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Money Matters 9

Delegation v abdication

Who’s managing your money? If you’ve left your investments sitting around for a
while, perhaps now’s the time to review the situation suggests Suzanne Allen

en was the last time
you considered where
your hard-earned

money is invested? Are your in-
vestments still sitting in the
same place they were five, 10 or
if you’re honest, even 20 years
ago? Don’t worry, you are not
alone.

Although we tend to change
our mortgages or lenders and
switch between banks or build-
ing societies for the best deal
every few years, most of us
leave our investments exactly
where we started them. And in
terms of allowing them to flex
their monetary muscles, in-
stead of working out at the gym,
tired and forgotten investments
are left languishing on the sofa.

Many dentists invest tens or
hundreds of thousands of
pounds into personal pensions,
ISAs, insurance policies, bonds
and shares at the recommenda-
tion of their professional advis-
ers, and most are quite happy to
delegate this responsibility. For
those with a good financial
planner, there is every chance
your investments are looked at
regularly and ifnot,now may be
the time to look around for a
new adviser.

Historically, managing your
money has always been a vital
part of your financial planner’s
role. But doing this job effec-
tively is becoming more diffi-
cult and time consuming due to
the ever-increasing red tape
and admin process. It also re-
quires a lot more research and
time as the range of investment
products becomes more com-
plex and reactive to economic
factors.

Work your investments

To get the best from invest-
ments, financial advisers are in-
creasingly turningto the experts
in this field — discretionary fund
managers.

More and more financial
planners are recognising that
their skills and experience lie in
taking stock of the ‘bigger pic-
ture’ rather than the day-to-day
aspects of investment manage-
ment. A good financial planner
would preferto spend more time
face to face with a client, devel-
oping creative solutions to im-
prove the client’s finances.

Theresultisthatmany finan-
cial planning firms are now de-
veloping links with discre-
tionary fund management com-
panies to outsource the invest-
ment management side of their
business. These companies in-
vest heavily in research and
clients are appointed a personal
investment manager who moni-
tors their portfolios on a daily
basis.

A bespoke service

Managing money on a ‘discre-
tionary’ basis means that an in-
vestment manager constantly
monitors portfolios and can react

+

immediately to market changes to
make soundinvestment decisions.

This more bespoke invest-
ment service is generally avail-

able for portfolios above £100,000
although in today’s market, some
companies are pitching in at
lower levels. And it can look after
all your investments such as pen-

sions, ISAs, unit trusts, bonds and
shares in one go.
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NEW EVIDENCE FOR THE BENEFITS
INCREASING BRUSHING TIME

To motivate behavioural change, it helps if patients understand the benefits
of brushing for at least 2 minutes twice a day with fluoride toothpaste,
compared to an average brushing time of around 46 seconds.’

New research results from Aquafresh show that increasing brushing time:

Significantly increases plaque removal
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26% more plague removal
was observed with brushing
for 120 seconds compared
with 45 seconds*?

Significantly increases fluoride uptake and enamel strengthening
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Forportfoliosup to £500,000,
investments would usually be
held in ‘collectives’, which are
pooled funds such as unit trusts,
investment trusts, and OEICs.

Larger portfolios are more
likelytobeinvested directly into
a personal basket of UK shares
and bonds, with overseas assets
normally still held in collec-
tives.

Once a fund manager is
given theirremit, they will man-
age the portfolio and make in-
vestment decisions without
having to contact the client at
every stage. The advantage be-
ingthatiftheirresearch depart-
mentsees an investment oppor-
tunity, it can be purchased im-
mediately, without waiting for
the client’s written or verbal
agreement, which could take
days or weeks, by which time
the vital window of opportunity
could have been missed. They

also have access to investment
areas notreadily available to in-
dividual investors, such as
hedge funds and structured
products.

Although you can have as
much contact with the fund
manager as you wish, it is up to
your financial planner to moni-
tor their performance and en-
sure they stick to the mandate
set up by you. The financial ad-
viser will also let them know if
your circumstances change, for

example, if you are reachingre-
tirementandneedtodrawanin-
come from their investments.
And by working alongside your
financial planner, discretionary
management groups will use
the tax status of each invest-
ment to its best advantage.

Right for me?

But is this right for you? To
make it easier for you to decide
if a discretionary management
service sounds like the right
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Probably the best innovation in dental
health since the toothbrush

deserves the title ‘revolutionary’.

The CarieScan Pro offers the earliest possible
detection of caries. This unique device provides
accurate and repeatable data to monitor caries
over time, enabling timely preventive treatment

and supports evidence based care plans.

Fewer X-rays reduce cost and patient risk.

Fewer fillings benefit patients and the practice.

CARIESCAN

)

For further information please contact us on 0845 4759873 or click onto www.cariescan.com

CarieScan Ltd, Prospect Business Centre, The Technology Park, Dundee DD2 1SW, UK

Occasionally something comes along that fully

move it may be helpful to con-
sider the following questions:

e [s your portfolio of ISAs, pen-
sions, shares, bonds worth
more than £100,000?

¢ Are your investments still held
in the original funds?

* Would you like your invest-
ments to be professionally
managed and monitored on a
daily basis?

e Are you happy to ‘let go’ of the
responsibility for managing
your investments?

* Would you like a cohesive ap-
proach to your investment
management?

* Would you like direct access to
the person who makes the in-
vestment decisions on your be-
half?

e Would you preferyourfinancial
planner to spend more time
lookingatthe ‘bigger picture’in
managing your planning, such
as creative tax planning and re-
searching the most appropriate
products?

Your financial planneris not
abdicating responsibility by
passing the investment of your
money to a professional fund
manager, quite the opposite. As
a great dentist, you take full re-
sponsibility for your patient’s
mouth, by ensuring it is looked
after to the highest professional
standards. However, to give
your patient the best service
possible you would refer them
to aspecialistfor complex treat-
ments.

Likewise, a good financial
planner will take overall respon-
sibility for your finances and take
advantage of specialists in their
fields, such as discretionary
managers, to ensure your invest-
ments are worked as hard as they
can be —to help you achieve your
financial goals.
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