
Wealth management 
services for corporate 
advisers and their clients

Helping transactions to cross the line

/ SOLICITORS & ACCOUNTANTS





Contents

A history of helping clients 4 
achieve their goals  

Adding value from beginning  5 
to end 

Long-lasting collaboration  9 
builds relationships that count 

Case study: Knowing your  10 
lifestyle fund 

A comprehensive wealth  12 
management service  
available nationwide 

Our fair charging process 13

High-quality and  14 
impartial advice 

This publication is for authorised individuals only and should not be distributed in whole or in part to retail clients.



4  Brewin Dolphin  Wealth management services for corporate advisers and their clients

A history of helping clients achieve 
their goals 

Over the last 30 years, we have worked closely with hundreds 
of accounting and law firms throughout the UK to offer wealth 
management solutions to their clients. Collectively, over 3,000 
private clients have been referred to our wealth managers and 
we continue to safeguard and grow their wealth.

Delivering a better, more meaningful service
In order to offer you the very best service, we have sought the 
views of more than 250 advisers on how we can create most 
value when assisting with corporate transactions. Working 
with the ICAEW’s Corporate Finance Faculty and the Law 
Society’s Research Unit, corporate advisers have told us:

• Wealth managers should ideally enter the transaction as 
early as possible.

• The principal tax adviser should not feel compromised by 
our wealth managers.

• Most clients need help with calculating their ‘lifestyle 
fund’, a figure which can inform the sale price negotiation.

• ‘Goal hanging’ around the completion line is not appreciated.

• Help from wealth managers is welcomed to help the 
completion of deals.

Lead 
advisers

Shareholders

Wealth managers

COLLABORATION

For more than 250 years we have been helping clients achieve their 
long-term financial objectives by managing their investments and 
planning their finances. Today, we are entrusted with over £32 billion 
of our clients’ money held in, for example, trusts, ISAs, pensions and 
collective investments like mutual funds.



Wealth management services for corporate advisers and their clients  Brewin Dolphin  5

Adding value from beginning  
to end

When advising your clients, we believe we add value by understanding 
their needs and objectives. Our focus is on providing quality advice – 
not on selling products – and our goal is to inspire confidence so that 
your clients can make the right long-term choices. 

Our wealth managers can assist you and your clients through all stages of a corporate deal – from the initial research and 
investigations right through to advising on investing the proceeds post-sale. Experience suggests that we add most value 
when we are involved as early as possible in the process.

1 

The initial phase

Shareholders often don’t know how 
much money they will need for a 
‘lifestyle fund’ following the sale of their 
company. We help clarify thinking by:

• Sitting down with each shareholder 
privately to discuss the lifestyle they 
would like to have.

• Discovering through a personal 
cashflow forecast how much capital 
is needed to achieve this lifestyle.

• Considering what investments, 
pensions and savings they already 
have in place.

• Working out any shortfall so we can 
understand what each shareholder 
needs from the sale of the business.

• Helping to reconcile the lifestyle 
fund with the ‘required’ transaction 
price for the business.

2 

Preparation for sale 

We understand that ‘loss of control’ is 
a major concern of shareholders selling 
their business. We therefore take each 
client through the process at a pace they 
are comfortable with. We can help by:

• Considering any tax structures that 
may be driving the transaction and 
factor these into our advice.

• Where necessary, sourcing the right 
insurance products, shareholder 
protection or key person insurance 
and putting them in place.

• Providing the shareholders with 
pensions advice.

3 

Post-completion

Following the completion of a sale, 
most shareholders have a significant 
sum of money at their disposal. 
Whether they have definite plans for 
reinvestment or not, our adviser can 
provide valuable assistance at this time.

• Many clients have no immediate 
investment plan following a sale 
and need a cash management 
service which optimises returns in  
a tax-efficient way.

• When offering investment advice, 
we establish the shareholder’s 
goals and risk profile before making 
any recommendations.

• When they are ready to proceed, we 
invest the shareholder’s cash into a 
portfolio of securities aligned to their 
growth and/or income objectives.

At a glance: working with shareholders

The value of investments can fall and your clients may get back less than they invested.

The tax treatment of investments can be complex and subject to frequent change. Brewin Dolphin is not a tax adviser and clients should always seek 
tax advice relevant to their particular circumstances from a qualified tax adviser.

Whilst Brewin Dolphin looks across a wide range of financial products and services in order to meet your clients’ needs and objectives, we will not 
review all Retail Investment Products in the market. As such we offer a ‘Restricted Advice Service’.
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Helping at the initial phase of a deal

1

Many corporate deals can meet an early end. This may be due to poor 
market conditions or simply because of apprehension over the transaction. 
All too often deals fall through because the seller discovers the net 
proceeds from the sale will not fund their (semi) retirement plans, support 
reinvestment objectives or finance a buy-to-let portfolio.

Having worked on corporate transactions for many years,  
we appreciate that it does not take too many aborted deals  
to impact your profit margins and drive up your cost of sales. 
This is where our own wealth managers can help. Personal 
cashflow forecasting, for instance, can give an early indication 
of whether the potential proceeds from a sale can fund a 
shareholder’s desired lifestyle – a factor which often influences 
whether the sale continues or not.

Cashflow forecasting brings clarity to  
the process
A cashflow planning exercise is a very effective way of 
building a broad understanding of what a client’s finances 
might look like following a sale. It helps to reconcile the 
shareholder’s own understanding of their long-term lifestyle 
needs with the adviser’s initial valuation. The results clarify 
thinking and help remove any uncertainty of future financial 
security, which can give rise to anxiety over a sale.

When preparing personal cashflow forecasts, we model 
various ‘what if?’ scenarios according to the shareholder’s 
lifestyle, term, earnout, likely representations and, warranties, 
etc. This impartial analysis illustrates what can and can’t be 
achieved and provides more certainty to the shareholder as to 
what their financial future may look like.

Providing a timely insight 
In some cases, the analysis highlights a shortfall between the 
shareholder’s desired outcome and the likely financial reality 
following the sale. As the corporate finance advisers we work 
with have confirmed, this is not necessarily a bad thing. A 
negative personal cashflow forecast for a shareholder may 
well emphasise the need for further accounting and legal 
advisory work designed to build value in the shareholder’s 
company in readiness for a sale. 

The results of a cashflow modelling exercise can, of course, 
undermine seller confidence as well as underpinning it. 
However, our experience shows most corporate finance 
advisers prefer to know sooner rather than later of any deal-
breaking factors. 
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Helping clients prepare for a sale

2

As you and your client organise the business and its key assets for sale, our 
financial planners are on hand to provide essential advice and products in 
support of achieving a favourable deal.

Good financial planning helps to ensure all the shareholder’s 
current and future needs are met. An important part of this 
is encouraging them to consider what they want to achieve 
for themselves and their family. We discuss with them 
when decisions and actions are required and help them to 
understand what their minimum tax liabilities will be while 
remaining cognisant of any overarching tax advice. We also 
emphasise the importance of regularly reviewing decisions 
with a qualified adviser.

Corporate considerations
We can help your clients think about important questions  
such as:

• Will other assets cause a problem, such as property or 
other investments?

• Are there any trusts or other vehicles associated with  
the shareholder?

• What will be the impact of Business Property Relief and 
Capital Gains Tax?

• What are the limits for Shareholder Relief and how should 
cash reserves be treated?

Pensions
We can advise your clients on making the best use of their 
pension allowances. For example, guidance may be required 
on whether or not to make large pension contributions if the 
client subsequently works elsewhere in the year of the sale 
(perhaps as a consultant). Joining another pension scheme or 
death in service arrangement can also affect any protection 
the client has in relation to their lifetime allowance.

Protections
For critical illness cover and personal medical insurance,  
we check to see whether pre-existing health issues are 
covered and whether the policies are transferable after the 
sale for the shareholder and their family.

Large proceeds
In conjunction with other advisers, we can advise the 
shareholder on structures such as:

• Private OEICs

• Family Limited Partnerships

• Private Investment Companies.

Enterprise Investment Scheme (EIS)
Our wealth managers can advise on whether to invest 
proceeds from the sale within the EIS scheme. Income tax relief 
of 30% is given on investments up to £1 million if the shares 
are held for at least three years. Any Capital Gains Tax from the 
sale can also be deferred when this gain is invested in the EIS 
(it becomes payable when the EIS shares are eventually sold). 
We can also advise on whether an investment qualifies for 
Replacement Business Property Relief.

(Semi) retirement planning
Our financial planners help shareholders to consider aspects 
relating to their retirement or semi-retirement:

• Annuities and other income options.

• Whether to take a tax-free lump sum from their pensions 
(and how much).

• Whether to leave pension funds invested while drawing 
an income (pension drawdown).

• How a retirement fund fits in with other savings and 
sources of income.

 The value of investments can fall and your clients may get back less than they invested.

No investment is suitable in all cases and if you have any doubts as to an investment’s suitability then you should contact us.

Please note that this document was prepared as a general guide only and does not constitute tax or legal advice. While we believe it to be correct at 
the time of writing, Brewin Dolphin is not a tax adviser and tax law is subject to frequent change. Tax treatment depends on your clients’ individual 
circumstances; therefore you should not rely on this information without seeking professional advice from a qualified tax adviser.
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At this stage, clients typically have to consider how to put the proceeds 
from the sale to best use. While many clients reinvest into other ventures, 
they rarely put all their eggs in one basket and therefore need advice on 
how to invest at least a proportion of their wealth.

The right investment management advice 
when it matters
As you and the shareholder cross the finishing line, it may be 
appropriate to meet with one of our investment managers to 
discuss a suitable investment strategy. Following a fact-finding 
exercise, they can build a bespoke portfolio based on the 
client’s specific personal circumstances, objectives and attitude 
to risk.

Bespoke portfolios can encompass a wide range of 
investments, from equities and bonds to alternative 
investments such as structured products. They can also 
be used alongside other savings vehicles such as ISAs and 
personal pensions. The investment manager can work in 
tandem with a financial adviser to ensure that the client’s 
portfolio is being managed in the context of their broader 
financial circumstances.

Professional insights and expertise without the  
day-to-day hassle 

Our discretionary management service gives your clients 
access to professional expertise without the burden  
of the day-to-day running of an investment portfolio.  
Our administrative support provides:

• Online visibility of investments

•  Valuations and reports

• Pertinent tax information

• Income reinvestment

• Where applicable, nominee companies to register and 
administer holdings on the shareholder’s behalf.

Helping clients post-completion

3

When managing client portfolios, our 
investment managers draw upon the 
award-winning analysis of our in-house 
research team. They provide quality 
independent analysis of equities, 
collectives, fixed income securities and 
alternative investments. They search 
across the market to find the most 
suitable investment opportunities for 
client portfolios.

An investment process 
underpinned by award-
winning research

5 star rating for DFM (Managed 
Portfolio)

4 star rating for DFM (Bespoke)

Defaqto 2016 

City of London Wealth Management 
Awards for Best Discretionary Service

COLWMA 2015 award

Gold Award for Best Cautious 
Portfolio Manager – Large Firm

Portfolio adviser 2015

The value of investments can fall and your clients may get back less than they invested.

The tax treatment of investments can be complex and subject to frequent change. Brewin Dolphin is not a tax adviser and clients should always seek 
tax advice relevant to their particular circumstances from a qualified tax adviser.

No investment is suitable in all cases and if you have any doubts as to an investment’s suitability then you should contact us.
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Long-lasting collaboration builds 
relationships that count

Our corporate wealth management 
team comprises a national group 
of specialists who have both 
training and experience in advising 
shareholders before, during and 
after a transaction.

For most new relationships, your firm’s initial point of contact 
with us will be through a relationship manager. Their role is 
typically to meet with the head of the corporate team and/or 
a member of the management team to discuss how we can 
assist you and your clients. Their goal is to ensure that our 
firms have a meeting of minds and that we share attributes 
which can lead to long-lasting relationships. 

Our relationship managers also add value through:

• Agreeing periodic meetings with you to discuss our 
performance and relationship.

• Arranging ‘lunch and learn’ briefings and wider learning 
and development initiatives.

• Exploring joint marketing activity, if appropriate.

• Facilitating cross-referrals.

Most corporate advisers decide to engage with us through 
one of our relationship managers. However, if you prefer, 
you also have the option of working directly with one of our 
financial planners.

Two key areas of support 

Wealth management is made up of two distinct roles which, 
when combined, can help provide the best long-term 
outcome for a client. 

• A financial planner – this specialist can talk to the 
shareholder about their financial planning needs before, 
during and after the transaction. They really get to 
know the shareholder at the early stages to help deliver 
practical solutions that matter.

• An investment manager – nearing the completion of 
the transaction, the shareholder will be introduced to an 
investment manager. They reinforce the advantages of 
astute investment management and build a portfolio of 
investments which will cater for a client’s income and 
growth objectives.

The value of investments can fall and your clients may get back less than they invested.
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Case study: Knowing your  
lifestyle fund

Katherine, Business owner

Katherine is age 55 and keen to step down from the family 
business that she took on a number of years ago. She 
has received an offer of £4 million from a competitor and 
is consulting with her accountant over the potential deal. 
Katherine is tempted to accept the offer, believing it will allow 
her to enjoy an early retirement while maintaining her standard 
of living.  

Katherine would have preferred to keep the business in the 
family. The plan was to gradually pass the company on to 
her nephew, James, who is just leaving university. James 
has plans to travel the world before settling down and, 
having seen the stress that comes with running a successful 
company, has expressed no real interest on taking on the 
business in years to come. 

Aside from the business, Katherine’s situation is as follows:

•  She has a modest pension fund of £200,000 and cash 
savings of £50,000 (she has historically preferred to invest 
in the business).

•  Her home is valued at £750,000 and has an interest only 
mortgage of £600,000.

•  She currently takes a small annual salary of £43,000 
from the business and has, over the last few years, taken 
annual dividends of approximately £150,000.

•  Katherine has a comfortable lifestyle which she would like 
to maintain in retirement (her total annual expenses are 
currently around £150,000).

• If Katherine proceeds with the sale, she plans to pay off 
her mortgage and invest the remaining sum to produce 
an income (after paying Capital Gains Tax at 10%). 

Unsure of whether proceeds from the sale of our business could support the three 
shareholders retirement plans, Brewin Dolphin discussed with each of us our 
future plans and our potential share of the estimated valuation. It was clear from 
their analysis that each of us could fulfil our retirement objectives and we had 
peace of mind about the target value.

Engineering company, Surrey

“”

The value of investments can fall and your clients may get back less than they invested.

No investment is suitable in all cases and if you have any doubts as to an investment’s suitability then you should contact us.

Please note that this document was prepared as a general guide only and does not constitute tax or legal advice. While we believe it to be correct at 
the time of writing, Brewin Dolphin is not a tax adviser and tax law is subject to frequent change. Tax treatment depends on your clients’ individual 
circumstances; therefore you should not rely on this information without seeking professional advice from a qualified tax adviser.
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These results are based on a number of assumptions regarding the client and investment returns, and are, therefore, subject to a number of risks  
and uncertainties that could cause actual results to differ materially from the assumptions. This represents only one of many possible outcomes. 

How cashflow forecasting can help
With the use of cashflow analysis, we can show whether the 
£4 million offer will allow Katherine to maintain her standard 
of living throughout her retirement. The exercise models a 
number of different scenarios taking into account the various 
tax allowances available to Katherine.

The analysis shows a £4 million sale is not enough to maintain 
Katherine’s lifestyle past age 83 (this is shown by the dark 
blue bars in the chart below). She therefore needs to reopen 
negotiations if she wishes to achieve the retirement she has in 

mind. Our financial planner has calculated that Katherine  
needs to sell her business for a minimum of £4.6 million,  
even after making an agreed cut to her retirement expenses. 
This scenario is illustrated by the purple line in the chart below. 

Her accountants are now able to negotiate on Katherine’s 
behalf and she is reassured that she can participate in the 
discussions aware of the impact the sale price will have on 
her future lifestyle.  

AGE

TO
D

AY
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S

1,200,000

1,700,000

2,200,000

2,700,000

3,200,000

3,700,000

4,200,000

700,000

200,000

-300,000

-800,000

56 61 66 71 76 81 86 91 96 101

Sale of company

Mortgage cleared

Reduction in expenses

Another reduction 
in expenses

Draft recommendations

Financial Planner helps 
create added value here.

Key

Growth rate of 4%, inflation of 3% and no initial fees built in. The returns are net of fees.
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A comprehensive wealth management 
service available nationwide

In total, we employ over 450 wealth management advisers in 27 offices 
throughout the UK and Channel Islands so, wherever a client may be located, 
our team are on hand to provide an efficient, local and specialised service.
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Glasgow
Edinburgh

Newcastle

Leeds

Manchester
Lincoln

Nottingham
LeicesterShrewsbury

Birmingham

Cheltenham
Oxford

Bournemouth
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Cardiff London

Penrith

Bristol

East Anglia
Cambridge

Belfast
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Our fair charging process 

Your clients can take confidence from the fact that while we spend time 
getting to know them, we don’t charge for anything until we have been 
engaged by clients. There are no hidden penalties or commissions.

Consultation 
phase

Pre-instruction Proposal  
phase

Implementation 
phase

NO CHARGING CHARGING

As we get to know you and 
your practice, feel free to  
ask us about any aspect 
of our business which may 
benefit you and your clients. 
We won’t charge you for 
these enquiries.

Before we formally work for 
your clients, our financial 
planners meet them and find 
out about their needs during 
a no-fee consultation. We 
listen carefully so we fully 
understand your clients’ 
needs and are able to 
add value through specific 
recommendations.

Once we establish your 

client’s needs and attitude 

to risk, we give them – 

without charge – a detailed 

recommendation. At this 

stage many clients choose 

to benefit from our cash flow 

forecasting service, which 

costs £1,995. This charge 

can be offset against any initial 

adviser charge levied, should 

your client choose to proceed 

with our recommendation.

Only once we officially  
work for your clients do we 
charge them for services 
we have explained in the 
proposal phase.

Fees are shown exclusive of VAT, which will be charged in line with applicable legislation.

For full fee information regarding Brewin Dolphin’s Financial Planning, Investment Management 
and Wealth Management services, rate-cards are available upon request.
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To find out more about how we can help your clients 
through the process of selling their business, please 
email professionaladvisers@brewin.co.uk. Or call us on 
020 3201 3363 and we will be delighted to help.

High-quality and impartial advice

  We can talk about your clients’ needs in these areas

  We can make a full recommendation to your clients

  We can identify their needs and inform them if they  
 require external specialist support

TYPICAL CLIENT
SERVICES 

Trust and estate 
planning 

Ta
xa

tio
n

P
rotection

Retirement
planning

Annuities

Final Salary 
scheme advice 

Managing 
cash

Group 
schemes 

Accountants, 
lawyers and 

divorce planning

Managing
trusts

IHT speci�c 
products and 

services
Will writing and 
legal services

Health 
insurance 

and long-term 
care

Income 
protection

Life cover

Business 
owners

SIPP/
Non SIPP

SSAS/QROP

Tax-ef�cient 
investments 
EIS, VCTs 

Tax 
specialists 

We appreciate that each shareholder or executive has a distinct set of 
financial goals and concerns. We take time to understand their individual 
circumstances, their attitude to risk and long-term investment objectives. 

Our experienced investment managers and financial planners 
use this information to build financial solutions that are 
precisely tailored to a client’s needs and aspirations. However, 
our advice is not classified as ‘independent’ and the reason is 
explained as follows:

• Our investment managers’ primary focus is to manage 
money on behalf of our clients. Their in-depth knowledge 
of investments and how they generate investment returns 
is an essential part of our proposition. They do not give 
advice on life policies or pensions, although our financial 
planners do. 

• We have therefore decided to provide what is known as 
‘restricted advice’. However, our combined approach 
covers all retail investment products and allows us to 
provide impartial advice to clients – often wider than the 
scope of most Independent Financial Advisers – due to 
the resources at our disposal. 

• Therefore, any referral to us does not compromise an 
adviser’s independence. Indeed, we believe it could  
make a meaningful difference to the choice they give  
their clients.

Our full range of services

Next steps

The value of investments can fall and your clients may get back less than they invested.

No investment is suitable in all cases and if you have any doubts as to an investment’s suitability then you should contact us.
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Working with corporate 
advisers to help shareholders 
make the most of their wealth


