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Stay the course

A COACHING
WAY OF BEING

Rob Macdonald
tells you how

CHANGE IS GOOD

But don’t change what you stand for
Danie Matthee, CEO, OUTsurance

YOUR FUTURE
REIMAGINED

DEPARTMENT OF
FINANCE AND INVESTMENT
MANAGEMENT

Be a cut
above the rest
The Department of Finance and Investment Management at the University of Johannesburg
is the institution of choice when it comes to Financial Planning.

T

he degree encompasses a research and

their expertise acquired in presenting their

integrated financial planning module with

clients with appropriate financial planning

a strong focus on equipping students

solutions. The programme which is accredited

with the necessary competencies and skills

by the Financial Planning Institute is a
stepping stone for students

through the “real life experience”
embedded in the structure of the
modules. The learning experience
is supported and enhanced by
contact classes as well as more
focussed tutorial sessions held

The University is currently
the only University in
South Africa to offer
a honours degree in
Financial Planning

at our campus in Auckland Park.

towards becoming Certified
®

Financial Planners (CFP ) - an
internationally recognized
professional designation for
financial planners. Students
desiring to pursue their

academic ambitions are, upon the successful
With the qualification, students will be in a

completion of the Honours degree, eligible to

position to broaden their expertise in the

apply for the Masters in Commerce (Investment

analysis, interpretation and application of

Management) degree with a specialisation in

financial planning principles. This qualification

Financial Planning.

will also enable students to effectively apply

Through this qualification, students are given the opportunity at
an advanced level to acquire the skills to not only conduct research
on developments in industry but also to build meaningful client/
financial planner relationships. Engagements with prominent
industry professionals and members of the Financial Planning
Institute provides for an enriched learning experience for our
students. Upon completion of the curriculum, students will gain
the necessary confidence to enter the profession. Please visit our
website for more information https://bit.ly/DFIM_courses
or contact us at dfiminfo@uj.ac.za

A word from our Alumni

“This Honours Degree has helped me
sharpen my knowledge which I have used on
clients and without a doubt there has been
an increase in the value proposition offered
to clients. This degree has accelerated my

”

growth tremendously in the industry.
Irshaad Chandulal – Executive Investment Specialist

“The course was very interactive and
engaging. The practical application of the
material supported my learning immensely
and kept me engaged throughout the
academic year. The lecturers are distinguished
and well experienced individuals who bring
their vast corporate knowledge and experience into the classroom
which makes the course all-the-more fun and relatable.
Sibusiso Chirwa – Senior Consultant

”
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Inspiring excellence, transforming lives
through quality, impact, and care.

Stand out from the crowd
with an accredited qualification from the
UFS School of Financial Planning Law.

We offer the following programmes
through distance learning:
Advanced Diploma in Estate and Trust
Administration
Postgraduate Diploma in Financial Planning
Postgraduate Diploma in Investment Planning
Postgraduate Diploma in Estate Planning
Financial Coaching Short Learning Programme
Employee Benefits Short Learning Programme
Fundamentals of Short Term Insurance Short
Learning Programme
Corporate Finance and Accounting for Lawyers and
Other Professional Short Learning Programme
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W

e welcome Kobus Kleyn to Blue Chip as one of our esteemed columnists.
Kleyn will be sharing his thoughts with us in each issue of the publication.
In his introductory column (page 22), he says that it is essential to have
a well-diversified portfolio of funds and fund managers to smooth
performance over the long term. He goes on to explain that it is about spending time in
the markets and that your success rate is high when you protect wealth while creating
wealth if you do not try to time the markets during volatility.
Florbela Yates concurs in her column on page 20. She says that in determining
the most appropriate investments for clients, the investment time frame, risk
tolerance and the expected volatility and liquidity constraints are considered. She
says that financial advisors guide clients to avoid selling during a downcycle. By
exiting then, you lock in the loss. It is often better to stay invested and consider
exiting once the market has recovered.
Mike Adsetts, Momentum Investments, tells us to stay the course through
market turmoil on page 32.
Sound investment advice.
In A Coaching Way of Being (page 48), Rob Macdonald, our veteran Blue Chip
columnist tells us that investments outperform investors because of their behaviour:
switching at the wrong times for the wrong reasons, incurring additional costs and
generating lower returns than they would have if they had stayed invested. We are
more emotional than rational in our decision-making. As such, financial planning is
about behaviour management and perhaps the value add that a financial planner
offers is behavioural coaching.
Nilan Pillay tells us how to transform from financial planning to financial
coaching gracefully (page 64) and Terrence Tobin tells us how he applies coaching
to his financial practice (page 66).
Financial advice is about having informed conversations with the client, about
listening to their needs, about guiding them through the rough times and quelling
frivolity in the good. Financial advice is the sum of investment and coaching
expertise. Financial advice is about being human.
Enjoy this issue!
Alexis Knipe, Editor
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Your company’s
biggest asset is
its people.
At Liberty Corporate, we are in the business of caring for people.
That’s why our team of highly skilled business development
managers and specialist advisers will consult with key people in your
organisation to ensure that the solution we design for your company
will benefit the people who work there. Because people are the heart
of our business and yours.
Speak to a Liberty Accredited Financial Adviser or

2018 SUNDAY TIMES TOP BRAND AWARD

Employee Benefits

2021 PMR AFRICA GOLDEN ARROW AWARD

Liberty Group Limited (Reg. no. 1957/002788/06) is a licensed Life Insurer and an Authorised Financial Services Provider (FAIS no.2409). Terms and Conditions, risks and limitations
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FOREWORD

THE TIME IS NOW
The CEO of the Financial Planning Institute
shares FPI’s latest news.
Lelané Bezuidenhout CFP®
CEO, Financial Planning
Institute of Southern Africa

T

here is so much going on in the world right now and
I cannot help but feel thankful for the opportunities
we have. I woke up this morning, peacefully, in a
slightly chilly Gauteng; I didn’t wake up in the middle
of a war… Yes, it is nearly two months since Russia invaded
Ukraine. And then, just as South Africa announced the end
of our National State of Disaster, China and other parts of the
world started moving back into some form of lockdown.
The full effects of the Covid pandemic and the Russian
invasion are still to be realised but we can clearly see the
impact of on GDP, inflation and the unemployment rate,
to name but a few indicators.
Out and about again
I recently visited partners based in Cape Town, together with
David Kop, FPI Head of Policy and Engagement. It was clear
that many people are “returning to normal”, dusting off their
work clothes and laptop bags for in-person meetings at the
office – and for standing in queues for coffee.
Large corporates are only returning now but most of the
smaller financial planning and advice practices have been
back for a while already. Certain businesses are operating
the same way they did before Covid; others have embraced
a hybrid model where staff are working from the office
some days and other days from home.
Educational providers are also starting to fill lecture
halls again for the first time in two years. It was great to
walk the corridors of the universities and greet students
as they moved between classes – some running, most

10
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talking up a storm. That is the way it should be! In-person
graduation ceremonies are back, too. You cannot beat the
feeling of receiving your qualification on stage with your
family cheering from the front row. Well done to all the
students graduating this year.
Topics discussed during our visit
As with any other business, it is important that FPI products
and processes are reviewed from time to time to see if they
still meet certain needs. With that in mind, the following
products were discussed with our partners to see how we
can improve on what we are currently doing:
• FPI approved professional practices
• FPI corporate partners
• FPI recognised education providers
• FPI professional designations
• FPI CPD events and programmes
• FPI regional committees
We received excellent feedback from our trusted
partners and we are working to implement some of the
suggestions that came through via our interactive, robust
engagement sessions.
At the FPI office
We returned to our office late last year in a hybrid fashion.
It has proven to be successful so far, and we will continue
to work this way. We are a relatively small team and it suits
us well.

UPCOMING EVENTS
•
•
•
•

29 June: FPI Retirement Conference
27 July: FPI Tax Workshop
31 August: Key Individual Workshop
19-20 October: FPI Professionals Convention

The FPI Convention theme for 2022 is: The Time is Now!

We kicked off 2022 with the Annual Refresher at the
end of January and beginning of February with a super
line-up of speakers. If you missed it, watch the recordings
at www.fpi.co.za. Click “Events” on the top menu bar.
We also had a successful Estate Planning Workshop on 6
April. Again, if you missed it and want to claim CPD hours in
the new cycle, register via the FPI website. Remember that CPD
compliance is due at the end of May. If you still need to catch up,
you can access 35 complimentary CPD hours via the FPI Portal.
From a certification point of view, we ran our first professional
competency examination (PCE) in March, with results coming out
towards the end of April. The next PCE is in June 2022.
From an advocacy point of view, we are still waiting for
the promulgation of the COFI Act, which is currently with
NEDLAC. Once COFI comes into effect, there will be new
FSCA conduct standards to consider. Similarly, FPI submitted
public comments to National Treasury’s proposed retirement
reform proposals and to SAQA’s update to the policy that
governs professional bodies.
On the international front
The Financial Planning Standards Board (FPSB) is focusing on
updating the financial planner competency profile, curriculum
and practice standards. FPI was one of the 16 affiliates that
participated in a global job analysis survey in 2021. The survey
confirmed that financial planning practice in the future will be
more innovative, more human and more in-demand. In case
you missed the press release on the findings of the survey, visit
the FPSB newsroom at fpsb.org.

I am pleased that FPI contributed to the overall growth
of CFP® professionals globally. For the first time as a global
community of planners, we surpassed the 200K mark! FPI’s
CFP® professionals increased by 2.5% during 2021 – well
done to all FPSB affiliates that contributed to the tenfold
increase in the number of CFP® professionals since 1990.
For more information about international CFP® growth,
visit fpsb.org. The growth in the numbers globally is a clear
indication that clients need financial planning done right,
especially in these troubled times. The profession has stood
strong for half a century and has continued to grow in the
face of circumstances nobody could have predicted.
Give back to the community
FPI has a great pro bono consumer education programme.
If you want to give back to the community by helping
consumers understand basic financial management matters,
please email mymoney123@fpi.co.za or visit letsplan.co.za.
I could go on for another 100 pages, but I know the editor
will stop me at some point! (Word count reached, Lelané!
– Ed.) Thank you to everyone for your dedication to the
profession and for making us who we are. As I mentioned
earlier, we have so much to be thankful for. Let’s continue
to celebrate life every day.
Until next time,
Lelané Bezuidenhout CFP®
CEO, Financial Planning Institute of Southern Africa

www.bluechipdigital.co.za
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On the money
Making waves this quarter

Exchange-traded funds and exchange-funded notes

AUM, LIQUIDITY AND TRADING VOLUMES
Exchange Traded Funds (ETFs) have become popular among institutional
investors. But their choice depends on the ETF’s underlying characteristics.
MoneyTransfers.com has presented data that shows that 68% of
institutional investors consider Assets Under Management (AUM), liquidity
and trading volumes as key determinants for selecting an ETF. A higher AUM
indicates a large trading volume, therefore, high liquidity. Higher volumes
and liquidity ease trading in the ETF. Moreover, a high AUM enables the
fund to spread its costs across the investors, increasing their returns.

MoneyTransfers’ analysis identified six other criteria for picking an ETF.
Almost 53% of the respondents said that they’d consider the Benchmark
Index. Another 48% favoured the fund’s provider’s brand and market
position. Moreover, 46% based their decision on historical performance.
Meanwhile, 45% would base their choice on the provider’s value-added
services. That said, some 34% of the respondents considered management
fees a key factor in their selection. Finally, the study identified some 29% of
those investors who’d value transaction cost above all else.

INDEXATION ≠ PASSIVE
The discussion around passive versus active is an ever-evolving debate that
for some has come to the point of “agree to disagree”. Unfortunately, many
market participants see all non-actively managed investments as passive.
At MitonOptimal, we see indexation as the use of passive building blocks
to create a fund or portfolio with a specific mandate or outcome in mind.
This includes Active Beta, Smart Beta, Themed Indexation, Factor Indexation
and many more. Within these strategies a wide variety of nuances play into
the end outcome for the client and the generalisation of “concentrated
index exposure” no longer applies. Using “active share” as a measure of
differentiation, most of these strategies vary greatly from the index and in
some cases even more than active asset managers.

WE PROVIDE
PEACE OF MIND

It is also possible to build an active
portfolio using exchange-traded funds
(ETFs), exchange-traded notes (ETNs)
and other asset class building blocks
without having to make calls on any
stock-specific outcomes.
MitonOptimal are strong proponents
of indexation and have been successfully
implementing these strategies within
our Core Indexation Portfolios, Tailored
Portfolios and Funds for over a decade.

Jacques de Kock, Quantitative
Analyst and Fund Manager,
MitonOptimal

MitonOptimal provides advisers with peace of mind by offering
established investment expertise, dedicated support and long-term
partnership in managing their clients’ investment affairs.

George Dell | Head of Business Development | E: george@mitonoptimal.com | T: 021 689 3579 | www.mitonoptimal.co.za
Issued by MitonOptimal Group (MitonOptimal). MitonOptimal South Africa (Pty) Ltd, registration no. 2005/032750/07, an authorised Financial Services Provider (“FSP”) with license no. 28160.
MitonOptimal South Africa (Pty) Ltd complies with all the requirements of the Financial Advisory and Intermediary Services (FAIS) Act (Act 37 of 2002).
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On the money
Making waves this quarter

The Investment Forum 2022 The FPI Convention 2022

The 2022 Investment Forum is open for delegate registration
The Investment Forum, in its 12th year of existence, is South Africa’s
premier thought-leadership event for financial advisors and other such
investment professionals.
In 2022, we will see the return of The Investment Forum back to its
roots as an in-person event. Once again, the Collaborative Exchange
has managed to secure some of the brightest minds in investment
management from across the globe.
These experts will share their insights into a wide array of subject
matter, covering geopolitics, macro-economic predictions, fiscal
stimulation and money supply, new thematic investment trends,
vaccine implementation and the impact of developed and developing
economies, crypto and digital currencies as well as specific views on
the likely performance of various asset classes.
2021 was a year of aggressive and sustained policy intervention
that underpinned financial markets. Central banks fought the
pandemic with cheap cash and printed money as a way to a recovery.
Risk-hunting venture capitalists fed an IPO boom and projects
enjoying incubation financing exploded.
2022 looks to be a watershed year and, arguably, the world is on the
precipice of “normalisation”. However, there is still a plethora of risks at
stake, and global recovery could be stymied by variances of Covid-19
and rampant inflation. The Ukraine/Russian crisis is also causing jittery
210 x 80mm.pdf 1 2022/04/08 10:00:26
stock markets and the “flight to safety” could be the theme of 2022.

The event will be held on the following dates:
9 June (Century City Conference Centre, Cape Town)
13/14 June (Sandton Convention Centre, Johannesburg)
Kevin Hinton, the founder of the Collaborative Exchange says, “We
are very excited to be bringing our flagship event back as an in-person
event in 2022 after a two-year absence. We have received excellent
support from our asset management partners and we intend to make
this event one of our most memorable events ever. Digital fatigue has
set in and people are keen to interact with the industry after not being
able to do so for the past two years.”
Register now for the 2022 Investment Forum for the latest thoughtleadership and market-leading insights on Tantalizing New Dawns! Go
to www.theinvestmentforum.co.za to register.

Join the 2022 FPI Professional’s Convention, the Time is Now.
The FPI 2022 Convention will be hosted as a live face-to-face and a virtual event.
To register for the event, visit the FPI-Portal via the website. For any assistance, call us
on +27 (11) 470-6000, e-mail events@fpi.co.za or visit www.fpi.co.za
To obtain the 2022 FPI Professional’s Convention Sponsorship Prospectus visit the
website for more information.

TAKE CONTROL OF YOUR
FINANCIAL FUTURE.
Momentum Financial Planning is here to
support and encourage all South African
to take control of their finances. After all
the biggest investment that anyone can
ever make is in themselves.
Momentum, here for your journey to success.
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On the money
Making waves this quarter

The ABCs of ESG and CFP®

ESG SHARIAH FUNDS TO EXPERIENCE STRONG GROWTH
More than a third of leading Islamic finance professionals expect
dramatic growth in the number of investment funds combining ESG
and Shariah compliance over the next two years, new research shows.
The study among professionals working across a wide range of sectors
found 36% expect dramatic growth while 49% expect a slight increase
in the number of fund launches – but most believe the current Islamic
finance market underserves ESG demand.

It found 73% of professionals working for organisations including asset
managers, banks, insurers, fintechs and consultancies believe demand for
ESG investment strategies is not being met by the Islamic finance market.
They believe that if investment products were certified as both Shariah
and ESG-compliant more non-Muslims than Muslims would buy them given
the strong demand for ESG in Europe. Around 72% agree the introduction
of a global standard for ESG and Shariah would boost demand.
The research was conducted by Maybank Islamic Berhad, the Islamic
However, 55% of those questioned believe the launch of a global
banking arm of Maybank Group, and IslamicMarkets.com, a leading platform standard is two years or more away and just 52% expect good or even
that provides access to expert knowledge and financial opportunities, to dramatic progress in the next two years on the adoption of a unified global
support their upcoming forum entitled “Driving Sustainable Impact Through legal and regulatory framework for Islamic finance to help end the lack of
standardisation the industry has faced for decades.
Islamic Finance”.

NUMBER OF CFP® PROFESSIONALS WORLDWIDE
Financial Planning Standards Board (FPSB), the standards-setting
body for the global financial planning profession, reports the number
of CFP® professionals worldwide has surpassed 200 000. With a
net gain of 10 550 CFP® professionals last year, FPSB and its global
network of organisations grew the number of CFP® professionals
worldwide by 5.5% to a total of 203 312, as of 31 December 2021.
“Last year, the number of CFP® professionals reached the highest
ever, with growth from emerging, developing and mature markets
demonstrating the broad appeal of financial planning and CFP®
certification worldwide,” says FPSB CEO Noel Maye.
CFP® Board, owner of the longest-running CFP® certification
programme, finished 2021 with 92 055 CFP® professionals in the
US, an increase of 3 329. FPSB China, with the second-largest CFP®
professional community in the world, ended the year with 26 800
professionals, up 3 221 from the previous year. Rounding out the top
seven growth markets for CFP® professionals were:
• Brazil, with a net increase by Planejar – Associação Brasileira de
Planejamento Financeiro of 1 971 CFP® professionals for a year-end
count of 7 385
• Japan, with a net increase by the Japan Association for Financial
Planners of 969 CFP® professionals for a year-end count of 24 064
• Indonesia, with a net increase by FPSB Indonesia of 415 CFP®
professionals for a year-end count of 2 281
• Canada, with a net increase by FP Canada of 397 CFP® professionals
for a year-end count of 16 797

• India, with a net increase by FPSB in India of 349 CFP® professionals
for a year-end count of 2 338

The six territories with double-digit growth rates in the number of
professionals last year were Brazil (36.4%), Indonesia (22.2%), India
(17.6%), the People’s Republic of China (13.7%), Chinese Taipei
(12.9%) and Israel (11.7%). The programme in Brazil is noteworthy
for its achievements in both growth and rate of growth of CFP®
professionals for the third year in a row.
“Doubling the number of CFP® professionals globally since FPSB’s
creation in 2004 and increasing the number of CFP® professionals
ten-fold since CFP® certification first went international in 1990 is
a tremendous accomplishment,” added Maye.
“This effort is thanks to FPSB’s global network of certification
bodies and the hundreds of thousands of CFP® professionals
worldwide who commit to rigorous standards of competency,
ethics and practice, and to delivering financial planning in their
clients’ interests.”
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How investing
is like skiing
If you have snow skied before, you know how much effort it takes to get out of bed and hit the slopes for another day.

I
Florbela Yates, head of
Momentum Investment
Consulting

Florbela Yates started her
career in 1993 as a consultant
at Alexander Forbes. Her
career has spanned over
several leading businesses
offering investment solutions
to clients both locally and
internationally. Since January
2017, Yates’ role has been
as head of Momentum
Investment Consulting (MIC)
where she is responsible for
Momentum Retail’s advisory
business. She has a BCom
degree (Economics, Business
Finance and Marketing) and is a
Certified Financial Planner (CFP).

20

t requires a serious commitment to put on your
ski boots and meet your instructor despite the
stiff joints, bruised shins and exhaustion. And
once you’ve started the journey down a slope,
there’s no turning back. You must trust that
your instructor worked out the best course by
considering the weather, your level of skill and
your ability to navigate the various challenges,
such as visibility and moguls.
On a recent ski trip to France, we started one
day in sunlight but finished off in a blizzard. Our
instructor had foreseen these conditions and
took us to the top of the mountain early to tackle
the more difficult slopes in good conditions. As
the weather turned, he navigated us to easier
and wider slopes. Not only did the wider slopes
allow for a wider margin of error, but he made
us follow more closely and stopped often to
check that we were all coping. Those for whom
the level of discomfort was no longer palatable,
he guided safely towards the nearest chair lift
to wait.
Navigating investment markets is like
navigating the ski slopes. Once you’ve committed
to making that investment, a financial advisor
can assist to navigate the most suitable course
for clients to increase their chances of achieving
their investment goals. In determining the most
appropriate investment for clients, as investing
is personal, the investment time frame, risk
tolerance and the expected volatility and
liquidity constraints are considered.
Financial advisors will consider clients’
personal circumstances including tax status,
ability to tolerate market drawdowns, the
required real returns as well as the need to
invest in one or multiple products. They will
also help to adjust investment options as
clients’ requirements or timeframes change.

Once the investment is made, clients need
to trust their financial advisor to monitor the
investment and make sure that they stay the
course. Because, just as the weather changes,
so do investment markets. They will go through
cycles – some which make it easier to stay
invested and others where you’ll experience
some discomfort.
In my ski example, the instructor plays an
important role when faced with a pupil that
wants to bail halfway. The same goes for the
financial advisor and their clients: they will guide
clients to avoid selling during a downcycle. By
exiting then, you lock in the loss. It’s often better
to stay invested and consider exiting once the
market has recovered.
It’s important to partner with experts that
are best placed to make decisions based
on their skill and understanding of the
circumstances. On a ski slope, the rescue teams
monitor various conditions. In investment
markets, investors need to ensure that they
partner with an investment house skilled in
managing portfolios.
Momentum Investment Consulting has
a proven track record of building portfolios
that cater to a range of different investment
outcomes. Our portfolios are constructed to
ensure they are diversified across asset classes
as well as investment styles. We work closely with
financial advisors to ensure that our portfolios
cater to clients’ longer-term outcomes, while
catering for maximum drawdowns over shorter
time periods.
So just as the skier who wants to improve
their skill would choose an experienced
instructor, clients rely on our investment skill and
understanding of risk to help them consistently
get to their investment outcomes.

In investment markets, investors need to ensure they partner
with an investment house skilled in managing portfolios.

www.bluechipdigital.co.za

Momentum Investment Consulting (Pty) Ltd is an authorised financial services provider (FSP32726)
and part of Momentum Metropolitan Holdings Limited and rated B-BBEE level 1.
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Build your brand
from the inside out

B
Rob Macdonald, Head of
Strategic Advisory Services,
Fundhouse

Rob Macdonald has held
several senior positions in
the investment industry.
At Fundhouse, he acts as
a consultant and coach
to financial advisors and
develops and facilitates
training programmes in
behavioural coaching and
practice management. Before
joining the financial services
industry, Macdonald was
MBA director at the UCT
Graduate School of Business.
He is co-author of the book
Rethinking Leadership and has
consulted, written and spoken
widely on a range of topics.
Macdonald has a Master’s
degree in Management
Studies from Oxford University
and is a CFP® Professional.

ehind every successful business there
is a distinctive brand. Think Apple,
Amazon, Google and Facebook. This is
not just true for tech companies. CocaCola, McDonald’s and Nike prove it’s a universal
business truth. But it’s probably fair to say that
independent financial planning businesses are
under-branded. Contrast this with the distinctive
and powerful brands of financial institutions and
product providers.
Recently I have worked with several
independent financial planning businesses who
associate themselves with these brands to gain
credibility by association. Their websites display
the logos of the product providers they use
when implementing their advice to clients. It’s a
bit like Samsung or Adidas showing the brands
of all their suppliers on their website.
Financial planning businesses do this to build
trust and credibility with clients. Many a financial
planner has said to me, “Clients will trust me if
they see I use brands and names that they know.”
The problem is it suggests that you can trust
me not because of who I am, but because I use
products from brands that you can trust. Not
convincing or distinctive. And the next financial
planner on a prospective client’s Google search
is likely to have the same or similar product
providers on their website!
While a logo and a name may be important,
a brand is so much more; it is the essence of
who you are. There is an iconic South African
television advertisement from the 1980s about
a milk powder called Cremora, in which a man is
shown looking for the Cremora in the fridge. He
shouts to his wife, “Where is the Cremora?” She
shouts back, “It’s not inside, it’s on top!” Brand
building is the opposite of this. Brands are built
from the inside out.
Tony Hsieh, the late entrepreneur who
developed Zappos into a billion-dollar online
shoe retailer said, “Your culture is your brand.”
A brand is an expression of who you are as a
business. And it doesn’t happen by accident. The
great brands have well thought out strategies

which encompass every element of their
business and are implemented with rigour.
Martin Lindstrom, author of the book Brand
Sense, advocates that your brand should
appeal to all five senses. We so often think of a
brand as a visual concept, but he believes your
brand should appeal to touch, taste, sound
and smell as well. There are many ways one
can do this. What do clients smell when they
come into your office? Freshly ground coffee?
What do they hear when they phone you?
Gentle relaxing music while on hold? What
do the documents that your clients receive
feel like to touch? Anything distinctive? And
of course, what’s visually distinctive about
your brand?
Lindstrom suggests an exercise called
“smash your brand” in which you remove your
logo and then ask yourself three questions.
Firstly, “What elements of my brand remain
distinctive without my logo?” Secondly, “Would
my clients recognise those elements?” and
thirdly, “What is distinctive for me about my
brand that my clients wouldn’t recognise?”
Now as a financial planner you may well
ask, why bother about building a brand? One
answer is because we don’t know which trusted
brands will start offering financial planning.
Vanguard, the second-largest asset manager in
the world already does. Amazon started life as
a bookseller, look what it offers now. Coda, the
2022 Academy Award winner for Best Film was
made by that well-known film-maker, Apple.
Google Financial Planning may not be as farfetched as it sounds.
By building your own distinctive and trusted
brand, your clients will have less reason to
seek the comfort of other familiar brands in
the future. The currency of financial planning
is trust. Financial planners who leverage other
brands to build trust with their clients are
building their brands from the outside in. This
is like building a house without a foundation.
Real trust and real brands are built from the
inside out. 

www.bluechipdigital.co.za
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The fundamental principles
of investing and investments

I
Kobus Kleyn, CFP®, Tax
and Fiduciary Practitioner,
Kainos Wealth

Kobus Kleyn has published
over 200 articles and authored
three books. He is a multiple
award-winning professional
and holds eight memberships
with professional associations.
His most recent awards were
lifetime achievements awards
from the FPI (Harry Brews), The
Million Dollar Round Table (Top
of the Table Life Membership)
and Liberty Group (Life
Membership) in 2021/22.
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would like to keep my first column practical,
considering my 20 years as a Certified
Financial Planner® who believes in holistic
financial planning. I will leave it to the wealth
management thought leaders to detail the theory
side of investing and investments.
As a CFP®, let us focus on being the custodians
of our clients’ financial plans and focus on
the pillars of financial planning and inclusive
retirement – tax, risk, education, estate and
investment planning. I believe we should not
focus per se on being wealth managers and leave
the wealth management to specialists. Our duty
is to select the funds and wealth managers and
allow them to manage our fund selections within
their fund mandates actively. We need to focus on
the fundamental principles as follows:
It is essential to have a well-diversified
portfolio of funds and fund managers to smooth
performance over the long term. In the long
term, I take a minimum five-year period, but
preferable seven years and longer. It depends
on the objectives of each client. Still, in the
case of retirement funding, which I refer to
as compulsory capital, including retirement
annuities, preservation funds and company
retirement funds, it would be a 20-yearplus view. With voluntary investments like
endowments, unit trusts or similar, I would take
a five-year perspective.
It must be about spending time in the markets
and not timing them with knee-jerk reactions. Over
many decades and during various market crashes, it
has become apparent that your success rate is very
high if you protect wealth while creating wealth, if
you do not try to time the markets during market
volatility. Paper losses can only become actual
losses if the units are sold on the downside. By
not timing the markets, the good days will easily
outperform the poor days on record.
As a financial planner, I have proven that your
success rate increases dramatically when you
take a more passive approach to your clients’
investments and leave the active management
to your selected fund managers. Let me explain.

www.bluechipdigital.co.za

I would typically select seven fund choices.
They would include four to five fund managers,
consisting of three to four asset classes.
Passive management as advisors comes into
play once you have made your selection. Each
fund with its fund managers can move stock
selections within their mandated levels.
My only involvement would happen when we
have fundamental market changes as observed
under Covid-19, where the listed and unlisted
property funds were severely impacted, fund
managers do not perform or new fund managers
come online.
Investing must also be about tax-effectiveness,
and with both compulsory and voluntary
investments, tax knowledge plays a huge role
in wealth protection and creation. The type of
investments and products we as financial planners
select could not be more pertinent regarding
interest earned, income received, capital gains tax
and similar. The investments and products must
allow for flexibility and liquidity as life happens
and we want to prevent unnecessary losses
outside of our control.
When it comes to advisors with a younger
tenure, investment advice comes with various
pitfalls for the advisor and clients. I believe multimanager funds could play a considerable role in
mitigating volatility. A balanced portfolio where
there is any uncertainty will never disappoint.
Investing according to a client’s risk profile
is essential. It is necessary to review the holistic
financial investment portfolio.
Looking at one specific lump sum amount
to invest and conducting a risk profile analysis
may not have the same outcome if the client
has not only one-million to invest but 50-million
in their overall portfolio of investments and
products if the client is educated on the holistic
risk situation.
With the current Ukraine war and a once-ina-lifetime pandemic, we should all remember
the fundamentals of investing and stay calm
while taking a long-term view of our clients’
investments and performance. 

Join the 2022 FPI Professional’s Convention, the Time is Now.
The FPI 2022 Convention will be hosted as a live face-to-face and a virtual event.
To register for the event, visit the FPI-Portal via the website. For any assistance, call us on
+27 (11) 470-6000, e-mail events@fpi.co.za or visit www.fpi.co.za
To obtain the 2022 FPI Professional’s Convention Sponsorship Prospectus visit the website
for more information.

For more information visit www.fpi.co.za
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Change is good, provided
you don’t change what
you stand for
Since disrupting South Africa’s insurance industry just over 24 years ago, OUTsurance’s growth has been
nothing short of remarkable. We spent some time with Danie Matthee, OUTsurance Chief Executive
Officer, to gain some insight into their evolution from a direct short-term insurer to what is now a
multi-award-winning, multi-product, multi-channel and multi-country financial services provider.
Danie Matthee, Chief Executive Officer, OUTsurance South Africa
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OUTsurance made a bold entrance into the market all those years
ago, by changing the way people purchased short-term insurance.
How does the overall business look today, in comparison?
Bold – yes. But that’s how to disrupt, right? On the face of it,
OUTsurance is very different from back then… we’re a larger
business with a wider set of financial services products, delivered
through more channels. Yet, I can say, confidently, that our
core values, our culture and our focus on solving problems for
customers, through the use of technology, data and innovative
products, have not changed. Our purpose has always been clear
– we want to disrupt the markets in which we operate, with a
clear focus on simplicity and awesome customer service. This
completely client-centric approach has stood the test of time, and
it’s one we’ll never change. We continue creating ways to do things
better, leveraging technology and the use of data to improve our
operations, customer service levels, products and process design.
It’s this underlying philosophy that helped us differentiate
ourselves at the beginning. It’s what pushed us to expand into
business insurance, life insurance, funeral insurance, pet insurance
and eventually into the investment space with OUTvest.
OUTvest is a great example. It’s a challenger brand with an
exceptionally sophisticated technology-driven investment platform,
built from the ground up, which actively helps investors build
long-term wealth, thanks to advanced investment tracking and a
revolutionary low fee structure. That sounds very complex, but the
user experience is incredibly simple and intuitive – for clients who
want to take control of their investments personally and for our
independent financial advisor partners.
You’re known for your direct, call-centre approach – and rightly
so, because it has essentially become a template for insurance
distribution success. So, why even look to independent
financial advisors?
Again, it’s about being client centric. What we learned over the years is
that some segments of the market are comfortable taking control of
their own insurance and investment needs. However, as those needs
become more complex, there is a greater need for a more bespoke,
in-person experience.
For instance, in 2017, we introduced our face-to-face sales team
of tied agents for our business insurance products. Now over 600
strong and growing, this OUTsurance Broker force is on the ground,
every day, building customised insurance solutions for our business
clients and, as a result, is also growing our personal lines market
share. It’s the very same promise of great service and value for
money that our call centre has provided for so many years, taken to
a segment of the market who prefers to deal in person.
When it came to OUTvest, we soon saw a similar situation. While
we enjoyed some success with clients coming directly to us, most
people rely on additional human face time before investing. It makes
perfect sense, since large amounts of hard-earned money are often
involved. So, we went about creating a co-branded version of the
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All of this is evidence that we
appreciate the importance of
a multi-channel approach, to
deliver the right products, at
the right price, to customers in
a way they want to be served.
OUTvest platform – again, from the ground up. Now we work with
many independent financial advisor partners, helping them and
their clients with our unique offering.
During 2021, we also implemented another tied-agent sales
force, called OUTsurance Financial Advisors, who are taking our
investment and life insurance solutions to clients, in person. Plus,
we have a fantastic partnership with the Shoprite Group, where
customers can buy our funeral product from Money Market
counters countrywide.
All of this is evidence that we appreciate the importance of a
multi-channel approach, to deliver the right products, at the right
price, to customers in a way they want to be served. All while
building trust and providing awesome service.
And how exactly does OUTvest help independent financial advisors
(IFAs) and their clients?
We spent a lot of time with IFAs and soon realised their need to scale
and grow their advice practices profitably, but there are limited hours
in a day. So, we tackled that pain point head-on. Put simply, our digital
platform allows advisors to plan a client’s investments and onboard
them in a single sitting. No paperwork. We even handle transfers for
them. After that, IFAs can rest assured that their clients’ investments
are continuously tracked and monitored. Even annual reviews are
automated. In short, more clients can be serviced in less time.
As for the IFA’s clients… they benefit from quality investment
funds, low investment fees and a range of products, such as our
Retirement Annuity, Preservation Fund, Tax-Free Savings Account,
Voluntary Investment Plan, Global Wealth Builder and, coming soon,
our Living Annuity. These are all backed by good performance from
our exclusive funds and our simple, transparent fee model, called
the ONEfee. This can be far lower than traditional investment fees
out there – as low as 0.2% per annum. Even with the addition of an
IFA’s advice fee, clients enjoy an advantage.
You’ve reiterated how you built the platform from nothing. How
important is technology to the success of OUTsurance as a whole?
It is the foundation on which our business is built. We’re extremely
proud of our in-house skill and IT development capability. The

www.bluechipdigital.co.za
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technology we employ in our business is self-built, proprietary, and
developed for very specific purposes. It’s fundamental to how we
make insurance and investing simpler for our clients and how we
enable our partners. What’s more, as a consequence, we’re blessed
with a lot of quality data. This, in combination with our tech and
our deep actuarial and data analytics capabilities, allows us to make
data-driven decisions that gives us a real competitive advantage.
As a business expands into new products offerings and new service
avenues, it becomes more challenging to maintain brand clarity. Not
so, for OUTsurance. How have you managed this?
Change is good, provided you don’t change what you stand for.
Like I mentioned before, our reason for being has never had to be altered.
This has resulted in our brand promise to South Africa being consistent
after all this time – You always get something OUT. Operationally
speaking, we have a set of core values, written on our walls and
running through our veins, that guide our decisions every single day.
Yes, we’re bigger. We get to offer a lot more quality financial services
to a much larger audience, but it’s always uniquely OUTsurance in
flavour – simple to understand, value for money products, coupled
with awesome service.

Our purpose has always been
clear – we want to disrupt the
markets in which we operate,
with a clear focus on simplicity
and awesome customer service.
With the introduction of our intermediated distribution channels, we
now get to welcome like-minded people on our journey. If you work
with us, chances are that you believe in the same things we do, which
ultimately benefits our shared clients.
With all these successes so far, what is next for the OUTsurance journey?
We’re unbelievably fortunate to be a growing business. Of course, a
lot of hard work goes into being fortunate, and we continuously look
for the incremental improvements that keep us moving forward. We
don’t take anything for granted. Our headcount now sits at over 5 200
OUTies, across South Africa alone, which has grown by over 1 000 in
the last couple years, despite the pandemic and a sluggish economy.

More about Danie Matthee
After joining OUTsurance in 2002 as a sales advisor,
Matthee quickly rose through the ranks. By 2005, he had
joined the OUTsurance Executive Committee as Head of
Sales, and in 2007 assumed the role of Chief Operating
Officer for OUTsurance. In 2010 he joined the team at
Youi Insurance in Australia – a subsidiary of OUTsurance
Holdings and was the Chief Executive until returning
to South Africa in 2017 as the Chief Executive Officer
for OUTsurance South Africa including OUTsurance Life
and OUTvest. He also serves as Non-Executive Director
of the South African Insurance Association (SAIA).

We’re concentrating on further growth and continuing to
build trust with our clients and beyond. Our key focus areas are
incrementally growing our market share in personal lines, expanding
our presence in the business insurance market, building out the
independent financial advisor channel for OUTvest and continuing to
scale our life and funeral businesses. Importantly, all of this happens
in a very deliberate and disciplined way to ensure profitable growth
and the best customer service in South Africa. 
outsurance.co.za | outvest.co.za

OUTsurance and OUTsurance Life are licensed insurers and FSPs. OUTvest is an authorised FSP. All our investments are exposed to risk, not guaranteed and dependent on the performance of the
underlying assets. Traditional investments refer to investments that include a fee for advice, administration and fund management. Staff growth: 23 March 2020 to date. Ts, Cs and limits apply.
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Service
more
clients.
In less
time, with
less admin
and at a
lower cost.

Welcome to OUTvest for Financial Advisors
With our co-branded investment platform, you can plan a
client’s investment and onboard them in a single interaction
– no paperwork. We’ll even handle transfers. Ongoing advice?
It’s just as easy, thanks to automated annual reviews, along
with our advanced investment tracking and monitoring that
gives you real-time information when you need it.

Scan the QR code
or visit outvest.co.za
for more information.

OUTvest is an authorised FSP. Ts and Cs apply. OV22/0319/E
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This was South Africa’s
best-performing
unit trust in 2021

You may not want to know what happens
next. Unfortunately, in the investing world,
being overly curious and adventurous
can be hazardous to your wealth.

You’ll never believe what happened next …

A

s happens every year, at the beginning of 2022,
the financial media was on a blitz campaign to
promote the best-performing funds of 2021. The
marketing machines were working overtime to
make sure the investing world knew just who shot the lights
out. The awards and praise followed.
As potential investors in these funds we need to ask if we are
impressed by short-term performance, headlines and awards or
by sustainable long-term outcomes?
Intuitively, buying the best-performing funds would
seem to make sense. If a manager is on a winning streak,
shouldn’t they be able to keep it up? If only it were that easy,
the tricks that worked in one year probably won’t work the
next. Buying the funds that have already performed well is an
almost surefire way to disappoint oneself. The industry term
for this is “performance chasing” and it is a well-researched
behavioural phenomenon.
Over short periods, performance can be affected by many
factors outside of the manager’s control. This randomness can
both enhance or detract from fund performance. In both cases,
it means we place little emphasis on the short term.
The flood which sunk the ARKK
It’s not unusual to find legendary funds from previous years
at the bottom of the performance tables. There are several
reasons why this might happen but a few of the common
ones are:
• Strategies that don’t scale with the fund’s success
• Manager hubris
• A favoured investment style goes out of favour
• What the market giveth, it taketh away
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After being deeply out of favour for the better part of five
years, there is renewed interest in local equities. Suspiciously,
the interest in going overweight South Africa is only after
the JSE All Share Index has doubled in two years.
The poster child of the pandemic stocks was the ARK Innovation
ETF (ARKK), managed by Cathie Wood of ARK Investment
Management. The fund and its charismatic manager took the
investing world by surprise in 2020 when it posted a gigantic return
of 149%. The fund assets swelled as investors flooded the firm with
new money. Totals assets grew to $55-billion by the end of the year,
most of this from new inflows.
The firm’s fortune was to be short-lived. In 2021, the ARKK ETF
crashed more than 23% even while the Nasdaq-100 Index gained
more than 27%. In January, the damage continued with ARKK being
down another 20%, bringing the total drawdown from the highs to
a whopping 52%.
Many investors would have done quite well being invested in
ARKK for the long term but what of those who bought in after the
massive gains of 2020?
In the six months between September 2020 and March 2021,
the ARKK ETF received inflows of more than $13-billion. Needless

to say, the average investor experience in those funds is a bad
one, in fact there are few places you could have invested and
done worse in a year when equity markets were generous to
most fund managers.
ARKK is an exceptional case but an important one. Had you
bought and held sleepy Berkshire Hathaway at the beginning of
the pandemic you would have had the same outcome albeit with
fewer thrills and a lot less anxiety.
Locally, we have had a similar experience with South African
equity funds. After being deeply out of favour for the better part of
five years, there is renewed interest in local equities. Suspiciously,
the interest in going overweight South Africa is only after the JSE All
Share Index has doubled in two years. With the local economy and
the fiscus looking in worse shape now than before the pandemic
began, we would look both ways, twice, before crossing this street.
Any allocation decision should be based on our expectations of
the future and not what we see in the rearview mirror.

Figure 1. ARKK Innovation ETF vs Berkshire Hathaway Share Price Performance

www.bluechipdigital.co.za

29

BLUE

CHIP

FUND PERFORMANCE

If you chase performance, you’ll never catch it
The simplest behavioural changes could vastly improve the investor
experience. A study by the consulting firm DALBAR examined the
effect of chasing returns between 1984 and 2003. Investors in mutual
funds who frequently traded out of funds during that period earned an
average annual return of 3.5%. In contrast, the market, as measured by
the S&P 500 Index, earned a 12.9% average annual return. The results
consistently show that the average investor earns less – in many
cases, much less – than fund performance reports would suggest.

A further study by Vanguard compared the returns of a simple
buy-and-hold strategy (in all funds) versus buying the bestperforming funds. The results are startling.
In all nine equity style boxes, the returns produced by
the buy-and-hold strategy were significantly better than the
performance-chasing strategy.
The legal disclaimer: Past performance is not necessarily
indicative of future results, is often ignored but seems to
certainly hold true among the recent best-performing funds.

Figure 2. Buy-and-hold was superior to a performance-chasing strategy across the board: 2004–2013

Source: Vanguard

Ian Jones, CEO, Fundhouse

BLUE

CHIP

OFFSHORE

Stay the course through
market turmoil
“This time it’s different,” is an often used saying to justify why you should change your approach.

I

n the middle of a crisis the stress can be so overwhelming
that our strong emotions crowd out the rational mind. From
behavioural finance we have learned one fundamental truth
about investors: we are people, driven by strong emotions. We
therefore often do exactly the opposite of what would be in our
long-term financial interest. The fear of losing money is often at
the heart of ill-informed financial decisions. If we look at the
long-term experience of equities, cash and inflation (table 1),
we clearly see that the “right” decision was to rather invest in
equities as opposed to cash.
Table 1: 30-year returns (annualised) up to 31 December 2021
in South African markets

Annualised returns (30 years
to December 2021)

Local equity

Local cash

Inflation

14.10%

9.70%

6.12%

Source: Momentum Investments, December 2021

Chart 1 repeats this view, showing the cumulative value of R100
invested over a 30-year period. What it demonstrates is the
rollercoaster that an investor would have experienced over that
time. The global financial crisis of 2008 and the Covid-19 crash of
2020 clearly show how difficult it would be to have been invested
over these periods. Cash gives a comparatively comfortable ride,
albeit one where you forfeited most of the potential return from
equities. This is an opportunity cost – you may not lose money, but
you ended up in a significantly worse financial position than what
you could have had, had you been able to navigate and remain
invested in the more volatile equity market.
Chart 1: Cumulative return of R100 invested for 30 years to 31
December 2021

Stating that investing in equities over the longer term, and
reasonably into the future, is the right investment decision rather
treats investors as purely rational decision-makers. What this
approach does not consider is that investing is personal – individual
investors may have differing time horizons and capacity to take risk
and, often in prolonged down markets, may eventually run out of
stamina to hear more bad news.
My own experience with financial planning and investments
is that it is far more useful to make decisions in advance, aligned
to a clearly defined investment plan. The benefit of planning is
that you will have the opportunity to think through a range of
different outcomes (good and bad) and how you are likely to feel
and want to react under these circumstances. An investment plan
provides a framework for a greater level of clear thinking when
things do go off course. The chance of poor decision-making
under emotional distress is also mitigated.
A financial advisor plays a critical role as part of this process.
Not only will you have the tools to help clients with the planning
process, but in times of distress also act as a sounding board to
help clients think through what actions they should take under
differing circumstances.
However, in general, the best course of action, once you have
a clear plan and investments that are
well-aligned to that plan in terms of
time horizon, level of diversification
and risk, is to do nothing. Storms in
financial markets eventually abate,
generally this time is not really that
different and most often the right
course of action is to remain invested.
At Momentum Investments
we have taken this to heart in our
outcome-based investing philosophy
where we create portfolios that are
calibrated to different timeframes
and levels of risk, all with a sound
base of diversification. Because with
us, investing is personal. 
Momentum Investments is part of Momentum
Metropolitan Life Limited, an authorised financial
services and registered credit provider (FSP

Mike Adsetts, Deputy Chief
Investment Officer,
Momentum Investments

6406).The information in this article is for general
information purposes and not intended to be an invitation to invest, professional
advice or financial services under the Financial Advisory and Intermediary Services
Act, 2002. Momentum Investments does not make any express or implied warranty
about the accuracy of the information herein. Past performance is not indicative of

Source: Momentum Investments, 31 December 2021

future performance.
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How will the Ukraine crisis
affect the energy transition?
We see three main financial market risks resulting from Russia’s illegal and shocking invasion
of Ukraine. These will have important consequences for energy transition investors.

T

he Russian invasion of Ukraine represents a
devastating attack on Ukrainian and European
democracy and our first thoughts are with the people
of Ukraine, who are courageously fighting to defend
their freedom and sovereignty.
As investors, we must consider the implications of this
crisis for our clients. We see three major risks affecting equity
investments in the energy transition, as well as financial markets
more broadly.

Risk 1. Inflation and especially prolonged higher prices for energy
and raw materials
Inflation around the world was already at multi-decade highs
before Russia invaded Ukraine. This was particularly the case for
energy prices.
Given that Russia accounts for a significant part of the world’s
oil (c.12%) and gas supplies (c.17%), the current situation creates
clear risks around energy flows. This concern has caused oil, gas and
power prices across Europe to continue their steep recent rise.
Russia is also a major supplier of
platinum group metals (PGM) and
agricultural commodities. It also has
production capacity tied into many
industrial value chains. The inflationary
impulse from the conflict – and
associated ratcheting up of sanctions
from the West – is significant.
These further inflationary pressures
and constraints in supply chains across
Europe may continue to weigh on
corporate earnings.

Source: Bloomberg, Schroders - February 2022. Calculated using average earnings yield of
universe less US 10Y rate. 604278

34

www.bluechipdigital.co.za

Risk 2. Economic outcomes of inflation
The second risk concerns the potential
economic outcomes of inflation. These
include tighter financial conditions,
higher energy prices, and potential
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Valuations in the space have retraced from their 2021 highs.
However, the equity risk premium (ERP) remains lower than
previous levels, creating a risk that valuations could fall further.
(The ERP is the extra return, over the yield on government bonds,
that equity investors expect to receive. The ERP shrinks when stock
prices rise, because their future growth potential shrinks, and grows
when stock prices fall.)
The threat from a broader economic slowdown will likely be
less impactful because of the structural nature of most energy
transition markets. But those sectors that are more exposed to the
economic cycle (autos, electrical equipment, etc) will likely suffer.
We should also not rule out the potential impact that shifting
consumer demand could have on more customer-facing energy
transition goods.

As conventional energy prices
spike higher; the relative
economic attractiveness of
renewables continues to grow.
wage increases – and what they may mean for economic growth.
History has shown that energy shortages and conflicts resulting in
higher energy prices can slow down economies significantly. The
risk of such a slowdown was already there before the escalation in
Ukraine, and it is certainly higher now.
Risk 3. Potential shift out of equities
The final risk is around a broader shift in investors’ attitude to risk
and a resultant sell-off in the wider stock market. This could result
in equity outflows (after a period of enormously strong flows into
equity funds around the world) and a return to bonds as investors
look for perceived safe havens.
How will these risks affect energy transition equities?
We believe that all three of these risks could impact energy transition
shares to some extent.
The sector has been more exposed than most to higher raw
material prices and logistics bottlenecks. The current situation will
not help these ease.

What could be the longer-term consequences of the crisis?
There may be some potentially interesting consequences of the
higher conventional energy prices and the current conflict in
Ukraine from an energy transition perspective.
Russia is a major supplier of the world’s oil and gas. It can
use this natural capital to its advantage, particularly given
Europe’s reliance on its fuels. One of the benefits of renewable
power is that the resources that energise it are more equally
spread and can help reduce dependence on key suppliers.
What’s more, as conventional energy prices spike higher, the
relative economic attractiveness of renewables continues to grow.
This is the case even after considering the higher costs of equipment
from supply chain constraints.
The situation in Ukraine
adds further credence to the
argument for transitioning our
energy system to one based on
cheap, clean, reliable power.
However, we would stress
that this does not change the
near-term growth and earnings
forecasts for companies. Indeed,
they could potentially be
outweighed by more prominent
inflationary risks. Supply chains
are still disrupted and it takes Mark Lacey, Head of
time for new demand and Global Resource Equities,
Schroders
projects to come through. 
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A New Franklin
Templeton
retail clients in South Africa and broader
South African Development Community
(SADC) markets.
Franklin Templeton strategies available
to Aluwani investors include global
and emerging market equities, sectorspecific equities like infrastructure and
technology, global fixed income, multiasset solutions and exchange traded
funds (ETFs). Many of these strategies are
managed by Franklin Templeton and its
specialist investment managers (SIMs),
including Western Asset Management,
ClearBridge Investments, Brandywine
Global, Martin Currie and Royce
Investment Partners.
Sandeep Singh, regional head for
Central and Eastern Europe, Middle East
and Africa, Franklin Templeton, comments:
“We are delighted to be partnering with
Aluwani Capital Partners. While we have
ranklin Templeton recently launched its “Hello ProgressSM” a longstanding presence in Africa, this partnership will help
global brand campaign, which reintroduces the brand and us to further expand our available product offerings and
embodies the firm’s relentless focus on innovation and the business development opportunities across the continent’s
belief that every change creates an opportunity to better growing asset management industry. Aluwani is a natural,
meet client needs.
complementary fit with our existing business on the continent.”
“After years of bringing together world-class specialist
investment managers, including our successful acquisition of
Legg Mason, and harnessing technology and driving innovation,
Franklin Templeton is a different business today,” says Jenny
Johnson, president and CEO of Franklin Templeton.
Building on its 75-year legacy of client-centric investing,
Franklin Templeton has also added sophisticated investment
and wealth technology to deliver customised portfolios for
clients at scale, reinforcing its commitment to progress and
innovation.
In the region, Franklin Templeton also announced its
strategic partnership with Aluwani Capital Partners, one of
the fastest-growing, independent black-owned investment
management businesses in South Africa. To complement
its existing fund range, Aluwani will offer a diverse suite of
Franklin Templeton’s product offerings to institutional and

F

Franklin Templeton has
also added sophisticated
investment and wealth
technology to deliver
customised portfolios for
clients at scale, reinforcing
its commitment to progress
and innovation.
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Sibusiso Mabuza, CEO of Aluwani Capital Partners, comments:
“We are excited about our partnership with Franklin Templeton,
whose diverse range of investment strategies and differentiated
capabilities will complement Aluwani’s core offerings. The
collaboration will further enable Aluwani’s longer-term business
strategy by offering competitive global solutions from Franklin
Templeton’s various specialised investment managers in our
target markets. Our relationship is also underpinned by an
incredibly strong foundation, including access to Franklin
Templeton’s global best practice across various focus areas
like ESG and thought leadership, and will provide ample
opportunities for skills development and knowledge sharing.”
Julian Ide, head of EMEA distribution, Franklin Templeton,
comments: “We are very pleased that both companies will be
working collaboratively and leveraging each other’s diverse skills
and experience. By coupling Aluwani’s local fund offerings, strong
relationships and deep knowledge of Africa’s domestic markets with
Franklin Templeton’s global investment strategies and capabilities,
we expect the partnership to unlock unique benefits for clients.”
Franklin Templeton acquired Legg Mason in July 2020,
bringing with it sophisticated expertise in core fixed income,
equities and alternatives, while also expanding its multi-asset
investment solutions. As of 31 December 2021, the combined
company had over $1.5-trillion in assets under management.
Having operated in South Africa since 1995, this latest
agreement with Aluwani will not only complement Franklin
Templeton South Africa (Pty) Ltd’s existing range of Financial
Sector Conduct Authority (FSCA) registered offshore investment
funds and specialised investment management services
accessible to retail and institutional investors in South Africa, but
further bolster its product offerings in other African markets. 

More details of the campaign can be found at
www.franklintempleton.co.za

This material does not constitute investment advice or an invitation to apply for securities. Investors should seek professional financial advice and obtain a full explanation of any proposed
investment before deciding to invest. Investments involve risks. The value of investments can go down as well as up, and investors may not get back the full amount invested. Not all products
and services available in all jurisdictions. Franklin Templeton Investments SA (Pty) Ltd (“FTISA”) is an authorised Financial Services Provider. FTISA is a Member of the Association for Savings
& Investment SA (ASISA). Issued by Franklin Templeton Investments SA (Pty) Ltd which is an authorised Financial Services Provider. Kildare House, The Oval, 1 Oakdale Road, Newlands, 7700
Cape Town, South Africa. Tel +27 (21) 831 7400
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COMMODITIES

Gold: why it’s smart and will
remain a sound strategy

Whenever gold coins and bullion arise in an investment conversation, the debate turns to whether
Krugerrands and gold coins distinguish themselves as the ultimate alternative asset. Rael Demby, CEO of The
South African Gold Coin Exchange, makes a case for physical gold as part of your clients’ investment journey.

T

wenty-five years ago, Robert Kiyosaki’s book Rich Dad
Poor Dad was first published and has gone on to sell more
than 32-million copies. This runaway bestseller is on my
bookshelf and probably in many of your clients’ libraries.
Rich Dad Poor Dad is considered the #1 personal finance book of all
time... and Kiyosaki is regarded as a guru in his own right.
Whatever your sentiment, this line from my battered copy
has always stuck with me: “Commodities such as gold and silver
have a world market that transcend national borders, politics,
religions and race.”
Geopolitical uncertainty and inflationary concerns are
shining the spotlight on gold resulting in a bump in interest in
owning gold coins and bullion as a portfolio diversification tool.
As a result, we have seen a massive spike in interest in gold in
the past month.
Clients are uneasy about market volatility, lingering
concerns over the coronavirus’ economic impact, the
Russia-Ukraine war and inflation risks. These factors create
uncertainty, which in turn suggests that gold should be part of
any wealth-preservation strategy. Inflation is the silent wealth
killer that may pose a more considerable hazard to your clients’
investments than any other liabilities.
Gold has outperformed Bitcoin and the S&P 500 by over 5%
this year. Of course, these are unpredictable times but there is a
way to safeguard your clients and that is through gold coins and
bullion. So why should you consider this type of investment?
Here are some practical reasons to evaluate how gold fits
into your clients’ financial plans:
History and stability. Gold has maintained its value
throughout the ages, unlike paper currency or other assets. Gold
is a way to pass on and preserve wealth from one generation
to another.
Properties. Gold is tangible and moveable. In addition, gold is
a highly liquid asset. Other alternative assets are relatively illiquid.
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Combats inflationary concerns. In addition, buyers of
physical precious metals are motivated by the fact that gold
is a currency hedge.
Limited supply. Gold’s supply is limited, supporting its role
as a store of value – the worldwide supply only increases by
about 1.5% each year, making it the winning store of value.
Official support. Central banks and governments worldwide
own gold as a reserve asset. If central banks purchase gold
because they believe gold can serve as a store of value, why
should you act differently?
There are reasons clients are jittery – geopolitical shakiness,
inflationary concerns, pressure on global financial systems.
However, adding some gold coins into their portfolio remains
an option, particularly Krugerrands.
Throughout history, few assets
have rivalled gold in popularity as a
hedge against almost any trouble, and
I believe that diversification can help
reduce the impact of market volatility.
The general wisdom is that gold coins
are for holding. Gold coins are about
wealth preservation and generational
wealth creation. In the long term,
gold holds its value against inflation.
Owning Krugerrands means you can
enjoy prosperity safeguarding. Another
gem from Kiyosaki is, “If I have cash and
I can’t figure a way to put it into real
estate or my business, I hold it in gold
and silver.”
In 1967, you could buy a Krugerrand
for R27. Today (early 2022), the same Rael Demby, CEO of The South
coin is priced at approximately R31 000. African Gold Coin Exchange
and the Scoin Shop
Think about it. 

COMPREHENSIVE ASSISTANCE WITH
ALL KRUGERR ANDS AND GOLD COINS
We buy, sell, store and appraise.
Our team of experts will assist with the insurance and logistics
of collections and deceased estates.
Trust the market leaders with 50 years of experience.

CALL 011 784 8551 OR EMAIL CEO@SAGOLDCOIN .COM
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INVESTMENT FUNDS

An Investing Continuum
Passive, smart beta and actively managed funds

A

s one gets older, it becomes clearer that while
innovations are generally a good idea as they offer new
choices, making these choices comes with challenges.
Recent innovations in the investment space have had
this exact result. New products such as smart beta and factorbased investing funds have blurred the lines between the
traditional alternatives of passive and actively managed funds.
The purpose of this article is to provide more insights into these
alternatives with the goal of empowering you to make better
choices between them.
In the (bad?) old days, investors only faced the choice between
different active managers or funds. They had to choose between
different investment firms by trying to understand which one was
more likely to produce consistent risk-adjusted performance when
evaluated against a market-proxy benchmark (such as the JSE All
Share Index, for example).
Then passive investment funds came along. Investors were
offered the opportunity to buy the benchmark instead of some
(potentially uncertain) pattern of returns from an active manager.
Passive fund advocates said that their products offered an average
return for a significantly lower fee than that charged by the actively
managed funds. They also argued that, over long periods of time,
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the proportion of active managers that consistently outperformed
the index was diminishingly small – particularly when fees were
included in the calculation.
The fee reduction offered by passive investment funds is because
the resources required to manage these funds is a fraction of those
required by active managers. While managing to replicate an index
return requires a great deal of skill, it does not require either the
“army” of analysts or the (very well remunerated) portfolio managers
typically required to actively manage an investment fund.
But what if you could have the (potential) benefits of the
active strategies with the cost benefits of the passive investment
approach? This is exactly what is offered by factor-based smart
beta funds. These funds are based on the investment principles
underlying most of the active managers, while being implemented
in a way that mimics that of the passive funds.
The real innovation behind these funds came from insights
provided in the academic world. Research showed that there
were consistent, persistent anomalies which challenged the
orthodoxy of the efficient market hypothesis. Developments
in behavioural economics provided strong evidence for biases
in people’s thinking processes which could lead to these
anomalies. Combined with the recognition that there were
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But what if you could have the
(potential) benefits of the active
strategies with the cost benefits of the
passive investment approach?

limits to arbitrage meant that the traditional assumption of
rationality underpinning the perspective that markets were
efficient could be reasonably challenged.
These anomalies became known as “factors” and as the
evidence mounted that they were likely to be real and persistent,
investment managers realised that they could provide the basis
for new investment products – the factor-based smart beta
funds. These funds are like actively managed funds in that their
holdings in individual stocks will vary significantly from those of
the benchmark, but passive-like in their implementation – thus
allowing them to be offered to investors at a significantly lower
cost than their actively managed alternatives.
Smart beta funds can offer this because the logic behind
their “active” deviations from the benchmark are effectively
codified into a set of rules (not left to expensive portfolio
managers’ judgement). In fact, these funds are exactly like
passive funds in that they track an index, but the key difference
is that their index is defined in terms of rules linked to some
desirable feature of the underlying shares.
Value smart beta funds, for example, have greater exposure
to “cheap” shares – while momentum smart beta funds hold
more of shares that have done well in the past. These are

captured in their index definitions. The challenge for investors
is that in that these rules are not all the same across these funds.
Like active managers they differ in terms what they believe they
should hold, and how much they should hold of them.
Innovation brings opportunities, but also complexity. The recent
introduction of factor-based smart
beta funds is an excellent case in point.
They offer the potential of the best
of both worlds – actively managed
portfolios that could potentially
outperform a market benchmark, at a
significantly lower cost. They have also
added complexity as, unlike traditional
passive funds, they are not all the same.
While they are cheaper than active
managers, they are not as simple to
purchase as passive investments. They
are an exciting innovation, however,
and investors are definitely better off
Professor Evan Gilbert,
by having them available. Their use,
Research Strategist,
however, requires investors to do their
Momentum Investments
homework before using them. 
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The good, the bad and
the market structure
Exchange Traded Funds

S

o much has been written about Exchange Traded
Funds (ETFs) and their increased use by individual and
professional investors since they were launched by
State Street Global Advisers (SSGA) in 1993. ETFs are
a very useful instrument for investors, especially multi-assetclass investment managers. However, caution is warranted to
avoid liquidity pitfalls and feedback loops. In this article we will
explain the pros and cons of using ETFs in investment portfolios
and using an example, why we believe it is critical to have a firm
understanding of a market’s structure.

listed on the JSE ranked by the investible market cap, with the
weight of each share in the index capped at 30%.

ETFs are investible listed securities that track the performance
of a defined basket of investment securities
Unlike unit trusts, which cannot be accessed through the stock
exchange, ETFs trade like any other stock-on-stock exchange. Such
baskets of securities are often comprised of shares, bonds and/or
commodities. In the case of commodities, ETFs track performance
and are structured as non-interest-bearing debentures and are
backed by the corresponding physical commodity. An example
of an ETF trading commodity on the main board of the JSE is the
NewPlat ETF, which is backed by physical platinum. An example
of an ETF that tracks a basket of shares is the Satrix Resi ETF, which
tracks an index basket of the largest 10 resources companies

The benefits of ETFs in portfolio management
ETFs are beneficial to investment managers as they allow them to
change their asset allocations swiftly and efficiently without having
to buy or sell many single investment securities. This is made easy
by the fact that there are ETFs that cover asset classes, sectors,
geographic regions, industry groups, risk premia strategies and
themes. Let’s say a portfolio manager wants to tactically increase
his exposure to long-dated US Treasury bonds. In a single trade,
the portfolio manager can buy a high-quality ETF (called a TLT) that
tracks a market-weighted index of debt issued by the US Treasury
with remaining maturities of 20 years or more. Regarding liquidity
or price discovery, it is worth noting that ETFs enjoy good liquidity.
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A company that creates ETFs is called an ETF provider
As the first ETF provider, SSGA launched their first ETF to track the
S&P 500 Index. The ETF market has since matured tremendously
and in South Africa we already have a long list of ETF providers.
Liquidity for ETFs is facilitated by Authorised Participants (AP),
which are usually banks. They have the right to redeem or create
shares in an ETF, that is, to trade in the primary market.
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Liquidity in the secondary market
is largely determined by the pool
of market makers that trade the
ETF. On transparency, ETFs that
most investors trade in disclose
their holdings daily.
On transaction costs and
fees, management fees on ETFs
are typically lower than other
collective investment vehicle
structures.
More on price discovery
Since ETFs trade in the secondary Source: Bloomberg
markets as single securities, the market trading price may differ
from the Net Asset Value of the underlying securities. An AP has a
financial incentive to step in to rectify any premiums or discounts
in the ETF price relative to the value of the underlying securities. If
the price of the ETF traded lower than the value of the underlying
securities (ie at a discount), an AP can buy shares of the ETF and
redeem them with the ETF issuer to receive the higher valuedsecurities, thereby capturing a profit. The converse is also true.
In an arbitrage-free world, an ETF would trade at the exact
same price as the underlying securities. However, an arbitragefree world assumes frictionless trading. In liquidity events,
trading is no longer frictionless. APs and market makers often
reduce their operations as volatility picks up and prime brokers
also begin to withhold balance sheet access from their APs
and market-maker clients. In these situations, the discounts or
premiums can begin to grow. Notably, these liquidity constraints
also impact the markets of the underlying securities.

Shortly thereafter, the discount on the ETF expanded to a record
width (see the chart above). Furthermore, due to feedback loops,
the underlying securities began to collapse in an otherwise
counter-logical fashion. Investors were astonished that the
countercyclical US Treasury bonds were collapsing during a
risk-off event. However, at Argon, as an active, research-driven
investment management company, we believe that value
unfolds over the medium to long term. And we have learned
over time, market structure implications always trump this kind
of assumed logic. 

ETFs are a very useful instrument
for investors, especially multi-assetclass investment managers.

Systemic risks that can arise due to the market’s structure
At Argon, we pay particular attention to the market structure.
Since our investment philosophy views markets as Complex
Adaptive Systems, we find it important to have a firm understanding
of market fragilities and contributors to systemic risks. This is true
for ETFs, where evidence suggests that ETFs contribute to systemic
risks in several ways:
• The prevalence of ETFs results in increased co-movement and
higher volatility.
• Large premiums/discounts in times of market stress can place a
financial institution in stress if they rely on ETF liquidity.
• Investors are driven to take large-correlated bets which may
result in contagion in the event of large ETF price falls.
We believe it is crucial to focus on the interrelated nature
and relationships in the financial system
The events in the US bond ETF markets in March 2020 are very
illustrative. At the time, we had US Treasury ETF positions to
hedge our portfolios against the imminent market fall. Once
our models and indicators pointed to imminent market-wide Dr Manas Bapela, Chief Executive
deleveraging, we acted swiftly to take profits on these ETFs. Officer, Argon Asset Management

Ruen Naidu, Head of Macro
Strategies, Argon Asset Management
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IMPACT INVESTMENT

Creating solutions for the world’s greatest
challenges with impact investing

I

nvestors poured record amounts of money last year into
funds that aim to help bring social impact and environmental
change and uphold good governance. Assets in sustainable
funds globally hit USD1.652-billion as of the end of December,
up 29% from the previous quarter, according to figures from
a recent Morningstar report. More commonly known as ESG,
these principles of investing are capturing the growing attention
of mainstream investors who are seeking attractive returns but
also other things alongside that like a new social contract with
all stakeholders. This is contributing to the significant increase in
flows out of traditional equity funds and into ESG-focused funds.
Funds that use so-called ESG principles may, for example, invest
in energy firms that produce clean energy sources or technology
companies that are making it easier for those in peri-urban or
rural areas to be empowered with access to healthcare or financial
services for enhanced quality of life.
With more investors choosing to funnel their money into
investments that address some of the world’s greatest development
challenges, there has been an explosion of ESG product offerings.
Morningstar’s research shows that ESG product development in the
fourth quarter hit an all-time high, with 196 new offerings, including
37 countries outside of Europe and the United States.
It has also been proven that those companies and management
teams that abide by high standards of ESG principles tend to grow
their profits at a faster, more sustainable rate than traditional
counterparts – even during times of crisis. When the pandemic
escalated in early March, ESG-focused companies outperformed
other stocks by up to 5.7%, figures from HSBC show.
The changing regulatory environment is also driving the
increase in allocations to ESG investments. Europe is leading the
charge in this regard, where asset managers may be mandated
by the industry to invest into companies that meet a minimum
“ESG criteria”, governed by the EU Taxonomy. Not only is the private
sector initiating this regulatory wave but increasingly governments
too. China, for example, is working towards net zero emissions by
2060 while the United States will re-enter the Paris Agreement
under the Biden administration.
While ESG offerings may have provided players within the asset
management industry with a competitive advantage in the past,
it is now part and parcel of managing money. Increased investor
appetite for ESG offerings and a changing regulatory environment
are pushing asset managers to take their fiduciary responsibilities a
lot more seriously. It is important to note, however, that ESG covers
such a broad range of approaches that investors can be forgiven
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for being confused as to what constitutes ESG. A standard ESG
strategy involves pricing beyond traditional financial factors such
as cash flow and return on equity. Rather, investors will consider
traditional factors in accordance with environmental, social and
governance factors when valuing a company and price for what
is known as non-traditional risk.
Whereas some investors may adopt more progressive ESG
strategies, which would then dictate their capital allocation, in this
scenario, they would focus on investing only into the companies
that are trying to improve their ESG scores by considering these
scores when making their business decisions.
Now, however, investors are taking this a step further by investing
for impact. Impact funds have emerged that consider and invest
into companies where there is actual intent to solve environmental
and societal challenges. In other words, these companies are not
just aware of the challenges but actively trying to improve and solve
them by aligning their business models accordingly.
While ESG investing has reached the mainstream, a key
differentiator for asset managers now and in the medium-term
future will be providing options for investors who want to invest
for impact.
The United Nations Sustainable Development Goals (SDGs)
have become an integral part of the impact investing space; they
have become guiding principles for impact investors, as they offer
a good starting point for developing an investment thesis. The
SDGs are also used as a foundation of measurement frameworks.
The target set out by the UN for reaching these goals, such as
no poverty, zero hunger, addressing climate change and good
health and wellbeing is the end of 2030. As we edge closer
to this date, a significant amount of investment from both
government and the private sector will be required.
This means that we will
see a wall of investment
going into companies
that are generating a
positive impact. This will
not only allow further
access to capital to invest
in activities leading to
more sustainable and
positive outcomes, but also
provide attractive returns
for shareholders, creating Derinia Mathura and Matthew Urquhart,
co-Fund Managers of the Global Impact Fund
shared value for all. 

Best Offshore
Management Company

Help us create
a better world.
Invest with impact.
We know that making an investment means creating wealth
for the future. We also know that critical issues like the
climate crisis, scarcity of resources, poverty, and social
insecurity raise serious concerns about what type of society
we will leave behind for future generations.
That’s why our focus lies on not only maintaining the
longevity of your wealth but the planet’s too.
Our impact investment approach and our Global Impact
Fund identify sustainable secular growth themes and use
our investment philosophy to identify quality companies
that are driving a positive, sustainable impact through the
lens of the UN SDGs.
Join us in delivering on a shared objective of generating
attractive risk-adjusted returns while making a positive
impact, the Melville Douglas way.
To learn more, visit melvilledouglas.co.za

Melville Douglas is a subsidiary of Standard Bank Group Limited. Melville Douglas Investment Management
(Pty) Ltd. (Reg. No. 1987/005041/07) is an Authorised Financial Services Provider. (FSP number 595).
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JUST TRANSITION:
SOUTH AFRICA’S JOURNEY TO CLEAN ENERGY

U

nited Nations Sustainable Development Goals (SDGs)
Goal 7 states that, by 2030, everyone on earth should
have access to clean, affordable energy. It advocates for
a deliberate global move away from fossil fuels which
release billions of tons of carbon dioxide and are the biggest cause
of climate change. The world needs to replace the use of fossil
fuels with clean energy. If we don’t do so, the implications for the
sustainability of the planet are dire.
At Sanlam Investments, our mission as an investment business
has evolved way beyond simply being a wealth creator. We aim
to become Africa’s preeminent sustainable investment house
and we are committed to ensuring long-term sustainability for
local and international investors and future generations through
investments. In order to succeed, we have to deeply consider
each aspect of ESG (environment, social and governance) and
the impact of a decision in one area on the others.
Therefore, when it comes to transitioning African nations to
clean energy we are strong advocates of a “just transition” away
from fossil fuels. A just transition takes into account the fact that
we live in a highly complex environment in Africa. The continent
is facing myriad challenges; among them are poverty, poor
infrastructure, unemployment and lack of economic growth.
A just transition also takes into account that five of the
biggest economies in Africa – Nigeria, Algeria, Morocco, South
Africa and Egypt – are still extremely dependent on fossil fuel. If
we transition too rapidly to green economies, we risk job losses
and a devastating social knock-on effect.
So, we must move determinedly towards clean energy
because the earth and our future depend on it, but our move
must be done with full cognisance of the socio-economic
impact of divesting.
Our approach to playing a seminal role in this process is
multi-pronged. Firstly, we drive the transition through active
ownership. Through our engagement and proxy voting activity,

For a detailed report on our Sustainable Investment activities,
please visit www.sanlaminvestments.com.

Jonathan de Pasquallie,
ESG Manager, Sanlam
Investments
we address material ESG issues. We engaged in more than 200
active voting engagements in 2021 alone.
We also partnered with Robeco in 2020, a sustainable investments
specialist with a presence in 125 countries and assets under
management of around US$370-billion. Rather than outsourcing to
Robeco or giving them mandates, our partnership is an exclusive
arrangement based on learning and skills transfer. It has given us
access to their platforms, assets, expertise and training to rapidly
upskill our people in becoming an impact-led company able to meet
the 2030 UNSDGs.
We’ve also made an impact through investment projects and fund
launches, such as the June 2017 launch of Climate Fund Managers
(CFM), a joint venture with the Dutch Development Bank FMO.
Through a series of climate finance initiatives, the JV aims to combat
the detrimental effects of climate change. Through Climate Investor
One, we will ultimately serve electricity to 13-million people, avoid
two-million tons of carbon dioxide (the equivalent of half a million
cars) and create 10 000 jobs. In 2020, during the Covid-19 crisis, we
launched three Investor Legacy Funds in response to the need to
preserve South African jobs. Sanlam made a R2.25-billion capital
investment in the funds, with additional external capital also
raised. Two of the funds are now closed, with capital deployed
where it is most needed. And Satrix, our ETF business, offers two
ESG Global ETFs (World DM and EM) which track MSCI indices.
To conclude, we are aware that there is massive potential in
electricity production and distribution across Africa. We hope that
a recent announcement which allows South African firms to invest
in power infrastructure with up to 100MW capacity will result in a
flood of new infrastructure investment opportunities. South Africa
will eventually have to replace 65 000MW of coal-fired power with
sustainable alternatives, opening a staggering project pipeline.
And we will make sure that we are at the forefront, allocating funds
to projects and encouraging others to do the same. Our future
depends on it. 

!
R
E
F
F
O
L
A
I
C
E
P
S
rs
e
b
m
e
FPI M
m*
The most up-to-date fund performance
and fact sheet data in South Africa

p
0
5
2
1
R
e R870
Sav

Fund Research

Comparison & Analysis

Portfolio Modelling

Presentations & Reports

 Delivered over the Internet, which means you can access your account and all your
research 24 hours a day, and from any location
 We manage all installation, maintenance and updates relieving pressure on your IT
resources
 Incredibly easy to navigate, despite the depth of data and the range of sophisticated
tools
 Your gateway to a vast array of valuable data in a product that is continually being
developed with your needs in mind
 Automatically updated daily – web based application
 Full of excellent, intuitive features – line graphs, scatter charts, performance tables,
ratio data, fact sheets, list builders and universe filters, and portfolio modelling
 The output options give you the flexibility to generate professional reports and
presentations
 Fully supported by a professional, knowledgeable and friendly help desk
*Offer open until end Dec 2022. Valid only on new subscriptions. Cannot be used in conjunction with other offers. Members must provide proof of current FPI membership

For further information, please contact Tracey Wise
011-728-5510 / 079-522-8953 or email: tracey@profile.co.za
A ProfileData / FE fundinfo joint venture

www.profile.co.za/analytics.htm

BLUE

CHIP

COACHING

Adopt a Coaching
Way of Being and
help your clients solve
their own life riddles

T

here is much talk of technology as both friend and foe
of the financial planner. As a friend, it is revolutionising
how financial planning businesses operate. As a
foe, automated advice in the form of robo-advisors
threatens to steal the financial planner’s lunch and possibly
their breakfast and dinner too.
But there is no doubt clients need help with financial decisions.
Humans have evolved incredibly in many arenas, but it seems not
when it comes to money. In the same way that those in the 1600s
thought tulips would make them rich, many in the 21st century
think cryptocurrency will do the same. We can’t help ourselves.
When it comes to money and investing, the more expensive
opportunities get, the more excited we get. And the cheaper
opportunities become, the more afraid we become. Buy high, sell
low. A mantra from which the human condition has not escaped.
As Warren Buffett says, “When the tide goes out, you see who is
swimming naked.”
Dalbar Inc. does annual research on investors, their investments
and the returns they get. Their findings are consistently that
investments outperform investors because of their behaviour:
switching at the wrong time, for the wrong reasons, incurring
additional costs and generating lower returns than they would have
if they had stayed invested.
Unfortunately, because of the way we are wired, we are
significantly more emotional in our decision-making than rational.
It is no surprise that Don Phillips of Morningstar, reflecting on
25 years in the investment industry, said his number one lesson
learned is that we’re not in the business of “money management”
but rather “behaviour modification”. In the same vein, behavioural
economist Meir Statman says that financial planning is effectively
the behavioural management of clients.
We have known about the poor behaviour of clients for literally
hundreds of years. Many players in the financial services industry
have attempted to educate clients to improve their behaviour. But
these attempts have largely failed. Partly because there is a real
difference between knowing and doing.
We know eating refined sugar is bad for us, but many of us still
do it. This gap between knowledge and action is where a coaching
approach to financial advice comes in. There is now much talk
about the benefits of adopting a coaching approach with clients.
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But these benefits can’t be felt by chance. We need to develop the
skills needed for clients to experience the benefit of a coaching
approach to financial advice.
As professionals, financial advisors are experts. Their job is
to give advice. But human beings are complex. And there is a
growing recognition that to advise effectively, one needs to have
as full an understanding of a client as possible. The problem with
this is that clients often don’t have
a full understanding of themselves.
They don’t always know what
their own priorities are, or how to
articulate them. Nor are they clear
on the potential consequences of the choices they make.
For a financial advisor to have a real impact in a client’s life,
the first step must be to help the client understand themselves.
This helps the advisor and client build a shared understanding
of the client’s situation. It’s like tilling the soil before you plant
the seed. Advice lands best on well-prepared ground. Take the
story of a real client Rose (not her real name).
n 1999, just before the peak in the technology bubble, she
held over 90% of her retirement savings in the shares of a wellknown technology company. Rose was very loyal to the share as
she had worked at the company for over 20 years. Rose’s financial
advisor at the time recommended that she sell her shares and
invest in a diversified portfolio. Tech bubble or no tech bubble,
this was very sensible advice. But it didn’t land. Rose could not
bring herself to sell the shares.
The tragedy of Rose’s story is that when the tech bubble
popped, Rose’s shares fell to less than 5% of their value at
the time the advisor gave her the advice. The problem with
the advice that the advisor had given, is that the ground had
not been prepared for the advice to land. The advisor had not
helped Rose understand herself and her own needs. Her dream
for her retirement was to buy a smallholding and do organic
farming. The advisor gave great financial advice. But this was
something a robo-advisor could’ve done. Rose really needed
a reason related to her life, rather than an investment rationale
to make the right investment decision.
The advisor’s task was first to help Rose determine what
was important to her to have a fulfilling life in retirement, and
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then consider how her money should be managed for her to fulfil
her retirement dream. Not first to have an investment discussion
about diversification and concentration risk, concepts which were
alien to Rose anyway.
Many practitioners and experts suggest that the key value add of
the financial planner is behavioural coaching. Vanguard’s research
labels the value that a financial planner adds to a client as “Advisor
Alpha”, and can be quantified as 3%
additional value per annum that an
advisor can add to a client’s portfolio.
Of this 3%, Vanguard suggests that
1.5% of that is through behavioural
coaching. A 2021 Russell investment study on the value of an
advisor put the number at just over 2% pa.
US financial advisor Nick Murray, author of the book Behavioural
Investment Counselling, believes the value add of behavioural
coaching is closer to 5% pa. Whatever the actual number, experts are
clear that behavioural coaching adds quantifiable value to a client’s
financial life.
For financial planners who want to survive the evolution of
technology and the industry itself, and be equipped to help
clients manage their own behaviour which is not evolving, the
message is clear. Adopt what I like to call a “Coaching Way of
Being” with your clients. You don’t have to become a coach
to do this, rather develop and
use the skills of a coach in giving
financial advice.
At its essence, coaching is
about helping people find their
own answers for themselves, and
then acting upon those answers.
Adopting a Coaching Way of Being
for financial planners means to help
your clients understand themselves
and let them solve their own life
riddles first. That way, when you give
them the financial advice to support
their life decisions, they will own that Rob Macdonald, Head of
Advisory Services,
advice, and unlike Rose, will almost Strategic
Fundhouse
certainly implement it. 

When the tide goes out, you
see who is swimming naked.

www.bluechipdigital.co.za
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Through a different lens

T

he household saving ratio in South Africa refers to the
income saved by a household during a certain period.
During the fourth quarter of 2021 this fell to 0.7% from
1.20% the previous quarter. To provide a sense of how
low this ratio is now, over the period 1960 to 2021 the highest
quarterly ratio was 23.80% and the lowest -2.40% (Source:
tradingeconomics.com and Statistics South Africa). We simply
don’t have a savings culture and many institutions, including
government, are trying to improve this situation through various
interventions but the progress is slow.
We all know that a lack of financial literacy has a direct
impact on an individual’s financial wellbeing. We also now
know that knowledge alone does not guarantee financial
wellbeing. We require a combination of knowledge and the
right kind of behaviour with money over the long term for us
to be financially successful. And
our behaviour is attributed to
how we were raised with money
and the psychological impacts
of various events in our lives
which have led to our framing
and views of money.
Before we can judge people
for not prioritising their financial

wellbeing or attempt to help them in any way, we first need to
understand their background and the things that have shaped
them. We must understand the lens with which they see the
world so that we can foster ways to help them, in their context.
This is the only way we can effect long-lasting and meaningful
change in our industry.
We live in a multi-cultural society with many different races,
languages and cultural backgrounds. With this comes many
layers to work through which have a direct impact on how each
person views money and, ultimately, how they handle it. This
added cultural layer, over and above the psychological impacts,
makes the offering of financial services and products a very
complicated and difficult task.
The exclusion of black people from the financial services
industry in the past has led to further complications in
many people’s views and behaviour
regarding money, giving rise to
practices and popularity of certain
products that may seem illogical to
the average advisor.
We’ve been segregated for
decades which has led to a lot of
misunderstanding and judgement.
We don’t understand each other’s

It is clear that clients want to feel
connected to their planner, that
they want to feel heard and valued
and expect a holistic service well
into and beyond retirement.
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perspectives and, quite frankly, have not taken the time to educate
ourselves which has perpetuated the cycle of exclusion of certain
groups from specific products and services within the financial
system. This is because there has been an attempt to change the
way people manage money without first understanding why
people manage their money the way they do.
For example, the final rights of a person are very important
in African culture. According to the International Network of
Financial Services Ombud Schemes, more than half of South
Africans have some kind of funeral plan. This high penetration
is testimony to the effectiveness of a product when it speaks to
the market – it is appropriate, affordable and easily accessible
as there are many ways and different channels to access funeral
cover. These stats alone prove that people are willing to, and
actually are putting money away for the important things
in their lives, regardless of what our opinions may be of the
chosen savings vehicle. The how must still be interrogated
and challenged – many are still not aware of the benefits of
only having one, comprehensive funeral policy versus multiple
smaller ones.
Life cover is not fully understood as the more effective,
long-term tool to protect against the loss of income when a
breadwinner dies. Savings products with banking institutions
are still marketed and understood to be appropriate
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long-term investments products which is a real shame. These
conversations can and should be had with the general public
but we won’t make any inroads if we don’t address our tone
and our own prejudices when we speak to people who don’t
look or behave the way we do.
However we choose to engage with the general population,
our starting point should always
be that of open-mindedness and
compassion, first.
The acknowledgement of a
person’s individuality, agency and
humanness regardless of their
background is crucial in the work
we do. Particularly if we are to
make a real difference in people’s
lives. Secondly, we must be
willing to learn more about each
other and be willing to unlearn
some of the prejudices we have if
we want to be of service. Finally,
a more educated and financially
savvy population will benefit not
just the individuals concerned
but all of us. 
Gugu Sidaki, Wealth Creed
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THE WOMEN IN SA
FINANCIAL SERVICES
NETWORK
The recently launched Women in SA Financial Services Network aims to give South African women, who
work in the financial services industry, a safe forum to meet and share experiences as well as mentor each
other. Blue Chip speaks to Carolyn Erasmus, Nqobile Kubeka and Georgina Smith about the network.

T

he launch of the SA Financial Services Network is led by
Bravura Solutions and supported by representatives from
various financial services organisations including Stanlib,
INN8, Altus Consulting and Morningstar Research.

Why was the Women in South African Financial Services
Network formed?
Carolyn Erasmus: There are three objectives that we would like
to achieve from this network: a safe space for women to connect,
share their expertise, successes and failures, as well as provide
support to each other through communication. Secondly, the
community will facilitate mentorship for women looking to
develop their leadership skills. Lastly, it is about networking.
The key point is that, whether deliberate or unconscious, bias
makes it very difficult for women to move ahead. It’s about giving
everybody the same opportunities.
Bravura Solutions (UK) started this initiative, which has become
a massive success in the UK industry. We felt this was something
that could be valuable in the South African market.
Georgina Smith: I think we underestimate how “closed” this
industry can feel to somebody new to it. It can be difficult to
have your voice heard, whether that is to raise an opinion or ask
questions. There has traditionally been quite a fixed mindset as
opposed to a growth mindset, where you’re required to “prove
yourself” before being taken seriously. This affects everybody new
to the industry but does disproportionately affect women. I believe
the safe space to ask clarifying questions is just not yet available.
We hope that this network will create that safe space to
allow people to share experiences of how they have overcome
similar situations. Structured “networking” opportunities can feel
unnatural and just as “closed” – we need a natural and comfortable
space to speak freely.
Please discuss your experience as a woman in the finance sector.
Nqobile Kubeka: Entering the financial services industry as a
young woman directly from university was initially quite tough,
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Carolyn Erasmus, SA Country Head,
Bravura Solutions
especially coming into such a traditionally male-dominated
industry. Working in such a large organisation, I quickly realised
that there was a gap in terms of building those connections and
opportunities to network and socialise, not only among my direct
peers but also more broadly.
To counter this, we formed a women in technology network
at my company, which has been an immense success, and has
provided that area of connection. A key learning has been in
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realising the importance of having your voice heard and having the
mindset and determination in standing your ground. Networking
and having a supporting structure in place are key elements of that.
Georgina Smith: I have been incredibly well supported by all factions
of the financial services industry. I have been blessed to be surrounded
by some strong women who I have been able to learn from in terms
of how they have handled themselves in heated situations.
Diversity in any boardroom must be encouraged to get a much
more rounded view as to how to approach issues. Where a man
would be called “passionate” – a positive thing – a woman is labelled
“emotional”.
There is that unconscious bias that I have observed and it is not
just financial services, it is everywhere. I think that it is starting to be
called out but the diversity of thought that women and all races and
ages, can bring to organisations has to be embraced. In the future,
companies will need to embrace diversity if they are to thrive.

Georgina Smith, Head of Distribution and Client Services,
Stanlib and INN8
Carolyn Erasmus: Like Nqobile, I realised quickly that being a
female in the industry could hold me back. Men got asked their
opinions and women had to fight to get their voices heard. I had
to work harder to prove myself.
It is those types of scenarios that I reflect on, which makes me
realise how far we have come. The industry is becoming more
outspoken around diversity and inclusiveness. People are more
actively breaking that bias that we all refer to.
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I see Covid as a bit of an accelerator. I had a few giggles when
I saw fathers manage home-schooling, a child screaming for their
attention and simultaneously trying to focus on a work call. I believe
that there is a lot more appreciation for how much we have had to
juggle being a mother and wife, while keeping focused on career
growth, and proving that we are good at what we do.
Please tell us about the scale of diversity within the South
African finance sector.
Carolyn Erasmus: Bravura Solutions' corporate values stand
strongly behind this type of initiative, which supports an
inclusive culture. I feel very fortunate to be working for a
company where my values are closely aligned with.
We have noticed within the Bravura Solutions' Diversity and
Inclusiveness (D&I) global community, that each region has its own
hurdles to overcome. By understanding each region’s respective

Nqobile Kubeka, Financial
Services Industry
challenges you can tackle them quite sensitively and differently
as an organisation if you actively want to make improvements.
Solving D&I in any industry requires ongoing focus and
action by everyone and that’s why these types of initiatives will
gain momentum and evolve as they pass through the hands
of industry members.
Georgina Smith: It’s about diversity of mindset, experience and
background, and this means equality across gender, age and

www.bluechipdigital.co.za
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race. It is about seeing people for who they are and the ideas
they have and embracing that as opposed to seeing them within
a predefined segment. The clients this industry serves cross the
entire spectrum of society and it is important that we, within the
sector, embrace the voices from this diversity. It is about seeing
through our unconscious bias and hearing the voice of the entire
market. It is about the inclusivity of
the entire community.
Carolyn Erasmus: I have had some
amazing mentors over the years, both
male and female. This forum is not
just about a pow-wow of women. It is
about incorporating all perspectives
and how to understand the diverse
types of people in our industry and see how we can help uplift them.
Georgina Smith: Yes, we are coming at this very much from a D&I
perspective, but it is just a safe space to have a chat. Conventionally,
this industry is an intimidating place to work. I don’t know whether
that’s because it is white male-dominated or it is just the traditional
way in which it has grown up. We can label it D&I, that is all great,
but it is just a place to put your hand up and go, “Can I just ask you
what you mean by that?” That’s what it is.

within a corporate that have the passion to drive the different agendas.
All of us have our own personal reasons, values and experiences that
this passion comes from as an individual and when those like-minded
people find each other, it is difficult to hold them back when they want
to make good out of it.
D&I is driven from a board level at Bravura Solutions, so the
support is very much part of Bravura
Solutions' DNA.
The response we have had by
announcing the network on LinkedIn has
been phenomenal. It shows that there is
a need for something like this. Bravura
Solutions' is working collaboratively
with a couple of industry leaders. I am
excited to see how it takes shape and hopefully it provides value and
inspiration for all these lovely people in the industry.

Diversity in any boardroom
must be encouraged to get a
much more rounded view as
to how to approach issues.

Please detail your company’s involvement in the network.
Georgina Smith: I have never let gender hold me back in terms of
what I am able to achieve so it felt natural when Emma Napier and
Carolyn of Bravura Solutions reached out and suggested we form a
South African women’s network. Yes, I think it is a great idea because
it is considered a safe space to share ideas and grow professionally.
Yes, I believe this is going to be great. Yes, I believe we can change
the industry and get more women involved from supporting young
new entrants to established senior leadership roles.
Nqobile Kubeka: I have been in the Women in Technology and a
D&I forum in my organisation for a while. When the forums started
initially, it was more of a bottom-up approach where we were trying
to alert our leaders about this important agenda.
We wanted our managers to look through this lens when
hiring, making decisions, in meetings: to ensure that diversity and
women’s presence is in all their engagements. At that time, the
drive was to get that attention.
Over the years, we have gotten that attention. Now we see that
our leaders are driving the agenda. It is part of everyone’s KPIs in
my organisation. We have seen our CEO and top executives sign
up for the “He for She” movement. It is still something that we are
aware of, which is why we are engaging with an external team
driving women in financial services.
Networking is still part of our internal agenda so we will be
benefiting from this engagement. I will be like an external ear sharing
insights with my company that we develop from this network.
I have a huge line-up of brilliant women who would greatly
appreciate the opportunity to participate with outside financial
services women. So, it is aligned to our goals as an organisation.
Carolyn Erasmus: It is easy for a corporate to allow their D&I focus
to become a tick-box exercise but it is really about the individuals
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What is your personal objective for the network?
Georgina Smith: I want to meet some cool people who can
broaden my horizons, stimulate my thinking and challenge by
own perceptions.
Nqobile Kubeka: I am interested in having an outside view of
women’s challenges to see how I can learn from their experiences.
Carolyn Erasmus: Networking, learning from other individuals
and hopefully helping people to enrich their lives and see their
true potential.
Please tell us about the networking events that members can look
forward to.
Carolyn Erasmus: Our initial event will take place in the week
of 23 May in Johannesburg. Future event locations are to be
confirmed. We want the first event to be a face-to-face gettogether to showcase our objectives, and Covid-pending, we
would like it to happen every quarter and encourage new faces
with new experiences to come and join.
What advice do you have for women wanting to enter the South
African financial services industry?
Nqobile Kubeka: Connect as much as you can with as many leaders as
possible. This is not only directed at women. You need to make time
to create relationships with people that you aspire to be and not just
your peers. Look out for people that you can engage with who have
travelled the path.
Georgina Smith: My advice is the same whether it’s a woman or man
joining the industry. It is about connecting with as many people as
you can, build your network as firmly as you can and keep asking
questions to get as many different insights and as rounded and as
broad a view as you possibly can. And finally, understand what you
are good at, understand where your strengths are and then sing them
from the hilltops.
Carolyn Erasmus: My advice is directed at anybody new, young and
older in the industry. Treat everyone as an equal. It is about building
honest, transparent and trustworthy relationships which you can
build from as you grow your career. 
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SUCCESSION PLANS REALLY MATTER
Unlike retirement plans, all advisors need a proper continuity plan – even if you are in your 20s or 30s.
A series on succession planning, business continuity and retirement planning. Part 2

I

n Part 1 of our series, we showed that people mean two
different things when they talk about succession plans: business
continuity and retirement planning. In the second part of our
series, we look at continuity plans. A business continuity plan for
a financial planner is constructed for the same reason as any other
business – to enable the business to continue after a potentially
disastrous event. However, unlike businesses in other industries, it
is a legal requirement as the FAIS General Code of Conduct requires
every financial service provider (FSP) to have a continuity plan.
A continuity plan considers unplanned but foreseeable situations,
and it is unique to each business based on its nature and size. For
example, you can be certain that every IT company in Silicon Valley,
situated on the San Andreas fault, has backup data facilities in
geologically stable places. You can argue that the smaller the business,
the more important it is to have a well thought-through and practically
implementable plan, because there is simply nobody else to pick up
the work should something happen to one of the critical people.
Think about your continuity plan as a will for your business. In the
same way that you would always advise your clients to have a will, you
should do the same for your business and construct a legally binding
document to ensure that your wishes are carried out.
When it comes to professional service providers, especially a small
advisory business, the continuity plan is more likely to be focused on
critical individuals where the most likely disaster is that one of them
suddenly passes away. Because of this, I am going to focus on the
people aspects of your continuity plan, although it is important that
you consider all the possible risks to your business, whether they be
traditional risks like fire and theft or modern risks like cyber-attacks.
The single most important matter in your continuity plan is
selecting the person who will take over your practice if something
happens to you. There are several points to consider:
• Does the person have the capacity to take over your client base?
• Do they have an advice philosophy like yours? (Or are your clients
going to have to forget everything that you have told them?)
• Do they have a preferred solution set that is like yours or are they
going to move all your clients into different products?
• Do they have all the accreditations and contracts with product
suppliers that they will need to advise your clients?
While it is not critical, it is practically easier if your successor is in
the same FSP. If they are in another FSP, you will need to consider
whether they will buy your FSP, your company and/or your practice.
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This matters because it determines to whom the proceeds will be paid,
and that has tax implications.
Have you discussed the implications for your staff? Will they be
happy working for your successor? Will they relocate or remain in
the same office? In most cases, your staff are a big part of your client
relationships, which means that your successor may be happy to pay
more if they move to the new practice. However, your successor may
already have sufficient support staff to absorb your practice, meaning
that your support staff will be redundant.
Have you informed your clients who will take over should anything
happen to you? This will give your clients peace of mind and will
improve their experience if you pass away. This, in turn, will result in
more clients remaining in the practice – which increases the value.
Have you agreed how the practice will be valued and who will do
this? In many cases your beneficiary will be your spouse and it is likely
that they will understand much less than your successor. Remember
that a seller always thinks that their practice is worth more than the
buyer, so it makes sense to involve an independent valuer early in
the process. This will manage expectations on both sides and, more
importantly, it will help you increase the value of your practice.
In many cases, your spouse might be one of your staff, which
gives you the option of putting a different solution onto the table.
If they intend to carry on working, it makes sense for them to
remain in the practice to ensure the smooth transition of clients
to the successor. But instead of doing a valuation and receiving
a lump sum, they can get an ongoing annuity of, say, 30% of
future revenue. This creates a real win-win-win. It has meaningful
cashflow implications for the successor,
it improves the client experience and it
extends your spouse’s working life while
enabling them to realise the equity that
you’ve built in your practice.
In summary, a business continuity plan is
a necessity for all planners who care about
their clients and want to ensure that their
beneficiaries realise the equity in their practice.
The plan needs to be formally contracted so
that it will be implemented. Given that your
practice could be one of your more significant
assets, it makes sense to get advice from an
expert in practice management to avoid Guy Holwill, Chief Executive
Officer, Fairbairn Consult
pitfalls like the ones mentioned above. 

*Part 1 of this series was published in Blue Chip issue 82, Jan 2022. Part 3 (retirement planning will be
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published in Blue Chip issue 83, Jul 2022. Fairbairn Consult is a firm of Registered Financial Advisors. We
are a licensed FSP and a member of the Old Mutual Group.

FAIRBAIRN CONSULT
FINANCIAL PLANNING

ARE YOU CONSIDERING LEAVING THE INDUSTRY,
BUT UNSURE ABOUT YOUR OPTIONS?
Fairbairn Consult Financial Planning is a growing firm of
unbiased, salaried, Certified Financial Planners (CFP®).
We are actively looking to purchase client bases from
financial planners wanting to exit the industry.

To find out more, scan my QR code or visit
www.fairbairnconsult.co.za

Fairbairn Consult Financial Planning is a Fairbairn Consult franchise.
Fairbairn Consult is a licensed FSP and a member of the Old Mutual Group.

ombds 03.2022 C5488

We will work with you to structure an exit strategy that
is right for you and your clients’ needs.
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The importance of PROPER SUCCESSION PLANNING
for SUCCESSFUL BUSINESS CONTINUITY
Business life policies, such as a keyman policy or a contingent liability policy, are
an important aspect of ensuring the long-term survival and continuity of a business.

A

“

keyman policy is intended to help the business survive the death
or disablement of a person key to the ongoing operations of that
business. Individual talents are becoming critical to the success of
many companies and every business.
“If the policy was not taken out by the deceased, who also did not pay
the premiums, and if no amount has been, or will be, paid to or utilised
for the benefit of any relative of the deceased or any company which was
at any time a family company then the life policy will be exempt from has
very valuable employees who contribute significantly to the running and
growth of the company. It makes sense to insure against the unfortunate
event of their untimely demise,” explains fiduciary practitioner, Sarah Love,
of Private Client Trust.
“Contingent liability insurance refers to a policy taken out by a business
on the life of an employee or director who stands surety for the debts
of the business. The amount of cover taken out should be equal to the
loan amount adjusted for tax. If the person who stands surety dies before
the loan has been settled, contingent liability insurance ensures that the
outstanding loan amount is repaid in full, which means that the person who
stands surety’s estate is absolved from further liability and the business is
not placed under undue financial strain.”
TAX TREATMENTS
According to Sue Blake, tax practitioner at Private Client Financial, there
is a big difference in the tax treatment of business life policies. Blake
explains that section 11(w)(ii) of the Income Tax, Act 58 of 1962 allows a
company to claim a tax deduction on the insurance premiums paid on
the life of an employee so long as the policy certain requirements are met.
“In the event that such a policy pays out, it is necessary to consider
whether the proceeds will be subject to income tax or capital gains
tax. If a choice was made in terms of section 11(w)(ii) to deduct the
premiums for income tax purposes, then the proceeds received are
regarded as falling into the definition of gross income and will be
subject to income tax in the hands of the company.”
“Where the premiums were not deductible or the election in terms of
section 11(w)(ii) was not made, the proceeds received will be regarded
as being of a capital nature and so not subject to income tax. These
capital proceeds are also exempted from capital gains tax so long as
there was no cash or surrender value attached to the policy, and the
company is the original owner of the policy.”
KEYMAN POLICY
In terms of the Estate Duty Act, life policies attract estate duty as a
deemed property. However, Love explains that there are a few exceptions,
including one for a keyman policy, if certain requirements are met estate
duty. As such, a properly set up keyman policy may not attract estate

duty. However, a contingent liability policy will attract estate duty and
the amount taken out would need to be adjusted for this.”
BUSINESS SUCCESSION – THE SHAREHOLDING
According to Love, the second part of astute succession planning is to
look at the ownership and assess what you want to happen with your
ownership in the business. “There are a few options when it comes to
business succession; your heirs inherit your interest/shareholding, the
other shareholders/members buy each other out, the business can
repurchase your interest/shareholding or your interest/shareholding is
sold on the open market.
“The best option depends on the type of business you are involved
in and if the business requires active involvement by the shareholders.
If you opt for a buy-and-sell or share buyback, there are two elements
to consider the obligation on the co-shareholder/business to purchase
your interest/shareholding and the funding of the purchase. It is critical
that the obligation on the business partner/company exists before
finalising the funding, as without this the plan may fail.”
ESTATE DUTY CONSIDERATIONS
“Should the purchaser be the business (share buyback) one would need to
look at contingent liability cover. Should the purchaser be a co-shareholder
one would look at buy-and-sell life policies,” says Love.
“A buy-and-sell life policy will be exempt from estate duty if the policy
owner and the life assured are business partners; if the policy was taken
out to fund the purchase the life assured business interest; and if the
life assured did not pay the premium. If any of these conditions are not
met, then the life cover would need to be adjusted for estate duty.” Love
cautions that business succession is not as straightforward as it may
seem, and that it is critical to be supported by an independent financial
advisor, tax practitioner or accountant and Fiduciary practitioners advise
to ensure you fully explore that there is an executable plan in place. 

Sue Blake CFP® CA (SA),
BCom Honours (Tax)

Sarah Love CFP® FPSA®
is a member of FISA

For more information contact Sarah Love Sarah@privateclient.co.za or Sue Blake Sue@privateclient.co.za or call (021) 671 1220.
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The Future of Financial
Planning: getting clients
to understand that money
can be a friend or foe

M

y journey as a financial planner began some 28 years
ago. Beginning as a part-time advisor and learning
the ropes, after four years I decided to join a corporate
as a full-time advisor. During this time, I went through
rigorous training and grew from advisor to executive financial
advisor and obtained my CFP®. Through consulting and engaging
with clients it became evident that the clients I saw wanted and
needed more than to be sold financial products.
The more I increased my interaction with clients the more I realised
that there was a critical need for financial literacy. I approached the
corporate I worked for to highlight the need for financial literacy.
Unfortunately the reception was poor and I was advised that “my
job was to sell products”.
At this point, feeling passionate about the need for financial
literacy, I came to the realisation that I needed to branch out on
my own and thus School of Savings was born.
At School of Savings the adage, “Give a man a fish and
you feed him for a day, teach a man to fish you feed him for
a lifetime,” rings true. We endeavour to educate, guide and

60

www.bluechipdigital.co.za

encourage clients to foster a healthy relationship with money.
My belief was that for clients to take care of their wellbeing and
that of their families they needed to start by managing their
personal finance. Clients began learning how to take control
of their needs ahead of their wants. In doing so, ultimately
clients became more conscious of personal financial planning.
As this evolved, I began noticing greater buy-in from clients
and persistency remained high. I realised that I was on the
right track.
I then progressed on to design a programme called
PENNYWI$E based on three concepts. The first concept deals
with the psychology of money, speaking to developing an
enriching relationship with money.
Emphasis is placed on making clients understand that
if you show money respect, it will respect you in return.
It prompts the client to do some introspection and take
responsibility for their finances. It also allows clients to focus
on their personal identities and the impact it has on what
they do with their money.

The second concept focuses on the mechanics of money
and its utility, what it can and can’t do for you, where it comes
from and where it goes to, how you can get it to work for you.
The third concept deals with managing one’s debt and the
focus is to make clients aware that a toxic relationship with
money can be very poisonous for their financial plans and
could have catastrophic consequences for them and their
loved ones.
These three concepts form the backbone of my financial
planning process; however, should a client need mentorship
on a more structured basis, then this is implemented over a
period of six to 12 months depending on when they feel ready
to work on their own.
Although this is a much longer route to take, clients often
feel a sense of relief and comfort as the stress and anxiety
that is preventing them from enjoying life with their loved
ones is removed because they are equipped to make wise
money decisions. This gives them the confidence they need
to take time to spend with the people that matter the most

in their lives, thereby improving their
quality of life.
We have found that this approach
has strengthened our relationship
Joe Chetty CFP®, Financial
with our clients. This has translated
Planner and Founder of School
of Savings South Africa
into clients referring their friends and
relatives to us. I believe that this is the
future of financial planning, where clients understand the
basics of money and how it could be a friend or foe. Having
this approach ensures that a financial plan becomes more
meaningful to them and they understand why it forms an
integral part of their lives.
The skills learnt are then inculcated in their children. They
grow up understanding the importance of financial planning
and the impact of making informed money decisions. In so
doing, the chances of generational wealth being managed
more responsibly is higher and legacies would be carried much
further in keeping with the saying that “A good man leaves
wealth for his children’s children”. 
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Giving young financial advisors the
momentum they need to succeed

S

outh Africans have a notoriously bad savings culture.
Around nine out of 10 South Africans who retire do not
have enough money to do so comfortably and are forced
to get a supplementary income to keep them going.
Even leading up to retirement, South Africans are becoming
more challenged by the rising cost of living and households are
drowning in debt just to make ends meet.
The point is, financial literacy in South Africa needs repair
and as a new generation rises to meet the demands of a
challenging economy, who will be there to guide them on
their journey to success?
The answer is simple. Financial advisors are the key to
financial freedom. The problem is financial planning isn’t
exactly a career that many consider but should be an option.
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Young people are increasingly growing a stronger, more
holistic conscience and the ambition to solve wider social
problems has never been more prevalent than in millennials
and Gen Zs. This mindset is an incredibly good fit for the field
of financial planning, where individuals are encouraged to
help people to improve their financial wellbeing.
Making financial planning fashionable
According to Aubrey Faba from Momentum Financial Planning,
“Fewer young people are pursuing jobs in financial services; thus,
it is critical to identify strategies to recruit a new generation of
financial advisors.”
Momentum Financial Planning (MFP) is ready to turn the
generational tides of financial advice. “Without new, younger

FINANCIAL LITERACY
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If you have an entrepreneurial spirit, if you
are young and driven and if you are ready
to grow a nation, then Momentum has
a cutting-edge opportunity for you.

advisors in our fold, we cannot grow our
business or hope to reach the younger
generation that we need to connect to.”
Build a career where you are in control
For Faba, financial planning is also a field that
fully embraces the new approach to the way of
work, where flexibility is increasingly becoming
a priority. “Add to the mix the tough reality of a
high youth unemployment rate, and we have
a viable proposition, not only for our company
and our industry, but for our country.”
In an age where we saw a pandemic remind
all that there was much room for flexibility in
many careers, Faba says young aspirational
financial advisors should be excited by the fact that this industry
is one where you can create your own rules and structure your
resources to aid you on your journey.
“We believe that the current skills gap in the financial sector
can offer real opportunities for many new recruits to create, not
short-term jobs but employment for life.”
Find the best partner
By choosing Momentum as a home base, Faba attests that young
financial advisors will get to partner with a brand that is well established
and trusted by professionals and consumers alike; locally and globally.
“We take care of the complicated business processes, and
they can focus their time and energy on building sound client
relationships. Sounds like a win-win, if ever there was one. At
MFP, we strive to be the best, and we believe that recognising
superior performance is a critical part in motivating,
appreciating and rewarding our advisors as well as setting
the benchmark of success.”
Momentum is on a mission to fire up financial planning
and make it known to all success seekers, go-getters and
trendsetters to join the financial revolution and kickstart their
careers. “We’re offering purpose in a land of opportunity. Our

country needs young advisors to help grow our people in the
right direction. There is so much more to financial planning.”
He continues, “By becoming a financial advisor, young
professionals have the opportunity to offer meaningful
advice, cultivate an unlimited income potential, harness
their entrepreneurial spirit and exercise their creativity in a
practice structure.”
Even for those who are currently feeling stuck in a financial
profession, Faba says Momentum wants to get you out of your
same old day-to-day routine and jump feet first into a careerfocused lifestyle that suits your needs and fits around your
life. “You can define your own success with one of the most
recognisable and esteemed brands at your back.”
If you have an entrepreneurial spirit, if you are young
and driven and if you are ready to grow a nation, then
Momentum has a cutting-edge opportunity for you. This is
an opportunity for young people who are inclined towards
starting their own businesses. They can join us as a Momentum
financial advisor, give advice under our licence, market our
products and have access to support and coaching from a
network of professionals who can assist with all their business
requirements. In addition, they get to partner with a brand
that is well-established and trusted by professionals and
consumers alike; locally and globally.
“Our interactive online tools are designed to support
you when providing quality financial advice to clients.
Your job satisfaction lies in
knowing that your sound
financial advice is helping
your clients achieve their
hopes and dreams.”
If you’re interested in
pursuing the life and success
of a financial advisor, go
ahead and scan the QR code
here and unlock a new path
on your journey to success. 
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Transitioning from Financial Planning
to Financial Coaching

HOW TO DO IT
GRACEFULLY

O

ur freedom is in the choices we make; our realities
are controlled by our perceptions of life. Life is an
unpredictable journey and we can only control our
mind. 1 January 2014 was my awakening moment.
It was the start of everything new. A new dawn is born. Fast
forwarding to 10 January 2014 my greatest fear became a reality.
I was diagnosed with stage two breast cancer.
The hands of time stopped. Racing thoughts and incessant
chatter clouded my mind. Like with most, and for me, this
diagnosis screamed two choices “Cancer = Death” or “Cancer
= Rebirth”. I chose rebirth. This experience taught me that the
human mind has the power to create and the superpower to
make choices. In January 2015, I rejoiced as I went into remission.
The magnificence of choice glared at me when I decided to
leave the corporate world. It was daunting, another life-changing
transition entangled with mixed and confusing emotions. Etched
into my mind are the words of my 12-year-old daughter at the
time, “So what’s going to happen to us?” As a responsible parent
I understood her concern and fears.
Over the years, I have prudently managed my finances so my
family’s financial wellbeing and quality of life may go on without
the traumas of pain, worry and fear. For me this is the key to
freedom, the key to hope and choice. Choice brings happiness
and ultimately happiness brings freedom. Freedom to live, to do
and to be.
In pursuit of this new life and new-found purpose I stumbled
onto Bill Bachrach’s book Values-Based Financial Planning. His
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Financial Road Map for Living Life on Purpose was a fascinating
read. And so, the journey began. I pondered on the milliondollar question, ”Are we human beings having an emotional or
spiritual experience or are we emotional and spiritual beings
having a human experience?” This curiosity culminated in
accreditations in Enneagram from Integrative 9 and Coaching
Essentials and Accessing Personal Genius from the Institute
of Neurosemantics.
Apparently, there is a notion that “personal finance is more
personal than finance” and it doesn’t just resonate with us
anecdotally; it’s also backed by scientific research.
Should we really be surprised to learn that up to 80% of
our rational recommendations aren’t implemented when 80%
of our clients’ decisions are made without consideration for
rationale? Is it possible that most financial planners are simply
speaking the wrong language to clients? That we need to learn
to speak “elephant” because most of our decisions as humans
are driven by emotion.
I am sure that many financial planners may have chosen
this career because they’re “good with numbers”, which maybe
implies that their role is to charge a premium for the transfer
of that numerical knowledge to those who are arithmetically
challenged. Only to realise that the majority of what we do with
clients doesn’t really require more than high-school maths, and
that the greater challenge in financial planning isn’t bringing
new mathematical revelations to clients but helping them clarify
and act on their intuition and dreams.
How has this shift worked for my practice?
In the past, I found myself doing all the talking. I was enthusiastic to
share product knowledge, to showcase my expertise or just to build
rapport. With the awareness that being human is still a financial
planner’s key competitive edge, I embraced the shift to a “coaching
client-centric approach”, which means that the client is the centre of
the conversation, the most important person in the room. They do
all the talking and I do most of the listening. My focus is intent on
understanding this unique human being in front of me. I observed
that clients like it when the conversation is dedicated exclusively to
their agenda in a non-judgemental way.

COACHING

Transitioning from financial planning that covers the WHAT, to
financial coaching that covers the WHY to jointly arrive at the HOW,
this complementary process works wonders.
Person before problem
Using powerful coaching skills and techniques, a “person before
problem” approach, a true client-centric approach becomes
seamless. The focus is on understanding the client, their goals and
dreams, their needs and fears, what is important to them, how they
are thinking and how they make decisions.
Unbeknown to me, one of my pitfalls was when a client was
describing a problem or situation, I was tempted to solve the problem,
by starting to understand the issue and then using analysis, logic and
problem-solving techniques
to offer a solution. This was
unresourceful and shifted my
attention away from trying
to understand the client and
their needs, and ultimately my
solution did not necessarily
suit them or their needs.
Now, when the client
describes a problem, my
focus instead is on understanding how the problem is affecting
them – does it give them sleepless nights, does it affect their
relationships, etc.
I ask substantively different open-ended questions (tell me
more, what’s important to you about that, what does that mean
for you, how does that make you feel). This starts to navigate the
client’s discovery process in a very curious way.
I tread cautiously with closed “why” questions. I find them
restrictive and clients tend to become defensive and feel they
need to explain or justify themselves. The why? takes them to an
unresourceful place. I prefer my clients to feel comfortable so they
can talk to me about anything with ease, to challenge their money
blind spots and invite them to play smarter without being told to
what to do.
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Help the client create their dream
By applying a range of interpersonal tools and techniques,
effective listening and powerful questioning skills I am able
to help my clients explore and understand their aspirations,
motivation, needs and dreams. What for instance lies beneath
their initial “objective” such as “a comfortable retirement”?
What does this mean for them? They start to visualise their
future. I raise self-awareness by digging several layers below
the first statement. This helps them (and me) to understand
their uniquely personal dreams and goals and places me in
a fantastic position to structure their plans and my advice to
meet these.
With the help of deeper, more meaningful and effective
conversations, my role has fundamentally
developed, moving from “just” telling
clients what to do with their money, to
helping their dreams become reality.

Can you remember when
someone last listened to
you? I mean really listened,
without interruption or
cutting in to have their say?

Use the same language
If I hear the words “frustrated with…” I use the word “frustrated” in
any follow-up question or recap or summary. If I hear “my dream is
to…” I don’t talk about “objectives” in our conversation or reports.
Repeating the exact words and expressions demonstrates to the
client I have really listened, cared and understood.
Make the client feel good
Can you remember when someone last listened to you? I mean really
listened, without interruption or cutting in to have their say? If you
have experienced such a conversation, you’ll probably recall how
good it felt to have the opportunity to talk, to explore your thoughts
and to be heard. Imagine if each client felt this way.

I don’t have the time!
Oh, this was my concern too: “All this
coaching and listening stuff takes too
long”. When done right, all the follow-up
meetings are quick, short and succinct.
Being mindful that time is money and that clients demand value
for the money and pay for our time. So, isn’t a client-centred
conversation with real outcomes a far more valuable use of our
time spent together? With experience I learnt the key is to be
very effective, by learning and developing skills all the time so
real impact can be made in a short space of time. Every client is
different and unique.
The light-bulb moment
One of the most rewarding aspects
of this approach is experiencing
that “light-bulb” moment, when
a client gains insights and a real
picture of what the future holds
and what they need to do to
get there. They feel empowered,
relieved, excited even and truly
appreciative of the help in giving
them the space and time to find
answers to their own questions,
which held them back for so long.
This is priceless.
For me this makes a coaching
approach and the skills to do so,
an essential tool kit for building
long-lasting, loyal relationships
Nilan Pillay CFP®, Certified
on which to form our stable, robust Financial Planner and Coach,
and successful financial practice.  iWealth Consult
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How I apply coaching
in my financial
planning practice

W

hen I started as a financial advisor, I never wanted
to sell policies. For me it was about advice,
guidance, accountability and helping my clients
plan for their future. This was 14 years ago and
there was no such thing as a fee for advice model or something
similar that I could find.
However, there was always this niggle between earning an
income and providing valuable assistance and services.
Many times, in my first year or two in the industry (later in
my career, I dropped the word industry) I had words with the
brokerage owner, because I never sold enough and left money
on the table he said. For me it was about aligning my clients’
needs to my advice. This is what we should be doing, right?
Fast forward a few years, and Retail Distribution Review (RDR)
is looming and the industry is going crazy. What will happen to
commission? How will we make money? Who is going to pay us?
I loved this. I could only see opportunities in the post-RDR
world. At about this point in time, I attended a massive conference
and there were two great presenters from the USA, Kate Holmes
and Carl Richards.
Holmes spoke of how we get paid and Richards of the value in
advice. This is what I was seeking and this was the start of my journey
on reinventing my value proposition, service delivery model and
understanding how to get paid for advice (following the six-step
process) and not for implementation (when we sell a policy).
Let’s look at it this way. When we visit a doctor, we pay our
doctor. When we visit the pharmacy, we pay the pharmacist. Why
is it different for us? We are experienced, ethical and educated
professionals who don’t earn a professional fee. This, in my mind,
had to change.
At the time, I was working for a corporate and this was not
possible. You had to sell policies.
Five years have passed since I left corporate and have phased
in my fee for advice and planning service model in my own FSP.
What a journey! The continuous learning has been exceptional
and beyond my wildest dreams.
Ladies and gents, our clients are ready for this, they will pay
for our services, but our profession has hidden how we are
remunerated. Let’s be clear about it, let’s talk about it, let’s be
proud to be professional.
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Now, in my mind, you can’t just charge a fee. What are you
offering? This was when I started learning about coaching and
behavioural finance. I have learned from international experts
and local gurus. I have spent hundreds of thousands of rands
on programmes, courses, books and podcasts.
For me, it is all about having conversations that matter to
clients. Conversations that are not focused on interest rates,
present value and future value calculations but rather about
their concerns about their future, what will their children do,
how to make informed and educated decisions.
Recently, I undertook a behavioural coaching programme,
facilitated by Fundhouse and Momentum. It was great. Learning
how to frame biases (if you have a brain, you have biases).
Learning how not to project my own bias onto my clients, but
to help them understand theirs. Elements such as having the
client speak about themselves (we really need to keep quiet
more than we think we do) and letting the client discover their
environment, their relationships, their mind and their body and
how it applies to financial planning and their future.
Techniques that coaches use are valuable in the financial
planning space. I have found it exceptionally valuable to help
a client (through coaching and conversation) to find a solution
to their problem. We need to talk about their understanding
and relationship with money, how they got to this point, what
brought them to us and how they feel we can add value.
Be naturally curious, ask questions and keep quiet. The insights
for both clients and financial planner are beyond your imagination.
Recently I had a 45-minute check-in consult with a client. We had the
usual introductions and then I asked, “What is on your mind?” For the
next 40 minutes, he shared so much. I didn’t say a word. I smiled and I
nodded but my lips stayed shut. He thanked me for the most amazing
conversation (I didn’t say anything) and that
he knew now what he needed to do.
Be curious with clients and have
conversations about them and their
families (not their money). Always be
genuine, always listen, always care. Really!
Let me also clarify, I don’t want to be
a life coach, I love financial planning but
life and money go hand in hand. Money
is an emotional topic, often taboo and
never spoken of. Make your interactions
with your clients a safe space for them
to speak, for them to share, never judge,
never critique, always listen.
May you have the amazing a-ha
moments that I have with my clients and Terence Tobin, Rich Ideas Group
may your practices grow from strength Founder and family focused
financial planner
to strength. 

The Investment Forum, in its 12th year of
existence, is South Africa’s premier thoughtleadership event for investment professionals.
In 2022, we will see the return of The Investment
Forum back to its roots as an in-person event.
Once again we have managed to secure some of
the brightest minds in investment management
from across the globe.
These experts will share their insights into a wide
array of subject matter, covering geopolitics,
macro-economic predictions, fiscal stimulation
and money supply, new thematic investment
trends, vaccine implementation and the impact
of developed and developing economies as well
as specific views on the likely performance of
various asset classes.
CAPE TOWN
THURSDAY, 9 JUNE 2022
CENTURY CITY CONFERENCE CENTRE

JOHANNESBURG
MONDAY, 13 JUNE &
TUESDAY, 14 JUNE 2022
SANDTON CONVENTION CENTRE

REGISTER NOW
www.theinvestmentforum.co.za
CONTACT US
info@theinvestmentforum.co.za

2021 was a year of aggressive and sustained policy
intervention that underpinned financial markets.
Central banks fought the pandemic with cheap
cash and printed money as a way to a recovery.
Risk hunting venture capitalists fed an IPO boom
and projects enjoying incubation financing
exploded.
2022 looks to be a watershed year, with US
interest rates rising and Omnicron fears
subsiding.
Arguably, the world is on the precipice of
“normalisation”. However, there is still a plethora
of risks at stake, and global recovery could be
stymied by variances of COVID-19 and rampant
inflation.
Join us at the Investment Forum 2022 for
market-leading insights on
Tantalizing New Dawns!
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How menterning
cultivates innovation
<menterning = mentor + intern>

T

he financial planning industry has come a long way since
I walked into the arena 14 years ago. I am certainly not the
new kid on the block any more and will always be grateful
to the handful of mentors who shared their knowledge and
experience when I joined the profession. What has impressed me in
recent years is the fresh approach and innovative planning principles
that new members are bringing to our industry.
It is this melting pot of new talent combined with the
experience of elders that I believe will enhance our client
offering and elevate the status of the financial planning industry.
In my mind the future of value-added financial planning rests
in the co-creation of talent across generations of planners –
combining fresh, innovative planning principles and up-to-date
technology with the life experience, emotional intelligence and
wisdom of more experienced planners. And I believe that we all
have a responsibility to make this happen.

It is clear that clients want to feel
connected to their planner, that
they want to feel heard and valued
and expect a holistic service well
into and beyond retirement.
I am convinced that the answer lies in menterning – cultivating
and harvesting the wisdom between younger and more experienced
planners. Chip Conley, author of Wisdom at Work: The Making of a
Modern Elder coined this term when he joined Airbnb as head of
global hospitality and strategy after successfully running 52 Joie de
Vivre boutique hotels. With no experience of the high tech, Internet
and app-based environment that Airbnb operates in, he joined
forces with the younger generation and became a teacher as much
as a student. Menterning is the sharing of knowledge and skills
across generations where the wisdom that flows between mentor
and intern leads to great collaboration and growth.
Why menterning matters
I had lunch with a client a few weeks ago who pointed out how
grateful she was to have a combination of a more experienced and
younger planner on her team. My client recounted how safe and
comfortable she felt talking about her life and her money with a
planner that brought wisdom, life experience and empathy to the
table. At the same time, she appreciates the knowledge and up-todate expertise of the younger planner. She has found reassurance
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knowing that her planner will be around to guide and advise her
for many years to come. I may not be around when she potentially
needs me the most.
It is clear that clients want to feel connected to their planner,
that they want to feel heard and valued and expect a holistic
service well into and beyond retirement. They also expect an
exceptional, innovative and up-to-date financial planning
service. To achieve this expectation, we need to integrate our
approach, connecting new and future technological trends
with a client-centred mindset that implies skill-sets such as
coaching, mentoring and life planning. The cross-collaboration
and skills transfer through menterning will benefit our industry
and our clients.
Bridging the gap
It is heartening to see that good work is being done to support
newcomers in the industry. The FPI has recently launched the
Young Financial Planners Organisation (YFPO) and the Women
in Finance Network (WiFN) was established in 2013 with the
specific aim to encourage and support mentorship for women.
As the founder of WiFN, I have noticed and experienced first-hand
the far-reaching positive influence of women mentoring women,
bridging the gap between experience and new, trendy skills.
The advantages of menterning are numerous and benefit
both the mentor and intern. This
relationship must however be based
on trust, collaboration as well as the
trading of emotional intelligence
(EQ) and digital intelligence (DQ)
with humility and relevance.
A menterning programme is
not difficult to implement. It can be
successful in the smallest companies,
between two individuals and in
larger groups – everyone can get
involved. Reach out to the FPI or
WiFN if you need guidance, but I am
positive that each one of us is capable
of finding an opportunity to facilitate
the flow of wisdom in both directions
in our immediate circle. The only
requirement is the willingness to Kim Potgieter CFP®, Director at
share and absorb. There is much Chartered Wealth Solutions, ICF
to learn from each other, and the Professional Certified Coach, New
possibilities for leadership, strategy Money Story® Mentor Coach,
Certified Dare to Lead™ Facilitator
and innovation are endless. 
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Find a Financial Professional
Financial Education For All

Find a Financial Professional service allows all South Africans to find an
FPI-accredited financial professional via a new tool.
Find an accredited Financial Professional in your area by going to
www.fpimymoney123.co.za, e-mail mymoney123@fpi.co.za
or call +27 (11) 470-6000 for more information.

It’s that time of
the year again
The 2022 Financial Planning Institute of Southern
Africa Annual Awards are open for entry.

O

n 19 October 2022, the Financial Planning Institute of
Southern Africa (FPI) will be hosting the prestigious
awards ceremony where excellence in the financial
planning profession is recognised. This event endeavours
to acknowledge extraordinary CERTIFIED FINANCIAL PLANNERS® from
across Southern Africa and professional practices that demonstrate
innovation, professionalism and commitment to their clients and the
financial planning profession. Members of the FPI and the public are
invited to enter or nominate people in the categories below.
FINANCIAL PLANNER OF THE YEAR AWARD
This award was launched in 2000 and is the most prestigious award in
the industry. It recognises the country’s top Certified Financial Planner®:
a stellar professional who exhibits revolutionary ideas, consummate skill
and unimpeachable ethics when dealing with clients.
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“Winning the FPI Financial Planner of the Year award has been a
rewarding and humbling experience, yet it has been an amazing journey
that benefited our financial planning practice and me in more ways
than I could ever have imagined. Therefore, I would encourage you to
approach the process with an open mind. The competition will force you
to consider all aspects of your financial planning practice, enhancing
your overall offering to your clients,” says winner of the 2021 FPI Financial
Planner of the Year, Ryan McCaughey, CFP®, Director at Hewett Wealth.
PUBLIC CAN NOW NOMINATE THE FP OF THE YEAR
The 2022 FPI annual awards presents a new application process for the
prestigious Financial Planner of the Year Award. A public member
can now nominate a CFP® professional for the award. This change in
the process increases the notoriety and transparency of the award,
highlighting the importance of the CFP® professional as a service

about to the public and the broader financial planning profession.
This is an opportunity for practices to demonstrate innovation,
professionalism and commitment to their clients and the financial
planning profession. To nominate or enter the Professional Practice
of the Year Award go to www.fpi.co.za.
Professional Practice of the Year Award – Entries close on
Monday, 23 May 2022.
DIVERSITY AND INCLUSION AWARD
Our primary aim at the Financial Planning Institute of Southern
Africa is to engender a community that fosters the value of financial
planning and advances in the financial planning profession.
The Institute’s strategy includes actively encouraging those who
advance the financial planning process. This award recognises an
individual whose commitment to diversity and inclusive excellence
has impacted South Africa’s many ethnic groups, races and cultures
positively. To nominate or enter the Diversity and Inclusion Award
go to www.fpi.co.za.
Diversity and Inclusion Award – Entries close on Tuesday,
02 August 2022.
HARRY BREWS AWARD
The Chairman’s award was introduced in 2010. In 2013, the FPI
renamed the award in honour of Harry Brews, the man who
transformed South Africa’s life assurance industry. The award
recognises an individual who has made an outstanding lifelong
contribution to the FPI by promoting the Institute and its marks
and/or the financial planning profession in society, academia,
training, government, media or any other professional sphere.
The winner must also exemplify the FPI principles of client first,
integrity, objectivity, fairness, professionalism, competence,
confidentiality and diligence. To nominate or enter the Harry
Brews Award go to www.fpi.co.za.
Harry Brews Award – Nominations will close on Tuesday,
02 August 2022.

profession. To nominate or enter the Financial Planner of the Year
Award go to www.fpi.co.za.
Financial Planner of the Year Award – Entries close on Monday,
23 May 2022.
PROFESSIONAL PRACTICE OF THE YEAR AWARD
The FPI Professional Practice of the Year competition was launched in
2020. The award honours and celebrates FPI approved professional
practices and seeks to highlight what these practices are all

IT STARTS WITH ME AWARD
This award, launched in 2015 in conjunction with the FPI It Starts
with Me programme, recognises the CFP® professional who
contributes tirelessly to promote the CFP® certification. This person
entrenches the CFP® mark in their worklife, invests in their personal
brand by letting others know they are a CFP® professional and
volunteers where required. To nominate or enter the It Starts with
Me Award go to www.fpi.co.za.
It Starts with Me Award – Nominations will close on Tuesday,
02 August 2022.

The Financial Planning Institute of Southern Africa FPI 2022 Annual Awards showcases South Africa’s
best in the industry and raises the new and up-and-coming talent in the financial planning and
advice space.

Join the FPI for the 2022 annual awards and take part in the process by nominating or entering the awards. For more information on
the awards or the FPI, visit www.fpi.co.za or phone +27 11 470 6000.
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Stronger than ever
2021 data show the CFP® mark is stronger than it’s ever been

D

espite the challenges posed by the global pandemic, the
worldwide number of CERTIFIED FINANCIAL PLANNERS®
topped 200 000 for the first time. Under the stewardship
of FPI, the South African profession is also going from
strength to strength.
Worldwide data show a net increase of 10 550 CFP® professionals
last year. More than 203 000 highly skilled individuals on all six
continents are now able to put the three most important letters in
financial planning behind their names. The 5.5% global net increase
in CFP® professional numbers highlights the fact that the financial
planning profession is becoming more important by the day.
“We’re pleased to report that, despite the Covid-19 pandemic,
momentum in the global growth of CFP® professionals remains
strong and is increasing,” says Noel Maye, the CEO of the
US-based Financial Planning Standards Board (FPSB). “Last year,
the number of CFP® professionals reached the highest ever,
with growth from emerging, developing and mature markets
demonstrating the broad appeal of financial planning and CFP®
certification worldwide.”
The future is bright in South Africa
Against a backdrop of one of the world’s strictest lockdowns,
FPI Southern Africa achieved an impressive 2.7% growth in CFP®
professional numbers last year. In addition to being the Southern
Africa custodian of the CFP® mark – the international standard
of financial planning – the FPI is enabling the development and
professionalisation of the professional financial advice industry
with its REGISTERED FINANCIAL PRACTITIONER™ and FINANCIAL
SERVICES ADVISOR™ SAQA registered designations.
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All this moves FPI closer to living their ambitious vision of
“professional financial advice and planning for all.” One of FPI’s main
focuses for 2022 is to demonstrate the immense value of the CFP®
designations to all new entrants into the market. “We’ll also look at
fine-tuning our corporate relevance,” adds CEO Lelané Bezuidenhout.
“And we’ll work on deeper education around the designations and
its great benefits to professional financial advisors, financial planners
and their clients.”
Onwards and upwards
Globally, the number of CFP® professionals has doubled since 2004
– yet more proof that consumers are realising the immense benefits
of professional financial planning and advice. In recent years much
of the growth has been concentrated in China and in developing
economies such as South Africa, Brazil, Indonesia and India. Maye
credited this growth to the tireless efforts of the global network
certification bodies such as FPI and to the “hundreds of thousands
of CFP® professionals worldwide who commit to rigorous standards
of competency, ethics and practice and to delivering financial
planning in their clients’ interests”.
For Bezuidenhout, growing the CFP® designation is about more
than just doing her job, it is a matter of patriotic duty. “The economic
challenges wrought by the Covid pandemic, the ongoing spectre of
corruption and rapidly rising interest rates don’t make for a pretty
economic picture for South African consumers,” she explained. “I am
convinced that the financial planning profession in general and the
CFP® mark in particular have a massive role to play in fostering financial
wellbeing for this and future generations. And my colleagues and I will
be doing everything in our power to make this happen.” 

Why the multi-management
model works
Even at the best of times, markets can be unpredictable.

Kagiso Matole, Portfolio
Manager, Novare

Sudden shifts and impact events aside, the entire market cycle passes
through different phases that make it virtually impossible for any single fund

The benefit of active management
Multi-management funds reduce the onus on the investor of having to find,

to unfailingly outperform in any class or sector. No matter the individual
manager style. Therefore, a multi-manager or a fund of funds approach
continues to be one of the most consistently successful ways to adjust risk
and deliver better return on investment.

research and invest in individual funds. It’s more than just that, though, it’s
common sense. There is quite simply, no way any single investor can ever
stack up to the total of expertise and real-world know-how of an entire team.
Nor can they ever respond as quickly or effectively to sudden market shifts
or events as dedicated specialists can.
Overall, it just places less demand, less stress on the investor, whether they
are new to hedge funds or seasoned veterans. It’s an effortless way to achieve
that crucial balance of appropriate risk and return.

Purpose
These are funds that specifically invest in other funds rather than individual
stocks and bonds. This essentially allows each fund to assemble a team of
highly specialised experts to develop a portfolio of investments across the
spectrum of funds in the marketplace. The multi-manager model works by
combining multiple performing funds into a single, secure offering. A wellstructured, well-resourced and well-researched investment philosophy
applied to a portfolio of funds does more than look good on paper, it delivers
consistently over time in real-world application.
The benefit of diversification
Multi-management funds enable any investor to obtain instant
diversification across multiple variables: market sectors, asset classes,
geographies and even management styles. This minimises the dependency
on any given variable to deliver returns, mitigating risk by compounding
the overall performance of the combined portfolio. Investors can look
forward to protection from severe downturns while maintaining a stable
rate of return. It is particularly attractive to the investor who has just
enough to invest but falls short of being able to develop a fully diversified
portfolio across individual funds directly.
The benefit of specialisation
Multi-management funds pool the expertise of multiple investment experts,
with each fund manager devoted specifically to their unique area of expertise
while maintaining awareness of their individual contribution to the overall
fund structure. It’s also worth noting that the individual funds themselves,
being specialists, have already conducted their own rigorous processes in
researching, selecting and assembling their own assets and management
style. All of which they actively continue to optimise independently of the
multi-management fund. The result is multiple layers of active management,
endlessly engaged in producing better returns.

Cost implications
Multi-management fund fees, on average, are nominally higher than those of
single manager funds due to the multiple layers of cost attached to multiple
layers of management. However, the decision to invest in a multi-management
fund is a value-for-money proposition. Sure, it may cost a little more, but there
is a lot more to be gained in terms of peace-of-mind and predictable returns
over the long term.
One should also consider that multi-manager funds have substantial
buying power, which allows them to negotiate on fees and access institutional
share classes. This saving is also passed onto the end client, making the cost
of ownership much less demanding.
Summary
Choosing a multi-management portfolio comes down to personal appetite
for risk. While the function of funds of funds is to reduce risk, there remains
varying levels of risk attached to various portfolios, depending on how they
are constituted and managed. What you should look for is the right mix of
these four key benefits that best suits you:
• Consistent Returns. How well has the fund performed? How predictable is that
return? Can the return be associated with a clear philosophy and process?
• Risk vs Return. What diversification and active portfolio management is
in place? How has the fund responded to both adverse systemic and nonsystemic events?
• Access to Opportunities. What products does the fund invest in which
would otherwise be unavailable to you?
• Fee Structure. Does the fund, for example, utilise lower-fee institutional
share classes to reduce your costs?

At Novare, we offer multi-managed investment solutions in the form of South African funds of hedge funds, unit trust funds, an offshore fund of
funds, and bespoke solutions. Depending on your unique needs, objectives and risk appetite, trust us to help you select the right fund for you. For
more information, go to www.novare.com.

