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Editorial

Welcome to Target,

In this edition we highlight the UK wide launch of the Government’s Moneymadeclear service, one of the first RDR initiatives to take effect.  We also provide an overview of where the FSA’s risk focus will be in 2010 together with details of the FSA’s supervision strategy and new financial penalty policy.
We also include articles regarding HMRC support for IFA businesses, details of a new proposal aimed at reducing industry complaints and one of our key strategic partners, Partnership, provide assistance on the subject of retirement reviews for clients.
Finally, we also include 2 articles, one from Tax Briefs the other from a Paradigm member, both of which provide you with the opportunity to obtain some useful publications at a discount or FREE!

Please contact helpdesk@paradigmgroup.eu should you have any comments in relation to Target.
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RDR - Government Launch Moneymadeclear Service
As part of the overall RDR initiative, earlier this month Chancellor Alistair Darling announced the launch of the Government's free "impartial" money advice service, Moneymadeclear.

The new service includes a helpline, website and face-to-face advice services, which will be delivered through a range of partners including the Citizens Advice Bureau and Age Concern.

The cost of the service will be funded by a levy on the financial sector and funds recovered from dormant bank accounts.  The Government has also said it will meet part of the cost in the first year.

Mr Darling said people will now be able to phone up or talk face-to-face with independent experts to get free advice on money worries, financial planning, or get advice on their rights and actions that they can take if they feel they are not getting a fair deal.

The service has already been trialed in the North East and the North West since last April, and has helped 500,000 people, including 23,000 who received face-to-face assistance.

The new service is expected to help a million people in the next year.

Mr Darling said: "Moneymadeclear is free, impartial advice for all, whether you are unsure about the small print in a mortgage form; want advice about opening a savings account for your children or grand-children or you want some help dealing with repayments before they get out of hand.

"This service will provide much needed advice for one million people across the UK in the coming year alone."

FSA highlights retail risks in Financial Risk Outlook
The Financial Services Authority (FSA) has identified a number of areas in the retail spaces where it is to concentrate its efforts after publishing its Financial Risk Outlook for 2010.

The publication of the Financial Risk Outlook comes ahead of its forthcoming business plan which will outline the priorities and deploy its resources.

The FSA warned that intermediaries who have moved into other product areas "where they have little or no experience" after facing pressure on profitability levels could pose conduct risks.

It also warned on consumers being sold complex capital-protected products that they did not understand or were being charged too much for.

Platforms were also highlighted by the regulator, as greater number of advisers sought help with the transition to a post-retail distribution review environment.

However, it warned that a "lack of transparency around charges and services, and platform services may not always be in the consumers' best interests".

The FSA also warned on over-reliance by advisers on platforms that exclude some products.

It added: "Platforms can bring benefits to industry and consumers, but there are risks that could lead to consumer detriment.

"Firms must ensure that consumers benefit from being placed on platforms and not place investments on a platform where this is not in a client’s best interests."

The regulator said increasing numbers of consumers moving from defined benefits to defined contribution schemes seeking capital could be led into income drawdown, even though an annuity may be more appropriate.

It said: "Firms providing income drawdown, or advising on it, should bear in mind that this product is unlikely to be appropriate for consumers with pension pots under £100,000."

Structured products are also still firmly on the agenda, as popularity increases. The regulator said it will continue to focus on ensuring that a firm's culture and retail business strategy reflect is based on treating customers fairly.

It added: "Strengthening our retail market analysis capabilities to identify and analyse earlier the nature and potential sources of consumer detriment.

"This will allow earlier intervention to protect consumers and maintain market confidence."

The Financial Risk Outlook outlines the main risks and issues present in its operating environment, affecting firms, markets and consumers.

FSA Highlights Supervision Strategy for Small Firms

The FSA’s Linda Woodall, Head of Savings and Investments, recently explained in a speech to the Association of Professional Compliance Consultants (APCC) what intensive supervision means for small firms.  We thought the content of the speech was particularly relevant to IFA practices and so below we have reproduced extracts of the key points raised in Ms Woodall’s address.

Speech

I am sure you are aware that we classify these smaller firms as ‘low impact’ and less of a risk to consumers and the economy should problems arise.  So, you may be wondering why we have started applying intensive supervision to small firms.  

But let’s just quickly look at intensive supervision as a whole.  It is part of our move to reform regulation and make it work better.  Our regulatory focus has moved to looking more at the outcomes firms achieve and to being more proactive and forward-looking, taking a closer look at firms’ business models, with supervision that asks tough questions and is more inclined to intervene than in the past. 

In some ways our approach to small firms has been ahead of the regulatory curve.  

We introduced what was called our ‘enhanced strategy’ for small firms (which we now refer to as our assessment programmes) at the beginning of 2008, ahead of most of the other changes we’ve put in place over the past two years for larger firms.  This was not in response to the financial crisis – this was because our previous way of doing things wasn’t improving standards in the treatment of customers fast enough in small firms.

We brought in lots of new staff to our small firms and contact division, many of them with industry experience.  

We looked at how our data systems could deliver a new model of supervision with smarter information to allow us to properly target the biggest risks.  

And, where previously firms would have had contact with us only if they were included in a project, or where we had clearly identified issues to investigate, we made a commitment to assess every single retail intermediary firm, to see how they were treating their customers. 

We are now over two-thirds of the way through that assessment work.  We have moved, region by region across the UK. 

The programme has given us the chance to supervise small firms more intensively through our increased level of contact with them during the assessment cycle, and we are going to be using it in some form as business as usual once the initial three-year assessment period finishes.    

This is a cycle that begins at our regional roadshows, where we tell firms what to expect at our assessments and dig deeper into what treating customers fairly means, and then on to the actual assessments themselves and, for some firms, the supervision visits that follow as a result.  Then, through our regional education programme, we go back to areas where we have completed assessments and check how firms have continued to ensure they treat their customers fairly. 

All of this means more contact with small firms.  Many of you will have helped your clients prepare for their assessments, and some of you may be helping them with changes they have had to make as a result.  

You will have probably seen some of the work that has come out of the assessment programme so far.  We’ve publicised six enforcement cases, with several bans from the industry, some fines and a public censure.  But a lot more work has gone on behind the scenes, with some firms cancelling their permissions voluntarily – or being persuaded to – and others making significant improvements following our intervention. 

And there are some other examples of work over the past year or so that has seen our more intensive approach bear fruit.  On mortgage fraud, we are actively seeking out information from lenders, which we then use to identify where the risks are in the broker market, and where fraud could be happening.   We’ve banned 80 mortgage brokers and issued fines worth more than £1m since this work began. 

But all of this is only the start of our more intensive supervision of small firms.  We are making further improvements, to further sway the balance to more proactive work alongside the traditional reactive work, where we deal with issues that we spot from their financial returns, or conduct, that we then investigate.  

We’ve always had a balancing act to do with small firms.  While in regulatory terms they are individually ‘low impact’, and so will not have the supervisory resources from us that, say, a large bank has, with several FSA staff dedicated to day-to-day regulatory oversight, we know small firms are an important part of the financial fabric of this country, who help millions of people every year, and who need to maintain the same standards of quality of advice, management and control, and financial soundness that all regulated firms must meet.  

The balancing act comes between this desire to have effective regulation, but to do so in a risk-based way and with finite resources.  It would not be fair for firms if we gave each of them their own supervisor, because their fees would go through the roof and in the bigger picture we know it would be hugely disproportionate to the risks they pose.  

So as we know that our supervisory resources will not increase, but that we must continue to make improvements in the way we regulate firms and push through the more intensive regulation theme, we are going to have to work smarter.  

Analysis of firms’ business models plays a big role in our overall intensive supervision work.  With larger firms, it is about challenging the management of firms to prove that their model won’t pose excessive risks, and that the risks within it are adequately managed.  

With small firms we are putting together a risk profiler especially for them – we analyse a combination of their financial returns, their regulatory history, intelligence information and what we call environmental issues (meaning their business model and the types of products they sell) and draw conclusions based on their particular set up.  This gives us a risk profile of each individual firm. This is the small firms’ version of the ARROW risk assessment system, which you may be familiar with in your larger clients.  

So we put in our various data and our profiler will give us a risk score.   And we will be able to do that with every one of the 16,000 small firms we cover.   At any one time it will be able to give us a snapshot of risky firms, based on whatever parameters we choose to look at.  

We can then include those firms in our more intrusive supervisory work, visiting them, asking the tough questions and, if needed, working with them to put things right.  With some we will have to take strong action, such as a ban or fine, if the firm is clearly not behaving in the way we expect, and shows no sign of improvement. 

Some of this continues to rely on the data that firms send us.  You will of course be familiar with the information firms send us through their Retail Mediation ActivitiesReturns.  Following our project work last year, which looked at ways to improve the financial data, we now have much stronger information.   We’ve added in a ‘believability’ factor to the tests we run on the data we receive, to easily spot the ways firms try to slip through the net.   

So we are now better able to analyse data, and will be better placed to act on that data. 

I would now like to cover some of the risks that we will be looking at in firms because of the wider operating environment.

The big cloud hanging over everyone at the moment is, of course, the economy.  Uncertainty about the shape and pace of recovery will mean times will continue to be challenging for firms.  

Our small firms make their living through helping consumers meet their saving, mortgage and protection needs.  Many of these consumers will continue to be under pressure as they seek to pay down debt and face possible lower incomes through rising unemployment.  And the housing market – the key indicator of the health and confidence in our economy – is expected to remain weak.  

You will have seen this at work first hand.  In the mortgage market, firms have been hit by both demand and supply falling sharply.   Firms have struggled to maintain income levels, with many closing or selling their business. 

IFA firms have been hit too, although not nearly as hard.  

Insurance intermediaries seem to be coping better, but it’s a sector that is changing shape.  There is a continued decline in the number of directly authorised firms, offset by more firms becoming appointed representatives.  Consolidation among broker firms, which some predicted to dry up, remains popular. 

But insurance brokers still face challenges.  Commercial lines are feeling the pinch as small business clients struggle.  And as household incomes come under pressure, personal lines can be affected as well.  

I am sure that you have seen these types of issues in the firms you help.  And, of course, it must be putting pressure on your businesses as well.  But as we have been saying for some time, regulated firms cannot take their eye off the ball on their regulatory responsibilities, even during tough times.  Compliance remains key – we still expect the same standards to be met, and we still expect firms to take responsibility for meeting those standards, of course with help from you along the way. 

Alongside our continued focus on the fair treatment of their customers, and making sure small firms have stable finances, we’ll be focusing on three key risks they could face this year:

· Making sure that small firms have sustainable business models.  Of course, as I’ve just mentioned, the economy heightens the risks to firms if their business model cannot sustain a downturn in income.  You need to make sure your clients have controls in place to keep in check the temptation by advisers under financial pressure to make choices that may not treat their customers fairly.  And you need to ensure that firms that move into new areas to try and maintain income know what they are doing and have the right training and systems in place before taking those steps. 

· As always, we will continue to look at the overall quality of advice your clients offer.  Again, the economy means that good advice is needed now as much as ever – whether that’s to remortgage, what income protection to take out, or which annuity to take out.  Your clients will have to pay particular attention to making sure they always meet the needs of their customers. 

· And the standard of management and control in your clients is something we believe is still a key risk to achieving good consumer outcomes. The current economic conditions and changes to business models are additional reasons for your clients and you to be constantly evaluating the procedures they have in place to protect both consumers and themselves. 
Added to this focus, there are also two big bits of work we have underway.  
For those in the retail investments market, the Retail Distribution Review has of course been one of the big talking points over the past few years.  We are stepping ever closer to its conclusion.  This year we will focus on making sure firms – providers and distributors – are taking the necessary steps to prepare for our new regulatory requirements.   You will know that many of your clients have already done so, either by upgrading their qualifications or by changing their remuneration practices and systems, or both. 

We encourage you to make sure this progress continues.  We know that a minority of firms don’t want to commit to the changes and may exit the market before 2012.  We need your help in making sure they don’t take excessive risks with their businesses before then and that they exit in an orderly way. 

The increased capital requirements for these firms, personal accounts and European proposals for change will make the coming year a time when firms will need your help, advice and support.  We will continue to use our small firms communications tools – our website, our regular email to firms and other tools to help them along the way, but we rely on you as well to give your clients the right guidance along the way. 

I’d like to leave you with these key messages.

First, that despite the difficult operating environment your clients face, they still need to focus on their regulatory responsibilities, with the sustainability of their business, the quality of advice they offer and the standards of management and control they have key.  We will focus on these areas.  Our assessment programme and initiatives like the RDR and Mortgage Market Review will further push our message of sustainability and reform. 

Second, our regulation of small firms is already more intensive and intrusive but it will get even more so.  We will be able to put better data to use in a more effective way.  No firm will be under our radar so please keep encouraging your clients to work with you on getting the right outcomes for their customers and their business, because we are now even more likely to find them if they don’t.

FSA Issue new policy on Financial Penalties

The FSA this month published a Policy Statement (PS10/4), Enforcement financial penalties, which sets out their new approach to imposing financial penalties on firms and individuals.

The new approach is based on three objectives: 

· Disgorgement – a person should not benefit from any breach. 

· Discipline – a firm or individual should be penalised for wrongdoing. 

· Deterrence – the financial penalty should be sufficient to deter the person who committed the breach, and others, from committing similar breaches.  

The regulator’s enforcement strategy is aimed at changing industry behaviour through credible deterrence, and financial penalties are one of the tools used to achieve this.

What is the background?
The FSA issued a Consultation Paper (CP09/19) in July 2009 that outlined their proposals and explained that they were making the changes to be more transparent and consistent in the way penalties are set.
What are the changes?
Step 1
At a minimum, the penalty imposed will strip the individual/firm of any benefits they received directly from the breach.

Step 2
A figure is determined based on the seriousness of the breach.  For firms, this will usually be a percentage of their revenue from the relevant product or business area over the period of the breach.  For individuals, this will be a percentage of their annual gross income over the period of the breach.  For market abuse cases against individuals, this will either be a percentage of their annual gross income over the period of the breach, a multiple of the profit made, or a minimum of £100,000 for the most serious cases, depending on which is greater.

Step 3
The Step 2 figure can be increased or decreased to take into account other mitigating factors.

Step 4
If the figure in Step 3 is deemed insufficient to deter the person who committed the breach, and others, from committing similar breaches, the penalty may be increased.

Step 5
The settlement scheme will be applied in the usual way.

In the paper, the regulator also explains the approach they will take where a person claims that payment of the penalty will cause them serious financial hardship.  For individuals, the FSA will only reduce the penalty on the grounds of serious financial hardship if its payment would result in their income and capital falling below certain threshold levels.    

How does this affect smaller firms? 
The new penalties framework is not aimed at any particular size or type of firm but will be applied to small firms. The new framework will hopefully mean that penalties are determined on a more structured basis, so any firm that receives a penalty will have an improved understanding of how the FSA decided its size. 

HMRC spends £370k urging IFAs to improve records
HM Revenue & Customs (HMRC) is to sponsor a new television programme "The Business Inspector" as it aims to raise awareness of the need to keep good records for small businesses.

The tax body will spend £370,000 sponsoring the four-part series which is to be shown weekly on Wednesday’s at 8pm on channel Five (The series started on Wednesday 17 March).

Stephen Banyard, business customer unit director of HMRC, said: "We know that most small businesses want to get their tax right.

"But we also know too that failure to take reasonable care costs the Exchequer over £6bn a year, with a major cause being poor record keeping.

"We hope this series will raise awareness of the need for good record keeping.

"We also want small businesses to realise the benefits to them - such as improved cash flow - of taking better care of their records and paperwork."

The programme is to be fronted by Hilary Devey, chief executive and chairman of Pall-Ex Group.

Ms Devey said: "Britain's brimming with creativity but a terrifying number of businesses go bust each year and this shouldn't be happening.

"I am going to teach businesses how to improve their all round business knowledge and direction, cash flow, marketing strategy and in some cases even their enthusiasm. Invaluable lessons they will never forget."

New joint committee proposed to enhance consumer protection
The Financial Services Authority (FSA), Office of Fair Trading (OFT) and Financial Ombudsman Service (FOS) earlier this month proposed the creation of a new consumer protection committee to scan for emerging risks.  

The committee would identify any risks with the potential to turn into widespread problems, and determine fast and effective ways of dealing with them, whether through regulatory action or consumer complaints. 

The work of the committee, set out in the discussion paper, would update the wider implications process, which is often triggered once a problem has already had an impact on both the industry and consumers.  

The new committee would draw together specialists from the three bodies to spot emerging risks, increasing the ability of the regulators and ombudsman service to respond quickly and decisively to the threats in the market. 

The focus on emerging risks also complements the FSA’s ongoing intensive supervision regime, where firms’ business models are scrutinised along with their product design and marketing material to assess whether any single aspect, or indeed the entire operation, poses unacceptable risks to customers or the wider industry.

Sheila Nicoll, FSA director of conduct policy said:

"Complaints handling is a priority area within the FSA’s intensive supervision agenda. The co-ordination committee is a clear indication of the intention, and will, of the authorities to work even more closely together to improve the experience of consumers, and to avoid problems happening in the first place."

 Ray Watson, OFT director of consumer credit, said:

"Identifying and dealing with problems at an early stage is important for ensuring consumers do not suffer unnecessary harm from financial products.  We believe that the proposals for a new co-ordination committee and the focus on risk will improve our ability to deal with problems before they become widespread."

David Thomas, interim chief ombudsman:

"The ombudsman service is committed to preventing complaints, as well as resolving them. It's key for regulators and the ombudsman service to continue working closely together to identify potential problems as soon as they emerge, to ensure that consumers are treated fairly and can have confidence in financial services."

Partnership – The Retirement Review
By Martin Lines 

Retirement Technical Manager – Partnership

The rapidly growing retirement market presents both advisers and clients with many opportunities and options not seen in the past. Advisers will look to make the most of these emerging opportunities and clients will have more choice when they retire,  particularly those seeking the flexibility offered by unsecured pensions. But, of course, advising in this area is far from simple. 
What we are looking at here is the potential for a client to remain invested, perhaps throughout retirement. Clearly, the detail behind the solution at-retirement needs to make sense in-retirement, and be flexible enough to meet the member’s changing needs. 
So what does a review look like?

Regulations enforced in 2006 dictate that statutory reviews should take place on a five-yearly basis. However, as we have seen recently, investment markets can change significantly and the conversation every five years could bring challenges, particularly if a client is maximising their income. This is one of the reasons why reviews should take place far more regularly. And it’s not just the investment performance and GAD rates that need to be taken into account. Some of the key considerations include an ongoing assessment of the client’s attitude to risk, changing financial circumstances and, of course, their personal situation including their state of health. This list is far from exhaustive, but illustrates that advisers and clients need to be fully aware of the ongoing complexities involved.
Is the level of income sustainable?

In terms of income sustainability, there are a couple of calculations that can be done at outset to indicate whether a particular level of income is realistic in the long term. All unsecured pension (USP) providers will illustrate ‘critical yield A’. This will show the fund growth needed buy an annuity, typically at age 75, at the same level available at retirement. However, ‘critical yield B’ should also be a major consideration. This indicates the sustainability of a specific level of income. For clients in ill-health, this is particularly relevant, since the level of growth needed to match the alternative enhanced annuity could be significantly higher under critical yield B and this should be a key factor in deciding whether to secure an income at outset or in the future.

	For example

John, aged 65, has a fund of 






£100,000
 
He could qualify for an enhanced annuity of 




£8,048pa. 

If he were to draw the same level of benefit from an unsecured pension, the fund growth rate needed to maintain this using critical yield B would be over 8.5%


For illustration purposes only. Male, aged 65, diagnosed with Cancer within 6 months, on chemo and 1-2 medication daily, small tumour - Partnership enhanced rate is £8,048.40. Quote date 22.02.10. Critical yield source: Aegon 25/02/10, USP commission3%+0.5% renewal.  

A guaranteed income and a lump sum death benefit

For clients considering USP, taking 100% of the GAD rate may seem more sustainable than maximising income from outset. And, of course, there is the valuable USP lump sum death benefit. However, given the risks of staying invested, the solution for some clients might be a high guaranteed income AND a lump sum death benefit. This is where a value protected enhanced annuity could be a suitable option. Whilst, there is an associated cost for the benefit, the guaranteed income payable may still be higher than a comparable 100% GAD rate as shown below. Setting aside changes in USP fund values; there are also similarities in the death benefit situation.


[image: image1.emf]Look Familiar? 

USP

Initial fund 

value 

£100,000

£100,000 - less 35% tax

= £60,450

£100,000 - £7,176 less 35% tax

= £60,335

For illustrative purposes only. * Based on 100% GAD rate 22/02/10

Value Protected 

Enhanced Annuity

Purchase 

price

£100,000

£7,000 

100% GAD withdrawal = £7,000* pa Annuity = £7,176** pa

Lump sum death benefit end year 1 Lump sum death benefit end year 1


For illustrative purposes only. * Based on 100% GAD rate 22/02/10. ** Based on the above example


Comparing the features of unsecured pension to a value protected enhanced annuity

	
UNSECURED PENSION

· Maximum GAD can be taken
· Income may not be sustainable
· Five year rate reviews
· Regular fund reviews
· Lump sum death benefit = Fund less 35% tax*
· USP ceases at age 75 –option to convert to ASP / annuity / scheme pension

	
VALUE PROTECTED ENHANCED ANNUITY 

· Higher income than standard
· Income guaranteed for life
· No income reviews 
· No fund reviews – secured pension
· Death benefit = Purchase price less gross income taken less 35% tax*
· Value protection ceases at age 75 - income remains guaranteed for life


*The rules governing taxation are subject to review and can change and will depend on individual circumstances

Attracting Clients & Growing Assets Under Management with Google and e-mail

Are you confused about how to develop an effective web presence that will actually generate enquiries and leads? Or perhaps you already have a website but you're frustrated with the results and it feels like a waste of money. Paradigm member Ray Prince, CFP, has written an ‘Online Resource Guide’ for financial advisers and planners, which is a step by step guide to help you develop your online strategy.
You can request a free PDF copy of this – see the end of the article. 

Over to Ray…

You're all excited. You've been working with a web designer for a few months and your new website 'goes live' next week. You can picture waking up each day to find another 2 enquiries for your services in your inbox. Hey, maybe you'll be able to stop spending money on seminars and advertising? That could save a small fortune!

Fast-forward 12 months. You've had a total of...zero enquiries. You feel deflated. In fact, you haven't really looked at your website for a few months now. You can't really see the point of investing more of your time into it. You've grudgingly  accepted that the internet is not the place to generate qualified leads. 

Does this scenario sound familiar? I'm sure it's the case for many small businesses in the UK. As part of the research I conducted in preparation for this article, I visited many IFA/Financial Planner websites to get a 'web healthcheck' of the market. What I found was that the majority of websites were probably doing very little for their owners and some were no doubt harming the business, either through poor design or the fact that they hadn't been updated for 3 years.

My view is that most websites are missing some key elements that, when added, can turn any site from a 'glossy online brochure' to an income producing standalone part of the business.    

The great news is that you can develop a web based strategy that could deliver a fantastic Return on Investment. However, like anything in life, you have to know what you're doing and who you can turn to for expert help. 

Real Results

The ideas I share in the Guide are not based on textbook theory. Our business uses these exact techniques to generate enquiries. Over the last 3+ Years (our main website was launched in August 2006) we have generated approximately £200,000 in fees and have added £3.5m to our wrap (which in turn will add £35,000 pa turnover). This is in addition to other marketing activities, so it’s not too shabby a return for something that only costs £400 pa to run.  

I'm not sharing these figures with you to brag. I just want to motivate you to take action! And, if you implement what I suggest, you'll learn that the big benefit is that the ongoing costs will be low when compared to other marketing strategies. As well as this, you won't need to invest more than 1-2 hours per week once you're up and running. 

To get a copy of the guide simply send a blank email to finplanoct@aweber.com and then click on the link in the body of the confirmation email that you'll receive (allow a few minutes for this to arrive). The guide will then be emailed to you. 

I wish you luck!
Taxbriefs – RDR and how to develop a successful business
Do you have a strategic plan for your financial advisory business? If you have to think about your answer, then you need The Business of Advice. 
This new book and extensive website provides you with a complete system to manage and grow your business. The Business of Advice is a crucial management resource for all advisory businesses dealing with the challenges presented by the Retail Distribution Review. To maximise the practical benefit we have included:
· Over 50 case studies

· Over 100 charts and tables

· 30 business planning templates

· Sample business and marketing plans

· Back office process maps

· Sample service propositions 

· ROADMAPS to help you run successful planning workshops for strategy, service and marketing

Writer David Shelton has unparalleled hands-on experience of helping hundreds of firms adapt to the new market conditions. So this book is rooted in practical solutions, providing a unique toolkit of business planning techniques that enable you to measure, monitor and fine-tune your business. 

The 400 A4 size pages are split into seven manageable sections with clear links to the website to make sure you recover your investment many times over. The specialist online resources include downloadable templates, checklists and forms as well as marketing and business planning tips, which are regularly updated to help you improve your business.

As soon as you have the book you can start to use the wide range of practical tools and techniques in your business.

The Business of Advice is published by Taxbriefs in association with The Personal Finance Society. 

Price £145 plus £6 p&p. To order your copy visit: www.businessofadvice.co.uk or call us on 020 7549 6723.

SPECIAL DISCOUNT FOR PARADIGM MEMBERS
Paradigm has negotiated on your behalf a 20% discount off the price stated above.

To order your copy and claim your discount, please send an email to linda.staines@taxbriefs.co.uk with the following information:

· Name

· Company name and address
· Telephone contact details for payment
Don’t forget to mention you are a Paradigm Firm.










Look Familiar? 



USP

Initial fund value £100,000



   £100,000 -              less 35% tax

                 = £60,450

£100,000 - £7,176 less 35% tax

                = £60,335

For illustrative purposes only. * Based on 100% GAD rate 22/02/10



Value Protected Enhanced Annuity



Purchase price

£100,000

£7,000 

   100% GAD withdrawal = £7,000* pa

Annuity = £7,176** pa

Lump sum death benefit end year 1

Lump sum death benefit end year 1





Comparison between USP and Value Protected annuity death benefits in first year, ignoring fund growth on USP. USP death benefit is subject to fund fluctuation and amount of future income taken, VPA benefit decreases by the annuity payments taken. 
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