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R E S U LT S

AWARDS 2018

The winners

The sixth edition of the Wealth
Adviser Awards, presented on 17
May in London, brought together
the leading names in the wealth
management industry to celebrate
the achievements of the best
performing wealth managers and
advisers in 2017.
The awards 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 2018 are:
Best Domestic Clients Team
WHIreland Wealth Management
Best International Clients Team
Quilter Cheviot Investment
Management
Best HNW Team
Smith & Williamson
Best UHNW Team (including
private investment offices)
London & Capital
Best Wealth Planning Team
St. James’s Place Wealth
Management

Best Boutique Wealth Manager
Tatton Investment Management Ltd
Best Private Client Investment
Manager
St. James’s Place Wealth
Management
Best Investment Product
Provider
Octopus Investments
Best Wealth Manager –
Charities
Smith & Williamson
Best Wealth Manager –
Balanced Portfolio
Signia Wealth

Best Marketing Campaign
Quilter Cheviot Investment
Management
Best Private Client Legal Team
Lodders Solicitors LLP
Best Tax & Accountancy Team
Moore Stephens LLP
Best Property Adviser
Black Brick Property Solutions LLP
Best Technology Provider –
Front Office
FeedStock
Best Technology Provider –
Transaction Processing
Third Financial

Best Wealth Manager –
Cautious Portfolio
Quilter Cheviot Investment
Management
Best Wealth Manager – Growth
Portfolio
Alpha Portfolio Management
Best Wealth Manager – Income
Portfolio
Signia Wealth
Best Wealth Manager –
Alternative investments
Avignon Capital
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Wealth management
sector faces rapid growth
in assets and challenges
By Beverly Chandler
The wealth management sector continues to
experience rapid growth across the world.
A lot of people have a lot of money that
needs managing and the range of weapons
in the wealth manager’s arsenal is having to
change to keep up.
The EY Wealth Management Outlook
for 2018 puts the total market today for net
investable assets (NIA) as over USD55,000
billion. According to their model, that
figure will reach USD69,607 billion by 2021,
increasing by almost one-quarter of the
current volume, or at an annual growth rate
of 4.7 per cent through 2021.
The firm writes that wealth managers
should be anticipating and seizing this
market potential and enormous growth now.
The geographical breakdown for wealth
reveals that more than half of global NIA
WEALTH ADVISER AWARDS Special Report May 2018

growth through 2021 stems from the top five
ranking countries, with the US and China
alone accounting for over 45 per cent.
Russia, Brazil and India rank three to five
and represent 10 per cent of the increase.
North America, with its mature and wellestablished wealth management sector,
is where most of the NIA is predicted to
appear. There is a cultural element to this
growth as well. The EY team writes about
North America that: “The pursuit of personal
success and a healthy risk appetite are
embedded in a corporate culture that drives
innovation and contributes to private wealth
accumulation.”
Entrepreneurial success also drives the
Asia-Pacific growth in wealth with a welleducated workforce, growing infrastructure
and a strong work ethic.
www.wealthadviser.co | 4
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But to bring the study back a little closer
to home, the EY model notes that Western
Europe, with the UK and Germany, sees
major growth for global NIA, although the
study warns that Brexit is putting a spanner
in the works to a certain extent.
The EY report finds that with a total of
eight of the top 20 NIA growth nations,
Europe will contribute over 20 per cent to
global NIA growth, with 4.5 per cent will
come from Western Europe, with its strong
onshore markets like the UK, Germany,
France, Italy and the Netherlands – plus
Sweden and Norway.
The interviewees and other winners in our
2018 Wealth Adviser awards have all noted
that client demands are changing and it is
WEALTH ADVISER AWARDS Special Report May 2018

easy to see that the old traditional wealth
management model is under attack from a
new breed of wealth manager in the post
digitalisation world.
Wealthy individuals want to be able to
access their wealth managers through new
technology. The fintech revolution means that
they want to be able to make decisions and
changes to their portfolios in real time on
their smart phones – activities that used to
take a month of paperwork and patience.
Today’s client is also more involved with
their wealth and looking for a plan for life,
rather than just a return on their funds.
The new clients are also more sensitive to
price so not only do they want new things,
they want them cheaper.
www.wealthadviser.co | 5
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WHIreland Wealth
Management
Best Domestic Clients Team
The London and Manchester offices of
financial services company WHIreland are
the largest in the group, with Lawrence
Cotton, team leader and investment manager
in London, and Robert Race, head of wealth
management in Manchester.
Financial services group WHIreland
has roughly GBP3 billion of assets under
management and influence and the business
offers predominantly discretionary investment
management services to individuals,
corporates, trusts and funds.
Last July saw the firm’s Manchester office
relocate to brand new offices just across
the river in Salford. Robert Race, Head of
Manchester Wealth Management explains
that Manchester is in the DNA of the
business. “We are thrilled to bits with that
move and it has transformed the working
environment for my team and the client
experience as well”, Race says.
“In Manchester the mix of business
continues to improve”, Race says. “I
would say that we steadily increased the
percentage of discretionary business in the
office and that process has accelerated
since the January advent of MiFID II.”
Race says this is because new regulations
may have pushed clients away from the
managed advisory business into the
discretionary space.
Lawrence Cotton, Team Leader and
Investment Manager in London, says there
has been, over the last 12 months, a change
of remuneration structure and consolidation
of teams which has made the London
business more team-led; bringing in more
clients which has also meant a shift to
discretionary business.
Cotton says that clients are becoming
more demanding on a fee conscious basis.
“In terms of servicing them, there has been
a big shift driven by robo-advice and ETFs

Lawrence Cotton, Investment
Manager at WHIreland

Robert Race, Head of Wealth
Management, Manchester, at
WHIreland
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which has led to a relationship change over
the years and put pressure on the industry
as a whole.”
Race agrees saying: “We have consciously
chosen not to be the most expensive firm
in the city and in terms of accommodating
clients, we have launched the Navigator
Model Portfolio Service that can be used for
small or larger portfolios.
Cotton comments that the majority of
business in discretionary portfolios is getting
less UK focussed and more international in
their exposure.
“A few years ago, portfolios were more
than 50 per cent with a UK equity exposure
and now it is significantly under 50 per
cent due to a combination of currency
diversification and the element of the UK
having political and Brexit risk while global
growth remains quite strong.”
Another area where clients are getting
more demanding is with technology, Race
says. “Clients want an on-line portal where
they can check their portfolio 24/7 wherever
they are in the world. It’s far more demanding
in terms of their ability to absorb information.”
Cotton comments that younger clients are
more inclined to ask questions and are more
engaged, although the business supports the
need for continued financial education for
younger generations to assist in this process.
Cotton says: “The crux of it is, it is a
relationship based on trust. Client contact via
meetings and speaking to the person who is
managing the money is key.”
Race says: “A number of firms in our
industry claim support of clients is at the
centre of everything they do and we do
it with greater flexibility in our offering. A
laser like focus on relationships and service
means the combination of those things does
genuinely distinguish us from a number of
our competitors.” n
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W E P U T C L I E N T S AT T H E
C E N T R E O F E V E RY T H I N G W E D O
We are delighted to receive the 2018 Best Private Client Investment Manager Award
and the Best Wealth Planning Team Award from readers of Wealth Adviser.
Our relationship-based advice service means that we are committed to helping our clients
manage their wealth in a way which reflects their personal circumstances.
The advice we provide to individuals, trustees and businesses ranges from investment planning
through to tax planning, helping clients grow and protect their wealth.
0 1 2 8 5 6 40302
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St. James’s Place representatives represent only St. James’s Place Wealth Management plc, which is authorised and regulated by the Financial Conduct Authority.

S T. J A M E S ’ S P L A C E W E A LT H M A N A G E M E N T

St. James’s Place
Wealth Management
Best Wealth Planning Team
& Best Private Client Investment Manager
SJP’s Joint Chief Operating Officer, Iain
Rayner explains that, over the last year, the
firm has continued to see strong growth and
an increasing demand for trusted, personal
face-to-face advice.
“As reported in our recent annual results,
the money we and our Partners look after
on behalf of clients increased by 20 per cent
over the year to now stand at around GBP90
billion, and we added an extra 246 advisers to
our Partnership – an increase of 7 per cent.
“Of course, one significant change we
saw at the beginning of the year has been
at the very top, with Andrew Croft replacing
David Bellamy as Chief Executive after 11
very successful years in charge.”
In its expansion plans, St. James’s Place
continues to actively seek new talent to
further enhance the stature of the wider
adviser profession.
Rayner says: “The St. James’s Place
Academy plays a huge role in helping to
bridge the gap that has emerged for quality
financial advice in the market, and over 400
wealth managers have now trained and
graduated through this programme. Around
250 more individuals are currently studying
on active programmes nationwide. This
is good news for the future generations
of clients who will want to receive quality
financial advice for years to come.
“As well as bringing through the next
generation of advisers, we’re also fully
committed to the ongoing development of
our Partners and over 560 of our Partners
and advisers are now Chartered. We’ve
developed an extensive programme of
support to help people within our Partnership
achieve Chartered status and we’re looking
to grow this number further still through 2018
and beyond.”
Winner of two awards in the Wealth
Adviser awards this year, Rayner believes

Iain Rayner, Joint Chief
Operating Officer at St.
James’s Place Wealth
Management
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that the firm’s success has been built on
the Partners’ core commitment to achieving
the best possible outcomes for clients and
ensuring they are well served by the longterm, face-to-face relationship-based approach
to the management of their financial affairs.
“Clients value the service provided by the
St. James’s Place Partnership and we know
that highly personalised advice remains
in high demand as the management of
individuals’ financial affairs becomes more,
not less, complex,” he says.
“Across society as a whole we’re seeing a
number of changes that can have a significant
impact on people’s finances and how they
plan for the future. The whole nature of
retirement is changing radically. At one end
of the age spectrum, people are living longer
and we’re seeing more instances where two
generations of families are in retirement at the
same time; while at the other end, younger
generations are looking to finance the rising
costs associated with further education and
getting on the housing ladder.”
2017 saw the firm launch a new Retirement
Account with added flexibility for clients as
they move from accumulation of savings
before retirement to drawdown of benefit in
retirement. There is also a cash management
portal, a probate service as part of the firm’s
intergenerational initiative, a panel of private
banks to serve higher net worth clients and a
further range of savings accounts.
Rayner says: “Looking ahead, a key
opportunity and challenge for the wealth
management industry over the long-term will
be how to sensibly manage the generational
transfer of wealth, which is forecast to
total some GBP2.8 trillion over the next 30
years. We have already made good steps in
developing our intergenerational proposition
for clients, and this will continue to be an
area we focus on.” n
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Signia Wealth
Best Wealth Manager – Income Portfolio
& Best Wealth Manager – Balanced Portfolio
Robert Lee and Ammalan Annalingam are
the co-heads of Multi-Asset Investments at
the firm, responsible for assets in excess of
GBP1 billion. The biggest change in the last
year was an investment team restructure
last June that saw the pair assume their
new roles. Within the Multi-Asset team there
are two equity analysts, two fixed income
analysts, a macro specialist, and risk analyst.
The investor base is all private client
discretionary individuals and traditionally the
company has had a strong following from
entrepreneurs.
Annalingam says: “We are global multiasset focused and relatively unconstrained
in terms of asset classes, investing
across equities, all areas of fixed income,
commodities, currencies and hedge funds.
“In addition, where we need to we get
exposure to derivatives and we work closely
with a number of investment banks to
formulate structured products.”
Alongside his role as a co-head, Lee is
also Head of Fixed Income and has been
running the core income strategy since
inception in December 2011.
“We have adopted a diversified global
multi-asset approach within the fixed
income space,” Lee says. “We look at global
sovereign bonds from UK gilts to Australian
government bonds, all the way down the

Robert Lee, co-head of MultiAsset Investments at Signia

Ammalan Annalingam, co-head
of Multi-Asset Investments
at Signia

Ammalan Annalingam picks
up the Award for Best Wealth
Manager – Balanced Portfolio
from GFM’s Beverly Chandler
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risk spectrum from global corporate and
convertible bonds to emerging market debt.”
The core income strategy is ultra-low risk
with a target volatility of 1-2 per cent and target
return of 2-3 per cent, which is often used as
a proxy for cash. Lee says: “Clients have been
asking us for solutions to find a place to park
their cash that is safe. Our strategy has a A+
credit rating – equivalent to the safest high
street banks – and low volatility.”
The strategy has returned 22.5 per cent
since inception against the benchmark which
has achieved 15.0 per cent over the same
period. Lee explains that Signia Wealth
also has a high income product for clients
who wish to have a higher target return.
This one is based on the credit portion of
the lower risk income fund, targeting credit
and emerging market debt and aiming for a
return of 5 per cent.
The balanced portfolio, in which the
majority of the clients’ capital resides,
targets returns of 5-7 per cent, and last year
achieved 9.9 per cent.
Annalingam says: “We seek to capture
as much of the upside as possible while
minimising the downside. We are looking to
do something different with the structured
products and derivatives area. Our clients
tend to be entrepreneurs who give us their
‘safe pot’ of money to manage leaving them
to do other things.”
Lee says that Signia clients are also
able to invest alongside some of industry’s
leading specialists and entrepreneurs in
certain asset classes, such as US real
estate; cryptocurrency trading, asset
management and blockchain research; and
are currently working to facilitate access for
clients to invest in a tech fund alongside a
senior investment specialist at one of the
largest global technology companies.
“This resonates well for our clients
because we are giving them high quality
access to things they otherwise couldn’t
invest in,” Lee says. n
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2013 – Founded

2016 Winner – Best Boutique
Wealth Manager

2017 Winner – Best Boutique
Wealth Manager

2018 Winner – Best Boutique
Wealth Manager

Why not grow
with us?
We know they’re your clients,
we know it’s their money and
that’s what make us different.
Tatton Investment Management Limited is authorised and regulated by the Financial Conduct Authority.
Financial Services Register number 733471.
The value of your investments and the income from them can fluctuate and it is possible that you may
not get back the amount you invested.
www.tattoninvestments.com | @TattonIM

TAT T O N I N V E S T M E N T M A N A G E M E N T

Tatton Investment
Management
Best Boutique Wealth Manager
Tatton Investment Management has won
Best Boutique Wealth Manager in a very
important year in its development.
Lothar Mentel, CEO and CIO says: “The
most significant development over the last 12
months has been to take our firm public. We
listed on AIM in July 2017 which, from our
point of view, creates significant confidence
in our business model and means that
we’re open to public scrutiny, which is so
important for a relatively young firm.”
The listing went well with oversubscription
from the start and Mentel says it has gone
well since then. “It’s all good from our
perspective, but particularly because any
new IFA firm can do due diligence on us in a
straightforward way now that our standing in
the markets has been achieved.”
This past year has seen further growth
for Tatton, with assets under management
now standing at GBP5 billion. The firm
offers discretionary investment management
to the clients of IFAs and keeps its fees
at a competitive level of 0.15 per cent on
its managed portfolios. The IFAs maintain
control of their client relationships.
Providing outsourcing for IFAs keeps the

Lothar Mentel, CEO and CIO at
Tatton Wealth Management

Paul Hogarth collects
the Award from GFM’s
Beverly Chandler
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cost down for Tatton, allowing it to focus
purely on investment management. This
means it is a GBP5 billion group with just
23 staff – once described as a Thinktech
Disruptor.
“Compared with our competitors, we are
much smaller in terms of staff. We do the
investment management at a competitive
price because we can use the economies
of scale that modern technology offers,”
Mentel says. “We just focus on platforms
and IFAs and we are profitable without any
compromise on the investment management
that we do.”
This year Mentel has seen an increase in
the number of enquiries on ESG portfolios
and the firm has expanded its range of
portfolios to include ethical strategies
alongside the mix of active and passive
portfolios across the range of risk profiles.
“There has been significant take-up,” Mentel
says. “The beauty now is that you no longer
lose performance if you use ESG filters
which is another reason why advisers are
happy to offer this.”
He believes that the ESG outperformance
might come from the filters forcing an
underweighting to commodities and financials
which have been underperforming where
technology has been dominating. “It may not
carry on, but in the last three years, it would
have beaten the main market indices.”
The G in ESG, the governance, will
continue to be represented in the portfolios,
particularly in the Emerging Markets sectors
as Mentel says that governance is a real
differentiator for performance.
Using ETFs within the portfolios remains
a challenge for Tatton as many of the IFA
platforms are not set up to handle direct
equity exposure. However, they fill the ETF
space with managed tracker funds, many of
which mimic the large firms’ ETF offerings. n
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A brighter way

4 years running

OCTOPUS INVESTMENTS

Octopus Investments
Best Investment Product Provider
Winner of the Best Investment Product
Provider this year is Octopus Investments,
part of the Octopus Group, which specialises
in UK smaller companies and tax efficient
investments across a range of sectors.
Neil Buckland, Head of Distribution,
and Steve Skelding, Head of Wealth
Management, explains that since the firm’s
last win in 2016, the company has grown
considerably. Octopus now manages more
than GBP7.5 billion of funds for both retail
and institutional investors and employs more
than 700 people.
Octopus Investments is focused on
working with financial advisers to provide
investments that can help their clients reach
their financial planning goals. The investment
firm, which offers a range of tax efficient
investment solutions among other products,
has also just closed the UK’s biggest ever
venture capital trust (VCT) fundraise with
GBP200 million raised into its Octopus Titan
VCT plc, the UK’s largest VCT.
In the last couple of years Octopus has
developed a fintech arm to create innovative
new products and ways of working using
technology, and then taking them to market.
Buckland says: “We are carving out part
of the business dedicated to innovation and
creativity, that can develop financial products
that we know advisers and investors are
asking for.
Buckland explains that it is partly product
related, but also includes building technology
designed to help advisers and wealth
managers think about how they work and
service clients.
For example, Octopus now gives wealth
managers access to a discretionary portfolio
of property-backed loans, via its peer-to-peer
technology solution Octopus Choice. More
than GBP150 million has been invested so
far, by around 6,800 investors and 900 wealth
managers and advisers.
Skelding says: “Many clients are
becoming more demanding in how they

Neil Buckland, Head of
Distribution at Octopus
Investments

Steve Skelding, Head of Wealth
Management at Octopus
Investments

WEALTH ADVISER AWARDS Special Report May 2018

want to invest and be advised. Some still
want face to face meetings while some want
a more technology-based relationship.”
“Every month we get heads of different
wealth manager businesses into our office,”
Buckland says. “We listen to them, ask them
what issues they are facing, and discuss our
pipeline of new products and ideas. It’s a
big driver of the innovation we are trying to
bring to life.”
Octopus Investments was the first
business Octopus launched in 2000. Since
then Octopus has expanded into a number
of new sectors taking a customer first
approach to product development and
service innovation.
Octopus Energy, the direct to consumer
energy supply business, has grown rapidly
and now has more than 200,000 customers
and was awarded the Which? 2018
recommended supplier. The supply business
builds on Octopus’ track record in the sector
as one of UK’s largest investors in renewable
energy assets, which have been a popular
area for wealth managers over the past
six years.
Octopus is also a recognised champion
of UK growth companies. It recently
published its third edition of the High Growth
Small Business Report, which highlights
the economic value of some of the UK’s
fastest growing smaller companies. These
businesses represent less than 1 per cent
of UK business yet account for 20 per
cent of all new jobs, and 22 per cent of
economic growth.
Buckland added: “Smaller company
investing is part of our DNA at Octopus
and our expertise in this sector underlies
a number of our core product offerings.
We absolutely believe in the power of
entrepreneurship and the huge benefits it
brings to the UK economy. It’s a belief that’s
shared across the group, as we look to
build businesses that transform sectors and
deliver better outcomes for customers.” n
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A new report from the US’s Investment
Company Institute (ICI) found that the
average expense ratios of equity, hybrid, and
bond mutual funds – including both actively
managed and index mutual funds in these
asset classes – have trended downward for
more than two decades.
In 2017, the expense ratios of the three
major asset classes of mutual funds
continued to decline. Investors paid, on
average, 43 per cent less for equity mutual
fund expense ratios in 2017 than in 1996.
The ICI writes that the trend reflects
investor interest in lower-cost funds, as well
as industry competition and economies of
scale driven by asset growth.
Price sensitivity has also come from the
WEALTH ADVISER AWARDS Special Report May 2018

long period of ultra-low interest rates which
has driven a demand for products that
mirror cash, designed to be ultra-safe while
producing a small return.
The EY report found that loss of trust,
stemming from the Global Financial Crisis,
and the combination of low interest rates
and volatility, have driven wealthy investors
to alternatives and away from conventional
asset classes such as shares, bonds or
cash.
The net beneficiaries of this development
are hedge funds – which are slowly seeing
a recovery in assets – or private equity
funds but on top of that, wealthy investors
are increasingly turning to real assets
investments, such as those described
www.wealthadviser.co | 16
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by Signia Wealth or Octopus in this
Special Report.
And, of course, we have seen a strong
growth in demand for so-called passion
investments which while they can mean
fine wine, cars, coins or art, can also mean
passion with an ethical background.
The growth of Environmental, Social and
Governance (ESG), Socially Responsible
Investment (SRI) and Impact Investing is
undeniable. Tatton’s Lothar Mentel reports
in the firm’s piece in this Special Report that
demand for all things ESG has driven the
firm to expanding its ESG offering across the
risk spectrum. Modern times ethical investing
no longer means losing on return. Many
studies show that well governed companies
produce better returns.
The Exchange Traded Fund (ETF) industry
has caused a great deal of disruption in
the wealth management space over the last
few years. Its significant fund raise must be
coming from somewhere and its ability to
adapt to investor demand in a relatively quick
timespan means it can indicate key trends in
investment tastes.
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This has been reflected in the growth
of specialist ETFs in ESG, SRI and Impact
investing. The recent Morningstar study
of passive ESG investment found that as
of 31 December 2017, there were nearly
270 sustainable index mutual funds and
exchange-traded funds (ETFs) worldwide,
with collective assets under management of
approximately USD102 billion.
Passive sustainable funds’ market share has
increased globally from less than 6 per cent
five years ago to about 12 per cent, coinciding
with the overall trend towards passive investing
and the development of more sophisticated
indexes on the back of better environmental,
social, and governance (ESG) data.
The universe of passive sustainable funds
represents a broad range of approaches
addressing various sustainability and
investment objectives. While broad-based
ESG funds dominate the landscape,
Morningstar found that thematic funds
are gaining prominence, especially those
focused on climate change and gender
diversity, two issues that are increasingly
resonant with investors. n
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