
A FAMILY AFFAIR
M Y  A D V I S E R  A N D  M E

As a partner in City accountancy practice Wilson 
Wright LLP, Adam Cramer, 54, has a professional 
connection with the founder of Mulberry Bow 
LLP dating back to 2011, but the relationship 
became multi-faceted when he became a client 
in 2016

WE USED TO REFER WORK to Simon Bullock, 
founder of Mulberry Bow, when he was at Barclays 
Private Bank. We did that because of the service he 
offered. In all the years of dealing with clients, I’ve 
always been very hesitant to recommend anyone. 
You live and die by your recommendations. Simon 
stood out from the crowd.

THE SERVICE ETHOS WAS VERY SIMILAR 
to ours. That led to the founding of Mulberry 
Bow in 2015, with the partners of Wilson Wright 
having part ownership. From there, it really was a 
short hop for me – I couldn’t imagine anyone else 
managing my financial plan.

MY EXISTING ADVISER WAS EXCELLENT, 
but he was getting on and coming up to 
retirement. Even compared to him, I knew it would 
be a step up.

I HAD HUGE RESERVATIONS about becoming 
a client – Wilson Wright has been going for 125 
years; Mulberry Bow was just getting going – but 
the trust and respect they so quickly earned from 
me made it a non-issue. I feel very comfortable 
with people at Mulberry Bow knowing my 
financial situation.

SIX YEARS AGO, A RARE AND 
AGGRESSIVE CANCER was found in my 
abdomen. It was three months after I rowed 
across the English Channel for a cancer charity; 

the tumour would normally have protruded and 
been visible through my stomach, but because 
my abdomen was washboard flat from all of the 
training it grew down instead of out. It was 5.5 
kilograms and far too big for radiography, but 
thankfully could be operated on. It made me aware 
how lucky I am and how precious life is.

I WANTED OVERALL FINANCIAL 
PLANNING that took into account where I was 
in my career and my personal situation – divorced 
with three kids. I wanted an adviser who could 
look at all of that in the round. Mulberry Bow left 
no stone unturned. It was a combination of doing 
the small things well and of thinking of some 
things that I wouldn’t necessarily have thought of 
for the kids.

WHEN ANDREW TOLL JOINED MULBERRY 
BOW in 2017 it was almost unspoken that he’d 
start looking after me; we were a good fit. I found 
him to be in a similar mould to Simon, he picked up 
the reins and it became very natural to go to him.

THE ADVICE HAS EXTENDED to my wider 
family. My father became a client in early 2017, not 
long after me. My ex-wife also became a client in 
2017. If you want to determine the level of trust that 
doesn’t show it any better.

MY DAD MET WITH MULBERRY BOW every 
three to six months. He didn’t need to meet them 
more than once a year, but for the first time ever 
he really understood where his money was and the 
financial planning that was being done. He wanted 
things to be explained more slowly and needed a 
bit more hand-holding. It’s nice to see a company 
like Mulberry Bow being prepared to do that when 
everything today is so quick, quick, quick.
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Chartered financial 
planner Andrew Toll 
entered the world of 
financial services 11 years 
ago and enjoys nothing 
more than helping 
families plan across 
generations...

I KNEW ADAM FROM WORKING AT 
BARCLAYS with Simon and got to know 
him better after I joined Mulberry Bow in 
January 2017. In terms of taking him on as 
a client, there wasn’t a line in the sand. It 
happened organically.

OUR COMPANIES ARE CURRENTLY 
BASED IN THE SAME OFFICE on 
Holborn Circus. Adam comes to asks 
me questions and we do joint client 
work. There’s always a constant flow 
of communication. We’ve got a good 
relationship.

WE GO TO NETWORKING EVENTS 
TOGETHER and socialise outside the 
office – go for a drink or lunch to catch up. 
I see him as a friend. The strongest client 
relationships have a friendship element to 
them, but there’s a line you don’t want to 
cross. You’ve got to keep the professional 
capacity in mind. I am doing a job and 
need to make sure the lines don’t get 
blurred.

IF I MADE A MISTAKE OR 
SOMETHING WENT WRONG it 
would be magnified given Adam’s 
business connection with Mulberry Bow, 
but I reckon we have a strong enough 
relationship to be able to address any issue 
and get it resolved. I’m focused on doing 

the best job I can to achieve the 
best outcome for Adam and 
his family. The care I have for 
Adam and all of my clients is 

the reason I love my job.

ADAM KNOWS ALL OF OUR 
TEAM. We are limiting ourselves to no 
more than 50 relationships per chartered 
financial planner. We have a rule that any 
client we take on will get the chance to 
meet me and Simon if possible, and we 
also try to introduce them to Jessica [Tivey] 
and Milica [Bhutta, client service manager] 
too. If one of us isn’t here there’s always 
coverage. It’s quite different to many 
practices where advisers run their own 
book like a business within a business.

I’M HELPING TO INVEST ON 
BEHALF OF ADAM’S CHILDREN. It’s 
important to have consideration for the next 
generation in terms of planning, particularly 
if the family is wealthy. We don’t set out 
to get clients’ children on board, but if we 
build trust with the parents the next logical 
step is to think about the children. We look 
after quite a lot of families – not just the 
children of clients, but the clients’ parents 
too. It’s nice for us to get to know the entire 
family and can be quite comforting for the 
family as a whole.

I THINK ADAM ALREADY TRUSTED 
ME when he became a client, but 
retaining that trust is absolutely 
paramount. Because we know Adam’s 
accountancy partners, there needs to be 
an added element of discretion. If we were 
loose with our lips other people might find 
out confidential information about Adam. 
We would never take that risk.  

Chartered accountant 
Adam Cramer has 
referred clients to 
chartered financial 
planning firm 
Mulberry Bow since 
its inception in 2015, 
but it wasn’t until he 
became a client of 
Andrew Toll’s that 
his recommendations 
extended to his family 
and friends, including 
his father, ex-wife and 
children
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MY DAD PASSED AWAY LAST 
YEAR aged 87 and Mulberry Bow has 
helped me deal with his estate in an 
exemplary fashion. Jessica Tivey (pictured), 
practice manager, has been incredible. 
One of the hardest things has been 
meeting the inheritance tax liability with 
no readily available funds. Nobody would 
release my father’s investments until we 
were granted probate, but she helped me 
manage that.

MY MOTHER PASSED AWAY 12 
WEEKS BEFORE dad, so we’ve really been 
through it as a family. Jessica has taken a lot 
of the stress off of me.

FUNDS ARE NOW GOING TO BE 
PASSED to the next generation. My 
children are 17, 16 and 13 and they’re 
going to inherit some of the wealth that 
would have been passed down to me – it’s 
going to skip a generation. 
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