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What do you want out of life? 
Life as a Foster Denovo Partner isn’t for everyone. You need to be driven, 
focused and keen to take charge of your professional life and advance your 
own career and personal goals. 
We pride ourselves on our partnership culture where the emphasis is placed on business sharing and 
support. It’s a culture that has created the space to think differently for the good of our clients. As 
a Foster Denovo Partner you’ll experience the benefits of a genuinely different culture and business 
structure to most other financial services firms. This is why we call our advisers Partners.

Your first experience of our pragmatic approach will be at interview. Partners who have joined us 
recently say they liked the way we cut to the chase. Expect questions like, ‘What do you want out of 
life?’ and ‘What kind of business do you want to be a part of?’ and ‘How much support would you like 
from us?’

This is your future we’re talking about 
Perhaps it is hard to understand where you are right now, to help you, we’ve featured three very 
different individual journeys in this brochure. So you can see how becoming a Foster Denovo Partner 
has worked for three people with decidedly different agendas at different stages in their careers. 

Maybe one story will resonate with you, maybe it’ll be a mixture. Choose what’s important to you as 
your starting point and then talk to us about the future you’d like to see and how we can be a part of it. 
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Why join Foster Denovo?

Over a decade ago when my colleagues and I set up this business, we 
had a vision of the kind of company we wanted to create. It would be well-
regarded and instrumental in building the reputation of financial planning 
in the UK. But most of all it would provide an innovative, nurturing, 
supportive, compliant and fun environment for Partners to grow their 
businesses.

Back then, such a business didn’t exist. Today it does and it’s called 
Foster Denovo. 

You’ll find ours is a young, highly successful and ambitious company that 
welcomes the entrepreneurial spirit. Join us as a financial adviser and 
you’ll come on board as a Partner, with the offer of share options. 

I often get asked how Foster Denovo is seen in an overwhelmingly 
conservative sector.  

I think it’s best to let objective sources do the talking; in the last decade 
we’ve been awarded over 30 accolades. Most recently we won Adviser 
Firm of the Year London at the Professional Adviser awards, we were 
included in the top 10 of FT Adviser’s Top 100 Financial Advisers and 
we were recognised in New Model Adviser’s list of the top 100 financial 
planning firms.

Roger Brosch, CEO, Foster Denovo
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Key facts 

NAME  Sharon Mattheus

AGE   Early 50s

QUALIFICATIONS

• CeMAP Certificate in Mortgages and Protection

• DipFA Diploma in Financial Advice

• AwPetr Award in Pension Transfers (pension specialist)

CAREER PRE-FOSTER DENOVO

•    Moved over to the UK from South Africa to work as an Estate Agent.

• In 2003 began working at a local regional building society, where I stayed for 10 years.

• It was after completing my CeMAP that I realised that I would prefer to advise clients rather 
than be non-advised.

• I decided to become a financial adviser and gained my DipFA qualification in 2014.

• My first adviser role was with Intrinsic in August 2015 before joining Foster Denovo in March 
2017.

OUTCOME

“Since joining Foster Denovo I have really benefited 
from the training and support on offer.” 

I feel supported and 
encouraged, most importanly, 
I dont feel alone.

Development

Sharon’s 
journey
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“Working at the building society helped me to realise the importance of customer care and the 
difference having the right advice can make to somebody’s life. This is what fuelled my passion into 
financial planning. 

Over the years and with my varied job roles, I have learnt to be independent, hard-working, dedicated, 
determined and client focused and I believe this is what has shaped me as a financial planner.”

My biggest career change
“Leaving the building society, obtaining my diploma in financial advice and becoming self-employed for 
the first time was the biggest career change for me.  I don’t think I ever really felt ready to start working 
for myself but I took the opportunities I was presented with and took a huge leap of faith starting my 
first self-employed role which was with a small mortgage advisory firm. I felt isolated in this role, so I 
joined Foster Denovo where I would be able to benefit from training and support and I’ve been here 
ever since.”

Becoming self-employed.
“When I first became self-employed, I felt scared and anxious as well as determined and motivated to 
succeed.  As many would, I worried about whether I would be able to generate business and still pay 
my bills. 

Of course I enjoy being able to run my own diary, be flexible, be my own boss and put my mark on 
what I do and how I do it, but the fear of the unknown can be the greatest fear and can hold you back 
from moving forward.” 

Joining Foster Denovo
“I feel that the support, training and mentoring groups available at Foster Denovo were instrumental in my 
success last year which was my first full year of being a self-employed financial planner. I still worry about 
where the next case is going to come from and I think this will probably always be a concern.  I think the 
‘unknown’ I talked about is now becoming a ‘known unknown’, in that I know how it works to be self-
employed but I still face the unknown about generating business and income.”

I have become the adviser that I want to be
“It has been amazing being at Foster Denovo, I feel supported and encouraged. Most importantly to 
me, I especially do not feel alone. I am pleased at myself that I have done this and have done it well. 
I have become the adviser that I want to be; making a positive difference in people’s lives and their 
financial present and future”  
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Key facts 

NAME  Brian Bartlett   

AGE   Mid 60s 

CAREER PRE-FOSTER DENOVO

•  Confederation Life, later taken over by Sun Life of Canada: employed adviser, man and  
boy for 23 years since 1978. 

•  2001 joined Capital Planning as an independent financial adviser.

•  Moved with Roger Brosch, CEO, when he established Foster Denovo with the senior 
management team in 2005. 

ULTIMATE CAREER DESTINATION

To see myself, and my clients well provided for, through a ‘best practice’ buyout. 

OUTCOME

Buyout successfully completed 5th November 2015.

Practice buyout

You can’t put a price on the 
sharing culture because no one 
can be an expert on everything. 

Brian’s 
journey
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A buyout in action 
How Brian sold his client bank…
What it meant for Brian
“I’d built up my business over 30 years with a view to having something of value to fund my retirement. 
I had two criteria for the buyout:

1. right value – I had a multiple in mind; and

2. right people for my clients – I had to have 100% faith in whomever I sold to.

The ten years I spent at Foster Denovo were some of the most rewarding of my professional life. The 
partnership helped me grow my business and share business with people I liked. You can’t put a price 
on the sharing culture because no one can be an expert on everything. Selling my practice has proved 
an immensely satisfying way to draw my career to a close, on every possible front.” 

What it meant for Brian’s two Foster Denovo buyout Partners
“My client bank was too large for one established adviser to take on. Over the years I specialised in 
protection, investments and pensions. John and Dennis (the two Foster Denovo Partners who bought 
out my practice) had been developing expertise in precisely these areas. By each taking on 50% of my 
client base, they could employ these sector-specific advisory skills and develop new long-term client 
relationships. How did we split the business? Easy. John took everything south of the M4. Dennis took 
everything north!”

What it meant for Brian’s clients
“I wanted my clients to know they’d be well looked after when I retired. So I introduced John or 
Dennis personally at each individual client’s annual review meeting. This was all part of a careful and 
considered 12 month handover period. It paid off; my clients told me it was the continuity of service 
from a Foster Denovo Partner that they valued most.”

Foster Denovo’s role
“Foster Denovo was the ‘market maker’. When I told our CEO and the Head of Business Development 
that I wanted to start the process, they talked to other FD Partners discreetly. Their role was to match 
me as a seller to prospective buyers. They sat in on meetings and were instrumental in the financial and 
legal processes. It was good to have them there. They’re good guys and I knew I could trust them.”

“I wouldn’t have bought Brian’s business had I not attended the Quantum Leap training programme.  
As a result of the buyout my business has grown from £100k to £250k - that’s 150%”
           Brian’s buyout Partner
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There is such a great range of 
experience within Foster Denovo.

Key facts 

NAME  Nikki Rowell 

AGE   Early 40s

CAREER HISTORY

•  Worked as a Mortgage Adviser at HSBC in Leeds.

•  Became an Independent Financial Partner in 2006.

•  After the Retail Distribution Review moved to an accountancy practice and became chartered 
in 2013.

BIGGEST CAREER CHANGE

•  Going self-employed in 2018 was a big change for me; just as big as when I made the move 
to London from North Yorkshire in 2009. Both have been absolutely worth it.

OUTCOME

“It has been beneficial having other financial 
advisers around me who are in a similar position.”

Self employment

The transition felt natural and 
comfortable, thanks to the 
team around me. 

Nikki’s 
journey
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“I’m used to being employed full-time so working in an office and amongst a team of people was 
important to me. It’s helped to make the transition to self-employed feel natural and comfortable.”

Being a Partner at Foster Denovo meant I would effectively be running my own 
‘business’
“Before I made the decision to join Foster Denovo I was able to speak with the CEO Roger Brosch as 
well as other key people in the business. This helped me realise that being a Partner at Foster Denovo 
meant I would be effectively running my own ’business’ which really appealed to me. I had gained a 
strong understanding of the different approaches to servicing clients from my time at  HSBC and I felt 
equipped to deliver an even higher standard of service to all my clients, whatever their needs were.”

Why self-employment?
“Being able to get the right deal for both myself and my existing clients at Foster Denovo helped me 
make my decision; it became clear it worked out as the best option. When I actually became self-
employed, I was both anxious and excited. I enjoy being a financial adviser, whether self-employed or 
employed, but I had some reservations.

For example, I was worried about what moving firms would mean for my clients, specifically client 
ownership. However, when compared to the other options I explored, client ownership is very clear and 
fair here at Foster Denovo. There are no caveats, my clients belong to me.”

Support at Foster Denovo
“Foster Denovo shared my intents to be patient and respect any restrictions involved in moving over 
to the company which helped the process go smoothly. This was very helpful and important to me, I 
really appreciated it. Having other Partners around me was also a huge benefit; there is such a great 
range of experience within Foster Denovo. Some of the more experienced Partners run very successful 
operations and are always happy to offer invaluable guidance and support. There are also many 
other Partners with similar experience to me.  This has also been a benefit; some have appreciated 
my technical expertise and we have worked together, sharing some client work. It really is a great 
environment to be working in.

Another benefit is having full use of an office and all the facilities that come with it, just as when I was 
employed full-time. Having the opportunity to be part of a team has also helped to make it feel as 
though there hasn’t really been much of a change for me.”

  It worked out as the best option.
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Sound interesting? 
Bet there are a few more things you’d like to know?
Q. What do you provide in the way of training and development? 
You will be invited to join our highly regarded and exclusively developed Quantum Leap (QL) 
Programme. QL has been designed to give you the skills, knowledge and strategies to help increase 
your productivity, as well as build and develop your client book.

The programme is delivered by our Equity Partners who know Foster Denovo inside out. Over the years 
they have built up successful and constantly evolving businesses, whilst creating more time to spend 
with their clients. These Partners run regular mentoring groups offering invaluable insights and tips, and 
are available as your go-to point of contact should you need any advice.

The results speak for themselves; many of our Partners have experienced an increase in their business 
production as a result of attending QL.

Q. What is your paraplanning and admin support structure? 
Your time is valuable and we understand how important it is that you spend it wisely on client facing 
work that builds your profile and income.

Our experienced paraplanners and Private Client services team can take care of your administration 
and report writing* so you can spend the majority of your time doing what you love.

Q. What other support and benefits will I receive to help me with my clients?
You’ll benefit from:

- our dedicated business planning and assistance from our Head of Partnership Support;

- mentoring from Equity Partners;

- a front-line compliance team;

- marketing support; 

- IT support;

- office facilities across the country including central London; and 

- a dedicated Business Quality Executive for further support.

*This comes at an additional cost to you

“I have achieved a 100% 
increase in growth in 2018 
over 2017 after attending 
QL.”

“As a result of attending QL 
I am on course for an 80% 
increase in business since 
2015.”



Interested? 
We’d love to hear from you.

Contact us by:
emailing joinus@fosterdenovo.com; or
calling 020 7469 2800.

Why Partners join us 
We listened to our Partners talking about why they joined us  
and this is what they said: 

PARTNERSHIP
BUSINESS
SHARING

OFFICES

LEAD GENERATION

CLIENT-BANK

SUPPORT

FLEXIBILITY

PEOPLE

DEVELOPMENT

RESOURCES
CLIENT ACQUISITON

FRIENDSHIP

FRIENDLY
FINANCIAL
STRENGTH

CLIENT
CENTRIC
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What our clients think of us

Across all aspects of our 
business the Foster Denovo 
Net Promoter Score is +69.
(and this is from 10,000+ responses) 

One of the most widely recognised business tools for measuring client satisfaction 
is the Net Promoter Score (NPS). To establish its NPS score a company asks: 

 
How likely is it that you would recommend 
our business to a friend or colleague?

Depending on how clients answer this simple question will give you your Net Promoter Score. 

Promoters are those clients who score their experience 9 or 10. Detractors score 0 to 6, as they were 
not happy with their experience. Passives score 7 and 8: they were simply satisfied but unenthusiastic 
about their experience.

The number of promoters minus the number of detractors will give you your NPS.

A positive Net Promoter Score is what you want to achieve and theory states that a score of +50 or 
above is outstanding.

CustomerGauge’s 2018 Net Promoter Score Industry Report states that the average NPS for the 
financial services industry sits at +461. For context, the following companies are rated as: First Direct 
+73, Tesco Bank +38 and Santander +272.

Our NPS confirms that we really do put the client at the heart of all that we do.
If you want to read more, and see our up to date score, visit:  
www.fosterdenovo.com/who-we-are/net-promoter-score/

1 CustomerGauge 2018 NPS & CX Benchmarks Report. 
2 November 2018  |  https://npsbenchmarks.com/industry/financial-services/banking

+69
NET PROMOTER

SCORE


