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of the Ascentric proposition,” he
said. “But one thing I would look
at when considering a potential
new Sipp is the strength of the
company. Have they got a good track
record of administration? This is
crucial especially when looking at
quite complex matters like phased

“A good
track record
is crucial

in a Sipp
provider.”

drawdown.”

The new low cost, plain vanilla
Sipp from Ascentric will have a
£150 establishment fee and £150
annual fee. It will offer investment
in anything on the Ascentric
platform but will not offer specialist
investments such as commercial

property. Denise Gravatt, head of
Sipp administration at Ascentric,
said: “It’s a simple product; we're
not looking to reinvent the wheel.
Advisers see us as complementary to
the traditional Sipp providers.”

Tim Cooper is a freelance journalist

Why the future belongs to Sipps

While the Sipp market continues to grow, Financial Planners face a challenging task to make recommendations.
Greg Kingston, marketing team manager at Suffolk Life, looks at the relevance of Sipps to today's planners

The Sipp market continues to grow but
has a Financial Planner’s recommendation
ever been more difficult? While a Financial
Planner today will ask many questions of a
Sipp provider, one reason to look to a Sipp
is clear — control.

For years Financial Planners have rec-
ommended pensions as part of a holistic
view of financial planning because of their
tax advantages, but it was impossible to
easily shape a client's whole portfolio;
Sipps changed that. Now it is possible to
adopt an investment strategy and fit the
most suitable products into it rather than
the other way around. Sipps form an inte-
gral part of that plan and that is why their
growth has dominated retirement planning
in recent times.

So as the Sipp market continues to de-
velop what options are available to plan-
ners and what considerations should they
take into account for their high net worth
clients? Service has been long touted as
a key Sipp feature, and one which Finan-
cial Planners have been keen to capitalise
upon. Good service should be a compli-
ment to the service a Financial Planner
offers; an enabler to allow them to better
control the financial plans of their clients.

But in the past few months Sipp service
has been called into question on several
high profile occasions. If good service
is being used to cover shortcomings in a
provider's administrative procedures or
technology which is not up to scratch or
cannot scale effectively, it ceases to be a
service which is beneficial to Financial
Planner and client. When taken to the ex-
treme | have certainly seen some interest-
ing and perhaps unexpected outcomes.

Some Financial Planners have seen
service slip to the point where not only
will they recommend different providers for
new business, but are too worried to move
their existing books of Sipp business to
the new provider; they are concerned that
the transfer process will go so wrong it
will be detrimental to their client.

Financial Planners now more than ever
have to be sure that the recommendation
they are making will be robust enough for
the duration of their relationship with their
client. This isn't easy though — the phrase

Greg Kingston

is approaching

10 years in the
finance industry and
joined Suffolk Life
in 2007. His time
spent working as
an adviser gives
him an excellent
understanding of
the demands placed
upon them

Key Points:

Good service

remains the key
differentiator for Sipps.
If the provider's good
service is only papering
over the cracks of other
proposition weaknesses
then it is of no use to
either planner or client.

The recent FSA

findings of the
thematic Sipp review
highlighted concerns
over cost justification.

More than ever

before, planners
will have to factor in the
financial strength and
stability of the provider
they are recommending.
I

‘looking under the bonnet’ has been used a
great deal but it is more relevant than ever.
With a traditional personal pension there is a
broad assumption that the provider, typically
a large insurer, takes care of all the regulatory
matters and behind the scenes, things ‘just get
done’.

But with many Sipp administrators being far
smaller outfits and in some cases still coming
to terms with how regulation has actually im-
pacted on their business, a closer examination
of the provider is not only warranted but is a

necessity in fast-changing markets.

While there is no simple answer on
when to move to a Sipp, one possible time
is when both Financial Planner and client
realise that it is time to take control of all
their finances. Far from being an obstacle
the current economic climate may be just
the catalyst required to make clients take
this important step.

Greg Kingston is marketing team
manager at Suffolk Life

Market size by Sipp type
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The Pensions Marketplace in 2012
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