
JOB ALERTS
Always on the move? Get the jobs you’re interested in sent 
directly to your inbox.

APPLY LATER
Flag jobs you’re interested in as ‘Favourites’ and apply to 
them later at your leisure.

EASIER CV UPLOAD
Use our nifty File Chooser tool that allows you to easily 

upload your CV from your mobile or desktop.

ONE CLICK APPLY
Once you have uploaded your CV to your profi le, you can 
easily apply to jobs with just one click!

CAREERS INSIGHT
Providing quality career related news, advice and insight.

Begin your search today at  retailfinancialcareers.com

The brand new Retail Financial 

Careers jobs website has now been 

relaunched, providing you with 

quality jobs across all fi nancial job 

functions, including: IFA, Financial 

Adviser, Mortgage Broker & Wealth 

Management career opportunities.

The site includes a wide range of new   

functions allowing you to easily apply 

for the jobs you’re interested in whether 

you are using your mobile, tablet or a 

desktop computer.

  @RecruitmentRFC    Retail Financial Careers

New and improved. 
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E
very day, advice fi rms 
help clients meet 
their fi nancial goals 
to bring about a better 
quality of life. But 
advisers do not always 
practice what they 

preach. While there is no denying 
they need to make a living, striking a 
balance between work and personal 
life is also important. Doing so can 
reduce work-related stress that may 
build up and impact negatively on 
productivity, as well as on mental 
and physical health.

Flexible working practices can 
also allow people with family 
responsibilities, such as caring for 
children or elderly relatives, to build 
a career in advice. But is it realistic to 
create a clear divide between work 
and personal time? Is the relatively 
recent concept of work-life 
integration, with its blurring of the 
boundaries between work and home 
though fl exible hours and working 
remotely, more helpful? And what 
can advisers do to make their jobs 
less onerous so the day job does not 
become the night job too?

Overworked, underpaid and 
stressed?
National IFA Truly Independent 
managing director and co-founder 
Andrew Goodwin is convinced 
that happiness leads to success, 
rather than the reverse. He 
has written a book, The Happy 
Financial Adviser, to help those 
who feel overworked, underpaid 
and stressed turn things around 
- by becoming self-employed, for 
example. Goodwin believes a happy 
adviser means happy clients, which 
leads to fi nancial success, and that 
a good work-life balance should be 
available to advisers where possible.

However, he acknowledges that 
an adviser building up a business 
will have to sacrifi ce their work-
life balance to make a go of it. 
Using himself as an example of 
that he says: “You’re committing 
to something you’ve created. If 
you’re directly authorised, building 
a business and you want to make a 
diff erence it’s your prime goal, with 
less work-life balance.”

Founder of consultancy fi rm FP 
Advance Brett Davidson works with 
owners of advice fi rms to improve 
their businesses. Like Goodwin, he 
accepts it is necessary at times to 
put in the extra hours. But if being 
overworked and under pressure 
becomes a way of life, Davidson 
believes it is a signal that something 

is wrong and that things need to 
change. “After a year of starting a 
new business you want to be giving 
it some welly, but you don’t want to 
get stuck into that habit. It might go 
six or seven years and you get to the 
point where you think ‘is this what 
my life has become?’ The reason 
people do that is because it’s easier 
to keep slogging instead of having a 
plan and choosing what you want to 
do about it,” he says.

Taking control
He highlights how owner managers 
are in an odd position in that, on 
the one hand, they are under more 
pressure because the business is 
their own but, on the other,they 
have more control of their destiny. 
But if work takes over so they have 
no time for anything else, they 
lose the very thing that they were 
aspiring to when starting a business.

Davidson says: “One of the key 
things in sorting a business out 
is knowing what you’re trying to 
achieve – defi ning success on your 
terms. It’s easy to get into the habit 
of setting fi nancial targets but that’s 
not really a business plan. If you’re 
always chasing bigger numbers, 
life can be horrible because there’s 
always a bigger number.”

AMANDA 
NEWMAN SMITH

Advisers 
need to 
get a life
Achieving a good work-
life balance is vital, so 
happy advisers equal 
happy clients  

ADVISER VIEW
Jason Witcombe
Director
Evolve Financial 
Planning 
From an employee’s 
perspective, the more 
in demand you are, the 
more your employer 
might be flexible. If 
an employee is more 
productive working 
from home, why 
wouldn’t their employer 
consider it? But it is a 
very individual thing. 
Some people prefer to 
work longer hours in 
the off ice and take the 
money; they wouldn’t 
value flexibility. Things 
can change once you 
have children but if 
work-life integration 
blurs the boundaries 
between work and 
relaxation, the danger 
is that it could be 
diff icult to switch 
off  and harder to 
concentrate on the 
job in hand.
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Email: info@astoncharles.co.uk 
Web: www.astoncharles.co.uk

Leeds 0345 193 2419
Essex 0345 193 0694A personalised service from industry experts

Independent Financial Advisor 
Leeds   to £60K, plus bonus & benefits – or self-employed if preferred

This practice, established in the local area for a number of years, provides first-class financial 
planning solutions for a broad client base of high net worth individuals and businesses. 
Following the retirement of a senior IFA, it requires a motivated and capable IFA to inherit 
existing clients. These clients had initially been divvied between existing advisers, but with 
the 4 fee earners in the practice already being responsible for c£1.5M in fee income between 
them, the majority of which is recurring income, they are far too busy with their own business 
to service these clients. You will also benefit from admin and paraplanning support, allowing 
you to focus on dealing with clients. This is a fantastic opportunity to join a hugely profitable 
practice and share in the substantial success of its existing team.

Paraplanner
Harrogate  to £30K plus benefits 

Due to the on-going expansion of the business, a prestigious and award-winning regional 
IFA is seeking an additional Paraplanner in two of its offices. Working in collaboration with 
Advisers and other colleagues, you will be responsible for preparing recommendations, 
suitability reports and reviewing clients’ financial affairs. You will be required to obtain 
quotes and assist with whole of market product research, compile draft net worth 
statements, income and expenditure statements, and obtain the information necessary to 
compile financial cashflow forecasts. In return, you will benefit from an attractive basic 
salary, comprehensive benefits, and realistic opportunities for progression.

Compliance Manager  
Teesside                    to £40K plus benefits

An expanding provincial wealth management practice requires an experienced and savvy 
compliance professional to oversee the end to end compliance function of the business. You 
will take responsibility for compliance in a commercial manner, helping Advisers with client 
outcomes, rather than ‘policing’ them. Having previous experience and being technically 
astute, you will act as a sounding ground for Advisers on regulatory issues. Naturally, a solid 
understanding of the advice process and all things regulation are absolutely essential, as is a 
positive ‘can do’ attitude, whilst holding industry qualifications would add significant weight to 
your application. You will be rewarded with an attractive basic package comprising generous 
salary and benefits.

Paraplanner 
Teesside to £30K plus benefits

An exciting opportunity has arisen with a leading provincial wealth management practice for an 
experienced Paraplanner to join its existing team, due to continued growth. You will support various 
highly successful IFA’s in areas of pension and investment advice. You will be expected to research 
and analyse products that are appropriate to the clients’ circumstances, as well as preparing 
detailed reports. Whilst not essential, ideally you will already be Diploma Level 4 qualified, or 
working towards this. More important, however, is your existing knowledge of pensions and 
investments, as you will be an integral part of the financial planning process. In return, you will 
receive a fantastic package comprising competitive basic salary and a range of company benefits. 
If you are considering progressing to an Advisor role, this can also be accommodated.

Administrator 
North Yorkshire to £26K plus benefits

This business, established in the local area for a number of years, provides first-class financial 
planning solutions for a broad client base of high net worth individuals. Working as part of a 
busy team, you will provide administrative support to the Adviser Team. The role will include 
the processing and submission of new business and policy tracking, as well as the preparation 
of annual reviews for Advisers’ client meetings. Other duties will include obtaining quotes, 
assisting with product research and financial reports. My client is offering a competitive basic 
salary, as well as a benefits. You will also enjoy genuine long-term career prospects with 
the opportunity to move into paraplanning, and potentially advice, should you wish to do so.

Independent Financial Advisor 
Crowthorne, Berkshire £45K – £65K (OTE to £100K+)

A long-established and reputable wealth manager now requires a Financial Planning Advisor 
who has a proven track record of giving outstanding pension and investment advice. This 
professional organisation provides holistic financial advice across the South of England on all 
matters relating to private client financial advice, with a particular bias towards investments. 
You will benefit from existing clients to advise from day one, as well as the support of an 
Administration team, which will allow you to make further connections. The owners of this 
business are looking for a ‘stand out individual’, who can demonstrate leadership qualities, with 
a view to them taking over the practice in circa 5 years+ time. A bespoke package and employed 
model is available with this role, alongside a desirable bonus structure with profit share.

Overview
Are you looking for an Advisory role with a portfolio of clients where you can 
fully utilise your Pensions knowledge and expertise? Do you want to work 
for an innovative fi rm where professionalism is essential and well rewarded? 
Do you want to work for a company which can offer excellent future career 
prospects? If the answer to these questions is yes, we would like to hear 
from you. Applications are treated with complete discretion.

The Role
The role will allow you to deliver advice to a range of clients without the 
need to generate new business. Due to a highly successful client generation 
programme, you will benefi t from a fl ow of qualifi ed leads. You will focus on 
providing Pension focused advice to a range of clients who have received 
offers to transfer their existing Defi ned Benefi t schemes. You will assess their 
current circumstances and provide guidance and insight into their options, 
highlighting the potential benefi ts and risks to enable the client to make 
an informed decision. You will receive full Paraplanning and Administrative 
support and benefi t from a highly professional Compliance programme.

The Company
This successful Wealth Management fi rm has seen a period of sustained 
growth due to developing successful client origination and management 
strategies allied to robust compliance and quality controls. Based in Central 
London, they have built a dedicated, hard working team who share the 
ethos of professionalism and high standards in all areas of client service. 
The Company operates on a collaborative basis, encouraging staff to offer 
ideas to continually improve the proposition.

Person
Applications are invited from skilled Financial Planning professionals who 
can demonstrate strong knowledge of Pensions and expertise in relation to 
Transfers. You will be Diploma qualifi ed with further Pensions qualifi cation 
preferred. You will be able to demonstrate a commitment to the highest 
standards of advice and professionalism and a desire to continue your 
personal and professional development. This role will suit Advisors who seek 
to move to a professional fi rm where they will have a portfolio of Clients to 
advise or skilled Paraplanners with Client Management experience wishing 
to progress into a dedicated Advisory role. 

Financial Advisor (Pensions Specialist) - London
To £80,000 + Bonus + Benefi ts

Applications should be sent to david.jones@brevere.com quoting Ref: MM/153346
www.brevere.com               0333 123 0808               enquiries@brevere.com
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transform the way people work over 
the next fi ve to 10 years.

That said, according to research 
undertaken by both Dell and Intel, 
there is still some way to go in 
how UK employees generally see 
technology in their workplaces. 
These studies found very few British 
employees view their companies 
as early adopters of innovative 
technology, with 36 per cent 
believing their home technology is 
more cutting edge than that in their 
workplace.

This may well have been the case 
traditionally in fi nancial services 
but is it all about to change with 
new disruptive technologies and 
robo advice? Will all business 
ultimately be transacted digitally 
or will customers still see in-person 
communication as critical to the 
advice process?

Interestingly on the work front, 
and in contrast to global trends, two-
thirds of UK employees prefer to talk 
to colleagues in person and 84 per 
cent say in-person communications 
are important as part of their work 
life. That is another debate for 
another day.
Lisa Winnard is HR and business 
services director at Sesame 
Bankhall Group

important Government funding for 
them, can be used to help upskill 
existing members of staff  as long as 
they are learning a new skill.

The advice fi rm will need to 
register for apprenticeship funding 
via www.gov.uk/guidance/manage-
apprenticeship-funds. If you have 
fewer than 50 employees, you 
can apply for the Government to 
pay 90 per cent of the cost of the 
training . It can be a great way to 
help existing staff  learn new skills, 
increase knowledge and build their 
confi dence.

There are both paraplanner and 
fi nancial advice apprenticeships. In 
order to make use of the funding you 
need to link up with an authorised 
training provider via https://
fi ndapprenticeshiptraining.sfa.bis.
gov.uk. 

Training providers now off er 
a range of products and tools to 
help you run a successful 
apprenticeship programme, so if 
you decide to go down this route, 
meet with a couple to see what they 
have to off er.
Jacqueline Lockie is deputy head 
of fi nancial planning at the 
Chartered Institute for 
Securities & Investment

T
he future world of 
work is defi nitely 
changing. With 
new innovations, 
technologies and ways 
of doing business, 
motivating employees 

is not just about what fi ts for today 
but about being able to anticipate 
future trends. Diverse generations 
mean that traditional career models 
could soon become extinct.

I am currently leading a project 
to relocate our employees to a 
new workplace. Making the move 
has become so much more than 
just transporting furniture to 
another offi  ce. It has provided an 
opportunity to step back and look 
at what our employees will need in 
their new environment in order to 
move into the future.

Technology, tools, fl exibility and 
thinking space were all key elements 
of what our people told us they 
needed. It made me think about 
how we needed to change - not only 
in terms of where our people work, 
as the remote versus offi  ce working 
debate rumbles on, but also in terms 
of what our people do at work.

As part of this theme of future 
work, we recently ran a leadership 
challenge for all our leaders, 

A 
lot of fi nancial 
planning fi rms are 
relatively small 
by way of number 
of employees. 
One of the 
challenges faced 

by a business owner is to ensure 
staff  are supported to develop and 
improve. Having an individual 
training plan for each employee can 
be helpful in focusing on agreed 
technical learning, as well as skills 
development.

There are lots of ways for staff  
to stay up to date and gain new 
knowledge through conferences, 
exams and associated training 
courses.

Seeking credible, online learning 
is also important. Bear in mind what 
Tim Berners-Lee recently wrote 
about the 25th anniversary of his 
invention of the worldwide web: 
that one of the biggest threats to this 
global, ever expanding platform is 
the large amount of misinformation 
included on sites.

It is worth thinking of your 
business structure when planning 
for future staff  development. For 
example, some fi rms set up their 
team of paraplanners linked to work 

including our rising stars and future 
managers. The challenge allowed us 
to get into the minds of our people 
and enabled us to obtain valuable 
feedback: thoughts and ideas about 
work, leadership and our business 
as a whole.

One interesting piece of analysis 
that emerged was that the thought 
patterns of our millennials were 
much more attuned to the future, 
pushing for new technologies, 
opportunities and diversifi cation, 
and looking at completely diff erent 
ways of doing business.

This was in comparison to our 
older counterparts, whose thought 
patterns involved improving what 
we did today by better cross working 
and communication. Of course, both 
sets of feedback are equally valid but 
looking through the diff erent lenses 
taught us just how varied the views 
and expectations of our future world 
of work are.

PwC researched 10,000 people in 
China, India, Germany, the UK and 
the US on the future of work and 
what it means for them. The study 
found 66 per cent of respondents see 
the future of work as a world full of 
possibility and believe they will be 
successful, while 53 per cent think 
technological breakthroughs will 

with specifi c clients; others link 
them to work alongside specifi c 
advisers. If an adviser streamlines 
their client bank, clients can fi nd 
themselves being looked after by 
another.

There are pros and cons of both 
set-ups. From a client point of view, 
they like the idea of one person to 
contact. 

In some cases it may be the planner 
that has the long-term relationship 
but in others the paraplanner will be 
the best contact.

Meanwhile, workfl ow issues 
can sometimes arise where 
paraplanners specialise in diff erent 
technical areas. 

This then means them helping 
other paraplanners build plans for 
other clients and can cause time 
management issues.

What is important is that there 
is some continuity of client 
relationship and overall monitoring 
of workfl ows to ensure all 
paraplanners feel well supported 
and able to use their skills to the best 
of their abilities.

When developing staff  training 
plans it is also worth considering the 
apprenticeship schemes. Remember 
that these schemes, and the all-

Commentary
THE CISI’S VIEW

JACQUELINE LOCKIE

Benefi ts of a 
training plan 

ADVISER’S VIEW 

LISA WINNARD

Looking to 
the future    
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Johnston Greer Ltd London Offi ce:

Blackwell House,Guildhall Yard

London EC2V 5AE

Edinburgh Offi ce:

Forth House, 28 Rutland Square

Edinburgh, EH1 2BW

Get in Touch:

Tel:0207 556 1180 or 0131 292 0777

Email:info@johnstongreer.co.uk

Tel: 0207 556 1180 or 0131 292 0777

www.johnstongreer.co.uk

Business Development Manager – SIPP 
North England and South East England     

£40,000 to £52,000 plus bonus and benefi ts

BDM required by this SIPP/SSAS specialist to enhance existing 

and cultivate new intermediary connections in 2 new territories. 

You will develop new business through networking, prospecting, 

recommendations and corporate events. You will be currently operating 

as a technician, client manager or BDM within the SIPP sector and be a 

team player and infl uencer with excellent pensions knowledge.

Contact: Chris Johnston on 0131 292 0778 or chris.johnston@johnstongreer.co.uk 

Financial Advisor – Niche Market
Leeds, Manchester, Birmingham, Cumbria and London   

£35,000 to £45,000 plus benefi ts and bonus (OTE £60,000 plus)

This National IFA fi rm provides fi nancial planning advice across Pensions, 

Investments and Protection and is now looking to expand the business. 

Dealing with leads generated by the company you will deal with business 

generated by seminars and existing clients plus referrals and networking. 

You will be an experienced Level 4 qualifi ed Advisor demonstrating 

excellent communication skills and good technical knowledge.

Contact: Calum Rutherford on 0131 292 0781 or calum.rutherford@johnstongreer.co.uk 

IFA – Professional Practice
Aberdeen, Dundee and Slough         

£45,000 to £55,000 plus bonus and benefi ts

IFAs required for 3 roles operating in a wealth management 

environment dealing with recurring income on an existing portfolio. 

You will deliver advice across the full spectrum of Financial Planning 

operating out of the local offi ce meeting most clients during normal 

business hours. You will be a qualifi ed Advisor with minimum Level 

4 qualifi cations and preferably with advancement towards Level 6.  

Contact: Calum Rutherford on 0131 292 0781 or calum.rutherford@johnstongreer.co.uk

IFA – Branch Based
Stoke, Birmingham and Ipswich           

£38,000 to £45,000 plus bonus and benefi ts (OTE £50,000 plus)

This major brand is well known across the UK and it continues to grow 

by revenue and Advisor numbers. You will operate as a branch based 

Financial Advisor providing advice across Investments, Pensions 

and Protection, working with the fi rm’s existing client bank, walk-

ins and branch leads. You will be Level 4 qualifi ed and you will have 

experience in providing holistic fi nancial planning.  

Contact: Chris Johnston on 0131 292 0778 or chris.johnston@johnstongreer.co.uk

 P PINSTRIPE PERSONNEL
  Recruitment ConsultantsPINSTRIPE 

PERSONNEL

P

PARAPLANNERS
Birmingham, Rugby, Kidderminster & Amersham Offices

£35,000 - £60,000 + Benefits (Dependent Upon Experience)

A large Wealth Management / Independent Financial Adviser has vacancies for experienced Paraplanners. 

The role is to support and advise the Wealth Managers, understanding the real needs of the customer 

and construct a variety of options and giving information on any associated risks and implications.

You are also to prepare fully compliant reports for the Adviser’s clients, supporting all recommendations made. 

Create and maintain a “Best Product” panel to be used in the recommendation process 

and be a supportive member of the client advising team.

You must have a minimum of 3 years Financial Services experience, have been or currently are a Paraplanner, 

be a minimum of Level 4, but preferably Diploma qualified.

In return you will benefit from a highly competitive package and work with an organisation values high quality advice.

For more information about these or any other of the opportunities that we have 
please call Colan or Douglas on 01721 729 023 

or email at colan@btinternet.com or douglas@pinstripe-personnel.co.uk
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Business Development Manager – SIPP 
North England and South East England     

£40,000 to £52,000 plus bonus and benefi ts

BDM required by this SIPP/SSAS specialist to enhance existing 

and cultivate new intermediary connections in 2 new territories. 

You will develop new business through networking, prospecting, 

recommendations and corporate events. You will be currently operating 

as a technician, client manager or BDM within the SIPP sector and be a 

team player and infl uencer with excellent pensions knowledge.

Contact: Chris Johnston on 0131 292 0778 or chris.johnston@johnstongreer.co.uk 

Financial Advisor – Niche Market
Leeds, Manchester, Birmingham, Cumbria and London   

£35,000 to £45,000 plus benefi ts and bonus (OTE £60,000 plus)

This National IFA fi rm provides fi nancial planning advice across Pensions, 

Investments and Protection and is now looking to expand the business. 

Dealing with leads generated by the company you will deal with business 

generated by seminars and existing clients plus referrals and networking. 

You will be an experienced Level 4 qualifi ed Advisor demonstrating 

excellent communication skills and good technical knowledge.

Contact: Calum Rutherford on 0131 292 0781 or calum.rutherford@johnstongreer.co.uk 

IFA – Professional Practice
Aberdeen, Dundee and Slough         

£45,000 to £55,000 plus bonus and benefi ts

IFAs required for 3 roles operating in a wealth management 

environment dealing with recurring income on an existing portfolio. 

You will deliver advice across the full spectrum of Financial Planning 

operating out of the local offi ce meeting most clients during normal 

business hours. You will be a qualifi ed Advisor with minimum Level 

4 qualifi cations and preferably with advancement towards Level 6.  

Contact: Calum Rutherford on 0131 292 0781 or calum.rutherford@johnstongreer.co.uk

IFA – Branch Based
Stoke, Birmingham and Ipswich           

£38,000 to £45,000 plus bonus and benefi ts (OTE £50,000 plus)

This major brand is well known across the UK and it continues to grow 

by revenue and Advisor numbers. You will operate as a branch based 

Financial Advisor providing advice across Investments, Pensions 

and Protection, working with the fi rm’s existing client bank, walk-

ins and branch leads. You will be Level 4 qualifi ed and you will have 

experience in providing holistic fi nancial planning.  

Contact: Chris Johnston on 0131 292 0778 or chris.johnston@johnstongreer.co.uk
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PARAPLANNERS
Birmingham, Rugby, Kidderminster & Amersham Offices

£35,000 - £60,000 + Benefits (Dependent Upon Experience)

A large Wealth Management / Independent Financial Adviser has vacancies for experienced Paraplanners. 

The role is to support and advise the Wealth Managers, understanding the real needs of the customer 

and construct a variety of options and giving information on any associated risks and implications.

You are also to prepare fully compliant reports for the Adviser’s clients, supporting all recommendations made. 

Create and maintain a “Best Product” panel to be used in the recommendation process 

and be a supportive member of the client advising team.

You must have a minimum of 3 years Financial Services experience, have been or currently are a Paraplanner, 

be a minimum of Level 4, but preferably Diploma qualified.

In return you will benefit from a highly competitive package and work with an organisation values high quality advice.

For more information about these or any other of the opportunities that we have 
please call Colan or Douglas on 01721 729 023 

or email at colan@btinternet.com or douglas@pinstripe-personnel.co.uk
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What was your first job within 
financial services? 
I worked in the securities 
department at Midshires Building 
Society, as it was then - now 
Birmingham Midshires. The role 
involved things like checking title 
deeds and registering endowment 
policies. It was my introduction to 
our industry and I got to work with 
some great people, some of whom 
are still good friends.

Describe your current role.  
I head up the intermediary sales 
team for Charles Stanley. This 
involves leading our team of seven  
intermediary sales managers, 
coordinating strategy within our 
distribution division and working 
with our partner groups. Also, I still 
have my own local IFA relationships 
across the Midlands. This helps me 
to keep close to what is happening in 
the market.

What is the biggest challenge in 
your current role?  
To establish Charles Stanley as 

a preferred choice within the 
intermediary market. We entered 
this market late compared with 
a number of our peers. But the 
progress we have made over the last 
four years shows this is achievable. 
It is going to be a challenge but with 
the team I have around me, it is one 
we can meet.

What is the highlight of your 
career to date?  
 I have only worked for a small 
number of companies in my career 
but each one has been enjoyable 
and each one has bought its own 
highlights. I’ve worked as an 
intermediary sales manager at 
Charles Stanley for over four years, 
so being asked to head the entire 
national team as we embark upon 
an ambitious growth programme 
was a particular highlight. I’ve 
always been passionate about 
the relationships I’ve built with 
intermediaries as a trusted 
counterpart and this is something I 
am keen to ensure we maintain with 
each and every one of our partner 
groups and advisers.

What is your career ambition?
To continue to build a compelling 
Charles Stanley proposition 
that works for intermediaries 
and helps to navigate today’s 
challenging environment. My job  - 
and that of my team - is to spread 
the word.

What advice would you give to 
someone starting out in the 

industry?
In our industry or any other, 

fi nd something you enjoy 
and that you are good at. Get 
the help of smart people 
around you and never be 
afraid to ask the questions 
we all shy away from 
occasionally.
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The Chartered Institute for Securities & Investment 
has promoted James Stockdale to global director 
of learning. Stockdale was previously CISI’s assistant 
director, qualifications and is experienced in the 
design, implementation, and management of 
a range of qualifications, having  spent 13 years at 
OCR examinations board. At OCR he worked with the 
qualification regulators, including Ofqual, to ensure 
the qualifications and their assessments were robust 
and met the regulatory criteria. He then joined 
Skillsmart Retail, the sector skills council for the 
retail sector, followed by a role at the Institute of 
Motor Industry, where he was responsible for 
the national occupational standards and   
apprenticeship frameworks.

Specialist and buy-to-let lender Fleet Mortgages 
has a new business development manager to look 
aft er its adviser and intermediary relationships in the 
south east. Paul Flude, who most recently worked as 
a self-employed mortgage adviser, has experience in 
estate agency and worked as a finance broker before 
becoming a business development manager with 
CHL Mortgages.

YFM Equity Partners has hired James Savage as 
portfolio director. Savage has 12 years’ industry 
experience and joins from Barclays’ Principal 
Investments team, formery Barclays Ventures, 
where he was vice-president. At YFM he will focus 
on actively managing YFM’s growth and buyout 
investments as part of the portfolio team led by 
David Bell.

Cirencester Friendly has appointed David 
Macgregor as its new commercial director. 
Macgregor has over 30 years’ financial services 
experience, with particular expertise working within 
friendly societies specialising in income protection. 
He has been working as a sales & marketing 
consultant to Cirencester Friendly since January 2015 
and was a member of the executive board of
the Association of Friendly Societies, now the AFM.

Succession Group has announced a number of new appointments among 
senior staff . James Stevenson has been appointed managing director, and 
Sanjay Shah will become managing director of Succession Advisory Services. 
Stevenson joined Succession in 2015 as group operating director, while Shah 
started working with Succession Advisory Services in 2010 and sold his 
advice firm to the group in 2014. Other appointments include Mark Stokes 
as group proposition and marketing director, Simon Charles as group HR 
director, Hazel Hodge as Succession Advisory Services membership director, 
Helen Blackmore as HR head, and Karen King as group head of learning and 
development.

Workplace pensions provider Now: Pensions has appointed John Rowland as 
non-executive director to its commercial board, replacing Bo Foged. Rowland, 
who recently retired from full-time employment aft er 30 years in financial 
services,  started his career in the UK Civil Service before moving to Australia 
to join National Mutual Fund Management. He then spent five years as chief 
information off icer at Axa Investment Managers, before moving to Invesco, 
where he held a range of positions including, European chief operating off icer 
and global head of investment operations.

Sanlam UK’s wealth division has made three new hires, including Neptune’s 
former head of distribution Charlie Parker. Parker, who joins in November, 
will work closely with Sanlam Wealth chief executive John White to help grow 
the business. Paula Eddery has joined as portfolio manager in the London 
team and regional manager for the South-east. She was previously head of 
investments at Thomas Miller and has also been chief investment off icer at 
Broadstone. Katrina Usher joins Sanlam’s management team of financial 
planning and has previously worked for A J Gallgaher and Baker Tilly.

Former LV= pensions head Ray Chinn has joined Nest as head of retirement 
options. Chinn left  LV= in March aft er 10 years with the firm. Prior to that, he 
was a product development manager at GE Life.

People on the move
Steve 
Hill 
Charles Stanley head of intermediary sales on 
keeping close to what is happening in the adviser 
market and building relationships   

MY BEAUTIFUL CAREER

Get the help of smart 
people around you 
and never be afraid 
to ask the questions 
we all shy away 
from occasionally
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Qualifi cations in the real world 
Would a mixture of both exam and coursework be a better test of an adviser’s knowledge?   

Instead, it provides assessment 
over a number of months. While 
examination bodies like the CII 
come down very hard on plagiarism, 
there is a diff erence between that 
where a candidate does little or 
no work themselves and increasing 
their knowledge and understanding 
through discussion with peers.

Perhaps a mixture of both exam 
and coursework would be the ideal 
scenario to ensure a better fi t with 
applying knowledge in the real 
world.

Beyond qualifi cations, learning 
from experienced colleagues 
and via continuing professional 
development is also essential for 
applying what has been learnt to the 
day job. 

Exams satisfy many important 
training and development needs but 
learning should not end there.

Companies that take an active role 
in developing their staff  beyond 

sitting exams and ticking CPD boxes 
will benefi t, as will their clients. 
Staff  will feel well trained, looked 
after and confi dent, and will fi nd 
their job more rewarding. As such, 
they will perform better and be more 
productive.

This does not have to involve a 
large training and development 
budget.  Simply allowing staff  the 
time to take part in and contribute to 
relevant professional groups both in 
person and online will allow them to 
develop their career.

Most individuals will not stay 
working for the same company for 
years on end but it is important they 
are assisted in building their own 
professional network and support 
groups.

Another idea would be to 
encourage mentors in the 
workplace, as this can provide 
focus for learning and inspire 
staff  to move forward. Having a 

I 
often hear from customers 
who are unhappy about 
having to learn material for 
an exam that they never 
expect to use in their day job. 
From memorising formulae 
to being able to recall every 

fact possible about the regulation 
of fi nancial services; it is no wonder 
candidates get frustrated.

Studying for fi nancial services 
exams provides a solid technical 
grounding and there are many 
arguments for sitting them. 

But when it comes to the the life 
of an adviser, many fi nd the 
knowledge gained is never used 
or, when it is required, is easier just 
looked up.

Are exams meant to be a test of 
your knowledge and understanding 
or a test of your memory? Is 
memorising specifi c information 
really necessary? In short, is too 
much focus placed on passing exams 
and not enough on the real world?

There has been a small move 
towards coursework-based 
qualifi cations but this does not 
seem to be gaining much traction. 
One reason could be that it simply 
costs a lot more for examiners to 
mark coursework than it does for 
computers to mark multiple choice 
questions.

However, it could be argued 
that coursework is a fairer and 
more accurate way to achieve a 
qualifi cation. It does not rely on 
your performance for a few hours on 
a given day nor test your capacity to 
memorise facts. 

mentor in a position that someone 
would like to attain one day can 
be extremely benefi cial. They can 
introduce people they can learn 
further from and may be aware of job 
opportunities that would otherwise 
be unknown. 

A mentor can help people see 
things from a diff erent perspective 
and broaden horizons.

Qualifi cations have their place 
and perhaps some will incorporate 
more coursework in the future. 
Regardless, there is a lot that can be 
done to develop staff  in terms of real 
world knowledge and apply what 
has been learnt via exams to the 
day job.

It might not be as straightforward 
as handing someone a study text and 
telling them to sit an exam but staff  
more qualifi ed in the real world will 
be an asset to any company.
Catriona Standingford is managing 
director at Brand Financial Training

CATRIONA 
STANDINGFORD 
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I
t’s not just business owners 
that will be used to hearing 
the word ‘strategy’ being 
banded around in many 
diff erent guises. The term 
‘talent strategy’ I’m sure now 
is not uncommon to many 

of you. As the wealth management 
sector continues to grow in the UK 
the ability to attract the best talent 
in the market is a question that is 
getting increasing attention. 

What is a Talent Strategy? 

A talent strategy is more than just 
recruitment planning. A talent 
strategy is intrinsically linked to a 
fi rm’s growth strategy and in fact 
should be a by-product of where the 
fi rm is going. As with any strategy 
it should be layered and have short, 
medium and long term targets 
broken ideally into quarter or half 
years. As with many strategies there 
is an argument that they should not 
be longer than 3 years and be open to 
constant adjustment. After all, can 
any 5-year strategy truly be applied 
in such a constantly changing and 
uncertain economic, political and 
regulatory environment? 

How to create a Talent Strategy? 

1. Take a look at yourself
The fi rst place you should be 
looking is in-house. After all, in 
our market the fi rst place to look at 
for further advancement is often 
existing clients. The question ‘Are 
we making enough of what we 
already have?’ is key. This applies in 
exactly the same manner with the 
talent strategy. 

What are the strengths of our current 
workforce?  There are things that 
you and your workforce are good at. 
Identify this, and create a strategy 
that works to these strengths. 
Employees like doing what they 
are good at and are comfortable 
with. If your strategy utilises these 
strengths, you will tend to see a 
positive impact on the bottom line

What areas do we need to improve 
on?  There will always be something 
to improve on. Honesty and a 
strong hard look at where you are 
lacking is key. You then need to ask 
yourself how business integral it 
is that you improve on these areas 
and what impact this will have on 
your bottom line. Improving in 
areas is going to cost you money. 
Either in recruitment costs, new 
staff  costs or salaries, internal or 

external training. You need to ask 
yourself what sort of return you are 
going to get for this investment and 
how quickly before deciding how 
active you are in improving your 
workforce. 

Are there any specialities that we 
are currently missing?  In the last 
10 years, fi rms have diversifi ed to 
become one stop shops for clients 
and all of their fi nancial needs. 
These specialities can be quite 
obvious; as in ‘Do we have enough 
chartered advisers?’ Or they can be 
more advanced and very specialist; 
‘Do we need a specialist will writer?’ 
Again, addressing these would 
require investment so the question 
of ROI and timescale is key. The two 
options again are to train existing 
staff  members or recruit new staff .

Would my workforce pass a market 
stress test?  The market is in an 
uncertain state, with a hard Brexit 
impact not truly known to us and 
with many possible outcomes stress 
testing your staff  is key. If we have a 
downturn due to a hard Brexit and 
there is a slowdown in the growth 
of wealth, slowdown in fi nancial 
markets etc. which ultimately 
creates a decrease in new clients or 
revenues, who in your business can 
cope with this? If too many of your 
staff  are reliant on your support or 
leads, then what happens to them 
in a down turn? Whilst this should 
not be a huge focus of your strategy 
putting this right now is key.

Can we accommodate the growth 
expectations of the current 
workforce?  To keep your best 
performing employees happy, you 
need to have a full understanding of 
their expectations and aspirations. 
You can’t always keep everyone 
happy but it is key that you attempt 
to ensure staff  know they are valued 
and that you can accommodate 
their aspirations. If you cannot 
accommodate their aspirations, 
then why not? And if you can’t what 
would be the cost to your business 
of losing them? How much would 
they cost to replace and what 
business would walk out of the door 
with them? Have a plan laid out with 
headcount, growth, promotions 
and fi t your best people into it. 

2. Create your own
The UK wealth management 
market is talent short with current 
demand. Let’s say that the market 
continues to grow despite what 

would hopefully be medium term 
drawbacks such as Brexit. This 
means there will continue to be a 
lack of talent available to fi rms. The 
long term answer to this is to build 
your own staff  through internal 
training schemes, graduate/school 
leaver schemes and study support. 
This is a cost to the business of 
course but again you need to weigh 
up the long term cost of not having 
such talent in the business. We also 
see a higher level of commitment 
and loyalty from staff  that have 
received support from their 
employer. 

3. Bring in the best
External recruitment is the easiest 
way to bring in ready-made 
additions to your workforce. The 
main advantage of this is that the 
return on investment is usually 
strong and usually quick. The only 
disadvantage is that it is sometimes 
costly and can carry a degree of 
risk. The cost side can be addressed 
by securing favourable terms with 
the right supplier. Be warned, 
favourable terms do not mean low 
terms. Why would a recruitment 
fi rm introduce someone to you for 
a £6,000 fee when another fi rm 
is paying £9,000? It’s a two-way 
relationship, good recruitment 
fi rms are not after the biggest fee, 
it is about the right career move 
for their candidate and the right 
candidate for their clients. That said 
anyone wants to feel valued for their 
service. Align your fi rm with the 
right recruiters for you; specialism, 
track record or simply who you 
like. Have a mutually benefi cial 
relationship, know your suppliers 
and make sure they know you. You 
will quickly see the right people 
coming into your business. 

What do you need to do now? 

A structured talent strategy will 
assist you in growing your fi rm or 
at least accommodating the growth 
aspirations of your employees. 
At Financial Divisions whilst 
supplying the right staff  for the right 
fi rms is our day to day role, our long 
term goal is to see our clients grow 
with us. 

To discuss your ‘Talent Strategy’ 
requirements or should you wish 
to discuss things further please 
contact the team at
Financial Divisions on 0207 397 
5544 or email markfl annery@
fi nancialdivisions.co.uk

The Rise of the Talent Strategy 

MARK FLANNERY
Manager  - Wealth 
Management & Financial 
Advisory

Financial Divisions
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