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Summary

‘Integrated Solutions’ is our term for the business of providing investors with a holistic 
product including advice on strategic investment policy, investment and risk management 
and asset allocation.  This market is also referred to as Fiduciary Management, 
Implemented Consulting, Solvency Management and Delegated Consulting, among other 
terms. 

The market has reached the stage in its development where ýrms needs more information 
for example about levels and types of of demand, and where growth has been and will 
come from.  

But there is a signiýcant lack of data ï both internal and external - in the Integrated 
Solutions market.  Spence Johnson has been asked by major providers of the service in 
Europe to consider ways in which we could use our independent and informed position to 
help generate some of the missing data.  

 Examples of missing data in the Implemented Solutions Market

	 Client appointments

	 How many appointments are there today?

	 How long have these been in place?

	 How do they vary in their asset allocation?

	 How do they vary in terms of the level of delegation?

Our response is the Integrated Solutions Provider Group, a European initiative to collect 
inputs from industry participants and create exclusive and conýdential new measures for 
the beneýt of group members only.   

  

This document is an invitation to you to join this group of European ýduciary 
managers, implemented consultants, master KAGs and pension solution providers 
who provide Integrated Solutions.

	 Client appointments

	 The date of each appointment

	 The type of client 

	 The location of each client

	 Key client decision maker by type

	 Patterns of existing demand

	 Service features IS buyers want

	 The tasks IS buyers delegate 

	 What types of investor use IS most

	 Asset allocation preferences

Examples of data we would collect 
from group members

Examples of new measures we would 
provide to group members
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The missing data

The market for Integrated Solutions of institutional management is not a new one.  By our 
deýnition, Integrated Solutions have been provided in some form for many years.  More 
recently the growth in ýduciary management and implemented consulting has given the 
market new momentum. 

But there is a signiýcant lack of data ï both internal and external - in the Integrated 
Solutions market.  The market beneýts from some measures of its activities, but important 
data is still missing.  These measures cover client appointments (also known as mandates), 
clients, resources and trends.  

Examples of missing data include:

Client appointments

How many appointments are there today?

How long have these been in place?

How do they vary in their asset allocation?

How do they vary in terms of the level of delegation?

Clients

What type of clients have an Implemented Solution service today?

What prompted these clients to request this service and what are their characteristics?

Resources

What resources are currently required to deliver an Implemented Solution service?

How does this vary by type of client, and by type of service?

Trends

What type of appointments are likely to be required in future?

What type of client will require an Implemented Solution service in future?

What will be the pressure on resources in the future?

What regions are seeing growth?
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Collecting data from members

In order to supply the missing data we propose to collect a limited set of measures from 
each group member in a short and easy to complete data collection sheet.  

We will follow this with face to face interviews with key team members at each ýrm, in 
which we will ensure the direct comparability of the measures from ýrm to ýrm.  We will 
also seek to understand the reasons for statistically outlying data. 

Interviews will also allow us to help members estimate data where they do not have the 
ability to provide hard measures.   Where estimates are used we will make this clear when 
we show results.

Before we set out to collect the data from members, we will collect feedback from group 
members to ensure that the data is collectible.  We will also collect member thinking on 
what other data might be worth collecting.

The following data points are likely to be included: 

 

Client appointments

The date of each appointment

Type of client 

Location

Key decision maker by type

Investment offerings

AUM within each appointment

Asset mix (by asset class and by active / passive)

Extent of open architecture offered

Scope of service

Type of outsourcing tasks included in the appointment

Governance oversight

Lock up period

Structure for accountability and the level of delegation

Remuneration structure

 

Distribution

Sales path by Appointment 

Internal resources

Size of provider ýrm

Number of staff (or FTE) dedicated to IS by 
activity and location

The staff background and expertise

Ofýce locations

Regional coverage and target markets 
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Study to show ýndings

The main deliverable for this group will be a study showing ýndings from the research.  Five 
sets of measures will be offered.  

Members will gain a greater understanding of Patterns of existing demand - what 
investors are looking for, the tasks they are delegating. Future demand will be predicted 
based on what we learn from looking at the past, and hearing from industry participants.  
We will show how the Market dynamics are changing ï what the market size is, and 
where growth will come from.  Market positioning will emerge from looking at provider 
market shares by region and type of offering.  We will show possible Operational 
efýciencies by comparing your use of resources and productivity to that of others. 

More examples of what will be shown in the study is shown below:

Market positioning 

How your clients vary in type and behaviour to all 
others

What your share of the market is, and by country 
and in key product categories

Market shares by type of provider

Market shares by type of proposition 

Operational efýciencies

Measures of sales efýciency and effectiveness per 
head and in relation to sales team cost

Measures of operational output per head and in 
relation to staff cost

Comparing costs of doing business by country

Predicted resource requirement for future growth 
scenarios

Patterns of existing demand

Service features IS buyers want

The tasks IS buyers delegate 

What types of investor use IS most

Asset allocation preferences

Future demand

What service features users of IS will look for

The tasks they will delegate 

What types of investor will use IS most

What asset allocation preferences IS users will have

Market dynamics

The size of the market over time

Where and in what key product categories the market 
will grow most

Future predictions of market size by country 

Future predictions of market size by key product 
categories
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Terms and Timing

Conýdentiality

All data provided by members will be treated as conýdential. No reference will be made to 
individual ýrms and all data will be aggregated and anonymised.  A list of all participating 
ýrms will be given, but no reference will be made to the data supplied by any individual 
ýrm, and nor will the data be described in such a way that the data of any individual ýrm 
or any individual client can be surmised.  The data provided by each member to Spence 
Johnson will be stored on one secure hard drive and will not be distributed in any way to 
anyone else. Once the project is completed, the data provided by each member will be 
destroyed.  A non-disclosure agreement will be signed with any member if requested. 

2010 Group

The group will be made up of a minimum of ýve ýrms. Only those ýrms with integrated 
solutions under management will be invited to join, and only members who contribute data 
for the research will have access to the ýnal study.   Apart from a very high level summary, 
which will be used to attract new members to the group in future years, none of the 
ýndings will be published outside of the group.  The ýndings will be delivered in the form of 
a document and a presentation.  Delivery of the ýndings will be made to all group members 
in person to provide maximum understanding of and beneýt from the ýndings.  Members 
of the Group will also be invited to participate in collective round table discussions following 
the release of the 2010 study. 

Timing

We aim to have the group ýnalised in May, the data collected and interviews conducted in 
June and July and delivery of the ýnal study from August. 

Future Group plans

We aim to recreate this study on an annual basis, continually adapting according to 
changes in the market, but also offering a consistent set of comparisons over time, which 
will be of value as measures of market growth.   

Fee for membership

The cost for participation in 2010 is £4,995 of which 50% is due upon joining the group,  
with the remaining 50% payable upon delivery of the ýnal study.  Those who are willing 
to make a commitment to join the group before the end of April will be offered a 10% 
discount.




