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Sarah Curran, who is a trendy look-

ing, late thirty something, says she 

was always passionate even ob-

sessed about fashion even though 

the extent of  her study was a tex-

tiles GCSE. She explains this whilst 

twisting a beautiful piece of  state-

ment jewellery and losing herself  

for a moment to examine my Rus-

sell & Bromley boots. We disappear 

into a fashion trance for a few min-

utes before emerging to remember 
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Curran put £750,000 into the business to start it 

the real reason I am in here.  

Curran, who put £750,000 of  her 

own money into her mail order 

clothing business, explains from 

their head office in Camden which is 

hustling and bustling and has the 

feel of  a hungry company, that her 

first baby was the trigger for launch-

ing a business. “I couldn’t sleep at 

night so just started thinking about 

what I could do business wise.” She 

had some money secured to open 

her first venture which was a shop 

called Powder and just knew, she 

says, despite no retail experience 

that she had an instinct about the 

business. She chose the shop loca-

tion by closely watching the amount 

of  footfall in the location and says “I 

just added up the sums – this many 

people and even at a small percent-

age what sort of  turnover we could 

have and type of  clothes we could 

sell to them.” 

I wonder where this cellular in-

stinct came from and she reveals 

that her father had a substantial, 

UK/USA pest control business which 

he eventually sold out to a French 

organisation. “He was the fourth 

largest pest control business in the 

UK” explains Curran before adding 

“My father was a workaholic: I said 

A my-wardrobe.com photo shoot 
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I would never work like him but 

here I am repeating that pattern”. 

Another clue as to where her in-

stinct came from is perhaps her 

French mother and grandmother 

who “were very particular almost 

pedantic about their appearance”, 

something her sister found stifling 

but Curran found it enthralling.  

She says in the early days she was 

very passionate about it all. “I 

really wanted a welcoming customer 

experience in my store. I was very 

interested in changing rooms and 

wanted to invest heavily in them 

with a lot of  attention to detail. I 

never understood shops with terri-

ble changing rooms that just made 

you want to put back the clothes and 

leave the store. I also wanted 

friendly sales people, not sniffy 

shop girls who made you feel you 

weren’t good enough. I wanted our 

customers to become friends. Really 

it was common sense, I was just 

thinking about how I wanted to be 

treated.” 

Despite this and the obvious benefit 

of  having a passionate owner in the 

front line, Curran who grew up in St 

Emilion, France near Bordeaux, did-

n’t ever work in the shop. “I never 

felt comfortable being front of  

house,” she explains, “I prefer life 

behind the scenes which seems sur-

prising in a world where everyone 

wants to be somebody particularly 

in fashion. She shrugs and says. “I 

worked from home in our base-

ment.”  

When her then husband, who was 

also an entrepreneur, sold his busi-

ness, it gave the family some time to 

take a breather. They decided to 

opt for some quality of  life after 

some gruelling years building busi-

nesses and moved to France in 

2004. “Powder was doing well,” 

says Curran “and I like to do ran-

dom things – I don’t like to make 

life too easy,” she confesses of  the 

complete up sticks change. 

When in France, Curran used Pret a 

Porter to buy her clothes because 

she couldn’t find items she had 

been used to wearing in London. It 

helped her see an opportunity. “I 

realised we could take what we 

were doing with Powder, online.” 

Curran, who lives in a world most 

teenage girls would die for with in 

house fashion shoots and the latest 

clothes a finger tip away, says it 

was a time when clothes were 

starting to change led by new types 

of  people. “Internet entrepreneurs 

didn’t want to wear suits and 

dressed differently. She started to 

“I like to do random things – I don’t like to make life too easy.”  

www.citywealthmag.com to vote in The Citywealth Offshore Awards 
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develop an idea. “I originally 

thought we could sell out-of-season 

clothes but in the end we went for 

diffusion lines like C by Chloe or M 

by Missoni. The reasoning was their 

price point and that the clothes 

were contemporary and young but 

were still considered desirable and 

high end. I knew from Powder that 

we wanted to make people feel 

comfortable and excited when they 

were in shopping with us, so with 

this in mind, in 2005 the myward-

robe.com online business concept 

was formed and soft launched. 

Curran and her then husband 

worked around the clock in a 

twenty four hour operation and the 

business set sail properly in 2006.  

The road from shop owner to 

dot.com multi millionairess wasn’t 

without its difficulty though. “I 

went from knowing how to run a 

shop to running a business where I 

“We want to make people feel comfortable and excited when they are 

shopping with us.” 
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needed to have a three sixty degree 

knowledge of  fashion, marketing, 

PR, buying trends and logistics. We 

had to be experts everywhere all of  

a sudden and have eagle eye atten-

tion to detail.” Curran says they re-

designed the website four times in 

the first year and as they learned on 

the job which was sometimes per-

sonally upsetting and frustrating. 

“We didn’t account for people return-

ing goods”, explains Curran in her 

frank way and with a perceptible 

sigh. “We took it very personally 

when items started to come back 

and thought we had done something 

wrong. We then had a moment of  

enlightenment and realised that cli-

ents were treating our site as 

though it was the changing room 

which wasn’t a bad thing, it meant 

we might be able to sell more to 

them. They would ask for more 

items and send back the ones they 

weren’t sure about.” Curran says it 

convinced her to make sending 

items back a pain free experience to 

encourage customers to try before 

buying. “It took two years of  knuck-

ling down doing things the hard way, 

even down to doing all the picture 

editing on the site,” She says, and it 

is obvious she really has worked 

around the clock to make the busi-

ness the success it is. 

As making money mail order seems 

‘le vogue’, I ask if  Curran thinks 

there will be online clothing stores 

popping up everywhere perhaps put-

ting the squeeze on her business. 

Curran who has seventy percent of  

her customer base in the UK, thinks 

and says “there is a lot of  competi-

tion out there but there are also 

massive barriers to entry. Big con-

tractors or brands don’t want their 

clothes or products everywhere. 

There is a negative perception about 

online sites still and they are nerv-

ous about online distribution. Sel-

fridges for instance can’t just put all 

their stock online.” 

To back this up, Curran mentions 

Nick Robertson of  ASOS who has be-

come the Rolls Royce and gold stan-

dard in mail order clothing websites.  

“Robertson said Pizza Hut and Dom-

ino’s have the same product in com-

mon but they each stick to what they 

do best – one delivers and one pro-

vides a smart restaurant to eat in. 

There is the same difference with 

bricks and mortar and online – you 

can’t necessarily do both, bricks and 

clicks don’t always work together. 

We are all selling the same products 

but often what you sell on the shop 

floor you can’t, for contractual rea-

sons sell on line and so customers 

get disappointed.” 

Balderton Capital, the private equity 

My-wardrobe.com has a hundred employees and seventy thousand   
customers spending roughly £260 each visit  
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Their low hanging fruit expansion is seen as the expat market in      

Australia, Middle East and Asia Pacific rather than the domestic markets 

in those countries because of  too many cultural differences. 

backers keep financials about my-

wardrobe.com private but Curran can 

tell us that they have a hundred em-

ployees and seventy thousand cus-

tomers spending roughly £260 each 

visit.  Finger in the wind maths 

would suggest mywardrobe.com has 

a turnover of  roughly £20million 

although some Googling will show 

wilder and more prosperous guesses 

of  £50million. Whatever the turn-

over, Curran has her lips legally 

sealed but it is clear the business 

has been flying like a G6.  

Their low hanging fruit expansion is 

seen as the expat market in Austra-

lia, Middle East and Asia Pacific 

rather than the domestic markets in 

those countries. “There are so many 

cultural differences that it is impos-

sible just to duplicate what we do 

for different markets”, explains 

Curran, “in the Middle East we could-

n’t have a website showing cleavage. 

We would probably get shut down. 

The expat community is easier, cul-

turally and works for us.” 

www.citywealthmag.com to vote in The Citywealth Offshore Awards 
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 “Fetish is the latest trend.” I men-

tion I saw this on their website in 

my pre interview research and was 

baffled. Curran explains. “We have 

to use the words the fashion 

magazines are using so that the 

customer will see items, search on 

the internet and find what they are 

looking for. We are led by them 

because fashion is a seasonal 

business. We don’t sell the same 

thing again and again. So we have 

to have follow the magazines and 

use buyers who are on trend and 

buy enough of  the product in the 

right sizes to supply demand but 

not leave it on our shelves.” 

“We need to know as much as we 

can about our customers and so 

analysis is really important but 

still it’s hard for us to rely on our 

historical data. Seasons change. 

We see the business as a mix of  

spreadsheets, understanding and 

buyers knowing. With Powder we 

were used to seeing women and 

knowing what they wanted. Here 

we have to be different because 

we don’t know the clients. We 

started by buying products for five 

different types of  women when we 

“I think they are better to staff  

and slightly easier to deal with as 

bosses. I think you get better re-

sponses from people. Hard deci-

sions are more emotional for my 

part because things are not black 

and white. We have half  men and 

women working here on the staff.” 

Sarah Curran loves rings. 

“Jewellery is very personal and I 

never get rid of  any of  it” she 

says. Jewellery is like an armour. 

She also loves Smythson clutches. 

They epitomise everyday luxury.” 

she enthuses. 

The goal for 2015 is a target of  

£100million turnover with interna-

tional expansion. “We are looking 

at the Middle East where they buy 

like the London consumer does. 

They love Philip Lim with blousy 

silky item; big colours and bold 

and glitzy items.” 

 

www.my-wardrobe.com 

 

went online and then looked at their 

patterns and habits. We know what 

time people shop and what sizes they 

really are because they send things 

back and ask for different sizes.”  

“We also know that a Vivienne West-

wood fan doesn’t want to look at Jo-

seph so keep designers separate on 

the website because there are a hun-

dred and eighty brands. We see peaks 

at 8-9.30 am and 6.30pm to 11.30pm 

and deeper analysis of  our customers 

shows they are career women aged 

between 27-47 who don’t have the 

money for two wardrobes so they buy 

smart clothes that take them to work 

and out again. It works well for us 

because we aren’t about following 

trends. We don’t want our customers 

to look like a dominatrix in the new 

fetish mood but we can bring in ele-

ments of  this style for them to buy 

like leather coats or tops with both 

fabric and leather on them or animal 

print in our accessories.  We say 

women should be true to themselves 

and they definitely shouldn’t be like 

men. A woman should dress to feel 

good not to impress people.”  

Are women in business better than 

men? 

www.citywealthmag.com to vote in The Citywealth Offshore Awards 
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Summit Trust International SA, who 

are a trust group based in Geneva 

with subsidiaries in England, New 

Zealand and Cayman Islands, an-

nounced last week a deal in which 

they sold a sixty five percent inter-

est in the company to Sanlam, a 

South African insurance group. 

Summit Trust started life in Sep-

tember 1999 as Close Trustees 

nority interest from Close Brothers 

Group early in 2011. Summit Trust 

International will now become part 

of  Sanlam Private Investments, the 

wealth management and private 

client business within the Sanlam 

Group, which currently operates in 

South Africa, the UK and Australia. 

Daniël Kriel, CEO of  SPI, said of  

(Switzerland) SA when it was formed 

as a joint venture between Close 

Brothers Group Plc and the Geneva 

management team (pictured on page 

one - far left Robin Smith, second 

from right Daniel Martineau and 

Stella Mitchell Voisin far right). The 

company changed its name to Summit 

Trust International when the manage-

ment bought out the remaining mi-

Summit Trust announce major deal with Sanlam 

Robin Smith, Daniel Kriel (Sanlam) Daniel Martineau and Stella Mitchell Voisin 

www.citywealthmag.com to vote in The Citywealth Offshore Awards 
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the deal. “The fiduciary and tax 

needs of  high net worth individuals 

and their families are increasingly 

complex; we are confident the addi-

tional resources this business 

brings in terms of  offshore capabil-

ity will be of  enormous relevance 

and advantage to our clients. Our 

expanded global wealth manage-

ment proposition will serve our 

South African client base, and SPI 

clients in the UK and Australia.” SPI 

already offers fiduciary services in 

South Africa. The Johannesburg 

based trust team, lead by Marteen 

Michau, will continue to manage 

the relationships with local South 

Africa clients, while international 

expertise and execution will be de-

livered by Summit. 

Although well known in South Af-

rica, Sanlam is less well known in 

Europe or internationally having 

been a domestic player until their 

change in direction, to be interna-

tional, more recently, although they 

have a long established tie up with 

Pictet in Switzerland. Sanlam Limited 

is a financial services group in South 

Africa listed on the Johannesburg 

Stock Exchange, with a market capi-

tal of  €6 billion and over the last 

couple of  years the group has also 

set up operations in Africa, Europe, 

India, Australia and the USA. They 

have been on a buying spree this 

year with the additional purchase of  

Merchant Securities for £12mn in 

October and made a significant 

stake in an Indian financial services 

company, Shiram. Some of  this 

movement was attributed to ex-

change controls being relaxed in 

2009 which increased outward in-

vestment allowances in South Africa. 

Additionally spreading risk away 

from one economy was also thought 

to be the reason behind their expan-

sion.  

Daniel Martineau, Executive Chair-

man of  Summit Trust International 

Group says he believes the opportu-

nity has come at the right time for 

them and their international client 

base. “The management team who 

will retain a thirty five percent stake 

in the business, is committed to the 

business in the longer term and will 

be looking for opportunities to sen-

sibly expand our services and foot-

print into other jurisdictions as well 

as into SPI’s client base.” 

Martineau continued “We have gone 

back to what we consider is a magic 

formula in the trust world. Clients 

like big brands, but they don’t like 

bureaucracy which is inflexible and 

big operations have less continuity 

of  staff. However, at the other end 

“we see a huge opportunity to be one of  the top, niche trust company 

brands in the world.”  

Daniel Martineau 

www.citywealthmag.com to vote in The Citywealth Offshore Awards 
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of the spectrum, you have smaller 

trust companies with limited capi-

tal providing less security and 

peace of  mind; If  things go wrong 

the clients may suffer. We now 

have a parent with deep pockets 

who is credible, stable and oper-

ates in a well-regulated way. It 

gives our clients brand comfort 

which, combined with a small, per-

sonal structure of  an owner-

managed business, gives us the 

empowerment and incentive to de-

velop the perfect client proposition. 

Sanlam are important investors in 

their own country and tend towards 

de-centralized decision-making to 

empower management.” 

“Another important reason for 

doing this deal is that we now 

have a war chest for selective 

acquisitions to build a multi-

jurisdictional service platform”, 

explains Martineau “We intend 

to grow the business by acquir-

ing quality people and quality 

businesses. We want to have 

greater representation in the 

Caribbean, Channel Islands and 

Asia. David Pusinelli, a former 

board member at Close Brothers 

who was in charge of  group ac-

quisitions, advised on this deal 

and we have asked him to stay 

on as advisor to help us secure 

further deals. While there is no 

firm timetable, I would expect that 

we will be able to make progress on 

this strategy in the next 12 months. 

We are not going out aggressively 

on the acquisition trail, but are look-

ing for opportunistic purchases. We 

intend to be a business with global 

reach. Larger, more sophisticated 

clients of  size £50mn to multiple 

billions are often organized around 

multi jurisdictional solutions and 

therefore you need to be able to re-

spond to that service requirement. 

If  you don’t have the in-house net-

work, then you will be dependent on 

outsourcing part of  the service de-

livery and then quality control be-

comes more difficult and costs are 

“Another important reason for doing this deal is that we now have a war 
chest for selective acquisitions to build a multi-jurisdictional service 
platform. We intend to grow the business by acquiring quality people 
and quality businesses.” 

www.citywealthmag.com to vote in The Citywealth Offshore Awards 



beyond your control.” 

“Clients have asked if  the manage-

ment team is retiring but nothing 

could be further from our inten-

tions; we see a huge opportunity 

to be one of  the top, niche trust 

company brands in the world.” con-

tinues Martineau. “With all of  the 

changes taking place in transpar-

ency and increased regulation, we 

see this as a time that the offshore 

business will go through a consid-

erable transformation; the impor-

tant players of  ten years ago will 

not be the important players ten 

years from now. This represents an 

opportunity to build a business 

and a brand targeted at our de-

fined client base.” 

“Regulation isn’t going away nor 

are increased taxes or the need 

for transparency. They won’t go 

backwards. They’re here to stay. 

We built our business twelve years 

ago around what we believed to be 

Stella Mitchell Voisin remains in 

charge of  operations in Geneva 

and Martineau will be looking for 

opportunities to build out the net-

work of  offices while retaining re-

sponsibility for the client relation-

ships that have been under his 

care historically.  

 

http://

www.summittrustgroup.com/ 

 

a sustainable business model which 

was servicing transparent, complex 

trust structures for the very wealthy. 

This has served us well and we will 

be continuing down that road. We 

think our story is interesting and dif-

ferent for families looking for more 

active trusteeship; more like an on-

shore service in an offshore environ-

ment. With the involvement of  

Sanlam, I think we have an interest-

ing option for existing owner-

manager businesses who are looking 

for an international tie-up but do not 

believe that the Private Equity backed 

model provides an ideal alternative 

for either the business owners or 

their clients. Many participants in the 

offshore private client market in 

Europe today are regressing or on the 

defensive. We think that we may be 

able to provide an alternative as we 

do have the courage of  our convic-

tions to look for opportunities for 

growth in this market.”  

Citywealth: For Ultra High Net Worth Individuals, Their Advisers and Wealth Managers 
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“Regulation isn’t going away nor are increased taxes or the need for 
transparency.” 
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Jersey is a jurisdiction where an es-
timated 15% of the population 
works in the financial services and 
wealth management industry, so one 
would expect the global financial 
downturn to have had a significant 
impact.  While liquidity and deal ac-
tivity have been affected, and fund 
managers and banks are feeling the 
strain, the current financial crisis is 
a secondary concern for most in the 
industry. Instead it is the twin forces 
of  regulation and social revolution 
that have driven the greatest 
changes. This is especially the case 
for the island’s trust companies, 
many of  which are merging in order 
to meet the extra compliance costs 
that come with increased regulation. 
Size, it seems, does matter. And for 
Jersey’s wealth management indus-

try, which has long prided itself  on 
intimate client service, the challenge 
is to meet the increasing economies 
of  scale without losing the boutique 
approach.  

The nature of  the client base is also 
changing rapidly, partly due to re-
forms to the UK trust laws in 2006, 
but also due to the Arab Spring that 
is occurring in the Middle East. The 
latter has forced many wealthy 
families based in Arab states to re-
appraise their succession planning 
and ensure the protection of  their 
assets. For many, the Channel Is-
lands are considered an attractive 
offshore option. 

“Jersey is strong in that it has the 
history,” says Sally Edwards, a part-
ner at the law firm Ogier. “It has a 

very stable government and the 
court system is probably the strong-
est offshore court centre. With some 
of  the emerging systems there is 
this feeling that if  something goes 
wrong with your trust, will the 
courts be able to deal with it?” 

The global clampdown on offshore 
jurisdictions, particularly from the 
United States and Western Europe, 
also plays into Jersey’s favour, 
thanks to its greater transparency 
and established legal framework.  

“The put your money away, close 
your eyes and don’t tell anyone rou-
tine is coming to an end,” says Pat-
rick Crowley, Country Executive and 
Head of  Private banking and Wealth 
Management at ABN AMRO Bank Jer-
sey. “People are realising that things 

Strong foundations 
Increased regulation is forcing greater consolidation in Jersey’s wealth 
management industry, but not at the expense of  innovation and bou-
tique style service. By Anthony Notaras 
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can’t be structured like this and this 
is where Jersey comes back into the 
frame. “ 

“Our trust industry is 50 years old 
now. Some of  these jurisdictions 
have had a trust law for two years 
and a finance industry for three or 
four,” adds Michael Giraud, an asso-
ciate director and head of  new busi-
ness development at Investec Trust 
(Jersey). “The world is becoming 
more and more regulated and for a 
very long time Jersey has always 
said tax compliance is very impor-
tant. It set out its stall many years 
ago, which gives us an advantage 
over other jurisdictions which didn’t 
realise how quickly this would hap-
pen.” 

Economies of scale 

While this increased global regula-
tion has arguably been in Jersey’s 
favour. The greater regulatory bur-
den has undoubtedly had an impact 
on its wealth management industry.  

In the course of  his time in Jersey, 
David Capps, Chairman of  Capco 
Trust, which was founded in 1974, 
has seen the pool of  trust compa-
nies diminish significantly: “When 
we first applied for a license there 

years.’ The key, as you get bigger, 
is to keep a  ‘boutique approach’ 
but delivered in a larger business. 
We’ve found this relatively easy 
to do.” 

“A merger in practicality would 
really mean more of  a name 
change,’ agrees Marc Farror, Direc-
tor of  Business Development at 
Vistra in Jersey, which is itself  in 
expansion mode. “We are defi-
nitely looking for more things. 
We’re definitely an acquirer of  
opportunity. We’re looking out for 
trust companies looking for these 
types of  scale deals.” 

This consolidation among trust 
companies is a development that 
has been welcomed in other cor-
ners of  the market. “It is all posi-
tive, because it brings much more 
professionalism to the industry, 
which from a banking point of  
view is much better, especially for 
due diligence,” says Crowley at 
ABN AMRO. “It is much easier to 
face up to a mid or large-sized 
trust company.” In the 2010 An-
nual Report from the Jersey Finan-
cial Services Commission, a very 
large trust company was consid-
ered to have over 50 employees, 

were 273 trust companies, now it is 
around the 170 mark. I think that 
trend is going to continue.” 

“The recent global changes would 
suggest an increase in costs associ-
ated with compliance and risk that 
will continue to grow, so we are 
getting to a place where you have 
to be a certain type of  size and 
business to survive,” adds Nigel Le 
Quesne, Group Managing Director 
of  Jersey Trust Company, which 
bought Caversham Fiduciary Ser-
vices in 2010. Le Quesne believes 
that this sort of  growth won’t im-
pact on the quality of  advice that 
clients receive. “My feeling is that 
it shouldn’t change the client ex-
perience at all, particularly if  it is a 
privately owned private trust busi-
ness. Our challenge was: ‘Okay, we 
have a bigger business but that 
mustn’t affect the clients’ experi-
ence of  working with individuals or 
a team they’ve known over many 
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“The pool of  trust companies has diminished.“When we first applied for 

a license there were 273 trust companies, now it is around the 170 

mark. I think that trend is going to continue.” David Capps 

www.citywealthmag.com to vote in The Citywealth Offshore Awards 



Edition 133. November issue . 2011 .  Page 16 

Citywealth: For Ultra High Net Worth Individuals, Their Advisers and Wealth Managers 

while a large one had between 30 to 
49 and a medium one between 10 to 
29 employees. “To be a trustee it is 
not tenable below a certain level 
and size given the regulations,” 
Crowley continues” I can only see 
consolidation continuing. The ques-
tion is whether this is with bigger 
independent trust companies or with 
the banks.” 

While ABN AMRO doesn’t have its 
own trust company, other banks in 
the market do. Many leading law 
firms also have affiliated trust com-
panies; for example Bedell Group 
encompasses Bedell Cristin the law 
firm as well as Bedell Trust, while 
Voisin Law Firm has Volaw trust com-
pany. It remains an ongoing debate 
as to how these combined entities 
can avoid conflicts of  interest and 
whether they should be combined in 
the first place. For those trusts that 
are linked to or owned by banks and 
law firms, the feeling is that the 
model works. 

“Regardless of  the size of  firm and 
who is the owner, the key for trus-
tees and wealth management pro-
fessionals is always the quality of  
service and the expertise available 
and these features act as a differ-
entiator,” says Cawley, chief  execu-
tive officer, Bedell Trust. “It’s a 
model that works and in the event 
that a potential conflict arises, we 
have a well documented conflict of  
interest policy which provides reas-

surance and certainty for our cli-
ents.” 

The differentiation between what 
bank-owned trusts can offer com-
pared to independent ones is per-
haps a bit more distinct.  

“It is horses for courses,” Robert 
Christensen, managing director at 
Volaw. “The bank-owned trust com-
panies are attractive to people who 
want a trustee who is going to look 
after investment portfolios and cash 
balances. When you want a trustee 
involved in other types of  assets 
such as companies and real estate, 
the bank owned ones aren’t as good 
as that. Conversely we’re not as 
suitable for clients with large invest-
ment portfolios. We do have clients 
like that but the banks can get them 
advantages that we can’t.” 

 

Foundations for change 

The large and diverse nature of  the 
assets going into the trusts, and the 
innovative structures themselves, 
illustrates that despite their greater 
size, the trust companies remain 
adaptable and fleet of  foot. Real es-
tate, private equity, wine, planes, 
horses, art, intellectual property, oil 

fields are all being handled by trust 
companies, and the values have 
gone up exponentially. This has been 
reflected in the change in the client 
base itself. The UK Finance Act 2006 
effectively put an end to UK domi-
ciled clients establishing trusts. De-
spite this, an influx of  new clients 
from Russia, Eastern Europe and the 
Middle East has made up for any 
shortfall, particularly since Jersey is 
located so close to London – often a 
favoured bolthole for non-doms. The 
recent social unrest in the Middle 
East, stemming from the Arab Spring 
has accelerated this process.  

“The Arab Spring earlier this year, 
with what happened in Egypt, Tuni-
sia and Bahrain has obviously 
shaken things up a little bit,” says 
Frederic Deacon, a director at Whit-
mill Trust. “People’s attention has 
turned to political and financial sta-
bility, and looking at their opportuni-
ties to restructure and shelter 
wealth if  things go wrong in the ju-
risdiction they are based.” 

Partially because of  the increasingly 
complex nature of  the assets under 
control, and partially because of  the 
cultural backgrounds of  the new cli-
ent base, the structures themselves 
have started to gradually drift away 
from the traditional trust model.  

Foundations, which are typically fa-
voured by clients from civil law juris-
dictions, have received much atten-
tion within the wealth management 
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market, and Jersey is home to at 
least 100 such structures. Founda-
tions differ from trusts by offering 
more direct control to the families 
who might be adverse to handing 
everything over to a trustee. One 
disadvantage, however, is that they 
are corporate entities and the 
taxation and the case law from a 
UK perspective remain unclear. An 
increasingly popular compromise 
for high net worth individuals with 
assets worth over £50m is the Pri-
vate Trust Company (PTC), which 
also allows family representatives 
to sit on the board. Unlike a foun-
dation, the PTC also allows for a 
number of  trusts to reside within 
it, providing the ability to segre-
gate the assets in different ways.  

“We’re seeing a lot of  enquiries 
from the Middle East for trust 
structures,” says Tim Cartwright, a 
director at Hawksford.  “Certain 
sections of  the Middle East are 
beginning to understand the na-
ture of  the trust and what it can do 
for the family. Given the problems 
we have seen in that region, advis-
ers have woken up to the idea that 
protecting family wealth has come 
back to the fore. If  the nature of  
what they are going to undertake 
is fully explained, the PTCs can be 

son, a specialist in Super Yachts. 
On the banking side, ABN AMRO, 
which has traditionally had a 
large Indian entrepreneur client 
base, has recently recruited an 
Indian banker, Hiren Rawal, from 
Barclays Wealth to join the Jersey 
office. 

This ability to adapt to an ever-
changing and increasingly multi-
jurisdictional market, while main-
taining a personalised approach 
will be key to Jersey’s continued 
success. And ultimately, this flexi-
bility will be vital for the clients 
as well as their advisers.  

“People can want to overcompli-
cate things,” says Sally Edwards at 
Ogier. “People have been so un-
nerved by the economic situation 
they want to tie things down so 
tightly it doesn’t give you the 
flexibility in the future. We don’t 
know where we will be in 15 years 
time and that is what people often 
forget.” 

 

 

 

a very useful tool, especially if  
members of  the family sit on the 
council. It can be beneficial to the 
family because it means that they 
don’t lose complete control.” 

“There is a reluctance in the Middle 
East to part with control or owner-
ship so of  course it takes them a 
long time to get their head around 
it,” adds Deacon, who points to the 
added complication of  Islamic 
Shari’ a law, and not just when it 
comes to taking out loans. “Under 
Shari’ a law there is forced heir-
ship, two thirds of  the business will 
pass to the sons and only a minor-
ity will go to the daughters,” he 
continues. “If  you have the busi-
ness in the Middle East you can’t 
transfer the entire control to a for-
eign entity, 51% has to be con-
trolled in the Middle East.” 

Issues such as this, as well as the 
highly specialised nature of  some 
of  the asset classes and the multi-
jurisdictional needs of  the clients, 
has prompted advisers and trust 
companies to invest more heavily 
in areas where they can add value. 
Volaw has a specialised Director of  
Islamic Financial Services, Trevor 
Norman, while the Bedell Group 
recently recruited Janette Gabriels-
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“Certain sections of  the Middle East are beginning to understand the nature 

of  the trust and what it can do for the family.” Tim Cartwright, Hawksford 
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International Women in Wealth 

Citywealth launched a  senior group 
for Women in Wealth over a year ago 
and since then has learned many 
things. One that there really aren’t 
that many women in top roles in the 
City of  London or elsewhere despite 
protestations to the contrary and two 
that many of  the successful ones are 
positively against women's clubs and 
want to fight out whatever battles 
there are shoulder to shoulder with 
men.  Citywealth Editor started her 
career at News International in the 
heady days of  power dressing in the 
eighties and  learned from women 
bosses that high heels could be used 
to make you look the part but could 
also be used as a lethal weapon 
against any staff  who didn't perform.  

Whatever you believe, we have found  
from our own work that women really 
don’t like to learn in the ways men do 
and as Lord David Putnam said of  his 
women's group  “women will never 
ask questions at conferences because 
they find it nerve wracking”. Women 
have also been identified as the gen-
der to bring families out of  poverty in 
the third world and we have found a 
real camaraderie with the women in 
the Citywealth Women in Wealth sup-
per club which many attribute to not 
having men trying to be in the lime-
light. Perhaps women are more sup-
portive of their gender or perhaps 
say things they wouldn't say when 
men are around and these aren’t nec-

essarily personal or lifestyle but real 
talk about business problems. Our 
speakers have found that it is also 
essential to give women executive 
coaching to help them fulfil potential 
and that without legislation as in Nor-
way things won’t change for women 
in terms of being put on boards but  
still many don’t agree that we should 
take this route. My personal opinion 
is that we might be missing a trick 
and this is why I think this.  

In the mid 1960’s in the USA the civil 
and human rights movement acti-
vated The Great Society reforms which 
banned racial discrimination in public 
accommodations such as hotels 
(source The Economic Ascent of  the 
Hotel Business by Paul Slattery) and 
outlawed discrimination in the rental 
or purchase of homes.   

What followed was a great boost 
to the American economy as the 
black community started to have 
the power to make choices and 
buy consumer goods; stay in ho-
tels and purchase houses.  Each of  
the main source markets grew 
during this period. Domestic busi-
ness demand added 69 million 
room nights to hotels and 82 mil-
lion leisure nights.  

Many fought these changes before 
they happened for race reasons 
and I’m sure many didn't under-
stand the incredible wealth that 
would roll into the economy and 
probably some of  those people 
who fought the move were the 
ones who benefited. 

My idea isn’t fully formed but per-
haps legislating to have women 
on boards is another time in his-
tory like the mid 1960’s where we 
might bring serious wealth to the 
economy even though it initially 
looks like a difficult move.  (A sur-
vey we featured at our supper 
club said the magic number is 
three women or thirty percent on 
boards to be effective and create 
change).   Let me know what you 
think.  kjones@j-p-c.tv 

Citywealth Q&A interviews with 
women in wealth on the next 
pages.  

Karen Jones, Citywealth Editor 
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What initiatives do you have or 
do you think there should be for 
women?  We have a forum for female 
entrepreneurs. 

Do you think the British govern-
ment should legislate to bring 
women on boards as they did in 
Norway?  No, shareholders and 
stakeholders should put pressure on 
boards to have women directors. 

If you had to win a wealthy new 
client where would you take 
them to impress them?  Our office 
to meet the team who will deliver. 

What are your three USP’s for 
working with uhnw clients?  Lis-
tening, finding solutions and deliver-
ing. 

What is the best thing that has 
ever been said about you or you 
have done or won?  That I have en-
ergy and am passionate about deliver-
ing value. 

What is your individual focus in 
terms of countries and uhnw cli-

ents? UK and entrepreneurs. 

How much do you travel on busi-
ness and where do you tend to 
go?  Twice a month – Channel Islands 
and Continental Europe. 

What is the next big thing in pri-
vate wealth management?  Deliv-
ering performance in volatile markets. 

Will you still be successful as a 
woman if you don’t dress the 

Are there any private clients in 
the world you would really like 
to work with?  Many.  I enjoy work-
ing with dynamic entrepreneurs who 
value good advice. 

Are women really going to take 
over the world, if so how?  The 
men and women who should take over 
the world are those who are good at 
making decisions and getting things 
done. 

What size of client do you gener-
ally work with and how many do 
you have or what AUM do you 
manage?  As CEO I work with a 
range of  clients from £1 million to the 
hundreds of  millions. 
 

What lessons have you learned 
that you could share with 
women starting out in the fi-
nance industry?  Work hard, get all 
your qualifications, focus on clients 
not politics and work on the principle 
of  helping others to succeed as they in 
turn will help you be successful. 

part?  You only have one chance at 
a first impression.  You need to look 
the part of  a trusted adviser. 

What would you tell a divorc-
ing woman in the UK, whether 
she was British or Interna-
tional, and why?  Educate your-
self  in financial matters so that you 
can ensure your settlement is prop-
erly managed. 

Is the glass ceiling still with 
us? No – there are plenty of  suc-
cess stories. 

What charities do you admire 
and why?  Tommy’s the Baby Char-
ity.  Tommy’s funds medical research 
to prevent stillborn, premature ba-
bies and miscarriage.  Every child 
needs the best start in life. STARS 
Foundation as it grants impact 
awards to charities to improve the 
lives of  the poorest children in the 
world. Unrestricted funding is rare 
and leverages impact. 

What is the dummies guide to 
making it to the top in finance 

or PWM? Deliver for your clients. 

 

International Women in Wealth “five minute interview” 

Sally Tennant, CEO,  Kleinwort Benson 
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What signature taxation, laws, 
trusts or investments do you 
think really work for uhnw cli-
ents and why?  Despite the various 
changes, the UK remittance basis sys-
tem works for non –UK domiciled cli-
ents provided they plan properly. 

Are there any private clients in 
the world you would really like 
to work with? I enjoy working with 
people and helping to find solutions 
for their holding and passing down of  
wealth – I can’t say that there is any-
one in particular I would like to work 
with. 
 

Are women really going to take 
over the world, if so how?  They 
already have, haven’t they? 
 

What is the most interesting or 
unusual private client deal you 
have ever been involved with?  
Structuring a very important and valu-
able art collection. 
 

What lessons have you learned 
that you could share with women 

starting out in the finance indus-
try? Be flexible. The path you start on 
is not necessarily the route you will ulti-
mately follow all the way  to your desti-
nation. I  had a previous career com-
pleted unconnected to finance before 
becoming a lawyer and I have changed 
my specialism within the law so I am 
proof. 
 

What initiatives do you have or do 
you think there should be for 
women? An approach that embraces 
diversity – not just for women. 
 
If you had to win a wealthy new 
client where would you take them 
to impress them?  I would not take a 
prospective client anywhere in the aim 
of  winning their business – I find that 
most clients are looking for sound ad-
vice from an adviser they can trust 
rather than expensive meals out. 
 
What are your three USP’s for 
working with uhnw clients?  Lis-
ten, understand but remain yourself    
 
What is the best thing that has 
ever been said about you or you 
have done or won?  Being listed in 
the Citywealth leaders’ lists . 

What is your individual focus in 
terms of countries and uhnw cli-
ents? We are seeing more clients from 
the BRIC countries and beyond.   

How much do you travel on 
business and where do you 
tend to go? Probably around 
2/3 days a month – mostly within 
Europe . 
 
What is the next big thing in 
private wealth manage-
ment? In the current economic 
climate, hedging and minimising 
risk. 
 
Should you dress the part? If  
you are a professional adviser, 
clients expect you to look profes-
sional -  that still leaves scope for 
individuality.  
 
What would you tell a divorc-
ing woman in the UK, 
whether she was British or 
International, and why? Get 
a good divorce lawyer! 
 
Is the glass ceiling still with 
us? Personally I don’t think it is.  
 
What charities do you ad-
mire and why? Charitable work 
is so important – I admire chari-
ties that support carers and edu-
cational initiatives particularly 
with disadvantaged children.  
 
What is the dummies guide 
to making it to the top in 

finance or pwm? Work hard! 

International Women in Wealth “five minute interview” 

Karen Marks, Partner, Maitland 
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ent deal you have been involved with? I 

am administrator in a large disputed estate with 

assets all over the world, a range of very colour-

ful personalities and interesting works of art. 

What lessons have you learned that you 

could share with women starting out in 

the finance industry? As far as possible, 

start planning your career as early as possible, 

particularly if you are thinking of having chil-

dren.  You need to give careful thought to how 

much time you will want to take out of your 

career before you have them and whether job 

sharing with your partner will be a possibility. 

What initiatives do you have or do you 

think there should be for women? I think 

that the single biggest hurdle remaining in the 

workplace for women to overcome is the child-

care trap and as a society, I believe we should 

address this urgently.   

Do you think the British government 

should legislate to bring women on 

boards? I am not in favour of legislation gener-

ally to impose systems on business 

If you had to win a wealthy new client 

where would you take them to impress 

them? Most of my wealthy clients do not want 

to be impressed. They come to me for legal ad-

vice rather than for wining and dining and so I 

would tend to see them in my office and hope to 

impress them with the quality of the advice.   

What are your 3 USPs for working with 

uhnw clients? Discretion, excellence and ac-

cessibility.  

What is the best thing that has ever been 

said about you or you have done or won? 

“We trust Christine implicitly and her advice is 

always communicated in a way that is readily 

understood”.   

What is your individual focus in terms of 

What signature taxation, laws, trusts or 

investments do you think really work for 

uhnw clients and why? Trust law has taken 

something of a beating in the UK since the Fi-

nance Act 2006 and many of our uhnw clients 

are seeking alternative solutions. The Family 

Limited Partnership and Family Investment 

Company structures are quite exciting but they 

need to be refined for the UK market.  

Are there any private clients in the 

world you would like to work with? Well, 

if George Clooney was looking, I would be inter-

ested! But actually,  for me, part of the pleasure 

of  private client work is the diversity of inter-

ests and personalities and I find 95% of my 

clients charming people to work with. 

Are women really going to take over the 

world, and if so how? I am not sure I would 

want women to “take over” the world.  I think 

that all areas of business benefit from having a 

healthy mix of male and female players and the 

Private Wealth market is no exception.   

What size of client do you generally 

work with? I work exclusively with individu-

als and their average net wealth is between £5 

-£10million.  There are a number of wealthier 

ones and some less wealthy.  In an average 

year, I see about 150 to 200 clients. 

What is the most interesting private cli-

countries and uhnw clients? I work ex-

clusively in England and Wales. 

What is the next big thing in private 

wealth management? I do anticipate that 

the UK may profit eventually from the euro-

zone crisis by being seen as a safe haven for 

wealthy individuals wishing to put their funds 

outside the eurozone and this may have a 

beneficial effect on the property market here.  

Will you still be successful as a woman 

if you don’t dress the part? I don’t think 

success and dress sense are linked but I do 

think that a smart appearance in the work-

place is important for men and women  as it 

shows respect to the clients and creates a 

professional image. There is nothing sexist in 

that. 

What would you tell a divorcing 

woman in the UK whether she was 

British or international and why? Get 

good financial and legal advice.  It may also 

be worth doing some jurisdiction shopping if 

this is a possibility. 

Is the glass ceiling still with us? I think 

so but perhaps one reason for this is that 

many women themselves believe in it.  There 

is absolutely no reason why women should 

not occupy top roles in every area of busi-

ness.  We need to create strong role models 

so that the next generation are empowered. 

What charities do you admire and 

why? I particularly admire those small chari-

ties where funds are tight and where they 

manage to make a difference despite this.  

What is the dummies guide to making 

it to the top in finance or pwm? I don’t 

think I have a simple answer to this one! I do 

think it is important to have confidence and 

to believe in yourself.  Self doubt and nega-

tivity are always the enemies of success. 

International Women in Wealth “five minute interview” 

Christine Green, Partner 
Veale Wasbrough Vizards 
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Are there any private clients in 
the world you would really like 
to work with? I thoroughly enjoy 
working with Deutsche Bank’s clients 
based here in the UK. The UK attracts 
many wealthy people from overseas 
who choose to live here all or part of 
their time. We have a very diverse cli-
ent base which makes every day dif-
ferent. 
  
Are women really going to take 
over the world, if so how? Not any 
time soon as I believe the world popu-
lation is evenly split. The key thing is 
to allow more girls access to education 
across the globe, so they have equal 
opportunities. 
  
What size of client do you gener-
ally work with and how many do 
you have or what AUM do you 
manage? When we started the busi-
ness here in London, the client base 
was mainly mass affluent. We have 
now added a HNW and UHNW business 
and both of  these areas will continue 
to be an area of investment. We also 

have a dedicated team in place to over-
see the mass affluent business. Many of  
these clients have been with us for a 
number of  years so we like to ensure 
they are well looked after.   
 
What is the most interesting or 
unusual private client deal you 
have ever been involved with? No 
client is the same and as you would ex-
pect in a people's business you regu-
larly come across interesting characters. 
The flamboyant dressers always 
brighten up my day! As a Private Banker 
you have to enjoy meeting and working 
with people and a sense of  humour cer-
tainly helps. 
  
What lessons have you learned 
that you could share with women 
starting out in the finance indus-
try? Be yourself, do not emulate male 
behaviour it comes across strange to 
both your female and male colleagues 
as well as clients. 
  
What initiatives do you have or do 
you think there should be for 
women? DB has the Maternity Coach-
ing Programme for women leaving and 
returning from maternity leave, and 
their managers. For line managers the 
programme highlights and reinforces 
the benefits of  good communication and 
support. In addition there are ante-natal 
programmes and pre-natal yoga classes 
available. The Deutsche Bank Nursery 
offers a full service nursery facility for 

babies and children from 3 
months- 5 years.  ATLAS 
(Accomplished Top Leaders Ad-
vancement Strategy) is the firm’s 
programme aimed at increasing 
the pool of women eligible for the 
most senior positions. Partici-
pants are provided with bespoke 
development opportunities and 
direct sponsorship a GEC member. 
Deutsche Bank Women Global 
Leaders at INSEAD is a week-long 
residential programme focusing 
on enhancing the leadership skills 
of  the participants and preparing 
them for the next step in their 
career. The programme is for fe-
male Directors on the Managing 
Director track.  

Do you think the British gov-
ernment should legislate to 
bring women on boards as 
they did in Norway? I think we 
need to give it time and wait and 
see the results of  some current 
excellent initiatives underway 
such as 30% Club, a group of  
Chairmen voluntarily committed 
to bringing more women onto UK 
corporate boards.  
  
If you had to win a wealthy 
new client where would you 
take them to impress them? 

International Women in Wealth “five minute interview” 

Juliet Wedderburn, Deutsche Bank 

Continued next page 
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Juliet Wedderburn, Head of  PWM, London, Deutsche Bank 
What is the next big thing in 
private wealth management?  
The rapidly changing regulatory land-
scape for the wealth management 
sector will have an impact on the way 
all of  us undertake business going 
forward. RDR is also a major factor - 
introducing an industry standard for 
those giving advice to clients. 
  
Will you still be successful as a 
woman if you don’t dress the 
part? As a man or a woman working 
within our industry you have to wear 
suitable business attire. 
  
What would you tell a divorcing 
woman in the UK, whether she 
was British or International, 
and why? As I would tell any indi-
vidual going through such a life 
changing event - get the best advice 
you can afford. Do not rely on infor-
mation/advice that you receive from 
friends who are very well meaning, 
but do not always have all the facts. 
  
Is the glass ceiling still with us? 
There are numerous good initiatives 
in place tackling this issue, including 
the 30% Club. I think these initiatives 
are well on their way to achieving 
positive results. 
  
What charities do you admire 
and why? I am a Trustee of  the Lon-
don Community Foundation. We act as 
the bridge between disadvantaged 

There are few places that a wealthy 
client cannot take themselves. In my 
experience such clients would much 
prefer us to take a table at a charity 
event that they support rather than 
spend money on them. 
  
What are your three USP’s for 
working with uhnw clients? Dis-
cretion, maintaining integrity at all 
times, sense of  humour.  
 
What is the best thing that has 
ever been said about you or you 
have done or won? I recently got 
married and have been overwhelmed 
by the sincere messages of  congratu-
lations from friends, family and ac-
quaintances. 
  
What is your individual focus in 
terms of countries and uhnw 
clients? We focus on the UK market. 
Within the UHNW universe we cur-
rently focus on entrepreneurs, execu-
tives and Family Offices. 
  
How much do you travel on 
business and where do you 
tend to go? As Head of  PWM’s Lon-
don branch there is no exotic travel 
for me as our clients are often based 
within the M25 Although occasionally 
I will travel to see my colleagues in 
other offices within the UK: Birming-
ham, Liverpool, Edinburgh and Glas-
gow. 
  

Londoners and businesses who 
want to make a difference to grass 
roots causes. I am also a huge fan 
of  the amazing work that the Mac-
millan Nurses do - offering much 
needed support to patients and 
their families at a time of  need. On 
an International basis I am a sup-
porter of the Red Cross. 
  
What is the dummies guide to 
making it to the top in fi-
nance or pwm? Unfortunately 
there is not one. You have to be 
suitably qualified. However a skill 
set that I think is very important in 
the role that we do and that is the 
ability to network. 
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equity investments, which are depend-
ent on a public market exit), good real 
estate, oil and gas pipelines, and invest-
ments like fine art or wine.  Investors 
should consider liquid investments in US 
corporate bonds that are investment 
grade or higher; blue chip, high dividend 
US large capitalization equities and 
Emerging Markets debt and equity, par-
ticularly Latin America.  Asia ex Japan is 
a good long term investment but will 
continue to be volatile until Europe and 
the US sort out the debt problems.  Euro-
pean equities will continue to be a very 
high risk investments, as will European 
Sovereign Bonds, Bonds of  European 
Financial Companies and Banks, in fact, 
all European equities and time deposits 
in European banks will be very risky 
until the current crisis is truly solved.  
Gold in a Swiss Bank account is not a 
bad investment at this time…hold 
physical gold rather than an ETF.   

 
Are there any private clients in 
the world you would really like to 
work with?  I would love to work with 
Richard Branson, Oprah and Sergey 
Brin.  I would also like to work with ethi-
cal, socially responsible investors, in-
cluding Nelson Mandela, Bono and some 
of  the top foundations.  I would be 
happy to work with the various Royal 
Families around the world, especially 
the new young couple in the UK, Prince 
William and his bride Kate. 

Are women really going to take 
over the world, if so how?  Yes, it is 
happening now around the globe.  Wit-

What signature taxation, laws, 
trusts or investments do you 
think really work for uhnw cli-
ents and why?  At the moment cash 
is queen and king- UHNW investors 
should keep a minimum of  20% of  
their portfolio in US treasuries, the 
current “safe haven” for moments 
when the market panics.  Non-dollar 
investors can buy their investments on 
weak dollar days, since the currency is 
fluctuating quite a bit.  If  you want to 
keep cash in Europe, please choose 
money market funds that do not invest 
in European sovereign credits of  high 
risk economies.  There are no such 
thing as non-correlated liquid invest-
ments- anyone who tries to sell you a 
structured product that is “non corre-
lated” is selling you a pipe 
dream.  The only true non-correlated 
investments today are things like pri-
vately owned companies (not private 

ness the rise of  Angela Merkel, and 
her power in the European Financial 
Crisis.  In the US, for the first time in 
2010, women became the majority 
breadwinners, and they are seeking 
the most advanced educational de-
grees.  My upcoming book, The 
Seven Pearls of  Financial Wisdom: A 
Woman’s Guide to Enjoying Wealth 
and Power, written with co-author 
Camilla Webster, explains all the 
exciting opportunities women now 
enjoy.  Women now cycle repeatedly 
through seven life stages that are 
affected by their financial deci-
sions:  Wealth Building, Romance and 
Finance, Motherhood, Power, Crisis 
and Loss, Retirement and Legacy 
Building.  A woman may sell her first 
company in her thirties, remarry in 
her seventies and start a foundation 
in her forties.  The website, 
www.thesevenpearls.com, gives a 
taste of  what is to come.  

What size of client do you gen-
erally work with and how 
many do you have or what 
AUM do you manage?  I gener-
ally work with global families who 
have a net worth in excess of  $100 
million.   

What is the most interesting 
or unusual private client deal 
you have ever been involved 
with ? I have been involved in 
building family offices in the Middle 
East, Latin America, Europe, the 
United States and in Bahamas.   
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Praesta,  has created a highly success-
ful program to have the Chairman of  
FTSE 100 companies personally mentor 
and prepare women for board 
seats.  (www.praesta.com) : 

If you had to win a wealthy new 
client where would you take 
them to impress them? Really lis-
ten to what matters to your client, and 
then take them somewhere that they 
will enjoy and that reflects their inter-
ests…do they love opera, sailing, fine 
Chinese food?  Whatever it is, try to 
show that you have listened and are 
aware of  their true interests.  

What is the best thing that has 
ever been said about you ? In 
2007 I was named a “Rising Star in 
Wealth Management” by Institutional 
Investor News. In 2008 I won a Growth 
Leadership Award from the Family 
Wealth Alliance. In 2009 I was named 
one of  the Top Family Offices in the US 
by Barron’s.  In 2010 I won an Indie 
Book Award for my first novel, Beyond 
Blood (www.beyondblood.com), a 
wealth management thriller.  I also got 
a great review from Barbara Taylor 
Bradford, a top British novelist.   
 

What is your individual focus in 
terms of countries and uhnw cli-
ents? My clients can be from any-
where- Latin America, Asia, Europe or 
the US.  

How much do you travel on busi-
ness and where do you tend to 
go?  I travel around 40% of  the time 

What lessons have you learned 
that you could share with 
women starting out in the fi-
nance industry?  Remember what 
William Shakespeare wrote in Othello: 
“Good name in man and woman, dear 
my lord, Is the immediate jewel of  
their souls. Who steals my purse 
steals trash. 'Tis something, nothing: 
'Twas mine, ’tis his, and has been 
slave to thousands. But he that filches 
from me my good name robs me of  
that which not enriches him and 
makes me poor indeed.” All you have 
is your reputation!  Guard it zealously. 
Develop it carefully, for it will be with 
you for your entire career.  

What initiatives do you think 
there should be for women? Get 
great training and meet as many peo-
ple in the industry at an early stage 
as possible.  I joined the Financial 
Woman’s Association in New York City, 
where I met many women who helped 
me.  I also recommend 100 Women in 
Hedge Funds and 85 Broads as net-
working organizations.  Networking 
with Alumni groups- the Columbia 
Business School for instance is good 
and young women in finance should 
get an MBA.  It is up to you to invest in 
yourself  and your future.  

Do you think the British govern-
ment should legislate to bring 
women on boards? There are very 
interesting initiatives going on in the 
UK without legislation. Peninah Thom-
son, a board level coach at 

because I lecture at conferences 
around the globe in Asia, Australia, 
Europe, the US and the offshore 
wealth centers like Bahamas and 
Curacao.   

Will you still be successful as a 
woman if you don’t dress the 
part?  A polished, fashionable and 
distinctive appearance reinforces 
your brand, and is critical for every 
woman in business today.   

What would you tell a divorc-
ing woman in the UK, whether 
she was British or Interna-
tional, and why?   A divorcing 
woman needs to know that she is a 
time of  great emotional turmoil. She 
must have a top accountant and a 
top lawyer with her.  

Is the glass ceiling still with 
us?  Very much so.  Starting your 
own business is the quickest way to 
break the glass. 

What charities do you admire 
and why?  One I would like to 
highlight is the Global White Lion 
Protection Trust in South Africa, 
founded by Linda Tucker.   

What is the dummies guide to 
making it to the top in finance 
or pwm? Do your job well.  Tell the 
truth, act with integrity, be excellent 
at your craft, study hard, and be-
come a person who is respected and 
whose word is meaningful and trust-
worthy.   
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What lessons have you learned 
that you could share with 
women starting out in the fi-
nance industry? Just be confident 
and work hard.  There are no se-
crets. 
 
Do you think the British gov-
ernment should legislate to 
bring women on boards as 
they did in Norway? With more 
graduates today being female, I be-
lieve that there will be natural rebal-
ancing in the future.  We shouldn’t 
tell people how to run their busi-
nesses. 
 
If you had to win a wealthy 
new client where would you 
take them to impress them? I 
would match the place with their 
personality and tastes.   
 
What are your three USP’s for 
working with uhnw clients? 
Listening, supporting and finding 
solutions. 
 
How much do you travel on 
business and where do you 
tend to go? UK, Monaco and more 
recently Switzerland. 
 
What is the next big thing in private 
wealth management? Of course this 
has to be, Boston Limited.  There is a 
lot of  innovation happening here. 

What signature taxation, 
laws, trusts or investments do 
you think really work for 
uhnw clients and why? Trusts 
provide a great method of  succes-
sion planning but it all depends on 
the location of  the client.  In terms 
of  generational planning a founda-
tion may be more appropriate if  
global assets are in a civil law juris-
diction.  
 

Are there any private clients 
in the world you would really 
like to work with? Entrepre-
neurs. 
 

Are women really going to 
take over the world, if so 
how? No, but we will see more and 
more female business leaders in the 
future. 
 
What size of client do you gen-
erally work with and how 
many do you have or what 
AUM do you manage? I work 
with a variety of  clients varying 
from HNW to UHNW. 
 

Will you still be successful as 
a woman if you don’t dress 
the part? Whether you are a 
man or a women, you should al-
ways dress for the occasion. 
 
What would you tell a divorc-
ing woman in the UK, 
whether she was British or 
International, and why? I 
would not ‘tell’ her anything but 
listen to the situation and con-
sider how to support. 
 
Is the glass ceiling still with 
us? Forget the ceiling and 
any walls.  It’s down to individu-
als to stand up for themselves. 
 
What charities do you admire 
and why? UNICEF. Children 
should not be suffering and we 
need to do more to educate 
women in reproductive health. 
 
What is the dummies guide 
to making it to the top in fi-
nance or pwm?  Hard 
work!  There is no such thing as 9-
5, but keep yourself  sane with 
quality family time. 
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satellite slots in orbit.   

What lessons have you learned 
that you could share with 
women?  Be practical, be informed, 
be confident without becoming over-
bearing, reassess client struc-
tures regularly. Put in the time to nur-
ture client relationships.  
 
What initiatives do you think 
there should be for women?  I 
believe that reverse discrimination re-
dresses social inequalities at a cost 
which outweighs the benefit.   
 
If you had to win a wealthy new 
client where would you take 
them to impress them? A home 
cooked meal is always a winner if  you 
are playing on home ground.  

What are your three USP’s for 
working with uhnw cli-
ents?  Listen. Inspire confidence. 
Work hard to deliver.  
 
What is the best thing that has 
ever been said about you or you 
have done or won? I have had 
praise from the Legal 500, Chambers 
Global and Citywealth Leaders List 
2010. The greatest praise also comes 
from recognition from a client. 
 

What is your individual focus? 
The majority of  our private cli-
ent portfolio emanates from Russia 
and the CIS.  
 

What signature taxation, laws, 
trusts or investments do you 
think work for uhnw clients ?
UHNW clients are not a homogenous 
segment and have different and dis-
tinct needs which require bespoke 
planning.  
 

Are there any private clients in 
the world you would really like 

to work with?  Adrian Zecha.   

Are women really going to take 
over the world, if so 
how? Globally women are becoming 
an economic power and there is a shift 
from the position of  women’s prosper-
ity deriving from inheritance and mar-
riage. I believe that a diversity of  both 
male and female input in think tanks 
and on management boards is ideal 
and likely to lead to more thorough 
analysis. 

What size of client do you gener-

ally work with?  Circa 50 million.   

What is the most interesting or 
unusual private client deal you 
have ever been involved with ? 
Most recently N acquisition/leasing of  

How much do you travel on 
business and where do you 
tend to go?   On average twice a 
month to Moscow, New York, Tel Aviv 
and Hong Kong. 
 
What is the next big thing in 
private wealth management? 
The convergence of  the real and 
digital worlds in health care, infra-
structure and manufacturing.  

Will you still be successful as a 
woman if you don’t dress the 
part? If  you want to be taken seri-
ously you should dress the part.  
 
What would you tell a divorc-
ing woman in the UK, whether 
she was British or Interna-
tional, and why?  
Divorce is common nowadays. Take 
sound financial, tax and legal advice 
and reassess your working model. 

Is the glass ceiling still with 
us?  Only for the women not tall 
enough to break it.  
 
What charities do you admire 
and why? Make a Wish foundation 
and charities which help the elderly. 

What is the dummies guide to 
making it to the top in finance 
or pwm? Be equipped with infor-
mation and be interested in your 
work - it's the passion from within 
that helps you succeed. 
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it in perpetuity, only to become bank-
rupt five years later. 

What lessons have you learned 
that you could share with women 
starting out in the finance indus-
try?  Be focussed, work hard - you can-
not get by guessing the answer. Listen 
to people and don’t antagonise people. 

What initiatives do you think 
there should be for women? 
Women should not get more favourable 
treatment than men. 

Do you think the British govern-
ment should legislate to bring 
women on boards ? No.  I have 
heard that there are now more women 
entering the legal profession but there 
are very few women judges. In another 
20 - 30 years, when those women are 
senior then the balance will change.   

If you had to win a wealthy new 
client where would you take 
them to impress them?  To the 
races, to the opera, to a nice restaurant 
or a wine tasting.   

What are your three USP’s for 
working with uhnw clients?  None 
of  us is unique. I try to speak to clients 
in straightforward, commercial terms. 

What is the best thing that has 
ever been said about you or you 
have done or won?  I think the best 
thing I have done is to help with advice 
to a client, be responsible for its imple-
mentation and then to assist the cli-
ent's executors when the case was 

What signature taxation, laws, 
trusts or investments do you 
think really work ?  However, any 
tax that is clear, reasonable and fair is 
acceptable to the majority of  clients 
these days.  Jersey and Cayman both 
have very good trust laws. 

Are there any private clients in 
the world you would like to work 
with?  My clients!  I am lucky to be 
able to work with them. 

Are women really going to take 
over the world, if so how? No. 
They are not sufficiently focussed, and 
to take over the world you have to be 
prepared to make the sort of  sacrifice 
that most women or men are just not 
prepared to make.  You do not take 
over the world if  you are also running 
a family, a home and a nanny. 

What size of client do you gener-
ally work with?  My clients are 
worth £10million upwards.  I can have 
30 or 40 active clients, but possibly 
300 - 500 clients who are not so active. 

What is the most interesting or 
unusual private client deal you 
have ever been involved with ? 
Structuring the acquisition of  a stately 
home for a client who wanted to keep 

taken by HMRC all the way to the 
House of  Lords as it then was and 
the clients won. To be involved from 
beginning to end was amazing. 

What is your individual focus in 
terms of countries and uhnw 
clients? Middle East, Europe 
(including former Soviet Union), Asia 
(including India) and Africa.  

How much do you travel on 
business and where do you 
tend to go? About once a 
week.  Switzerland, the Channel Is-
lands, the Middle East, Africa and 
Europe. 

What is the next big thing ? The 
corporate world! Increased regula-
tion,  lack of  privacy and concern 
about who owns the bank with your 
money in it.  

What would you tell a divorcing 
woman in the UK? Next time, con-
sider a pre-nup! 

Is the glass ceiling still with 
us? Yes. 

What charities do you admire 
and why? Charities which alleviate 
the conditions of  life for those less 
advantaged than me. They remind 
me that there are still good people in 
the world.   

What is the dummies guide to 
making it to the top in finance 
or pwm? Work hard.  Put yourself  
in the client's shoes when you are 
explaining something to him. 
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What lessons have you learned 
that you could share with women 
starting out in the finance indus-
try? Be determined, be good at what 
you do, use your network and make a 
point of  connecting and introducing oth-
ers within your network to each other.    
 
What initiatives do you have or do 
you think there should be for 
women? As a firm we are quite female 
orientated and try to be flexible if  
asked but apply this to both men and 
women.   
 

Do you think the British govern-
ment should legislate to bring 
women on boards ? To a degree – 
perhaps not in a prescriptive way.  It 
would be excellent if  the Government 
could think of  ways/incentives to en-
courage businesses to take more women 
onto boards.   
 
What are your three USP’s for 
working with uhnw cli-
ents?  Listening to what the client 
wants, providing excellent client service 
and we develop relationships with cli-
ents that trust us and share our values. 
 

What is the best thing that has 
ever been said about you or you 
have done or won?  Whilst working 
for someone who often appeared at the 
top of  the Times 100 Rich list – I had 
the comment – “it is not often I meet 
someone like you, with personality, in-
telligence, humour and a will to 
achieve”.   

What is your individual focus in 

Are there any private clients in 
the world you would really like to 
work with? Not specifically. Our cli-
ents come to us because they like us 
and our approach. If  there is no empa-
thy or a “connection” between us and a 
client, no matter who they are, there 
will never be a satisfactory relation-
ship. 
 
Are women really going to take 
over the world, if so 
how?   Women could take over the 
world but in doing so should be well 
aware that there is place for men. Men 
only controlled boards and companies 
do not necessarily have a fully rounded 
view. Women only board would lose the 
male viewpoint as well.  
 
What is the most interesting or 
unusual private client deal you 
have ever been involved with? I 
worked on a transaction and then su-
pervised funding for a condiments fac-
tory in Ukraine and separately a cham-
pagne production company in Russia. 
 

terms of countries and uhnw 
clients? We work with clients from 
both the UK and overseas. 
 

How much do you travel on busi-
ness and where do you tend to 
go? Mostly Europe. 
 
What is the next big thing in 
private wealth management? 
There has been a move in the wider 
wealth management industry to bou-
tique firms. Whether this trend will 
continue in the current economic envi-
ronment is a real unknown.  
 
Will you still be successful as a 
woman if you don’t dress the 
part? It no longer seems necessary 
for experienced females to power 
dress to impress clients.  
 
Is the glass ceiling still with us? 
To a degree – I feel it is becoming 
easier for women to progress – 
though this may be a function of  my 
age.   I think there is a tremendous 
opportunity for young women today.  
 
What charities do you admire 
and why?  Breast Cancer Campaign 
– it carries out extremely valuable 
research.  
 
What is the dummies guide to 
making it to the top in finance 
or pwm? Work hard, do the very 
best job you can and don’t have a chip 
on your shoulder. If  you expect to be 
discriminated against it will become 
self  fulfilling. 
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and the lack of  and expense of  good 
quality child care. Otherwise, there 
should be no difference for women in 
the workplace.  

Do you think the British govern-
ment should legislate to bring 
women on boards?  The counter 
argument for this is that women of  in-
adequate standard become promoted to 
fit quotas. However, as more women 
work in these previously male-
dominated areas, one would hope that 
there is no need for s legislation.  
 
If you had to win a wealthy new 
client where would you take 
them to impress them?  To my of-
fice at Forsters LLP, in  Hill Street,  May-
fair . The town house is the former 
home of  Elizabeth Montagu, a cele-
brated London  hostess who became 
known as ‘The Queen of  the Bluestock-
ings’.   
 
What are your three USP’s for 
working with uhnw clients?  1) 
Understanding the  uniqueness of  
the client 2) Being understanding of  
their circumstances, and drawing on the 
expertise of  the other individuals at 
Forsters 3) Commitment to the client 
with honesty and a sense of  humour.   

What is the best thing that has 
ever been said about you ?   "she 
has a great bedside manner because 
she truly understands the human and 
psychological aspects of  family law".  
 
What is your individual focus in 

What signature taxation, laws, 
trusts or investments do you 
think work ? I strongly be-
lieve  that  in the future we will see far 
more family wealth held in corporate 
rather than trust structures where cir-
cumstances are appropriate. 

Are women really going to take 
over the world, if so how?  As 
women appear to be the more peaceful 
of  the two sexes, if  they are to take 
over the world, then we can all look 
forward to better times ahead! Far 
more women hold wealth in their own 
names which  creates a large level of  
freedom.  

What is the most interesting pri-
vate client deal you have ever 
been involved with ? In family law, 
the range of  interesting and unusual 
circumstances is never-ending.  
 
What lessons have you learned 
that you could share with 
women ?  Always be yourself  and 
never do anything with which you do 
not feel comfortable. 

What initiatives do you have or 
do you think there should be for 
women?  One of  the most difficult 
areas has to be for working mothers 

terms of countries and uhnw 
clients?  By the very nature of  fam-
ily work and the fact that clients in-
creasingly have complex interna-
tional arrangements for their fi-
nances, we will deal with a very 
large number of  countries through-
out the world, and a client's wealth 
can be in any number of  complex 
structures - be it old or new money. 
 
What is the next big thing in 
private wealth manage-
ment?  As a family lawyer, setting 
up structures that have intelligent 
regard to the possibility of  future 
marriage and divorce.   

Will you still be successful as a 
woman if you don’t dress the 
part?  I would like to think that 
women are successful based on their 
brain power and rapport with clients 
and not on their shade of  lipstick.  

What would you tell a divorcing 
woman in the UK?  We have one 
of  the best legal systems in the 
world and one of  the most generous. 
 
Is the glass ceiling still with 
us? I do not think it is in the area of  
law, where promotion is very much 
based on ability.  

What charities do you admire 
and why?   Guide Dogs for the 
Blind and emotional support dogs for 
people with a range of  disabilities 
including post traumatic shock disor-
der. 
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If you had to win a wealthy new 
client where would you take 
them to impress them?  Fortnum & 
Mason private evening 

 
What are your three USP’s for 
working with uhnw clients?  
We care, we have continuity (coming up 
to 11 years working with the same col-
league with the same clients, he has 
been here 17 years) and we have the 
research backing one would hope for 
and expect. 

What is the best thing that has 
ever been said about you or you 
have done or won? Getting pro-
moted – ‘well deserved’ was the most 
frequent and kind comment, mostly 
from men in the office too. 

What is your individual focus in 
terms of countries and uhnw cli-
ents?  
UK 

What is the next big thing in pri-
vate wealth management?  
RDR 
 

Will you still be successful as a 
woman if you don’t dress the 
part?  Some, seem to make it, for me 
though I think it is vital to give the 
right impression. 

What would you tell a divorcing 
woman in the UK, whether she 
was British or International, and 
why? I would try to offer comfort and 

Are women really going to take 
over the world, if so how? Proba-
bly not but we do not need to, just be 
an equal part. 

What size of client do you gener-
ally work with? The smaller end of  
HNW around £1m per account.  We 
managed >£200m on our team (2 in-
vestment managers). 
 

What lessons have you learned 
that you could share with 
women starting out ? Be seen, be 
noticed, work hard and do not take a 
‘male’ no for an answer. 

What initiatives do you have or 
do you think there should be for 
women? Lots – we have a wonderful 
niche that can be explored and used to 
its potential.  I am a member of  nu-
merous women-only networking 
groups (and mixed too) 

Do you think the British govern-
ment should legislate to bring 
women on boards ?  They may 
need to do something but no-one 
wants to feel they are only there be-
cause a box had to be ticked. 

 

recommend some excellent lawyers. 

Is the glass ceiling still with 
us?  Always but then it is fun to try 
and hopefully succeed in breaking 
through – otherwise there would be 
no challenge. 

 
What charities do you admire 
and why?  Ones that help those 
with nothing compared to us, those 
that help sick children and those 
that help those that want to help 
themselves e.g. Princes’ Trust. 

 
What is the dummies guide to 
making it to the top in finance 
or pwm? Work hard, get noticed, 
never give up, be personal and pas-
sion about your job – it shows. 
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change for a share of  a global company. 
There were complex issues both now 
and in the future that I was able to re-
solve with a bit of  creativity. 

What lessons have you learned 
that you could share with 
women ? Aim high - you are better 
than you think you are. 

What initiatives do you have or do 
you think there should be for 
women? I think most initiatives such 
as mentoring , shadowing, flexibility 
and an open door policy should apply to 
all not just women. However support for 
women returning to work after mater-
nity leave is essential. 

What are your three USP’s for 
working with uhnw clients?  Excel-
lent client service, Appropriate advice  - 
e.g. commercial and in the right format. 
An honest professional opinion. 

What is the best thing that has 
ever been said about you or you 
have done or won? Last year, a client 
who uses a number of  advisers said the 
team passed the three A's test with fly-
ing colours: Affability, Availability and 
Ability. This year he said our service 
was just getting ‘better and better’ and 
that he would definitely recommend us. 
I now have four new clients following his 
referrals. 

What is your individual focus in 
terms of countries and uhnw cli-
ents?  I specialise in dealing with both 
UK entrepreneurs and their businesses 
and Private Equity Funds and their ex-
ecutives. This work includes advising the 

What signature taxation, laws, 
trusts or investments do you 
think really work? I believe all ad-
vice should be bespoke – we have a 
every changing toolkit of  solutions and 
apply them to meet the individual’s ob-
jectives and needs. 
 
Are there any private clients in 
the world you would really like to 
work with? To me it is not the person 
but the problem or opportunity I can 
help with. 
 
Are women really going to take 
over the world, if so how? We are 
tipping the scales. However, balance is 
essential – women controlling the 
world is as bad as men controlling it. 

What size of client do you gener-
ally work with ?  The size of  clients 
varies – my clients have assets of  be-
tween £10m and a billion. I also invest 
time with people who are starting off  – 
they are potentially the ultra high net 
worth individuals of  the future. 

What is the most interesting pri-
vate client deal you have ever 
been involved with? A recent deal 
that involved the sale of   business in-
terests in three tax jurisdictions in ex-

immediate family and related trusts, 
companies or partnerships on a range 
of  matters, including tax efficient 
structuring, extraction of  cash and 
exit strategies. 

How much do you travel on busi-
ness ? Mostly to the clients’ offices 
and businesses. I find it leads to a 
better understanding. 

What is the next big thing in private 
wealth management?  The same as 
last year,  mitigating the tax rate and 
tax leakage. 

Will you still be successful as a 
woman if you don’t dress the 
part? I think you can be but other 
people’s perception is often different 
and therefore you need to dress ap-
propriately. This does not mean you 
have to wear a suit. 

What would you tell a divorcing 
woman in the UK? Get advice 
early and not just from a divorce law-
yer  - you will need both financial and 
tax advice to maximise your position.  

Is the glass ceiling still with us? 
It is beginning to crack.  

What charities do you admire 
and why?  Charities who give peo-
ple the tools to help themselves.  
 

What is the dummies guide to 
making it to the top in finance 
or pwm? Develop a team to sup-
port  you, keep up to date and focus-
sed. 
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What is the most interesting private 
client deal you have ever been involved 
with?  Working with Camelot and Na-
tional lottery winners. 

What lessons have you learned 
that you could share with 
women?  The Finance industry is a 
thoroughly rewarding industry to work 
in. We have a “softer” approach than 
our male colleagues and in the world of  
RDR should mean we are better placed 
to provide a service than to “sell”.  

What initiatives do you have or 
do you think there should be for 
women?  I personally do not think we 
should be treated any different from 
our male colleagues but I would say in 
the end “quality shines through.” 
 
Do you think the British govern-
ment should legislate to bring 
women on boards?  I think Women 
should be invited to board meetings 
even if  the current director position is 
not available. They have a different ap-
proach to solutions.  

What are your three USP’s for 
working with uhnw clients?  Con-
firm my status as a “Chartered Finan-
cial Planner”. I have been in the indus-
try for over 25years dealing with 
“client problems and solutions”. I work 
for a highly professional employer. 

What is the best thing that has 
ever been said about you? Achiev-
ing firstly my qualification of  Associate 
of  the Chartered Insurance Institute 

What signature taxation, laws, 
trusts or investments do you 
think really work for uhnw cli-
ents and why?   There is no quick 
answer to this question as every client 
has different requirements and circum-
stances. I would however say that 
every client should always maximise 
their ISA allowances each tax year and 
also their pension contributions where 
possible, plus not to forget to utilise 
their tax allowances. We should also 
continually review our Inheritance tax 
position and make gifts within the al-
lowance again were possible. I find it 
amazing how many High net worth 
clients I initially see that do not have a 
“Will” it is a must for everyone. 

Are women really going to take 
over the world?  We will never take 
over the world  in my opinion, but we 
will always continue to strive to make 
a difference. The world will be better 
place when we have more input. 

What size of client do you gener-
ally work with?  From £250,000 to 
£3,000,000. The overall wealth value 
of  the individuals is usually considera-
bly higher than the invested assets we 
manage.  

(ACII) all those years ago and sec-
ondly achieving “Chartered Status.” 

How much do you travel on 
business and where do you 
tend to go?  My office is based in 
Birmingham and so I generally deal 
with clients in the Midlands. 
 

What is the next big thing in 
private wealth ? RDR 

What would you tell a divorcing 
woman in the UK? I would tell 
her to ensure that she receives pro-
fessional fee based advice. She 
should review all her  financial op-
tions and provisions and it is para-
mount that she also asks her adviser 
to provide a “cash flow analysis”  of  
her future financial provisions. This 
will then determine if  based on the 
divorce settlement, that she will 
have sufficient funds and provisions 
for her future financial stability. 

What charities do you admire 
and why? Cancer research.  

What is the dummies guide to 
making it to the top in finance 
or pwm? Just be professional and 
enjoy your job as every day provides 
a new challenge and experience. 
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manage? I have many clients with 
hundreds of  millions of  dollars of  net 
worth and some at close to, or over, the 
billion dollar mark.  
 
What is the most interesting pri-
vate client deal you have ever 
been involved with ? A sale of  a 
large interest in a closely-held busi-
ness to a private equity fund that in-
volved a tremendous amount of  family 
wealth planning through gifting.  
 
What lessons have you learned 
that you could share with women 
starting out in the finance indus-
try? Do not be afraid to assert your-
self  and do not worry that you will be 
perceived as pushy or aggressive.  
 
What initiatives do you have or 
do you think there should be for 
women? I think there should be 
women's mentoring programs. 
 
Do you think the British govern-
ment should legislate to bring 
women on boards as they did in 
Norway? 
 
If you had to win a wealthy new 
client where would you take 
them to impress them? I don't 
take clients any place in particular to 
impress them. I win clients by prepar-
ing for the initial meeting and offering 
them techniques that are tailored to 
them and show that I've done my 
homework and am committed to get-
ting excellent results for them.  
What is the best thing that has ever 
been said about you or you have done 
or won? Clients frequently tell me that 

What signature taxation, laws, 
trusts or investments do you 
think work? Dynasty trusts using 
discounted assets give clients the 
most bang for the buck. They can get 
assets likely to appreciate highly into 
a trust that can exist as a "family 
bank" in perpetuity. Also, grantor re-
tained annuity trusts (GRATs) with as-
sets likely to highly appreciate are 
extremely effective as transfers can 
be made under current law with no 
transfer tax cost.    
 
Are there any private clients in 
the world you would really like 
to work with? I would like to work 
with Warren Buffett. I think he is bril-
liant and I admire his philanthropic 
bent. 
 
Are women really going to take 
over the world? I don't know about 
taking over the world but I hope they 
will become an ever-increasing force 
by asserting themselves and getting 
things done by communicating effec-
tively and persuasively without letting 
egos get in the way.  
 
What size of client do you gener-
ally work with and how many do 
you have or what AUM do you 

they are grateful for how hard I 
work for them and how much I genu-
inely care about my work. They also 
say that they think I am clever and 
creative. When they send referrals 
to me, that is the highest form of  a 
compliment. 
 
What is your individual focus 
in terms of countries and 
uhnw clients? Canadian clients. I 
also have a lot of  European clients. 
 
How much do you travel on 
business and where do you 
tend to go? I travel frequently. I 
go to Canada, Switzerland, England 
and all over the United States.  

 
What is the next big thing in 
private wealth management? I 
think more of  a focus on women will 
be one things we'll see, as well as 
more quasi family offices. 
 
Is the glass ceiling still with 
us?  Yes, unfortunately, I think it is. 
 
What charities do you admire 
and why?  I admire charities 
started by individuals to support 
projects and ideas about which the 
founder is passionate. 
 
What is the dummies guide to 
making it to the top in finance 
or pwm? Start marketing yourself  
immediately. All the little steps add 
up but it takes many years. And take 
advantage of  any opportunities you 
have to refer business to ask for 
business in return. Don't be shy. 
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What lessons have you learned 
that you could share with women 
starting out in the finance indus-
try?  Trying to work in the same way 
as your male colleagues is not neces-
sarily the way to get ahead.  Know 
your strengths and build on those.   
 

What initiatives do you have or 
do you think there should be for 
women?  I feel that women should 
have the same support that is given to 
men.  It should be specific to their 
needs, such as those with child care 
responsibilities whether male or fe-
male. Within Saffery Champness I feel 
that women are supported.  
 

Do you think the British govern-
ment should legislate to bring 
women on boards ?   By legislating 
one is risking companies bringing in 
women that do not have the right fit 
with the current directors and do not 
have the appropriate experiences or 
skills to take the company forward.  I 

If you had to win a wealthy new 
client where would you take 
them to impress them?   I find 
clients are fee conscious and feedback 
I've had when firms have taken clients 
to top restaurants is that they think 
ultimately they will be paying for it.  
 
What are your three USP’s for 
working with uhnw cli-
ents?  Being a dedicated partner to 
my clients. Being involved in a top 20 
accountancy firm with large sup-

What signature taxation, laws, 
trusts or investments do you 
think work? Developments in CGT 
for both EIS and Entrepreneur's relief  
(in the increase of  the lifetime allow-
ance) and potential in the proposals 
for non domiciled individuals to bring 
funds to the UK to invest are positives 
for some.  

Are women really going to take 
over the world, if so how?  They 
are not going to take over the world, 
they are going to work side by side 
with men.  
 
What size of client do you gener-
ally work with ?  I work with cli-
ents who have income from approxi-
mately £100k plus per annum.  Usu-
ally they will have some sort of  asset 
backing, business, or interesting struc-
ture also.  

What is the most interesting pri-
vate client deal you have ever 
been involved with?  The most 
interesting is a client who is con-
stantly looking to expand overseas 
requiring different tax advice for each 
company he looks to go into.  
 

port networks in tax and accounting, 
but still having small firm, friendly 
appeal. My experience of  working 
with clients who have an interest in 
a diverse range of  industries and 
structures for those interests   
 
What is the next big thing in 
private wealth manage-
ment?  UHNW demands for infor-
mation regarding their affairs as 
computerisation continues it's grow-
ing storm across the globe.  
 
Will you still be successful as a 
woman if you don’t dress the 
part? I do not believe I would be 
where I am today.   
 
Is the glass ceiling still with 
us? Yes it is.  It is not as bad as 
when I started out my career and 
certainly not in as many organisa-
tions.  

What charities do you admire 
and why?   I admire almost all 
charities, those that work to support 
the sick, the homeless, those that 
are disadvantaged.   
 
What is the dummies guide to 
making it to the top in finance 
or pwm? To take all advice that is 
given, work hard and learn from 
each lesson. Do not give up. 
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you do not understand the chances 
are that at least half  of  the room 
doesn’t either. 

What initiatives do you have or 
do you think there should be 
for women?  I think mentoring 
less experienced colleagues is very 
important. 

Do you think the British gov-
ernment should legislate to 
bring women on boards ?  No – 
women have to get there on merit. 

What are your three USP’s for 
working with uhnw clients?  
Understanding what drives a client, 
not being afraid to say a proposal is 
a complete non-starter and really 
listening. 

What is the best thing that has 
ever been said about you?  In 
the middle of  a fairly complex trans-
action a client said I always made 
them feel very calm, so it would ap-
pear I also have some acting skills. 

What is your individual focus 
in terms of countries and 
uhnw clients? Non-domiciliaries. 

How much do you travel on 
business and where do you 
tend to go?  To the offshore cen-
tres. 

What is the next big thing in 
private wealth management?  

What signature taxation, 
laws, trusts or investments do 
you think really work for 
uhnw clients and why?  Despite 
the FA08 changes, the rules for non-
domiciliaries can make the UK at-
tractive. 

Are there any private clients 
in the world you would really 
like to work with?  All private 
clients are unique. A lot of  my cli-
ents I had not heard of  until they 
came to me. 

Are women really going to 
take over the world, if so 
how?  I think they have, it is just 
that no-one has told the men… 

What is the most interesting 
or unusual private client deal 
you have ever been involved 
with? I’ll never forget conducting a 
meeting with a client on his super-
yacht moored in the Med.  

What lessons have you learned 
that you could share with 
women? Never be afraid to ask. If  

With the current economic climate 
and reviews on broker charges, 
many clients are turning to insti-
tutional index funds. 
 
Will you still be successful as 
a woman if you don’t dress 
the part?  Not successful in 
business, no. 

What would you tell a divorc-
ing woman in the UK, 
whether she was British or 
International, and why?  To 
keep asking questions until she 
understands her finances. 

Is the glass ceiling still with 
us?  Probably not. 

What charities do you admire 
and why?  Tommy’s, which funds 
research into pregnancy problems, 
from which I suffered. Also they 
went from  a small beginning to 
now being a well known charity. 

What is the dummies guide 
to making it to the top in fi-
nance or pwm? Dummies don’t 
make it. 
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a good position when meeting cli-
ents to listen to their needs and pri-
orities. 

What initiatives do you have or 
do you think there should be 
for women? I appreciate City-
wealth’s Women in Wealth initiative, 
which is a great way to network and 
share insights with others in the in-
dustry. I would say that there is a 
far greater recognition in the indus-
try and amongst clients today to the 
added dimension that women can 
bring to banking and trust relation-
ships.  

If you had to win a wealthy 
new client where would you 
take them to impress them? 
Clients from the Middle East tend to 
like to be taken to traditional British 
events. If  they are visiting the UK 
for example I might take them to tea 
at the Ritz or to one of  the "Summer 
Season" events like Wimbledon or 
Ascot. This year RBC is once again 
sponsoring a garden at the Chelsea 
Flower Show, which is really popular 
with existing or potential clients too. 

What is the best thing that has 
ever been said about you? I’m 
not sure whether it’s necessarily the 
most flattering thing that’s ever 
been said about me, but a new client 
recently compared me to Margaret 
Thatcher! I think the point that he 

What signature taxation, 
laws, trusts or investments do 
you think really work for 
uhnw clients and why? Be-
ing compliant is very much at the 
top of  our clients’ priority list and 
this approach is particularly impor-
tant for UNHW clients who are look-
ing for security and stability, whilst 
still legitimately requiring anonym-
ity in regards to their investments. 

What size of client do you gen-
erally work with and how 
many do you have? I have be-
tween 30 and 40 relationships that I 
manage and on average deal with 
assets of  over £10m.  

What lessons have you learned 
that you could share with 
those starting out in the in-
dustry? Communication is abso-
lutely vital to succeed in our busi-
ness. I would advise anyone start-
ing out in private client work to 
spend as much time as they can lis-
tening and learning from the profes-
sionals around them. By developing 
those listening skills they will be in 

was trying to make was that I was 
someone that got things done - 
someone that, in the words of  
Gorbachev, "he could do business 
with". 

What is your individual focus 
in terms of countries and 
uhnw clients? I manage a Jer-
sey-based team of fiduciary pro-
fessionals who administer a num-
ber of  structures for high value 
clients, many of  whom are Middle 
Eastern families with substantial 
UK interests. Our clients are 
mainly from Saudi Arabia, Kuwait, 
UAE and Bahrain and include 
UHNW and HNW clients.  

How much do you travel on 
business and where do you 
tend to go?  On average I travel 
to the Middle East four or five 
times a year, to meet clients, in-
termediaries and prospects. I also 
visit our London and Toronto of-
fices regularly but sadly, as a 
Leeds girl I only get two valid 
business reasons a year to 
go back to Yorkshire. 

What is the next big thing in 
private wealth manage-
ment? Dealing with the fallout 
of  the eurozone crisis is clearly 
going to dominate the landscape 
for the foreseeable future.  
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family offices can gain greater 
transparency and control over the 
assets and direct access to an insti-
tutional-quality operation. 
 
Are there any private clients 
in the world you would really 
like to work with?  It’s been 
very exciting working with families 
who have assets spread across a 
variety of banking relationships 
and platforms. Northern Trust has 
been able to streamline the opera-
tions for these families onto one 
platform.  
 
Are women really going to 
take over the world, if so 
how?  
At Northern Trust, we have many 
women in leadership roles, includ-
ing Jana Schreuder, who heads our 
Personal Financial Services busi-
ness globally. Our new Chief  In-
vestment Officer for Personal Fi-
nancial Services, Katie Nixon, is the 
first woman in the role and over-
sees 400 investment professionals 
and has oversight of  $163 billion in 
assets under management. More 
than a quarter of  our management 
group is comprised of women and 
we have two women on our board 
of  directors.  
In our business of working with 
‘successful families’, women have 

What signature taxation, 
laws, trusts or investments 
do you think really work for 
UHNW clients and why?  
In a market of ongoing turbulence, 
we have seen an increasing em-
phasis on risk management and 
transparency. The segregation of 
duties between the investment of  
wealth and administration of 
wealth has evolved as the pre-
ferred model for institutions. We 
recommend it to families of sig-
nificant wealth to adopt as well.  
By unbundling the administration 
and performance measurement 
from the investment managers, 

always been half  of  our client 
base. That wealth comes from 
two principal sources: some earn 
it while others inherit it.  
 
What size of client do you 
generally work with and 
how many do you have or 
what AUM do you manage?  
Northern Trust Wealth Manage-
ment EMEA focuses exclusively 
on exceptionally wealthy fami-
lies, their family offices and 
foundations with investable as-
sets of US$200 million and 
above.  
 
What is the most interest-
ing or unusual private client 
deal you have ever been in-
volved with ?   We assisted a 
client in setting up a unitised 
fund through which the family 
office manage the cash holdings. 
The family office is responsible 
for the investment of the assets 
with the individual trusts and 
family members accounts effec-
tively adding up to 30-40 clients.  
Each account held its own pool of  
cash which was difficult to man-
age as the family office did not 
have discretionary management 
of  every account.  
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women through a professional de-
velopment programme that seeks 
to form a global network of women 
to provide each other with ongoing 
support.    
 
Do you think the British gov-
ernment should legislate to 
bring women on boards as 
they did in Norway? I don’t 
have a specific view on legislation, 
but certainly support female repre-
sentation on boards as a good busi-
ness practice.  
 
If you had to win a wealthy 
new client where would you 
take them to impress them?  
We have a saying that when you’ve 
worked with one family [or family 
office], you have worked with one 
family [or family office].  This em-
phasizes that each client we deal 
with is unique in its composition 
and service requirements. It goes 
without saying that what might im-
press one prospective client might 
not be the same for the next. Hav-
ing said that, we’ve found it invalu-
able to take our prospective clients 
on the Northern Trust Wealth Man-
agement Operations Tour, hosted at 
our offices. We take an in-depth 
look at the inner workings of the 
global custodian by showcasing a 
step by step process.  

To remedy this situation, NT 
worked with the family office on a 
number of  options.  The family of-
fice settled on forming a cash fund, 
which pooled all the cash into one 
vehicle in exchange for units held 
by each of  the trusts and accounts.  
 
What lessons have you 
learned that you could share 
with women starting out in 
the finance industry?  
If  you don’t love what you do you 
are not likely to be brilliant at it – 
even if  you are, you might not be 
happy.  Make sure that you are 
passionate about your chosen ca-
reer.  
What initiatives do you have 
or do you think there should 
be for women?  Northern Trust 
has various support groups and 
networking opportunities available 
for our Northern Trust partners.  
Northern Trust has excellent re-
sources for women employees to 
potentially rise through the ranks 
to become managers and leaders. 
We have a group called the Women 
in Leadership Business Resource 
Council that focuses on career de-
velopment, networking and men-
toring as well recruiting and re-
taining women candidates.  Clare 
Flanagan and I are both members. 
Separately, I co-lead a group of  

What are your three USP’s 
for working with uhnw cli-
ents?  
We have an unmatched combina-
tion of  factors that resonate with 
our clients.   Focus on the UHNW 
sector – Northern Trust serves 
20% of  the Forbes 400 clients.  
Financial security – safety and 
stability of our well-capitalised 
balance sheet.  Client service ex-
perience – Northern Trust is an 
institutional strength industry 
leader with one operating plat-
form and state of the art report-
ing technology.  
 
What is the best thing that 
has ever been said about 
you or you have done or 
won?  
As a manager that I enable oth-
ers to realise their potential. 
What is your individual fo-
cus in terms of countries 
and uhnw clients?  
Europe, Middle East and Africa 
(EMEA). Families, Single Family 
Offices and Foundations and En-
dowments with US $200 million 
or more in investable assets. 
 
How much do you travel on 
business and where do you 
tend to go? Monaco and Ge-
neva for Client related business. 
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ern Trust focuses on helping in the 
areas of  education, the arts and 
social welfare. Last year we gave 
cash contributions of more than 
$14 million dollars to charities and 
civic organizations. Northern Trust 
encourages employees to volun-
teer, and they donated 180,000 
hours of  their time last year.  Some 
of  our favorite charities include:  
Africa Foundation. Northern Trust 
recently sponsored the second Art 
for Africa™ auction showcasing 
leading American, Africa-American 
and African contemporary artists at 
Sotheby's New York. Funds raised 
will support the work of Africa 
Foundation, whose mission is to 
better the lives of  orphaned and 
vulnerable children in South and 
Eastern Africa. In 2009, Northern 
Trust sponsored a similar Art for 
Africa auction in London. The Kids 
Company. This is an organisation 
Northern Trust supports and they 
work therapeutically with vulner-
able children and young people.  
  
What is the dummies guide to 
making it to the top in fi-
nance or pwm? Have your cli-
ents’ best interests at the heart of 
everything you do. Be an excellent 
listener, both to clients and col-
leagues. At Northern Trust, our 
“principles that endure” are ser-

New York and Chicago for internal 
business. 
What is the next big thing in 
private wealth management?  
The segregation of duties between 
the investment and administration 
of  wealth. 
 
Will you still be successful as 
a woman if you don’t dress 
the part? Both men and women 
need to dress well if  they want to 
succeed in this industry. How you 
dress reflects directly on you and 
your aspirations. We’ve heard it 
said that you should dress for the 
role you want, not the one you cur-
rently hold.  
 
What would you tell a divorc-
ing woman in the UK?  
Hire a strong support network of 
advisers and lawyers. 
Is the glass ceiling still with 
us? Seek out the support of sen-
ior women and men in your organi-
zation to help you “break 
through”. Look for a sponsor, not 
just a mentor, who has the author-
ity to help you achieve your ambi-
tions. Be willing to work harder 
than the competition, no matter 
your gender.  
 
What charities do you admire 
and why?  As a company, North-

vice, expertise and integrity. 
These are foundational to who 
we are, even as our products, 
services and technology continue 
to evolve.   

Charlotte Denton, Head of  Wealth Management, London, Northern Trust 
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News 

Jersey based Whitmill Trust Com-
pany Limited  have announced in-
volvement in the VisionPro Sports 
Institute (VSI) following a recent 
press conference in Florida.  During 
the conference VSI announced that 
it has entered into a number of  
franchise agreements with United 
Soccer Leagues in the USA. The 
agreements between VSI and USL 
will enable VSI to enter teams, 
based in Tampa, Florida, into a 
number of  USL Leagues including 
the USL PRO, USL Premier Develop-
ment League, USL W-League and 
USL Super-20 League. Headquar-
tered in Jersey, VSI uses the sup-

Whitmill Trust sign up 

with soccer Institute: 

VisionPro Sports 

port and backing of  some of  foot-
ball’s leading professionals including 
current and ex English Premiership 
players and managers to establish 
and operate elite academies for 
young talent. Joining the VSI team at 
the conference was its International 
Ambassador Ian Wright the ex-
England and Arsenal player who has 
an active interest in the business. He 
was nearly twenty three years old 
when he was plucked from obscurity 
by Crystal Palace and went on to win 
every domestic honour in the English 
professional game. Frederick Deacon 
Director of  Whitmill Trust Company 
and Executive Director of  VSI com-
mented "We are thrilled to be in-
volved with VSI and whole heartedly 
support its aims and objectives. Along 
with the launch of  the Tampa acad-
emy we are also working with VSI in 
relation to their first European acad-
emy based in Spain also with regard 
to the launch of  an academy in Portu-
gal in the near future. Longer term 
plans include further development 
into the Middle East and Asia. This is 
a new and unique structure which now 
stretches across continents, and which 
is exciting for us and also for Jersey 
to be involved with.”     

Chris Sanger, Head of Tax Policy at 
Ernst & Young, said: “Research and 
Development is a long term busi-
ness and today saw the announce-
ment of an important change to the 
tax regime that had been wanted 
for some time.  The Chancellor 
stated that the Large Company Re-
search & Development Tax Credit 
would finally live up to its name 
and change from being an extra 
deduction against profits into a real 
tax credit.”  Commenting on the 
announcement, Frank Buffone, 
Head of R&D Tax Relief  at Ernst & 
Young, said: “This has been a real 
bugbear for industry and has im-
paired the effectiveness of  the re-
lief  to date.  Moving this to an 
“above the line” credit will mean 
that this will become far more ef-
fective at driving innovation.  Now 
we wait to see the detail and, of  
course, the generosity of  the 
credit.  We now have a date, April 
2013 ... now we need to know the 
amount.”  

R&D tax changes: It 

took a long time 

coming, but worth 

waiting for says 

Ernst & Young  

Frederick Deacon, Whitmill Trust 
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of the label. The collection was re-
ceived by rapturous applause by 
the distinguished guests that in-
cluded five Lord Mayors of  London 
and many other political, military 
and diplomatic VIPs. 

The show started with a collection 
of  stylish fur-trimmed coats, fol-
lowed by luxurious woollen suits 

Couture Designer Rachel Elbaz shows her autumn-winter 
collection in support of  the charity Walking With The 
Wounded at the Chelsea Football Club 

French couture designer Rachel Elbaz 
was asked by the Mayor of  Hammer-
smith & Fulham to show her collec-
tion A/W11 during a high profile 
charity gala event at the Chelsea 
Football Club. Her chosen charity, 
Walking With the Wounded, is sup-
ported by Prince Harry, who had sent 
his heartfelt wishes for a successful 

evening, as had done Camilla, Duch-
ess of  Cornwall and Roman 
Abramovich, owner of  CFC. 

The collection of  sophisticated day 
wear and glamorous evening wear 
was introduced by Karen Jones - 
publisher and editor of  Citywealth 
magazine – wearing a chic LBD by 
the designer and a long standing fan 

Rachel Elbaz centre with black dress and 

red flower and her models wearing the 

latest collection 
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Roman Abramovich, owner of  CFC sent his best wishes for the 
evening as did Prince Harry and Camilla, Duchess of  Cornwall  

Karen Jones, Editor, Citywealth intro-

duces the show saying “I am wearing 

a Rachel Elbaz dress and her perfume 

and often do. It led to me recently 

being called the Liz Hurley of the fi-

nance world. Ladies, if Rachel’s 

dresses can do that for me, just think 

what they can do for you.”  

and jackets worn over silk day 
dresses and flirty short cocktail 
dresses embellished with lace 
and sequins. It ended with an 
elegant parade of  full length 
evening gowns mostly in deli-
cate silk chiffon overlaid with 
Chantilly lace and sparkling se-
quins. The cream and black 
woollen 'tornado' coat, that was 
much admired earlier when 
Lady Wilnelia Forsyth wore it at 

her husband's, Sir Bruce Forsyth's 
investiture ceremony at Buckingham 
Palace, was especially well received.  

Amongst the stunning models show-
ing Rachel's breath-taking collection 
were two beauty queens and exotic 
6ft tall Rosemary Chilese-Ellis nomi-
nated to carry the 2012 Olympic 
torch. 

Rachel Elbaz is one of  those few cou-
ture designers left who creates be-

spoke garments, with her own skilled 
team of  cutters and machinists, in the 
atelier on her premises. She was 
trained at the prestigious couture 
house Balmain in Paris and estab-
lished her elegant salon in Knights-
bridge 16 years ago. 

A few years ago Elbaz launched her 
own perfume Dream de Rachel Elbaz 
– produced in France in Grasse where 
the iconic Chanel 5 is produced – a 
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The cream and black woollen 'tornado' coat, was worn by Lady Wil-
nelia Forsyth at her husband's, Sir Bruce Forsyth's investiture cere-
mony at Buckingham Palace 

sexy and feminine perfume that her 
guests were treated to during the 
evening. 

Sponsors and generous bidders on 
the night included Petar Cvetkovic of  
the DX postal service.  

www.rachelelbazcouture.com 
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Amongst the stunning models showing Rachel's breath-taking collec-
tion were two beauty queens and exotic 6ft tall Rosemary Chilese-Ellis 
nominated to carry the 2012 Olympic torch 

Visit Rachel Elbaz at  her store 

65 Knightsbridge, SW1X 7RA 

Tel: +44 207 235 3979 
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Mayor of Hammersmith & Fulham, Frances Stainton  who organised the  Chelsea Football Club event 

for her chosen charity Walking With the Wounded which is supported by Prince Harry. 
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The Four Seasons, Budapest 

Panoramic views of  the Danube 

are available at the Four Sea-

sons, Budapest also known as 

the Gresham Palace which also 

houses a wonderful spa at the 

top of  the building. With the 

right room you can open your 

balcony doors and survey your 

temporary kingdom which in-

cludes the cobbled old town 

across the Danube known as 

the Buda Castle area which is a 

World Heritage Site. You also 

have in front of  you the spec-

tacular Chain Bridge which connects 

the two areas of  Buda and Pest.  Bu-

dapest is a pretty City and wander-

ing around the Christmas markets is 

fun with mulled wine on offer and 

lots of  local food which is meat 

heavy and includes lashing of  veni-

son sausage and foie gras as matter 

of  factly as if  it were milk in your 

tea. As well as the usual charm of an 

Eastern European destination, Buda-

pest feels very peaceful but is still 

hustling and bustling with local and 

International shops and has busy res-

taurants offering goulash and all 

sorts of  exotic meat dishes.  

The best food by far though was in 

the Four Seasons Gresham restaurant.  

Although the restaurant feels more 

The Four Seasons, Budapest has the WOW factor 
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casual than sophisticated this is 

not the case with the food 

which rivalled any food I have 

eaten anywhere, if  miniaturised 

it would have even given Tho-

mas Keller a run for his money.  

Yet still the best bit is to come. 

You are in the home of  Tokaji 

one of  the best  sweet wines 

you can drink. You may as well 

just die and go to heaven be-

cause this might be as good as 

it gets.  Even breakfast is su-

perb. My Hungarian omelette 

was a picture of  perfection and 

spiked with chilli and sausage meat 

and piping hot to nearly burn your 

mouth. For a foodie, you feel you’ve 

arrived and the default position or 

leading question is “shall we eat 

here rather than going out?” 

The Four Seasons, Budapest has a 

gifted sommelier who will consult 

course by course on an elegant wine 

which you can have with a tasting 

menu, if  you’ve brought your expand-

able trousers or skirt.  Just to wet 

your appetite how about fried foie 

gras praline with chestnut puree and 

plum or pike perch with coco beans, 

clam and guanciale ragout and pien-

nolo tomato fondue.  As they say in 

America—niiiiice.  

Perfect for a Christmas break.  

www.fourseasons.com/ 

The bar at the Gresham Palace Four Seasons. You can smoke a cigar inside.  

The Four Seasons, Budapest offers a magical trip 

The Clock Tower Suite 
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Living the life at the Four Seasons, Budapest 
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Off to south west of  Scotland 

for the launch of  a new Dal-

more single malt vintage at the 

beautiful Glenapp Castle in 

Ayreshire.  

Like a lot of  Dalmore's finest 

vintages, the Astrum is named 

after stars, in this case, the 

Latin word for constellation. 

So after a delicious eight-course 

Michelin-starred menu 

(including the delights of  fois gras 

and loin of  hare) we drove up from 

the Castle to the edge of  Europe's 

first dark skies park to sample the 

stellar inspiration for the whisky 

and sample a dram or two. 

On a reasonably clear night, we saw 

Jupiter, the Milky Way and the North 

Star - all pointed out to us by our 

brilliant astrologer guide Steve 

Owens (you can follow him follow 

the stars on Twitter at 

@darkskyman). 
 

We had had delicious helpings of  

various vintages matched to each 

course at dinner already - the twelve 

year-old and fifteen year-old were 

special in their own right, and our 

knowledgeable and friendly experts 

from Dalmore Rob and David made us 

feel like instant experts on whisky. 

But the Astrum was the high point of  

the evening, and we sampled it while 

Stars align to create stellar Dalmore malt  

Glenapp Castle in Ayreshire where Dalmore hosted a tasting of  Astrum 
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Living the life at the Four Seasons, Budapest 



Edition 133. November issue . 2011 .  Page  54 

Citywealth: For Ultra High Net Worth Individuals, Their Advisers and Wealth Managers 

lying on sun loungers wrapped 

in blankets, as we looked sky-

wards and dreamt of  other 

worlds. 

This exceptional forty year-old 

vintage emerged from the dark-

ness of  a lengthy maturation 

with a glorious lustre.  

Set to cask on the final day of  

the year 1966, this spirit spent 

most of  the ensuing four dec-

ades in American white oak 

casks from Kentucky before be-

ing transferred for a final eight-

een month flourish to thirty 

year old Matusalem casks from 

the majestic house of  Gonzalez 

Byass.  

 Proudly protected in a bespoke, high 

bloss black laquer box, only 500 bot-

tles were produced, each one embel-

lished with delicate hand cuttings 

and adorned with The Dalmore’s 

iconic stag. Bottled in 2011 at 42%

ABV, there are only 300 bottles re-

maining worldwide. Nuances of  hon-

eyed pear, banana and passion fruit 

stimulate the senses. 

  

The Dalmore is the third fastest 

growing malt in the world, and the 

distillery owns some of  the rarest 

and oldest stocks in Scotland. 

  

Dating back to the days of  King Alex-

ander III, The Dalmore gained its 

iconic 12-point stag emblem in 1263 

when one of  the Mackenzie clan 

saved the king from being gored by a 

stag. The Dalmore has also adopted a 

version of  the Mackenzie clan motto ‘I 

Shine Not Burn’, which highlights in a 

relevant way the brand’s commitment 

to illuminating the brilliance in every-

thing that it does. 

  

We definitely recommend sampling 

some this Christmas. 

  

 The Dalmore Astrum is available to 

buy at www.thedalmore.com  priced 

at £1,380 per 70cl bottle. 

 

Glenapp Castle won the Scottish Hotel 

of  the Year Awards Most Romantic 

Hotel.  

 

http://www.glenappcastle.com/ 

  

The Dalmore is the third fastest growing malt in the world 

Glenapp Castle in Ayreshire  
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Geneva is a City of  business but 

a very pretty City to do busi-

ness in. With its lakes and foun-

tain (Jet d’eau) and mountains 

not far away and even vine-

yards with very good Swiss 

wines that rarely leave Geneva 

shores because they are consumed 

locally, it is really worth tagging on a 

few days to your trip to take a 

breather particularly in our Black-

berry driven, double dipping, reces-

sion filled world.  

The Four Seasons Hotel des Bergues 

was named after a rich German mer-

chant and financier named Hans Kle-

berger who owned several properties 

on both sides of  the Rhone River.  In 

The delightful Four Seasons Hotel des Bergues, Geneva 
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1917 the hotel was completely 

refurbished and since 2005 The 

Hotel des Bergues has also 

been undergoing an update 

with French interior architect 

Pierre Yves Rochon which  in-

cludes building a smart new spa 

on the top floor which will open 

imminently.   

The hotel décor emulates the colours 

of  the lake with blue and grey in 

soft nature tones to reflect its envi-

ronment. The new suites and presi-

dential suite are in a more trendy 

chocolate with lots of  textures in the 

form of  deep rugs, soft furnishings 

and beautiful objet d’art.  

With thirty five suites, no-one will be 

without this option—it is very im-

portant to upgrade when everyone is 

Il Lago restaurant offers a fine dining breakfast, lunch and dinner 
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downgrading to buck the cau-

tion trend, just because you 

can.  

The Hotel des Bergues is the 

place for business functions or 

parties also. If  you are jetting 

in to impress peers or clients 

then the Four Seasons should 

be on your hit list for review. 

For super wealthy clients or those of  

you who fancy a treat and are pre-

pared to allow yourself  to be taken 

off  the austerity leash, then may I 

recommend you book the Presiden-

tial suite above. It doesn't matter 

how bad you think work-wife is—it 

will definitely seem a lot better sit-

ting in a whirlpool bath big enough 

for a family of  fourteen. By the bed 

you have an instant light fire with 

real logs so you just know you’ve ar-

rived. If  you fly in on a G6, then you 

will have given yourself  signed, 

sealed and delivered confirmation of  

that.  

www.fourseasons.com/geneva 

The Presidential suite —the king and queen of  suites 
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