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The Amati AIM 

IHT Portfolio  

Serv ice was 

launched in  

August 2014, 

and we have 

been pleased 

with progress so 

far. As the      

b e n e f i t s  o f    

investing in AIM 

stocks for the 

purposes of  

Inheritance Tax 

planning are 

becoming more widely recognised, we are  

seeing a significant rise in interest in our    

Service, which reinforces the importance of 

having appropriate systems in place in order to 

support future growth in assets under        

management. 

We are therefore pleased to announce that we 

intend to bring the Service in-house and have 

A M AT I  A IM  IH T P O R T F O L I O  S E RV I C E  
L A U N C H  O F  I N - H O U S E  S E R V I C E  

Investment in smaller 
companies can be higher 
risk than investment in 
well-established blue 
chip companies. Funds 
investing significantly in 
smaller companies can 
be subject to more     
volatility due to the    
limited marketability of 
the underlying asset. 
Please refer to the risk   
warning on page 4.  

A M AT I  F U N D  R E T U R N S  A N D  FUM  “AIM provides a wealth of 

under-researched       

opportunities, but the 

work required to uncover 

them is significant. Dr 

Paul Jourdan and the 

Amati team have the     

experience and level-

headed approach needed 

to succeed in this       

market.” 

Richard Troue, Head of 

Investment Analysis 

Hargreaves Lansdown 

made new arrangements for dealing,         

administration and custody. The relaunched 

Service will have many familiar features but 

will now be accessed through a dedicated 

Amati website, with a login for subscribers and 

intermediaries to view portfolios and obtain 

valuations. Our Model Portfolio will continue to 

be the template for client portfolios and our 

investment philosophy and strategy remain 

unchanged. 

We are in the process of finalising the        

arrangements for the transfer of existing   

subscribers, and we hope to be able to      

welcome new subscribers from around the 

middle of May. In the meantime, please don’t 

hesitate to get in touch if you have any     

questions or would like more information. We 

believe these changes will allow us to offer an 

even better service to investors and we hope 

the service will continue to enjoy your support.  

Source: Amati Global Investors as at 30 April 2016                                                                                                          

 
Fund Return 

(since launch#/takeon##) 
Benchmark Return 

Funds under   
Management 

TB Amati UK Smaller 
Companies Fund (B) 

362.41%## 140.52%** £26.3m 

Amati VCT  32.93%# -27.30%* £39.3m 

Amati VCT 2 52.86%## 8.59%* £36.9m 

Amati AIM IHT    
Portfolio Service 

29.14%# -4.63%* £1.9m 

Benchmarks:  *FTSE AIM All-Share Total Return Index 

                            **Numis Smaller Companies plus AIM Excluding Investment Companies  

TB Amati UK Smaller Companies Fund takeon 31 August 2000  /  Amati VCT launch 24 March 2005 

Amati VCT 2 takeon 25 March 2010  /  Amati AIM IHT Portfolio Service launch 29 August 2014 
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Martin Churchill 

Editor, Tax Efficient Review 

“Amati has a strong 

team with a clear focus 

on risk mitigation and 

a pioneering approach 

to VCT management” 

delivered by an interpreter who does not       

understand the substance or context of the  

conversations.  Moreover, there is no            

engagement with the individuals on the other 

side of the table and therefore no feel for  

whether these are people who are ‘backable’.  

Communication with investors is critical when 

companies slip-up and there have been cases of 

AIM-listed foreign companies going ‘AWOL’ when 

newsflow has turned negative.  When           

management teams are not around to answer 

questions, the fund manager will assume the 

worst and is more likely to try to sell their      

position.  This puts further pressure on          

embattled share prices. 

There is a smaller subset of international      

companies quoted on AIM where the             

management teams are UK nationals, or where 

the businesses are based in other G7          

economies or Australia.  The level of cultural 

mismatch between management and investors 

is likely to be much lower in such cases.  The 

biggest risk is that a company has come to raise 

capital in the UK because no-one local would 

back it.   

Overall, it is little surprise that the number of 

international companies listed on AIM is       

declining.  The peak was 2008 – at 31 March in 

this year there were 343 international           

companies listed on AIM.  This figure now stands 

at 192 following a sequence of de-listings and, 

with negative sentiment still prevailing towards 

such companies, we cannot see this reversing 

any time soon.  

The UK stock market, particularly AIM, hosts a 

large number of overseas companies: at 31 

March, 192 of AIM’s 1,020 constituents were 

classified as ‘International’.  On the face of it, 

this brings an opportunity to UK investors, 

combining the prospect of deploying capital in 

an emerging market, high-growth economy 

with the benefits of the regulation and               

corporate governance that market participants 

would expect from a UK listed company.    

Unfortunately, our experiences of investing in 

AIM-listed, emerging market type companies 

have been bruising, and it is now clear that 

AIM companies from China in particular have 

been almost universally disastrous, way     

beyond what could be explained by company-

specific risk, while companies from some other     

countries of domicile, such as Israel, Greece or 

Brazil, have often proven highly problematic. 

The issues with Chinese companies stand 

apart in the sense that there is a huge gulf 

between the UK and Chinese legal systems to 

the extent that, with the benefit of hindsight, it 

seems to us inappropriate that any of these 

should be quoted on AIM.  We might argue 

that UK investors should only back companies 

managed from jurisdictions which have an 

extradition treaty with the UK.  Without this, if 

a company turns out to be fraudulent, there is 

unlikely to be any effective recourse.   

Another problem with overseas companies is 

that management ‘face time’ prior to making 

the investment decision may be limited and, 

depending on the location of operations, site 

visits may be impractical.  This problem is 

hugely exacerbated when there is a language 

barrier.  Drilling down into the financial and 

operational details of a business is extremely 

difficult if questions and answers have to be 

Finely crafted investments 

A M AT I  VCT S       
T O P  U P  O F F E R S  

An investment in a VCT 
carries higher risk than 
other forms of              
investment. An             
investment in the Amati 
VCTs is suitable only for 
investors who are        
capable of evaluating the 
risk and merits of such 
investment and who have 
sufficient resources to 
bear any loss which 
might result from such 
investment. Investors 
should check their      
eligibility for income tax 
relief with a professional 
adviser. The information 
presented here is        
intended as a summary 
only of information    
contained in the Offer 
Document and is not a 
substitute for reading the 
Offer Document. 

I N V E S T I N G  O U T S I D E  T H E  U K 
D O U G L A S  L A W S O N  

The Amati VCTs raised just over £5 million 

in the last tax year 15/16 with still              

c. £1.6m capacity for tax year 16/17     

closing on 15 July 2016. 

 

For further information on our Top Up    

Offers, please visit our website. 

Offer Document 

http://www.amatiglobal.com/avct_share_offer.php
http://www.amatiglobal.com/documents/Amati_VCT_and_Amati_VCT_2_Top_Up_Offer_Document_2015_2016.pdf
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Amati Global Investors 
are managers for: 

 

 Amati VCT 

 Amati VCT 2 

 TB Amati UK  Smaller 
Companies Fund 

 Amati AIM IHT    
Portfolio Service 
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claims that they can offer customers catwalk 

style designs within 6 weeks of the catwalk 

show.  This pleases customers but also      

investors – the ‘test and repeat’ model means 

lower working capital requirements, reduced 

stock risk and strong cash generation.        

BooHoo remains relevant in today’s fickle  

fashion market through collaborations with 

popular musicians and media figures that  

appeal to its target market, such as Charlie 

XCX and Zoella, a ‘youtuber’ with 8 million 

followers.  The founders retain a large stake in 

the business, helping to ensure shareholder 

alignment.  BooHoo is held in the TB Amati UK 

Smaller Companies Fund.  

P O R T F O L I O  C O M PA N I E S  S P O T L I G H T  

Boohoo is an online clothing retailer catering to 

a young, fashion and value conscious          

customer.  Its closest AIM-listed peer is ASOS 

but there are some fundamental differences 

between the stocks. The vast    majority of the 

clothing that Boohoo sells is own label.  Own 

label drives higher gross profit margins, which 

translates into higher operating profit margins.  

Besides high margins for a retail business, one 

of Boohoo’s most significant attractions is its 

‘test and repeat’ model for launching new  

products whereby 200-300 pieces are ordered 

in the initial run of a design.  If the product 

achieves appropriate sell through rates then a 

larger order is placed.  If not, the initial order is 

placed on promotion and cleared.  BooHoo 

introduces 3,000 to 4,000 new SKUs per 

month and the use of 200 UK suppliers     

translates into fast response times and stock 

that remains fresh and relevant - Boohoo 

Investment markets and 
conditions can change 
rapidly and as such the 
views expressed should 
not be taken as        
statements of fact nor 
should reliance be 
placed on these views 
when making investment 
decisions. Past             
performance is not a 
reliable indicator to   
future performance. 

emissions.  BCA has built up a valuable       

repository of data on vehicle pricing, which we 

believe will provide an increasingly attractive 

revenue stream to the group in the future.   

Furthermore, a new finance initiative with HSBC 

is providing short-term secured loans to trade 

buyers of vehicles to augment traditional     

revenue streams.  The market is working in 

BCA’s favour with good growth in used car 

churn forecast over the medium term as the 

cohort of new cars acquired following the global 

financial crisis and UK Government ‘scrappage 

scheme’ are exchanged for new cars.  In      

addition to this, the proportion of used cars that 

are being put through auctions is growing.  The 

combination of these factors has led us to   

increase our stake in BCA in the TB Amati UK 

Smaller Companies Fund.    

BCA (British Car Auctions) is the largest used 

car auctioneer in the UK, operating from 23 

locations.  It also owns webuyanycar.com, 

which has over 200 branches nationwide.  BCA 

has expanded into 12 countries in Europe and 

has a presence in Brazil.  BCA now claims over 

50% market share in the UK and 45% in     

Europe, where is now number 1 in 5 of its   

markets (Holland, France, Germany, Spain and 

Portugal).  There are significant barriers to  

entry in the physical vehicle auction market 

due to the space and access requirements as 

well as regulations around noise and vehicle 

Venn Life Sciences is a clinical 

research organisation providing 

drug development, clinical trial 

management and resourcing to 

pharmaceutical, biotechnology 

and medical device clients. Venn 

has adopted a ‘buy and build’ 

strategy to consolidate a fragmented European 

market and now has operations in Ireland,  

Germany and France.  In targeting acquisitions, 

Venn looks to fill in the gaps in its portfolio of 

service offerings as well as adding to its      

geographic coverage.  This has obvious       

attractions to its clients, who tend to operate 

globally and prefer to deal with one service 

provider rather than multiple supplier in      

multiple territories.  Venn has been around for 

25 years and has built a good reputation within 

its market, having completed over 300 clinical 

trials.  It is this experience and high standard of 

customer service 

t h a t  t h e        

business relies 

upon.  Now over 

7 0 %  o f          

contracts come 

each year from 

repeat customers.  From an investor’s point of 

view, this   provides good revenue visibility - the 

order backlog (contracted work) and the pipe-

line tend to be healthy at the beginning of each 

financial year, de-risking the market forecasts.  

Recent contract awards include a €3m contract 

with a European biotech for an orphan disease; 

a €2.4m trial for a new stent for a European 

medical device customer; and a phase IV    

allergic disease drug trials contract from a  

global pharmaceutical company.  Venn is now 

held in both Amati VCT plc and Amati VCT 2 plc. 



Upcoming Events: 

• 23 June 2016: Amati 
VCT & Amati VCT 2 
AGMs and Investor 
Event, London 

• Details of forthcoming 
events will be posted 
on our events page  

18 Charlotte Square 
Edinburgh 
EH2 4DF 

Amati  G lobal  

Investors  

Phone: +44 (0)131 503 9100  
www.amatiglobal.com 
Email: info@amatiglobal.com 

Calls are recorded and 
monitored. 

R I S K  W A R N I N G S  

This newsletter does not constitute investment, tax, or legal advice, and nor does it 
constitute an offer, invitation or solicitation to invest in the products described. 
 Amati will not provide any investment, tax, or legal advice, or make any personal 
recommendations as to the suitability or otherwise of these products.  Before      
investing in our products we recommend that you contact your financial adviser.  

These investment products place your capital at risk and you may not get back the 
full amount invested, even allowing for any tax breaks.  The value of your              
investment may go down as well as up.  Past performance is not a reliable indicator 
of future performance.  Investors should be aware that any investment in equities is 
subject to risk, and that investment in smaller companies, in particular unquoted 
companies and those quoted on the Alternative Investment Market (AIM), carries 
an even higher risk than that of larger companies listed on the main market of the 
London Stock Exchange.  This is due to the higher volatility and lack of liquidity  
often found in smaller company shares, as well as typically higher levels of business 
specific risks.  Illiquidity means that buying and selling portfolio holdings may take 
some time, and in a worst case scenario portfolio companies could be delisted from 
AIM, making them very difficult to buy or sell, which in turn could affect the value 
of your investment.  Current tax rules and the available tax reliefs offered on       
investments into AIM-quoted stocks may change at any time, and there is a        
considerable risk that if the legislation changed in respect of these tax reliefs, then 
those portfolio companies that no longer qualified for such reliefs would be subject 
to heavy selling pressure, potentially leading to significant investment losses. 

Your attention is drawn to the risk warnings in the VCTs ‘ Top Up Offer                 
Document - these are in respect of matters such as liquidity, tax reliefs, charges, 
derivatives and gearing.  

A M A T I  G U I L D H A L L  C R E A T I V E  
E N T R E P R E N E U R S ’  A WA R D  2 0 1 6  

Finely crafted investments 

We would welcome your 
feedback/comments on 
any of the areas covered 
in this issue. Please either 
email the team on  
info@amatiglobal.com or 
call on 0131 503 9100. 
If you would like to     
receive our monthly fact 
sheets by email please 
send a request to         
info@amatiglobal.com.                            

This financial             
promotion is issued by 
Amati Global Investors 
Ltd, authorised and 
regulated by the       
Financial Conduct    
Authority and            
registered in Scotland 
no. SC199908.  

see and hear how much the kids enjoyed    

themselves.” 

Spencer Down, Musical Director                    

docklandssinfonia.co.uk 

 

 

Winner 2014 – Drum Works 

“Our award from Amati Global Investors enabled 

us to begin developing a website and new 

branding for Drum Works. The website is now 

live (www.drumworks.co.uk) and has been   

enormously beneficial for us in terms of        

generating more work and growing our profile. 

The young people who are already part of Drum 

Works are excited by this development and feel 

proud of our new identity.”                                                  

Jenny Beer, Managing Director                     

drumworks.co.uk 

 

 

For further information on our Investor          

Afternoon, please contact                                 

rachel.lederf@amatiglobal.com  

Amati is pleased to host the third annual Amati 

Guildhall Creative Entrepreneur’s Award. This 

event will take place on Thursday 23 June as 

part of our Investor afternoon and Amati VCTs’ 

AGMs. It will feature an exciting selection of 

musical entrepreneurs pitching for the Amati 

award. The Guildhall Creative Entrepreneur 

programme is a business incubator initiative at 

the Guildhall School of Music & Drama, offer-

ing enterprise training, mentoring and funding 

support to aspiring entrepreneurs in the per-

forming arts and   creative industries.  Below is 

some feedback from the winners of 2015 and 

2014 Amati Awards: 

 

Winner 2015 – Docklands Sinfonia 

“The £1,000 from Amati Global Investors had 

a big impact on this project. It enabled us to 

hire a much bigger venue allowing us to reach 

a further 1,000 school children. In total we 

reached 1600 primary school pupils from 

Tower Hamlets, 96% of whom had never   

experienced a live orchestral performance.  

This was their local orchestra performing in 

their local concert hall and it was brilliant to 

http://www.amatiglobal.com/events.php
mailto:info@amatiglobal.com
mailto:info@amatiglobal.com?subject=Newsletter%20Feedback
mailto:info@amatiglobal.com?subject=Request%20for%20Fact%20Sheets
https://www.docklandssinfonia.co.uk/home
http://drumworks.co.uk/
mailto:rachel.lederf@amatiglobal.com

