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Niche marketingNiche marketing

Market to the world and go brokeMarket to the world and go broke

Meet the very specific needs of a part of the 
market.
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Rules for niche marketingRules for niche marketing

Meet a need:

P d t f t Product features

 Service

Speak their language:

K th IFA' diffi lti Know the IFA's difficulties

 Understand the key issues for them

Requirements for niche platforms to Requirements for niche platforms to 
succeedsucceed

Year to December
 Focus

YTD
£'m 2007 2008 2009 2010 2011

ISA 4.8 4.0 4.6 5.1 2.1

Portfolio 6.0 6.2 7.2 4.3 2.0

10.8 10.2 11.8 9.4 4.1

 Focus

 Close relationship 
with IFAs

 Flexible systems

 Culture of service 

SIPP 1.2 0.5 1.7 1.6 1.4

No of cases 21 10 28 42 32

and change

 Cost control
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Results if done wellResults if done well

 Great customer loyalty

 Profitability

Possible threats to niche platformsPossible threats to niche platforms

 FSA due diligence FSA due diligence –
perceived need for size

 New entrants/improvements of 
large platforms

 Lack of name awareness
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Future of intermediary businessFuture of intermediary business

 Higher end intermediaries want:

 To build their own distinct service offering :

‐ Branding, DFM, model portfolios

 Close relationship with providers

 Cost Control

 Far less transactional

Future of direct to customer Future of direct to customer 
businessbusiness

Growth due to:

 RDR/Intermediary branding for 
D2C

 Other entrants

Junior ISAs Junior ISAs

 Mass market?
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Future plays to strengths Future plays to strengths 
of niche playersof niche players £'000 £'000

Increase in annual income 2012 2013

SIPP 50 50SIPP 50 50

10 10

Renewals 25 25

Interest 5 10

Expenses (30) (30)

60 65

Cofunds Close relationship with intermediaries            
and fund managers

 Flexible / nifty systems

 Culture
Previous year profit 60 120

Expected profit 120 185

Assumes no increase in other non SIPP business

 Culture

Finally...Finally...

This presentation is based on our understanding of 
current and proposed legislation, is for information 

only and not for presentation to clients.

Avalon or its employees can accept no responsibility 
for any error or omissions.

Avalon is authorised and regulated by the FSA.  
Avalon is the trading name of Avalon Investment Services Limited.  

Registered Office: 2 Market Place, Tetbury, Gloucestershire, GL8 8DA.  
Registered Number: 3792386 England.


