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Winning Advisers – Thursday 28 April 2016 
The Mere Golf Resort & Spa, Chester Rd, Mere, Knutsford, Cheshire WA16 6LJ 

ROUNTABLE SELECTION FORM 
NAME:  

COMPANY:  

 

A FOCUS ON PRODUCTIVITY AND PROFITABILITY  
 

Using the column on the right, please prioritise the six sessions in which you are interested (with number one 
being the one you are most passionate about). These selections will then be used to create your bespoke 
itinerary which will be sent to you a week before the Meeting.  There will be an opportunity for you to take 
part in three of these sessions. 

Please return your completed form to Hazel (E: hazelizzard@owenjamesgroup.com / F: 01483 862 699) by 
return and no later than Monday 11 April. 

 

ROUNDTABLE TOPICS 
Please 
prioritise 
1 – 6  

Technology: 

1. LET’S TALK “GROUNDED” TECHNOLOGY: 

− Our session leader is used to working with adviser firms, helping them identify solutions - 
both technological and indeed non technological - to aid productivity and efficiency within 
these organisations. Indeed, sometimes new systems may not be what’s called for - just a 
different approach. 

− If you do decide to introduce a new system – it can be a substantial expense, so how do you 
go about judging whether or not it is the right system and indeed how do you judge whether 
or not you are paying the right sort of money?  

− And then having installed the new system, how do you measure its impact? No point just 
doing this stuff if it doesn’t help you increase your bottom line.  

Expert & Session Leader: Kate Monseratte, Director, Simplify Consulting  
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2. LET’S TALK “OUT-THERE” TECHNOLOGY – CYBER SECURITY – HOW TO 
MITIGATE THE RISKS AGAINST YOUR BUSINESS:  

In this session we will consider the different types of cyber attacks and the threats that businesses 
should be concerned about.  We’ll discuss appropriate controls that you and your business could 
implement to mitigate the risks.  Cyber security is not all about technology solutions, putting in 
place sound processes and ensuring your people are cyber-savvy are just as important.  We’ll also 
touch on various government led initiatives that are available to help businesses operate safely in 
cyberspace. 

This session will address: 

− cyber threats 
− cyber risks 
− appropriate mitigations 

Expert and session leader: Stuart Laidlaw, Cyberlitic 

 

3. THE GAMIFICATION OF SAVING – BE PREPARED TO THINK COMPLETELY 
DIFFERENTLY! 

− Most consumers know they ought to pay down debt or save for a rainy day. In reality, 
though, many people don't.  

− How about making it more fun and "gamify" the process to encourage saving – particularly 
amongst the young.  

− This session will inspire you to think completely differently about how you encourage people 
to save.  How can you introduce this approach to your own business?   

− Could this be the answer to the advice gap?  

Expert & Session Leader: Jeff Coghlan, Chief Technology Officer, Matmi 

 

4. ROBO ADVISER – THE ONLINE CHALLENGE – ARE YOU UP TO IT?  

Comparisons are being made to the travel industry of the 1990s, when the travel agent model 
lost ground to online services such as Expedia.  Some media outlets and analysts are predicting 
that the emerging start-ups will revolutionise how financial advice is provided. Yet others have 
discounted and labelled this “robo-adviser” movement as unproven and believe its solutions are 
no match for human personalised investment advice. 

This session will consider (quite a lot actually): 

— What exactly are clients looking for in a digital era?  Can we deliver against their 
expectations? Is it all about account aggregation?  

— What innovations are these firms offering and what are their aspirations for the future? 

— Robo-advisers provide portfolio management online with minimal human intervention.  

— As the number of these online investment platforms increases, the issue of portfolio 
management fees becomes a differential.  As fees can range from 1.2% - 3%, how do you 
articulate your added value?  

— Will they really challenge the traditional advice model and change the industry landscape?  

— Is there a large enough market for their services beyond the young, tech-savvy client segment 
they have attracted so far? 

— Or is cost not the issue? Your clients want the comfort of the face to face engagement.  

— How about just exploiting the technology as part of your offering? 
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5. OUTSOURCING VS SHARED SERVICE STRATEGIES IN YOUR BUSINESS – 
WHY, WHAT AND HOW? 

− What is a shared service model? 
− Which model best suits the advisory world; utility outsourcing or shared services?  
− As costs continue to be under pressure, what would make you consider moving parts of 

your operation to an outsourcing or shared service model? 
− What are the real cost implications? Are shared services and outsourcing models cost 

effective? 
− With quality and brand reputation key in any business, how would you maintain adequate 

control? 
− Can one partner deliver all the services you need to the quality and scale you require? 
− What are the key criteria when choosing a partner? 
− If the end goal is that your business continually delivers better client outcomes and improved 

efficiency, how do you ensure your partner’s strategy aligns with yours? 
− What do you do if yours or your partner’s business model changes? 

 
Expert & Session Leader: Dan Russell, Managing Director, Verbatim Asset Management  
 

 

The Proposition Piece: 

6. ALL ABOUT YOUR PROPOSITION – HOW CLEARLY IS IT DEFINED? 

— We don’t intend to talk fees but we have heard calls for a “TripAdvisor” type website to 
enable people to compare and contrast financial advisers’ service offerings. How do you think 
you might stack up?  

— What do you believe are your key differentiators? Service, proposition or charges? 

— Is your service proposition defined by the frequency of meetings, documents sent etc or is it 
“we will look after you and put your mind at rest”? How do you communicate your client 
proposition? How do you measure its success? Indeed is it aligned with what your clients 
really value.  

— Can you quantify the added value provided by your advisers? Vanguard call it “Adviser 
Alpha”. They measured it as being potentially 3% which is quite thought provoking.  

— Do you have a mission statement? The focus in the mission statement should be on 
expressing three things: the types of client you want to work with; what you do as an advice 
firm; and an outline of the firm’s philosophy or vision.  Would you like to discuss how people 
have produced theirs? 

Expert and session leader: Lucian Camp, Lucian Camp Consulting 

 

7. AND JUST WHAT ARE CLIENTS LOOKING FOR IN TERMS OF PRODUCT AND 
SERVICE DESIGN?  

One of our associates has carried out research into this area. Would you be interested in hearing 
his findings?  

Some headlines: 

— Flexibility: Access to funds through the saving journey  

— Fungibility: Transferability of assets  

— Saliency: Highly personalised and obvious benefits.  

Expert and session leader: Chris Davies, Engage Insight  
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8. THE ROLE OF AN INVESTMENT COMMITTEE (IC) IN A MODERN FORWARD 
THINKING ADVISORY OR WEALTH MANAGEMENT BUSINESS. 

— A discussion on some of the key topics that should be included on any IC agenda so 
providing a robust process and template, helping to manage business risks and aiding the 
delivery of better client outcomes.  

— The purpose of an IC is to oversee the group investment strategy from a number of 
perspectives and to ensure that the best interests of both the business and its clients are at 
the core of all investment activity.  

— This might range from the selection of suitable attitude to risk and stochastic modelling tools 
to strategic and tactical asset allocation and fund selection. For many groups, the de-risking 
and operational efficiency of Centralised Investment Proposition has brought a new angle in 
the regular oversight of third party or sub-advised services. 

— How can you ensure that an IC is running effectively? What lessons can be learnt from 
previous experiences in the industry, what is the best practice and how can we serve the 
best interests of the consumer? 

Expert & Session Leader: Geoff Mills, Managing Director, RSM Group 

 

9. ASSESSING SUITABILITY: RESEARCH AND DUE DILIGENCE OF PRODUCTS 
AND SERVICES  

The FCA has recently published the findings of their Thematic Review into this area. It 
considered how:  

− Firms selected products, funds, platforms and discretionary investment management services 

− Created panels and centralised investment propositions (CIPs), and  

− Considered options for individual clients  

This session will run you through their key findings. 

Expert & Session Leader: Geoff Mills, Managing Director, RSM Group 

 

10. ATTRIBUTION ANALYSIS – A NEAT TOOL TO HELP YOU KEEP THE FCA 
HAPPY 

— In a recent thematic review, the FCA highlighted the necessity for client reporting to include 
‘… a comparison of performance during the period covered by the statement with the 
investment performance benchmark (if any) agreed between the firm and the customer.’ 

— Attribution analysis attempts to distinguish which of the two factors of portfolio 
performance, superior stock selection or superior market timing, is the source of the 
portfolio's overall performance. 

— At Sarasin & Partners, we have developed a free attribution analysis tool which aids advisers 
and wealth managers by clearly demonstrating the impact of a fund manager’s decisions upon 
performance. It also enables advisers who are constructing model portfolios and doing their 
own asset allocation to measure the value of their contribution. 

— This session will demonstrate how to use the attribution analysis tool to help meet this 
requirement. 

Expert & Session Leader: Christopher Cade, Sales Director, Sarasin 

 

11. THE IFA MARKET PLACE – SO JUST HOW MUCH IS YOUR BUSINESS REALLY 
WORTH?  

With all the consolidation going on within the world of financial advice, you, as a senior business 
man or woman, must wonder how much your business is really worth.  

− We obviously have a starting point but it would be hugely valuable to understand which 
metrics you might consider useful to benchmark your own business against.  

− At Owen James we are launching a benchmark and would be keen to see whether or not it 
would be something of interest to you. (All totally confidential of course!!) 

Session leader: Dave Robson, Head of Retail at Carmignac  
Expert: John Chapman, formerly Managing Director, Torquil Clark 
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12. THE WAY TO ATTRACT YOUNGER PEOPLE INTO THE PROFESSION 

− Having decided to look towards future wealth, it might be helpful to have some younger 
people on the team. How do you go about getting them on board?  

− Although the level of expertise of paraplanners can range from support staff through to super 
smart financial analysts, the role is becoming more and more respected. Some Paraplanners 
see their role as a route to becoming an adviser; others are more comfortable in their back 
office analytical role. For those who do see it as a route to becoming an adviser can the 
route be more formalised akin to the role of articled clerks within the law? Might it be the 
answer to getting more young people into the profession? Not exactly a new idea … but is 
anyone running with it.  

− Then we have apprenticeships. Apprenticeships might not fit well with persuading people into 
a professional service firm.  

− So how about interns or sponsoring through university.  

− More case study learning.  

 

 

New business opportunities: 

13. PENSION FREEDOMS – A HUGE OPPORTUNITY BUT BEWARE THE WAY IN 
WHICH CLIENTS ARE CHARGED – IT MAY PROVE A BIT OF A MINEFIELD?  

− Do you charge your clients in retirement the same as when they are in the accumulation 
phase? A fee or a percentage of investments? Do you deduct from the investment itself? Is 
this going to speed up the decumulation of their hard earned pension, perhaps even causing 
them to run out of money? Not exactly good PR. 

− How closely are you looking at the fees being charged by the asset managers and the 
platforms? What is acceptable? How do they compare?  

− Is this appropriate? Are there ways in which you can keep the total cost of your advice as 
low as possible?   

− What about the other players within the value chain? Should they be thinking differently? 

− Retirement increasingly means a long-term relationship with the client.  And that means new 
considerations. How are you addressing longevity and succession planning for your business? 
Just a thought.  

Expert & Session Leader: Mike Barrett, lang cat 

 

14. INTER-GENERATIONAL MONEY 

− Are you advising the whole family? How old is your client base? Should you be thinking a 
little further ahead? And if targeting the next generations how are you going about it?  

− Here is an interesting statistic**: when asked whether clients were using the same wealth 
management/ advisory/execution only service provider as their parents – some 45% said no 
and some 25% said that their parents had never used a wealth manager, adviser or 
stockbroker. (And for those of you not great at sums that means that 30% were indeed using 
the same provider as their parents.) However of the 45% only about 20% had actually even 
been approached by their parents’ provider. So talk about a missed opportunity! 

− So having worked out that there is a huge opportunity here, perhaps you would like to know 
a little more about the Millennials? Firstly they are richer than you might think and secondly 
they are also much more conservative in the way in which they approach their saving. 
Interestingly they are just grateful to hang on to their money. The idea of actually increasing 
it through investing is sadly less of an ambition.  

− This session will talk you through the detail.  
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15. THE NEW STATE PENSION – WHAT IT IS, HOW IT WORKS, WHO IT 
IMPACTS 

− This session will cover the new State Pension, which is being introduced for people who 
reach State Pension age from 6 April 2016. It will cover: 

− The reasons for Pension Reforms and why the new State Pension is being introduced 

− How the new State Pension works 

− The long term impacts 

− How the transitional arrangements work for those who have made contributions under the 
existing system, including –  

o How the ‘Starting Amount’ works 

o The impact of past Contracting-Out 

— An overview of State Pension top up – a way for existing pensioners to boost their State 
Pension 

Expert: Michael Switsur, State Pension Policy, Department for Work and Pensions 

 

16. THE WORKPLACE AS A NEW BUSINESS OPPORTUNITY 

− As the auto enrolment world grows, there must be an opportunity for new business?  Another 
good way to reach future wealth? An opportunity to make them think about their use of financial 
services in the round?  

− Worth investigating? We will field case study learning.  

 

 

 

Thank you.  Please return your completed form to hazelizzard@owenjamesgroup.com by return and 
no later than Monday 11 April 
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