O V E R S E A S

SOMETIMES PICKING UP
THE PHONE IS BEST
27TH OCTOBER 2020

As well as the serious health
implications it has caused to date,
COVID-19 has significantly impacted
business practice as we knew it, one
of the most notable being the way in
which we interact with our clients.

the market updates proving to be less
relevant in this current environment.
In fact, a reassuring message that
everything is fine and their money is
safe is really all they – and any of us –
want to know.

There are probably few of us who
didn’t get to grips with video calls in
the early stages of this year, whether
for business purposes or for staying
in contact with family. In fact, Zoom
reported an astonishing 2,000%
growth in users from less than
700,000 in January to 13 million by
April, as the whole world moved to
video calls.

One positive trend we have noted as
a result of the pandemic, is that we’ve
found ourselves actually increasing
our level of contact with clients even
further as we share in this evolving
situation. Perhaps in tandem with
that, our clients have also begun to
ask more of us too. Whether it be
settling tax liabilities or facilitating
other large transactions, we were able
to facilitate additional liquidity on
very short notice. That speed in both
response and delivery is a crucial part
of best practice.

But what has also been an interesting
development is remembering that
just because we have more apps
and technologies at our fingertips, it
doesn’t always mean that we need to
use them. Increasingly, we’ve found
that many of our clients based around
the world simply want a traditional
phone call. It’s a good reminder that
client service is about what they need
and want from you, not just what you
want to give.
ENGAGEMENT HAS CHANGED
And even the nature of our phone
calls has changed. In the past, when
we were able to travel freely, we
would keep our face-to-face meetings
for the personal interaction – and
our phone calls were often to mainly
update our clients on their portfolios.
It has been fascinating to see how
these calls have changed. At the
moment, most of the conversations
are centred on how we are faring
personally, and how we’re tackling
the covid situation as a company, with
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SO, IN SUMMARY
There is no doubt that we build
personal relationships with our clients
and nothing can ever truly replace
that; but we are all in the same boat
with this crisis. Yes, overall efficiency
has improved as business travel has
been curtailed but it’s still about a
bespoke approach to business, and
in the end, it all comes down to the
clients’ needs.
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“Increasingly, we’ve
found that many
of our clients
based around
the world simply
want a traditional
phone call.”
IMPORTANT INFORMATION - The material in this presentation has been
prepared by REYL Overseas Ltd (“the Company” or “REYL Group”) and is
general background information about REYL Group’s current activities as
at the date of this presentation. This information is given in summary form
and does not purport to be complete.The following presentation is being
made only to, and is only directed at, persons to whom such presentation
may lawfully be communicated (’relevant persons’). Any person who is
not a relevant person should not act or rely on this presentation or any
of its contents. Information in this presentation should not be considered
as advice or a recommendation to investors or potential investors in
relation to holding, purchasing or selling securities or other financial
products or instruments and does not take into account investor’s particular investment objectives, financial situation or needs. This content is
intended only for recipients who understand and are capable of assuming
all risks involved. Before entering into any transaction, recipients should
determine if the relevant security or investment product mentioned in
the content suits their particular circumstances and should ensure that
they independently assess (together with their professional advisers)
the specific risks, the legal, tax, accounting consequences and eligibility
requirements of any purchase, holding or sale of securities or investment
products mentioned in the content. All securities and financial product or
instrument transactions involve risks, which include (among others) the
risk of adverse or unanticipated market, financial or political developments
and, in international transactions, currency risk. This presentation may
contain forward looking statements including statements regarding the
Company’s intent, belief or current expectations with respect to REYL’s
businesses and operations, market conditions, results of operation
and financial condition, capital adequacy, specific provisions and risk
management practices. Investors are cautioned not to place undue reliance
on these forward looking statements. No representation or warranty
(expressed or implied) is made as to, and no reliance should be placed on,
any information, including projections, estimates, targets and opinions,
contained herein, and no liability whatsoever is accepted as to any errors,
omissions or misstatements contained herein, and, accordingly, none of
the Company or subsidiary undertakings or any such person’s officers or
employees accepts any liability whatsoever arising directly or indirectly
from the use of this document. By attending or receiving this presentation
investors acknowledge that they will be solely responsible for their own
assessment of the market and the market position of the Company and that
they will conduct their own analysis and be solely responsible for forming
their own view of the potential future performance of the Company’s
business. This presentation maybe dated. Neither the delivery of this
presentation nor any further discussions of the Company with any of the
recipients shall, under any circumstances, create any implication that
there has been no change in the affairs of the Company since such date.
Information and data provided in or by this presentation may be time
sensitive or subject to change without notice. This presentation should
be read in conjunction with other publicly available material. Further
information including historical results and a description of the activities
of the REYL Group is available on the website www.reyl.com
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