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ADVICE MATTERS 
THE VIEW FROM OUT THERE

1. BE YOURSELF
Whilst this may sound clichéd, it is crucial 

in our profession to be yourself. If you are true to 
yourself and your beliefs, it will help you to build 
a strong bond of trust with your clients. It is a key 
value in our business that everyone, whether a 
client, a member of staff, or one of our partners, 
deserves to be treated openly and honestly.

2. BE YOUR BRAND
Continuum is a partnership of like-

minded independent financial advisers, created 
with the clear aim to deliver the highest level 
of client experience, sitting alongside the 
same commitment to adviser support – a true 
three-way partnership. I live for the culture of 
Continuum. I have really bought into the brand, 
culture and mission of our business, which is 
to bring clients a lifetime financial planning 
experience. I want to be a living advertisement 
for the business and am proud to be part of a 
culture and team that shares a common passion, 
approach and commitment to practising true 
financial planning.

3. LOVE LEARNING
Strive to be knowledgeable; it is important 

to have a love for learning. I take pride in 
educating myself in all aspects of financial 
planning, which enables me to give the best 
possible service to my clients. It is important for 
me to meet the regulatory and ethical standards 
so that my clients receive the advice and the 
service they deserve.

4. PLAY TO YOUR STRENGTHS
Don’t do everything yourself; being 

productive with your time is crucial. I am most 
effective when I am speaking to and in front 
of my clients. Therefore, managing my time 
effectively and focusing my efforts on doing 
what I am good at is key.

5. QUALIFICATIONS COUNT
And finally, make advice uncomplicated. 

All communication to clients must be clear, 
jargon-free and kept simple. At Continuum, 
we feel advice must be uncomplicated, easy to 
understand and make a difference. My clients 
receive the same commitment to quality service 
regardless of their wealth. We communicate in a 
friendly and personal way in order to build lasting 
relationships.  
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This month we see through the eyes of Nathan Stacey, 
Helen Tandy and Paul Meatyard

As one of the founding partners of 
Continuum, Nathan Stacey has 
experienced significant growth in his 
business over the last three years
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IF I WERE QUEEN FOR A DAY…
 

My world isn’t 100% financial planning, so if I 
were Queen for a day I would have objectives on 
two fronts.

Firstly, financial advice should be for the 
masses not just the wealthy. The RDR has made 
it very difficult for those starting on the road 
to financial stability, so I would ensure that 
the structure of advice benefits those with a 
willingness to save, otherwise our wealthy get 
richer and those looking to save regularly may 
never to be able to plan for the future while 
gaining the value of financial advice.

I would make it compulsory for all advisers 
to engage with clients wanting to invest 
along certain core values through ethical and 
sustainable advice. All advisers should be trained 
in this area through the core examination 
process and it should be mandatory to ask every 
client if they have any values they want to be 
taken into consideration.

If we are to create a healthy world for the 
future, we need to create an opportunity 
to support innovative companies and more 
responsible ways of doing business.

Now that comes onto some of my own values. 
I have been a financial adviser for more than 
30 years and a campaigner with Friends of the 
Earth for more than ten; I moved to specialise 
in ethical, responsible and sustainable financial 
advice around the same time.

It’s fantastic to bring core values in life into 
my work and support clients with similar 
mindsets to mine who want a fairer, greener 
more sustainable world, rather than being driven 
by wealth and the highest returns they can 
personally achieve.

With that in mind I would ensure 
I had a greater influence over 
governments so that they 
were only able to support 
policies that create a more 
sustainable world for our 
future generations.  

WHY I’M SO KEEN ON…
CF Lindsell Train UK Equity

One of our favourite funds is the CF Lindsell 
Train UK Equity fund, launched in July 2006. 
Managed by Nick Train, it has delivered 
consistent returns for investors looking for 
growth and not averse to higher risk (the fund 
is currently rated at 96 by FE Analytics).

Train sees investing as owning part of a 
business, as opposed to simply buying a piece 
of paper or some sort of electronic signal on 
a screen. As a result the portfolio is normally 
concentrated on a relatively small number of 
companies with a low turnover of holdings.

We live in an age where technology and the 
internet are overwhelming some well-known 
brands and industries whilst being actively 
embraced by others to improve efficiency  
and sometimes challenge traditional routes  
to market.

An example of this, and one that we’ll all 
be well aware of, is Hargreaves Lansdown. 
As of end June, the fund held a 6.6% stake 
in the company, part of an overall position in 
the financial services sector of 24.8% – a nod 
to the potential for growth in demand for 
financial advice in the years ahead perhaps.

Train recently noted that with historic 
operating margins of 60% there is plenty of 
room for Hargreaves to respond to increased 
competition and regulatory pressure on 
fees and that since its float in May 2007 the 
company has grown in size six times over, 
whilst the FTSE All-Share is up only 17%.

We like managers with a good track 
record – ones who are not afraid to back 
their judgement, staking their reputation on 
a concentrated group of companies that they 
believe are best positioned to take advantage 
of unique market opportunities and trends. 
For that reason we are confident we’ll be 
recommending this fund to our clients for the 
foreseeable future.  

  It’s fantastic to bring core values  
in life into my work 

Helen Tandy is a partner and chartered financial planner at 
Castlefield, which specialises in ethically-screened advice and 
allows Helen to link her concerns for the environment, food 
security and wildlife with her work

A director of Plymouth-based Sound Financial 
Management since 2004, Paul Meatyard specialises in 
pension, investment and inheritance tax planning, and has 
shared his knowledge through local radio appearances 
and regular contributions to the financial press
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