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If you hold a private pension,
ISA or savings policy of any sort,
can you recall when it was last

reviewed? If you have a good fi-
nancial planner, the chances are it
was looked at fairly recently – cer-
tainly within the last 12 months.
But otherwise you will fall into the
bracket of many clients we come
across who remain invested in the
same funds they started out with
maybe five, 10 or even 20 years
ago. When you consider what you
went through to earn that amount:
studying, exams, and years of pro-
fessional hard slog, don’t you now
wonder whether it is working as
hard for you as you did for it? In-
vestments don’t manage them-
selves and in today’s increasingly
complex financial markets, max-
imising them requires the com-
bined skills of proactive IFAs and
their chosen team of specialists. 

Your hard-earned cash
If your pension is invested with

a company that no longer actively
transacts new business, there’s a
good chance that you are still in-
vested in the original funds. That
means your investment in that
pension is not being proactively
managed and therefore you may
not be getting the best return. As it
is most unlikely that you have the
same mortgage with the same
lender, or save for tax in the same
building society account that you
took out all those years ago, why is
your pension still invested so un-
wisely? Many dentists have in-
vested tens or hundreds of thou-
sands of pounds into personal
pensions, ISAs and insurance poli-
cies at the recommendation of
their professional advisers, and
most continue to delegate that in-
vestment responsibility. There’s
no problem with delegating re-
sponsibility but abdicating it is a
different issue entirely. 

Complex money 
management

Historically most financial
planners have viewed managing
clients’ money as an integral part
of their role. Today though, as the
range of investment products be-
comes more complex and reac-
tive to economic factors, manag-
ing clients’ investments effec-
tively is becoming increasingly
complex and requires a lot more
research and time, and different
levels of expertise. 

The processes IFAs take to en-
sure each client’s money is man-
aged in line with their ever-
evolving requirements are pretty
complex:

1. Agree with the client the pur-
pose of the investment, the
timescale, flexibility needed,
the client’s tolerance to invest-
ment risk and current and fu-
ture tax position.

2. Select the most appropriate in-
vestment vehicle, perhaps a

personal pension, unit trust,
ISA or insurance bond. 

3. Agree the spread of invest-
ments between the different
asset classes, such as equities,

bonds and commercial prop-
erty. There are a number of as-
set allocation models available
and the importance of getting
the asset mix right cannot be
overstated. Investing in a poor-

performing UK equity fund
when equities are rising as a
whole is generally better than
putting money into a well-run
commercial property fund
when that sector is falling and

offers a compelling case for the
importance of market timing! 

4. Ensure the most consistent in-
vestment funds are selected.
This is achieved by comparing
the fund manager’s rating with
his/her peers, the strength of the
research team, the investment
processes, the fund manager’s
views for future opportunities
and of course how that manager
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has performed through bull and
bear markets. 

5. Constantly monitor and review
performance. As mentioned,
too many investments are
taken out with a strong mix of
funds initially but are then left
untended. A good farmer does-
n’t plant his crops, then sit back
and do nothing until harvest
time. 

An investment needs to be re-
viewed regularly to ensure the
asset allocation remains appro-
priate, the selected funds are do-
ing what they say on the tin and
the client’s needs haven’t
changed rendering the original
advice inappropriate. 

So you can see how complex it
can be for IFAs to effectively man-
age clients’ money. Add to that
the not insignificant administra-
tive and regulatory burden and
your financial planner has signif-

icantly fewer hours in the week to
look after each client.

The modern approach
More and more financial

planners are recognising that
their skills and experience are
more about the ‘big picture’ in
managing clients’ financial plan-
ning rather than the day-to-day
aspects of investment manage-
ment. A good financial planner
prefers to spend more time face-
to-face with the client, develop-

ing creative solutions to improve
the clients’ finances e.g. to save
them tax, to introduce them to
other specialists who can add
value such as specialist account-
ants, solicitors and banks. 

The result is that many finan-
cial planning firms are now de-
veloping links with discretionary
fund management companies to
outsource the investment man-
agement side of their business.
These companies invest heavily
in research and the clients are

appointed a personal investment
manager who monitors the
clients’ portfolios on a daily basis.

Once a fund manager is given
their remit they will manage the
portfolio on a discretionary basis
and make investment decisions
without recourse to the client. The
advantage of this approach is
clear; the fund manager has the
authority to respond dynamically
to investment opportunities that
would otherwise be missed if au-
thority had to be constantly sought.
These managers also have access
to investment areas not readily
available to individual investors,
such as hedge funds and struc-
tured products, adding to the op-
portunities available to the client.

Monitoring performance
The financial planner will mon-

itor the performance of the portfo-
lio manager to ensure the chosen
mandate is followed and they will
recommend changes whenever
the client’s circumstances alter, for
example, when reaching retire-
ment age there will be a need to
draw an income from investments.

Most discretionary manage-
ment groups will look after all areas
of a client’s investments, including
pensions, unit trusts and OEICs,
ISAs and bonds. They will take a co-
hesive approach to their clients’ in-
vestments and working alongside
the client’s financial planner, will
use the tax status of each invest-
ment to its best advantage. 

Your financial planner is not
abdicating responsibility by pass-
ing the investment of your money
to a professional fund manager –
quite the opposite. As a great den-
tist you take full responsibility for
your patient’s mouth by ensuring
it is looked after to the highest pro-
fessional standards. However, you
will also refer your patients to a
specialist for complex treatments.
In the same way, a good financial
planner will take overall responsi-
bility for your finances and will
take advantage of specialists, such
as discretionary managers, to en-
sure you achieve your financial
goals and aspirations. DT
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About the author

� page 15DT
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to care for their implants
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Unit 11 Harvard Industrial Estate

Kimbolton
Cambridgeshire PE28 0NJ

Tel: 01480 862084  Fax: 01480 862083

www.curaprox.co.uk
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The Implant Range of interdental
brushes from Curaprox provide your
patients with the right tools to take the
best care of their implants.

The durable wire core is reinforced
and plastic-coated that when bent
into a curved shape, offers the
strength and flexibility to clean
effectively.

Curaprox invented the very first
interdental brushes, now with over 30
years experience of designing and
perfecting the most durable and
effective brushes on the market.

The Implant Range is available in a
range of access radii from 1.3mm to
2mm with effective cleaning radii of
3mm to 7mm.

As with all Curaprox interdental
brushes they are completely
interchangeable with any of the
handles we produce.

The Implant Range is also now
available in the Handy Range style,
coloured coded for easy selection,
with matching pocket-sized handles.

Call us now for more
information on

01480 862084.

7mm
cleaning access

5mm
cleaning access

4.4mm
cleaning access

1.3mm
cleaning access


