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Welcome to the Summer 2019 edition of Financial 
Planning Matters. What with the resignation of 
our Prime Minister, a leadership election battle for 
her successor (at the time of writing), the ongoing 
Brexit saga, US v China trade wars and increasing 
tensions in the Gulf, it occurs to me that chaos is 
the new ‘norm’ and, maybe, it was ever thus.

The market correction of Q4 2018 has, for 
the most part, been recovered and some 
of the underlying economic data remains 
encouraging, if only some semblance 
of certainty could return to encourage 
confidence.

The need to regularly review your planning 
has never been more important and our 
advisors are always on hand to provide 
support when required. 

Introduction

By Phil Smithyes,  
Managing Director, 
Crowe Financial Planning UK Limited
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Crowe recognised in Chambers 
High Net Worth Guide

Crowe’s national Financial Planning team have been recognised as one of the top 
recommended advisors in the 2019 Chambers High Net Worth Guide. The guide, 
specifically aimed at the internationally mobile high net worth private wealth market, 
provides information and reference material for wealthy individuals looking for professional 
advice and recognises those firms which excel in providing these services.

The national Financial Planning team was commended for its “sensible advice which is 
designed to maximise the benefit for their clients” and for being “extremely competent but 
also empathetic and ‘human’.”

Phil Smithyes said:

“It is particularly pleasing for the firm to be included in 
such a prestigious publication. In a climate of continued 
political uncertainty and economic challenges, the need for 
experienced and pragmatic advice has never been greater. 
At Crowe we remain committed to providing outstanding 
service in supporting our clients to realise their aspirations 
and objectives. Our mantra of ‘our clients don’t care 
what we know, until they know that we care’ is pivotal to 
building trusted and long-lasting relationships between 
client and advisor, as evidenced by the endorsements in the 
Chambers High Net Worth guide.”
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My wife and I have availed ourselves of professional 
investment advice since the 1990s and we are now 
well into retirement. Having an established and 
trusted relationship over our life savings is important 
to us and we would not change arrangements 
without good reason. 

As time progressed, inevitably events 
forced change. Our first advisor left the 
industry and, in 2011, we appointed an 
Independent Financial Advisor (IFA).

After three years, facing the challenges of 
increasing regulation, he decided to retire. 
He introduced us to a company that I now 
know was sweeping up clients from IFAs 
exiting the market. The firm is a one-stop-
shop which offered advice and invested 
through its own investment management.

At this point I got in touch with my 
original advisor and he suggested 
that I tried (as was then), Crowe Clark 
Whitehill. However, a brief discussion 
with my existing advisor dissuaded me 
from moving, claiming that I would be a 

“minnow in a sea of relative whales” with 
Crowe, whereas his recommended heir 
to my business would regard me as an 
important client. 

We took the path of least resistance and 
established a relationship with our new 
advisor with which we were comfortable. 
Investment performance was OK, if 
unspectacular. In 2015 and 2016 our new 
advisor visited us for annual reviews.

The company’s business model changed 
in 2017 with the discretionary investment 
arm and pensions management being 
divested, seemingly due to pressure from 
the regulator unhappy at companies 
both providing advice and making the 
investments.

Moving to Crowe – a 
client’s testimonial

By Martin Napier
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I was unconcerned when we had no 
annual review in 2017. 

In 2018 I received an email asking to set 
up a meeting with a new representative. 
We duly met although this individual was 
a very different character. I didn’t really 
appreciate the implied criticism of the 
investment profile established by his 
predecessor. He recommended that we 
move our investments to a higher risk 
portfolio targeting better returns for which 
he indicated there would be a £1,000 
bill for the ‘work’. I queried this as his 
company was taking a regular percentage 
from my portfolio for what was their only 
remaining function – advice. I unhappily 
capitulated.

My daughter was planning a house 
purchase and wanted advice on 
withdrawing funds from the Trust which 
was under their management. I gave her 
the new contact details. I was taken aback 
when the response she received asked 
£1,000 for a planning report and a further 
£1,000 for managing the withdrawal. On 
checking, I also discovered his advice 
regarding taxation was incorrect. The 
platform investing the Trust had been 
paying investment management fees to 
his company since they had taken over 
our business although no changes had 
been made to the investments themselves 
in all those years. 

I realised it was time 
for a change and I 
contacted Crowe. 

Enter Dharmesh from Crowe. An initial 
telephone call quickly left me relaxed. 
Easy going and with no pressure, 
Dharmesh arranged to meet with us for 
a no fee, no obligation “get to know you” 
meeting. At our first meeting he covered 
the usual identity checks and risk profiling 
but more than anything got to know 
my wife and myself. As it transpires, 
Crowe’s mantra is “our clients don’t care 
what we know until they know that we 
care”. The question of fees only arose 
if we transferred our business to Crowe 
and Dharmesh thought that we would 
benefit from a more bespoke approach 
to investment. All fees and services were 
set out clearly and transparently in the 
engagement letter.

Any fears of being a ‘minnow’ to Crowe 
were quickly dispelled. Dharmesh 
arranged for my investment manager, 
Matthew Hearsum, to visit and get to 
know us. Dharmesh and Matthew have 
remained responsive and both keep us 
and each other abreast of events. I feel 
that my wife and I are valued clients 
of Crowe and enjoy the services of an 
independent financial planner and a 
professional investment manager. We are 
looking forward to their second visit in 
under a year later this month.
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We now live in a world where information is readily 
available at our fingertips.

As such, it is easy to forget the role that 
referrals have in our decision making 
process. If we take a step back, how 
many people will use one of the well-
known websites to read the reviews for 
a restaurant or hotel? In simplistic terms, 
these good reviews can be seen as a 
referral (just not by someone you know). 

We also seek referrals from family and 
friends for more personalised services, 
such as a tradesman, and will frequently 
make contact or act upon these 
referrals without the need to consult any 
further research.

There has been a good number of 
academic studies on what motivates 
people to make referrals and many 
different conclusions have been drawn. 

Out of all of these studies, there is one 
reason present in all which is the desire to 
provide value and utility to others and to 
share with family and friends something 
they would find both valuable and useful.

When meeting new clients for the first 
time I always ask how they have been 
directed to our advisory services.

We have experienced a noticeable 
increase in referrals, whether these 
are from our colleagues within Crowe, 
from professional connections or from 
clients directly. Each referral will differ 
in its nature, and may come from an 
unexpected source, but every referral is 
made with the aim of providing value to 
clients, family or friends.

Client referrals

By Stuart Elder, 
Chartered Financial Planner, Crowe Financial Planning UK Ltd
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From an advisor’s perspective, receiving 
any referral is always welcome as 
it validates the quality of advice we 
provide to our clients and also acts as an 
endorsement of value-added services. 
One of my long standing clients reminded 
me that “people do business with people” 
and every referral reminds me not to 
forget how our expertise in financial 
planning has a direct personal impact on 
all of our clients.

Most of our clients will have received, or 
will receive in the future, an invitation to 
provide their views on our services via 
the “Client Listening Programme” survey 
which is issued every two years. One 
of the questions asked is whether they 
would be happy to refer our services, 
the aim of which is to establish how our 
clients actually feel about services i.e. 
would they be happy to endorse our 
services if asked by a third party.

It is pleasing that this particular question 
always receive a near a 100% positive 
response; yet, surprisingly, when clients 
wish to refer someone they will typically 
ask if I mind if they passed my details on, 
or if I would be comfortable trying to help 
the third party. Indeed, I have even met 
potential clients who have been referred 
by an existing client but the client has 
not wanted to let me know they have 
endorsed my services!

When meeting new clients for the first 
time I always ask how they have been 
directed to our advisory services. For 
the avoidance of doubt, we are always 
grateful if our clients are comfortable and 
prepared to refer to us and we view this 
as a positive statement on our services.
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There are several key components to multi-
asset investing that need to be considered when 
managing a portfolio; investment selection, asset 
class blend, geographic exposure, sector and 
style biases. However, there are additional risk 
factors that should also be incorporated to achieve 
appropriate portfolio diversification.

Acceptance of today’s market 
environment requires investment 
managers to embrace volatility 
management as a core component 
of multi-asset investing. Volatility is 
best described as the journey of an 
investment; the stark difference between 
a hair-raising drive along the Amalfi Coast 
and that of a Roman road. 

The volatility of a portfolio depends 
primarily on the correlation of assets held 
within it. In recent times, we have seen 
that during short periods of market stress, 
the benefit of bonds as a diversifier for 
equities can be eroded away. Numerous 
times during 2018, when the 10 year US 
Treasury yield breached 3%, it led to both 

equity and fixed income markets selling 
off. From 2000 to the start of 2018, there 
were 50 occasions when both the S&P 
500 lost 0.5% or more and the  
30 year US Treasury bond yield rose three 
basis points or more (i.e. the price of the 
bond also fell). During 2018 alone, this 
happened 11 times. 

One reason for this increase in correlation 
between bonds and equities is that 
the economic cycle has now extended 
longer than an ‘average’ cycle. As 
investors have become accustomed to an 
environment of ‘lower for longer’ interest 
rates, there has been corresponding 
heightened correlation between equities 

Diversification, an Italian job

By Phoebe Stone, 
Investment Manager, LGT Vestra LLP
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and fixed income assets. It is essential 
to incorporate this evolving relationship 
between asset classes into diversification 
decisions. 

By considering the volatility of the overall 
portfolio, rather than simply accepting 
asset allocations that have historically 
represented a certain type of investor, 
an investment manager can adjust for 
higher levels of correlation between 
bonds and equities. If necessary, they 
may include additional asset classes that 
provide diversification from risk assets. 
By analysing and monitoring the volatility 
within a portfolio and the contribution 
to risk of the underlying investments, 
an investment manager is also able to 
identify concentration risk, sector risk 
and correlation risk within an asset class 
allocation of a portfolio. For example, 
whether or not there is true diversification 
within the global equity allocation. 

Over recent months, we have repeatedly 
seen the damage that concentration 
risk can do to a portfolio in a market 
environment that continually proves to 
be driven by momentum investing. This 
was very apparent during 2018. From the 
start of the year to the end of September, 
120% of the returns of the major global 
stock index (MSCI) were driven by the 
US. Almost 50% of those returns were 
created by the ten largest US companies, 
the majority of which were from the 
technology industry. These companies 
were also the ones that experienced 
the sharpest falls in their share prices 
as equity markets started to sell off in 

October. Ensuring balanced exposure 
across a range of sectors is essential 
when building a portfolio designed to 
weather all storms.

As we approach what is widely accepted 
to be the ‘mature end’ of the market 
cycle, the importance of managing 
a portfolio with volatility in mind will 
only rise. Investors will have to search 
harder and more ruthlessly to select 
investments, sectors and geographies 
with upside potential and, on the flip side, 
acknowledge the risks posed by Central 
Bank policy errors. This is particularly 
relevant as the Federal Reserve attempts 
to manage a mass-scale liquidity squeeze 
which, as we have seen, can trigger 
a cascade of market fear, taking both 
equities and bonds with it. Despite the 
robust macroeconomic environment 
of the world’s largest economy, it is 
important not to underestimate this risk. 
One should consider the impact this risk 
will have on portfolios run simply to crude 
equity/bond allocation splits.

Being held to ransom by a defined 
volatility band ensures that a 
portfolio manager is obsessive about 
diversification. The portfolio manager 
will not just be running a portfolio to a 
specific return objective; they will also be 
managing the journey that portfolio takes, 
be it swinging around the bends of the 
Amalfi or travelling a more predictable 
Roman road. 

LGT Vestra LLP, authorised and regulated by the Financial Conduct Authority. Investors should be aware that past 
performance is not an indication of future performance and the value of investments and the income derived from them 
may fluctuate and you may not receive back the amount you originally invested.
This article is from one of a number of core investment managers that Crowe Financial Planning UK Ltd recommends to 
help manage our clients’ investment portfolios.
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In 2018 the Financial Conduct Authority (FCA) published a ‘Financial Lives’ survey. This 
is a survey of the financial lives of nearly 13,000 consumers and their use of financial 
services in the UK*.

Why you should review 
your financial plan

By Julian Hanrahan, 
Director, Crowe Financial Planning UK Ltd

This survey generated some interesting 
statistics:

• 31% of adults in the UK have no private 
pension provision

• the State Pension is the main source of 
income in retirement for 44% of retirees 

• among non-retirees aged 45 and over, 
29% still expect the State Pension 
will be their main source of income in 
retirement

• among non-retirees aged 45 and over, 
16% say they have not really thought 
about how they will manage financially 
when they retire

• nearly six in 10 (57%) UK adults have 
no cash savings or savings of less 
than £5,000

• seven in 10 (71%) UK adults have no 
investments at all.

Given these statistics, it is probably no 
surprise that only 6% of UK adults have 
used regulated advice in the last 12 
months, with the vast majority seemingly 
leaving their futures to chance.

Reviewing your financial plans is critical to 
ensure you are on track for the future you 
want and reviewing them regularly is the 
key to future financial security.

So what should a good financial review 
look like?

Setting your financial objectives
Everyone has different priorities and 
objectives and may also be at different 
stages in their lives. Some will be starting 
out with young families, others will be 
thinking about accumulating funds 
perhaps towards retirement or, for those 
in later life, it could be passing on wealth 
to future generations.

* https://www.fca.org.uk/publications/research/understanding-financial-lives-uk-adults

https://www.fca.org.uk/publications/research/understanding-financial-lives-uk-adults
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The important thing is to have a plan 
in place, some financial objectives and 
priorities with timescales to work within. 
These do not need to be set in stone but 
would provide a focal point around which 
you can plan.

Where are you now?
You should review your existing finances 
to see if they will meet your objectives 
in the most suitable way for you. This 
should include an understanding of the 
risk you are taking with your investments 
and how these reflect your own attitude 
to risk and capacity for loss. You 
should also review your tax position 
and whether or not you are making the 
most of the available tax allowances and 
concessions. 

It is important to assess the performance 
of your plans and ensure that the overall 
structure is suitable and appropriate. 
In addition, the costs and charges 
associated with your plans can be 
significant factors and you may be able 
to achieve the same or better results by 
paying less. Although cheap solutions are 
not necessarily the best. 

Your review should also take account 
of any changes in your circumstances, 
financial or otherwise, such as a change 
in your health or a change of job. 
Furthermore, we live in an ever changing 
world of taxation which may affect the 
plans you have made.

So a good review of your financial 
planning can highlight the following:

• tell you where you are in relation to 
your plan/s – are you on track or do 
you need to revise your goals and 
expectations?

• redefine your goals – is there a change 
of circumstance that needs to be taken 
into account?

• rebalance – does your financial plan 
need to be altered, perhaps to reduce 
risk or to consider different solutions to 
deliver better outcomes?

• focus on the tax position – are you 
using the available tax wrappers each 
year to minimise the impact of tax both 
now and in the future?

• give you peace of mind – knowing 
where you are with your objectives is 
better than having no plan and can help 
keep you on track. It will also help avoid 
nasty surprises later on when it may be 
too late to correct things.

 
Help is at hand with our consultant team 
who will arrange to meet with you at 
least once a year to advise and help you 
make the right decisions and keep you 
on track. 

Our review reports provide up to date 
information on your specific financial 
plans, both in terms of valuation 
and performance against relevant 
benchmarks. The report will include a 
commentary on the world markets to 
keep you informed as well as a check on 
the asset allocation of any investments 
that you have to ensure that they remain 
aligned with your chosen risk profile. 

We will also meet with you to discuss 
your circumstances and make any 
relevant changes to your planning to 
meet your objectives, including utilising 
the latest tax allowances.

Working alongside your financial planning 
consultant can help you make smart 
decisions and add lasting value. So make 
sure you make the most of your review 
meeting in order to keep your financial 
planning on track.
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Key Person Protection

By Cammas MacCormick 
Financial Planning Consultant 
Crowe Financial Planning UK Ltd

Key Person Protection helps safeguard 
a business against the financial effects 
of death, terminal illness and specified 
critical illness (if recommended and 
chosen) of a key person. It is designed to 
provide a financial buffer in the event of 
a key person becoming permanently or 
temporarily unable to make their normal 
contribution to the business. Proceeds 
would typically be used to replace lost 
profit or to fund finding and hiring a 
replacement for the key person.

How does key person 
protection work?
Key Person Protection is life assurance 
or combined life assurance and critical 
illness cover (if chosen) written on the 
life of the key person but owned by the 
business so that any money due becomes 
payable to the employer. The business 
pays the premiums.

Who is a key person?
Key people are individuals whose skill, 
knowledge, experience or leadership 
contribute to the continuing success of 
the business.

There are various factors that can be 
considered to help establish who the real 
key people are, such as:

• which sales person would you least 
like to lose?

• have any executives been expensive 
or hard to recruit? (If so, they could be 
equally costly and difficult to replace)

• who is the person with the most 
valuable contacts?
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Tax treatment of premiums
There is no direct legislation on the 
subject of key person policies and 
therefore businesses should always 
consult their inspector of taxes. 

The principles were laid out in 1944 when 
the Chancellor, John Anderson, made a 
statement around the tax treatment of key 
person policies.

In summary he said that a company’s tax 
inspector may allow corporation tax relief 
on premiums provided that:

• the sole relationship is 
employer/employee

• the cover is for loss of profits

• the policy is a short term assurance.

Tax treatment of claims
Generally speaking, if tax relief has been 
allowed on the premiums, the proceeds 
will be taxed as a trading receipt. If no 
tax relief has been received at outset, the 
proceeds will not be taxed. 

However, this is merely a general 
statement and will depend on the 
judgement of the local tax inspector. 
Therefore, it is important to establish at 
outset how premiums and proceeds will 
be treated for tax purposes.

Risk Notice
This notice cannot disclose all the risks associated with the protection issues outlined 
earlier. You should not effect any financial product unless you understand its nature 
and the extent of your exposure to risk. You should also be satisfied that it is suitable 
for you in the light of your circumstances and financial position. Different products 
have varied levels of exposure to risks and to different combinations of risks.

• the information provided is based on our understanding of current taxation law and 
HMRC practice, which may be subject to change

• there may be a number of different taxation issues to be aware of and appropriate 
professional advice should be sought before proceeding further

• the level – and cost – of protection required will depend on individual 
circumstances and various other associated factors. 
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A Will is a set of instructions on how you would like 
what you own (your estate) to be distributed after your 
death. Without one, the law decides who benefits. 

It allows you to name people called 
executors to deal with the administration 
of your estate and to make sure that your 
wishes are carried out. 

Any parent with young children will want to 
ensure that their children will be financially 
and emotionally cared for in the event of 
their death. They may also want to ensure 
that certain family members, such as their 
own parents or siblings, become their child’s 
future guardian.

A guardianship clause in a Will can 
confirm who is to be the child’s carer 
and instructions concerning the child’s 
upbringing can also be made by way of a 
letter of wishes. This may cover issues such 
as where the child lives or where they are 
educated. This can provide great comfort 
that their child will be cared for as they 
would have wanted.

The importance of making a Will 
and Lasting Power of Attorney (LPA) 

By Emma Hegarty, 
Chartered Legal Executive,  
Brachers LLP, Maidstone, Kent
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Whatever your circumstances, regardless 
of whether you are single, married, 
divorced, with children or in any other 
arrangement, a properly drawn up Will 
can be tailored to suit you and will give 
you peace of mind in knowing that your 
estate will be dealt with properly and 
follows your wishes.

LPAs enable an individual to appoint 
someone they trust to make legal 
decisions when they are unable to do 
so. There are two types of LPAs; one 
concerns property and finance and the 
other concerns health and welfare.

Property and finance LPAs enable an 
attorney to deal with an individual’s 
finances which can include managing 
bank accounts or investments, buying or 
selling property, or receiving income on 
their behalf. 

This is a very important consideration 
as without such a document no one, 
as of right, is entitled to access your 
accounts or deal with your affairs if you 
lose capacity. This includes your spouse 
and also impacts the access to any joint 
accounts you may both hold as these can 
be frozen. 

It is also important for business owners 
who may become unable to participate in 
business affairs. Whilst not all business 
interests and affairs can be managed 
using the LPA, the interests it does cover 
are potentially critical for the continued 
operation of a business and maintenance 
of an individual’s finances.

A health and welfare LPA allows an 
individual to specify who can make 
important decisions concerning their 
medical care and treatments, including 
decisions concerning life sustaining 
treatment. Many individuals feel greater 
reassurance that it will be a loved one, 
rather than a doctor, who would make 
such personal decisions.

Either type of LPA must be entered into 
while you have capacity, so it is important 
to prepare them sooner rather than later. 

Brachers LLP tailors its advice to you and 
has the expertise to make sure that your 
wishes, both when you are alive and after 
your death, are carried out. 
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We are continuing to expand our service 
proposition and, to ensure that we deliver the best 
client service, have recently taken on four new 
team members who collectively have extensive 
experience in the industry.

Anne-Maria Crisafi
Anne-Maria has joined us as a senior 
paraplanner in our Thames Valley office. 
She has over 20 years’ experience in the 
financial services industry, 18 of which 
have been as a qualified paraplanner.

Jessie Mahoney
Jessie has joined us as a paraplanner in 
our Maidstone office. She has over 10 
years’ experience in the financial services 
industry with over four years as a qualified 
paraplanner.

New joiners 
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Carly Bibbins
Carly has joined us as a paraplanner in 
our Thames Valley office. She has 20 
years’ experience in the financial services 
industry with over three years as a 
qualified paraplanner.

Joe Hargreaves
Joe has joined us as an associate 
paraplanner in our Cheltenham office. He 
graduated in Business Management in 
2016 and has three years’ experience in 
the financial services industry, attaining 
the level of trainee paraplanner at his 
previous employ.



“Professional team offering 
sound advice with a 
personal touch.”

“Honest, trustworthy and 
thoroughly efficient and 
professional.”

“Very supportive and respectful 
whilst helping me look after my 
father’s affairs.”

We pride ourselves in offering 
a high quality service and 
delivering the best possible 
solutions for our clients.
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