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Should solicitors be allowed to make
referrals to restricted financial advisers?
The ‘independent’ label is in danger of becoming
meaningless as a number of other factors have
more bearing on an adviser’s capabilities
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Moreover, the right financial planner
for the private client team would be

I sit somewhere between SIFA and

well-qualified fee earners, who have the
client’s best interests at heart. n

Private Client Adviser
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