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RESULTS

AWARDS 2017 The winners

The Wealth Adviser Awards 2017 
were determined by the votes of 
Wealth Adviser’s readers, who 
include wealth managers, IFAs, fund 
managers, family offices, law firms, 
accounting firms and other industry 
professionals. 

The winners of the Wealth Adviser 
Awards 2017 are:

Best Domestic Clients Team
WHIreland Wealth Management

Best International Clients Team
Quilter Cheviot Investment 
Management

Best HNW Team
Bordier UK

Best UHNW Team (including 
Private Investment Offices)
Saranac Partners

Best Wealth Planning Team
Maitland

Best Boutique Wealth Manager
Tatton Investment Management

Best Private Client Investment 
Manager
St. James’s Place

Best Investment Product 
Provider
Tatton Investment Management

Best Wealth Manager – 
Charities
Quilter Cheviot Investment 
Management

Best Wealth Manager – 
Balanced Portfolio
Quilter Cheviot Investment 
Management

Best Wealth Manager – 
Cautious Portfolio
Bordier UK

Best Investment Manager – 
Growth Portfolios
Avignon Capital

Best Wealth Manager –Income 
Portfolios
Lombard Odier

Best Wealth Manager – 
Alternative Investments
Signia Wealth

Best Multi-Family Office
Maitland

Best Brand Launch
Citywide Financial Partners

Best Law Firm – Family
Boodle Hatfield LLP 

Best Law Firm – Tax & Trust
Withersworldwide

Best Private Client Legal Team
Maurice Turnor Gardner

Best Tax & Accountancy Team
Moore Stephens LLP

Best Property Adviser
Black Brick Property Solutions LLP

Best Technology Provider – 
Front Office
Wealth Dynamix

Best Technology Provider – 
Transaction Processing
Third Financial

Best Global Custodian
Northern Trust

Best Trust Team
RBC Wealth Management
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sector, with PwC writing that this sector is 
slow to innovate and adapt.

“Technology is a disruptive force and I 
am amazed by how low the sector’s survey 
responses are around digital and cyber 
security. This industry is not thinking as 
agilely around technology and disruption as 
it should. How do customers interact with 
these firms and how will they want to in the 
future?” says Barry Benjamin, PwC’s Global 
Asset & Wealth Management Leader.

Putting this aside, and on a cheerier note, 
the survey finds that 92 per cent of AWM 
CEOs are confident or very confident about 
2017 revenue growth. And this chimes with 
the views of some of our winners in the 2017 
awards, interviewed in these pages. 

Wealth is almost not the problem 
in many cases as the baby boomer 
generation has had the benefit of house 
price inflation, inheritance and DB pension 
plans, as pointed out by St. James’s Place’s 
Iain Rayner. 

The problem is that wealth is needed for 
future care as we live longer and the cost of 
care gets greater. 

It’s been another interesting year for those 
in the wealth management sector. And not 
interesting as in the ancient Chinese curse, 
but as in a gentle year of evolution for 
the industry which brings with it new and 
exciting developments.

The annual PwC Asset & Wealth 
Management Report this year – their 20th 
– found that 65 per cent of Asset & Wealth 
Management (AWM) CEOs believed that 
technology is significantly reshaping or 
significantly impacting competition within 
the sector. This has to be laid at the 
door of the robo-advisers, whose use of 
technology to take out much of the routine 
of simple portfolio management has had a 
huge impact on the industry, leading to a 
rise in model portfolio use and increased 
employment of the ubiquitous ETF.

Even those firms who have a very 
traditional offering for high net worth 
investors are re-examining how technology 
can help with their businesses. 

And of course, in a particularly timely 
comment, there is growing concern about 
cyber security within the wealth management 

Celebrating the best in 
wealth management

By Beverly Chandler

OVERV I EW
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A recent study from international advisory 
and accountancy firm Mazars, conducted 
by OnePoll, found that the millennials (those 
born between 1982 and 2000) will need a 
GBP1 million pension pot to fully retire.

The survey found that around a third of 
millennials believe they are facing a future 
where they will never have the opportunity to 
give up work completely. 

It also suggests young adults’ views of 
finance in later life put far less emphasis 
on saving and much greater emphasis on 
continuing to earn a living than any other 
age group. 

The expectation of working in retirement 
is 50 per cent higher among 18-24 year olds 
than those who are nearing, or already in, 

retirement, which means up to four million 
over 65s in the workplace by 2056.

The UK currently has 1.2 million ‘working 
retired’; adults employed over the age of 65, 
which is approximately one in 10. Using the 
government’s own population estimates, the 
number of over 65s is set to rise by almost a 
half to 18 million by 2039. Based on a similar 
rate of ‘working retired’, there would be 1.8 
million over 65s in the workforce in the next 
20 years.

And of course, there are the health 
statistics, which find that improvements in 
healthcare mean life expectancy in the UK 
has never been higher and consequently the 
number of years in retirement that have to 
be financially supported is at its highest too.  12

OVERV I EW
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WHIRELAND WEALTH MANAGEMENT

WHIreland Wealth 
Management

Best Domestic Clients Team
The long-established financial services firm, 
WHIreland, has undergone significant change 
over the past four years since Richard 
Killingbeck became CEO, transforming a 
hugely diversified stockbroking firm into 
one which today, is a highly-focused wealth 
management business. 

The firm, which is headquartered in the 
City of London, has a regional presence 
across the UK and internationally in the Isle 
of Man and has c.GBP3 billion of assets 
under management or influence. 

WHIreland Wealth Management offers 
bespoke discretionary and advisory 
investment management services to a 
diverse range of clients including individuals, 
corporates, trustees and large institutions. In 
2016, the firm’s international division, based 
in the Isle of Man was appointed after a 
lengthy and rigorous tender process, to 
manage two large investment mandates for 
the Isle of Man Government. 

“We are a long-established business and we 
are proud to have long-standing relationships 
with a large number of our clients. We place 
great emphasis of placing our clients’ needs 
at the centre of everything we do and when 
you are operating in a crowded marketplace, 
this emphasis is extremely important,” 
says Killingbeck. “This is an exciting time 
in our strategic development as we look to 
accelerate our growth and to become one of 
the UK’s leading financial services groups. 
Our wealth management teams across the 
business are highly experienced and focused 
on providing a wealth management service 
where performance is at the core of what we 
do. Widening our distribution channels and 
forming strategic partnerships will be key over 
the next year or so. 

 “Our wealth management teams work 
to ensure structure and discipline to what 
they do and they have excellent client 
relationships. The role of an investment 
manager is not an easy skill set; analysing 

and managing risk and returns with the 
ability to build and maintain strong client 
relationships that can last decades.”

While WHIreland doesn’t provide private 
banking services, Killingbeck states that 
the firm is better placed on providing a 
‘holistic wealth management/ service which 
is focused around wealth planning and 
investment services.

“Our holistic wealth management service 
is focused on offering clients clear, simple, 
tailored advice designed to grow, protect and 
preserve wealth. Many people believe that 
financial advice is the preserve of the wealth; 
however, everyone can benefit from it as it 
is such a complex area. Our independent 
wealth planning service provides unrestricted 
and unbiased advice on investment, trust, 
tax and insurance solutions to ensure clients’ 
financial goals can be achieved.” 

Killingbeck comments that it is early days 
for robo-advice firms. “They may fill a void to 
a degree however the robo-adviser business 
model in the UK has still to be fully proven,” 
he says. “There are investment solutions for all 
and robo-advice is useful for investors wishing 
to establish a small investment account such 
as an ISA, however, typically, investors with 
in excess of GBP250,000 will benefit from a 
discretionary managed investment service 
like ours with regular face-to-face meetings to 
discuss investment strategy and returns whilst 
keeping the client’s portfolio aligned with their 
financial goals.”

Killingbeck observes that overall, the 
wealth management sector in the UK 
continues to grow. “We are seeing continuing 
growth in wealth generation in the UK,” 
he says. “There is increasing pressure 
on fees and charges due to the rise of 
the robo-adviser, however I believe that it 
remains important that we are open and 
transparent about our fees so clients can 
fully understand the depth of service they 
are receiving from a wealth manager.” n

Richard Killingbeck, CEO 
at WHIreland Wealth 
Management
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QU ILTER  CHEV IOT  INVESTMENT  MANAGEMENT

Quilter Cheviot Investment 
Management

Best International Clients Team, Best Wealth Manager – Charities 
& Best Wealth Manager – Balanced Portfolio

Claudia Quiroz is Executive Director for 
Sustainable Investing at Quilter Cheviot, 
and is the Lead Fund Manager of Quilter 
Cheviot’s award winning sustainable 
investment strategy, the Climate Assets 
Fund. Quiroz explains that the robust 
investment process is one of the firm’s key 
strengths, which is underpinned by Quilter 
Cheviot’s strong research expertise. The 
sustainable strategy has a dedicated team of 
four, while Quilter Cheviot has a team of 10 
research analysts who also work closely with 
the sustainable team. 

“We invest in the growth markets of 
sustainability, delivering lower volatility of 
returns to our clients, drawn from a range 
of different asset classes, including global 
equities, bonds and alternative investments,” 
Quiroz says. The strategy has GBP200 million 
in assets, with GBP50 million securitised in 
the Climate Assets Fund. 

“We like to think about sustainable rather 
than ethical,” Quiroz explains. “Normally the 
traditional ethical investor focuses on sectors 
of the economies to avoid such as tobacco 
or gambling while others look for positive 
themes such as energy efficiency or access 
to medicine in the developing world. 

“We aim to identify companies that provide 
solutions to the economic and environmental 
challenges of urbanisation, notably serving a 
growing population with finite resources. 

“We identify companies offering solutions 
such as water infrastructure, recycling 
packaging, organic or sustainable food and 
technologies to improve agriculture practices, 
products and services providing solutions for 
a more efficient economy.” 

Quiroz has observed that clients 
increasingly prefer sustainable investments. 
“That’s why we developed this particular 
strategy,” she says. “As a firm, we have over 
GBP21 billion under management so while 
GBP200 million is a small part of our total 

assets under management, we developed this 
investment strategy because of increasing 
appetite from our clients and charities to look 
at the world in a different way; moving away 
from the traditional sectors of the economy 
like fossil fuels, gambling or tobacco.”

Quiroz finds that investors mistakenly think 
they will be penalised in terms of returns if 
they invest sustainably. “But that is not the 
case,” she says. “We have been consistently 
first quartile within the balanced sector 
peer group and have demonstrated that the 
strategy works.”

From launch in March 2010 to the end of 
March 2017, the strategy has seen a return of 
89.9 per cent, against a peer group average 
of 66.6 per cent and a FTSE UK Private 
Investor Balanced return of 83.8 per cent.

There are five investment themes in the 
portfolio: low carbon energy, food, health, 
resources and water. “We tend to focus on 
mid to large cap companies, not smaller 
companies but those that are established 
businesses with leading market positions in 
the markets in which they operate,” Quiroz 
says. “We are also currently favouring 
Europe and the US over the UK.

“This is very similar to how we invest 
throughout Quilter Cheviot. We use the same 
investment process and these are the key 
characteristics of the type of investors we 
are. We have a culture that puts the client 
first and we try to cater for both our clients’ 
financial and non-financial needs. We have 
a robust and repeatable investment process 
based on a double tiered approach driven by 
the Chief Investment Officer and the allocation 
committee which determines our asset 
allocation, while the bottom up, stockpicking, 
is driven by our sustainable investing team, 
tapping into the wider research team. This 
investment process takes advantage of our 
understanding of the sustainability themes 
and our research expertise.” n

Claudia Quiroz, Executive 
Director for Sustainable 
Investing at Quilter Cheviot
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MAITLAND

Maitland
Best Wealth Planning Team  
& Best Multi-Family Office

Herman Troskie, Managing 
Director, Private Clients at 
Maitland

Herman Troskie is Managing Director, 
Private Clients at Maitland. The firm won 
both Best Multi-Family Office and Best 
Wealth Planning Team at the Wealth Adviser 
Awards this year.

Maitland at a global level is an advisory 
and administration firm supporting family 
offices, corporates, institutions and private 
clients. The firm was founded in 1976 in 
Luxembourg and is still privately owned 
and fully independent. It has 17 offices in 13 
countries, 1,400 employees and assets under 
administration of USD280 billion.

The two awards refer to the private client 
side of the business that operates from 
seven jurisdictions.

“For the private client business our 
teams work across borders and practice 
areas to offer a seamless service whether 
legal, fiduciary or investment services,” 
Troskie says.

“At the core of our private client offering is 
an understanding that clients want solutions 
from a trusted adviser who sits on their side 
of the table and adds value to all aspects of 
their financial well-being.

“Our clients are internationally mobile and 
for them we embrace complexity and deliver 
simplicity.”

Clients with cross border and multiple 
generation issues often have a web of 
complexity around their affairs, Troskie 
says. Typical clients are family offices, high 
net worth individuals, philanthropists and 
entrepreneurs.

“We will have a senior adviser who is 
appointed to take the time to get to know the 
client and their unique circumstances and 
requirements,” he explains.

And then there is a team of specialists 
from each of those service streams in each 
jurisdiction who supports the senior adviser, 
so that the senior advisor provides a single 

interface between the client and the rest of 
the Maitland team.

“The client has the comfort of one person 
who has a ‘helicopter view’ of the client’s 
affairs,” Troskie says. “The integration of the 
various services is crucial.”

To avoid a conflict of interest in their 
fiduciary role, Maitland sits alongside the 
trustees and ensures that the investment 
plan is defined at the outset.

“We start with the process of drafting a 
comprehensive investment policy statement 
setting out the objectives and tolerances 
of the family and then we sit alongside the 
family and operate as an outsourced CIO.”

As portfolios grow and become more 
diversified, maybe with multiple custodians, 
Maitland offers a consolidated global asset 
reporting service which gives a single 
view of the family’s assets, both public 
and private.

“Our investment management services 
remove the day to day hassle for trustees 
monitoring the portfolio,” Troskie explains.

The firm offers two portfolio options, one 
fully passive solution using ETFs and index 
funds, and an active solution, which deploys 
capital into actively managed funds where 
they believe there is a strong probability of 
future outperformance.

Troskie says: “We place great emphasis 
on getting the entire investment ecosystem 
in place and working well with those 
custodian and brokerage providers who we 
have found to be efficient and cost effective.

“Our active portfolio carries a core passive 
exposure and we only introduce active 
managers where we think the prospect of 
future outperformance is strong and worth 
the fees. We try to avoid frequent changes 
to our manager allocations but will eliminate 
managers if we think the probability of future 
outperformance is not in our clients’ favour.” n
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The Mazars survey finds that life 
expectancy at age 65 has increased 
markedly. “We now expect those hitting 65 
in 2040 to live another 24 years on average, 
almost double what it was in 1981. However, 
the ability to actually work all these years is 
another matter. 

“The number of people living with three or 
more long-term health conditions is expected 
to reach 2.8 million by 2018. This is a 50 
per cent increase in just 10 years. The over 
60s are most likely to suffer from a long-
term condition, with 58 per cent suffering 
compared to 14 per cent of under 40s. 

“Data from across Europe suggests that 
even before reaching retirement age, most of 
us are likely to suffer from a condition that 

limits our activities in some way. On average, 
by the age of 62 for men and 60 for women, 
our ability to conduct our lives as before will 
be limited by health issues.”

The result is that the need for sound 
financial planning has never been stronger 
and, again, here we can congratulate the 
winners of our awards who demonstrate the 
skills needed.

And the demand is driving corporate 
change. Many firms in this sector are 
planning some sort of corporate activity to 
drive profitability and to deal with all the 
work coming across their desks.

The PwC report found that 52 per cent of 
the sector’s CEOs are looking to strategic 
alliances or joint ventures, while 41 per cent 

5 
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Tatton Investment 
Management

Best Investment Product Provider
Lothar Mentel, CEO and CIO of Tatton 
Investment Management, reports that 
2016/2017 was an excellent year for the firm.

“We succeeded in maintaining our strong 
rate of growth of our platform focused DFM 
service of GBP1 billion per annum. We also 
launched a new platform service, the Tatton 
AIM Inheritance Tax Portfolio,” he says.

This latest service addition comes under 
the title of Tatton Onshore Tax Strategies, 
and is aimed at UK clients whose platform 
based investments in ISAs and general 
accounts have grown beyond IHT thresholds.

The firm now manages GBP4 billion on 
behalf of 25,400 clients, whose individual 
client relationships are managed by 260 
independent financial adviser firms. This 
allows Tatton’s team of 20 staff to run 26 
different portfolio types across nine different 
UK adviser platforms.

Mentel believes that Tatton’s platform only, 
price challenger approach is a large part 
of what has made it very successful. “We 
have been identified as an industry disrupter, 
offering our platform only discretionary 
management service for segregated, fund 
based portfolios for just 0.15 per cent, 
including VAT, while offering the same if 
not more service to the IFA and ongoing 
investment comment to their clients.”

The new AIM portfolio service targets 
the same cost sensitive adviser and 
client audience by utilising the platforms’ 
transaction cost and convenience advantage 
with a more widely diversified portfolio 
of 40-50 stocks, but without any upfront 
establishment charges. “The annual charge 
of 1.25 per cent, is low compared with the 
industry which normally charges 1.5 per 
cent plus establishment and substantial 
transaction charges.”

 The other advantage Tatton has, Mentel 
believes, is that client ownership is entirely 
unambiguous with the firm being authorised 
for investment management, but not client 

advice. Tatton’s low charge business model 
was made possible through the combination 
of no fixed costs for back office or client 
relationship managers and its scale.

“We are not an integrated wealth 
management service,” he says. “We are 
just an investment manager – they are not 
worried that the clients are theirs today and 
ours tomorrow.”

Tatton’s portfolios across different risk 
profile bands returned between 10 and 20 
per cent last year, managing, as Mentel puts 
it, to avoid all the little timing pitfalls the year 
had to offer. 

The AIM product takes advantage of the 
fact that ISAs invested in qualifying AIM 
stocks are not subject to IHT after two years.

“This is quite popular with elderly investors,” 
Mentel says. “We observed that quite middle 
of the road clients fall into the IHT bracket 
because investment returns of their PEPs 
and ISAs have over the past three decades 
led to substantial size portfolio values. This 
is a very straight forward way to manage an 
IHT exposure. As a portfolio of UK stocks, it’s 
utterly transparent and easy to understand, 
particularly when compared to some of the 
complex structures the industry offers.”

The Tatton AIM portfolio service is 
currently available on Nucleus, the adviser 
wrap platform. Mentel’s familiarity with IHT 
solutions and AIM portfolio management 
goes back to his previous role as CIO of 
Octopus Investments until 2011.

 “The difficulty is that when you have 
got small cap stocks without much market 
liquidity, you have to trade quite carefully 
– or risk moving the price against you and 
the interest of the client if you are forced to 
execute your trade in a single day, which 
is usually the way platforms work. We have 
found a way of combining our knowledge 
of the AIM market and how dealing works 
on platform that allows us to trade over a 
number of days.” n

Lothar Mentel, CEO and 
CIO of Tatton Investment 
Management

TATTON INVESTMENT  MANAGEMENT
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St. James’s Place 
Wealth Management 

Best Private Client Investment Manager

Iain Rayner, Joint Chief 
Operating Officer, St. James’s 
Place Group

Meanwhile, the younger generations need 
access to further education and to get on the 
housing ladder. So there is money, but the 
demands on that money are also increasing.”

Rayner says that most St. James’s Place 
clients are in the firm’s range of portfolios 
which consist of external fund managers 
selected by the Investment Committee 
who are advised by a number of external 
consultants.

The firm has also been acquiring new 
businesses. 2016 saw the purchase of 
Technical Connection, which is the UK’s 
leading technical advice consultancy, 
focusing on tax and other technical issues 
within the financial planning process.

In conjunction with MetroBank, the firm 
has also a new focus on cash, having 
launched a cash deposit range.

“We estimate that our potential clients 
sit on over GBP1 trillion in cash in bank 
accounts and more often than not they are 
losing money in real terms,” Rayner says.

St. James’s Place has also partnered with 
Flagstone, a financial technology firm, to 
help clients maximise returns and diversify 
deposits between different banks through 
their cash management platform. The new 
platform enables clients to manage their 
money at the click of a button and increases 
the protection deposits afforded collectively by 
the Financial Services Compensation Scheme.

St. James’s Place discretionary fund 
manager, Rowan Dartington, also goes from 
strength to strength, allowing the firm to offer 
investment portfolio transfer facilities and 
specific stockbroking services.

“It’s a private client discretionary fund 
management business run independently 
within the St. James’s Place Group,” Rayner 
explains. “From a recruitment point of view, 
a lot of private client investment advisers 
have walked towards it and it has had lots 
of traction.” n

Iain Rayner, Joint Chief Operating Officer, St. 
James’s Place Wealth Management, reports 
that the firm has gained over a third more 
in funds under management over the last 
15 months, going up from GBP60 billion to 
GBP80 billion.

The number of St. James’s Place advisers 
has been equally buoyant, with a 10 per 
cent increase to 3,415 at the end of 2016. 
“What has happened is that increasingly we 
are training people through our academies,” 
Rayner explains, also noting that the second 
career phenomenon continues to bring new 
people into the financial services industry.

St. James’s Place Academies in London, 
Manchester, Birmingham and Scotland are 
booming and a further strong trend is the 
next generation academy peopled by the 
sons and daughters of existing advisers, or 
by younger people in their early 20s coming 
into the business.

“With the increasing professionalism of 
financial services and more advisers being 
chartered, we see a big growth in our next 
generation academy. And with them coming 
through our connections, it’s a nice story 
from the client’s point of view and from our 
point of view, it’s fantastic.”

The intergeneration focus means that 
St. James’s Place can provide a younger 
adviser in the practice to talk to the younger 
members of a client family.

“Increasingly we see family wealth spread 
across generations,” Rayner says. 

“The baby boomer generation, which has 
done well out of house price inflation and 
has lived through an era of corporate defined 
benefits pensions is reasonably affluent, 
but increasingly the pull on that wealth is 
greater because people are living longer. This 
generation has often had to deal with parents 
needing long term or nursing home care; 
having to pay for that and also begin thinking 
about possible future care for themselves. 

ST.  JAMES ’S  PLACE  WEALTH MANAGEMENT
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S IGN IA  WEALTH

Signia manages investment portfolios for 
individuals, family trusts and institutions. The 
firm has three main offerings; a multi-asset 
portfolio service, the alternatives business 
and private capital. 

CEO Carnegie Smyth explains that the 
private capital offering is not just about 
assets but also knowledge. “It’s about 
bringing individuals together and getting 
people to network as the true value 
entrepreneurs create is when they do 
business together.” 

This makes sense given the firm’s client 
base: the successful entrepreneur, single 
family offices and increasingly institutional 
clients; drawn to Rosenthal’s hedge 
fund skills.

There is a clear focus on what the firm 
aims to achieve. “The goal is to tailor our 
services to the needs of each client. We offer 
something different from our competitors. 
Unless you have the right talent in-house, 
you can’t offer a world class service.”

The in-house talent behind the 
Alternatives offering is headed up by Michael 
Rosenthal, Head of Hedge Fund Investment. 
The Alternatives strategy at Signia is a 
continuation of the strategy Rosenthal ran 
for institutional clients from 2002-2013 as CIO 
of Amundi.

Rosenthal says: “Our hedge fund portfolios 
are invested across the full range of hedge 
fund strategies from directional strategies 
such as Global Macro and Event Driven to 
non-directional such as Relative Value and 
Market Neutral strategies. 

“My job is to invest in the most attractive 
strategies from a risk reward perspective at 
each point in the market cycle. And secondly 
to be picking the optimal alpha opportunities 
within each hedge fund strategy wherever 
these may be.”

This is a tough task. As Rosenthal points 
out, a UK large cap stock-picker has a 
universe of 100 stocks from which to invest; 
there are 15,000 hedge funds globally across 
40 strategies and no two do the same thing, 
so managing money in this asset class is a 
constant challenge; as he succinctly puts it 
“part art, part science…” 

Rosenthal builds his portfolios with an 
obsessive focus on uncorrelated alpha: “I 
want my portfolio to be making money for 
clients each and every month but I target 
zero correlation across my positions and with 
general equity and credit markets.” He terms 
it “independent, uncorrelated pods of alpha”.

Signia’s hedge fund portfolio has done 
an excellent job of generating consistent 
positive performance whilst avoiding 
drawdowns and capital loss. The hedge fund 
portfolio has had no negative months over 
the last year, and has seen very strong three 
year outperformance against indices.

Looking forward, Rosenthal is very 
positive on Macro strategies and on Event 
Driven with a focus on Merger Arbitrage. 
He says Macro trading is more interesting 
than it has been in several years “as the 
major economies stop moving as one and 
as Central Bank policies diverge in a post 
QE world.” 

He likes Merger Arbitrage across Europe 
and the US “because corporates have a 
done a stellar job of reconstructing their 
balance sheets and have inflated stock 
equity to use for acquisition in what is a 
tough environment for organic growth.” 

He also mentions cheap currencies as 
a contributing factor “ARM’s takeover by 
Softbank was at a 40 per cent premium but 
in Yen terms Softbank only paid a 9 per 
cent premium compared to fourteen days 
earlier.” n

Signia Wealth
Best Wealth Manager – Alternative Investments

Carnegie Smyth, CEO of Signia 
Wealth

Michael Rosenthal, Head of 
Hedge Fund Investment at 
Signia Wealth
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Stewart Foster, CEO at Third 
Financial Group

Marina Dalton receives 
the award from GFM’s 
Beverly Chandler

Stewart Foster, Chief Executive Officer of 
software provider Third Financial, explains 
that his firm’s platform business, Tercero 
Cloud, is now up and running.

“The approval from the FCA came in at 
the end of May last year and we launched 
the new business to the market at the 
beginning of the fourth quarter. We now 
have seven clients, five of whom are live,” 
Foster says.

Tercero Cloud is a compliant, secure, 
and comprehensive outsourced clearing 
and settlement service for FCA-authorised 
sub-GBP1 billion wealth and investment 
management firms providing discretionary, 

advisory and execution-only services to 
their clients.

Foster continues: “Traditionally, this market 
charges high fees and existing providers 
don’t even offer particularly advanced 
technology or a reliable service.

“Tercero Cloud offers three major 
benefits including superior technology, a 
low, all-inclusive charge and a completely 
personalised service. The ‘triple threat’ 
features of Tercero Cloud are causing a real 
stir in the industry.

“The board mandate was to ensure that 
the early adopter clients were all reference-
able. This has now been met. The new 
service is proven and operational so we 
will be increasing our marketing and sales 
visibility as the business goes through a 
period of rapid growth.

“We are witnessing a period of significant 
growth in the UK Wealth Management 
market too. The digitalisation of the market 
place is driving record numbers of starts ups 
that are able to offer boutique and unique 
services. Existing investment managers are 
also using Digital offerings to create market 
space, differentiate themselves and offer an 
attractive and modern product to the next 
generation of HNW investors.”

ETFs support continues to be a big area 
for Third Financial and the firm is now 
building in a fractional dealing feature as 
a complementary element and a useful 
capability for the firm to have.

The firm’s investment into Digital 
technologies saw the launch of Tercero 
Digital in December 2016. This technology 
is fully integrated into the Software and 
Platform services. 

The company expects to deliver around a 
dozen Digital only projects in 2017 with even 
greater growth expectations for 2018. n

Third Financial  
Group

Best Technology Provider – Transaction Processing

TH IRD F INANC IAL  GROUP
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are plotting a merger or acquisition.
And such activities are not just for 

the CEOs of wealth management firms. 
News came earlier this year that two 
UK trade associations in the investment 
management and financial advice sector, 
the Wealth Management Association and 
the Association of Professional Financial 
Advisers, are to merge, resulting in a 
new body, the Investment Management & 
Financial Advice Association, IMFA.

Combining a representation of the wealth 
management and financial advice industries 

in this way demonstrates another evolution 
in the sector in the UK. 

The combined IMFA membership will 
represent UK firms offering a range of 
financial solutions, including investment 
advice and portfolio management, as well as 
investment and execution services, financial 
planning and advice for private clients.

The combination represents a move 
to a more holistic approach to wealth 
management and one that is arguably 
much needed in the face of the 
challenges ahead. n
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