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the amount you invested. You should
always obtain independent, professional
advice for your own particular situation.

Welcome to the Summer 2019
edition of Money Matters.
Welcome to the Summer 2019 edition of Money Matters. Since our
last edition was released in November 2018, it’s fair to say the world
of investing and financial planning has been through the wringer
a little bit. As some of the articles in this edition cover, it has been
a turbulent period for the markets, while the political situation in
the UK remains equally unstable with seemingly no end in sight to
Brexit.
However, while it’s easy to get distracted by external events, the
fact remains that people need access to financial planning in all
conditions. As Stuart Johnstone covers in his article, time in the
market continues to be the cornerstone to sound investing and the
last few months have certainly been an example of where following
that advice has paid off for investors.
This edition's centrefold is a timely reminder of that sentiment as it
charts investment performance since 1925 through world wars and
financial crises and demonstrates the resilience of equities.
Elsewhere in this edition the buy-to-let argument is played out with
independent mortgage experts, John Charcol. That market has seen
a lot of changes that continue to challenge landlords and cause
many to question whether it’s still a worthwhile investment.
Finally, we’ve concluded this edition on a lighter note as we
aim to give Money Matters a slightly new direction by including
lifestyle articles that we believe will be of interest to our clients.
We’ve spoken to JF Tobias, an online wine valuation tool that
enables individuals and businesses to value, buy and sell wine.
It’s a market gaining a lot of traction and we’ve uncovered some
hints and tips for storing and selling, plus lesser-known vintages
to look out for.
I hope you enjoy this edition and please don’t hesitate to contact
your financial adviser if there’s anything you need to discuss.

Yours sincerely,

Ian Halley
Chief Executive Officer
Wren Sterling
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What's been happening
at Wren Sterling?
Wren Sterling adopts Pension
Transfer Gold Standard
W
ren Sterling has signed up to the Pension Transfer
Gold Standard, a new mark of quality in the
pension transfer market awarded by the Personal
Finance Society (PFS).

The Pension Transfer Gold Standard helps consumers
recognise good practice, ethical and professional standards
when seeking financial advice on pension transfers and
firms must satisfy nine principles set by the PFS.

Elaine Batchelor, Wren Sterling's Compliance Director
said: "These principles recognise a firm’s primary role is
to help members of Defined Benefit schemes understand
the risks involved in transferring their benefits, what
good transfer advice looks like, and more importantly for
consumers, where to access it."

New Nottingham office for Wren Sterling

I

n April Wren Sterling moved its registered address
to new premises in Nottingham following a complete
refurbishment of a 10,000 sq ft office on Derby Road.
The growth of Wren Sterling in Nottingham meant the
team had outgrown the previous office and now every
member of staff in Nottingham operates under the
same roof.

Finance director Andy Moss said: “We see this location
as being very attractive to new recruits, which will enable
us to expand our talent pool, and this office also provides
long-term capacity to enable us to continue our growth.”
Wren Sterling’s Nottingham office houses its telephonebased Connect team, as well as its administration hub for
building society partners and central support services.
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Investing; the ups, downs
and time in the market
M

oney Matters caught up with Stuart Johnstone, an Independent
Financial Adviser at Wren Sterling to discuss his personal
experiences of working through peaks and troughs in the market and
helping clients stay on track.

Then we spent time with Graeme Wake, an adviser based in the North
East of England to see how Charles Stanley, a wealth management firm
that forms part of Wren Sterling’s investment panel, reacted to changes
in the market.
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t the end of 2018 the US S&P index had its worst
month since the great depression, yet in January
the market bounced back with its biggest one-month
performance since October 2015. In a microcosm, this is
the life of an investor. The period in December prompted
concern from investors, but if they had panicked and sold
they would not have benefited from January’s boom.

should look at them as an opportunity. During the last
quarter of 2018 no clients were nervous enough to make
contact over the fall in the markets, so not at all like 2008.

MM: Thinking back to previous market wobbles, like
2008 and 1999, how did the end of 2018 period compare?

SJ: When I started 19 years ago I was always told ‘Time
in the market is better than timing the market’. This
is because while market timing (continually trying to
buy low and sell high) may make sense in theory, few
manage to do it in practice. In fact, study
after study has proven that trying to time
the market tends to be detrimental to
one's financial health.

A

SJ: I think these moments were very different and I'm not
sure they can be compared.
In the 2008 recession, I was receiving
phone calls from nervous clients and
people who just wanted guidance because
the market was falling daily and seemed to
just keep going.

MM: When you were starting out as an adviser, what was
the best piece of advice you received about generating
returns from the markets?

When I
started 19
years ago I
was always
told ‘Time in
the market
is better
than timing
the market’.

That was a time when visibility and
contact with all clients, whether through
calls, emails or meeting face to face,
proved imperative to maintain their belief
in their strategy. By explaining what was
happening and discussing the impact the
markets were having on their investments
– good or bad – I ensured no impulsive
decisions were made.

Those who try to time things so that
they’re at their peak when you sell, and at
the bottom when you buy, generally don’t
succeed. Additional trading costs can also
eat into the value of a portfolio.
It can be tempting to look at cash when the
markets are volatile, but in the context of
long-term returns, historically that has not
paid off. Looking back at the worst market
conditions in recent memory, we’ve turned
to an old favourite to illustrate this…

I had a client whose portfolio value
decreased in the region of 35 per cent
during the worst time of 2008. By
discussing options and realising that the
strategy hadn’t become bad overnight
but the whole market had moved, the clients took the
decision to keep the investment as it was and the bounce
would hopefully be greater. They weathered through the
worst of it and as we had discussed and hoped for, when
the bounce came their fund grew by 90 per cent the
following year.

A 7IM Balanced holding worth £100k on
19th May 2008, the day the FTSE began
its descent that year, is now worth around
£156k. However, with a year spent in cash
from 1st March 2009, the market low, it
would be worth only £126k today. That’s a 56% vs 26%
return. (Switch 1) Those dates were the worst you could’ve
picked but if you’d have been a bit luckier and timed your
exit earlier to avoid more downside, i.e. cashing out on 1st
October 2008 for one year, you’d experience a 43% return
vs 56% had you stayed invested. (Switch 2)

For me, that period validated the way I had recommended
investments. I always made sure my clients understood
peaks and troughs and that in the investment world we

Only if you’d timed it perfectly (moving into cash at the
top and back in at the bottom) would this work. The
brightest minds in our industry didn’t call that because
ultimately they cannot predict every market movement.

The performance of a 7IM Balanced Holding (01/06/08 - 31/03/2019)
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MM: And we certainly saw that strategy pay off earlier
this year didn’t we?
SJ: Keeping clients focused on long-term investing and
helping them avoid knee jerk reactions to market dips is
rarely rewarded with immediate gratification, but after the
worst December since the great depression (-9.6%) the
S&P 500 recorded its biggest one-month performance
since October 2015 (7.89%). This was the best January in
the US since 1987.
MM: During periods of uncertainty, does financial
planning become more or less important?
SJ: Definitely more! It can be hard to remove emotion
when you’re dealing with money, but that’s what an
independent adviser is able to do on behalf of their
clients. We help our clients to stay focused on the long
term and ignore short-term market downturns and
negative headlines. Advisers tailor an appropriate longterm investment plan to meet specific needs and adjust it
over time as the market moves and clients’ needs change.
In 2008, it was common for people to invest in selfselect type funds and ignore multi-asset funds, and were
invested in an individual funds at a risk level that they
felt comfortable with. However due to the volatility of
the markets, when one reviewed the portfolio as a whole,
their portfolio was actually much higher in risk. It wasn’t
uncommon to find a middle range fund, say 5/10, move to
a 9/10 based on volatility and content of the fund.
That’s when clients really benefitted from the support
of an adviser, because we could help them manage their
risk, and reduce where appropriate, or if they are able
to accept that level of risk after explaining the likely
impact of doing so.
But of course, different people have different requirements.
My concern now and for the future is that with pension
freedoms and a greater number of individuals entering
Pension Drawdown, that some are going to be eroding
their funds away quickly if they don’t manage their risk
and their growth expectations during uncertain times.
With annuities seemingly falling out of fashion, people
can be overly-reliant on their investments providing them
with an income in retirement without any plans for what
might happen if these funds are tested by falling markets.
The impact could be the money is eroded away far quicker
than they expected.
This is where the value of cash-flow planning tools really
comes through. We use them widely at Wren Sterling
6 MONEY MATTERS

to visually demonstrate how peaks and troughs (which
will always occur) can impact funds and ultimately the
clients’ lifestyle.
MM: Graeme, which events have been shaping the
uncertainty in financial markets?
Graeme Wake: According to Charles Stanley, the bull
market that started following the financial crisis is long
in the tooth, disputes over deficits sparked by the current
US administration are hitting trade and there is significant
political uncertainty in Brexit and the rise of populism in
general. European parliamentary elections later this year
could also result in the appointment of more-populist
Commissioners, straining internal relationships in the bloc.
As we know, global stock markets fell sharply at the end
of 2018, hit by concerns that central banks, particularly
the Federal Reserve, would raise interest rates too
aggressively this year. However, a change in tone from
the US central bank has helped stock markets rally
in 2019. One of the biggest concerns in markets is still
Donald Trump’s trade disputes, which has hit global
supply chains and business sentiment. Hopes have been
building that an agreement can be reached with China
soon, with high-level meetings between the two nations’
trade representatives ongoing. Then there’s the Eurozone.
The health of the single-currency area has also been a
worry, as data from major economies such as Germany
has indicated a substantial slowdown and it is possible
that President Trump will turn his trade guns on Europe
once a deal is struck with China. Germany is particularly
vulnerable as it is a major exporter to China, as President
Trump is keen to target automobile imports in an attempt
to boost manufacturing activity at home.
MM: What has that meant for Charles Stanley?
GW: Following a good run in the markets in the first
quarter of 2019, the Charles Stanley Investment Strategy
Committee decided to reduce its relatively high exposure
to shares. Share prices have risen to reflect the relaxation of
monetary policy in the USA and China, and in anticipation
of a US/China trade deal. Whilst the background remains
one of modest economic growth worldwide, company
earnings are likely to show only slow growth at best in 2019
and markets seem well up with events. There are individual
sectors and companies subject to adverse pressures on
cashflow and vulnerable to poor newsflow such as the
global car industry highlighted earlier where difficulties
remain, and there could be further trade rows between

the US and the EU. Even the successful technology and
communications sectors will face headwinds from more
regulation and pressures to pay more tax.

discretionary portfolio manager. I know what my clients
want from their investments and how MPS fits into their
financial plan at the level of risk they are comfortable with.

Against this background, Charles Stanley reduced overall
growth assets in their model portfolios by selling part of
the equity holdings.

The distinction between long-term financial planning
and the day-to-day portfolio management frees up my
time to do what I do best – focus on bespoke planning
to maximise my clients’ wealth. The benefits to any client
are clear.

The biggest threats to the outlook of benign but modest
progress comes from the danger that Central Banks will
still tighten too much, stifling credit for recovery. The US
Federal Reserve Board is presently reviewing its way of
setting interest rates and is more likely to decide to loosen
a little more. The European Central Bank
ended its Quantitative Easing programme
just in time for the slowdown, and has
problems supporting the commercial banks
to enable them to finance a more vigorous
recovery. The long-term prospects for
equities remain positive, but at a time like
this, it is vital that an investment portfolio
is continually monitored as markets can
move rapidly in either direction.
In times of market uncertainty managed
portfolio services can show their value.
MM: What exactly is a managed portfolio
service?
GW: Managed portfolio services (MPS) are
widely available and are simply portfolios
of funds aligned to specific risk profiles
and investment strategies.

MPS is one of several core solutions within Wren Sterling’s
investment proposition.

We help
clients to
stay focused
on the long
term and
ignore
short-term
market
downturns
and negative
headlines.

MM: How often do you get calls from
clients following a fall in the markets?
GW: Having worked in the financial
and investment world for the past 35
years I have experienced and worked
through some of the harshest and most
unpredictable market conditions in the
modern era and during this time I have
been fortunate to observe how the most
successful investors operated and I have
summarised their behaviours into three
golden rules.
First, investment is a long-term pursuit
so put all short-term market movements
in this context. While the FTSE-100 is
currently down by around 6% or so from
its high point, and it may seem a lot, it
means little in the context of a ten year or
even longer investment horizon.

The portfolio managers handle day-to-day
operations (such as broad diversification,
appropriate asset allocation, investment
fund selection, performance monitoring
and more) so each portfolio can be adjusted quickly and
effectively as market conditions change.

Second, try to avoid the ‘noise’ of market
headlines and forecasts that lure you into
taking an action. I would find something
more interesting to follow. Personally, I
follow the trials and tribulations of Newcastle United, so I
know all about lows but not so much about highs.

Financial markets are extremely complex and ever changing.
Being on top of what’s going on is now more important than
ever, particularly as volatility could be on the increase. This
means that active asset allocation in an investment portfolio
could be very significant against advantage.

Third, investors tend to make too many decisions rather
than too few. So, if in doubt do nothing. My clients are
inclined to remember these golden rules, so my telephone
tends not to ring the day after a market fall.

Working with a discretionary portfolio manager, whose
sole job is ensuring a portfolio is managed efficiently and
effectively and action is taken in a timely manner, should
therefore result in more efficient portfolio management.
MM: How does it fit in with Wren Sterling’s role as
financial advisers?
GW: As a financial adviser, I am looking after all
aspects of my clients’ financial needs – from retirement
planning, to tax efficiency to ensuring their children are
properly looked after, whether at university or through
an inheritance. This means that the performance of
specific investments is only a small part my job. I have
run bespoke investment portfolios for my clients but the
responsibilities of constructing and maintaining such
portfolios are very time consuming. As a result, I looked
at how I might delegate portfolio investment decisions to
a dedicated manager for those of my clients who might
benefit – enter, MPS.
Working with a discretionary managed portfolio service
provides a powerful combination for my clients as
they get two layers of service, expertise and ongoing
attention to their portfolio: one from me and one from the

Next steps
Scrutinising investment performance is always
central to our clients' annual reviews. However, if you
would like to discuss investment performance ahead
of your review, please contact your adviser.
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Please note: The value of an investment can go down
as well as up. Past performance is not a guide to future
performance. Equity investments do not afford the same
capital security as deposit accounts.
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What to do when someone dies:
Who to inform and how to get
through probate

C

live Barwell, Head of Later Life Advice
at Wren Sterling

D

eath – it’s not an easy topic to talk about. But when
someone dies certain parties need to know, the value
of their estate (money, property, debt and possessions)
must be calculated, and distributed to their beneficiaries.
This article has been written to shed light on the amount of
work involved if you’ve been asked to be an Executor – and
for those thinking ahead, I hope that it will help you consider
who you want to undertake these tasks on your behalf. In
this article we’ll be looking at the two main hurdles for an
executor to overcome; registering the death and obtaining
Probate. We’ll also talk about the costs associated with
passing on an estate and how this will change in the next
year.
Register the death
The Undertaker can’t arrange a funeral until a Burial
or Cremation Certificate is issued by the Registrar. All
Financial Institutions the deceased had dealings with will
need to see an original Death Certificate, so remember
to request plenty of these (and take the relevant fee with
you). Scans or photocopies are not acceptable.
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Secure the home and protect valuables
Empty properties are a magnet for burglars and the
insurance cover may not be as comprehensive as it was
prior to death. If it is winter, it is also important to either
drain the water system or ensure heating is left on to
protect against burst pipes.
Arrange the funeral
Check to see if there was a pre-paid funeral plan, as this
may well dictate which Undertaker is used. Also check the
Will to see if there are any expressions of wishes as far as
burial or cremation are concerned. If it is a burial, you also
need to be on the lookout for a Deed to a plot.
Contact insurance companies
It is important to advise the insurers of the house, contents
and cars of the death and ensure the interest of the Personal
Representatives (Executors or Administrators) are noted
and any limitations or exclusions understood.

Contact ‘Tell Us Once’
This is a useful service offered by the Registrar, which
advises all relevant Government Departments, both
national and local, of the death. If possible, find the driving
licence, passport and any blue badge the deceased had
before going to register the death, as these need to be
handed to the Registrar. You’ll also need their National
Insurance Number.
Locate the Will
There may be a copy of the Will in the house. The original
could be in storage elsewhere. You will need to find the
original to apply for Probate.
Apply for Probate
Before the Executor named in the Will can do this, they
need a clear picture of the assets and liabilities of the
estate, and will then need to apply for Probate. If the estate
is going to be straightforward, particularly if there is no
IHT to pay, then the process has recently been simplified;
everything can now be completed online, both the HMRC
IHT Return and the Probate application itself.
Value the estate
You need to advise all Financial Institutions of the death
and ascertain the value of accounts as at the date of
death. Non-financial assets such as property, jewellery
and vehicles need to be valued professionally. Personal
effects and cars can be sold prior to obtaining Probate
and is probably the best way to secure such valuables. In
which case, the sale proceeds can be substituted for any
valuation. You also need to ascertain any debts, including
household accounts outstanding at the date of death.
Collect assets, discharge debts and pay the beneficiaries
Once Probate has been granted and the tax affairs of the
deceased have been sorted, the process of settling an
estate involves gathering assets, paying debts and then
distributing everything left in accordance with the Will.
Recent changes
When someone dies there are two hurdles to overcome to
pass on their legacy; registering the death and obtaining
Probate. The cost of these has either increased, or is about
to increase, dramatically.

This is expected to change later this year, as the
intention is to introduce a tiered fee scale based on the
estate’s value:

Size of estate
Below £50,000

Tiered fee
£0

Between £50,000 and £300,000

£250

Between £300,000 and £500,000

£750

Between £500,000 and £1m

£2,500

Between £1m and £1.6m

£4,000

Between £1.6m and £2m

£5,000

Over £2m

£6,000

So, for an estate valued at £50,001 the increase is a
relatively modest 16%, but for an estate over £2m, the
increase is an eye-watering 2,690%.
With asset prices still rising and the Inheritance Tax (IHT)
Nil Rate Band still frozen at the 2009 level of £325,000, it
is unsurprising that the Government collected £5.2bn IHT
in 2017/18, an increase of 8% over the previous year.

Next steps
If you need guidance – in making plans for your estate,
or completing your duties as an executor – you may
benefit from having a specialist on your side to help
guide you through the process. As a member of
SOLLA (Society of Later Life Advisers), I am often
called upon at Wren Sterling to provide advice to
clients with queries about their legacy.
In cases where support is needed from solicitors, we
have estate planning partners who can help ensure
your wishes are carried out, while we concentrate on
financial planning (providing advice on such topics
as retirement, investments, protection needs and tax
planning.) If you’re starting to think about your estate
plans, or have been asked to be an Executor and are
looking for support, contact your adviser, or email
marketing@wrensterling.com.

On 16 February 2019 the cost of a Death Certificate in
England and Wales, at the point of registration, increased
from £4 to £11, an inflation-beating 175% increase. The
Government pointed out that the fees haven’t increased
since 2010 and claim they are set at a “recovery” level, i.e.
to cover costs only.
At the time of writing, the Government’s proposals
to radically reform the fees charged by the Probate
Court for an application for a Grant Probate (required
to settle an estate when there is a Will) or Grant of
Letters of Administration (where there is no Will) are
going through the final stages in Parliament.
Currently, there is a fixed fee of £215 (£155 if via a
Solicitor) for all estates over £5,000. This reflects the
fact that the Court spends the same amount of time
processing the application, regardless of the value of
the estate.

www.gov.uk/order-copy-birth-death-marriage-certificate
www.gov.uk/wills-probate-inheritance/applying-for-a-grant-of-representation
advisingfamilies.org/information-portal/life-after-death/probate-fees-fuss/
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Source: Timelineapp Tech Limited using data from Global Financial Data.
Copyright © 2019. Timelineapp Tech Limited. All rights reserved

This chart is for illustrative purposes only; it does not constitute investment advice and must not be relied on as such. The value of investments and the income from them can go down as well as up so you may get back less than you invest. Past performance is not a guide to what might
happen in the future. Transaction costs, taxes and inflation reduce investment returns. This chart shows the inferred growth of money invested on January 1, 1926. The portfolios are hypothetical and are rebalanced annually on the 1st of January. All investment income are assumed to be
reinvested, unless otherwise stated. No transaction costs or taxes are included. Bull markets start from the lowest close reached after the market has fallen 20% or more, to the next market high. Bear markets are defined start from when the index closes at least 20% down from its previous
high close, through the lowest close reached after it has fallen 20% or more. US Equities: S&P 500 Total Return Index (w/GFD extension), Global Equities: GFD World Return Index, Emerging Markets Equities: GFD Emerging Markets Return Index, Global Aggregate Bonds: GFD World
Government Bond GDP-weighted Return Index, Gold: Gold Spot Price-(London PM), Inflation: US Consumer Price Index, US 1 Month T Bills: : GFD USA Total Return Daily T-Bill Index, US Small Cap Equities: Fama-French US Small Cap Index.

Global Balanced Portfolio is made up of 50% Global Equities and 50% Global Bonds. Global Growth Portfolio is made up of 60% Global Equities, 10% Emerging Markets and 30% Global Bonds. The gray lines depicts major historical events.
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How UK equities have grown throughout history

Is Buy-to-let on
the way out?
Landlords of UK buy-to-let property have responded to the
government squeezing their returns by selling assets,
triggering a bumper 18.6 per cent rise in capital gains
tax payments in 2018/19, but is the dream
over for landlords?

N

ick Morrey, Product Technical Manager,
John Charcol
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O

ver the last three years it feels like more column
inches in the mortgage world have been devoted
to the ‘death of the buy-to-let market’ (BTL) than any
other topic. This was mainly due to two reasons.
First, the UK’s obsession with owning property meant it
was already a favourite dinner table or pub topic thanks
to years of price rises. Second, the triple whammy of
additional stamp duty, affordability restrictions and now
the income tax changes have had a definite affect. So let’s
look at what actually happened.
Whilst property prices were rising there was a feeling
that anyone could make some money. There were a lot of
people who had some cash from various sources including
pension schemes, an inheritance, or a further advance on
their main residence and decided that being a landlord
was a route to further wealth. They spent years outbidding
first time buyers for standard two bedroom flats/houses
all over the UK. This outbidding of first time buyers was
being noticed and frowned upon as it helped to create
‘generation rent.’ The government saw an opportunity
to raise revenue and curb the landlord purchases and
introduced additional stamp duty (3% of the full purchase
price) and caused the biggest spike in buy-to-let property
purchase seen in a generation (January to March 2016).
Following that change, the Bank of
England, who had been watching the
UK property market for a few years, felt
that the ease with which landlords could
obtain mortgages without necessarily
being able to afford them needed
tightening. This was especially true for
landlords suffered tenancy voids causing
a lack of rental income. Through the
Prudential Regulatory Authority lenders
had to increase the rental incomes
required to get the same size loans as
before. Within a year, landlords buying
property had to stump up thousands
extra in stamp duty just to buy a property
and the rent had to be higher to get the
loan size they needed. BTL purchases
dropped in number very quickly.

The net result is that the so-called
dinner table landlords (or occasional/
accidental landlords) have mostly
withdrawn, leaving determined or
professional landlords to fly the flag.
But if they cannot buy in the property powerhouse of the
South East what have they been doing? Answer – many
are going for holiday lets, student lets and HMOs (House
of Multiple Occupation) often in university towns. Not only
are those properties often outside London and therefore
cheaper but the rents aren’t much lower than much of the
South East as university towns will always need student
accommodation.
If they are not buying should they be selling? If prices
are falling but rental income is still flowing there is little
incentive to sell. So many are holding tight. Unfortunately
for many landlords they often cannot remortgage to raise
capital or even get a further advance due to the new
affordability calculations. So what are they doing?
Many are talking to their accountants about using a limited
company to buy, sell, and rent property. Limited companies
have some fundamental differences
that can make them advantageous to
a landlord. They pay less tax than an
individual and they can currently still
offset mortgage interest against rental
income. Advantageous though that is,
the advice to many is to simply buy new
properties using a limited company but
not transfer existing properties into the
limited company. That is a decision that
only a qualified tax specialist can help
with but it is often down to the stamp
duty costs involved. Another advantage
of using a limited company is that you
can potentially look to pass on your
portfolio to your children by granting
them shares in the company in the future
should you want to.

The occasional
landlords may
have decided
that this is not
for them, but
the serious
investors are
still there.

The final ‘attack’ on landlords is currently
starting to bite. The government decided to raise some
revenue and curb landlords by phasing out the automatic
right to offset all the interest payments on a BTL
mortgage against the rent before calculating net profit
for taxation purposes. This phasing has recently begun
and landlords will be feeling the effect of higher tax bills
this year and next. From 2015 to 2017 the BTL business
John Charcol helped with fell from roughly 40% of our
mortgage submission to about 25% - a large drop in such
a small space of time.
So what are landlords doing about it? Are they still
buying? Should they be selling?
These are the questions being asked up and down the
country. Landlords are generally holding on to see what
happens – especially if the properties are in the South East
where prices are often currently falling or staying level
at best. No-one wants to make a loss on sale so holding
on whilst not making a loss can make some sense. But
buying in the same region is nowhere near as financially
viable as it was since rents have not increased as much as
actual prices and with the new affordability calculations
BTL landlords may struggle get the loan sizes required.

Is this the end of the BTL market? Definitely
not. The occasional landlords may have decided that this is
not for them, but the serious investors are still there.
The numbers of limited company BTL mortgage
applications are rising and lenders are offering more
products for this sector than ever before as a result.
Landlords are sitting tight and often using brokers to
look at the viability of capital raising by potentially
remortgaging to different lenders. If that is not a likely
option the brokers are securing another product with
the existing lenders to keep the monthly mortgage costs
down. Brokers are often suggesting five year fixed rates
not only for the historically low levels and security but for
access to slightly lower rental affordability calculations to
free up some capital. So there are options for all landlords
to either sit tight or increase borrowing where possible.

Next steps
For specialist mortgage advice please ask your
adviser for an introduction to John Charcol or visit
www.charcol.co.uk
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Alternative investment
strategies for your portfolio
J

asmit Bahia,
Wren Sterling
Partnerships Manager

J

asmit Bahia, a Partnerships Manager at Wren Sterling
and manages his own Buy-to-Let (BTL) property
portfolio, discusses the changes that have impacted the
BTL market, how he’s had to adapt, and the alternative
options available to investors.
When I started my property portfolio, I was looking for
an investment strategy for my money that was just sitting
in a bank account. Generally, anyone who’s got a bit of
money in a bank account will do one of three things; invest
in property, use the money to start their own business
and generate income that way, and others will invest the
money.
At the time I was working as a Mortgage Broker, and as
property was where I started my career, it seemed to me
that financing a property was straightforward. I didn’t
really think about other options. I knew a lot of people
buying properties and that felt safer.
I didn’t know much about investing, and looking back I
had a mistrust of stocks and shares because I didn’t really
understand them. I see this with Wren Sterling’s clients
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now and I understand why it might put you off. It was only
when I became a financial adviser that I understood them,
and that they were not something to be afraid of.
If I’d been a financial adviser, and known then what I know
now, I would have focused on my pension sooner, and my
investments too. But back then I had my plan. I wanted to
buy three properties to generate income to help me pay
for my mortgage, one for my car, and one for just a bit of
spending money. Now I have a more balanced portfolio
that aligns to my long term objectives, I invest in equities,
and maximise my pension, as well as looking after the
properties I have.
I don’t regret my choices, but I found that property can
be volatile. There were a few times when I thought I
would lose everything because I had invested so heavily
in property. After the crash in 2008/9, the market was
flooded with new builds, and it was very difficult to let
properties. I had four empty properties at the same time.
I managed to get through it, but it was a very scary time
– because as an adviser I can’t go into arrears. If that
happened I could lose my job. You must be on top of your
own finances if you want to work in this industry.

I’ve had to react to changes (outlined in our article from
John Charcol) over the past few years. These changes
have encouraged me to consolidate my portfolio and
grow more organically, rather than aggressively buying
new properties. The tax changes have forced me to go
into a limited company structure, which I wouldn’t have
done otherwise.
This has taken time to plan with my accountant, and
it’s been expensive. As a higher rate tax payer, the tax
changes would have meant that I’d be £12,000 worse off
a year and that’s without even making a profit. By being
incorporated I won’t be penalised for additional tax on the
interest, and my profit will be considered rather than my
income. But as a limited company the cost of borrowing is
higher so it wasn’t an easy decision to make.
If you’re investing in property, a financial adviser wouldn’t
be able to help you with your property portfolio. For those
queries, you’d need to talk to a mortgage adviser, like those
at John Charcol. But if you don’t want the responsibilities

that come with being a landlord and are thinking about
alternative methods to grow your wealth, or want to discuss
your inheritance tax liability, we can help.

Next steps
Wren Sterling does not offer mortgage advice, but
we do have professional partners that offer this
service, such as John Charcol (one of the UK’s leading
independent mortgage advisers). Our advisers often
work together, lending their expertise to clients,
helping them make the most of their money. If you’re
not sure how the regulatory changes are affecting
you and feel you would benefit from independent
advice you can get in touch with your adviser, or
email marketing@wrensterling.com.

How can a financial adviser help landlords?
1. Find routes to your
financial goals

2. Do more with your cash

3. Discover alternative
investment methods

If you don’t want to sell your
properties but have financial goals
that you want to achieve and
can’t see how to reach them, a
financial adviser may be able to
help. We can review your whole
financial situation and create a
plan that will help you reach your
goals. We’ll discuss any debts and
assets, consider your attitude to
risk, and any life events coming up
where you might need your funds.
We’ll recommend a plan and
highlight the choices that could
leave you better or worse off in
the long run. We can help you
put your plan into place and offer
regular reviews to make sure that
everything is working as it should.

Let’s say you’ve received
an inheritance or have just
downsized and want to do
the best you can with that
money. Or perhaps you’ve paid
off your mortgage, and now
have an extra £500, £600 a
month. You could invest these
funds, rather than leaving them
in a bank account. At these
times you could benefit from
speaking to a financial adviser
as different investments can
achieve different things, not
only growing your money,
providing you income, saving for
retirement or for education.

If you’d like to move away from
managing a property portfolio,
there are other ways to invest.
Talking to a Wren Sterling
adviser can help you discover
which options might be suitable
for you, to maintain the value of
that money, or draw an income
– and you don’t have to say
goodbye to property entirely. If
you like investing in bricks and
mortar but no longer wish to be
a landlord, it is still possible to
have an exposure to property
through investments because
depending on the fund you
choose, some of the money may
be invested in property.

The Financial Conduct Authority does not regulate taxation and trust advice.
Your home or property may be repossessed if you do no keep up repayments on you mortgage. The Financial Conduct Authority
does not regulate some aspects of buy-to-let mortgages
As property is a specialist sector it can be volatile in adverse market conditions, there could be delays in realising the investment.
Property valuation is a matter of judgement by an independent Valuer therefore it is generally a matter of opinion rather than fact.
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Knowing the value of what's in
your cellar
ren Sterling’s Head of Marketing, Nick Moules, recently met Gus Rodgers, founder and CEO
of JF Tobias, an online wine valuer, buyer and seller based in London’s Old Street to
discuss why the online wine market has grown so markedly in the last few years.

W

Nick also uncovered some hints and tips for Wren Sterling’s clients who
may also be wine enthusiasts or collectors.
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ike many of the world’s business success stories, JF
Tobias started out because the founders recognised
fundamental problems in their industry and set out to
solve them. In a typically modern way, that problem
was solved with an online solution in a generally offline
industry.
“We started out with a problem and the biggest problem
we could find was that for smaller collectors, valuing
wine and finding consistent prices was inaccessible and
unreliable. Using that problem as a starting point we tried
to see if we could find a solution. That solution was our
online wine valuation tool”, says Gus.
Following a six-month development period in which the
goal was to find a solution that was accurate, reliable and
easy for people to use, JF Tobias was born.
What started as a trickle of client enquiries steadily
increased and it became apparent that what Gus had
built was something people had been looking for.
“Our vision is to democratise wine. We want people to
enjoy wine and to participate in it. We want to understand
the problems our clients have and, rather than force our
opinions on them, provide solutions for them.”

Why were people attracted to an online wine
valuation tool?
Investors in wine and collectors of wine can go to ten
different merchants and get ten different prices, so how
can they know which is the most accurate price? Gus
says there are now a few well-established data sources
available but it’s still very difficult as a consumer to value
a case of wine because of conflicting information, so
the attraction of the tool is in its speed, accuracy and
reliability.
In an opaque industry dominated by enthusiasts without
an overriding regulator or standardisation, JF Tobias uses
two reliable data sources and have also created their own
database. Pairing this data with a bespoke algorithm, Gus
and his team can see which price is most reliable and
accurate and that will be made available to the seller.
More than 80,000 wines can be valued using the tool in
an instant.

From passion to investment
In the mid-2000s, the wine industry experienced a boom
in interest. Individuals who were not necessarily wine
lovers became involved, so it became an investment class
rather than purely a pursuit of enthusiasts, yet it is still an
unpredictable market.

“We see this diversity of approach
reflected in our clients. We deal with
people who really love wine and
people who are more calculated
about their investment and will never
drink it.”
Sellers valuing their wine come from all walks of life with
a myriad of motivations and some will stumble into it,
sometimes via an inheritance.

“We also get enquiries from people who have wine that’s
more valuable than they’re comfortable drinking. They’re
OK to drink it at £20 a bottle, but at £100, that’s too
much and they want to take measures to protect their
investment. That’s where we can step in”, adds Gus.

What sort of wine sells?
As in other industries where the internet has proven to
be a disruptor, new markets are opening up all the time
in wine and matching buyers with sellers. Significant
business is done online too, whereas previously it may
have been the preserve of wine merchants and auction
houses.
“We get enquiries ranging from a single bottle all the
way up to private individual portfolios worth more than
£1million and everything in between. There’s never a dull
day.”
“The single most expensive case of wine we’ve sold was
a Burgundy produced by Domaine de la Romanée-Conti.
We sold a case for £50,000 and in terms of valuation we
valued one case in excess of £100,000 from a different
vintage. That particular wine was bought by a collector
and most of the time it will stay with collectors”, says Gus.

Valuations
“Reputable merchants are a great place to start. If you’re
looking for an instant valuation, you should consider an
online valuation”, advises Gus.
JF Tobias values based on assumptions; firstly that the
wine is in excellent condition and secondly that the
condition is appropriate to its age. A wine that is 25 years
old may have some label discolouration, for example.
Gus says another feature he was determined to get right
in his business was transparency in pricing. It was an
aspect of the industry he felt was lacking when JF Tobias
was established.

How to avoid wine investment scams
Sadly, JF Tobias assists clients who have experienced
a scam almost on a daily basis and Gus has a few tips
for people who may have experienced unsolicited
approaches.
“It seems to be consistent that every single scam
in our industry starts with a cold call. People can
take steps to avoid scams by doing their own due
diligence – for example researching the people who
have contacted them. Do they have a website? Are
they known by other merchants?”
The complexity and sophistication of scams are
increasing too.
“We’ve noticed that a group of individuals have a good
understanding of how to present themselves as a
legitimate company and also to impersonate legitimate
companies. We also see something called advance fee
fraud. Someone might say they know a hotel chain in
China looking to buy a certain vintage and they will
pay above the going rate. All you need to do is transfer
the wine and get a higher fee, or they might demand
money for shipping the wine to China and the investor
will never see their wine or their money again.”

MONEY MATTERS 17

“We provide a market valuation and a final figure they
could expect to achieve if selling via broking, whereby
we find a buyer and charge commission for that service.
We also give them a price for us buying the wine directly
so they can see all their options and proceed in full
knowledge of the charges.”

Investment pitfalls
As a financial planning firm, Wren Sterling is very familiar
with the lack of guarantees around investments and Gus
says the same warnings apply in wine, which he considers
to be a longer term investment.

It comes down to four main areas; lack
of regulation, poor condition, unreliable
pricing and lack of investment expertise.
“Wine merchants are not regulated and the pitfalls tend
to stem from here. The Financial Conduct Authority has
no jurisdiction, which has created issues. No companies
or individuals are policed or guided on how they should
behave, ethically.”
“Bad operators do exist and we try to liaise with industry
stakeholders, like bonded warehouses, merchants,
brokers and trading standards to make authorities aware
of these people.
“The condition of the wine can be a pitfall if people
don’t do the correct checks. It is sold as a commodity
that people never actually see because it is stored in a
bonded warehouse and then they go to see the wine for
the first time a few years later, they might find it in a poor
condition. As a company, we receive a high-resolution
photo of all wines we receive so our clients can buy and
sell in confidence.

“The unreliable nature of pricing in the
market can dramatically impact the
value of wine. People can lose a lot of
money because they’ve purchased
wine at the wrong price. It’s very similar
to stocks and shares in that respect.
“There is a lack of expertise in the wine market. People
who work in the industry are very passionate about wine,
the production and the product itself, but investment
fundamentals are not part of their knowledge sets. We’ve
seen situations where clients have been advised to buy
quite vast quantities of extremely low value wines and the
cost of carrying the wine will completely negate any gain
they will make every year through storage and insurance
and so on.”
Gus says the skills in his management team are deliberate
and provide a point of differentiation in the market.
“We’re fortunate enough to have quite a diverse team.
Members of our management team have a lot of expertise
in wine, but we also have holders of the Investment
Management and Chartered Alternative Investment
Analysts certifications and a member of the team was
also previously an FX trader, so we have a very good
understanding of the impact of currency and macro
forces that impact prices and these things are important
for us and our clients when making investment decisions
about wine.”
Given that values regularly hit four figures, subtle
movements can have big adverse effects.
“The market is challenging to understand. There’s a huge
amount of information and it’s difficult for an individual
to come into the market with very little knowledge and
quickly understand it. Making decisions where there are
potentially thousands of pounds at stake really does merit
the use of an expert”, says Gus.

What to beware of when storing wine

Where to store your wine

Even if you don’t want to sell and just want to drink, these
tips will help. Beware of:

Wine cellars are used for good reasons, says Gus.

1. Heat and fluctuations in heat. Garages and kitchens
are particularly bad for these reasons
2. Humidity. There’s a balance to strike because you
need enough humidity in the cork so it doesn’t dry
out. Typically by lying a bottle on its side, it will do
the job. If it’s too damp, it will affect the label and the
aesthetics, which will also impact the value
3. Direct sunlight
4. Vibrations
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“If anyone is looking to store professionally, use a bonded
warehouse. A bonded warehouse is a secure space where
goods liable for import duty and or Value Added Tax
(VAT) are stored. Duty and VAT payments are deferred
until the goods are sold or removed from the bonded
warehouse. These facilities are designed to keep wines in
optimal temperature and humidity. All for the cost of £1
per bottle per year.”

What does Gus like to drink and what does he look
for in an investment?
“I drink to expand my knowledge about wine. It doesn’t
need to be expensive or a big name, but if it has a cult
following I would want to try it. Chateau Musar is a good
example of a fantastic wine with a cult following, from
Lebanon. I enjoy older wines because they tend to be
more interesting.
“In terms of investments, the markets have become quite
price sensitive since July last year and as a result we’ve
seen some of the better vintages coming down in price.
Better vintages are typically those with higher critic scores
so they could be slightly undervalued at the moment. As
the market recovers, they could offer value.
“Generally speaking, when purchasing wine, you should
always go for one that has a secondary market. Original
casing, excellent condition, in bond and standardised
format. We wouldn’t generally recommend buying larger
formats like magnums or double magnums.”

Beyond the transaction
JF Tobias has now assisted more than 10,000 people with
their wine collections and those numbers are growing –
indicative of a market on the rise. Clients are now asking
for help building portfolios and management analysis.
In a sense, there’s a professionalisation of the market
underway and the provision of services catering to smaller
investors is proof of that.
“We want to offer people solutions to all the wine-based
problems they have. In the last year we’ve valued more
than £25m of wine for our clients.”
A more holistic approach to the process and especially
after the transaction is something Gus and his team are
looking at closely with projects in the offing to expand
the proposition.

When people drink away the profits…
Needless to say, a business that values wine can come
across unusual stories of how the wine was acquired
and there have been cases of valuable wine unknowingly
quaffed before a valuation was sought out.

In one instance a client inherited a
wine collection from his grandfather
that was distributed among siblings
and relatives. The client was the only
one from the family to do a little bit
of research and discovered he had
eight cases of 1996 Lafite Rothschild
which trades at more than £7,000 a
case.
“When we told the client he was ecstatic but simultaneously
concerned about what had happened to the rest of it.
He got off the phone and called around the family and
unfortunately one family member was already working
her way through the wine to accompany her evening
television.
“She probably really enjoyed the wine, but he was
definitely happy he took the time to get a valuation.”

Next steps
To obtain a valuation for your wine collection or
to enquire about buying or selling, please visit
www.jftwines.com

Much like financial planning, clients have realised that
the true value in expertise comes when there is a lasting
relationship rather than a single transaction.
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About Wren Sterling
Wren Sterling is a nationwide independent financial
planning business that specialises in all aspects
of investments, protection, and retirement planning.
We pride ourselves on navigating clients through
their financial journey by providing uncompromised
and objective advice. Our advisers are committed
to developing longstanding client relationships
that span generations to achieve our clients’
lifetime financial goals.

Where we are
We have advisers throughout the UK,
based in eight regional offices including our
head office in Nottingham.
• Glasgow  0141 341 5240
• Halifax  0333 0438 900
• Nottingham  0115 908 2500
• Warwick  0333 043 9001
• Grantham  01476 560 662
• London  0370 1432 100
• Weybridge  01932 481069
• Belfast  0370 1432 100
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Need to speak to us?
 0370 1432 100
 contactus@wrensterling.com
 www.wrensterling.com
Wren Sterling is a trading name of Wren Sterling Financial Planning Limited, which is authorised and regulated by the Financial Conduct Authority.
Registered No. 665653. Registered office: 13-19 Derby Road, NG1 5AA. Registered in England No. 09157918.

