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Winning Advisers 

Thursday 18 October 2018 

Pennyhill Park Hotel, London Road, Bagshot, Surrey GU19 5EU 

Subject Matter 

 

In anticipation of A Meeting of Minds Winning Advisers which will take place on Thursday 18 October, the following 

subjects should be considered a starting point for discussion.  As part of your participation, we will ask you to please 

prioritise them. The responses you provide will be used to create your bespoke itinerary which will be published on the 

event app by Thursday, 11th October. 

 

The format:  

The day runs breakfast through dinner and is made up of a blend of: 

 

 Keynote sessions geared to encouraging new thinking – typically from outside of the industry;  

 Roundtables - small facilitated groups addressing a carefully researched agenda. The whole day is Chatham House 
and therefore participants are able to speak openly and freely. 

 Plenty of networking opportunities including a formal seated luncheon. 

 Subsidised accommodation is available. 

 

How do the roundtables work?  

On the day, the roundtables take place in a private room with, typically, some 15 people around the table. Tent cards with 
participants’ names and companies are set out to make it easy to identify your peer group. The sessions are introduced by 

an expert on the subject. This introduction will last usually about 10 minutes before the conversation is opened up to the 

table, the goal being to ensure that everyone gets stuck in! The session facilitator will aim to bring the session to a 

conclusion, highlighting the key points raised. 

 

In summary, your time is precious and our goal is to ensure that if you spend it with us, you spend it in the company of 

your peers, you address the subjects which matter to you, and all in a time efficient manner.  
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THE FUTURE OF 

1. THE FUTURE OF PLATFORMS 

 With platforms being a market that has seen significant growth in the last five years, doubling from £250bn to 
£500bn assets under administration (AUA), with more customers than ever deciding to use a platform to manage 

their money, what do we think about the FCA's proposed remedies to improve competition?  

 Is it encouraging that the FCA has recognised the important role of platforms in the value chain? How can the 

market truly deliver the benefits it is intended to provide? 

 What do you want from a platform – a transactional hands-off relationship or a long-term, deeper relationship 

with a business that can offer practice management support for the growth of your business for the benefit of 

your client? 
 Who pays for the platform of the future – you or your client? If you pay, do you pay as you go or do you pay an 

upfront fee for unfettered access? 

 Platforms hold a huge amount of data on fund flows, contribution levels, withdrawals, dividend reinvestment, cash 

management etc – and are uniquely placed to see trends across clients at an aggregate level across all advisers 

within your business, all advisers in your region and across all advisers using the platform –in total – what value 

might this platform insight be of to you as a business owner and for your advisers and paraplanners? 

 

Expert: Nucleus Financial Group   

 

2. TALENT OF THE FUTURE: FROM ADVISERS TO TECHNICAL ANALYST AND 

EVERYTHING IN BETWEEN   

While the advantages of training advisers and TAs from scratch are obvious – particularly when it comes to integrating 

them into the company culture and moulding their skills, do firms have the time and resources to do so? Or should we 

just focus on recruitment and head-hunting? 

 

With a wave of applications from strong candidates pouring into all types of job openings across various industries, the 

recruitment criteria and process has inevitably had to change. Increasingly, it is becoming apparent that although skills 

are absolutely essential to progress, what differentiates the successful from the non-successful candidates is their 

alignment to the company’s values. To succeed, employees need to translate their skills into motivation driven by 

purpose and vision. 

 

 Best practice in recruiting, training and retaining talent is to create a healthy culture for employees. 

 Recruitment should be based on the mutual understanding that it is a good fit for both parties. 

 Internal recruitment vs. Head-hunters; or shall we talk about the Adviser Academy? 

 

Once firms do hire the right talent, appropriate remuneration and reward policies are in place, the attraction, 

development and retention of key talent requires on-going focus on the human dynamics. 

 

“Clients do not come first. Employees come first. If you take care of your employees, they will take care of the 

clients.”- Richard Branson  

 

3. THE FUTURE OF PENSIONS 

 Few prepare for the unexpected but experience shows perhaps we should... 

 Yesterday’s promises are increasingly expensive: the National Insurance Fund is predicted to breach its funding 

solution by 2032, but reforms have tended to be piecemeal and lacking in a clearly agreed long term objective  

 Customer experience in current retirement solutions is neither easy nor convenient and does not engage 

customers or equip them to make informed decisions. 

 From buy outs and longevity, to member options and super funds, we look at how the pension landscape is 
changing.  

 Technology in the retirement industry lags behind other sectors and the pressure to keep up with ongoing 

regulatory change has constrained innovation to create more affordable and sustainable solutions. 

 What will pensions and savings policy look like for future generations? Will pensions even exist? “Doing nothing” 

is no longer an option and eventual collapse is inevitable without major reform. * 
 

Lawdy that all sounds a bit gloomy … Clearly we need to innovate. Any ideas? We will field an expert to lead a 

discussion on how to address the bits we might actually influence  

 
*(Source: EY report – The future of retirement – A vision for pensions delivery.) 
 

mailto:sofiaaldatz@owenjamesgroup.com
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YOUR BUSINESS 

4. POWERING YOUR BUSINESS - PLACING THE ADVISER AT THE HEART OF THE VALUE 

CHAIN 

 It shouldn’t come as a surprise that most of our delegates (71% in fact) use an in-house CIP approach for their 
investment portfolios; followed by 38% using a third party CIP approach, but maybe it is time to have a good look 

at all the options out there. 

 In this session we will be looking at improving adviser efficiency by reviewing the latest report by The Lang Cat on 

the full range of financial advisers’ investment proposition choices from in-house run platform portfolios through 

to fully outsourced DFM solutions. 

 

 This will include insights into: 

o Statistics on the options currently available in the market, including fund picking, multi-asset funds, managed 

portfolio and fully bespoke discretionary services 
o The advantages, disadvantages and regulatory considerations for each option 

o How to ensure you as the adviser are at the heart of the value chain 

o How outsourcing can increase adviser efficiency and reduce risk in the business models 

 

Experts: Tatton Investment Management 

 

5. PREPARING FOR GROWTH: WHAT CAN WE LEARN FROM GLOBAL HIGH GROWTH 

ADVISORY FIRMS? 

 The Advisor Benchmark study aims to understand global best practices in financial advice around the world, to 

help firms deliver better services and outcomes for clients. 

 Leveraging data from the 2018 Benchmark study of over 1,300 advisory firms, this session will discuss findings that 

relate to the characteristics of higher growth firms, relative to their lower growth peers. 

 The core question for this session is: How may advisory firms, with growth aspirations, assess these insights when 
considering how to structure their business, and the activities they undertake? 

 Particular areas of focus may include: staffing structures, roles, training and compensation in addition to business 

development activities, and the impact of mergers and acquisitions. 

 

Expert: Dimensional Fund Advisors 

 

6. COSTS, FEES AND CHARGES IN A POST MIFID 2 WORLD. WHAT ARE YOUR CLIENTS 

PREPARED TO PAY FOR YOUR SERVICES AND THEIR INVESTMENTS?  

 For many clients, January 2019 will be the first time that they will see the actual cost of the advice they have 

received, alongside the costs of the platform and whichever investment proposition they are in - in pounds, 

shillings and pence. If you will be showing your clients the actual costs for the first time how are you feeling about 

it? Are you ready for it? Do you think your clients will be surprised?  

 Do you worry about having to be competitive on fees vs other Advisory/Wealth Manager firms? How does your 
fee proposition compare to the industry average? We’ll share this information with you and also the average fees 

for Platforms and Investments.  

 How much of a burden has implementing MIFID 2 been for your firms in 2018 and how are you approaching the 

absolute mess that is transaction costs currently? In a situation where you might have negative transaction costs 

(which by their very nature can’t be negative) for a Fund that your clients are invested in, how are you managing 

this and are you getting enough help from Fund Managers?  

 If your centralised investment proposition is to run in-house advisory model portfolios how difficult do you think 

it will be to keep running these in a MIFID 2 world? Do you think Platforms can help you with this? Are you 

thinking about changing your investment proposition in the next 6-12 months as a result? If you are, what are 

thinking about changing it to?  

 

Expert: BNY Mellon Asset Managemen 
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7. BUYING, SELLING, BUILDING OR RETIRING – YOU NEED A PLAN! 

 It is likely that you are all so busy coping with the day to day that your next step is little more than a pipe dream. 

So maybe this is a good time to sit back and think about writing that Plan.  

 This is really a game of two halves! There is the conversation around buying and building and then the 
conversation around selling and retiring. 

 

Succession planning:  

 It is estimated that just over 10% of advice firms have a succession plan in place, even though it is crucial. There is 

even the financial encouragement that an acquirer would pay more for a business if the owner had planned to 

make him or herself redundant.  

 “Grow your own” talent is challenging – with graduates there are very significant costs, and often a poor 

retention rate and/or an unwillingness to take on responsibility or step up. 

 You can retire slowly. Ease out gently … but you still have to have someone at the helm.  
 

On the building front:  

 It is all about cultural fit.  

 Economies of scale?  

 

Expert: Benchmark Capital 

 

INVESTMENT 

8. PROPERTY AS A WEALTH PLANNING VEHICLE 

 Direct property investing is hugely popular in the UK, Whether people buying a home to live in, or as part of a 

Buy-to-Let portfolio. 

 The average house price in England and Wales has risen by over 300% since 1996. 

 There is £1 trillion housing equity held by the over 65s. 

 However, recent changes to taxes, notably increased stamp duty as well as more stringent taxation on property 

income for Buy-To-Let investments made such investments less attractive for some investors. 

 These changes, coupled with other trends such as online investing, and the emergence of crowdfunding and peer-

to-peer lending, has led to a flurry of new players in the market offering “Alternative options to invest in 

residential property” 

 While direct property investment is a market most advisers don’t get involved with, there are a lot of new 
opportunities for investors. Shouldn’t you be helping your clients navigate through this new landscape.  

 Equity Release as a brand has a poor historical reputation due to the way it has been sold and who it has been 

sold to. But given a lot of wealth is locked up in residential property, how can adviser help clients assess Equity 

Release as an option for cash flow and financial planning ? 

 What will Brexit mean for UK residential property? 

 

Expert: Hearthstone Investments PLC 

 

9. HOW CAN YOU IDENTIFY A SKILLED MANAGER? 

 Fund managers have come under pressure recently in the shape of the regulator’s critical asset management 
review. However, advisers are sticking to active funds, according to the latest research conducted across the 

Meeting of Minds series. 

 Choosing a fund manager is one of the trickiest decisions an investor has to make. It’s no less of a challenge when 

you work in the industry. Trying to get behind the marketing facade and understand the true qualities of what you 

are 'buying' can still be hard to achieve. 

 In April 2015*, the founder of Vanguard, who is considered the father of the passive investment industry, Jack 

Bogle, pointed out that there are skilled active managers, and listed the characteristics they tended to share. 

 But what do you look for? To what extent do you use rating agencies? What’s your filter mechanism? 

 What are the most important things to you? Is it track record, performance, price? How about service? 

 

Expert: Orbis Investments 
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10. YOUR CLIENTS ARE INVESTING IN LENDING – CAN YOU AFFORD TO IGNORE IT?  

 As you may know Direct Lending was the world's fastest growing asset class in 2017. Changes to banking 

regulation post-2008 have led to its rapid growth and acceptance amongst institutional investors. Despite its 

recent popularity, it's something many advisers haven't worked with much but can you really afford to ignore it? 

 We believe the answer is No. In this session, we will focus on the opportunity for advice. The majority of UK 
retail investors in Direct Lending have invested without advice, thanks in part to the strong growth of the 

Innovative Finance ISA and the very low rates available on Cash ISAs. 

 

o But are investors taking on risk without understanding it?  

o And does this mean there is an opportunity to advise?  

 

 We’ll review the product structures, regulation and permissions that allow advice in this area, before moving on 

to look at the effect Direct Lending might have on your clients' portfolios. We’ll have a look at some case studies 

to give you practical examples. 

 

Expert: Goji 

 

DIGITAL 

11. IS IT GOING TO BE YOU… OR THE ALGORITHM? HOW IS ARTIFICIAL INTELLIGENCE 
GOING TO AFFECT YOUR BUSINESS? 

 Artificial intelligence is making rapid inroads into financial services. We are already seeing algorithms taking over 

the more basic levels of financial advice and they will increasingly be moving up the food-chain, from specific tasks, 

such as asset allocation, to fully-fledged turnkey solutions. How should client-facing firms adapt to the new model?  

 For those seeking to provide higher value services, the emphasis will increasingly be on developing effective 

personal relationships. Vanguard has done extensive research in the US and is currently running a large-scale 

survey in the UK looking at how automation is affecting the future of private wealth services.  

 Garrett Harbron has been involved in the studies on both sides of the Atlantic and shares a wealth of experience 
and insight into how financial advice is likely to evolve into the 2020s. 

 

Expert: Vanguard  

 

12. PERSONAL FINANCE GOES DIGITAL. HOW READY ARE YOU?  

Personal financial management is on the cusp of a fundamental transformation. For many years, the traditional face-to-

face advisory model has provided a service to the minority of the population who can afford it. A confluence of factors 

including regulatory change and technological progress are now combining to enable a new means of customer 

engagement. With banking services slowly but surely moving towards being mobile-first, digital innovators have wealth 

management in their sights as an industry that is ripe for disruption.  

 

Meanwhile, a shift in pensions responsibility from the corporate to the individual and the rise of the gig economy has 

put retirement affordability, and more generally personal financial wellbeing firmly in the spotlight. While traditional 

financial advice remains unattainable for most, a suite of digital products and services are being developed to fill the 

gap.  

 

Disrupt or be disrupted- attempts to create new, viable business models for the digital age will flounder unless people 

and organisations are willing to disrupt themselves.  

 

But where to start? Build, buy, partner…? 
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