[bookmark: _Toc124407530]A template Fair Value Assessment for IFA/Mortgage firms

Our Services
The current services offered by the firm are:
1. Initial Advice
2. Ongoing Advice
3. Transactional Advice
[bookmark: _Toc124407531]Initial Advice
[bookmark: _Toc124407532]Costs of our Services – Investments and Pensions
	Costs
	Detail
	Payment Options
	Service offered
	Benefit to Customer
	Fair Value?

	Percentage based
	Example

First £25,000 – 3%
£25,0001 to £100,000 – 2% etc
	Example – Product or Direct from Customer
	Example – Initial Meeting, Research, Recommendation, Second Meeting, Implementation of Recommendation
	Example – Full understanding of needs and objectives, - add more
	Yes/No

	Hourly Rate
	
	
	
	
	

	Fixed Cost
	
	
	
	
	



[bookmark: _Toc124407533]Costs of our Services – Mortgages
	Costs
	Detail
	Payment Options
	Service offered
	Benefit to Customer
	Fair Value?

	Fixed Cost and Procurement Fee
	Example

£499 plus VAT
Procurement Fee dependent on Lender
	Example – Direct from Customer on provision of advice. Proc Fee from lender on completion
	Example – Initial Meeting, Research, Recommendation, Second Meeting, Implementation of Recommendation, Full process to completion 
	Example – Full understanding of needs and objectives, - add more
	Yes/No




[bookmark: _Toc124407534]Costs of our Services – Protection and Insurance
	Costs
	Detail
	Payment Options
	Service offered
	Benefit to Customer
	Fair Value?

	Commission terms only
	Example

Dependent on Provider
	Example – Direct from Provider on implementation

Indemnity/Non-Indemnity
	Example – Initial Meeting, Research, Recommendation, Second Meeting, Implementation of Recommendation
	Example – Full understanding of needs and objectives, - add more
	Yes/No


[bookmark: _Toc124407535]Ongoing Advice
[bookmark: _Toc124407536]Costs of our Services – Investments and Pensions
	Costs
	Detail
	Payment Options
	Service offered
	Benefit to Customer
	Fair Value?

	Service Level 1
	Example

0.75% of Assets Under Management

Alternatively an Hourly Rate or Fixed Fee based on information above
	Example – Product or Direct from Customer
	Example – Annual Review Meeting, Annual Valuation etc
	Example – Full understanding of needs and objectives, - add more
	Yes/No

	Service Level 2
	
	
	
	
	


[bookmark: _Toc124407537]
*please refer to client segmentation guide for further guidance on this area
Transactional Service
[bookmark: _Toc124407538]Costs of our Services – Investments and Pensions
	Costs
	Detail
	Payment Options
	Service offered
	Benefit to Customer
	Fair Value?

	
	
	
	
	
	Yes/No

	
	
	
	
	
	




[bookmark: _Toc124407539]Our Clients
· <<insert target market assessment document HERE>>
[bookmark: _Toc124407540]Our Products & Services – Pension and Investment
<<Firm Name>>’s main products and services are in the table below, and Target Market for each is outlined with reference to the eight categories. We have taken into account the Consumer Duty to ensure that we align the benefits to the client and the fair value that clients achieve out of the products provided.
Firms will need to create a table of all main product types and services, and under each describe each of the 8 definition categories of target market and the benefit the consumer receives, like so:
	
	Product-e.g. SIPP
	Service-e.g. Portfolio Management
	Product e.g. ISA
	
	

	Client Type
	Retail
	Retail
	Retail
	
	

	Knowledge and experience
	Low-high
	medium
	Low
	
	

	Financial Situation
	Above average tolerance for loss
	Moderate
	Moderate
	
	

	Tolerance and compatibility of loss
	High Risk investment
	Low to high Risk 
	High Risk investment
	
	

	Investment tenor/Objective
	Medium term
	Long term
	Medium term
	
	

	Needs
	Appreciation/income
	Appreciation/income
	Appreciation/income
	
	

	Distribution Strategy
	Advised
	Discretionary
	Non advised
	
	

	Benefit to client
	
	
	
	
	



To assist in completing the categories for each, below are guidelines on what should be considered in assessment.
	Category 

	1. Client Type – Retail, Professional, and/or eligible counter-party (Mifid categories)

	2. Knowledge and experience
Low- (limited ability to understand complex financial instruments-No investment holdings-no investment activity-No industry experience, interest or knowledge)
Medium-average understanding of complex financial instruments-some holdings-medium trading or investment history-Some industry experience or knowledge)
High-(Good understanding of complex financial instruments-large number of holdings-frequent trading or investing-some exposure to high risk-financial experience, interest and knowledge)

	3. Financial Situation Solvent with disposable income to HNW, can afford 5-40% loss on portfolio. 
Losses that are tolerable, and investment exposure percentages:
No tolerance for loss-Zero loss
Moderate tolerance-15%-30% loss
Above average tolerance--100% loss
Extreme tolerance-Over 100%, exceeding investment amount (leverage)

	4. Risk tolerance and compatibility of loss
This is concerned with risk profile and reward
Compatible with High risk investment (accepting losses up to and exceeding invested amount)
Compatible with Low risk Investment (investor not willing to accept loss)


	5. Investment Term/Objective 5 years investment horizon to Long term 15+ years, liquid to restricted, 0-30% volatility, Firms must describe.
Short
Medium 
Long
Maturity Date 


	6. Needs /Objectives
Investment objective
Capital protection
Appreciation
Income
Liquidity
Liquid OR Long term hold


	7. Distribution Strategy
Advised
Non-advised
Execution only
Discretionary

	8. Benefit to Client
What benefit does the client get from a product of this type? 
What objectives can this meet? 
Where/How does the client achieve fair value?



 Assessment considerations
1. Is product/service compatible with company’s identified target markets?
2. Nature of product (attention to products or services which are of high complexity or risk, illiquidity and innovation). Which non-complex products are offered on execution only basis?
3. Which products will be recommended (portfolio management) and what are the characteristics of these products (knowledge, experience, financial situation of clients)?
4. Which products will clients be able to access using their own initiative?
5. Distributers need to assess the manufacturers guidelines on target markets with a critical eye, for example you can disagree that advice is needed even if manufacturer says it’s not.
[bookmark: _Toc124407541]Our Products & Services – Mortgage and Protection
<<Firm Name>>’s main products and services are in the table below, and Target Market for each is outlined with reference to the eight categories. We have taken into account the Consumer Duty to ensure that we align the benefits to the client and the fair value that clients achieve out of the products provided.
Firms will need to create a table of all main product types and services, and under each describe each of the 5 definition categories of target market and the benefit the consumer receives, like so:
	
	Product-e.g. Fixed Rate Mortgage
	Product-e.g. Critical Illness Cover
	Product e.g. Consumer Buy To Let
	
	

	Client Type
	Retail
	Retail
	Retail
	
	

	Financial Situation
	Solvent with disposable income to afford regular outgoings
	Solvent with disposable income to afford regular outgoings
	Solvent with disposable income to afford regular outgoings
	
	

	Needs & Objectives
	Fixed payment for an initial term
	Protect Family
	Borrowing for rental income opportunity
	
	

	Distribution Strategy
	Advised
	Discretionary
	Non advised
	
	

	Benefit to client
	
	
	
	
	



To assist in completing the categories for each, below are guidelines on what should be considered in assessment.
	Category (products XXX and services XXX)

	1. Client Type – Retail, Professional, and/or eligible counter-party 

	2. Financial Situation Solvent with disposable income to HNW, disposable income to afford regular outgoings


	3. Needs /Objectives
Mortgage 
e.g. Discounted against variable rate
Variable payments
Fixed payments for an initial term
Borrowing for rental income opportunity
	Protection
e.g. Protect Income
Protect Mortgage
Protect Family

	4. Distribution Strategy
Advised
Non-advised

	5. Benefit to Client
What benefit does the client get from a product of this type? 
What objectives can this meet? 
Where/How does the client achieve fair value?



 Assessment considerations
1. Is product/service compatible with company’s identified target markets?
2. Nature of product (attention to products or services which are of high complexity and innovation).
3. Distributers need to assess the manufacturers guidelines with a critical eye, for example you can disagree that advice is needed even if manufacturer says it’s not.

[bookmark: _Toc124407542]Summary of Findings
As a result of our Fair Value Assessment, we have ascertained that …
[bookmark: _Toc124407543]Actions Taken
As a result of our findings, we amended/propose to amend…

This is the Retail Financial Advice firm’s Consumer Duty Action Plan.



