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Who Not to Trust for IHT Advice

If there's one thing I've learned over the years of helping people navigate
inheritance tax, it's this: most mistakes start with trusting the wrong
person.

And | don't mean the wrong person in a sinister sense — most of the
people giving bad advice aren't crooks or scammers. They're just
salespeople in disguise, and they do what salespeople do best: sell the
product they have, not necessarily the one you need.

The Problem — When Advice Comes with a Price Tag

Every product provider has a bias, whether they realise it or not.
A trust specialist will always recommend a trust.

An AIM fund manager will always point you toward AIM and Business
Property Relief (BPR).

A life insurance broker will tell you that a policy solves everything.
And an offshore investment provider will, of course, say you should move
your money abroad.

None of these people are necessarily wrong — their products can all play
a role in inheritance planning. The issue is that when you go directly to
them, you're only ever going to be shown one piece of the puzzle.

Imagine walking into a car showroom and asking if you should buy a car.
You're not going to get an objective answer. You'll get a hard sell — and
probably some free coffee while you sign the paperwork.

It's exactly the same in financial planning.
Why Most People Fall for It

Most people who end up with poor inheritance tax advice don’t start out
looking for a product. They start out looking for help. A friend recommends
“their guy” — an “IHT specialist” who “sorted out their affairs.”
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Who Not to Trust for IHT Advice

And it's natural to trust that referral.
You think, Well, if it worked for them,
it'll work for me.

But inheritance tax is never one-
size-fits-all.

A retired couple with £800,000 in
assets and no mortgage is not the
same as a family business owner
with £5 million tied up in property.
Yet both can end up sitting in front
of the same “specialist” and being
offered the same thing — because
that's what that specialist happens
to sell.

There’'s a reason why so many
people who come to me for help
have a folder full of products —
offshore bonds, AIM shares, trusts,
insurance plans — but no coherent
collected

strategy. They've

ingredients, but nobody's ever

given them a recipe.

The Hidden Trap - Specialists, Not
Strategists
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The industry is full of people who
call themselves “IHT specialists.”

The term sounds impressive, but
it's also unregulated. Anyone can
formal

use it. There's no

gualification required to call
yourself one, no standardised
training, and no consistent

oversight.

That means an “IHT specialist”
could be:

* A trustsalespersonon
commission.

* A fund manager pushing tax-
efficient investments.

* A financial adviser with a
product quota to meet.

* Or even a consultant who took
a two-day course in “estate
planning.”

The problem isn't necessarily
their product — it's their
motivation. If their income
depends on selling you
something, then your outcome is

always secondary.

This is why so many inheritance
plans look good on paper but fail
under pressure. They're built
around products, not around the

people they're meant to protect.
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