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PCH SPRING GOLF CHALLENGE 
SHOWCASING OUR INDEPENDENCE  
– NURTURING WEALTH

CELEBRATING 
COMMITMENT  
AND SUCCESS

TIMING (TIME IN) IS EVERYTHING - 
WHEN TRANSITIONING FROM WEALTH 
GENERATION TO WEALTH PRESERVATION

PRIVATE CLIENT TRUST: YOUR 
ANNUAL REMINDER TO DRAFT 
OR UPDATE YOUR WILL 

We were delighted and humbled to be 
recognised as the Top Wealth Manager: 
Boutiques in South Africa in the 2024 
Krutham (previously Intellidex) Top Private 
Banks & Wealth Managers Awards as 
published in the Financial Mail Investors 
Monthly. It was also very rewarding to place 
second in the Wealthy Family Archetype, 
Entrepreneur Archetype and Retiree 
Archetype Awards. 

The Krutham Top Private Banks & 
Wealth Managers survey is based on a 
comprehensive survey of wealth managers 
and private banks as well as their clients to 
provide insights into the current status, health 
and competitiveness of South Africa’s private 
banks and wealth management sector.  

The annual survey, now in its 13th year, 
places a high emphasis on client feedback 
across an extensive list of categories. The 
results are a guide for potential clients 
to establish which company will serve 
their individual needs the best while also 
generating substantial statistical analysis of 
options available in the wealth management 
and banking space – a useful benchmark for 
firms competing in this sector.

The survey’s comprehensive client 
questionnaire accounted for 60% of the 
rating this year. 4,363 wealth management 
clients and 8 727 private banking clients, 
representing 164 wealth management firms 
and six private banks took part in the survey. 
This high number of respondents significantly 
enhances the credibility of the findings.  

The PCH team has spent considerable time 
and effort reviewing its client journey across 
all its Family Office service pillars to identify 
our clients’ pain points and then challenging 
our teams to resolve them. Our mission 
statement of nurturing wealth for our private 
clients and their families is fundamental to 
our relationship with all our stakeholders 
and the work that our teams have done in 
the client experience space makes this year’s 
results especially gratifying. 

A Net Promoter Score (NPS) rates how 
likely an existing client is to recommend 
their wealth manager to others. The market 
average for NPS from this year’s survey was 
63 compared to Private Client Holdings’ 
score of 82, a great achievement and 
testimony to the strong relationships we 
share with our valued clients.   

What we found valuable was that the 
research not only benchmarked us against 
the best in the country, but also highlighted 
areas that we could improve upon. This 
included enhancing accessibility through 
technology to personal advisors for our 
retired clients as well as improving our 
communication and support for this client 
segment. Entrepreneurs are a growing 
client segment for PCH and there is room to 
enhance and tailor the products and services 
they are looking for. 

We could not have done this without you! 
A sincere thank you to all our clients who 
took the time to complete the questionnaire 
- understanding what makes us good only 
drives us to be better. The statistics and 
insights have therefore been invaluable and 
provide great input for our strategy  
going forward.  
 

 
 

 
 
Citywire, a London-based business 
covering the Global Wealth community, that 
provides news, information and insights for 
professional advisers and investors in South 
Africa have announced the top 50 financial 
advisors in South Africa in their inaugural 
“Spotlight on Success: Celebrating Our 
Top 50 Advisers!” The list recognises and 
celebrates the outstanding contributions 
of local, independent wealth managers 
who have demonstrated exceptional skill, 
performance and service in guiding their 
clients’ financial plans. 

 

We were honoured that six of the top 50 
wealth managers in South Africa recognised 
include Private Client Holdings’  
Grant Alexander, Andrew Ratcliffe, CFP®, 
Nicola Langridge, CFP®, Mark MacSymon, CFP®, 
Luke Hirst, CFP® and Warren Buys, CFA®, CFP®. 

Celebrating Commitment 
and Success

Setting a benchmark for wealth 
management excellence



As we head towards the end of another year, I have been 
reflecting on some of the year’s highlights. A standout was 
certainly being recognised by the Krutham Awards as the Top 
Boutique Wealth Manager in South Africa. It is truly humbling to 
be recognised by our clients, and it certainly represents a vote 
of confidence in our team and offering. It also brought home 
the importance of our independence and our clear focus on 
nurturing wealth for our clients and the importance of a strong 
team to deliver on our strategy and goals. Our clients and our 
relationships with them are at the heart of everything we do 
at Private Client Holdings and we’re delighted that you clearly 
value that too. 

Having six of our team (all those who entered) make the 
Citywire “Spotlight on Success: Celebrating Our Top 50 
Advisers” in South Africa list, further confirms that we are on 
track to providing the level of service and advice that we strive 
for, for our clients.

This year, we embraced the Colleague Experience as an 
adjunct to the work we’ve been doing to refine and streamline 
processes to improve our client experience. Our colleagues are 
central to the PCH experience, and this focus will continue  
into 2025. 

Thank you for your support this year and for entrusting us with 
your wealth journey. We wish you and your loved ones a joyous 
festive season!

Kind regards

Grant Alexander

The Director’s Desk 

Investing for women
Nicola Langridge invited a select 
group of women to join her and 
Marise Bester at Allan Gray’s beautiful 
rooftop terrace to discuss investing for 
women. Marise, a senior Allan Gray’s 
investment specialist, shared her 
perspectives on the present local and 
global economic landscape and lessons 
learned along her investment journey. 
Following the presentation, guests 
enjoyed delicious canapés paired with 
Alexandra McFarlane’s finest wines, 
poured by the winemaker herself.

Knot your average Mandela Day
In partnership with goGOGOgo, 
we had the unique opportunity to 
learn how to create hand-knotted, 
double-layer fleece blankets with 
the wonderful Jane Simmonds from 
goGOGOgo. We spent 67 minutes 
creating the blankets, which, along 
with an incredible amount of clothing 
and blankets collected from the PCH 
staff by our Social Committee, were 
donated to the following charities 
- Sisters Incorporated (Kenilworth), 
Pride Shelter Trust (Oranjezicht) and 
Ikhaya Labantu Disability Organisation 
(Khayelitsha).
 

Werkhuis wine tasting
Warrens Buys and Luke Hirst hosted 
an intimate wine tasting at the stylish 
werkhuis in Newlands Village with three 
of our favourite boutique wine estates. 
Francois Haasbroek explained how 
Blackwater Wines focuses on sourcing 
fruit from the best vineyards across the 
Western Cape while adopting a minimal 
intervention ethos in their cellar. Pierre 
Winshaw of Winshaw Vineyards and 
Usana Farming encapsulated the beauty 
of regenerative agriculture. Embracing 
sustainability and ethical farming, their 
wines are true, authentic and accessible. 
Marelise Niemann from Momento Wines 
shared her wines, which are known 
for their purity, elegance and honesty, 
working with old vines in both Bot 
River and the Swartland with a minimal 
intervention approach putting terroir 
front and centre. 

UCT Cycling powered by PCH
The UCT cycling team took part in the 
intervarsity challenge at the Vines and 
Views MTB race in Vredendal. Both the 
55km and 80km races counted towards 
the challenge. The top 10 university 
students in each race earned points 
and everyone who participated got 20 
additional points. All UCT students took 
part in the 80km race, which was tough 
with 1600m of climbing. 

With the majority of the climbing in the 
second half of the race, it took careful 
racing to make sure your legs didn’t 
burn out before the end of the race. 
Our athletes were very successful with 
UCT securing 2nd, 3rd, 4th, 5th and 
6th in the 80km. The race was through 
the most beautiful area surrounded by 
wildflowers, making a tough race a bit 
easier.
Thank you for completing the 
Krutham survey – we couldn’t have 
done it without you! Di Duncan was 
the recipient of our Krutham survey 
lucky draw. Di is pictured here with 
Bryan Leach.

PCH’s Spring pot planting challenge 
brought out the creative spirit in 
many PCH team members with some 
truly magnificently decorated pots. 
This initiative, led by the PCH Social 
Committee, was an endeavour to 
encourage teams across all service 
pillars to try their hand at nurturing 
a chilli plant as successfully as they 
nurture our clients’ wealth.
 



Private Client Trust: Your annual reminder 
to draft or update your Will 
This is your annual reminder to draft a valid Will if you 
don’t have one or to update it if your personal or family 
circumstances have changed. 

Dying without a Will can present of host of problems for 
loved ones, including:

•	 Your assets not being left to the person of your choice. 
•	 Delays in the appointment of an executor, who may be 
	 somebody you may not have chosen. 
•	 Unhappiness and conflict among members of your family 
	 as there are no clear instructions on how to distribute 
	 your assets.

“Your Will is one of the most important documents you will 
ever sign,” says Sarah Love, a fiduciary practitioner at Private 
Client Trust where she deals with a range of fiduciary matters 
including the drafting of Wills.  Here are her top reasons to 
have a Will.

 
FREEDOM OF TESTATION

In South Africa, we have the principle of the freedom of 
testation, i.e. you choose who can inherit from you. But, to 
enjoy this freedom, you need to draft and correctly execute a 
Will. If you don’t, the rules of intestate succession will apply.

 
MINOR CHILDREN

If you don’t cater for your minor beneficiaries, their 
inheritance may be paid into the Guardian’s Fund of the 
Master of the High Court. “This may not be the best outcome 
if the available capital warrants setting up a trust or if there is 
a suitable and financially astute guardian who could look after 
them and their inheritance in a more appropriate manner,” 
cautions Sarah.

 
YOU GET TO CHOOSE YOUR EXECUTOR

By choosing your executor, you can ensure that they are able 
to administer your estate, particularly if this has been done as 
part of your estate plan. Your executor would then know what 
your assets are, and in which jurisdictions, as well as who your 
asset managers are, etc.  

YOU CAN DO SOME GOOD IN THE WORLD

Many people choose to leave money to charities they already 
support or have an affinity with. If the charity is a SARS-
registered PBO, there are also tax advantages.

THE OPPORTUNITY FOR INTROSPECTION

By sitting down and thinking about what would happen on 
your death, you may realise that your estate may not provide 
enough for your spouse or children. One can then take steps 
to mitigate this, i.e. put additional life cover in place, etc. You 
may find that you have more than you need, so you can feel 
free to use your resources to do the things you love. 

 
HOW DO ‘OFF-THE SHELF’ WILLS STACK UP?

Off-the-shelf Wills are popular due to their low cost and ease 
of access, but do they come with risks that could have serious 
consequences for your estate and loved ones? 

“Off-the-shelf Will templates are often generic and don’t account 
for individual circumstances, such as blended families, unique 
assets or specific bequests. As a result, they may not accurately 
reflect your wishes, leading to potential disputes among 
beneficiaries or legal challenges after your death,” cautions 
Elmien Pols, a fiduciary practitioner at Private Client Trust. 

Elmien says that one of the main pitfalls is that off-the-shelf 
Wills lack the flexibility to accommodate changes in personal 
circumstances or laws. Life events like marriage, divorce, the 
birth of a child or acquiring new assets may require updates 
to your Will, which many of these templates may not easily 
allow. Additionally, they may not comply with certain legal 
requirements, risking the validity of the entire document.

Off-the-shelf Wills often lack detailed instructions for the 
distribution of complex assets, such as business interests or 
digital assets. “Without professional legal advice and rigorous 
estate planning, crucial details can be overlooked, leading to 
unintended tax implications or extended delays in winding 
up your estate,” says Elmien.

While off-the-shelf Wills might seem like a quick and cost-
effective solution, they can create more problems than 
they solve. “For peace of mind and to ensure your estate is 
handled according to your wishes, it’s critical to get legal 
advice,” advises Elmien.

If you need professional legal advice and input when it comes 
to drafting your Will, please contact Elmien Pols or Sarah Love 
and the fiduciary team at trusts@privateclient.co.za.  
See www.privateclienttrust.co.za for more information.

  
 
 
 

 
 

Sarah Love, CFP® FPSA® TEP  
sarah@privateclient.co.za  

Elmien Pols, CFP® FPSA® TEP 
elmien@privateclient.co.za



PCH Spring Golf Challenge 
Showcasing our Independence  
– Nurturing Wealth

THIS YEAR’S PCH SPRING GOLF CHALLENGE WAS HOSTED 
AT THE BEAUTIFUL WESTLAKE GOLF COURSE. 

We again supported Greenpop in the valuable work they do to 
‘plant trees, green communities and empower environmental 
stewards across Sub-Saharan Africa’. Last year, we donated 
sufficient funds for Greenpop to plant a PCH forest of trees, all 
geolocated to track their growth. This year, we beat that target 
and donated 120 trees (one per player).

While golf days take a great deal of time and commitment to 
coordinate, rain is always a factor, not to mention finding an 
available golf course, there are several reasons why we will 
continue to hold them.

A key reason is that we really value and take pride in our 
independence. We cannot offer our multi-Family Office 
service without the support and expertise from many valued 
partnerships, including Ninety One, Allan Gray, Prescient, 
Coronation Fund Managers, M&G Investments, Investec CCM, 
DMA, Old Mutual International, Canaccord Genuity, Peregrine 
Capital, Capital International Group and C&A Friedlander. 

Each of these professional companies supports us in providing the 
level of expertise and professionalism that our PCH clients expect.  

We are able to select the very best provider for each client and 
can therefore provide a unique and personal multi-Family  
Office service.

We also love the opportunity to socialise with our clients and 
this year there was a record number of PCH wealth managers 
who joined the competitive field, including Chris Fraenkel, CFP®, 
Christian Helmbold, CFP®, Andrew Cillie, Tyrone Coetzee, CFP®, 
Warren Buys, CFA®, CFP®, Jeremy Burman, Andrew Ratcliffe, CFP®, 
Luke Hirst, CFP®, Gareth Lange and Richard Hiscock. Witnessing 
senior wealth manager, Gareth Lange, swinging a club AND 
featuring at prizegiving made PCH history! 

The final and perhaps the most important reason for holding 
the annual PCH Spring Golf Challenge is that it gives us an 
opportunity to celebrate Greenpop, one of our CSI partners. 
The day gives us an opportunity to highlight the incredible work 
they do and raise funds for their great initiatives. We were very 
excited to have Greenpop’s Misha Teasdale and Rafael Bloch 
playing this year. 

Our thanks to the enthusiastic and hardworking PCH team 
including, Mark MacSymon CFP®, Cathy Alexander, Zhanique 
Jacobs, Christian Helmbold CFP®, Chris Fraenkel CFP®,  
Andrew Cillie and Sian Murray, who coordinated the day for us.



Timing (time in) is everything - 
when transitioning from wealth 
generation to wealth preservation

Given current longevity trends, it’s not unusual for people to 
live to 95. This means that they can spend up to thirty years 
living off the capital they spent forty or so years generating. For 
many investors, the wealth preservation phase is likely to be a 
longer term than they had planned for. It’s important therefore 
that investors do not derisk their portfolios too early and reduce 
their potential returns as they could face financial shortfalls in 
their later years. 

The following example highlights the benefit of not derisking 
too soon:

A person starts his wealth generation journey in his 20’s and 
builds his savings nest egg until age 60. He invests in high 
equity funds throughout the wealth accumulation phase and 
preservation phase. This allows him to draw 5% pa of his capital 
to fund his lifestyle until he reaches 90. 

This scenario only works if he remains invested in high equity 
funds. If he had derisked at retirement (65yrs) or suddenly got 
nervous about the markets and wanted to move from high equity 
to a typical income or defensive fund, he would have earned 
returns of inflation + 2%. While he may feel comfortable for a 
while by not experiencing the volatility in the markets, he will run 
out of money 11 years sooner than if he had remained invested 
in high equity funds. 

The switch from high to low equity or income funds usually 
happens at the time when Retirement Annuities are transferred 
into Living Annuities. The reason for the underperformance 
is because most returns are realised after retirement. In fact, 
87% of investment returns are generated during this phase. 
Unfortunately, most people think they should derisk at the point 
of retirement, which may be a monumental mistake.

It is advisable to have at least 60% of your portfolio invested in 
equities and between 25-55% in offshore assets to ensure that 
you maximise the probability of achieving successful lifestyle 
goals. From an investment perspective, investors must really take 
care not to derisk too much or too early. (Disclaimer: This does 
not constitute advice. Always consult with your wealth manager.)

This is where your wealth manager is worth their weight in gold. 
It is important to establish this relationship during your wealth 
creation phase. 

Meet regularly so that your financial advisor understands you 
and what keeps you awake at night, your dreams and fears, and 
ensures that you remain on track with your wealth goals. 

“Even the wealthiest of families are often resource constrained in 
their capacity to allocate financial, intellectual and social capital to 
their aspirations,” says Grant Alexander. “Sophisticated cash flow 
modelling software helps to represent client goals graphically, 
which enables us to track progress and the probability of success 
over time. We have regular check-ins to ensure that the client 
remains aligned as their goals evolve over time. The power of this 
process is that it keeps clients engaged and invested,”  
adds Grant. 

The industry generally treats the wealth generation and 
preservation phases differently and manages them according to 
a client’s risk profile, which may shift from growth to balanced 
over time. Private Client Holdings treats both phases as a whole 
journey and not as two separate parts. The wealth creation 
mindset continues throughout the wealth generation and 
preservation journey, with defensive assets only used to fund 
relatively short-term (i.e. < 5 years) cash requirements, while the 
balance of capital remains invested in growth assets.

The company applies a Goals-Based Wealth Management 
(GBWM) approach, which involves the wealth manager or 
financial advisor spending time with their client to establish what 
their  financial goals and priorities are. In most cases, the lifestyle 
goals (primary residence cost, food, living expenses, etc.) are 
the most important, with any excess capital applied to other 
goals like buying a second property, setting up a charitable trust 
or leaving a legacy. “We evaluate the timeline as to when the 
capital will be required and apply a risk and return profile and 
optimise the mix of assets to suit each goal independently. These 
strategies then run side by side, so the focus is on the journey 
towards the goals and not on short-term noise,” says Grant.

Some people fear dying too soon, but in fact we should fear 
living too long! Outliving your capital is a daunting prospect, so 
make sure that your transition from wealth generation to wealth 
preservation is managed by a wealth manager who understands 
the implications of derisking too much and too soon. 

Grant Alexander 
grant@privateclient.co.za  

87% of investment returns are generated during the 
preservation phase.

Investors must take care not to derisk too much or 
too early.



WHO TO TALK TO    
Our Private Client Holdings 
experts are available to field 
your questions. Don’t hesitate 
to contact us for wealth 
management advice.

Asset Management
Grant Alexander
grant@privateclient.co.za

Wealth Management
Andrew Ratcliffe
andrew@privateclient.co.za

Financial Services
Jeremy Burman
jeremy@privateclient.co.za

Cash Management
Sian Murray
sian@privateclient.co.za

Fiduciary Services
Sarah Love
sarah@privateclient.co.za

Career Enquiries
Marsan Cooper
marsan@privateclient.co.za

General Enquiries
Jeff Sephton
info@privateclient.co.za

46 Main Road, Claremont, 7708
PO Box 24033, Claremont, 7735
Tel: +27 21 671 1220
Fax: +27 21 671 1149

Authorised Financial Services Provider 
– Licence No. 613

How to avoid your SARS eFiling  
profile from being hijacked

Profile hijacking is a cybercrime where 
fraudsters use phishing, malware or social 
engineering to access and modify your 
personal or professional profile on a 
digital platform like SARS’ eFiling without 
your knowledge or consent.

Fraudsters use several methods to trick 
you into revealing your login credentials:

• 	 An email, SMS or WhatsApp, 
	 seemingly from SARS, asking you to 
	 click on a link or attachment to update 
	 your profile, verify your information or 
	 claim a refund. 

•	 A call from someone pretending to be 
	 a SARS official, asking you to confirm	
	 your personal details or to click on 
	 a link, which installs malware on your 
	 device. 	

•	 A call from someone pretending to be 
	 a SARS official, offering you tax 
	 assistance or advice, and asking you 
	 to share your login credentials, OTP or 
	 personal information. 

WHAT COULD HAPPEN IF MY SARS 
EFILING PROFILE IS HACKED? 

Fraudsters can access and modify your 
details (e.g. contact number, password) 
without your knowledge or consent. They 
can then also change your bank details 
to divert a SARS refund due to you into 
their own accounts. They can even submit 
fraudulent returns on your behalf to claim 
refunds.

How to prevent profile hijacking:

•	 Use a strong and unique password 
	 for your eFiling profile and change it 	
	  regularly. 	

•	 Don’t use the same password for 			
	 other online accounts or services.

•	 Never share your login credentials, 		 
	 OTP or personal information with 
	 anyone, even if they claim to be from 	
	 SARS. 	

•	 If you hear about a security 
	 compromise at any organisation you 
	 deal with, immediately log in to your 
	 account and update your password. 

•	 Always access eFiling through the 
	 official website (www.sars.gov.za)  
	 or the SARS eFiling mobi app. 	

•	 Never click on any links or attachments 
	 in emails, SMSes or WhatsApps that 
	 claim to be from SARS and 
	 never ‘confirm’ or submit your login 
	 details after clicking on a link. 	

•	 Keep your computer and mobile 
	 devices updated with the latest 
	 security software and antivirus 
	 programmes. 	

•	 Activate multi-factor or ‘app’ 
	 authentication on your eFiling profile. 
	 This will authenticate you every time 
	 you log in by sending an OTP 
	 message to your registered mobile 
	 number or email address or 
	 requesting you to authorise the action 
	 via your mobile phone. 	

 
HOW WE CAN HELP YOU

If you receive communication that seems 
to be from SARS, please contact us so 
we can help you to identify phishing 
attempts.  We can also check your eFiling 
profile and tax information and report any 
discrepancies or unauthorised changes 
to SARS immediately. 

Please take proactive steps to protect 
your security and contact us whenever 
you receive communication that purports 
to be from SARS.

If you need advice or assistance with your 
tax affairs, please contact Sue Blake  
sue@privateclient.co.za or call  
021 671 1220.

 

SUDOKU

Sue Blake 
sue@privateclient.co.za

GREEN YOUR FESTIVE WISHES THIS YEAR

We annually donate trees on behalf of our clients to Greenpop instead of sending out 
season’s greeting cards. While you prepare for the festive season, consider a green 
alternative for your annual gifts and add to the PCH forest. When you fund the planting 
of a tree for just R150, you’ll receive a personalised digital tree certificate to send as a 
gift. A gift with impact and purpose! 




