in an experienced financial planner, to adopt, look after and 
service an existing client bank that has been built up over a number of years, with a value of over £50M AUM. The firm’s main 
focus is on providing bespoke advice to High Net Worth clients and ensuring a consistent level of superb service.

Position: Financial Planning Administrator  
Job Ref: 55716
Location: FAREHAM     

Salary: £18,000-£25,000 per annum 

This well-established financial services practice provides a highly personalised financial planning and investment 
management service.

The opportunity:

The firm is looking for someone to provide high quality technical administration and analytical support to 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 work in a supportive team environment where 
progression is strongly supported.  

 
What’s needed for me to be considered?
• Previous experience within a financial planning firm
• Professional communication manner, both written and verbally
• Any financial services qualifications are desired

Position: IFA Administrator  
Job Ref: 55682
Location: SHEFFIELD     

Salary: £22,000-£27,000 per annum 

This is a national legal practice which provides a personal, independent and bespoke wealth management service to high  
net worth clients. 
 
The opportunity:

They seek an individual to provide high quality technical administration and analytical support to their financial planners.  You will 
be responsible for processing and monitoring complex business, both new and existing. 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?
• Previous experience within a financial planning practice
• Professional communication manner, both written and verbally
• Any financial services qualifications are desire

Position: Financial Adviser  
Job Ref: 55701
Location: OLNEY     

Salary: £45,000-£55,000 per annum 

This chartered financial planning firm prides itself on providing leading advice to a diverse range of clients, all looking for the  
same unique experience.

The opportunity:

The firm is looking to take on a Chartered Financial Adviser who shows an eagerness to progress. You will be given the  
opportunity to build a lasting career within a well-respected practice. In addition to a very competitive salary, they also offer  
a strong bonus structure. 
 
What’s needed for me to be considered?
• Candidates need to have Chartered Status within Financial Planning.
• Experience working within a similar role.
• Demonstrate extensive advising knowledge. 

The opportunity:

The opportunity exists for an adviser with a professional and level-headed approach to come in and help provide advice to the 
clients generated through the firm’s lead source. This opportunity would be suitable for any Level 4 Diploma qualified professionals.

The successful candidate will be implicit in decision making and involved in the running and shaping of the business, through 
monthly meetings and seminars.  

 
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 qualified
• Previous experience dealing with High Net Worth clients desirable but not essential
• A strong understanding of pensions and investment products advantageous

Position: Financial Adviser  
Job Ref: 54167
Location: LIVERPOOL     

Salary: £40,000-£50,000 per annum 

A leading national financial services firm specialising in providing guidance and education for workplace savings and benefits has  
a strong reputation.

You will be expected to provide a top-class service and grow and develop a loyal client base. There will be leads provided and you 
will also be given full paraplanning and administrative support.

Duties:
• Carry out a comprehensive fact-find, gain a full understanding of the aspirations, needs and investment objectives  

of the individual.
• Ascertain the investor’s attitude towards risk.
• Produce a comprehensive investment and pension planning service
• Producing a detailed planning report with relevant fact-find information and the full rationale behind any recommendation.
• Provide comprehensive pension income options advice including; annuities and drawdown strategies

Qualifications:
• Competent Adviser Status
• SPS held including specialism in Packaged Products 
• JO5, AF3 or G60 would be advantageous



CAREER OPPORTUNITIES

Position: Financial Planner  
Location: NOTTINGHAM     

Salary: £30,000-£35,000 per annum 

This bespoke, independent financial planning firm is looking to bring in an experienced financial planner, to adopt, look after and 
service an existing client bank that has been built up over a number of years, with a value of over £50M AUM. The firm’s main 
focus is on providing bespoke advice to High Net Worth clients and ensuring a consistent level of superb service.

Position: Financial Planning Administrator  
Job Ref: 55716
Location: FAREHAM     

Salary: £18,000-£25,000 per annum 

This well-established financial services practice provides a highly personalised financial planning and investment 
management service.

The opportunity:

The firm is looking for someone to provide high quality technical administration and analytical support to 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 work in a supportive team environment where 
progression is strongly supported.  

 
What’s needed for me to be considered?
• Previous experience within a financial planning firm
• Professional communication manner, both written and verbally
• Any financial services qualifications are desired

Position: IFA Administrator  
Job Ref: 55682
Location: SHEFFIELD     

Salary: £22,000-£27,000 per annum 

This is a national legal practice which provides a personal, independent and bespoke wealth management service to high  
net worth clients. 
 
The opportunity:

They seek an individual to provide high quality technical administration and analytical support to their financial planners.  You will 
be responsible for processing and monitoring complex business, both new and existing. 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?
• Previous experience within a financial planning practice
• Professional communication manner, both written and verbally
• Any financial services qualifications are desire

Position: Financial Adviser  
Job Ref: 55701
Location: OLNEY     

Salary: £45,000-£55,000 per annum 

This chartered financial planning firm prides itself on providing leading advice to a diverse range of clients, all looking for the  
same unique experience.

The opportunity:

The firm is looking to take on a Chartered Financial Adviser who shows an eagerness to progress. You will be given the  
opportunity to build a lasting career within a well-respected practice. In addition to a very competitive salary, they also offer  
a strong bonus structure. 
 
What’s needed for me to be considered?
• Candidates need to have Chartered Status within Financial Planning.
• Experience working within a similar role.
• Demonstrate extensive advising knowledge. 

The opportunity:

The opportunity exists for an adviser with a professional and level-headed approach to come in and help provide advice to the 
clients generated through the firm’s lead source. This opportunity would be suitable for any Level 4 Diploma qualified professionals.

The successful candidate will be implicit in decision making and involved in the running and shaping of the business, through 
monthly meetings and seminars.  

 
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 qualified
• Previous experience dealing with High Net Worth clients desirable but not essential
• A strong understanding of pensions and investment products advantageous

Position: Financial Adviser  
Job Ref: 54167
Location: LIVERPOOL     

Salary: £40,000-£50,000 per annum 

A leading national financial services firm specialising in providing guidance and education for workplace savings and benefits has  
a strong reputation.

You will be expected to provide a top-class service and grow and develop a loyal client base. There will be leads provided and you 
will also be given full paraplanning and administrative support.

Duties:
• Carry out a comprehensive fact-find, gain a full understanding of the aspirations, needs and investment objectives  

of the individual.
• Ascertain the investor’s attitude towards risk.
• Produce a comprehensive investment and pension planning service
• Producing a detailed planning report with relevant fact-find information and the full rationale behind any recommendation.
• Provide comprehensive pension income options advice including; annuities and drawdown strategies

Qualifications:
• Competent Adviser Status
• SPS held including specialism in Packaged Products 
• JO5, AF3 or G60 would be advantageous



Position: Financial Planning Administrator  
Job Ref: 55715
Location: BEDFORD     

Salary: £22,000-£27,000 per annum 

This well-established financial services practice provides a highly personalised financial planning and investment management service. 
 
The opportunity:

An administrator is required to deliver high quality technical administration and analytical support to the firm’s financial  
planners. The role can be tailored to match candidate’s skills.  This is a supportive team environment where progression is  
strongly encouraged.

 
What’s needed for me to be considered?
• Previous experience within a financial planning practice
• Professional communication manner, both written and verbally
• Any financial services qualifications are desired

Position: Paraplanner  
Job Ref: 55441
Location: NOTTINGHAM     

Salary: £30,000-£40,000 per annum 

During a period of key expansion, a national wealth management practice is looking for a technical paraplanner.  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 work in a supportive team environment where progression is strongly supported. 
You will be responsible for writing high quality suitability reports for high net worth clients and providing a bespoke wealth 
management service.

 
What’s needed for me to be considered?
• Level 4 Diploma qualified or working towards this
• Previous experience within a fast-paced IFA Practice
• High level of analytical capability and good communication skills

Position: Paraplanner  
Job Ref: 55719
Location: SHEFFIELD     

Salary: £25,000-£40,000 per annum 

This award-winning financial planning firm has a great reputation, focusing on providing a high quality bespoke financial planning 
and investment management service to their clients which include business owners, professionals and retirees. They are directly 
authorised and offer whole of market advice.

The opportunity:

The firm is looking for a paraplanner to join their technical team. You will be tasked with providing a first-class support service 
to the financial advisers of the practice enabling them to deliver appropriate advice and solutions to clients in all areas of financial 
planning. Working within a friendly and close-knit team this is a fantastic opportunity to develop your knowledge and grow.   

 
What’s needed for me to be considered?
• 2+ years industry experience within a paraplanning-based role
• Broad knowledge of financial services
• IT skills to include Microsoft Office and internet based applications
• Attention to detail with excellent organisational & planning skills
• Flexible approach to work & good team player
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  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. 

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.

Position: Paraplanner  
Job Ref: 54798
Location: HESSLE     

Salary: £28,000-£35,000 per annum 

The firm is looking for an experienced, career paraplanner who can grow with the business and develop the role.    
 
The Role:

The chosen candidate will report directly to a Chartered Financial Planner with an expansive client bank assisting them throughout 
the entire client process, from initial meetings to the closing of business. 

This role is unique in that the successful candidate will work alongside and shadow an experienced Chartered Financial Planner, 
reporting directly, giving the candidate an invaluable experience and industry knowledge.

 
Responsibilities:
• Preparing client reports - these may be in relation to pensions, investments, trustee investment, IHT planning and other 

associated financial planning requirements
• Preparing necessary research for client reports 
• Handling both client and adviser queries and undertaking any necessary research
• Reviewing products available to meet client needs and making appropriate recommendations
• Undertaking review of new funds available to meet the requirements of the asset allocations and make recommendations  

to the Directors
• Ensuring all paperwork is compliant with FCA guidelines

 
What’s needed for me to be considered?
• You will have attained the Diploma in Financial Planning and be working towards Chartered Status.
• Excellent IT and communication skills and the ability to deal with individuals at all levels within and outside the business
• Paraplanning experience that can be transferred to the role.



Position: Financial Planning Administrator  
Job Ref: 55715
Location: BEDFORD     

Salary: £22,000-£27,000 per annum 

This well-established financial services practice provides a highly personalised financial planning and investment management service. 
 
The opportunity:

An administrator is required to deliver high quality technical administration and analytical support to the firm’s financial  
planners. The role can be tailored to match candidate’s skills.  This is a supportive team environment where progression is  
strongly encouraged.

 
What’s needed for me to be considered?
• Previous experience within a financial planning practice
• Professional communication manner, both written and verbally
• Any financial services qualifications are desired

Position: Paraplanner  
Job Ref: 55441
Location: NOTTINGHAM     

Salary: £30,000-£40,000 per annum 

During a period of key expansion, a national wealth management practice is looking for a technical paraplanner.  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 work in a supportive team environment where progression is strongly supported. 
You will be responsible for writing high quality suitability reports for high net worth clients and providing a bespoke wealth 
management service.

 
What’s needed for me to be considered?
• Level 4 Diploma qualified or working towards this
• Previous experience within a fast-paced IFA Practice
• High level of analytical capability and good communication skills

Position: Paraplanner  
Job Ref: 55719
Location: SHEFFIELD     

Salary: £25,000-£40,000 per annum 

This award-winning financial planning firm has a great reputation, focusing on providing a high quality bespoke financial planning 
and investment management service to their clients which include business owners, professionals and retirees. They are directly 
authorised and offer whole of market advice.

The opportunity:

The firm is looking for a paraplanner to join their technical team. You will be tasked with providing a first-class support service 
to the financial advisers of the practice enabling them to deliver appropriate advice and solutions to clients in all areas of financial 
planning. Working within a friendly and close-knit team this is a fantastic opportunity to develop your knowledge and grow.   

 
What’s needed for me to be considered?
• 2+ years industry experience within a paraplanning-based role
• Broad knowledge of financial services
• IT skills to include Microsoft Office and internet based applications
• Attention to detail with excellent organisational & planning skills
• Flexible approach to work & good team player
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  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. 

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.

Position: Paraplanner  
Job Ref: 54798
Location: HESSLE     

Salary: £28,000-£35,000 per annum 

The firm is looking for an experienced, career paraplanner who can grow with the business and develop the role.    
 
The Role:

The chosen candidate will report directly to a Chartered Financial Planner with an expansive client bank assisting them throughout 
the entire client process, from initial meetings to the closing of business. 

This role is unique in that the successful candidate will work alongside and shadow an experienced Chartered Financial Planner, 
reporting directly, giving the candidate an invaluable experience and industry knowledge.

 
Responsibilities:
• Preparing client reports - these may be in relation to pensions, investments, trustee investment, IHT planning and other 

associated financial planning requirements
• Preparing necessary research for client reports 
• Handling both client and adviser queries and undertaking any necessary research
• Reviewing products available to meet client needs and making appropriate recommendations
• Undertaking review of new funds available to meet the requirements of the asset allocations and make recommendations  

to the Directors
• Ensuring all paperwork is compliant with FCA guidelines

 
What’s needed for me to be considered?
• You will have attained the Diploma in Financial Planning and be working towards Chartered Status.
• Excellent IT and communication skills and the ability to deal with individuals at all levels within and outside the business
• Paraplanning experience that can be transferred to the role.



Prudential is a trading name of Prudential Distribution Limited. Prudential Distribution Limited is 
registered in Scotland. Registered Office at Craigforth, Stirling FK9 4UE. Registered number SC212640. 
Authorised and regulated by the Financial Conduct Authority.

Keeping expertise  
at the core of your 
business
Our Adviser Support Programme gives you our best in technical 
and business development support, so your clients can always 
benefit from your professional expertise.

Visit our Knowledge and Literature hub for tools and resources  
pruadviser.co.uk/knowledge-literature

This is just for UK advisers – it’s not for use with clients.
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