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W ay n e  G r i f f i t h s

THE BOSS

Fighting 
fit for finance

S o u t h  E a s t  B u s i n e s s  i n t e r v i e w s

Wayne’s world has taken him from market trader to running his own 
thriving business, with a bout in the boxing ring to keep him on his toes

ran a company making darts and the big stars of the 
sport, including Jocky Wilson and Eric Bristow, were 
among his customers. I’d help him after school and at 
weekends. I also set up a market stall selling packs of 
darts to earn some pocket money. It taught me a good 
work ethic.”

In January 1990, young Wayne had a chance to buy 
a business selling greetings cards and wrapping paper. 
His dad lent him £12,000 and advised him to bypass 
the wholesaler and source the products in the EU. 
Soon, Wayne had made enough money to buy a café 
specialising in all-day breakfasts and pay his father 
back for the loan.

All went well until the market stall lost trade to 
the new pound stores which had begun to spring up 
across the UK and in 1993 Wayne decided to step out 
of his enterprises and get a “proper” job. He was taken 
on by an insurance company and sent on a two-week 

I hope I’m inspirational 
and I try always to 
listen to what’s going 
on round me

I hope I’m inspirational 
and I try always to 
listen to what’s going 
on round me

Three bold mantras govern Wayne Griffi ths in 
both his business and personal life: “There is no 
such thing as a wrong decision”, “you can learn 
something from everyone you meet” and “never 
fear change”.

During our lengthy, but informal chat over a bottle 
of chilled water in a warm hotel foyer, Wayne, 45, the 
head of One Financial Solutions based in Surrey, shows 
that he really believes these principles and tries to stick 
to them. He is clearly driven by passion and integrity to 
enjoy life to the full, perhaps understandable when you 
learn that he lost his mother to cancer in his fi rst year 
at secondary school, in 1984.

“It was traumatic. My older brother and I didn’t 
know how ill she was, because my parents thought 
that was best for us. Her death came as a great shock 
which has remained with me.”

Interestingly, the death of Wayne’s best friend – a 
former colleague from HSBC – in April 2017 has helped 
to ease some of that pain. “The last few weeks that I 
spent with Martin and his family and friends was the 
most moving experience of my life,” says Wayne. “We 
had the chance to talk over the good times we’d all 
had together and say goodbye properly. I’m eternally 
grateful to all the staff and nurses on the Yarty Ward at 
the Royal Devon and Exeter Hospital for giving us the 
opportunity to share this precious time with Martin.” 

Here Wayne shares his mantras and takes me back 
to his early days at home in Woking. He left school 
in 1988 with few qualifi cations and got a job at the 
head offi ce of Forbuoys the newsagent, working in 
the purchase ledger department. “I have an analytical 
mind and was always good with fi gures,” he says.

“My dad – a stereotypical, true blue Thatcherite – 

residential induction course which, he says, changed 
his life.

“I realised fi nancial services were the way to go. I 
stayed with the company for two years and was given 
the best training. Its ethics were second to none, but it 
was a commission-only direct-sales force and by then I 
had the responsibilities of having a young family.

“In May 1995, I joined HSBC as a fi nancial adviser 
and had a good salary, a car and stability. The trouble 
is, I also lost my focus as an adviser and it wasn’t until 
a new boss started in 1996 that I realised where I was 
going wrong. He told me ‘people are not buying the 
bank, they’re buying you’ and suddenly it all clicked. 
My main strength was that I was inquisitive. I wanted 
to learn about people, what they wanted out of life and 
talk about their aims and experiences. You can really 
learn from every single person you meet.”

After 10 years with the bank, Wayne had risen to 
a position where he was mentoring fellow advisers 
progressing their careers, while building close 
relationships with business clients facing fi nancial 
diffi culties. “I learned that the relationship was 
stronger when you make sure you are there in the bad 
times as well as the good. They remember what you do 
to help them,” he says.

“Many of our clients started from what can only 
be called ‘humble beginnings’, some even starting 
out as a ‘man and a van’, but several are now multi-
million-pound success stories. They’ve all worked 
incredibly hard to make a success of their business 

and have never given up, no matter what adversity 
they’ve faced. I like to think that I’ve helped in some 
way, if only by passing on what I’ve learnt from the 
other clients I’ve worked with who have successfully 
navigated themselves through a turbulent and diffi cult 
time. I believe it’s part of my job to pass this knowledge 
on to help others succeed.”

On 31st December 2012, HSBC, like all fi nancial 
services companies, became subject to the Retail 
Business Review, which resulted in the loss of several 
hundred fi nancial advisers. Wayne looked at what was 
proposed for the bank and decided he did not like what 
he saw. “I didn’t feel comfortable with the model and 
fee structure and I didn’t think it would fi t the clients 
I had looked after for 13 years,” he said. “I started to 
think about setting up on my own.”

Wayne left HSBC in December 2012 and began 
One Financial Solutions in January 2013. “It was 
a massive step, the biggest test of my ‘never fear 
change’ principle,” he says. Two “very close friends” 
lent Wayne £30,000 to see him through the fi rst six 
months. Wayne soon found he was inundated with 
potential clients, working up to 100-hour weeks, but 
seeing the benefi t of being self-employed.

As the workload increased, Wayne realised he 
needed help and took on additional fi nancial advisers 
– fi ve within his fi rst 15 months of trading. He now has 
eight and runs offi ces in Sutton and Leatherhead, with 
an eye to expanding to Guildford and possibly into west 
Kent within the next fi ve years.

When I ask how he would describe his management 
style, Wayne rummages into his bag and pulls out 
a small notebook. “I knew you’d want to know and 
I asked my staff what they thought my best traits 
were,” he says. “Words like ‘patience’, ‘approachable’ 
and ‘a team player’ were overwhelmingly among the 
answers.”

Wayne also sums up his best attributes as “fair in 
my dealings with all people, at the top, or struggling”, 
“a hard worker who promotes hard work, but who also 
tries to remind people they have a family to attend to”.

Before we part, I ask another standard question: 
What is Wayne’s “stress-buster” at the end of a tough 
day in the offi ce? Without hesitation, he tells me: “I am 
massively into sport. I manage a local football team 
which won the league cup double – and I’m a boxer!” 
He explains that last year he was persuaded by a client 
who was once a professional boxer, to take up training 
for a charity competition. He underwent rigorous 
training, lost almost eight stone in under a year and 
won the contest.

“It was the scariest thing I’ve ever done,” he 
admits. “But afterwards, I felt exhilarated.” He’s now 
in training for another contest in November, but is 
not sure whether he will take part. “I struggle with 
the aggressive part,” he says. “It’s a great sport to 
get you fi t, but I might just complete the training and 
encourage others to do the fi ghting.”


