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MPL Wealth Management Ltd Financial Planning Service
This document is aimed at providing you with a brief overview and to introduce you to our services in more
detail. After you have read this document you will need to select the service that best suits your needs
which we will discuss with you so that you understand fully what is offered and how it will benefit in your
circumstances. Please do not hesitate to ask us if you have any questions.
Money means different things to different people
If you were ten or even twenty years from now - what goals would you wish to have achieved and what
financial resources would you have needed to achieve those goals?
Being clear about your money needs is very important and our business is about planning for the
achievement of those outcomes.
People have busy lives and are not able to dedicate time to researching, understanding and implementing
their financial strategies without the right support.
Each individual client has their own requirements in regard to wealth achievement. You will benefit from
having a dedicated adviser guiding you through the myriad of financial solutions available and the
complexities of taxation and legislative systems.
About MPL
MPL are Independent Financial Advisers, which means we have access to the whole market - providing a
high quality and professional financial planning service and are totally focused on delivering a caring,
proactive and personalised service to individuals and their families. We are a team of qualified professionals
with complementary skills and expertise who have worked within financial services for many years.
MPL combines investment management, advanced wealth structuring and relationship management. We
help our clients achieve their financial objectives. The investment managers at MPL work in tandem with
the financial advisers and have a deep knowledge of investment principles, tax rules and wealth structuring
and understand the issues which affect our clients. This knowledge, combined with our experience,
creates collective wisdom - being the cornerstone of what makes us different from other advisers.
What should I expect from my MPL adviser?
The adviser/client relationship is founded upon Integrity, Trust and Transparency - offering a clearly
defined and effective service proposition.
Your adviser will invest time to understand your objectives, what is important to you, as well as your risk
tolerance, including your attitude towards investment risk.
Value is added to our clients by:
- Simplifying your arrangements and giving you more control.
- Reducing the anxiety and uncertainty over your future financial position.
- Helping you to make informed financial decisions.
- Using personalised solutions to execute your chosen financial strategy.
- Providing ongoing support, advice and management of your financial affairs.
- Undertaking a comprehensive review service
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MPL Wealth Management Ltd Financial Planning Service
in detail
Annual review meeting with your adviser
Access to at least one meeting per annum with your adviser to review your financial plan. This will form
part of the MPL ‘Strategic Review Process’. The example agenda of this is attached as Appendix 2.
Face to face access to your adviser between review dates as required
It may not be possible for you to see your adviser at your annual review date and we can accommodate ad
hoc reviews to suit. If you need or want to see us you will always be welcome.
Telephone & email access to your adviser
Often a quick call or email can resolve a small matter before it escalates into a significant issue. Your
adviser is here to help when required.
Acting on your behalf
MPL will make enquiries on your behalf to produce policy information and schedules ahead of an overall
review and recommendation.
Financial guidance for family members
Often a family member will be faced with a situation where you feel they would benefit from our
guidance. As an extension of our service we will see if we can help (please note that additional fees may be
required). All discussions would be fully confidential.
Trustee explanation and selection
It is sensible to use Wills and Trusts to organise your financial affairs and choosing Trustees and
Executors is a hugely important task. We will explain the responsibilities of a Trustee and provide advice in
this regard.
Liaising with professional advisers
Under your explicit instructions, information can be provided regarding your financial affairs to specialist
professionals, e.g. accountants and lawyers, to achieve a consistent strategy which may include information
relating to your self assessment or estate tax returns. MPL are able to make introductions for clients.
2nd Opinion service
You may have received advice from another professional but would like a second opinion or you may want
a second opinion on a non financial related matter that could have financial implications, in which circumstances, we shall be pleased to provide a second opinion. There may be fees charged for this service.
Investment portfolio construction
MPL provide you with access to portfolios specifically constructed to achieve your objectives whilst taking
account of your tolerance and attitudes to investment risk. These will be produced in line with your service
level agreement.
Investment portfolio reviews
It is important that regular reviews are conducted to ensure your portfolios are still aligned to your
objectives. Depending on the agreed service level, we will go through any necessary amendments or
updates as part of your ‘Strategic Review Process’. Rebalancing your portfolio to ensure it remains in line
with your risk tolerance will form part of this review.
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MPL Wealth Management Ltd Financial Planning Service
in detail
Understanding and utilising investment risk
There are different types of investment risk that will affect you at varying times of your “financial planning
life cycle”. We help you understand these risks and mitigate them where possible for your benefit, where
appropriate.
Tax shelter review
From time to time differing Tax Shelters (pension, ISAs, EIS, Bonds etc) will be utilised to maximise the
tax efficiency of your affairs. Legislation affecting the attractiveness of these shelters is changing constantly
and your adviser will confirm appropriate alterations for your existing investments as well as any new money
you are investing.
General taxation review
A review of any opportunities or threats to your portfolio created by major changes in tax legislation.
Retirement income structuring
Whether you are thinking ahead to your retirement or maximising the effectiveness of your income in retirement, your MPL adviser will ensure that your affairs are structured in the optimum way to achieve your
retirement objectives.
Estate planning review
A review of your estate planning including updating your Letter of Wishes, identifying desired potential
beneficiaries, assessing impact of legislation changes and reducing Inheritance Tax where possible.
Annual protection review service
A review of the current level and appropriateness of existing protection arrangements (where applicable).
If you are unfortunate enough to need to claim on any of your insurance policies - assistance will be provided to you and your family to ensure this is dealt with as efficiently and quickly as possible.
Debt and cash flow management
A review of the adequacy of any emergency fund arrangements you have in place and the competitiveness
of interest rates incurred on any debts.
Explanation of employee benefits
Any questions you have regarding your existing employee benefits will be answered and taken into account
when providing advice.
Access to your portfolio online
Where possible, subject to your selected service level agreement, you will be provided with the ability to
review your portfolio online at any time.
Claims handling service
Claims will be handled in a timely fashion with due regard to beneficiaries.
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Confirmation of the costs for our financial planning service
Paying for services
Not all firms charge for advice in the same way. We will discuss the payment options with you and answer
any questions you may have. The fee structure will normally be set out in the “terms of engagement agreement” or otherwise confirmed in the recommendation report.
The fee can be taken from the recommended investment or product. Alternatively, the fee may be paid
independently if preferred. Fees may be due as a result of our advice and services.
Strategy & implementation fees
• To cover the time spent assessing your requirements, researching options, liaising with your
existing providers (if applicable) and presenting a written recommendation / report regarding your
situation, we charge a Strategy Fee. If you chose not to proceed with the recommendations a
minimum fee would be payable. This will be clear from the terms of engagement agreement or the
recommendation report.
• The overall fee will be based on time spent, the value added and the regulatory risk in dealing with
your affairs.
• An estimate of the total charge will be produced and not exceeded without consulting you.
• If you follow the recommendations and ask us to implement the advice, we charge an implementation fee. In these circumstances we would offset the strategy fee and reduce the implementation
fee on a pro rata basis. The implementation fee would cover the initial work as well.
• In most circumstances the implementation fee charged would be up to 3% levied on the amount
invested, or the premium paid, as examples this amounts to £3 for every £100 premium or sum
invested. We will suggest how this fee can be paid. Options will be considered which may exclude
the need for VAT.
Annual fee for ongoing advisory & private client service
• Fees are calculated as a percentage of funds under influence and agreed in advance.
• Ongoing advisory fees will typically be in a range of 0.50 – 1.00 % per annum, charged monthly,
quarterly or annually depending on the agreement.
Confirmation of costs for transactional advice
Occasionally, advice on a ‘one-off ’ matter or individual project may be required. Fees for this advice are
agreed in advance of any undertaking.
Full details and examples of our Fees can be found in our “Keyfacts about our services” document.
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MPL Terms of Business and Client Agreement
The terms of business are contained in our “Client Agreement”, which is a separate document. In addition,
you should refer to the document called “key facts about our services”, which provides examples of the cost
of our services. The “Client Agreement” defines the category of client and a brief indication of the service
levels within these categories is tabled in the agreement (see Appendix 1). For your own benefit and protection you should read these terms carefully before signing the declaration. We provide you with a copy for
your records. If you do not understand any points please ask for further clarification.
You are signing the “Client Agreement” because you understand and agree to accept:
1.
2.
3.
4.

Our commitment to you
The services provided
Our payment structure
The terms of engagement and a recommendation report will describe the exact parameters
of the fees at each stage of the advice process

The advice process at MPL will involve a number of personnel who will interact with you over the
course of time as set out in the following flow diagrams:
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Advice processflow diagram

Advice Process Flow Diagram
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• Grow capital
to fund:
- Mortgage
- School fees
- Additional
retirement
needs
- Family property
- Provide Income

• Delivery of
objectives
• Investment
flexibility
• Changing
circumstances
• Changing
attitude to risk
and capacity
for loss
• Volatility
• Long term v
short term
planning
• Review
frequency
• Make informed
decisions and
changes

investment risk
Short term
Medium term
Long term
Specific term
Aims/target
based
• Capacity for
loss
• Inflation risk

•
•
•
•
•
•
• Cash
• Authorised
Investment Fund
• Onshore Bonds
• Offshore Bonds
• Direct Shares
• Enterprise
Investment
Scheme
• Venture Capital
Trust
• Blended
combination
• Trust – Gift, Loan,
Discounted Gift,
Absolute,
Discretionary

• Provider
choice
• WRAP
• Platform
• Insurance
Company
• Fund Manager
• Bank
• Stockbroker

• Fund research:
- Quantitative
- Qualitative
- Ratings
- Strengths
- Weaknesses
- Diversification
- Blended asset
classes

• Mitigating tax
• Asset allocation:
• Inheritance
- Stress test
planning
- Expectations
• Supplementing
- Volatility
pension income
- Stochastic
• Protecting
modelling
capital
- Active
• Income
- Passive
• Capital growth
- Tactical

– An indication of the background service/considerations used to create your client report

Investment and savings

Investment and savings

• Personal
investment
solution that
meets your
objectives

• Aligned to
your objectives
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• Need related:
- Transfer drivers
- Future
drawdown or
phasing
- Consolidation
- Investment
choice
- Cost
considerations
- Performance
- Choice of funds
- SIPP availability
- Scheme
solvency
- Marital status
• Holistic:
- Tax planning
- Tax relief
efficiency and
use of
allowances
- Interaction with
other assets
(bonds,
property, ISA,
OEIC, direct
equity etc)
- Inheritance
Tax/Capital
Gains Tax

• Delivery of
objectives
• Investment
flexibility
• Lifestyle events
• Attitude to risk
and volatility
• Capacity for
loss
• Time horizon
• Consistency
and sense
check
• Regular review
and informed
change
• Flexibility of
pension
wrapper choice
• Role of
employer
scheme or
contributions

Short term
• Current/future
Medium term
actual and
Long term
expected
Aims/target
marginal taxation
funding based
rates: 0%, 20%,
• Capacity for loss
40%, 45%

•
•
•
•

The value of advice

• SIPP
• Small Self
Administered
Scheme
• Insured
• Fund range and
choice
• Portfolio
planning and
management
• Phased/income
drawdown
• Scheme
pension
• Fixed Term
Annuity
• Asset-backed/
conventional/
enhanced
annuity

• Mitigating tax
• Building a
target fund to
facilitate
income choice
in retirement
• Protecting
capital ahead
of retirement

• Fund research:
- Quantitative
- Qualitative
- Ratings
- Strengths
- Weaknesses
- Diversification
- Blended asset
classes
- Guarantees

• Tools and calculators • Personal
• Carry forward/annual
retirement
allowance/Lifetime
plan capable
allowance
of delivering
• Pension Input
future income
Periods
needs
• GAD
• Pension
Commencement
Lump Sum
• DB inputs
• Transfer Value
Analysis System
• O&M/selection tools

- An indication of the background service/considerations used to create your client report

Building funds for your retirement

Building funds for your retirement

• Aligned to your
changing
circumstances
and objectives
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• Achieving
targeted
sustainable
income in
retirement
aligned to
meeting living
standard
requirements
• Provision for
dependant’s and
interaction with
estate planning

• Contributions
record
• Membership of
occupational
schemes
• Your income
needs
• Attitude to risk
and capacity for
loss
• Inheritance
wishes
• Other income
• Health and
lifestyle
• Retirement
goals
• Partner
considerations/
marital status
• Dependant’s
consideration
• Income flexibility
in retirement
• Changing
income
requirements
into retirement
• Long term care

Short term
•
Medium term
Long term
•
Specific term
Aims/target
based
•
• Capacity for loss
•

•
•
•
•
•

The value of advice

Marginal tax rates
at retirement
Phasing/
drawdown v
annuity
Combined
solutions
Inheritance
planning
• Annuity:
- Conventional
- Enhanced
- Capped
- Variable
- With Profit
- Investment
linked
- Temporary
- Lifestyle
• Drawdown:
- Capped
- Phased
- Flexible

• On death
• For dependant’s
• For spouse/
partner
• Inflation
mitigation
• Income flexibility/
variability

• Timing of cash or
income and
marginal rates of
tax
• Health issues
• Income growth
over time
• Income
protection
• Annuity rate
changes in the
future
• Consolidating
pensions
• Changing
income needs
• Impact of
postcode

- An indication of the background service/considerations used to create your client report

Providing income in your retirement

Providing income in your retirement

• Personal income • If appropriate,
in retirement that
particularly as
meets your
interaction with
needs, is
estate planning
sustainable and
over time and for
addresses desire phased and
to provide for
drawdown
dependant’s
solutions
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• Achieving
affordable
premium rates to
cover capital
and/or income
shortfall during
the assessed
risk period
• Provision for
dependant’s and
interaction with
estate planning

• Product
suitability and
product options
• Capital
requirements
• Your income
needs
• Attitude to risk
and capacity for
loss
• Inheritance
wishes
• Other income
• Health and
lifestyle
• Partner
considerations
and marital
status
• Dependant’s
considerations

• Relevant for
investment
contracts
• Short term
• Medium term
• Long term
• Specific term
• Aims/target
based
• Capacity for
loss

The value of advice

• Use of trusts as
appropriate
• Life of another
• Combined
solutions
• Inheritance
planning
• Term assurance:
- FIB
- Income
protection
- Level
- Decreasing
- Variable
premium
- Critical illness
cover
- Escalating
benefits
• Whole of life:
- Fixed premium
- With Profit
- Investment
linked
- Non profit
- Escalating
benefits

• On death
• On illness
• On diagnosis of
a critical illness
• Lump sum
• Income
• For
dependant’s
• For spouse/
partner
• Inflation
mitigation

• Timing of cash or • Personal cover • If appropriate,
income needs
during the period particularly as
• Premium rates
of need to cover
interaction with
a shortfall in
• Health issues
capital and
income or capital income needs
• Income growth
protection and
over time
considering
• Income
addresses desire estate planning
to provide for
protection
dependant’s and
• Changes in
beneficiaries
circumstances
• Use of trusts
• Changing
income needs
• Impact of
postcode

- An indication of the background service/considerations used to create your client report

Safeguarding you and your family against financial hardship

Safeguarding you and your family against financial hardship

Appendix 1
(Extract from Client Agreement)
Appendix 1
(Extract from Client Agreement)

MPL has three ongoing service level propositions for client’s and the table below represents a
brief summary:
MPL has three ongoing service level propositions for client’s and the table below represents a brief summary:
Foundation

Consultancy

Private Client

Overall financial planning
strategy / objectives,
resources, product structure,
risk, tax, trusts & estates, noninvestment products (e.g.
protection)
MPL roles

MPL acts on client’s
instructions

Consultant initiates
ongoing service with
client’s agreed strategy

Consultant and investment
manager initiate ongoing
service in accordance with
client’s agreed strategy

Clients have a designated
administrator

Clients have a designated
administrator and
consultant

Clients have a designated
administrator, consultant
and investment
management services

Financial planning review with
MPL consultant:
level and frequency

As instigated by client

Regular as agreed with
client, usually
annually or half-yearly

Regular as appropriate and
agreed with client
(annually, half-yearly or
quarterly).

Communication with clients

Indication of Charges:
Initial
Regular
(annual/monthly)
Occasional
Fees

Occasional
e-newsletters

Regular newsletters

Minimum advice or
review fee £500 plus
VAT
Valuation fees £100
plus VAT
See client engagement
agreement

Continual investment
manager input
Regular newsletters,
investment reviews and
access to client portal

To be agreed in advance
between client and
consultant. Minimum
annual fee £1,000 plus
VAT

To be agreed in advance
between client and
consultant. Minimum annual
fee £2,500 plus VAT

See client engagement
agreement

See client engagement and
DMS agreement

DMS – Discretionary Management Service
VAT may be excluded via ongoing advisory fees where products are recommended at outset

Appendix 2

Strategic review agenda & record form

MPL W E A LT H M A N A G E M E N T | P A G E 13

Appendix 2
Strategic Review Agenda & Record Form
Name of client/s
Date of meeting
Location of meeting
Update of circumstances and objectives (any specific changes since last review)

Pension planning review (contributions and/or income requirements for next period)

Debt and cash flow management (including mortgage)

Protection review (life insurance and income protection)

Investment/Portfolio review (including attitude to risk)

Estate planning review

Taxation review

Action points

Client signature
Client signature
Adviser signature
Date
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Notes

45 Doughty Street, London WC1N 2LR
Tel: 020 7831 4711
Fax: 020 7831 3137
enquiries@mplltd.co.uk
http://www.mplwealthmanagement.co.uk
Regulated by the FCA (firm number 180309)
MPL Wealth Management Ltd,
45 Doughty Street London WC1N 2LR. Tel: 020 78314711 is registered in England No. 3079936
Registered Office PO Box 698 2nd Floor Titchfield House 69-85 Tabernacle Street London EC2A 4RR
MPL Wealth Management Ltd is authorised and regulated by the Financial Conduct Authority.

