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HAVEN ON EARTH II: 
REVENGE OF THE HAVENS
Josh Spero resumes his ABC of global tax-relief hotspots, begun in the previous number of 
Spear’s Wealth Management

MONACO   

 Perhaps no other country has such a divided approach 
to being a tax haven: businessmen would be better 
domiciling their companies in Alastair Darling’s jack-

et pocket than in Monaco for the purposes of tax avoidance, 
but the country cannot get enough of individual HNWs, 
enticing them with no income tax.

If you own a business, do not even think of locating it in 
Monaco, unless you want to see your profits languish in the 
Monegasque treasury. For companies that earn more than 
a quarter of their profits abroad, there is a tax rate of 33.33 
per cent. Regulation of financial businesses is strict, dis-
suading banks and hedge funds from setting up there.

This all leaves a bitter taste in the corporate mouth, and 
you do not need to transfer wealth to Monaco just for the 
climate, which is available anywhere on the Côte d’Azur. 
The redeeming feature is the lack of income tax (unless you 
are a French national). Anyone who has serious assets to 
protect comes to Monaco.

There are taxes on many other things in Monaco — VAT 
of almost 20 per cent on most items (as in France), stamp 
duty on businesses and houses of 7.5 per cent, the EU Sav-
ings Tax Directive on interest  — but the absence of income 
tax has fostered a private banking industry controlling £30 
billion — 5,000 people have Monegasque citizenship, but 
there are 300,000 bank accounts.

William Eason, managing partner of Lawrence Graham 
in Monaco, says what distinguishes Monaco is the unparal-
leled standard of living. ‘If you want to take it under any 
headings,’ William says, ‘security, healthcare, schools, qual-
ity of life, culture, it’s excellent.’

The problem — or the benefit — is that you need to 
spend at least three months a year in Monaco, which is not 
convenient for everyone. Still, the next time the British gov-
ernment rattles the non-doms’ cage, those birds of paradise 
may just head for the principality on the Mediterranean.

SINGAPORE   

 One of the advantages of a global banking system 
is that you do not have to live where your money 
does. Some of the best tax havens are not attrac-

tive enough to make visiting your money an enticing prop-
osition — let alone living beside it. That’s where Singapore 
comes in: as well as possessing all the attributes of a desir-
able corporate tax haven, it is the sort of place in which one 
could quite happily set up a base.

The standard rate of corporation tax is 18 per cent, 
according to KPMG’s Chiu Wu Hong, one of their 
tax partners, but it is eminently flexible. ‘If 
you become a big company, you may be 
given a more favourable tax rate of 
5 or 10 per cent, based on  
 
 

 In the last issue of Spear’s WMS, we surveyed nine of the 
most notable tax havens — Liechtenstein and Delaware 
came out top, while Cyprus and the Turks and Caicos Is-

lands were to be avoided as leaky sieves. So many countries 
are now taking notice of how they can best attract offshore 
money that a second instalment, covering five countries 
from the traditional powerhouse of Switzerland to Singa-
pore, the power rising in the east, and a surprising new en-
try, is necessary. The only thing that remains is to call your 
tax adviser.

SWITZERLAND   

 Everybody knows what Orson Welles in The Third 
Man claimed was Switzerland’s sole contribution 
to the world: the cuckoo clock. Even then, this was 

unfair, since anyone with monetary sense had a Swiss bank 
account. The world may have moved on but the Swiss fi-
nancial system has remained the gold standard, even with 
global pressure bearing down on it.

The Swiss system does not immediately appear enticing: 
it is a morass of different levels of authority — federal, can-
tonal, municipal — that impose their own rules. Indeed, 
there is no centralised tax regime. 

But the advantage is that the cantons compete to attract 
business, as seen in 2006 when Obwalden cut its corpora-
tion tax to 6.6 per cent and others followed. This free market 
only makes it more attractive from the outside, although it 
has caused some problems: a Swiss court struck down Ob-
walden’s plan to tax those earning more than CHF300,000 
(about £150,000) at just 1 per cent. 

There is a federal corporation tax of 8.5 per cent, for 
which a ten-year exemption can be granted (under the 
Bonny Decree) for businesses that bring extra economic 
value or create jobs. 

Setting up a domiciliary company so your business can be 
managed from abroad is simple. By definition, the business 
is allowed no physical presence in Switzerland and cantonal 
corporation tax may even be waived.

Daniel Gremaud, the leader of tax and legal services in 
western Switzerland for PriceWaterhouseCoopers, says 
that it is not tax itself that sets Switzerland apart. ‘It has an 
advantage because it’s not in the EU, yet is there another 
country where you speak English, French, German and 
Italian?’ In competition with Ireland, Luxembourg and the 
new EU nations of Eastern Europe, Switzerland’s centrality 
and long-term adaptation to business needs make it a first-
class choice.

Trouble is looming, however. The EU Savings Tax Direc-
tive allows home nations to tax their citizens’ holdings in 
Switzerland with a 15 per cent withholding tax. The latest 
news is that UBS will no longer provide offshore accounts 
for Americans, since Washington is unhappy at the billions 
of dollars of revenue it loses to Lake Geneva every year.

negotiations with the government,’ he says. The more em-
ployment your firm creates and the more it adds to GDP, the 
less tax you will pay. A rate of zero per cent is not unheard 
of. Corporate deductions for expenses are liberally ap-
proved, though personal ones are less easy to get through.

In competition with its South-east Asian neighbour 
Hong Kong, Singapore stands up well, according to Wu 
Hong. ‘The advantage is the extensive tax treaty network 
which we have, which Hong Kong doesn’t have,’ meaning 
that companies won’t be taxed twice in both home states 
and Singapore. There are now double taxation treaties with 
60 countries, including Britain but not America, and thanks 
to these, the withholding tax on foreign income is reduced 
to between ten and 15 per cent while there may be no tax at 
all on dividend income.

Hedge funds are also finding the Singaporean scene con-
genial: there are more launches in Singapore than in Aus-
tralia or Hong Kong. As well as the brief registration time 
for funds, there are tax exemptions for capital gains and 
income taxes.
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Divorce lawyers are the only people who look forward 
to the January return to work because they know 
there will be a queue of distraught spouses waiting 

for their expensive advice outside their door. There is 
something about Christmas that seems to bring out the worst 
in families and relationships; marriages that have been 
spluttering often find the forced company of the holiday 
season simply too much too bear. The new year brings the 
chance of a new life.

The problem is that all too often people don’t want just a 
new life but spousal revenge too, turning what could be a 
simple split of the assets into an emotional (as well as 
financial) Jarndyce and Jarndyce. Divorce can be simple: 
people fail to realise this as they fire the starting pistol of 
divorce proceedings into their former beloved’s heart. 

What divorce lawyers do not tell you is that the real cost is 
not financial but emotional. And the moment you start 
exchanging legal letters, it is all but impossible to ever think 

NEW YEAR, NEW LIFE

LEAdERs

W E A L T H M A N A G E M E N T S U R V E Y

TORY TIME

LUV is in the air, according to Martin Sorrell of WPP, 
the world’s largest global advertising conglomerate, as 
he sacks 13,000 employees. The L, you see, refers to the 

UK economy, indicating a flat non-recovery, or a decade of 
marking time; the U refers to the US, indicating a long and 
slow recovery after the collapse over the Winter of 2008/9; 
and the V indicates a robust recovery for the Far East, 
especially China, followed by India, which is already 
happening. It could all go wrong so easily, with the UK’s L 
turning into a disastrous W. This is clearly in Gordon Brown’s 
since the next election is but six short months away.

The UK electoral-economic cycle is an easy read. Labour 
doesn’t know much about money and their management of 
the economy always ends in bust, with far too much national 
debt and too many rip-offs being exposed, with many 
liabilities unrecorded in the books.

Then the Conservatives come to power, who know about 
money, who proceed to reduce the national debt and balance 
the books by reducing public expenditure and then reducing 
taxes, until a different scandal (as in sex) is uncovered and 
the old adage of ‘One loose screw and the whole Cabinet falls 
apart’ is once again proven to be the case.

Amid screams of Tory immorality in bed and sleaze at 
work, the really useless and sleazy and financially-illiterate 
Labour Party (Old or New, makes no difference) once again 
rides the false expectations of over half the electorate and 
comes improbably to power, inherits a clean set of books 
from the Conservatives which it promptly proceeds to muddy 
and ruin with red ink all over again.

Well, it feels like Tory Time again, but this time the financial 
mess facing them is the worst ever. Although Spear’s has 
applauded many of his initiatives (e.g. on inheritance tax and 
non-doms), some in the City are still not convinced that the 
Shadow Chancellor, George Osborne, is up to it. The main 
reason is that despite his acute intelligence and occasionally 
brilliant flashes of strategic thinking, he has never had a real 
job outside Westminster. They don’t like his smug ‘I know 
best’ attitude, but they unfairly expect him to be a financial 
Teiresias, so when he said, ‘We would only deconstruct the 
“Too-Big-To-Fail” mega-banks if the Americans moved to 
do so first’ and two weeks later the EU Competition 
Commissioner did exactly that, they leap in to criticise.

The really big challenge facing the Conservatives, however, 
was spelt out by the CBI: reduce public expenditure by £50.0 
billion by 2013 or we’re bust, and then by another £70.0 
billion to balance the budget by 2016. And just in case that 
warning received the smug-off treatment, Fitch has warned 
that if something like this is not implemented then Britain 
will lose its AAA credit rating. The next thing we’ll see is a 
Conservative Government going cap-in-hand to the IMF.

The last time the Conservatives were in this position, in 
1980, they had Howe and Ridley who developed the Medium-
Term Financial Strategy, but that was in the era when banks 
were banks and not behaving like a bunch of drunken sailors 
on a three-day pass. Cameron should take an entirely 
dispassionate view of whether Osborne is, or isn’t, the right 
man for No. 11, as post-Brown, there will not be the slightest 
room for error at HM Treasury.

ART & COLLECTING SPECIAL ART & COLLECTING SPECIAL

At once utterly European and steeped in the modes and manners of modern America, 
Portuguese artist João Louro coolly inhabits two worlds, says Anthony Haden-Guest

 So where and how to begin? Perhaps with the gold-
leafed Jaguar Sovereign that João Louro put in the 
window of a Ferrari/Maserati showroom in that robust 

Southern California city, San Diego? This glittering motor 
car was the Portuguese artist’s sardonic commentary on the 
nearby border with Mexico, being pointed in the general 
direction of San Diego’s notorious neighbour, Tijuana, an 

infestation of sleaze, poverty, crimes, 
misdemeanours 

HEY, JOAO

‘I’m the son of a crisis 
because I started to work 
in the crisis, in the ’90s.  
So I belong to the crisis. 

The ’80s to me was  
just a dream’ 

the video and audio bugging of Louro by an unnamed 
snoop or gumshoe. On-screen texts inform us that we are 
following the artist in Lisbon in such and such a sequence, 
or in Las Vegas, or in San Diego, or wherever the action 
takes us. There is much use of maps and signs, and at the 
bottom of the screen there are chunks 
of spookspeak, such as ‘Not Yet Possi-
ble to Know Purpose of Visit’.

Why Blind Runner?
‘It is the runner who is in the front,’ 

he explains. ‘He is looking to discover 
the way, he is not running in the way of 
somebody else.’

As in the old Avant Garde?
‘Yes. Yes. That’s the spirit,’ he says, 

and adds that the title also alludes to 
Ridley Scott’s Blade Runner. Indeed, 
that is just one of several movies that come to mind, both 
blockbusterish and art-house fodder, including Coppola’s 
early masterpiece The Conversation and the Tom Cruise 
vehicle Minority Report (also, like Blade Runner, based on a 
story by Philip K Dick). Such connections suggest the allu-
sive richness of Louro’s work, the preoccupations and obses-
sions that power his art.

Louro was born in 1963, grew up in Lisbon and studied 
architecture and then fine art. He thus arrived just too late 
for the last art boom but one, in the 1980s. ‘The ’80s was a 

really important moment,’ he told me in his Lisbon studio. 
‘Because the stock markets are high, everything is great, the 
world is perfect! It’s not my moment because I am learning 
at that moment. 

‘I’m a son of the crisis because I started to work in the 
crisis, in the ’90s. So I belong to the 
crisis. The ’80s to me was just a dream. 
But if everything is OK, we are in the 
sky. We are in heaven. And heaven is a 
place where nothing happens. Maybe 
the crisis is important for creativity. 
After World War II there was nothing. 
No friends, no galleries, no dealers, no 
museums. Nothing! Everything is 
destroyed. And still the artist is work-
ing in his studio.’ 

We are arguably living through 
times of equal if different threat today, and the work that 
Louro has been producing reflects this. He grew up rever-
ing the American masters of the 1960s — ‘I love Rauschen-
berg, and Andy Warhol. They are like my grandfathers’ — 
but his own work owes more to the Dadaist anarchs who 
turned art upside down in the aftermath of World War I, 
and to the great Minimalists and Conceptualists.

The cross-pollination has been fruitful and — to my eye 
anyway — peculiarly European. The great American Mini-
malists, such as Donald Judd, who loathed the term and 

Opposite: João 
Louro’s Blind 
Image #121. 
Above: Louro at 
his 2006 Play  
Rec and Pause 
exhibition 

and tourist porno, and which was where he found the 
Jaguar, in a junkyard. 

This expensively fabricated artwork predated Damien 
Hirst’s diamond skull by a couple of years and was reso-
nantly titled The Jewel/In God We Trust. Louro notes that 
there was something of a history to its making. ‘An impor-
tant collector bought it. I earned that money!’ he says.

Or another motor-car piece Louro recently had up in his 
Lisbon gallery, Cristina Guerra. ‘It’s a really strange work,’ 

he says. ‘It’s a Jag, a Jaguar, upside down in the gallery, 
with the music coming out and 

the wheels moving, 
like there’s been a 
crash. And there are 
protection rails on the 
side of the gallery. So it 
is like there’s been a 
crash.’

He wrote a cogent 
short message on one 
of the rails, a 25in 
quote from Arthur 
Rimbaud: ‘A MAD 
AND STARRY DESIRE 
TO ASSASSINATE 
BEAUTY.’

‘So when you go to 
the gallery it’s like 
there’s a huge situation. 
You have to go there 
and stay a little bit there 
to discover this text.’

Or perhaps we could 
just check out Blind 
Runner. ‘It’s 50 min-
utes. It’s about three 
years of my work. The 
director followed me 
all over the place,’ 
Louro says. This movie 
bears the secondary 
title An Artist under 
Surveillance and is pre-
sented as the fruits of 
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About Spear’s 

Spear’s is the multi-award-winning wealth 
management and luxury lifestyle media brand whose 
flagship magazine has become a must-read for the 
ultra-high-net-worth (UHNW) community. It is also 
required reading for the affluent financial services 
community, which includes top bankers, lawyers and 
family offices who advise the rich today.

Since its launch in 2006, Spear’s has established itself 
as Europe’s leading wealth management authority, as 
well as for its witty and incisive commentary on arts, 
business and lifestyle. Using print, digital, events, 
awards and research-based products and services, 
Spear’s is uniquely placed to connect financial and 
luxury brands to this exclusive and elusive audience.

The Spear’s readership is made up of extremely 
wealthy individuals and families (average assets of 
£5 million+) and ranges from hedge fund managers 
to property developers, rock stars to Rich-Listers, 
entrepreneurs and entertainers. Spear’s aims to provide 
an informative, entertaining and objective guide to 
all aspects of the high-net-worth lifestyle, from its 
problems to its pleasures.

The recession has meant that there has never been 
greater demand for a wealth-oriented media brand 
which prides itself on an unbiased assessment of 
asset managers, lawyers, bankers, family offices and 
art advisors. We also give them the inside scoop on 
the latest trends in the 
world of luxury.

Spear’s Middle East 
(2011) will join Spear’s 
Russia in adding new 
reach to the brand while 
maintaining the essence 
of the original.  

SPEAR’S INDICES

Our exclusive surveys are 
picked up by the global 
media and are an invaluable 
reference source for HNWs
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cases that, unusually for trust work, 
made it to the High Court. He is fast to 
point out, however, that although, 
‘Herbert Smith has a reputation for 
being very aggressive… and is able to 
take on very large-scale litigation at 
the drop of a hat… we are certainly not 
aggressive for the sake of it.’

‘It is often the case,’ he continues, 
‘that more can be achieved by working 
with your opponents. If you can sit 
across the table from your opposite 
number and have a pleasant and pro-
fessional conversation, you are much 
more likely to move both your client, 
and their client, toward a goal that 
they are happy with.’

Knowing when to push the button 
comes naturally to Ticehurst, as he 
originally lectured in nuclear weapons 
law at King’s College, London. With 
two young children, however, he 
doesn’t find much time for hobbies any 
more. ‘I spend my spare time playing 
with Brio and Lego,’ he laments.

The Hammersmith man’s only escape 
comes when cycling sixteen miles to 
and from work every day, when sum-
mering on the Canadian lakes, and 
when enlarging his outrageous tie col-
lection — which he describes as ‘gen-
erally very bright colours that clash’.

RICHARD TURNOR  
MAURICE TURNOR 
GARDENER

Turnor is known in the industry as ‘an 

excellent, considerate and straightfor-
ward lawyer’. He is also ‘one of the most 
understated people’ in the field. His calm 
and considered approach is instantly 
recognisable. It is not surprising, 
therefore, that one of his special areas 
is family disputes. He is frequently 
brought in by other firms who know of 
his ability to bring warring parties to a 
solution, and to ‘quietly give the sort of 
innovative, clever advice to his clients 
that others in the industry aspire to’.

On spinning off from Allen & Overy 
to form MTG, he says, ‘We felt that  
our clients would benefit from us 
maintaining ourselves as a separate 
and discrete team.’

For Turnor and the rest of the team 
at MTG, it is the client’s wishes that 
come first. He adds, ‘What sets us apart 
is the nature of our clientele and the 
absolute focus we have on clients.’

MTG retains a strong relationship 
with its old firm, and there is a written 
association agreement between the 
two firms to encourage cooperation.

Turnor is a countryman and farmer 
at heart, and spends as much time as 
possible in Wiltshire. He has a passion 
for woodland maintenance and a green 
conscience, and he now heats his house 
with solar power in the summer and 
his own wood in winter. 

Spearheading the push is the softly 
spoken Buzzoni, who relaxes by trek-
king over the South Downs.

CAROLINE 
GARNHAM  
LG

The charismatic and charming Gar-
nham is changing the face of private-
client law for HNWs. ‘For too long the 
industry has been shrouded in secrecy,’ 
she says. ‘It has developed jargon, and 
reporting and pricing structures to 
suit the industry, not the client.’

With this in mind, she set up the LG 
panel debates to expose the scams, and 
to encourage lawyers to focus more on 
their clients’ needs. In 2008, she also 
set up the online HNW forum Family 
Bhive, which allows clients to share 
their experiences of private-client firms.

Always at the forefront of her field, 
Garnham wrote for the Family and 
Finance section of the Financial Times 
for twelve years on tax and trusts, and 
has maintained a visible passion for 
inducing positive change. 

The ethos has taken her far afield, 
and she was recently recruited to draft 
new trust legislation in the Bahamas. 
Unsurprisingly, she is admired in the 
industry for her ‘innovation and energy’.

Much of her work at LG has been 
focused on dynasty planning and set-
ting up structures that cannot be com-
promised by future conflict. She strives 
to bring a businesslike approach to 
these tasks, and quips, ‘Someone’s got 
to look after these whoppers!’

CHARLES GOTHARD  
SPEECHLY BIRCHAM LLP

Gothard studied law with French law 
at UCL before training at Macfarlanes. 
He stayed for eight years before join-
ing Speechlys in 2005, where he is now 
head of international tax and trusts.

He cites the firm’s strengths as top-
level service, and the ability to look 
after the corporate interests of HNWs. 

‘So much of what we do involves an 
overlay with our corporate service,’ he 
says. ‘That level of joined-up service is 
very valuable to our clients.’ 

Perfectly suited to UHNWs, at least 
50 per cent of Speechly’s work is inter-
national, and although it does not run 
foreign offices, the particular areas of 
geographic expertise among the part-
ners allow the firm to excel globally.

A ‘superb rainmaker’, Gothard is 
responsible for the firm’s links to Swit-
zerland and makes monthly visits 
there. He lives in Buckinghamshire 
with his four children and enjoys good 
food and collecting wine.

STEVE MEIKLEJOHN  
OGIER

Meiklejohn, 50, is head of the trusts 
team at Ogier. He has worked for the 
Jersey-based operation for over 26 
years, following his graduation from 
Manchester Polytechnic.

Married with three sons, he regards 
the high point of his career as being 
part of the first offshore firm to win 
the Legal Business private client team 
of the year award, given for his firm’s 
innovative merger with Boxalls and 
for its strong contribution to the land-
mark Esteem Settlement case.

Rated by his peers as ‘clever, experi-
enced, practical and responsive’,  
Meiklejohn is a solid choice for HNW 
succession business. As he says, ‘I may 

MARK BUZZONI  
TAYLOR WESSING

‘I’d like you to redraft that letter, but 
this time imagine that your client has 
the intelligence of a lawnmower.’ Buz-
zoni’s favourite quote gives HNWs a 
idea of his style. He’s not a typical 
lawyer. He’s direct, clear and lucid.

As head of private client, tax & 
incentives at Taylor Wessing, one of 
the largest law firms in the City, he is 
precise about his firm’s attractions. ‘We 
have a vast backup here in terms of 
associate support and a wider range of 
legal services, which enables us to 
meet pretty much all conceivable legal 
needs. That matters to larger clients.’

The statement is supported by Taylor 
Wessing’s P&L under Buzzoni’s aegis. 
Turnover soared by 50 per cent in the 
three years to 2008, and so did the 
firm’s reputation with non-doms. 

not be the brightest intellectually but I 
believe I am practical; I will look to 
build a relationship from the begin-
ning, and will give 110 per cent.’

Away from the office, he keeps fit by 
running, and winds down by watching 
Manchester United. He lives with his 
wife Lisa in a quiet country lane and 
enjoys ‘sitting by the pool on a warm 
weekend afternoon’.

ALICE PALMER  
PAYNE HICKS BEACH

Palmer, 47, is praised for being ‘com-
mercial and pragmatic’. At Payne Hicks 
Beach, she has been quick to identify 
the growing trend in which HNWs have 
been mistreated by the competition.

‘Firms which are predominantly 
commercial tend to encourage their 
private client partners to take on insti-
tutional clients rather than individuals 
or families, because of the hoped-for 
spin-offs for the commercial parts of 
the firm,’ she says. ‘This has resulted in 
many individual HNWs feeling poorly 
serviced and unwanted.’ 

The tax-planning specialist asserts: 
‘At Payne Hicks Beach we are not, like 
many of our competitors, a predomi-
nantly commercial firm looking for 
transactions, so we can take a very dif-

Caroline GarnhamMark Buzzoni

Rupert Ticehurst
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DAVID ROSIER  
AND CHARLES 
MACKINNON  
THURLEIGH INVESTMENT 
MANAGERS

Rosier, the CEO, and MacKinnon, the 
CIO, sit at the helm of the best  
client-service operation in the business. 
They stand out because they are respon-
sive, friendly and flexible to the 75  
families they serve.

Working from a Piccadilly town-
house clad with Marilyn Monroe por-
traits, they employ three young turks 
— Edward Allen, Luca Serino and 
David Livingston — to manage day-to-
day operations at the £210 million asset 
manager. Rosier and MacKinnon are 
intensely proud of their team’s academic 
qualifications, saying that Thurleigh 
seeks to ‘manage money more intelli-
gently’ and takes ‘an in-depth academic 
approach to investment’. Unsurpris-
ingly the office is full of CFA charter-
holders and Oxbridge brainiacs.

Explaining the investment process, 
MacKinnon, a supernumerary fellow 
at Pembroke College, Oxford, says: 
‘Thurleigh turns complex risk model-
ling into high conviction focused port-
folios of indices and funds.’ In 2008 the 
house’s approach didn’t perform too 
well, especially in the low-risk bracket, 
where it lost 13.3 per cent, because of 
the sudden market illiquidity. In 2009, 

however, it was back to rude health, 
with performance during the rally 
especially strong in the defensive and 
balanced models.

The Thurleigh operation was con-
ceived in 2003 by total chance. Rosier 
and MacKinnon’s wives were having a 
passing conversation in a south 
London street — Thurleigh Road — 
when they mentioned when they men-
tioned that both husbands were both 
looking to get back into the industry 
after early retirement. Thus Rosier, a 
distinguished founder director of Mer-
cury Asset Management, joined forces 
with MacKinnon, a former head of a 
Goldman Sachs private-client team. 
The duo bonded over a common belief 
in absolute returns, asset allocation-
led investment, a global outlook, clar-
ity of charging and independence.

Away from the office they make a 
colourful pair but are very different. 
Rosier, the son of an Air Chief Mar-
shal, chairs the Cavalry and Guards 
Club and lives in Chelsea. An avid skier, 
he lives by his family motto, ‘Be Bold’. 

MacKinnon, on the other hand, is a 
keen gardener who finds peace amid 
his prize marigolds. He celebrates his 
achievements by buying designer  
pens — there are many — and enjoys 
adventure travel. Most recently he’s 
been on the Inca Trail, wandered 
around the Galapagos and climbed the 
Everest base camp.

JONATHAN RUFFER  
RUFFER LLP

Ruffer is the undisputed king of the 
credit crunch. As chief executive of 
Ruffer LLP, he struck out in 2008 and 
advocated a bold play on gilts, which 
saw the group return an average  
14.2 per cent against a FTSE 100 fall of 
31.3 per cent.

The Marlborough man is painfully 
humble about his success, however: 
‘Our achievement is greater than our 
skill. My self-image is of a very good 
investor but not in any way an excep-
tional one.’ That’s a hard line to swallow 
when Ruffer’s fifteen-year investment 
record shows compounded annual 
returns of 11.5 per cent.

What the Hertfordshire-based  
maverick realised — to his advantage 
— was that the credit crunch would 
have a very specific result: ‘When eve-
ryone borrows money there is an  
inflection point because everyone even-
tually wants to pay it back. Thus two 
things happen: asset prices go down 
and markets glitch up. It’s so obvious. 
But the extraordinary thing was that it 
wasn’t obvious to anyone.’ Anyone 
except Ruffer.

Speaking from his Victoria Street 
boardroom, which resembles a stately 
home’s drawing room in contrast to the 
rest of the glass-and-steel building, 
Ruffer explains his group’s key differen-

MARTIN BAINES 
AND STEPHEN VAKIL  
QUILTER

‘Clients come to us because we have 
built a reputation on treating each one 
as an individual while ensuring that 
robust research informs the way in 
which we build investment portfolios,’ 
explains Baines, Quilter’s CEO. ‘Quil-
ter marries the best of traditional 
values with modern techniques and 
cutting-edge technology.’ 

The company operates a network of 
ten regional offices on the premise that 
investment managers are best placed 
to understand client needs when they 
live close to them. However, Quilter 
takes a centralised approach to invest-
ment strategy with parameters set 
from its London headquarters.

‘Our approach means that Quilter’s 
investment managers know their cli-
ents and understand what will work 
best for them but there is some secu-

tiator. ‘We are quite unable to foretell 
the future,’ he says. ‘What makes us 
unique is that we spell this out to our 
clients. HNWs should come to us 
because they will never be disappointed 
with our claims.’

Under the self-deprecating tones, 
however, lies a proven investment proc-
ess. Ruffer takes only one mandate, 
which is to try never to lose money on a 
one-year rolling basis and in so doing 
produce an annual return that is signifi-
cantly better than cash. The firm spe-
cialises in old-money types. 

Ruffer, an opera and art fanatic in his 
spare time, jokes: ‘One of the best cli-
ents I’ve got is one of the big land-
owning families.  The head trustee said 
to me, “Mr Ruffer, I want you to know 
that we take the quarterly performance 
extremely seriously here. And if the first 
25 years goes badly...”’

Coming from a forces family, Ruffer 
is keen to emphasise, however, that he 
enjoys looking after smaller accounts:  
‘I am most pleased that we are not 
hoity-toity about the lower end of the 
market. The half-million account still 
gets a segregated portfolio at Ruffer LLP 
because it keeps us honest. Once the 
assets under management at a fund 
manager become very large, they 
develop an unreality which invites one 
to play games.’

HNWs will be relieved to hear that 
that there is a crack team at Ruffer to 
ensure that this does not happen. Spe-
cial mention here goes to Peter War-
burton, the group’s award-winning 
economist, for his prediction that 2009 
would see a firelighter rally based on 
the government stimulus having the 
same effect on the markets as the bank 
securitisation schemes did.

Ruffer himself is bizarrely more 
pleased with this decision than his 
credit crunch miracle. ‘To have the  
flexibility of mind to see the ranch 
burning down, and think, “Actually 
2009 is going to be a pretty good year  
in the markets,” required such a change 
in thought process that I feel almost 
more chuffed about 2009’s performance 
than 2008’s.’

Away from the office, he enjoys stamp 
collecting and Gainsborough land-Jonathan Ruffer

scapes. Educated at Cambridge, Ruffer 
is distinguished for being an accom-
plished author, respected field-sports 
historian and qualified barrister. Add 
these to his fund-management abilities 
and one wonders if there is anything  
he can’t do. 

ANDREW WHELAN  
ERMITAGE

Whelan joined Ermitage in 2001 to 
work in the absolute return industry. As 
he explains, ‘I recognised that relying 
solely on long-only investment was 
destined for failure, as it is difficult  
to outperform equity indices if you 
don’t have the ability to go short or  
use leverage.’

Since joining the Jersey-headquar-
tered company, the father of two has 
taken full advantage of its flexible 
investment philosophy to make money 
during the downturn. ‘We have proven 
ourselves capable of protecting our cli-
ents’ wealth during even the most 
stressful markets,’ elaborates the man-
aging director. Two PAM awards in the 
past decade, including one in 2009 for 
best absolute return performance over 
three years, confirm this.

Whelan attributes the achievements 
to the length of time that the Ermitage 
team have been together and to their 
policy of co-investing. As he explains, 
‘We truly care about our clients’ wealth. 
We do not play with their money — we 
invest alongside them and ensure that 
all our interests are aligned.’

The Irishman will have to steer the 
mandate through what he predicts will 
be a double-dip in 2010. ‘When the 
market starts to turn down,’ he fore-
casts, ‘it will become a self-fulfilling 
correction. Everyone will panic and 
rush to the exit. The stampede for that 
small barn door will be incredible.’ 
Well-positioned for the aftershock with 
an array of put options, he will be able 
to protect client wealth and make 
money if it happens. As he muses, ‘Luck 
is being prepared for opportunity.’

A former Hampshire rugby player 
and avid fan, Whelan likes to hit the 
gym after work, maintaining: ‘A healthy 
body helps keeps one’s mind sharp.’ Martin Baines

David Rosier and Charles MacKinnon
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that really works for everyone.’ And 
popular they are, too. Clients report 
that Parker provides ‘excellent value 
for money’; ‘a star performer’ who has 
‘superb impartial judgement’ and also 
‘avoids minor detail in relation  
to negotiations’.

Her method is one of pragmatism. ‘I 
am one of those who negotiates as 
much with their own clients as with 
the other side,’ she explains. ‘One needs 
to be embracing of a client’s objectives, 
but also one needs to be the reality 
check. Otherwise, the key objective of 
keeping the emotional and financial 
drain to a minimum can get lost.’

In so doing, she keeps litigation to a 
minimum. ‘I like achieving outcomes. 
That for me means sitting around a 
table and cutting a deal. The case that I 
enjoy best is the one in which I think 
that I can contribute to achieving a 
relatively swift outcome with a good 
deal all round.’

Away from the office, Parker divides 
her time between London and Oxford 
(where her husband is principal of 
Hertford College). She relaxes in her 
allotments, growing fruit for her 
homemade blackcurrant jam.

FIONA 
SHACKLETON  
PAYNE HICKS BEACH

Shackleton, 54, is Britain’s highest-
profile family solicitor. Regularly seen 
on tabloid front pages, she has repre-
sented everyone from Prince Charles 
to Paul McCartney.

Ironically, the public know her as a 
courtroom pitbull — think of Heather 
Mills’s water attack at the High  
Court — when actually Shackleton is  
a skilled negotiator, called the ‘Steel 
Magnolia’ for her cool demeanour and 
direct approach.

The Payne Hicks Beach partner’s 
true persona is best captured by her 
belief that ‘a courtroom is a barbaric 
venue in which to pick over the carcass 
of a failed marriage’, and in her insist-
ence during her early career on leaving 
the office at 5.30pm every evening to 
look after her family. Don’t let this 
humane side put you off, however. 

When it comes to matrimonial dis-
putes, Shackleton is an ‘excellent prag-
matist’. The manicured blonde once 
told The Times, ‘In family work, every-
thing’s on the line. You need to be a 
good listener and understand people: 
your client, your opposition, counsel 
and the judge. It’s about being wise, 
having judgment and reaching sensi-
ble solutions quickly.’

Her approach, motivated by a desire 
to stick up for people and make sure 
they’re not taken advantage of, has 
been in great demand over the years. 
She shot to fame in the 1990s when 
arguing that Maya Flick, the wife of 
Mercedes-Benz tycoon ‘Mick’ Flick, 
could not be expected to live on a set-
tlement of £9 million.

From there she became a ‘magnet to 
high-profile clients’. Prince Andrew’s 
divorce followed, as did the Prince of 
Wales’s. Then it was McCartney and 
the Aga Khan. To this day she is still 
solicitor to TRH William and Harry.

But life hasn’t always been so easy 
for the Belgravia-based mother of two. 
Yes, she was born into a comfortable 

household — the daughter of a Bank 
of England adviser and Sheriff of the 
City of London. But she left university 
with a third-class degree and limited 
hopes for a career in medicine. It was 
only after training as a cordon bleu chef 
and working in corporate catering for 
a few years in the Eighties that she 
rediscovered her passion and joined 
Farrer & Co, the Queen’s solicitors.

Perhaps it is this drive, this prag-
matic air, that makes her so revered by 
her peers today.

HELEN WARD  
MANCHES

One of the grandes dames of family 
law, Lady Ward is famous for her dis-
cretion. She rarely gives interviews and 
is, according to her peers, ‘rather shy’.

But behind the veil lies a ‘one-of-a-
kind, stellar talent’ who has repre-
sented everyone from Paloma Picasso 
to Bernie Ecclestone and is widely 
regarded to be a ‘tough and uncom-
promising litigator’. Her reputation as 
a ferocious fighter belies her manner 

with clients, however. She starts most 
meetings with an enquiry into whether 
divorce really is the only option, and is 
well known for providing HNWs with 
emotional as well as legal support.

‘The empathetic approach is not a 
question of liking or disliking clients,’ 
she says. ‘It is more therapeutic; it is to 
do with understanding who you are 
dealing with, which direction you feel 
that they would better be able to cope 
with, and which path would better suit 
their position in life. A lot of it is intui-
tive and instinctive.’

Once instructed, the Manches partner 
searches for the optimal balance 
between the two parties. ‘The price 
that has to be paid for an amicable reso-
lution can sometimes be quite high,’ she 
warns. ‘In other words, people have to 
make compromises that they may not 
find easy, but it is overwhelmingly the 
right psychological answer, and usu-
ally the right financial answer, too.’

The petite and elegant Ward made 
her name at Ward Bowie in the 1980s, 
as clients flocked to her for her combi-
nation of sensitivity, intellectual rigour 
and appreciation that an amicable res-
olution is the best result.

The summit of her career so far came 
in 2007, when she secured the largest 
divorce settlement ever awarded — 
£48 million — for the wife of the so-
called ‘King of the London insurance 
market’, John Charman. It was a land-
mark in family law, showing HNWs that 
offshore trust assets were no longer 
immune from the Court’s discretion 
and may be treated as falling into the 
matrimonial pot. Thus Ward’s reputa-
tion for handling complex, high-value 
international cases rocketed.

Away from the office, she is an 
accomplished classical pianist. ‘Very 
charismatic for people who are lucky 
enough to know her’, she enjoys thea-
tre, tennis and gardening.

GILLIAN BISHOP  
FAMILY LAW IN 
PARTNERSHIP

Bishop, 51, founded Family Law in 
Partnership (FLiP) in 1995, with the aim 
of handling divorces in a way that mini-
mised long-term damage to families. 

‘FLiP looks at its clients holistically,’ 
she explains. ‘It gets into the broader 
needs of the client, and provides in-
house mediation and counselling 
throughout the divorce process.’

She and partner James Pirrie were also 
at the forefront of collaborative law 
when it came to the UK in 2003, and 
FLiP is now widely acknowledged to 
be the top collaborative firm in London. 

The new model, in which Bishop is 
described as a ‘pioneer and leading 
light’, encourages a hands-on approach 
to divorce, with both sides sitting 
around a table to discuss openly how 
best to divide up the assets. Bishop is a 
strong believer that ‘if there is such a 
thing as a good divorce, then collabo-
rative law provides that. It allows the 
parties to divorce with dignity.’

To that end, Bishop is recommended 
by HNWs as ‘a tough but fair negotia-
tor and a creative solution finder’.  
She combines ‘great humanity with an 
ability to litigate where needed’ and 
‘does not shy away from giving clients 
accurate advice — even if it is not what 
they want to hear’.

SANDRA DAVIS  
MISHCON DE REYA

Davis has been at Mishcon de Reya 
since she was a trainee and has had a 
strong influence on the ethos of the 
family department. 

‘We have always been a slightly anti-
establishment firm that has been able Helen Ward

Diana Parker
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WEALTH MANAGEMENT & FINANCE

Stephen Hill on the causes and chronology of the credit crunch — in which  
the blind avarice on the part of central bankers played a key role 

 ‘It’s impossible to foresee a crisis,’ asserted ‘Sir’ 
Alan Greenspan in a Bloomberg TV interview, 
unconvincingly, on Friday 12 September. Even 

George Dubya, the one with the problem with the ‘vision 
thing’, had called for greater regulation of Fannie Mae and 
Freddie Mac as long ago as 2002, six long years before their 
$700 billion US government bail-out. Old men forget, all 
right, and then their eyes get so weak that they can’t see 
what’s right there in front of them. Yes, this is the same 
beknighted Alan Greenspan, we promise you, who as the 
Federal Reserve chairman cautioned the markets in 2005 
about their ‘irrational exuberance’,  
and then did nothing about it for the 
next two years, except leave interest 
rates at the catastrophically low level 
of 1 per cent. 

Then came the inevitable credit 
crunch on 9 August 2007, as gung-ho 
banks had borrowed short at low rates 
and shovelled out the money long-
term to wannabe homeowners and 
consumers and then sold these debts 
on all neatly sliced and diced and at 
a tidy profit. But the new breed of sub-prime borrowers 
didn’t have enough dosh coming in to pay off their debts, 
and so the music stopped. The central bankers then accused 
the retail banks of having ‘mispriced the lending risk’, rather 
than admit to their own folly of letting the party roll on  
past midnight and into the wee small hours: remember 
Chuck Prince, the ex-CEO of Citigroup, who said the  
music was still playing and that his bank was still dancing? 
Well, he soon discovered he was the only one standing in 
the last-dance saloon.

The real crisis came a year later, however, when it broke 
over the weekend that began with that interview. Lehman 
Brothers was bust: it had assets of $639 billion and liabilities 
of $613 billion, implying debt leverage of around 25 times, 

an absurdly risky multiple, but $88 billion of the assets 
were unsold toxic sub-prime mortgages, so bankruptcy 
was inevitable. Lehman also had total derivatives bought 
and sold of $729 billion with a fair net value of $16.6 billion 
credit, which will probably be uncollectable in the course 
of its bankruptcy. As a major issuer of CDSs (credit default 
swaps, or insurance for a bond or debt that goes bust), 
Lehman’s sudden collapse immediately hit the solvency of 
the biggest insurer of the world, and the biggest insurer of 
the $55 trillion — that’s $55,000,000,000,000 — CDS market, 
namely the mighty AIG, with $1 trillion assets but with 

exposure to $441 billion of mortgage-
related CDSs. Systemic risk was now a 
contagion blowing dangerously in the 
wind: on the morning of Monday 15 
September, AIG needed $20 billion 
cash, then $75 billion by Monday 
evening and $85 billion by Tuesday 
morning and another $38 billion a 
month later.

Amid the din, confusion, noise and 
dust, however, an old cowhand of a 
banker — ‘I’ve had all the fun I can 

stand in investment banking,’ he said as he walked away 
from a possible move for Lehman last year — spotted that 
the ailing Merrill Lynch was unhappy at the immediate 
prospect of the financial abattoir that had so readily 
butchered Lehman overnight. The ‘Thundering Herd’, now 
dubbed the ‘Blundering Nerd’, was quietly rustled west by 
Bank of America’s Kenneth Lewis, sensibly offering not 
cash, but $50 billion of BofA paper. In the space of six 
months, Bear Sterns (leveraged 33 times), Lehman Brothers 
(leveraged 25 times) and Merrill Lynch (leveraged out of 
sight), had all gone, leaving just Goldman Sachs (leveraged 
at 20 times, down from a 28 times peak) and Morgan Stanley 
(leveraged at 17 times, down from a peak of 33 times) as  
the last outposts of a beleaguered so-called investment-

The central bankers 
accused the retail banks 
of having ‘mispriced the 
lending risk’, rather than 

admit to their own folly of 
letting the party roll on
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CREDIT CRISIS

Those who want to 
adopt higher-risk/reward 

strategies can try their 
luck, as hedge funds 

do, but don’t call on us 
taxpayers if you go broke

 

banking community. ‘Geared jobbers’ would be a more 
accurate description of them.

This crisis had been building for three years already, and 
the man in charge couldn’t foresee it? Well, this magazine 
did, admittedly as late as February 2007, when it was already 
as clear as mud that the central bankers had lost control. 
But then Greenspan was always a friend of the market and 
the market-makers, which is not where a central banker’s 
sympathies should best lie. Over in the UK, Gordon Brown 
had restricted the Bank of England to tracking inflation by 
reference to a misleading EU index, while the commercial 
banks trespassed all over the Bank of 
England governor’s ‘moral hazard’ 
territory of his own front lawn and he 
had to write inconsequential letters 
to Number 11 about inflation targets 
being missed.

Back to that interview: the Greenspan 
solution was for investment banks to be 
owned by the much larger commercial 
banks with their huge retail deposit 
bases, because in a crisis these banks 
have access to the Fed’s lending 
window. This would mean that the high-risk, high-reward 
investment-banking subsidiaries would automatically qualify 
in a crisis for what is in effect taxpayer support, which brings 
us right back to the current conflict of interests, where the 
self-styled ‘masters of the universe’ take all the profits and 
leave the rest of us to pick up the pieces and the losses. This is 
a road to ruin in more ways than one: it points to yet more 
nationalisations à la Northern Rock and to more costly and 
ineffectual regulation — did any of these regulators see 
what was happening, and if they did, was there anything 
they could do to avert this crisis? 

In other words, the Greenspan solution is a recipe for 
long-term, over-regulated, sclerotic capital, the worst of 
all worlds, as he seeks to argue that the taxpayer should 

shoulder the risk as depositor and not as taxpayer, neatly 
letting Uncle Sam off the hook and putting commercial 
banks firmly on it. Then events took control and put the 
US government firmly back on the hook anyway, as it 
was forced to conjure up an $850 billion bail-out fund to 
buy the toxic mortgage waste from the banks. And then 
Greenspan’s idea of commercial banks owning investment 
banks was shown to be ‘nonsense on stilts’ as Goldman 
and Morgan simply signed some forms to become deposit-
taking holding companies, allowing them access to the 
Fed’s support if the need should ever arise. And it arose, all 
right, within a month.

Greenspan’s view of the future is totally asymmetric to a 
simple structure that worked well for 66 years: the Glass-
Steagall Act of 1933 separated the ownership of investment 
and commercial banking, separating high-risk/high-reward 
from low-risk/low-reward, and deposits from investments. 
It was successful and required no regulation, as it was 
simply on the statute book and was the law. There was a 
rationale to this: commercial banking is really a utility, like 

a water company: you turn on a tap 
and, provided you have paid your last 
bill, water comes out; you put your 
card in the ATM and, as long as you 
are in credit, out comes liquid readies. 
You want a mortgage or car loan or 
overdraft, it can be arranged at a cost 
that wouldn’t interest an investment 
banker enough to get out of bed, let 
alone pick the phone up. 

Society and the economy need liquid 
and sound commercial banks that don’t 

go bust, and those who want to adopt higher-risk/reward 
strategies can try their luck, or expertise, as hedge funds do, 
but don’t call on us taxpayers if you go broke. There is room 
for both models, but let them be separate businesses, please. 
President Clinton did away with Glass-Steagall and the laws 
against predatory lending in 1999 in the name of banking 
freedom, just as Thatcher had done away with staid old 
building societies in the 1980s, which then became ‘banks’, 
before they went bust or were bailed out — Northern Rock, 
Alliance & Leicester, the Cheshire, the Derbyshire, Bradford 
& Bingley and now the biggest of them all, the Halifax. The 
idea was that banking and regulation and technology had 
moved on and Glass-Steagall was an anachronism, but 
hold on, haven’t hedge funds come along since then, and 
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rest of it really just depends on who your clients are.’ He is 
currently prepping for a major collaboration with Rem 
Koolhas (he’ll be doing the apartments in conjunction with 
Ritz Carlton in the MahanaKhon building, the tallest in 
Bangkok — ‘challenging spaces,’ he notes) and gearing up 
for various projects in the Far East, while projects for people 
whose character and personal style should in theory negate 
the need for design help — Madonna 
and Tom Ford, among others — have 
already earned him global renown. 

An ‘old-school architect’, Collins is 
a consummate professional who 
works closely with his business 
partner (the ‘very analytical and 
cautious’ Ian Watson is credited with 
nipping potential nightmare scenarios 
in the bud), who champions 
communication above all things 
(dozens of presentation boards adorn 
the walls and line the floor of his studio in anticipation of a 
client meeting later that day), doesn’t stand for tantrums 
mid-production (‘a waste of time. Everything should be 
solutions-driven’) and frowns on client requests for credit-
crunch discounts (‘you get what you pay for in those cases’). 
He is also, it is worth mentioning, not wild about interviews, 
and thinks many designers who give them often end up 
coming across badly (‘you think, “Oh for heaven’s sake, get 
a grip. It really isn’t brain surgery”’). 

‘I would definitely fall into the category of being somebody 
who’s successful because they’re insecure,’ he says. Really? It 

doesn’t show. He doesn’t look or act overtly arrogant — far 
from it — but insecure? It is hard to fathom. The brains and 
creative spirit behind the awesome, one-for-the-books art 
deco-cum-Ikat–wall-covering interiors of Soho brasserie 
Bob Bob Ricard, the refurbishment of 300-year-old 
institution Fortnum & Mason and even high-street 
sandwich pit-stop EAT (which he embarked on in his early 

days as a business venture to roll out 
over time), this is a man who should 
sleep soundly at night at the very 
least. Which he probably does. 

Throughout his interview Collins 
has been looking very relaxed, his 
legs crossed, one arm slung over the 
back of his swivel chair. His speech 
has been kind, a bit cheeky, with just 
a touch of steel about it. The secret? ‘I 
work hard and I play hard,’ he says. ‘I 
take plenty of holidays. I think that 

allows you to be relative and to keep on evolving in what 
you want to do.’ He says he’d like to take up piano lessons 
again — he originally wanted to be a musician but ‘couldn’t 
play the piano to save my life’ — perhaps build a house for 
himself by the sea in due course, and direct a film at some 
stage, ‘kind of logical step forward from things I’ve already 
done.’ He makes a point of supporting educational causes, 
and he encourages young talent to enter the field, assuming 
they have what it takes.

‘It’s a difficult business and it takes real commitment to 
slog through five or six years of design college,’ he says, this 

Some students ‘haven’t seen 
any restaurants because 

“they’re too expensive”, and 
can’t name their favourite 
shop as they “don’t get out 

much”,’ he says incredulously
 

Clockwise from 
bottom left: a 
residential project 
in New York; fine 
detail in the bar at 
the Connaught; 
the Delaire Graff 
wine estate in 
South Africa; the 
Connaught bar 
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Jonathan Chambers on his former schoolmate turned financial shyster  
David Smith, currently facing fraud charges in the Caribbean 

Why did he do it? Why did he commit a fraud on 
such unprecedented levels? I’m almost certain 
that he started with the best of intentions, to 

make good honest money and maintain a healthy and 
wealthy lifestyle for himself and his family. After all, we 
went to prep and high school together and his cool, quiet 
mannerisms back then suggested that he would have been 
incapable of conning people.

We weren’t best friends, but we knew each other well and 
would chat at length every time we saw each other. 
Affectionately called Smitty (the Jamaican pronunciation of 
Smithy), David Smith garnered respect among his peers in 
a way others would have to work years to achieve. Very 
laconic but gracious in greeting, and quietly humorous, 
Smitty sure fooled me. When I heard about it, I sat there in 
complete disbelief and shock to learn 
he had conned so many of my (and 
his) fellow Jamaicans.

As I write this, I feel embittered and 
sad. To say that I’m glad that I did not 
invest money in his Ponzi scheme is an 
understatement. In the years leading 
up to his arrest in February 2009 (the 
company was in operation from 2006), 
my friends would say, ‘Smitty is truly a 
genius. He’s great, he’s the saviour of 
the poor and you can earn as much as 
10 per cent on your investment every month. Don’t worry 
as we can get you in, or simply get in touch with him as he 
knows you and would not turn you away from exclusive 
membership.’ By then, of course, Smitty was too ‘important’ 
for me just to call. I live in the UK, so if I invested £1,000, at 
10 per cent per month it surely wouldn’t have been a bad 
idea. My money would be in and out — a quick deal.

But every time I visited Jamaica, a red flag appeared: how 
on earth was it possible for one f/x trader to return this 
percentage per month on investments when other traders 
with more experience worldwide couldn’t? It cast acute 
doubt in my mind on the authenticity of this operation. 
This, inter alia, prevented me from investing a penny and I 
had to check that my family had not become entangled in 
this fairly obvious web of deceit. Thankfully they hadn’t.

Smitty ‘traded’ forex via his (now) beleaguered investment 
company Olint (Overseas Locket International). He was a 

licensed representative at the Jamaica Money Market Brokers 
company for seven years, where he studied and specialised 
in international forex trading. Upon leaving, he and friends 
formed a club where they would trade foreign currencies 
and make returns of around 15 per cent per month.

Word of this success spread and he set about making this 
practice accessible to the ordinary man and woman in the 
street, encouraging them to place most of (if not all) their 
hard-earned money into a scheme promising astronomical 
returns. It took off and caught the Jamaican public (and 
diaspora, particularly in the US) by storm. So many people 
got involved, including leading government officials, 
wealthy individuals, business people, local celebrities and 
— the largest group of members — church people.

Alas, the ‘licky licky’ (Jamaican parlance for greedy) 
mentality inherent in so many 
Jamaicans prevailed over common 
sense and many others started begging 
to become members. After a short 
while, Smitty was lauded as one of the 
world’s ‘top foreign currency traders’, 
and he gave handsomely to charity. He 
and his wife, Tracey, were founders of 
Olint Foundation, a charity focused on 
Jamaican children with special needs. 
(Donation? $1 million.) He threw 
lavish parties at his mansion, spending 

up to $100,000 easily in one night. Reports were that Smitty 
and his company had at its peak over 6,000 investors with 
assets under management of $220 million. These were 
paltry when compared with Bernie Madoff and Sir Allen 
Stanford, but very significant for that region.

But questions from regulators and government ministers 
began to make life uneasy for him. Why, for instance, was 
Smitty unable to produce financial statements of his 
company’s performance to investors at any given moment? 
How was he able to guarantee 10 per cent? Where was the 
money coming from to pay these profligate monthly returns?

Despite attempts to ask Smitty to be transparent with his 
activities, it fell on deaf ears. Patterns of receipts and 
payments showed that the firm was collecting money from 
members (circa $220 million) to meet redemption requests 
($156 million) and that there was no evidence of trading 
profits in the company’s bank accounts to meet these 

 MY FRIEND THE  
  PONZI SCHEMER

redemptions. As such, warnings started to circulate about 
the possibility of fraud, and that people should steer clear of 
Olint. The government also stated expressly that it was not 
going to be reimbursing money lost in risky schemes as it 
wasn’t backed by any type of deposit insurance.

But the financial authorities were met with a backlash 
from rich and poor alike. The poor slated them for not 
wanting poor people to have the money to feed their kids, 
school them and have a decent home and environment to 
bring them up. The wealthier investors claimed that by 
shutting or investigating the day-to-day activities of Smitty 
it would affect growth in the economy, now that large 
amounts of foreign currency in circulation were indeed 
creating a more ‘competitive’ and ‘wealthier’ environment. 

By 2006, the Financial Services Commission of Jamaica 
raided Smitty’s offices and slapped a ‘cease and desist’ order 
on him, preventing him from further trading as he and his 
company were unregulated. At this point, Smitty had been 
on talk shows, in the print and local media defending 
himself and Olint, its legitimacy and the fact that, should 
investors require their money at a moment’s notice, all they 
needed to do was to go through the usual channels and they 
would get their money back without question.

Upon closure of his Kingston offices, Smitty and his 
family moved to the Turks and Caicos Islands, from where 

he directed operations. Soon, however, the TCI authorities 
raided his offices and put him under arrest. He posted bail, 
but his assets and funds that had been held in the US were 
frozen. He had left an angry Jamaican community (and 
others across the Caribbean) without explanation for his 
actions and, most crucially, without the return of their 
monies. Olint’s liquidator found that $14 million was 
available in liquid assets against 376 people claiming circa 
$67 million. Where was (and is) the rest of the $220 million? 
In all this, Smitty’s notoriety made him one of the principal 
subjects of an IMF working paper on Ponzi schemes in the 
Caribbean, a read that shook every bone within me.

It’s hard to imagine what lies in store for him and his 
family. The cool, easy-going Smitty I knew years ago seemed 
to have started with such great promise. It is now likely that 
he faces a lengthy spell behind bars, the same fate  
shelled out to Madoff earlier this year. He is currently in jail 
in TCI.

Asked some months ago when investors would get their 
money back, he replied —  perhaps rather uncharacteristically 
— that people needed to pray that this missing money 
would find its way back to Jamaican shores. His mother 
(whom I knew not) also expressed the same sentiment to a 
very concerned investor. Now it seems that praying is all 
that is left. 
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How was it possible for  
one trader to return this 

percentage on investments 
when other traders  

with more experience 
worldwide couldn’t? 
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Fancy owning spectacular property in the Italian countryside? There have never been so 
many desirable options. Josh Spero begins our special in Castello di Reschio, Umbria 

PALAZZO ENVY
ITALIAN PROPERTY SPECIAL

Each home, matched to the 
footprint of an existing but 
ruined building, combines 

the owner’s needs and  
wants with the craft and 
style of the Bolza family 

 

Castello di Reschio, Umbria 
+39 075 844 362, info@reschio.com, www.reschio.com 

 The desire of the rootless to find a home and then to 
provide homes for others is a familiar trait. Count 
Antonio Bolza, uprooted with his family from Hungary 

after the end of World War II, is the aristocratic exemplar  
of this, ultimately acquiring 2,000 acres on the Umbrian 
border with Tuscany and then building homes for others  
on his land. 

These homes are not regulation villas for the Chiantishire 
set, a second mortgage to drain reduced net income and an 
object for dinner-party admiration (though they are worthy 
of admiration). Each home, matched to the footprint of an 
existing but ruined building, is built in partnership with the 
owner, combining their needs and 
wants with the craft and style of the 
Bolza family. It is a family business: 
the chief architect is Count Benedikt 
Bolza, Count Antonio’s son, and 
Benedikt’s vivacious wife, Donna 
Nencia, has painted the estate map 
and murals in some of the houses. 

I stayed in Barco, a medieval keep 
and former summer residence of the 
Bishop of Todi, whose walls would 
once have contained the besieged 
locals as Guelphs and Ghibellines rampaged outside. Barco 
is approached through a low topiary garden, and behind 
wide French windows is a dining table with a view over a 
valley and acres of verdant Umbria. 

What is most striking about Barco is the effortlessness of 
its elegance. Since the houses are joint efforts, I was not sure 
whether to compliment the taste of the Bolza family or of 
the family who own the house. The master bedroom is 
flanked by a sitting room in pale peach and a study, although 
I felt no need to study or even take phone calls from my 
office. The benefit of Reschio is precisely its splendid 
distance from daily life, yet with your own stamp on it. No 
owners have yet demanded a modernist cube, which would 
be a curious choice in a land of traditional stone, and Count 
Antonio looks slightly pained at the idea. 

Each house is privately owned — building and freehold on 
the land — so you are in someone else’s home. Some choose 
to rent theirs out, and there will be some rental villas in the 
future, but most are kept for the few weeks a year their owners 
can make it out there. A great shame, says Count Antonio, 
and experiencing the green and quiet and cool, I agree. 

As I scanned the skyline, I saw some of the other houses 
on the estate, each separate enough for privacy and each 

clearly unique. This separate-but-togetherness creates a 
sense of community, even though families are resident at 
diverse times. Communities need a focal point, and the 
Osteria ensures that families can mix as they eat Chef Marco’s 
cooking — or their own, if they take up the offer of a cookery 
lesson. Apparently I’m a natural tortelloni-maker. 

While the Osteria is a pleasant option, these homes — 
which range from the palatial San Paolo, fit for fourteen, to 
the remarkable Palazzo with its new tower — can be self-
contained, with their own fully stocked kitchens (replenished 
as desired) and maids. In addition, chauffeurs and garages, 
local tax payments and rental services are also all taken care 

of. Returning after an afternoon’s 
exertions in the serene galleries of 
Siena to find dinner prepared by Chef 
Marco was the last surprise of my day. 

Barco is one of the first houses you 
come to after a precipitous drive, but 
the twenty others which have been 
restored are scattered over the estate, 
only linked by rustic roads. I have 
never before felt so grateful for the 
resilience of a Land Rover as it 
bounced up and down heroically. But 

that is part of what makes Reschio so appealing: instead of 
levelling acres of forest to put down tarmac, nature is 
worked with, not against. 

Indeed, nature and the traditional modes of Umbrian 
living and crafts are threaded throughout the estate. My 
bathroom had a mosaic floor and evidence of careful carving 
was everywhere, combining local stones and resources. 
Wandering through the Palazzo, whose swimming pool is 
hidden from immediate view by a trick of the eye, I saw 
local craftsmen working on the marble mouldings. Since 
the houses are built on existing sites, there are often medieval 
bricks which can be reused, melding the past and present. 

What Count Antonio is keenest on is the ease of being  
in Reschio: this is no holiday camp with mandatory 
enjoyment and hours forcibly devoted to activity (although 
there is a fine stable full of Spanish pure-bloods). Talking  
to the Bolzas makes this ease clear, because they see Reschio 
not as an impersonal estate for tycoons to hide away but 
rather more as a family retreat, for themselves as much as 
the homes’ owners. 

LIFESTYLE

of  rear-mounted engines, the Falcon 7X looks 
like a cross between a fighter jet and a commer-
cial airliner. That’s because it is. The Falcon is  
this and next year’s ‘must have’ business jet, 
the combined Bugatti Veyron and Rolls-Royce 
Phantom of  private aviation.

Made by France’s Dassault Aviation, the people 
who make the Rafale combat aircraft, it’s big. It  
can carry up to eight people from London to Sin-
gapore non-stop. And it’s fast. It can fly at Mach 
0.9, faster than any commercial airliner. It whistles 
along at 51,000 feet, Concorde territory, high above 
the congested conventional highways of  the sky.

Sound good to you? You’re not alone. Das-
sault had sold 165 of  the £29 million planes 

even before it was certified as safe to fly last 
year. If  you buy one now, you will have to wait 
until 2013 for delivery. Reservations on the 7X 
production line have become the most sought-
after pieces of  paper in aviation. The rights to a 
delivery next year were sold recently in London 
for £3 million.

The private jet market is moving into an  
unprecedented phase of  growth. According to 
Honeywell, the American aerospace group that 
is the major supplier of  engines and avionics to 
business jet makers, this year 1,000 planes will be  
delivered for the first time – 200 more than last 
year, itself  a record.

And that’s just the start. Honeywell thinks the 
market is about to shift into overdrive, with on  

With its sharp nose, raked Wing and trio
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plane simple  
Want to join the private jet set? Dominic O’Connell knows how
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average 1,400 aircraft deliveries a year for the  
next decade – a positive orgy of  plane-making 
that will double the current worldwide fleet. The 
value of  the market over that period will rise to  
a staggering £113 billion.

What’s even more surprising is that five years 
ago, corporate aircraft salesmen were having a  
terrible time, almost unable to give their products 
away. ‘The end of  the dot-com boom sucked the 
life out of  the market, and September 11 pretty 
much killed it,’ says Trevor Esling, vice-president 
for international sales at Cessna. Now, sharp  
aircraft salesmen in London, a haven for the 
world’s wealthy, are selling as many aircraft in a 
week as they did in all of  2002.

Business aviation executives say the boom 
is the result of  a fortuitous combination of   

circumstances. The weakness of  the dollar, the 
currency in which all corporate aircraft are 
priced, has helped to reduce costs. Globalisation 
means there is a broader base of  customers, with 
Russia and Eastern Europe, in particular, emerg-
ing as hot-spots.

Then there is the miserable customer experi-
ence of  commercial aviation, with some people 
who have experimented with private jets tak-
ing the plunge into outright ownership for fear 
of  having to rejoin the scrum at over-crowded, 
dilapidated hubs, notably London Heathrow.

Most important is the emergence of  a new, 
relatively wide class of  high net worth individuals 
for whom £5 million or £10 million is not too 
much to pay for exclusivity in travel. ‘These are 
not people from The Sunday Times Rich List,’ says 
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Flight of  fantasy: the Eclipse 
Concept Jet is a single-engine, 
four-place aircraft
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owe their survival to just one man. Obsessed  
by novelty, innovation, outlandish power and 
eccentric styling, enthusiasts, notably the Sul-
tan of  Brunei, have poured countless millions  
into commissioning the world’s most ex-
traordinary cars. Nothing is too extreme. An  
estate car built from a Mercedes limousine, 
a bespoke Lamborghini, a handful of  four-
door Ferraris, a clutch of  unique Aston Mar-
tin coupés, built secretly alongside the factory  
production line, all shipped out to the ben-
efactor’s distant fiefdom and then, in many  
cases, never seen again. 

Today, thankfully, Aston Martin, Maserati, 
Rolls and Bentley no longer depend on the whims 
of  rich men and the odd megalomaniac. But the 
obsessive collectors are 
still out there. In fact, 
thanks to soaring world 
financial markets and 
the property boom, 
their numbers are grow-
ing faster than ever. 
They are creating an  
entirely new sector in the high-end auto market –  
bespoke automobiles – bolstering ancient coach-
builders and specialist engineering firms across 
Europe and the US. 

Styling houses, notably Pininfarina, Castagna 
and Zagato, are in regular but discreet discus-
sion with wealthy individuals who feel their 
perfect car is yet to be designed. Pininfarina has 
created the Ferrari 612 Kappa, for real estate 
multi-millionaire, Peter Kalikow, chairman of  
New York’s Grand Central Partnership, and the 
Ferrari P4/5 for the American car collector and 
Wall Street investor James Glickenhaus. Each 
has become an instant design classic. Pininfa-
rina has several more ultra-secret projects in its  
Turin-based workshop.

Zagato, based in Milan, is more prolific. It 
has reskinned a Ferrari 575 Maranello as the 
575 GTZ for the Japanese collector Yoshiyuki 
Hayashi and created the Maserati GS Zagato 
for designer kitchen supremo, Paolo Boffi. Both 
cars bear their stamp of  approval from their  
respective brands, making a direct link to past 
collaborations. While the Pininfarina Ferraris 

will remain one-offs, the Milan-based Zagato 
hope to make a total of  nine GS models.

Amsterdam-based designer Michiel van den 
Brink is responsible for the Vandenbrink GTO, 
a sinuous homage to the iconic Ferrari 250 GTO 
of  the early 1960s, built on Ferrari’s slingshot 
599 GTB Fiorano. The original GTO is a rare 
classic: just 39 were made and examples fetched 
more than £2.5 million at auction during the 
1990s classic car market peak. 

Vandenbrink Design is to hand-build six GTOs, 
five for customers and one for Vandenbrink. ‘We 
have developed the design completely,’ explains 
Robert Koumans, Van den Brink’s partner. ‘We 
are doing virtual wind tunnel analysis using a  
supercomputer here in the Netherlands.’ Each 
car will be different, just as the original 1960s 

GTOs were differenti-
ated by variations in 
bodywork, trim and 
mechanical specifica-
tion. Koumans has se-
lected customers from 
the tightly-knit circle of  
original 250 GTO own-

ers. There have been plenty of  enquiries from 
the UK, US, Monaco and Dubai. 

Plans are also in hand to create the Vandenbrink 
Convertible – a folding hardtop with a lightweight 
carbon fibre skin – beating Ferrari to the market 
with an open-topped 599. This will be a strict 
 one-off. ‘The Vandenbrink Convertible will be  
officially named after the owner,’ says Koumans. 

Like bespoke tailoring or bespoke jewellery-
making, the bespoke auto business is governed 
by the heart, not by the wallet. To most cus-
tomers, price is irrelevant. ‘Most of  the people 
who approach us don’t even ask for the price,’ 
says Koumans. However, when pressed, he  
reveals that the price of  a GTO is around 
£612,000, plus tax, on top of  the price of  the 
original ‘donor’ car – around £180,000. A high 
performance version, the 630 GT, which fea-
tures improved power output to the V12, will 
nudge £720,000. Pininfarina’s Ferrari Enzo-
based P4/5 costs around £2 million.

Although all the styling houses build on  
demand, there are some elements of  the origi-
nal car they cannot change. Koumans explains: 

There’s never been a better time to order a  
haute carture  

stylish individuals  
are looking for the 
perfect car. price is  
irrelevant. nothing  

is too extreme 

Road thrill: Zagato’s Ferrari  
575 GTZ, created from a  
reskinned Maranello

Many of the world’s luxury car Makers

one-off for the road, writes Jonathan Bell
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appropriately Francophone context, is the equivalent to 
four Eiffel Towers.

The pressures of life as a member of this new generation 
of super diving watches are immense, and they only increase 
the deeper one goes. A couple of years ago both Breitling 
and Girard-Perregaux came out with 3,000m watches, the 

Avenger Sea Wolf and the Seahawk II 
pro respectively. Jean Paul Girardin of 
Breitling explained to me to that the 
biggest problem while designing the watch 
was with the strength of the caseback, 
which needed to resist a force equivalent 
to 35 tons. The result was that these super 
divers were not so much watches as little 
wrist-worn fortresses. Girard-Perregaux 
went as far as creating its own special 
aluminium and titanium alloy, used 
4.85mm-thick crystal and equipped the 
watch with a pair of gas escape valves. 

But then at 3,000 metres beneath the waves, worrying 
about your watch would be the last thing on your mind — 
unless you happened to be in some sort of bathysphere you 
would be dead, and it was doubtless with our safety in mind 
that this year IWC came out with its Aquatimer Deep Two, 
which features a depth gauge — or, as it is more correctly 
known, a ‘spring-assisted pressure transducer’ — that will 
give you an indication of your depth as far down as 50m. It 
is in theory perfectly possible to dive beneath that depth 
with your Deep Two, but even the macho men at IWC 
whose unofficial motto would seem to be ‘big watches for 
big boys’ advise against going beneath 40m in a wetsuit. 

Given that I panic when I can’t see the seabed, I don’t 
think I will be making anything like full use of the depth 
gauge. But that certainly doesn’t stop me wanting one.

Pressure? What pressure? Nick Foulkes on diving watches, the  
hardy perennials of the timekeeping world 

 Watches have two basic functions: one is to tell us 
the time and the other is to tell us who we are, 
or more accurately who we would like to be. 

The latter function is of course by far the more important. 
Therefore, as I shackled the Jaeger-LeCoultre Master 

Compressor diving chronograph GMT Navy SEALs limited 
edition to my wrist, I pondered my self-image. I am a 
middle-aged man, not in particularly good shape, not 
particularly powerfully built, nor particularly aquatic — I 
have not yet mastered the crawl — and when I go to the 
beach it is usually to eat rather than to swim. And yet here 
was a watch that brought out the trained killer, the elite 
special-forces operative, that had hitherto lurked unnoticed 
under my tweeds and pinstripes.

The Jaeger is just one of the butch diving watches capable 
of withstanding conditions that would turn their wearers to 
fish food. Jaeger-LeCoultre, Girard Perregaux, IWC, 
Blancpain and Omega are just some of the watch houses 
that have taken diving watch design to extremes.

But let’s stay for a moment with the — deep breath — 
Jaeger-LeCoultre Master Compressor Diving Chronograph 
GMT Navy SEALs. To be totally correct I think that that 
there should be a registered trademark sign (ie SEALs®), 
because as well as being an elite combat unit of the American 
Navy it is a brand. The gold version of this watch (presumably 
designed for the elite naval commando with a taste for 
bling) can handle 300 metres of water, but in titanium it will 
take you a kilometre beneath the waves (Jaeger-LeCoultre 
sank one to 1,080m off the coast of Hawaii), so this is a no 
mere watch, it is ‘a technical and demanding diving 
instrument’ and not just any old ‘technical and demanding 
diving instrument’ but one that boasts of ‘exceeding the 
stringent NIHS standards’. 

Now I have trouble getting to grips with NHS standards, 
let alone NIHS ones, but whatever they may be I am glad 
this watch — oops… technical and demanding diving 
instrument — exceeds them. Moreover, this watch — sorry, 
technical and demanding diving instrument — is bundled 
with chronograph and GMT functions, as well as the ever 
useful day/night indication.

Now you and I may think that one can check whether it is 
day or night simply by looking out of the window and seeing 
if the sky is dark (night) or light (day), but then you and I do 
not move in those inhospitable polar wastes where it can be 

instead of killing off the mechanical diving watch, the 
arrival of the dive computer has invoked what I call the law 
of elegant futility, whereby the newer, cheaper (and often 
more effective) object elevates, almost deifies, the object it 
is supposed to replace. The car replaced the horse as 
quotidian transport, but equine pursuits live on as a luxury 
pastime; it is the same with mass-produced clothes and 
bespoke tailoring. And since the arrival of the dive computer, 
mechanical diving watches have become even sexier.

The diving watch is perhaps the most evocative of all 
sports watches: in the old Bond films 007 was seldom seen 
without his Rolex Submariner. There is even one vintage 
version of this prototypical diving watch that is known 
affectionately as the James Bond Submariner; it is 
distinguished as being the one without the crown guards.

Indeed, it is the Bondian, he-man legacy that is at the 
heart of the diving watch proposition. Take Blancpain’s Fifty 
Fathoms, originally developed during the 1950s for a 
division of the French Navy called ‘Les Nageurs de Combat’. 
The French, being French, managed to commission a watch 
that was as stylish as it was practical and exemplifies the 
architecture of the diving watch that continues to hold good 
to this day: black rotating bezel to time dives and 
decompression stops, dark dial and contrasting luminous 
hands and indices.

The Fifty Fathoms is a classic and its recent reissue was 
such a success that Blancpain, which is one of the less 
celebrated but most exacting of Swiss watch houses, has 
come up with an extra-strength version called the 500 
Fathoms. The 500 Fathoms is a beautiful beast of a watch 
that is capable of being worn 1,000m 
under water — comfortably (or perhaps 
more accurately uncomfortably) beyond 
the limit of human endurance, but then, 
rather like cars that are capable of 
exceeding the national speed limit by a 
factor of around 200 per cent, it is this 
blatant over-engineering that is part of 
the point. Blancpain’s brushed titanium 
behemoth is just as at home on the 
sundeck of your superyacht as it is all 
those leagues below the sea; moreover 
the engineers have worked very hard to 
make this watch as pretty as it is, as they say in Switzerland, 
‘performant’: the 500 Fathoms has a crystal caseback, which 
is impressive in a watch with a 1,000m capability.

A couple of hundred metres further down and you will 
find the distinctive Omega Ploprof (the first letters of 
plongeurs professionnels). The new Ploprof is a retread of a 
1970 classic, characterised by an orange button that has  
to be pressed to be able to turn the bezel (thus ensuring  
that accidental knocks and bumps would not affect the 
timing of dives). Back in the early 70s the Ploprof was  
about the chunkiest, butchest, ruggedest diving watch on or 
under the high seas, and Omega has chosen very wisely  
not to tamper with its distinctive looks, nor with the  
safety deposit box styling, but has merely doubled its 
effective working depth to 1,200m, which, to give some 

The pressures of life as 
a member of this new 
generation of diving 

watches are immense, 
and they only increase 

the deeper one goes

either perpetual day or 24-hour night; nor do we spend so 
much time under the waves that we lose track of the lunar 
cycle. Do I need a combat-ready technical and demanding 
diving instrument? Er… no. But am I glad that Jaeger-
LeCoultre has come up with one? Undoubtedly yes.

The irony is of course that most divers these days rely on 
a dive computer, a cheap electronic wrist-worn device that 
provides all the necessary data to enable safe diving. But 

In a league 
     of their own

Opposite: 
Blancpain’s 500 
Fathoms. Above 
right: The Jaeger- 
LeCoultre Master 
Compressor 
Diving Navy 
SEALs
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One of these men is the most celebrated architect of our age.  
The other is the most creative car designer. One is transforming  

the way we look at buildings. The other is doing the same for cars.

MEN OF STEEL

In the seerIng CalIfornIa sunshIne
the glistening steel curves of  Frank Gehry’s 
Walt Disney Concert Hall in downtown Los 
Angeles seem to sweep you up off  the sidewalk 
with the promise of  style, music – and a good 
time. Folded up in the metal vortex of  Ameri-
ca’s best-loved new building, you lose yourself. 
It’s not just the heat or the rippling aquatic light 
flowing off  the silvery skin. Surrounded by the 
bland glass and steel blocks of  corporate Amer-
ica, Gehry’s bendy structure seems to be talking 
to you, questioning your idea of  what a building 
should look like.

Today, someone who knows a thing or two 
about bending metal is standing outside the  
entrance. It’s Chris Bangle, BMW Group’s chief  
designer. He’s waving his arms and talking nine-
teen to the dozen, his words pinging off  the steel 
panels that drape, bend and burst into the sky. 
‘Look at the light control. Look at the shadow. 
We’ve got highlights, reflection, balance, colour 
harmony. The curves create emotion. Each one 
is intimate. Hell, it’s just like a car!’ Bangle puts 
his hands together, as if  praying to the imaginary 
God of  Gehry, looks up to the sky and says:  
‘Respect, you know, respect.’

A grey BMW Z4 pulls up outside the con-
cert hall. Out steps Gehry, wearing a light blue 
shirt and blue cotton trousers and an ‘I could 
be one of  the construction guys’ crumpled navy 
jacket. He shakes hands with Bangle and the two 
men walk inside and sit in the curved wood and  
marble auditorium, doing the small talk that  
designers do. ‘The building is really great,’ says 
Bangle. ‘Come by for a concert sometime,’ Gehry 
replies. ‘I’d love to,’ Bangle says. Gehry asks: ‘My 
wife and I need to get a new car. What should we 
get, another BMW, right?’ ‘Yeah,’ Bangle replies. 
‘Try the 7-Series and the 5-Series, too.’

But the two men are not here for small talk. 
They are here because they have something big 
in common – something so big that it is trans-
forming the way we look at cars and buildings 
and pretty much everything in between. The pair 
boldly, some say recklessly, challenge the con-
ventions of  design. They create new shapes: not 

shapes that just look different but shapes that 
are different – curves that we could not have  
imagined a year or two ago that reach beyond  
the technical and aesthetic constraints of  the  
20th century, using brand new materials and 
manufacturing processes.

The two North Americans work with steel,  
titanium and ceramic to forge their unique 
sculptural styles. For Gehry, it is explosive, exu-
berant curves. His Guggenheim Museum in  
Bilbao is the most recognisable architectural icon 
since the Sydney Opera House. For Bangle, it is 
the interplay of  snarkiness and softness. You can 
see it in the slashes of  the Z4 roadster, the soft, 
flowing lines of  the 5-Series, and the imposing 
sculpture of  the new CS sporting saloon con-
cept car, unveiled earlier this year at the Shanghai  
Motor Show. Each man has worked in the other’s 
field. Gehry has studied car design and Bangle 
takes his design team on architectural tours of  
Istanbul and LA to generate fresh ideas. In spite 
of  the criticism they attract, they insist on doing 
things their way. Mostly, they get away with it. 

The pair leave the auditorium, that is the home 
of  the LA Philharmonic, and begin chatting in the 
concert hall’s green room. Gehry, at 78 the older 
and better known of  the two, begins by stak-
ing out a little common ground. ‘I like to create  
motion, a sense of  movement in buildings,’ he 
says. ‘It is very similar, I think, to what you, Chris, 
are doing with your cars. The quality of  the shapes 
you create generates an emotional response from 
people similar to a building like this one.’

Bangle nods, looking pleased at the compli-
ment from a man almost 30 years his senior. 
‘One of  the similarities between our different 
worlds is that there is a love of  understanding 
form and shape. Any fool can draw a straight 
line but there is no one who understands surface 
and curve like you, Frank.’

Mutual expressions of  professional respect 
out of  the way, the odd couple relax. The more 
they talk, the more it becomes clear that what 
they are discussing is more than just design. 
They do not see their work – cars, buildings,  
interiors – as mere products; they regard them 

ULTRA

115

John Arlidge meets the odd couple: Frank Gehry and Chris Bangle
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BMW Group’s chief  
designer Chris Bangle, left, 
and architect Frank Gehry, 
right, compare curves, 
cars and creativity before 
Gehry’s £133 million Walt 
Disney Concert Hall in LA 



Products
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            •  The critically acclaimed publication boasts an award-winning team of staff and highly respected contributors, 	
	 all of whom are considered experts in their field. Spear’s editor-in-chief is William Cash, named Editor of the 	
	 Year in 2007 and 2008 at the PPA Independent Publisher Awards.
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            •  Spear’s offers a host of digital marketing solutions including banner advertising, channel sponsorship and email 	
	 newsletter sponsorship.

	 Events
            •  Spear’s has an established and highly respected events business which includes:
	 The Wealth Management Awards - described as the ‘Oscars of the financial world’ by the Evening Standard, 	
		  these are awarded to the leaders in the wealth management industries.
	 The Book Awards - already respected and cited in the media after only one year.
	 The Design for Living Awards - awarded to the most cutting-edge luxury brands and design innovators.
            •  Spear’s can also create bespoke events for clients from intimate dinners and gallery viewings to larger scale 		
	 product launches.
            •  The Spear’s team can create unique integrated marketing packages that deliver widespread brand exposure to 
	 its unique audience and tangible results provided by a live event with a captive audience.
            •  Together with the Spear’s Research Unit, Spear’s events will also be launching Spear’s on Tour, a series of
 	 seminars across the UK in 2011 which will give selected wealth professionals the chance to meet with and 		
	 address high-net-worth individuals on a regional basis.

	 Research
            •	 The Spear’s Research Unit publishes the unique Spear’s Indices, a Michelin-style guide to the top individuals and 	
	 firms in the private client and financial services sectors that serve the UNHW community. Using our unrivalled 	
	 access and authority, the Spear’s Indices rank and rate the top performers in their field.

‘The ultra-high-net-worth set now has its own magazine’
	 The Guardian



Spear’s magazine 
 
Advertising in Spear’s offers a channel opportunity to reach today’s wealthiest and 
most discerning readers. Our niche circulation provides direct access to the ultra 
high-net-worth community, and our articles — on subjects from tax havens and 
trust funds to luxury travel and the art world — are written with insight and wit by 
celebrated contributors. 

Readers and circulation

Spear’s is the first magazine published exclusively for Britain’s ultra-high-net-worth (UHNW) community. The 
magazine’s 60,000 readers represent some of the wealthiest, most influential and most successful individuals 
in the world today.*

As more individuals and families enter the UHNW stratosphere, competition among financial institutions to 
manage, advise and handle these fortunes is becoming increasingly severe.

Reaching the super-rich and attracting new clients is one of the key challenges facing any financial institution 
targeting the UHNW community.

Spear’s unique distribution, 27,000 copies to UHNW individuals and families in the UK, offers an 
unparalleled opportunity to reach these individuals directly.

Information

Circulation:		  27,000 copies
Frequency:		  Bimonthly
Readership:		  60,000*
Male/female:		  70/30
Distribution:		  65% — Mailed exclusively to Spear’s high-net-worth subscriber database
			   35% — Distributed onboard British Airways First and Club World cabins; in 
			   Eurostar and First Class UK airport travel lounges; Davos World Economic 
			   Forum; and selectively to London’s finest hotels and private members’ clubs	
Global footprint:		  UK 95%, Rest of World 5%

*Results from a September 2009 reader survey show that each issue of Spear’s is read by at least two individuals.

					     ‘A European rival to Forbes’ 
										          Evening Standard



Contributors

Contributors to Spear’s include some of the most respected and renowned writers, artists and experts working 
today. Bestselling authors write alongside serial entrepreneurs; award-winning editors and industry gurus share 
their expertise and opinions; style icons and legendary photographers showcase their work. 

John Arlidge, Sunday Times business writer; Nick Foulkes, author and dandy; William Sitwell, editor of Waitrose 
Kitchen; Godfrey Barker, art market expert; our Mid-Atlantic Girl Daisy Prince; Luke Johnson, former chairman 
of Channel 4; Clive Aslet, editor-at-large of Country Life; Anne McElvoy, Evening Standard; Alessandro Tomé, 
Spear’s Discriminator; Martin Vander Weyer, business editor of The Spectator; cultural commentator Peter York; 
James Sherwood, Financial Times style correspondent; Josh Spero, one of the Observer’s rising stars of media; 
Andrew Roberts, acclaimed historian; and Anthony Haden-Guest, legendary journalist, cartoonist and author.

Spear’s editor-in-chief is William Cash, an authority on the super-rich who regularly appears on TV and radio as 
a media and wealth commentator.
 

					     ‘The New Yorker of finance’ 
										          The Independent
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Turning ten is always a cause for celebration, even if it does mean that the terrible teenage 
stage is looming. Happily, Spear’s is moving into double figures with all the grace and wit and 
glamour of its first ten issues. In these photos, friends, admirers and (we may even say) lovers 

of Spear’s helped us to celebrate the landmark.
Brand-new members’ club Molton House made a celebrated landing on the London scene as it 

played host, across its several levels, to the young bucks of the hedgie set (now with slightly fewer 
bucks) and the grandes dames and notable nobles who migrated from Chelsea for the evening.

As the credit-crunch cocktails flowed (several people bailed out of the Negative Equity), the future 
king’s future sister-in-law lit up the room, as did the magic tricks of Drummond Money-Coutts. The 
leading lights of London law graced us that night, and the cultural tone was raised by artist Alison 
Jackson, art writer Godfrey Barker and Spear’s arts editor Anthony Haden-Guest. Matthew d’Ancona 
and Martin Vander Weyer were spotted too.

After ten issues, always speaking to wealth in terms it understands, it felt like Spear’s needed a party 
to celebrate and reflect. Celebration and reflection over, the staff, committed as ever, cleared their 
inboxes and started on issue eleven.

For more pictures from Spear’s birthday party and other exclusive events, visit ‘Shot Before Dawn’ at 
spearswms.com

Photography by Tim Griffiths and Alex Guelff
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Shot before dawn
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Molton House, Snow Queen 
vodka, Dalmore whisky, 
Brockmans gin, Marguet 
champagne and Orlando 
Hamilton Flowers

From hedge fund managers to serial entrepreneurs, 
oligarchs to internet moguls, rock stars to royalty, no 
magazine is read by a more sophisticated mixture of 
wealthy and successful people today

William Cash Editor-in-Chief
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Spear’s Events
Spear’s offers a range of events for its wealthy, specially invited  
VIP readers to be introduced to advertisers/sponsors.

Events planned for the future

Spear’s Design for Living Awards in Spring 2011.

Third annual Spear’s Book Awards in Summer 2011.

Fourth annual Spear’s Wealth Management Awards in Autumn 2010, called ‘the Oscars of the financial 
world’ by the Evening Standard.

Series of Editor’s lunches and dinners (10-40 people) around a specific theme or subject introducing 
select VIP Spear’s readers and contributors to a sponsor. These will take place in exclusive clubs or 
venues, such as the Walbrook Club, Scotts or the Club at The Ivy.

Round tables with leading business figures, wealth management or luxury professionals, filmed by 
Spear’s and web-streamed on Spear’s site, and available to the sponsor for their own promotional use.

Breakfast round table on the futures of luxury and wealth management, with VIP speakers from the worlds of 
luxury, business and media.

Spear’s will be actively sponsoring various financial speaker slots at major literary festivals around the UK and 
an opportunity will be given to a firm to sponsor a dinner afterwards, at which the editor William Cash and VIP 
speaker will be present.

Spear’s offers the opportunity for a firm to sponsor an evening at a major new art exhibition in London, or a 
preview evening at Christie’s, which will allow for the firm in question to be introduced to Spear’s high net worth 
readers.

Spear’s will host a party to celebrate the publication of each new Spear’s Index at which all those featured on the 
Index will be invited, along with VIP selected readers. This event can be sponsored by a firm wishing to associate 
itself with the top performers in a particular Index, from Private Banking to Art Advisory.

Event rates are subject to sponsor’s requirements.  
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