
Adding 
value and 
reducing 
risk 

At Cazenove Capital, we believe that a good 
discretionary fund manager (DFM) should 
add value and reduce risk across an adviser’s 
business. We also believe that there is more 
to managing this risk than just focusing on 
investment. As nine out of ten advisers now 
outsource some or all of their investment 
management there is a significant level of risk ▼

We spend our lives 
managing risk, from the 
moment we get up in 
the morning and drive 

to work, to pulling out at the busy 
junction on your way home from 
work. Risk consideration in your 
business affects you and your 
clients today and in the future. 
Kim Nelson, Regional Business 
Development Manager, discusses



involved in the due diligence and outsourcing 
processes. Get it right and you streamline your 
investment process, develop stronger relationships 
with your providers, deliver appropriate solutions 
for all of your clients and provide more time for 
your core role; financial planning. 

Get it wrong and your business could possibly 
be subject to administration problems, back office 
delays, poor performance, a lack of adequate 
investment literature for proposals and reviews, 
and loss of clients. 

My role as a Business Development Manager 
is simply to make it easier for advisers to work 
with Cazenove Capital. We tend to take a different 
approach to other DFMs. Developing our business 
is about helping to develop your business and 
working in partnership with you. By getting to 
know your business, we can provide investment 
solutions that fit your clients and your business 
needs, thereby adding value and reducing risk 
across the firm.

We can support an adviser’s business at various 
levels, whether by providing detailed information 
in terms of due diligence, suitability paragraphs 
or supporting them as they build out their Central 
Investment Proposition. 

Some of the biggest decisions that advisers make 
include choosing the right platforms, the right 
‘wrapper’ providers, and the right investment 
partners. All of these are major long-term decisions 
which can enhance and support your business or 
cause continual headaches and problems. 

We are often asked which clients would be 
suitable for our DFM service. For those who are 
new to investing, having a dedicated portfolio 
manager to look after their investments can 
provide a great deal of comfort and peace of mind. 

They also benefit from the creation of a bespoke 
portfolio that can then evolve with their changing 
circumstances. 

“ We can support an 
adviser’s business  
at various levels” 

CASE STUDY: PROVIDING 
A FULL RANGE OF 
SOLUTIONS

We have an Adviser Partner in the North 
of Scotland, who has made Cazenove 
Capital an integral part of their Central 
Investment Process. Whilst they use 
our bespoke discretionary management 
for their higher net worth and more 
complicated cases, for the most part they 
utilise our Model Portfolio Service (MPS). 
Our range of risk-rated and risk-targeted 
models available on platform has helped 
them with a problem that we often come 
across when we are talking to advisers. 

The advisers had a large number (circa 
£12 million) of assets across 150 clients that 
were spread over a multitude of platforms, 
funds and products, as they had previously 
built their own portfolios. By using the MPS 
investment solutions they could ensure 
that their clients had actively managed 
portfolios with the cash element monitored 
and maintained that could also be used as a 
strategy for those clients in drawdown. The 
whole process for setting up the solution 
took nine months but they are now able  
to do reviews for clients more quickly  
and efficiently. They are also being paid 
across all their clients and, importantly,  
they have more time to spend with those 
clients that require more in-depth planning 
and advice. 



CASE STUDY: SEEING THE BIGGER PICTURE

An adviser contacted us recently for a proposal 
for a £600,000 pension transfer. As we started to 
put this together, we asked the adviser about the 
client and their circumstances in order to tailor 
the portfolio to their financial objectives. We 
discovered that the client already had a personal 
pension in a ‘Lifestyle’ fund of around £600,000. 
He and his wife had ISA portfolios of £400,000 
and £200,000 respectively, and he had £150,000 
in equities that he had been managing himself by 
getting tips from colleagues  
and investment magazines.

On further discussions with the adviser, we put 
together a proposal that would consolidate all 
of the client’s assets with Cazenove Capital. For 
some clients, this may not be appropriate, but he 
wished to reduce the overall paperwork and have 
someone looking after all of his and his family’s 
money. We put together an aggregate portfolio 
with the pension transfer assets being managed 
with a higher risk level, as the client felt he would 
never need this money and it was for his children. 

The ISAs and personal pension were managed 
in a lower-risk banding, as he would use them 
to provide a top-up to his own personal pension. 
While there were significant capital gains on his 
own managed equities, he wanted these to  
be managed and used to fund ISA portfolios for 
his children, which had different risk. 

The benefits for the client were simpler 
paperwork, one contact point and an investment 
manager looking after all  
of his assets with an understanding  
of his whole family situation. With  
only one manager, the client benefited from 
our reduced tier rate and so the overall cost of 
managing the assets came down significantly.

For the adviser, the benefits were 
that they will now be providing advice 
and planning around the entire 
£2 million rather than £500,000. In addition, 
they have only one provider to analyse and 
arrange meetings with, one point of contact and, 
of course, just one set of paperwork.


