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About Us 

Introduction 

This document is aimed at providing you with a brief overview of our firm and to introduce 
our services. 

Pebble Independent Financial Services Ltd offer professional financial advice and Wealth 
Management to individuals and small businesses based in the UK. 

We pride ourselves on our ability to help our clients achieve their financial goals and 
objectives through the application of our experience, knowledge and abilities.  

Our approach is centred around our clients, ensuring we understand their individual needs 
so that we can successfully guide them in achieving their financial objectives.  We currently 
have a team of four Independent Financial Advisers and a Mortgage Adviser who are 
supported by four additional Client Care Managers. 

Pebble Financial was established in 2006 by Jason Finch and has grown year on year ever 
since.  We now manage in excess of £100m of client’s assets. 

Through the use of a carefully structured process, we ensure our clients receive the highest 
level of service, ensuring they benefit from the advice and support they require dependant 
on their personal circumstances. With regular face-to-face meetings, telephone support and 
the knowledge that they will always speak to one of our advisers whenever required, our 
clients feel reassured that we are always here when needed. 

Our commitment to our clients runs deeper than a simple meeting structure and we work 
tirelessly behind the scenes to ensure that we remain up-to-date with the latest industry 
requirements, competent in our product knowledge and supported with the highest quality 
back office systems and compliance controls. This is achieved through: 

 Continual Professional Development (CPD) 
 Industry Qualifications (Diplomas, Certificates, Awards etc.) 
 Being part of the Best Practice IFA Group (Access to regulatory supervision and 

compliance framework) 

As Financial Planners, each year we evidence the learning activities we have completed to 
maintain competence in our role and improve our knowledge.  This allows us to continue 
providing suitable and up to date advice to our clients, year on year. 

This document contains further information and details about the Value of our Service. 

 

 

 

 

 

 

 

 

 

 



The Value of our Service 

 

 
 Best Practice provide an institutional regulatory supervision and compliance 

framework service which provides us with a high level of regulatory assurance and 
leading-edge client management systems.   

 
 This high quality and financially sound organisation ultimately provide us with a high 

level of assurance and comfort around the regulatory framework of the proposition 
and services we deliver to you, our clients.   

 
 By leveraging the quality and services of an organisation like Benchmark, a 

Schroders plc group company, we have comfort that we will remain at the leading 
edge of our profession, ensuring we maintain a “Best Practice” approach to serving 
our clients.  Many of the benefits we derive, we see as adding significant value and 
benefit for our clients, including: 

 
 The provision of an independent complaints handling process for all of our 

clients  
 Enhanced professional indemnity insurance 
 Integrated client technology systems, including Wealth Platform 
 Independent compliance supervision of our advisers and the suitability of our 

client advice. 

 

Our Proposition – Initial Advice (‘Onboarding’) 
 

Initial Advice 
 
We follow a detailed process to ensure a comprehensive onboarding experience which lays 
the foundations for a prosperous on-going relationship between ourselves and our clients: 
 
 Getting to know you 

o Determine your goals for your financial future and how we can help you 
achieve them. 
 

 Information Gathering 
o Confirm your current situation by completing a Fact Find as well as an 

Investment Risk Questionnaire. 
 

 Research and Analysis 
o Assess and identify any gap in achieving your desired objectives – create an 

action plan. 
 

 Presenting your Financial Plan 
o Discuss and explain our recommendations in line with your Financial 

Objectives. 
 

 Implementing your Plan 
o Complete all necessary documentation 

 
The above process ensures that our clients are kept informed and educated through every 
step of the onboarding process, ensuring any decisions made are fully informed.  
 
We provide our clients with our service proposition and information on our fees at the 
earliest possible opportunity to allow full transparency on how we work and how we are 
remunerated. 

 



Advisory Services - Annual Review Service 

 
 For ourselves and our clients, this is an integral part of the financial planning 

journey and our annual ongoing advisory service.  It gives us an opportunity to 
discuss with you and your family, to reflect on the past year and to look forward and 
consider what might be on the horizon for you in the coming years.  To give you 
reassurance and peace of mind about how your investments are tracking against 
your goals and to review our plans in the context of any changing circumstances in 
your life, new goals, or changes in your objectives. 

 
 We consider the outlook for markets and the economic landscape and changing tax 

regulations which might impact on your current plans. We make sure everything we 
are doing remains suitable and is aimed at helping you and your family to achieve 
your goals.  

 
 An opportunity to think about the coming years, plans for your family, begin to 

consider key life stages and events and how we might need to adapt our plans for 
them. 

 
 Ensures your current position is still appropriate for you. 

 
 We have created 3 service levels within our proposition to ensure our clients always 

receive value for money, whatever their circumstances. Each service level includes 
some (or all of) the following: 
 

o Pension Planning 
o Investment Planning 
o Protection Planning 
o Cashflow Planning 
o Inheritance Tax & Estate Planning 
o Wealth Management 
o Mortgage advice, arrangement and review 

 
Further details of the service levels and our propositions can be found below. 
 
 
Below is some information on the specific advisory services we offer and how these 
add value for our clients: 
 

Advisory Services – Cash Flow Planning / Forecasting 

 
 This helps our clients visualise how your plan has been set up to meet your 

objectives. 
 

 The cash flow forecasting provides a visual illustration of how a client’s investments 
and wealth will move over time in relation to the financial plans that we formulate to 
meet their goals.  This gives clients considerable comfort knowing that there is 
some mathematical rigour to our advice and how it will help them to meet their 
goals.   

 
 Cash flow planning allows us to scenario test your plans against historical market 

events and simulate how our clients’ goals could be impacted by these types of 
events.  It allows us to show how risk events might impact portfolios.  It’s a really 
great way to help you understand more about investment risks and how it translates 
to the plans you have in place.  It helps you to feel more informed and comfortable 
about your plans. 

 



Advisory Services – Family Protection Planning 

 
 It may be an uncomfortable subject but we all need to plan for the unforeseen in life 

and how this would impact ourselves and our family. We can help you to consider 
different scenarios which could occur and identify if there are any shortfalls in your 
protection planning. We can explain what options you have to address these 
shortfalls and how they would ensure you and your family are able to maintain your 
lifestyle and still meet your longer-term financial goals, in the event of ill health or 
death. 
 

 We continually attend webinars, read reports and research this area to ensure we 
are able to find the best/most suitable product specific to our clients.  

 

Advisory Services – Holistic Financial Planning 

 
 It is not just about monetary goals; it is about life and family and a consultative 

approach. This enables us to help clients to think about things they may not have 
considered and how plans can work together to create a cohesive timeline of 
advice. 

 

Advisory Services – IHT and Estate Planning 

 
 We work with other professionals who have a deep knowledge and understanding 

of HMRC tax rules in relation to clients and their estate’s assets. We can help to 
understand the value of future liabilities and design and implement strategies to 
reduce this burden, often saving clients thousands of pounds in potential tax 
charges.  This provides real value and peace of mind that your loved ones will be 
looked after when you are gone. 

 

Advisory Services – Retirement Planning 

 
 A key life phase. This is an area of planning which deserves significant time in 

reviewing for our clients each year.  Often undertaken in the background, we check 
on the progress of plans and investments you have made to fund your life in 
retirement.  Adapting to market swings and modelling various impact scenarios and 
retirement planning are examples of the most valuable services we provide our 
clients. 

 
 A large portion of our clients are currently in retirement, following our advice and 

drawing on their assets to live a stress-free life in retirement.  Our retirement 
planning takes the worry away from our clients whilst ensuring they remain tax 
efficient. 

 
 

Advisory Services – Tax Efficiency 

 
 Making sure we consider tax reliefs and allowances, enables our clients to 

maximise their after-tax wealth. If you don’t take advantage of annual tax reliefs, 
then you could quite literally be paying more tax than you need to.  We can 
evidence the amount you have potentially saved through our planning.  



 

Advisory Services – Market and Product Research and Analysis 

 
 To recommend the most suitable solutions for our clients, we invest in and use 

professional tools to conduct research and analysis of provider and product 
solutions. This ensures we can make recommendations to best meet your needs 
and goals. 

 

Investment Proposition and Philosophy 

 
An investment philosophy is the overall set of principles or strategies that guides and steers 
our investment decisions. It helps us to simplify a complex industry, allowing us to 
concentrate on our relationships with our clients, safe in the knowledge that we are doing 
our best to protect and grow their assets. 
 
While investment performance hinges on many factors outside of our control, most notably 
the return on markets, we can control other factors. These are the ones we deem the most 
important when creating and managing a portfolio, selecting the types of funds for clients to 
invest in, the cost of the investments we choose and what we look for when choosing the 
providers we do business with. It is important that we can justify investment decisions to 
clients and make it clear why we have invested their money in a particular way. Our 
philosophy summarises our approach. 

We believe in diversification within investment strategies. 

One of the most important views to arise from modern portfolio theory is that investors 
should avoid concentrated sources of risk by holding a diversified portfolio. There are three 
primary factors which influence portfolio performance i.e. asset allocation, stock selection 
and market timing. 

Diversification of an investment portfolio across a variety of different low correlated asset 
classes should help to reduce the overall level of risk compared with, say, a portfolio which 
only includes bonds. For example, the inclusion of a small investment in a higher risk asset 
invested in a completely different area, in a portfolio comprising solely of UK bonds, can 
actually serve to reduce the overall level of risk in the portfolio when viewed as a whole.  

This is because the behaviour of the higher risk fund differs to that of UK bonds in how it 
reacts to varying economic events. An effective combination of different asset classes can 
significantly reduce the risk of a portfolio without reducing its potential for growth. 

We believe that cost is an important factor in selecting a product or investment fund. We 
recognise the need to select companies with sufficient financial strength and adequate 
levels of service, however cost is one of the few known criteria at outset and it has a 
demonstrable impact on future investment returns.  
 
We adopt a preference for actively managed investment strategies.  Active versus passive 
is the great investment debate. 
 
Active investing is a style of investment management where a fund's performance aims to 
outperform the market via an active selection of the underlying assets invested in, when to 
buy and when to sell.  This is the role of the actual fund managers and not that of Pebble 
Financial.  We outsource this to professionals and prefer the use of managed portfolios via 
third party Discretionary Fund Managers (DFMs).  

 

 
 
 
 



 
Using actively managed risk rated portfolios, we believe our client’s benefit from:- 
 

 The opportunity to outperform the market average.  After all this is the active 
manager’s remit. 

 Flexibility: active funds generally have the ability to invest more freely than their 
passive counterparts as they are not tied to an index.  This means that a particular 
client’s ethical or other requirements can be accommodated. 

 Risk management: active managers can minimise potential losses by avoiding 
certain sectors, regions etc. 

 

It is also vital that you understand what we will not do: 
 

 We will not make predications. 
 We will not try to ‘time the market’ 
 We will not promise high investment returns with low volatility 
 We won’t recommend anything that we would not do ourselves 

 

Technology 

 
 One of the reasons we chose to work with Benchmark, was their technology, 

something they have won numerous awards for.  Ultimately backed by Schroders, 
we have every confidence that the security of our client’s information within 
Benchmark’s client management technology systems, is in very safe hands.  This 
decision is something we know our clients expect us to get right. It’s incredibly 
important to them and a reason they feel safe working with us. 
 

 Our client management systems create adviser efficiency, allowing us to spend less 
time recording information on systems and more time focused on providing you, our 
clients, with good quality holistic financial planning advice. 

 
 Our clients also have the ability to log into an online client portal and check the 

value of their investments, should they wish to do so at any time. This portal can 
also be used to securely share documents. 

 
 

 

 

 

 

 

 

 

 

 

 

 

 



Quantifying the value that we add 

Client’s do not always see what we do.  It is easy to focus upon the cost of something and 
more difficult to appreciate the value that this adds. 

This is best demonstrated by the below which shows the difference between the tangible 
and the intangible aspects of the work we carry out on our client’s behalf and the benefit they 
receive as a result.  Client’s may just see a financial product but there is so much more to 
what is going on ‘behind the scenes’ that has enabled us to make these recommendations. 

 

There is considerable value added to our clients wealth, financial wellbeing and peace of 
mind via the processes, procedures and experience that we incorporate in our working 
practices.  Many of these are intangible.  A report from Vanguard in July of 2022 analysed 
the UK financial marketplace and quantified the value added to client’s investment portfolios 
as a result of practices and procedures which we adopt in our Service Proposition.  These 
can be measured in terms of the value added to a client’s wealth portfolio as: 
 

 Regular rebalancing of investment strategies – 0.14% 
 Behavioural coaching – up to 2% 
 Appropriate asset allocation – up to 0.60% 
 Spending strategy (withdrawal order across portfolio) up to 1.20% 
 Range of potential value added – up to 3.94%  

 
Source:  
ADVISOR’S ALPHA® PERSPECTIVES | JULY 2022 Putting a value on your value: Quantifying Vanguard Advisor’s Alpha® 

Whilst we operate a single charge of 0.75% pa as our ongoing advice fee to all clients, we 
have segmented our client base across three tiers of different service levels.  The result of 
this is that there is no cross subsidy of higher fee paying clients subsiding clients at the lower 
end.  The fees have been calculated such that they cover the costs and provide an 
appropriate margin to maintain profitability and viability based on the average client in each 
segment.  The details of the actual services provided are completely transparent and can be 
found below: 

We feel it is important to analyse, understand and compare our fees to that of other firms 
offering the same services.  This is a useful indicator to show that our firm is not over-
charging relative to similar services our clients could get elsewhere. 

We have concluded from our benchmarking exercise that our fees represent ‘fair value’.  The 
below is independent research carried out by The Lang Cat in October 2020 in their white 
paper titled ‘Serenity, Courage, Wisdom’.  This shows the range of ongoing adviser charges 
across the UK with the largest percentage of firms charging 1% pa, whilst our charge at 
0.75% pa is well below this. 



Ongoing service proposition  

We offer three tiers of ongoing services, advice and management of our client’s wealth 
portfolios.  These are each charged at the same 0.75% per annum value of the total 
funds invested.  Each has a minimum fee income required (on a per household basis) 
and the actual services provided are as follows: 

 Level A – subject to minimum annual fee income of £3,000 per annum 

 Level B - subject to minimum annual fee income of £1,750 per annum 

 Level C - subject to minimum annual fee income of £500 per annum 

Ongoing Advice Tier Structure Level A Level B Level C 

  0.75% pa 0.75% pa 0.75% pa 

Subject to a minimum of £3,000 £1,750 £500 

Annual face to face meeting with Adviser (to include)   x 

Setting objectives   x 

Risk profiling   x 

Asset allocation   x 

Ongoing suitability   x 

Tax charges   x 

Annual remote review meeting with Adviser (to include) x x 

Risk profiling x x 

Ongoing suitability x x 

Other services (to include)    

Ad hoc meetings by prior arrangement  x x

Annual investment valuation report   

Access to Wealth Platform client portal   

Phone and email access to Adviser   

Named contact for admin support   x 

All enquiries responded to within 24 hours  x x 

All enquiries responded to within 48 hours x  

Bi monthly newsletters   

Monthly investment commentary by email   x 

We will offer access to discretionary investment strategies with    

regular rebalances   

Unlimited withdrawals with no fees   x 

Access to 'Auderli' Estate Planning app  x x 

We will provide you with a Capital Gains Tax Report and income    

information with regard to your portfolio plus any pension    

contributions to enable completion of your tax return   x 

Retirement Planning (to include)  x x 

Prior to retirement we will create a personalised    

action plan which will explain different retirement options  £250 £350 



Cash flow modelling (to include)   x 

Upon request   £350 

Working with other Professionals (to include)    

We will introduce you to Accountants, Solicitors or any     

other professionals as the need arises   

We will provide other Professional Advisers with copies of    

your financial data when instructed by you    

Specialist investment advice (to include)     

We will recommend and advise upon Venture Capital Trusts and  
At no cost As per Tier As per Tier 

Enterprise Investment Schemes where appropriate 

Inheritance Tax Planning report At no cost £250 £350 

Pension funding review & report (carry forward) At no cost £250 £350 

Top ups to existing contracts (to include)    

ISAs At no cost At no cost As per Tier 

JISAs At no cost  At no cost As per Tier 

Pensions  At no cost At no cost As per Tier 

GIAs At no cost At no cost As per Tier 

Investment bonds At no cost At no cost As per Tier 

Pension Transfers As per Tier As per Tier As per Tier 

Implementation of cash management platform At no cost £250 £500 
 

Mortgage Advice & Arrangement 

We charge a fee which falls due on submission of the mortgage application. We may 
receive a procuration fee (commission) from the mortgage lender, in addition to the fee 
we have charged you, which will be disclosed on the European Standardised Information 
Sheet (ESIS) you will receive relating to your chosen mortgage. The fee payable 
depends upon the level of procuration fee received from the lender, whether it is a rate 
switch, purchase or remortgage transaction. The fee is reduced for ‘rate switch’ or 
product transfer applications where you are remaining with the existing lender, this 
reflects the reduction in our costs for providing this service. 

 
Purchase Remortgage Rate Switch 

Transactional Client £499 (2) £399 (2) £199 (1) 

Existing Client – Level A £0 £0 £0 

Existing Client – Level B £199 (2) £199 (2) £0 

Existing Client – Level C £299 (2) £299 (2) £0 

 

(1) - waived if procuration fee paid by lender shown on mortgage offer is above £450 

(2) - waived if procuration fee paid by lender shown on mortgage offer is above £1,250 



Summary 

To summarise, we believe our clients see real value from our services, which provide them 
with personalised, holistic financial planning advice and peace of mind through the use of: 

 Carefully structured processes, which are reviewed regularly 

 Varying service levels within our proposition to ensure clients receive advice and 
services in areas specific to their needs 

 Continuing Professional Development for all advisers at the firm 

 Being a member of a large organisation offering a compliance framework, award 
winning technology systems and regulatory supervision 

 Regular meetings to monitor progress and adapt plans according to changing 
objectives 

 Thorough market research and analysis, completed on a regular basis (at least twice 
yearly) 

 A commitment to our clients to add value at a competitive price 

 

 

 


