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PARAPLANNER POINTERS

How to work with a network? What 

opportunities are there working with 

networks and their members? Is it always 

a one size fits all approach? How do you get 

established with a particular network? 

I set up my outsourced paraplanning firm 

in 2012. My first client was a member of 

the Sesame network. 

I ended up training with Sesame on how to use its 

back office system, Iress, and from that got referrals 

from the network. 

It is a good marketing angle and I have started 

doing the same with another network, Caerus. 

Caerus uses Intelligent Office and I have spent the 

past year training on the system. The link to Caerus 

came from working with a relatively new IFA firm 

Alexander House.

 Often the IFA that I am working with does not 

want to do the back office side of things, so the 

more I am able to take off them, for example by 

learning their network’s system, the better. 

In the case of Sesame, it asked me  critique its 

system. Once I had done that 

for them, they knew who 

I was and had my 

details, so any 

adviser looking 

for help was 

pointed 

my way. 

However, 

there is also 

so much to 

keep 

abreast of 

as there 

are 

constant 

additions and upgrades to the many back office 

systems. The latest software training I have done on 

suitability report writing is through Ateb. 

I have also trained on the technology used by 

support services provider True Potential. Along 

with Iress and Intelligent Office, they are the 

main systems I use, and I can help any adviser 

using them. 
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