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Finely crafted investments 

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 6.  
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Past performance is not 
a reliable indicator to 
future performance 
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Citywire Group Ratings recognise the expertise of a group as a whole in managing 

money in one of Citywire’s 200+ investment sectors. Citywire Group Ratings reward 

the depth of talent that sits at the core of the best asset management houses. 

They are underpinned by Citywire’s unique fund manager database of over 15,000 

fund managers who run over 23,000 funds in 42 countries. Only around 20-25% of 

groups in each sector make the cut to receive a rating. Of the groups that make the 

cut, only 10% receive a platinum rating.  

We are delighted to have maintained our Bronze    

Analyst Rating & 5 Stars.  

Other Fund Rat ings  

 

 RSMR Award Rating 

 FE Trustnet 5 Crown Rating 

 Citywire AAA 

“S AV E  T H E  D A T E ”   

AMATI AIM VCT AGM & Investor  Af ternoon       
 
Wednesday 26  June 2019   
 
In conjunction with Amati AIM VCT plc, we would like to announce the date of our 

Investor Afternoon & VCT AGM on Wednesday 26 June 2019 at the                 

Guildhall School of Music & Drama London. 

 

The event will give shareholders and advisers the opportunity to meet the         

Directors of the VCT, put questions to the fund managers, who will be               

represented by Dr Paul Jourdan & Anna Wilson and hear from two of the VCT 

portfolio companies, Bonhill Group plc and Tristel plc.  

 

We will again be running the Amati Guildhall Creative Entrepreneurs' Award with 

three entrepreneurs pitching for the 2019 Award—a detailed programme of the 

day is available to view here  

 

Should you be interested in reserving a place please contact our  Investor line on 

(0131) 503 9115 or email: info@amatiglobal.com 

Citywire  Plat inum Rating  

Morningstar  

http://www.amatiglobal.com/press.php?date=20180903
http://www.amatiglobal.com/press.php?date=20160125
http://www.amatiglobal.com/press.php?date=20160115
https://www.gsmd.ac.uk/about_the_school/contact_us/our_location/
http://www.amatiglobal.com/events.php?date=20190626
mailto:info@amatiglobal.com
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An investment in a VCT 
carries higher risk than 
other forms of              
investment. An             
investment in the Amati  
AIM VCT 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.  

T H E  M A T U R I N G  O F  AIM 

 

 

 

Some features of the Alternative             

Investment Market (“AIM”) in 2018 have 

played to the stereotypical views about its 

history. In performance terms, it morphed 

from  being the strongest segment of the 

UK stock market in late summer, to the     

weakest by the close of the year, falling 

more than 20% in a savage fourth quarter     

sell-off. Some corporate news was equally    

sobering. Albeit in a difficult consumer          

environment, the sudden demise of       

Conviviality, the discount drinks retailer, 

and the more recent fraud inflicted on   

Patisserie Valerie, the cake retail chain, are 

incidents which have shocked investors. 

However, these features should be         

balanced against the fact that 2018 was 

also a year in which the main UK market 

showed significant fourth quarter volatility, 

and the collapse of midcap construction 

contractor Carillion was equally noteworthy. 

In fact, 2018 has masked some positive 

recent trends for AIM. Preconceptions 

about this market include the view that it is 

immature and over-populated with early 

stage companies racking up losses and 

paying no dividends.  

Whilst there are still many constituents 

which fit this profile, the number of        

companies on AIM has in fact fallen from a 

peak of nearly 1700 in 2007 to just over 

900 today, at the same time as the average 

market   capitalisation has nearly  doubled 

from £65m to £120m (dropping back to 

£100m after the late 2018 sell-off). Indeed 

the largest stocks on AIM now include nine 

companies  capitalised at more than £1bn, 

including litigation finance specialist      

Burford Capital (£3.9bn), drinks mixer    

supplier Fevertree (£3.0bn), biotech       

antibody developer Abcam (£2.7bn) and 

online fashion retailer ASOS (£2.6bn). A 

combination of Darwinian survival, where 

the weakest and smallest  continue to exit 

AIM, plus the tax advantages (such as IHT 

and EIS/VCT reliefs) encouraging large and 

successful companies to remain on AIM  

instead of moving up to the main list, is  

contributing to an ongoing  maturing of the 

market’s constituents.  

This process has been highlighted in      

research carried out by Professors Dimson, 

Marsh and Evans from the London         

Business School, as part of their annual 

review of the Numis Smaller Companies 

Indices. They have produced data           

evidencing an increasing proportion of  

profitable and dividend paying AIM        

companies in recent years.  

Using proportions weighted by market     

capitalisation, there are clear trends       

towards larger, better quality AIM           

companies over the period. Allied to this, 

they have  calculated across all AIM        

constituents the average number of years 

listed since IPO, which they term 

“seasoning”. This also shows a rising trend, 

from around 4 years in 2008 to 13 years 

now. Other indications of a maturing of AIM  

include statistics such as 35% of              

companies having their main operations 

overseas, with 24% incorporated outside 

the UK. Furthermore, according to          

independent research provider  Hardman, 

analyst coverage of AIM stocks by brokers 

has increased in the period since EU      

regulation MiFID II was introduced at the 

start of 2018, while  coverage of main   

market stocks has declined.  

A greater propensity for AIM companies to 

be involved in fundraising activity probably 

explains the growing broker attention, with 

corporate fees more lucrative than share    

dealing commissions. The TB Amati UK 

Smaller Companies fund has maintained   

significant exposure to AIM stocks for close 

to 20 years, and currently has a portfolio 

weighting of just under 50%, comprising 

companies with market capitalisations     

ranging from under £50m to several £bn.  

Notable performance contributors over the 

last five years (although some are no longer 

in the fund) have included biotech antibody 

and clinical diagnostics specialist Bioventix, 

Vet Services Consolidator CVS, utility meter  

installer and owner Smart Metering         

Systems, and Fevertree. Amati also       

manages the Amati AIM VCT which   invests 

in early stage  companies, and this can  

provide a pipeline of emerging growth ideas 

for its sister fund. The UK Smaller          

Companies fund currently has 11% of its 

portfolio in these “promoted” stocks.  
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Amati Global Investors 
are managers for: 

 

 Amati AIM  VCT 

 TB Amati UK  Smaller 
Companies Fund 

 Amati AIM IHT    
Portfolio Service 

 Combined AUM of 
£372m (as at  31 
March 2019) 

Finely crafted investments 

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. 

 

Successes have included computer gaming   

outsourcer Keywords, visitor attraction         

software provider accesso, regulated gaming 

hardware and software developer Quixant, 

and identity verification software company GB 

Group. Whilst maturing nicely, AIM will       

continue to suffer from illiquid share dealing, 

corporate failure, governance weakness, and 

a surfeit of early stage companies 

“overpromising and  under delivering” on 

their  growth plans.  

It remains a highly diverse, but         

relatively under researched and under 

owned, growth company universe. It is 

this  market inefficiency which provides 

the investment opportunities for active 

fund managers to stock pick with     

conviction.  

 

  DAVID STEVENSON 

Past performance is not a guide to future performance. Investment  in  smaller              

companies,  in  particular those quoted on the Alternative Investment Market (AIM),     

carries a  higher  risk  than  that  of    larger companies  listed  on  the  Main  Market  

of  the  London  Stock  Exchange.  
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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   

Manolete Partners — In November the 

Smaller Companies Fund invested in      

Manolete Partners, which was founded by 

Steven Cooklin in 2009, focused solely on 

investing in insolvency and insolvency-

related legal claims. Unlike the much larger 

AIM quoted litigation finance company   

Burford, Manolete prefers to buy claims 

from Insolvent Estates of Office Holders, via 

the Insolvency Practitioner (IP) involved in 

the case. If successful, then Manolete pays 

a % of awards 

back to the IP's 

client. Sometimes 

it also buys the 

cases outright, 

paying a higher 

sum at  the          

beginning. The benefit of specialisation is 

that Manolete can build a team of specialist 

in-house  relevant legal expertise (5 lawyers 

at IPO), and can also build up a base of 

referring IPs, with a sales network to     

manage these relationships. One key     

difference between what Manolete does 

and Burford is over the level of trust       

required by clients. IPs sell cases to        

Manolete, so they have to trust completely 

that Manolete will run the cases as           

effectively  as possible. With pure litigation 

financing, the relationship is purely around 

providing finance (plus recovery services in  

the case of Burford). In 2009, Lord      

Jackson was commissioned to investigate 

the reason for the Increasing costs of civil 

litigation. The report recommended that 

CFA (Conditional Funding Agreement) fees, 

and ATE (After The Event insurance) fees 

should not be payable by defendants, but 

should rather by paid out of damages.  The 

aim was to ensure that litigation costs 

were kept proportionate to the size of  

damages. The Legal Aid, Sentencing and 

Punishment of Offenders 

Act brought this into force 

in 2013, but  insolvency 

cases were exempt until 

April 2016. After this date 

CFA and ATE funded cases  

became less attractive to claimants, as the 

cost of litigation would be payable by    

defendants even if successful, and this 

could amount to more than the damages 

granted. Since 2016 the value of new case 

enquiries has been climbing sharply, and 

whilst Manolete has around 50% market 

share amongst funded UK insolvency    

cases, this amounts to a very small        

proportion of the overall market still. So we 

saw plenty of scope for this business to 

grow as it deploys the    capital raised at its 

IPO.  The company is held in the TB Amati 

UK Smaller Companies Fund.  

Gamma Communications —  has an       

enviable track record, organically growing 

EBITDA (Earnings Before Interest, Tax,   

Depreciation & Amortisation) by more than 

20% for the five consecutive years since it 

joined AIM in 2014. The drivers of this have 

been two key UK markets which Gamma 

supplies as a technology-led provider of 

telecoms  services to businesses and the 

public  sector. Firstly, SIP Trunking, which is 

a business-grade Voice Over Internet      

P r o t o c o l  ( V O I P )    

product, replacing old 

ISDN lines; and    

secondly, Cloud PBX, 

w h i c h  i s  a n            

alternative to traditional on-site telephone    

switches. In both these markets, Gamma is 

market leader.    

Over the last five years, SIP lines have 

grown at a  compound rate of 22%, with 

Gamma taking a 27% share. Over a similar 

period, Cloud PBX seats (users) have grown 

at 25% compound, with Gamma taking an 

11% share. This  success has been built on 

a combination of service    quality, beating 

much larger incumbents like BT and      

Vodafone, and a focus on selling through 

channel partners who provide strong     

customer relationships.  

The obvious risk is that these core       

markets will eventually peak, although 

there is still  visibility for several more 

years – Cloud PBX seats, for example, are 

expected to reach 9m in the next five 

years (equivalent to 50% of total UK fixed 

line users) from the current 3.9m.        

Addressing future growth, the new CEO 

has taken the group into Europe for the 

first time, acquiring a very similar business 

to Gamma in the        Netherlands, where 

VOIP penetration is close to 

the UK at 28%. Bigger       

opportunities lie in under-

penetrated markets like 

France (8%) and Germany 

(6%). Gamma has also just launched   

Unified Communications As A Service 

(UCAAS), which is a grouping of integrated 

products such as voice and video          

conferencing, instant messaging and 

online file sharing. This is being sold as an 

add-on package to existing Cloud PBX   

customers at attractive margins. The   

company is held in TB Amati UK Smaller 

Companies Fund and the   Amati AIM IHT 

Portfolio  Service.  



 

Jason Rolf and Gordon Izatt have both been with Amati since late 2010.   

Jason has been a committed member of the sales team and we are very 

grateful for  his dedication to our sales efforts and smooth handover to Jon. 

Latterly Gordon has been the lead in ensuring that Amati systems and       

processes are GDPR  compliant and he will be handing over the DPO  function 

to our  Finance Director, Ali Clark. Gordon has been a 

key  member of the team & Board and we are grateful 

for all his diligence throughout his time at Amati. We 

would like to wish both Jason and Gordon all the very 

best in their new ventures, they will both be much 

missed.  
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A M A T I  P E O P L E   
International  Women's  Day 7 March 2019  

“Girls Just Want To Have Funds” 

We are delighted to acknowledge that Anna Wilson (Co-Manager of Amati AIM 

VCT, Amati AIM Portfolio Service & TB Amati UK  Smaller Companies Fund) 

was highlighted as “One to watch for the  future” by fund selector Moira O'Neill 

from Interactive Investors. Full article  available to view here. 

Sales Team Expansion  

Amati has recently recruited Jonathan Woolley as Sales Director to cover 

fund sales in London. South England & South Wales.  He joins from JO  

Hambro. Capital Management where he spent 12 years as a Sales    

Director.  

We would also like to welcome Joy Pumayi as Sales      

Support Executive. Joy will act as key support to the 

sales team made up of Rachel, Sam, Carol & Jon.  

 

A very warm welcome to both Joy and Jon.  

A Fond Farewell  

Diaceutics — In March Amati AIM VCT       

invested in the IPO of Diaceutics.  This     

company is best seen as a management         

consultancy business whose area of         

operation is very specific to precision       

medicines, and whose clients are generally 

big pharma. Precision medicines are those 

which are targeted at patients groups      

identifiable by specific   biomarkers. They 

therefore require a companion diagnostic 

test to be done prior to the       

medicine being given. Diaceutics 

collects data from laboratories on 

what tests they are doing and what 

the results were (anonymised). In the US they 

tend to have to pay for this data. They can 

use this to identify problems in the testing 

which will be very expensive for the pharma 

company in terms of lost sales. Having     

identified the problems, they also offer to run 

a project to fix them by working with the   

laboratories. They can use this to identify 

problems in the testing which will be very 

expensive for the pharma company in terms 

of lost sales. Having identified the problems, 

they also offer to run a  project to fix them by 

working with the laboratories.  

Thereafter they hope to turn the project 

revenue into ongoing monitoring revenue.  

The appeal of Diaceutics is that they    

appear to have  invented this market, and 

precision medicines is by far the most  

rapidly   growing area of pharmaceuticals, 

with 173 new  therapies of this type     

approved by the FDA in the US at the close 

of 2018, and over 800 new ones in the  

pipeline.  The sums of money spent on 

developing these drugs is 

huge, and there is clear   

commerc ia l  s ense in         

engaging Diaceutics to     

optimise the commercial performance of 

these drugs by making sure that the    

testing is available and is carried out   

correctly. Diaceutics reckon that their  

addressable market is currently worth 

$660m, and is growing at 13% pa over the 

next 5 years. The   company looks well set 

to  capture a growing share of this market, 

and has already exhibited strong growth 

over the last three years, with sales of 

£10.4m in 2018.  The company is held in 

the Amati AIM VCT Fund.  

https://portfolio-adviser.com/girls-just-want-to-have-funds-11-rising-stars-of-asset-management/?gallery-image=10
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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. 

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 9115. 

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.  

Amati  Global      

Investors  Ltd  

8 Coates Crescent 

Edinburgh 

EH3 7AL 

Phone: +44 (0)131 503 9115 

www.amatiglobal.com 

 

Email: info@amatiglobal.com 

Calls are recorded and   

monitored. 

A M A T I  Q U I Z  W I T H  C H A N C E  T O  W I N  
B O T T L E  O F  C H A M PA G N E   

1. Which TB Amati portfolio company has announced an intention to merge 

with Charter Court? 

2. Which sector currently has the largest weighting within TB Amati UK Smaller       

Companies fund? 

3. What was Dr Paul Jourdan’s job before entering the investment world? 

4. How long do you need to hold your VCT investment for without any tax implications? 

5. What is the AMC (annual management charge) for our small cap fund? 

6. Who is the Chairman of the Amati AIM VCT Board? 

7. Who won the Amati Guildhall Creative Entrepreneurs’ Award 2018? 

8. How long do AIM shares have to be held to qualify for IHT relief? 

9. Who was Nicolo Amati? 

10. What percentage does Amati AIM VCT target to pay out annually in dividends? 

Answers to info@amatiglobal.com before 30 April 2019 for the chance to win a bottle of 

Champagne.  Winner will be announced in our next Amati Newsletter. 

• Amati has a diversified mix of employees: 8 women and 6 men,               

nationalities ranging from Australian, Swedish, African, German,     

American, French, Northern Irish, Scottish to English! 

• Our UK Small Cap Fund has just over 50% exposure to the UK with     

remaining exposure in Europe,  North America & Rest of World. 

 
• Our Head of Risk & Compliance was previously a professional trumpet 

player and held the position of Principal Trumpet of the Orchestra of        

Scottish Opera in an earlier life. 

Answer the following questions correctly to be in the draw to win a bottle of 

bubbly! 

DID YO U KN OW? … . .  

mailto:info@amatiglobal.com?subject=Newsletter%20Feedback
mailto:info@amatiglobal.com?subject=Request%20for%20Fact%20Sheets
mailto:info@amatiglobal.com
mailto:info@amatiglobal.com

