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HNW Review values your
feedback. Drop us a line at
highnetworth@ft.com. We look
forward to hearing from you.

OMO SURVEY

© High Net Worth is conducting
a brief survey on the open market
option (OMO) and industry percep-
tions of it among different parts of
the financial services community.
We particularly want to hear
from advisers on what they think
about OMO and its impact on the
retirement planning market.
There are only SIX simple ques-
tions to be answered in an online
survey and all those who respond
will be entered into a prize draw.
Click on this box or go to the HNIW/
website to take the survey — www.
highnetworth-online.com.

Industry demands more clarity from
FSA’s adviser terminology review

RETAIL DISTRIBUTION REVIEW

TERMINOLOGY DETERMINED by the retail distribution
review (RDR) to denote an adviser’s business type needs
clarification, according to industry commentators.

A debate co-hosted by the Personal Finance Society
(PFS) and Friends Provident, saw all panel members
question Richard Taylor, RDR team manager for the
Financial Services Authority (FSA), on the suitability of
the proposed terms.

Jim Reeve, chief executive of Positive Solutions, said
he broadly welcomed the FSA’s RDR proposals, but there
was a need to clarify the labels financial advisers would be
adopting in 2012.

“We loved the clarity in past RDR reports, but we fear
that this is slipping in this latest one,” he said.

Ray Milne, head of corporate affairs at HBOS, agreed.
“Consumers don’t differentiate between different areas in
the financial adviser industry,” he said. “It’s important to
increase consumer access to financial advice.”

Milne also expressed support for the labels of tied-sales
and guided sales. He added: “Careful management is
crucial here. If we get this wrong, we could see a contrac-

tual diminishing
of advisers if we
this
in a rush. But on
the other hand, if
we take too long,

implement

we could lose our
impetus.”
Speaking on
behalf of the PES,
chief executive
Fay Goddard said
the sales advice

Goddard: labelling must be simple and clear

label was confusing. “If we want to succeed the terminol-
ogy must be simple, clear and meaningful.

“At the end of the day, it doesn’t matter where the
advice comes from, as long as it’s consistent with other
advisers.”

Taylor responded by saying the terminology was a work
in progress which would be addressed fully in a consulta-

tion paper due in June 2009. - Continued on page two
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HNW discovers strength and depth
among the new breed of advisers

AWARDS RESULTS

THE WINNERS of the High Net Worth New Breed
Advisers Awards 2008 have a lot to smile about, repre-
senting as they do the best of best practice in the advisory
community.

Awards in the financial services industry are gener-
ally based upon success and financial achievement.
However, this doesn’t always cover all the bases and
can often favour larger companies with larger budgets
for compliance, governance, training, and so on. There
has been considerable change in the advisory community
and the move towards a more professional and account-
able industry will lead to even more, however far the
retail distribution review (RDR) ultimately pushes the
regulation. High Net Worth supports the raising of stand-
ards in the industry at large, but particularly in the qual-
ity of advice, and so-called ‘new model” or ‘new breed’
advisers are the ones at the forefront of raising standards

as they shape the industry.

The New Breed Adviser Awards is a new programme
from High Net Worth that recognises best practice,
innovation and delivery of service among the financial

advisory community. - Continued on page five
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The winners proudly display their haul of awards
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COMMENT

PADRAIG FLOYD

EDITOR

If you thought 2008 was a difficult
year, then 2009 is definitely going

to be worse. There is no consensus
about how bad this recession could
be. Most agree it is likely to be worse
than those in the 8os and 9os, while
some believe that there will be con-
siderable value in piling back into
the equity markets by Q3. Others,
however, are walking around cities in
their sandwich boards announcing
that the end is nigh.

Whatever the truth, we are unlikely
to spot it except with hindsight, so
the industry must carry on, business
as usual. Except that won’t be pos-
sible in some cases, either.

Sipp providers continue to face
tough times — see opposite — and
this is likely to be compounded by
the FSA discovering that there was
more than a whiff of impropriety
in the vast volumes of Sipp sales
witnessed in recent years (see page
4). All grist to the mill of those who
were pointing the finger, but | fear a
another besmirching of the market
that tars all with the same brush.

Finally, the industry is pushing
the FSA to make up its mind on
how it is to demarcate the post-RDR
advisory world. Confusion reigns
and now is the time to get this right,
but don’t expect it to happen any
time soon.

NEWS IN BRIEF

© SKANDIA HAS launched a
client-facing portfolio analysis
report aimed at financial advisers.
Produced by Skandia’s U Skan
program, the report allows each
adviser to brand the report with
their own logo.

© CANADA LIFE has announced
its links with Intelliflo Intelligent
Office systems, which it says are
the first of its kind in the UK.
The system allows IFAs to access
information about Canada Life
products online.

Sipp providers face challenging times
as competition for business increases

SIPP FORECAST

PROVIDERS OF self-invested personal pensions (Sipps)
face a difficult year, and those who are not sufficiently
prepared could go under, according to predictions from
Premier Pensions Services.

While Premier Pensions has seen record annual growth
in its Sipp business, it is warning that the Sipp landscape
will “change dramatically”” over the next 12 months.

Nigel Manley, head of self-invested pensions at
Premier Pensions, said: “For some independent provid-
ers the next 12 months will be a real challenge with the
combination of fierce competition and regulation, in a
market where FSA pressure will challenge the suitability
of Sipps against personal pensions.”

The Financial Services Authority’s (FSA) first Product
Sales Data Trends report, released in September 2008,
showed that more than two-thirds of Sipp sales between
October 1, 2007 and March 31, 2008 were from the top
five providers in the industry.

Manley said: “With some 100 providers reporting, this
means the other 95 are scrapping for just 12,000 plans,
so the report poses some interesting questions about the
future of many independents.”

John Lawson,
head
sions policy at
Standard  Life
Assurance,

of pen-

agreed with this
assessment of the
Sipp market.
“Many of
these small Sipp
administrators
did not under-

Manley: the future of independent providers
is unknown

stand what being
regulated [by the
FSA] meant until the FSA... pointed out there were sys-
temic weaknesses in their business model,” he said.
“Even if they are now beginning to understand the
problem, they do not have the financial means to fix it.
It is a fair conclusion that many will have to close as it is
simply not economically possible to run a regulated Sipp
administrator when you have less than a few thousand
customers, unless you charge enormous fees.” NR

HNW investors show true colours while
institutional counterparts miss out

GREEN INVESTMENT

HIGH NET WORTH individuals (HNWIs) have higher
average levels of socially responsible investment (SRI)
than institutional investors according to a specialist SRI
fund manager.

The comments were made by Oxford Management,
a fund manager that focuses on sustainable investment
opportunities in eastern Europe.

Hadley Barrett, chief executive of Oxford Management,
said: “HNWIs have an entrepreneurial approach. They
can make good decisions and the right decisions. It’s a
pity the institutional investors are missing a trick here.”

Barrett added environment-conscious investors did not
necessarily have to compromise on price. “People see

products with green credentials as being more expen-
sive, but sustainable development is not all about buying
the latest and trendiest technology,” he said.

“It’s about sourcing locally, recycling materials, trav-
elling by train and not car, and so on. If you’re doing it
sensibly you tend to save costs.”

Oliver Graham, Oxford Management’s head of treas-
ury and investor relations, added: “People are being a
bit more thoughtful with their returns, thinking about
the longer-term possibilities. Financial advisers are
definitely picking up on that message as well, and
‘ethical” independent financial advisers are getting more
work.” NR

Continued from page one

¢ Goddard also called for clarity on the minimum
qualification standard required to operate as a financial
adviser. “We firmly support the need for a minimum
qualification, but we need clarity on what is meant by
QCA Level 4. We’re disappointed that the FSA hasn’t
specified what it means by this, and if it’s left to the
Skills Council it could take a year to come back with a

definite answer. In my opinion, the Chartered Institute of

Insurers’ diploma could be the answer.”

In response, Richard Taylor said the qualifications
issue would be looked at in more detail in the June 2009
consultation paper.

Other issues debated among the panel included capital
adequacy clarifications and what the FSA was doing to
help commission-based practices convert their business
structures into fee-only practices by 2012. CK
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Jersey firm Mourant latest purchase
by Royal Bank of Canada, to focus on
professional wealth management

© THE WAY GROUP, a privately-
owned financial services firm,

has announced a new partnership
with wrap platform Ascentric.

The platform will assist IFAs and
their clients preparing for inherit-
ance tax.

© NDFA IS urging investors to
get back into the equities market
while prices are low and has
launched the latest in a series of
early maturity investments with
capital protection as a standard
feature. The NDFA claims its
Growth Kick Out Plan December
08 could bring returns of up to
90% over Six years.

© BRAEMAR STUDENT
ACCOMMODATION CELL, a firm
offering access to the student
accommodation market, was
listed on the Channel Islands
Stock Exchange on December 12.
The company reported a 22%
rise in share price amid interest
from investors.

© CAPITA LIFE & PENSIONS has
announced a partnership with IT
services provider Steria. The
companies say the partnership
will reduce both operating costs
and risk involved in the adminis-
tration of its pension schemes.

© SPECIALIST PENSIONS

AND INVESTMENT IT provider
Dunstan Thomas has launched
Imago Back Office Version 5, a
program designed to administer
self-invested personal pensions
(Sipps), small self-administered
schemes (SSASs), group pension
schemes and investment
portfolios.

Christopher Read, chairman of
Dunstan Thomas, said: “Version
5 is ideal for administrators and
companies running a mixture of
retirement products, especially
those that are handling [increas-
ing] volumes of transactions
and requests which they can

no longer support through older
Sipp and SSAS administration
systems.

WEALTH ACQUISITION

ROYAL BANK of Canada (RBC) is to acquire Jersey-
based private client trust business Mourant Private
Wealth, part of Mourant Limited.

The deal is the latest in a series of acquisitions by
RBC, including businesses in London, Edinburgh and
the Channel Islands.

Paul Patterson, head of RBC Wealth Management
in the UK, said: “Mourant Private Wealth brings to
RBC Wealth Management a dedicated focus on trust,
experienced professionals and a terrific cultural fit and
philosophy.

“This transaction advances our long-term strategy to
build further on our core business of integrated private
wealth management services to international clients
by hiring experienced professionals with strong client
relationships.”

He said that as the Canadian markets, and RBC in par-
ticular, had come through the financial crisis in relatively
good shape, they were still looking to expand and wealth
management remained part of this strategy.

Patterson added: “We believe that the wealth manage-
ment sector will continue to be a growing market in the
years ahead as global economies develop and popula-

Jersey: acquisition is part of RBC’s expansion plans

tions mature, which will present many opportunities for
our clients, our people and our shareholders.

“Specific to the Channel Islands, we see it as a very
stable and well regulated environment in which to do
business. It has stability, professional talent in wealth
management, law and accounting, and it has tax neutral-
ity, which is of interest to high net worth clients.”

The deal is expected to be concluded by the end of
January, but further details were unavailable at the time
of going to press. NR

Merchant Investors offers advisers
a fund creation service with a twist

FUND MANAGEMENT

Gathering assets is a surefire way to building a sustain-
able advisory business, but the world of fund creation is
expensive and therefore difficult for the average adviser
or wealth manager. Until now, that is.

Merchant Investors has launched Zest Solutions, a ser-
vice that allows advisers to create an exclusive selection
of risk-profiled fund-of-funds in an insured fund that is
tailored to the needs of the advisory company’s clients.

Richard Ellis, head of sales and marketing at Merchant
Investors, said: “IFAs are under pressure to improve
their income stream, grow their business and deal with
the growing regulatory pressures, while still retaining
control.

“Zest Solutions is the perfect answer to the retail dis-
tribution review because it gives control, maintains inde-
pendence and futureproofs an IFA’s business, whether
large or small.”

Research by Merchant Investors in December 2008
showed that 71% of IFAs have regulatory concerns
about providing investment advice and 86% are seeking

to reduce admin and improve income.

Of the two-thirds (66%) that operate risk-profiled
portfolios for some or all of their clients, 85% require
individual client agreements for each fund switch.

In this model, the adviser chooses a fund manager
while the fund manager constructs the funds in consulta-
tion with the IFA, so the regulatory risk of fund selection
is reduced.

The adviser is responsible for agreeing the mandate
and strategic objectives of the funds with the fund man-
ager and Merchant Investors, but will own and manage
the relationship with the client.

There are potential conflicts to deal with — advisers
may be receiving income from funds under management
or alternatively rebate them to clients — however, this is
a transparent process, said Ellis. Once the fund reaches
around £20m, it can be converted to an Oeic structure,
and may be made available to other distribution outlets.

The funds are accessible via Merchant Investor tax
wrappers (full suite to be available soon). PF
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FSA targets low advisory standards
as 25% of firms recommend wrong
type of pension to their customers

© RESEARCH BY Zurich has found
that two-thirds of British people
are electing not to take out any
form of income protection despite
the current economic situation.
Other forms of insurance have
also been reported to be unpopu-
lar as people look to reduce their
expenditure in all areas.

© IFAS ARE valued more now
due to the decline in confidence
in large financial institutions,
according to Bankhall’s manag-
ing director of IFA services David
Golder. He said that the public
will be “more discriminating
about what they do with their
finances” and are less likely

to trust traditional high street
banks.

© PENSION CAPITAL STRATEGIES
managing director Charles
Cowling has warned that despite
a reported £12bn surplus in FTSE
100 company pension schemes,
the figures do not paint an accu-
rate picture of the problems fac-
ing UK pension schemes.

Cowling said “Much of the
good risk management work that
has been done by companies
and trustees has been undone
by the dramatic market condi-
tions.”

© A SURVEY by web-based
governance software specialist
eShare has reported that 83% of
respondents believe that govern-
ance software should be provided
by independent companies,
rather than by consultancies.
Managing director Alister Esam
said that the current system was
“an anti-competitive practice”
undertaken by consultancies to
avoid losing contracts.

© METLIFE EUROPE’S Retirement
Portfolio is now open on
Bankhall’s Portavista platform.

It is the only unit-linked guar-
antee product available on
Portavista, and offers IFAs access
to specialised models and
additional funds.

REGULATION

THE FINANCIAL Services Authority (FSA) has found that
a quarter of firms offering pension transfer advice had
given unsuitable recommendations to consumers.

The FSA’s report into pension switching advice, which
sampled 30 firms transferring pension funds into person-
al pensions, found that 16% of pension switching sales
since A-day were unsuited to the consumer’s needs.

Specialist self-invested personal pension (Sipp) pro-
vider Hornbuckle Mitchell supported the report, saying
that there should be a “clear motivation” for recom-
mending a Sipp ahead of a standard personal pension.

Mary Stewart, marketing director at Hornbuckle
Mitchell, said: “[Insurance companies] seek to benefit
from the positive interest surrounding Sipps, while offer-
ing little more than a personal pension, and only then at
a price. But they are a far easier sale because a Sipp has
become the closest thing in the pensions industry to a
‘must-have’ accessory, and the generous commissions
available from some providers are very hard to ignore.”

The FSA said it was concerned that the increase in
pension switches after A-day meant that some customers
were being charged more for features which they did not
need, and that some firms were not operating in line with
the FSA’s treating customers fairly (TCF) initiatives.

Dan Waters, the FSA’s director of retail policy and con-
duct risk, said: “We are concerned at the variable results
across firms. As a result, we are taking targeted action

Craig: keen to ensure customers receive the correct advice

in relation to firms giving pension switching advice to
deal with the risk of unsuitable advice on past and future
sales, and to press all firms to meet the standards we
expect.”

Maggie Craig, director of life and savings at the
Association of British Insurers (ABI), said she was
pleased that the report acknowledged improvements
in TCF across the industry. She added: “The pensions
industry is committed to ensuring that customers and
advisers have adequate and accurate information on pen-
sion products. Where more improvements are needed,
ABI members will act swiftly to put them in place.” NR

HNWIs risk fraud and robbery as many
move investments closer to home

HNW INSURANCE

HIGH NET worth individuals (HNWIs) whose mistrust of
banks has led them to invest in fine art and gold bullion
are at greater risk of home robbery, Marsh has warned.

The insurer, which specialises in HNW bespoke insur-
ance, said the collapse of so many banks over the past
year had led to many HNWIs to bring their money into
their homes through cash withdrawals and purchases,
with safe suppliers reporting increased interest.

The value of more esoteric investments such as fine
art, gold and diamonds has remained high over the past
year, despite a slight recent dip. The converse fortunes
with the mainstream equity market has been put down to
demand from HNW investors.

Adrian Saunders, head of private client services at
Marsh, also predicted a rise in identity theft and fraud in
the coming year. He added: “Our clients whose details
are in the public domain — such as company directors or

patrons of charities — are more susceptible.”

Saunders pointed to research which said only a quarter
of individuals with liquid assets of over £200,000 had
HNW-specific household cover. OW

Diamonds are among the investments that have retained a high value
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NEW BREED
ADVISER AWARDS

Marlene Shalton, Chambers Morgan James
Financial Management/Thinc Group

| ma ~
Christopher Jordan, Heron House

Edward Allen, Thurleigh Investment Managers

New Breed Adviser Awards 2008

Continued from page one

««=% Although only in their first year, the awards attracted
considerable attention and a high number of entries from
financial advisers, planners, wealth managers and discre-
tionary fund managers.

The judges were full of praise for the range and quality
of the submissions — clearly there are a lot of advisers out
there who think about this stuff all the time. So thank you
all for making the effort to take part. Even if you didn’t
make it this year, please do try again in 2009.

The judges must also be thanked for their hard work.
They are: Stuart Bayliss, director, Annuity Direct; Nick
Cann, chief executive, Institute of Financial Planning;
Peter Horrell, managing director, Barclays Wealth; Robert
Reid, managing director, Syndaxi Financial Planning; and
Bruce Wilson, managing director, Helm Godfrey.

But if you want to understand just why the winners
suceeded, read on.

Best newcomer

Winner: Sital Mehta — Perfect Day

Highly commended: Jane Cook — Thinc Wealth Mana-
gement

Being the new kid on the block isn’t easy in an industry
that remains decidedly male and (middle)-aged. A number
of very strong entries were outshone by two that perfectly
distilled the objectives of these awards.

Jane Cook at Thinc Wealth Management was highly
commended for her submission. She has moved from a
previous career in bancassurance and demonstrated she
has grasped the importance of dealing with subjects from
the perspective of client need. Her entry also focused on
the use of platforms, focus on service delivery and the
importance of cash flow, while her recent CFP qualifica-
tion sealed her position as the judges felt that qualification
is a core element to raising standards.

The winner, however, was Sital Mehta from Perfect
Day. Having joined in 2006 following an economics and
business finance degree, she was made the company’s
youngest ever partner at 24. In addition to her outstanding
business performance, Mehta showed evidence of putting
something back into the community by doing pro bono
work, helping people with debt.

Best retirement planner
Winner: Marlene Shalton — Chambers Morgan James
Financial Management
Commended: Origen
Retirement planning is a crucial element of advice and
the runner-up spot went to an organisation rather than an
individual. Origen presented an entry that detailed what
the judges considered a very impressive process of how
they deal with their clients. It demonstrated not only a
good understanding of the marketplace but the nuances of
retirement income beyond annuity purchase.

However, the winner was Marlene Shalton of Chambers
Morgan James Financial Management. She clearly

explained the comprehensive work she does with her
clients and backed it with the most compelling client
testimonials. Despite the difficulty of the subject matter,
her clients had clearly understood the whole process and
praised the work she did in bringing them through it.

Best post-retirement planner

Winner: Wayne Evans — Heron House Financial
Management

Possibly the most challenging of advisory areas, the judg-
es were looking for those who could demonstrate that they
really understood that people change as they get older and
that doesn’t just mean their financial circumstances.

The winner clearly has that in spades as he picked up
that an elderly client who was seeking to liquidate a large
proportion of his funds was being targeted by fraudsters.
He took it upon himself to deal with the police and cir-
cumnavigate data protection protocols among a number
of agencies and succeeded in preventing a £16k loss (the
bank wouldn’t play ball) becoming £200k. The cause
for the behaviour was early stage dementia, increasingly
common these days, and just another difficulty for advis-
ers to be aware of.

Although he was only protecting his client, for going
the extra mile, the judges awarded Wayne Evans of
Heron House Financial Management the title of best post-
retirement planner.

Best financial planner

Winner: ChristopherJordan — Heron House Financial
Management

Commended: Danny Cox — Hargreaves Lansdown
Despite a strong field, two entries stood out from the
others. Danny Cox of Hargreaves Lansdown was com-
mended for continuing to deliver excellent service, but the
judges felt that the winner’s submission showed how his
work had added to the process in his company and moved
it forward considerably.

Supported by number of strong cases studies and an
attitude towards planning that the judges felt many would
benefit from committing to memory — that goals should
not be unobtainable, nor should they be detrimental to the
client — they gave the top spot to Christopher Jordan of
Heron House.

Best investment adviser
Winner: Edward Allen - Thurleigh Investment
Managers
Commended: Joseph Clark — No Monkey Business
The judges liked the entry from Joe Clark of No Monkey
Business, particularly in terms of the way clients are pre-
sented with ranges of options that are linked to real returns
and dynamic asset allocation, and he was commended for
his efforts.

The winner’s application focused on the investment and
process and could demonstrate success, with good <&
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Stephen Greenstreet, Origen

Matthew Ayres (on behalf of Lee Coates),
Ethical Investors

Peter Hargreaves, Hargreaves Lansdown

Continued from page five

-« performance and a PAM award for investment per-
formance on the defensive portfolios in 2008. Further
work on technology, maintenance and development of
risk models, all led the judges to believe that Edward
Allen was a new breed investment adviser, adding value

to his clients and richly deserving the accolades.

Best use of platform technology

Winner: Hargreaves Lansdown

Highly commended: Mazars Financial Planning
Although Capital Asset Management entered a strong
submission for the work it has done in the platform arena,
the runner-up spot went to Mazars as a company that has
grown significantly while changing its business model,
attracting attention and winning awards along the way.
The platform is an integral part of its new business model
that has reduced costs and increased independence, but
the real winners have been the clients, benefiting from
lower fees and easier consolidation.

However, the winner — Hargreaves Lansdown — was
considered to be streets ahead of the competition. The
Vantage platform has 245,000 clients and £10bn and man-
ages to compete with dedicated platform companies for
market share. It lies at the heart of a low cost proposition
of a profitable FTSE 250 business and it is clear that it is
delivering a high quality service.

Adviser firm of the year - TCF

Winner: Origen

Commended: Heron House Financial Management
There is clearly a lot of work going on at the moment on
treating customers fairly (TCF) and this was clear in the
strength of the submissions.

For not confusing satisfaction with fairness, a good use of
language and a feel that there is a client-first approach, the
judges commended Heron House for their work on TCE.

However, the judges praised the winner, Origen, for not
only their achievements in this area, but its approach to
TCF. High on the list was Origen’s decision to undertake
a client survey which led to an action plan it would use
to implement its TCF processes. It also effectively turned
three weaknesses it discovered from the survey into
complaints against the business to ensure that they were
properly followed up.

Lots of companies have spent a lot of money on TCEF,
but this approach as considered to be an excellent case
study in getting it right.

Adviser firm of the year - training &
development
Winner: Mazars
Commended: Thinc Wealth Management
Like TCF, there were very strong submissions in this
category, and the intelligent transition process in place at
Thinc is starting to pay off for the company. Jane Cook —
highly commended in the newcomer category — is clearly
a beneficiary of that process and it shows promise for the
future.

However, the winner, Mazars, is a fantastic case study of

how a bit of leadership and a lot of hard work can trans-
form the old accountancy model into a wealth manage-
ment company with a very clear business philosophy.

Not only has Mazars changed, but it hasn’t forgotten
what it has always been good at, which is developing the
best graduates into advisers and then offering support at
all levels, to maintain standards.

Best ‘ethical’ adviser

Winner: Lee Coates - Ethical Investors

New breed adviser doesn’t necessarily mean the most

recent or the newest approach. Some people have been

banging their head against a brick wall since they entered

the industry and the judges felt that Lee Coates’s entry

confirmed him as the worthy winner of this category.
One judge said: “Lee has been operating ethically since

he started and I would say he has been blazing a trail for

TCF even since then.”

Best paraplanner team

Winner: Applewood

Commended: Thinc Wealth Management

As we move towards an advisory environment where
specialist and qualified advisers deliver their services to
clients, the role of the paraplanner becomes ever more
important. And there is considerably more to being a
paraplanner than being a good administrator.

Thinc demonstrated a fantastic programme where para-
planners are clearly core to the business, with consider-
able support for learning and examinations, and for this
it was commended.

However, the winner has achieved something similar in
a far smaller organisation. Applewood has a team of seven
paraplanners with very different yet highly complemen-
tary skills and qualifications.

Strong testimonials supported an entry that oozed the
concept of teamwork and interdependence. This is new
breed and the judges felt its achievement was extremely
encouraging, and shows that success is possible outside
the largest of organisations.

Lifetime achievement award

Winner: Peter Hargreaves — Hargreaves Lansdown
Commended: Julie Lord, Thinc Group (formerly
Cavendish Financial Management)

The winner of this category has developed a phenom-
enally strong and well-diversified business. The number
of people who use this company is extraordinary and its
attraction has been low cost and easy access to invest-
ment. Despite that, 72% of revenue is recurring and it runs
an operating profit of 48%.

For all the people that may choose to knock this indi-
vidual or his business — and there are a few — the evidence
speaks for itself in what he has achieved year on year. His
model is the one that everyone wants to copy.

If there is anyone has transformed the face of the propo-
sition in the financial services industry, it is the winner
of the lifetime achievement award, Peter Hargreaves of
Hargreaves Lansdown.




