
South African investors are fixated on the rand exchange rate, so much so 
that our currency movements act as a barometer of our nation’s mood: 
when the rand is strong, happiness pervades, but if the rand depreciates, 

emotions head south. The appetite for offshore investing seems linked to the 
same barometer but sits on the other end of the see-saw. As the mood turns 
sombre locally, so the appetite for offshore seems to increase exponentially. 

Novice and savvy investors alike ask the same question time and again: 
when is the best time to invest offshore? There are so many factors that need 
to be in place for there to be perfect alignment. It makes much more sense to 
get started when your circumstances allow and adopt a long-term, consistent 
strategy. Timing the rand may not be as important as you think. Consider the 
example below:
Three investors were keen to invest offshore and enjoy the diversification benefits 
of different countries, industries and companies not available locally.

They all had dramatically different approaches. 
Investor 1 made 
the decision to 
invest regularly, 
putting away  
R1 000 a month 
for 22 years. 
Investor 2 
wanted to invest 
once a year at the 
most favourable 
exchange rate, 
but sadly always 
got his timing 

wrong, thus investing an amount of R12 000 at the worst exchange rate every 
year for 22 years. Investor 3 took the same approach as investor 2, but got it 
right, investing at the strongest exchange rate every year, for 22 years. 

As the graph shows, the results for the three investors were quite predictable – 
investing at the best exchange rate got investor 3 the best results. 

However, while the graph shows that investor 3 won the race, the range of 
outcomes was narrower than most investors would have expected. 

This provides an interesting lesson for South Africans who are fixated 
on timing the rand: perhaps we should consider giving up the business of 
predictions in lieu of things within our control. At Allan Gray, we don’t believe 
we have any edge in this either. In fact, prediction could be summed up by 
Niels Bohr, a physicist who once said, “Prediction is very difficult, especially 
about the future.”It is impossible to accurately and consistently forecast the 
movements of the rand: there are just too many factors at play that we can’t 
control. Coupled with this is that global markets themselves are unpredictable, 
so even if we could pinpoint what our currency was going to do next, there is 
no telling if the right opportunities would be available offshore at that exact 
point in time. 

A better strategy is to figure out how much of your investment portfolio you 
want to place offshore and what you are trying to achieve, and then formulate a 
plan to invest as regularly as possible in carefully selected assets. Arguably, it is 
more important spending your time identifying which global assets you want to 
invest in for the long term than determining the exact perfect entry point.

Reasons to go global
Everyone has their own goals and objectives when it comes to investing offshore. 
Perhaps you want to protect your purchasing power, or take advantage of 
opportunities that simply aren’t available – or it is a combination of both reasons. 
By investing in the Orbis funds, you can gain exposure to companies which 
simply don’t feature in our local market and can therefore benefit from the 
trends that are shaping markets globally. 

And of course, diversification is not just about different shares, but taking 
advantage of different asset classes. If your portfolio is well diversified, you are 
not reliant on a single asset class to deliver your returns; instead, you have the 
opportunity to get returns from various sources, so when one is doing poorly, 
another is likely to make up for it. In addition, our portfolio managers locally 
and globally are continuously scrutinising this opportunity set to determine how 
to invest your money between these various asset classes.  

Adopt a global 
mindset for long-term 
investment success

As the needs of independent 
financial advisers (IFAs) in 
South Africa evolve, asset 

managers, linked investment service 
providers (LISPs) and other service 
providers need to evolve too in order 
to make it easier to do business. The 
latest financial planning and fintech 
trends make this possible – and 
worthwhile. Fintech makes it easier 
and more convenient to transact and 
engage, and allows for personalisation 
that puts customers at the centre of 
all interactions. The timely delivery of 
quality and in-depth communication 
is paramount and IFAs can boost 
process efficiency and deliver better 
outcomes for clients using the latest 
technology. These are our top four 
financial planning and fintech trends.
1. Tech-savvy investors have high 

expectations 
The use of the internet and 
smartphones to consume 
information and access a broad 
range of products and services has 

become a way of life for most people. 
Increasingly, investors expect asset 
managers and wealth management 
firms to evolve and provide the same 
user experience and convenience for 
their investments as they do with 
other consumer products. Partnering 
with a digital platform provider 
should be a consideration for asset 
managers and advisory firms alike. 
This allows advisers to offer the 
latest technology that meets client’s 
expectations, without incurring time 
and development costs.

2. Increasing use of fintech  
In 2015, one in seven global 
consumers used fintech products 
regularly. By 2017, the number 
had grown to one in three (33%), 
according to an EY study. South 
Africans’ use of fintech is slightly 
higher than the global average at 
35%. Fintech is here to stay and 
change the way we do things, and 
more and more people are using it. 
The advances in fintech can improve 

the efficiency of advisers’ businesses, 
enabling them to focus on building 
relationships and helping investors 
reach their financial goals. By offering 
the types of digital tools and services 
that people have grown to expect in 
other areas of their lives, fintech can 
help improve access to advice and 
the investors’ investment experience. 
Advisers will always have a role to 
play, but this role is evolving. Client 
acquisition and reducing ongoing 
servicing costs may be better achieved 
using consumer-facing digital advice 
technology. Advisory firms will 
need to combine the best of people 
with this technology to better serve 
their clients. 

3. Fee structures under the spotlight 
Lower-cost investment options such 
as exchange traded funds (ETFs) and 
robo-investing have put considerable 
pressure on traditional financial 
advisers. Instead of continually 
lowering fees to compete, managers 
will expand their offerings and 

highlight their value-add to 
differentiate, including varying fee 
structures for specific services.

4. Social media 
Social media has changed adviser-
client relationships, helping advisers 
attract and retain clients, but leading 
to fewer face-to-face meetings and 
phone conversations. Most advisers 
use LinkedIn as the network of 
choice, while Facebook and Twitter 
are used to a lesser extent. Social 
media needs to be more than self-
promotion – there must be value 
for the reader. Better access to 
information about investments for 
potential clients is an opportunity to 
grow and retain assets. 

When advisers use the latest trends 
and developments to add value to 
their business and their clients’ 
experience, opportunities open for 
better relationships with clients, more 
convenient service offerings and 
more contact. 

Make these financial  
planning trends your friends
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