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Choice is a good thing. But when the choice becomes too great it can leave you simply 

overwhelmed or confused. The range of financial products and services now available is 

almost bewildering, with everything from straightforward deposits to global hedge funds. 

 

To help you through this financial maze you may be offered a dedicated manager, 

someone to look after your day-to-day needs and to provide those more complicated 

solutions – often with the claim that these will be tailored to your individual needs.   

 

Your dedicated manager should provide an invaluable service, taking away the hassle 

of working things out for yourself and ensuring you have the right plans in place for the 

future. But how can you be sure you have the right relationship with your manager? Is it 

simply a question of the interest you earn or the charges you pay? These are important 

factors but what else should you look for?  Here we will consider three types of manager 

– ‘‘the order taker’’, ‘‘the product pusher’’ and ‘‘the trusted advisor’’. 

 

For many their manager is pleasant: calls as promises, delivers what is asked, doesn’t 

bother you with too many questions about your finances. This manager is often referred 

to as an “order taker”, waiting for you to tell them what to do.  Your relationship is built 

around a series of occasional transactions without a great deal of thought about longer 

term plans. 

 

Some experience what is known as a “product pusher”. As with the “order taker” they do 

what is asked but usually only contact you when they have something to offer - “a 

special deal, a limited offer, reduced charges especially for you.” But note how they 

believe their latest offer is right for you without even talking to you first.  
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In between the special offers you could hear long silences. But don’t worry they will call 

when the product you invested in matures or if a large sum arrives in your account they 

will phone to ask if you have any plans for the money. You could be mistaken for 

believing they are only interested in you when there is something in it for them. 

 

What many companies seek to offer is a “trusted advisor’’, someone who always acts in 

your best interests.  

 

What is a ‘‘trusted advisor’’? A good example is the relationship many of us experience 

with our family doctor. Appointments can be arranged upon request, held either at the 

surgery or at home. During the consultation you are invited to discuss your thoughts and 

concerns with someone who is listening carefully.  Your doctor will ask many questions 

to ensure they make the right diagnosis and will check you are comfortable with what is 

proposed.  They make and keep detailed notes. 

 

For more specialised needs you may be referred to an expert. So you could end up with 

an entire team looking after you, all co-ordinated by your doctor.  

 

Doctors explain jargon so you fully understand what is being discussed. You have 

regular follow-ups to check progress and each time your notes are updated. Your 

treatment may vary over time if required.  

 

If you need to see another doctor while your GP is away, another equally qualified one 

will be available and because they work as a team, maintaining detailed records, they 

can help. Doctors offer confidentiality and have a passion or calling. Being passionate 

about what you do can set you apart from others. 

 

Once you have found the doctor that is right for you, you stay with them. I have been 

with my doctor for 12 years, he understands my needs and requirements, remembers 

my name without checking his files, ensures regular check-ups and doesn’t recommend 

anything unless suitable.  And he is not afraid to give advice if he feels I am doing 

something wrong. 

 

 



 
 

This is the “trusted advisor” relationship you should seek from your financial provider. 

How do you know if you have that relationship? First impressions count, but you have to 

look beyond pleasant and friendly to what is actually said, the follow-up and the ongoing 

relationship. Ask yourself: Is the relationship based on mutual trust and understanding? 

Are you meeting on a regular basis with two-way communication? Do you understand 

the long-term strategy for your finances?  Does your manager bring in other experts 

when required? Do they have a passion to perform? 

 

A financial product is intangible, you cannot see it. This sometimes makes it hard to 

visualise whether the product is right for you but this is the role of the advisor – helping 

you choose the right solution.  In a world of many choices, picking the right advisor is 

perhaps the most important choice.  If your financial relationship doesn’t feel as good as 

your doctor-patient relationship, perhaps it is time to find a ‘‘trusted advisor’’. 
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1. Deutsche Bank International Limited was established in 1972 when offices of Morgan 

Grenfell were opened in Jersey and Guernsey and provides a full range of banking and 
custody, portfolio management, corporate and fiduciary services to a wide range of 
intermediaries, corporates, institutions and high net worth clients, locally and 
internationally. 

 
2. The offshore group operates a geographic franchise on behalf of its parent, Deutsche 

Bank AG, and maintains offices in Cayman, Delaware, Guernsey, Jersey, Ireland, 
Luxembourg, Mauritius, the Netherlands and Switzerland supplemented by a 
representative presence in Hong Kong, New York and Singapore. 

 
3. Deutsche Bank’s offshore group employs just under 400 members of staff. 

 
4. With approximately € 933 billion in assets and 63,400 employees, Deutsche Bank AG 

offers a wide range of financial services in 74 countries throughout the world. Deutsche 
Bank competes to be the leading global provider of financial solutions for demanding 
clients creating exceptional value for its shareholders and people.  

 
5. Deutsche Bank ranks among the global leaders in corporate and investment banking, 

securities, derivatives, transaction banking, asset management and private wealth 
management. 

 
6. Please contact Sari Cuming on 01534 889336 (sari.cuming@db.com)  if you wish for 

arrange for a photograph to accompany this article – alternatively we can supply one. 
 
 

 


