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BETTER BUSINESS [TE

ome may say that an asso-
Sciation with Greece may not

be helpful at this time, but
that should not get in the way of
Parmenion Capital Partners LLP
as ‘Parmenion’ was the legendary
Greek general that enabled the
expansion of the Greek empire.

In 2006 a number of experienced
investment specialists set-up the
firm to deliver a vision of the com-
pany that is a little different to some
of the other larger, more established
platforms.

Parmenion positions itself as a
custodian and discretionary fund
manager (DFM) rather than as a
transactional platform. Richard and
the team have utilised their invest-
ment experience and processing
knowledge to create a platform with
inherent efficiency and focus on
delivering cost-effective services.

Unlike so many other platforms
that have sought to align them-
selves with the wealth/high-net-
worth (HNW) clients, Parmenion
has established a differentiator by
targeting advisers that have clients
with small portfolios — circa £7k
— where it believes it can help help
them to deliver an appealing invest-
ment management proposition at
attractive cost. Although it allows
smaller portfolios, it has some
larger investments that go as high
as £6.1m, but the average is nearer
£25k. By being able to continue to
service such clients (rather than
abandon the segment) and to con-
vert the income from these clients
to a recurring model, Parmenion
argues that it can help to create
a sustainable profitable income
stream and so improve the valua-
tion of the adviser’s business at the
same time.

By Richard’s own admission, Par-
menion was originally established
and funded by what he calls ‘City
Grandees’. However, as an endorse-
ment that it has more than just a
bunch of capable investment man-
agers (ex Hambros, Framlington,
Morgan Stanley, Cazenove etc), the
company now has Mik Cons (ex

1st Software founder) as one of its
investors and advisers. Mik bought
into the company following a dem-
onstration of how the platform has
embedded the knowledge and expe-
rience efficiencies that Richard and
his team have acquired over many
years. Richard says that it has not
sought to build a complex solution;
rather it has focused its time and
money on a simple process that
advisers can use to meet the invest-
ment needs of the customer.
Platforum positions Parmenion
as an investment led rather than
administration focused solution,
putting them alongside the likes of
7IM and Raymond James. However,
Richard would argue that the com-
pany is equally strong in both areas
because of the inbuilt focus on deliv-
ering administrative efficiency as
part of its cost-effective proposition.

Working with the adviser
Looking at the system, Parmenion
works with the adviser to set up
their requirements allowing a
degree of branding, including logo
and colour selection as well as some
of the content such as what is on the
home/welcome screen (a number of
information widgets). The system
can be tailored for a firm, adviser
and client view, with the structure
and content being relatively simple
and easy to follow. Indeed, Richard
says that the company can work
with a firm to construct the entire
investment process in a way that
meets their own preferences. Navi-
gation is via a set of menu tabs at
the top of the screen and users can
drill down through an adviser’s cli-
ents and portfolios to look at fund
choices and asset mixture.

The system is intended to comple-
ment rather than replace existing
technology solutions used by
advisers so it does not purport to
replace the factfind, back-office or
CRM systems. It does have an atti-
dude to risk (ATR) questionnaire
that the company has created, but
it is also looking to integrate with
industry specialist tools (as yet
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