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Unwanted endowment policy?
It could be a

MISSING MiLLioNg

gold mine. ™™=

Life Policy | Maturing in | Surrender Value | BEALE DOBIE PRICE | DIFFERENCE

25 years | 5 years £26,228 £29,758 +£3,530

If you have decided to cash in your with profits endowment

policy and it is more than 7 years old, sell it to us. We can offer

you more than your life office. You’ll get a quote in 48 hours

and we’ll guide you step-by-step through the selling process.

To get more ring your nearest office now.

Call today, lines always open. Please quote MSO4MM

Head Office (London/South):

Beale Dobie & Company Limited

Fullbridge Mill, Maldon, Essex CM9 5FN

Tel: 01621 851133 Fax: 01621 850724 X
Midlands:

Tel: 0121 709 2500 Fax: 0121 709 2499

North:
Tel: 0113 239 1941 Fax: 0113 239 1933
i South We;t:
Scotland: Tel: 0117 930 8827 Fax: 0117 930 8829
Tel: 0141 353 0311 Fax: 0141 333'0668 AP
MM
Beale - Regulated by the Personal
& Company Limited DOble egul::\l/eslmyel"n Am::rify

SHELL HIT BY
MULTI-MILLION WRIT- see

www.shell-shareholders.org

for people who read The Mail

NEW POSITIONS IN LT.

Not surprisingly, the best jobs

on Sunday can be found in The
Mail on Sunday

appointments pages. Just tum
to the back of Financial Mail.
Starts this week on page 43.

* Good news. PEP investments are to stay tax-free. However, this

is the last tax year in which you can invest.

® So as an extra bonus, we've reduced our initial charge by 39, if
® you invest” direct in the Halifax PEP before 29th May. -

e With over 500,000 existing PEP investors,”*our name is one you

can trust.

average growth per year'

Source: HINDSIGHT

Total growth 91.86% from launch on
9/1/95 to 3/4/98.

e And to prove a point, had you invested £6,000 three years ago,
it would have grown to £11,511" - so why wait any longer?

HALIFAX PEP DIRECT. CALL NOW

0845 600 0845 Get a little extra help.

CALLS CHARGED AT LOCAL RATE

HALIFAX

Quote ref: MOS A19F www. halifax.co.uk

Daytime tel no.

Evening tel no.
Ao

*The discount applies to investment by lump sum only. **Figure quoted refers to both single company and general PEP investors. Halifax Unit Trust Management Limited. Registered in England No, 2792006. Registered office: Trinity
Road, Halifax, West Yorkshire HX1 2RG. Regulated by the Personal Investment Authority and IMRO. A member of the Halifax Financial Services Marketing Group which offers life assurance, pensions and unit trusts. Halifax Unit Trust
Management Limited is a subsidiary of Halifax plc. To ensure we provide consistent customer service, calls may be recorded. Tax free means no UK taxes are paid on investment growth or income, Tax rules may change in the futuire.
{Figures are an average of the three Total Return Mandae funds as at 3/4/98: the Halifax Growth Trust, which has grown by 104.4% since 'aunch on 9 January 1995, Halifax Income Trust, which has grown by 99.6% since launch on
9 January 1995, and Halifax Balanced Trust, which has grown by 71.2% since 9 January 1995. The Balanced Trust has grown by 70597 since its launch on 4 July 1994. T7£11,511 based on £6,000 invested in the Halifax PEP Total Return

Mandate from 9 January 1995 to 3 April 1998. Offer to bid and gross income reinvested. Calculations include charges and expenses on Please

that past p is not necessarily a guide to future

performance. The price of units and the income from them can go down as well as up and is not guaranteed. You may get back less than the amount you invested.

William

KAY

I KNEW that the bull
market could not last
much longer when a
young City trader
insisted to me recently
that there would never
be another stock market

crash.

But now Goldman Sachs,
the powerful US securities
group, has produced com-
pelling research* to suggest
that in about 2016 we could
suffer a bear market savage
enough to rival 1974, when
share prices hit their lowest
since the Second World War.

That may seem a long way off,
but remember that investors big
and small try to anticipate events,
including the future behaviour of
the market. Prophecies of bull or
bear markets can become self-
fulfilling if greed or panic grip.

The basis of the Goldman claim
is frighteningly simple: Demo-
graphics.

Just as the long bull market has
been fuelled by the increase in the
greying , population saving for
retirement, so it will be broken by
the fall in the num-
ber of 40 to 60-year-
olds.

The statistics are
irrefutable. And the
trend is irreversible.
According to the US
Census Bureau, this
age group — known
as prime savers —
will hit a high point
of 35.7% of the adult
population in 2006.

It will then decline
for the next 20
years. Goldman’s
figures are Ameri-
can, but the Euro-
pean situation is
little different.

However, Richard
Strauss and
Jonathan Tukman,
Goldman’s research-
ers, have found an
uncanny correlation between the
movement of the New York and
London stock markets and the rise
or fall of the prime savers’ per-
centage.

In the past 50 years that per-
centage fell at its fastest — half a
per cent — in 1974. Last year its
annual rise peaked at 0.8% and it
has begun to fall again. The next
time the fall will match the speed
of 1974 will be in about 2016.

This trend has a simple link to
share prices. Not only will there be
fewer people buying shares to build
nest-eggs, but those who saved in
the boom years will be drawing
down those savings and using
them to live on.

So there will be a double impact
on shares. The pension funds,

_insurance companies and other
institutions, instead of being
forced buyers, will become forced
sellers on a growing scale. And
that will in turn affect the
appetite of other investors — for
the worse.

That is why I believe that the
trough will be reached before 2016.

There will not be a straight-line
plunge in share prices. They will
still be buoyed by rising profits,
falling interest rates, takeover bids

and other injections of good news.

®Bear market
prophecies
can be
self-fulfilling
if greed or
panic grip®

The City
Editor’s
Column

No easy pickings on
rocky road to 2016

Political events, too, will exert
their influence for good or bad. So
opportunities will abound. But
there will be a far greater
premium on selecting the right
shares than has been the case in
the long bull market of the past 23
years.

* Asset Management in the 21st Cen-
tury: New Rules, New Game.

e S

A FASCINATING divergence is
developing between retail bank
shares and those of former
building societies.

The likes of Lloyds TSB Group
and National Westminster have
been surging ahead, while Halifax,
Abbey National and other former
societies have been hesitating.

This suggests that the City is
expecting British banks to follow
the example of their American
cousins and take their partners for
a multi-billion pound merger
square-dance.

We have seen three pairs of
banks and a bank and an insurer
announce deals across the Atlantic
in a scramble to buy global reach
and save costs.

So far the British have stayed on
the sidelines, but the same logic
applies to them — if they are per-
mitted by Margaret
Beckett, President of
the Board of Trade.

The former soci-
eties, it seems, are
not likely to be
invited to this party.

OH dear, Tesco is
going back down
the diversification

road again.

Having contained
the losses on its
growing personal
finance operation to
a mere £15 million
for last year, chief
executive Terry
Leahy wants to put
more emphasis on
non-food sales in the
stores. The logic is
understandable, if not exactly
impeccable. Profit margins on food
are tiny and the scope to raise
prices is minimal.

So, take a successful retail for-
mula and turn its immense fire-
power on to softer targets such as
clothes and toys. This thinking has
sometimes served Tesco well. It has
developed a highly regarded line in
wines, selling at up to £20 a bottle,
but has tended to struggle in non-
food.

For many years founder Sir Jack
Cohen pinned his hopes on a range
with the folksy title of Home ’'n’
Wear, but too many people still
preferred to make a separate jour-
ney to Marks & Spencer rather
than pick up a flimsy Tesco shirt
with the groceries.

Tesco has come a long way since
then, but it still has an uphill task
to break the dominance of M&S
and other mass-market clothing
retailers such as Bhs and John
Lewis Partnership.

Leahy will find that, however
strong his buying power, he is tak-
ing on some lean, hungry and
experienced rivals.

I do not doubt his resourceful-
ness, but in a year or two he may
wish he had stuck to selling baked
beans.
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