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Welcome! 

Reflecting on what has been an intensive 2019, a few 
stand-out moments have cemented my belief in the 
positive future for our profession. One of these was 
spending time with this year's AFA Awards Finalists. 
I was privileged to hear why our finalists chose careers 
as financial advisers and the importance of a strong 
support system. I also heard about their shared 
purpose to help clients and the community make better 
decisions about money and plan for their future. 

You can read our 2019 AFA Awards winner interviews in this edition - I am sure 
you’ll find their insights as inspiring as I do. 

We feature this year's conference, themed 'united', because we believe that even 
with the challenges faced by our industry today, there are always opportunities. 
Over three days in Adelaide we showcased 71 speakers (39% were adviser 
practitioners), sharing the best practice strategies that have worked in their 
business. Delivering peer to peer knowledge sharing that members can take back 
and readily implement within their business is a key focus for us when planning 
conferences. We collaborate with a diverse stakeholder working group 
comprised of partner, licensee head and adviser member representatives to 
ensure that topics are current and relevant. We received fantastic feedback on this 
year’s program and we’re working to bring you an even better, value-add 
program next year. 

The new decade kicks off with February roadshow which continues our theme of 
united. United for positive change as an advice community, as an industry and 
ultimately in our purpose to provide great advice for more Australians. This year's 
roadshow is supported by Challenger and we are excited for you to hear the latest 
in pre and post-retirement advice strategies from Andrew Lowe. Phil Kewin and 
Phil Anderson will bring you the latest in AFA news, policy and professionalism. 
You’ll hear from Olivia Sarah-Le-Lacheur who will launch the 2020 AFA Foundation 
Grants program, following the success of this year’s inaugural program which saw 
financial support provided to five member-nominated charities to make a 
difference to those in need. We also feature Simone Du Chesne, 2019 AFA Adviser 
of the Year who has taken the reins of her family's advice firm and repositioned it 
for long-term success. Simone will show you how to diversify your business 
though profitable joint ventures and build a focused business and people 
strategy. An inspirational success story rounds off the roadshow with Chris Carlin, 
2019 AFA Rising Star of the Year, who has his mojo back. After overcoming 
significant mental health challenges, Chris will share the insights and tools that 
have helped him manage his well-being for personal and professional success.

So, it’s been a big 2019. One thing we can be sure of in 2020 – the disruption and 
change will continue. Change is constant. It pushes us out of comfort zones and 
can often feel overwhelming. But it is also an opportunity to grow, learn and 
look at life from a different and clearer perspective. My favourite quote this year 
is ‘clarity creates control’. Specifically, clarity of vision and purpose. Still very 
much a work in progress for me and sure to be a big focus for next year. 

I wish you and your families all the very best for a safe and happy festive season. 

Natalie Kleibert 
General Manager, Marketing 
 AFA_Voice
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Professionalism //
BY MARC BINEHAM 
AFA National President

Where will the next 
generation of advisers 
come from?

Chatting to Samantha Robinson, our Victorian State Director at our 
last Board meeting, she was concerned how as a profession we 
were going to bring in the next generation of advisers. As while the 
new FASEA education standards have a cost and time factor, how 
would any small business owner/adviser then also cope with the 
cost and time of bringing on the next wave of advisers to our 
profession, let alone how do we find them, another issue in itself. 
These are very valid questions that as yet have had limited 
discussion with all the other FASEA priorities. We can already see 
the numbers of advisers leaving our profession especially as so 
little recognition of their valuable experience – so how do we 
replace these advisers who are looking after so many Australian’s 
financial needs?

Anyone who has had the chance to delve into the requirements of 
bringing on a new adviser to the business will soon realise this is 
indeed a major commitment to undertake, of both time and money 
for the business owner and licensee. Reading the latest article from 
Vanessa Stoykov from No More Practice, she stated that in the last 
quarter a net 698 advisers left the industry from June to September 
2019 and this makes a total of 3,400 advisers to have left in the first 
nine months of this year (which equates to about 13% of the 
industry). To put this into perspective, there were only 10 who 
joined in this last quarter, yep let me repeat that, only 10 advisers 
that joined during that same period. So simply, we have a potential 
major problem looming with so few advisers joining our profession 
at this point in time.

So, as an association, and I am sure the FPA are thinking the same, 
how can we promote what we do and also make it easier for 
university graduates to join our profession? Even more importantly, 
how can we help small business owners employ the next wave of 
advisers? Does the Government need to consider a trainee scheme 
of some sort to help provide assistance or tax relief to small 
business owners? We will be pursuing ideas like this with the 
Government although this is just the cost to a small business, what 
about the time involved? 

We know new advisers have to be degree qualified, complete a 
professional year and be supervised throughout that year. This 
from an industry whereby most advisers fell into this career either 
through the banks or some other way, as most who are at university 
and still do to this day, do not know anything about our profession. 
We will need to get better at promoting what we do, to Universities 
and their students as it is indeed a wonderful and valuable 

profession. What other profession allows you to make a meaningful 
financial difference to someone’s life and help them reach their 
financial goals and dreams. Needing IQ and EQ and showing great 
care while also keeping your client’s accountable and on track. We 
provide advice, help our clients make the tough decisions and 
provide the necessary safety net. It is an honourable and noble 
profession.

So, while it should be a promoter’s dream to market our profession, 
we need to get better at doing this but that’s only half the story, 
how does a new degree qualified graduate become an adviser? 
Under FASEA, they need to undertake a professional year and be 
supervised throughout that year. In simple terms a new entrant 
needs to do at least 1,600 hours, of which at least 100 hours is to be 
structured training. This is a significant cost to any employer before 
they can even provide any advice and start earning an income for 
you. Also, who is best placed to supervise as traditionally it would 
have been the senior adviser/owner to mentor the young adviser 
through but as we know this all takes up time. Add to this, the 
adviser’s own FASEA education requirements to complete a 
Graduate Diploma, this is a tough ask when wanting to consider 
introducing a new adviser to your practice.

So while I would always recommend our profession to any young 
graduate as a great opportunity, as Australians more than ever 
need access to good quality advice. We do though need to make 
the cost and ease of transition for a small business owner 
reasonable and affordable for bringing in new advisers, otherwise 
we will look back at this in years to come and see a great 
opportunity missed.

Our new Board:
On another note, I would just like to thank Michelle Veitch, our SA/
NT Director and Dave Slovinec our Treasurer for their wonderful 
contributions to our Board over the years. Both have special gifts 
and have been great contributors, and I am very sad to see them 
go. We also have Matthew Hawkins, our Tasmanian Director who 
we much appreciate in continuing the great work he does for his 
state and our Board, standing again for his position. Lastly, I 
welcome on behalf of our Board, two new directors, Jawad Ahmad, 
Director for SA/NT and Sam Perera our new Treasurer and we look 
forward to their contribution, experience and skillsets to our new 
Board in the years to come.

With some advisers not prepared to go through the new FASEA requirements, how will we fill 
that experience gap? To me this will be the next big challenge for our profession.

 @AFA_Pres
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Our mindset that together we are stronger has been a driving 
theme for our association during 2019. Connection and 
collaboration as a community is what the AFA has always been 
about. Our strength is in coming together to share and learn from 
our peers and collectively raise the bar for all. True to our spirit, 
we’re championing this collaborative approach in seeking to 
influence and challenge the scale, complexity and in some 
instances the ambiguity of the many policy and regulatory changes 
thrust upon us. We’re working closely with other associations such 
as the FPA and SMSF, we’re directly lobbying with members of 
parliament and regulatory stakeholders, we’re establishing formal 
working groups such as the joint Associations Task Force into Life 
Insurance and we’re actively participating in forums, and formal 
submission papers in collaboration with our members. Our Policy 
Update shares much of the detail around our program of advocacy 
which we carry out on behalf of our advice community. 

Our co-ordinated and sustained advocacy with all levels of our 
political and regulatory sphere will be a continued focus in 2020-21. 
Our members, however, can also play a pivotal role as one of these 
many voices, sharing a clear and consistent message that 
acknowledges we are ready for change, we just want a considered 
and practical transition to achieve it. This year with the launch of 
the AFA Member Advocacy Pack, we’ve given members the tools to 
have the conversations with their local, state and federal members. 
We’ve recently shared the stories of a number of members who 
have been active in this area, such as our QLD Inspire & Genxt 
community who held a successful panel event in October with 
Senator Amanda Stoker. Look out for more tips and tools in early 
2020 as we profile more members who are stepping up and taking an 
active role to inform and influence. With the AFA working at the top 
through formal government and regulatory stakeholder submissions 
and consultations and our member community working locally, at 
the grassroots, we are stronger, louder and more effective. 

A worthy vision 
“Empowering financial advice professionals to transform the lives 
of Australians through quality financial advice”. Our vision for the 
next three years was determined in April this year when the we 
reviewed our strategic plan and defined the five key strategic pillars 
to underpin its delivery: 

1. Retain & Grow Membership by providing a clear value 
proposition 

2. Advocacy – Government: policy settings supportive of a vibrant 
financial advice profession. 

3. Advocacy – Consumer: motivate consumers to seek advice from 
financial advisers

4. Support Members through industry transition to the future 
model of financial advice 

5. Building a sustainable business model through a diversified 
revenue proposition 

We are confident that achievement of our vision will result in a 
stronger, more effective association for our members and 
ultimately, empower our advice community to deliver better 
consumer outcomes. 

Championing excellence in advice 
Showcasing exceptional role models in advice, particularly in 
today’s challenging environment, sets the bar of excellence for our 
profession. The achievements of our finalists and winners of this 
year’s AFA Awards has been nothing short of outstanding. I 
congratulate Simone Du Chesne, Chris Carlin, Dawn Thomas and 
Ben Nash on being the leading examples of leadership, innovation, 
diversity and education and setting uncompromising standards of 
excellence for all to aspire to. 

Growing our community spirit 
As the year draws to a close, I’m reminded of how much feedback 
I’ve received from members that the last twelve months have been 
unbelievably hectic and disruptive; it’s been a big year. For many 
advisers and businesses managing time and costs are now more 
important than ever. But taking time out to network, to share ideas 
and learn from each other is also important. Learning from 
like-minded peers about what’s new, what’s working and what’s not 
is one of the most valuable benefits of belonging to a community. 
So it’s pleasing to report that we have held numerous successful 
communities of practice events around the country this year, from 
Genxt Ales & Tales and Adviser Peer Pods, Inspire International 
Women’s Day events and Webinars, Practitioner policy and 

We know and embrace that the future shape of the advice profession needed to evolve. I don’t 
think anyone disagrees that lifting the bar on professional standards can only be a good thing 
for our advice community, but more importantly for the thousands of Australians who benefit 
from the confidence and peace of mind that quality financial advice delivers. But I don’t 
believe any of us could have predicted the disruption and the emotional impact that we, as an 
advice community, have experienced during the last 12 months.

Together we are 
stronger 

Professionalism //
BY PHILIP KEWIN
AFA Chief Executive Officer 

 @AFA_CEO
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Professionalism //

education forums, Foundation events such as the ever-successful 
Super Loong Lunch. And for our newest community of practice, Pulse 
for paraplanners which launched in July, we’ve achieved a couple 
of ‘firsts’. In August, at this year’s conference we held the very first 
Pulse Masterclass and as at November we’d held the first face-to-
face networking events for the NSW, QLD & WA communities. It’s 
also great to see more collaboration across the communities of 
practice with the SA Practitioner and Genxt communities holding 
the World Mental Health Day event in October. 

Connecting, Building Advice Excellence and 
united. 
It was uplifting to see so many members at our three signature 
events this year: Connect Tour in February, Building Advice 
Excellence Roadshow in May/June and of course, our largest 
signature event, the united conference in August. Our change-up in 
the event schedule this year is in response to your feedback – fewer 
major events and a change in timing and fresh location for 
conference, was welcomed. Your overwhelmingly positive feedback 
on united continues and we’re super proud to have delivered a 
great conference event which has been so valued by members 
during this turbulent year. Check out our conference update in this 
edition and watch this space for an even bigger and better 2020.  

Your education community online 
In July this year we launched the Campus AFA Community 
Facebook group to help our members connect and support each 
other through the journey of meeting the FASEA professional 
education standards. Our members have told us that the greatest 
benefit of this group is the proactive and regular exchange of 
knowledge and sharing of resources between our members. So, if 
you have experiences or tips and tools that can assist your peers 
then we invite you to hop online and join in. 

Giving back 
What never fails to inspire me is the generosity of our members and 
the wider community who support those in need. Whilst we are 
proud to continue our long-standing support of national charities 

such as MS Foundation, where members have donated a total of 
$222,744 during the 2019 financial year, it’s also important to 
empower our members to support their local charities. Following a 
successful, inaugural Foundation Grants Program this year which saw 
$10,000 paid to five grant recipients, we’ll be launching our 2020 
program in February – I urge you to start thinking about a charity 
close to you that could use financial assistance and get involved. 

Supporting our members 
Did you know that 40% of Australians are sleep deprived? This was 
one of the many interesting facts I learned during our designated 
AFA Care Mental Health Month in October. Helping keep our 
members informed about ways to improve mental health and 
wellbeing is a key focus for the AFA and it’s why we made it a 
priority to share over 15 tools such as videos, fact sheets and 
articles during the month. Look out for a new wellbeing resource on 
our website in 2020. 

We know many of our members, our colleagues and peers have 
been and continue to do it tough, especially these last twelve 
months. have talked with many advisers and in some instances 
concerned spouses, who are struggling with personal and business 
challenges. We are here to support you and we offer our free, 
confidential AFA Care counselling service for members, their family 
and their employees. As the AFA community we support each other 
so please, check on your colleagues and friends and point them to 
the available support where needed. You can reach AFA Care at 
anytime on 1300 360 364. 

A new decade is upon us 
In 2020, more change and likely continued disruption is inevitable. 
It’s how we view change, how we build resilience and how we 
support each other that will make the difference. As your association 
we’re committed to advocating for sensible and practical policy 
outcomes, we’re committed to facilitating opportunities for you to 
learn, share and grow, we’re committed to supporting your wellbeing 
with resources and counselling support and we’re committed to 
empowering you to deliver great advice for more Australians. 

Thank you for your support. 
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The inaugural Risk Advice Summit, held in Sydney in September, was the 
culmination of months of collaboration between various stakeholders 
around the sustainability of the risk advice industry.

The Risk Advice Summit 
and a plan for advocacy

Profession, which encourages industry stakeholders to meet with 
their local Federal Members and emphasise the importance of an 
affordable Australian risk advice industry. Key messages outlined in 
the pack include:

1. Life insurance provides a critical safety net for everyday 
Australians.

2. The ongoing reforms are driving up the cost of financial advice, 
making it unattainable to many Australians.

3. The current speed of reform is challenging for advisers to adjust 
to, and risks many leaving the profession.

The member pack also references statistics in support of these 
points: for example, that 82.7% of clients who have received advice 
say they are very or reasonably well prepared for retirement 
(compared to 33% of non-advised clients); and that only 8% of 
Australians are prepared to pay $1,000 or more for life insurance 
advice (when the true cost is closer to $2,500). 

For these messages to achieve maximum cut-through it’s vital that 
they’re framed around the value that financial advice provides 
Australians. Crucially, the member pack isn’t about opposing all 
reforms, but supporting the continued professionalisation of 
the industry. 

The job of politicians is to pay attention to the concerns of voters. 
The more the industry unites to educate decision-makers about the 
value of good risk advice – and the possible consequences of some 
of the proposed reforms – the greater the likelihood these concerns 
will be taken into account. 

With a pronounced focus on advocacy and education, the event 
not only gave consideration to the discussions that have come out 
of the AIA Australia/Professional Planner series, but envisaged ways 
forward for the industry in the wake of the Royal Commission. 

Titled ‘Towards a policy outcome’, the Summit featured several 
panel discussions and Q&A sessions, with Commissioner Kenneth 
Hayne’s recommendation on banning commissions drawing 
particular attention. 

The case against the commissions ban
For many working in the risk advice industry, the predominant 
concern about the proposed banning of commissions is that it will 
force an industry move to a fee-for-service model, with the 
probable result that even fewer Australians will end up accessing 
risk advice in what is already an underinsured market. Further, it 
will likely be those most at risk – low and middle-income 
Australians – who will end up being priced out of the advice 
they need. 

While a diversity of opinion exists among financial advisers and 
policymakers, there is consensus that the sustainability of 
Australia’s risk advice industry relies on consumers and decision-
makers recognising the enormous value that risk advice provides. 
Advisers must draw on their expertise to distil the complexity of life 
insurance into advice that will resonate with both the general 
public and the politicians responsible for voting on the legislation. 

The Association of Financial Advisers (AFA) 
Member Advocacy Pack
To help articulate this side of the debate, the AFA recently released 
a Member Advocacy Pack, Ensuring a Sustainable Financial Advice 

Copyright © 2019 AIA Australia Limited (ABN 79 004 837 861 AFSL 230043). This is general information only, without taking into account factors like the objectives, financial situation, needs or personal 
circumstances of any individual and is not intended to be financial, legal, tax, medical, nutritional, health, fitness or other advice. Before making a decision to acquire or continue to hold any product, 
individuals should consider the appropriateness of the information, having regard to these factors, and after viewing the PDS and any relevant product information and terms and conditions available at 
www.aia.com.au
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Opportunities ahead: 
looking to the future

There is no question that the disruption experienced 
by the financial advice sector over the last few years is 
unprecedented. The elevated level of scrutiny 
alongside the changing competitive and industry 
dynamics have brought significant changes to the 
operating environment for advisers and life insurers. 

If you look into the future; however, it’s also clear to 
me, that this reshaping of the industry presents a 
significant opportunity for financial advisers. Those 
that adapt to the change and continue to meet the 
evolving needs of clients will ultimately emerge as the 
new leaders of the advice industry.

The introduction of FASEA’s education requirements 
has had implications on all advisers and the industry 
as a whole. Industry data indicates there were around 
30,000 advisers in Australia at the beginning of 2019, a 
number that currently sits at 25,000 with further 
decline certain in the next couple of years. 

The fall in the number of advisers, compounded by the 
changing needs of consumers, means those remaining 
advisers will see an increased demand for their 
services. 

This growing demand for expert and tailored guidance 
will be fuelled by continuing changes within the 
superannuation sector, along with later retirement as a 
result of longer life expectancies and a growing 
number of people involved in more complex life 
situations such as divorce and blended families. 

These factors mean that providing individuals and 
families with financial advice to help them achieve 
their short- and long-term goals is now more 
important than ever – whether it is to ensure they 
don’t outlive their retirement funds or face trying to 
save for retirement on top of a mortgage or children’s 
education. 

In embracing the opportunities that lie within this 
changing landscape, it is essential for advisers to 
embark on an ongoing educational journey to enable 
them to meet changing client needs and diversify their 
own offerings as the market continues to evolve and 
change. 

Rising education standards will ultimately play a 
pivotal role in rebuilding consumer confidence in the 
advice sector, and while this will be a difficult journey 
for some advisers, it falls to every individual adviser to 
uphold that standard and meet those expectations as 
they continue to evolve.

To this end, we are continuously thinking about how 
we can deliver content to up skill advisers and 
empower them to improve the quality of advice. The 
TAL Risk Academy is a unique program designed to 
support the professional advice sector by helping 
advisers meet their new education requirements and 
fulfil their best interest duty to their clients through a 
range of technical and soft skills courses.

To suit different learning styles, Risk Academy delivers 
learning content in various ways – through face-to-face 
sessions, via on demand or via webinars. 

At TAL, we believe strongly that a sustainable financial 
advice sector is crucial to ensuring the financial 
wellbeing of all Australians, now and into the future. 

If you’d like to learn more about the TAL Risk Academy, 
visit https://risk-academy.csod.com/client/risk-
academy/default.aspx

TAL General Manager of Retail Distribution, Niall McConville, shares his 
thoughts on how advisers can take advantage of the opportunities that 
come with change, and how TAL can help.

Professionalism //
BY NIALL MCCONVILLE
General Manager, Retail Distribution, TAL Life
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The second half of 2019 has continued at a hectic pace, with notable events being the passing 
of the legislation to ban grandfathered conflicted remuneration and the Putting Members 
Interests First changes, along with announcements from the Government on a proposal to 
extend the exam and education deadlines and to terminate the Code Monitoring model. 
Finally, we have also had the release of the guidance on the FASEA Code of Ethics.

Professional Standards and FASEA
The second half of 2019 has seen the commencement of study for 
FASEA approved Graduate Diplomas of Financial Planning and 
Bridging Course subjects and the release of results from the first 
two rounds of the FASEA exam. We were also pleased to finalise our 
submission of the application for accreditation of the Mentor 
version of the AFA Professional Designations (the Fellow Chartered 
Financial Practitioner (FChFP) and the Chartered Life Practitioner 
(ChLP)). We anticipate receiving an answer by early in 2020. We 
have continued to advocate for greater recognition for experience, 
through the completion of CPD and previous courses, which was a 
subject of discussion when Queensland LNP Senator Amanda 
Stoker attended the Senate Estimates hearing with FASEA on 
23 October 2019. In November, we have also been able to 
announce agreements with Deakin University, University of New 
England, TAFE NSW and Kaplan Professional to deliver discounted 
pricing for study by AFA members.

The results from the first round of the FASEA exam 
were very pleasing with over 90% of the 

579 candidates passing.
The second round in September generated an 88% pass rate for 
the 1,697 candidates. Following a further round of exams in early 
December 2019, the exam will be run again in February and April 2020.

In response to a unified industry call and advocacy by the 
associations and many advisers, the Government announced on 
30 August 2019, that they would proceed with the following:

• Defer the exam deadline by 12 months from 1 January 2021 to 
1 January 2022.

• Defer the education deadline by 24 months from 1 January 2024 
to 1 January 2026.

Whilst this is now Government policy, it still needs to be legislated, 
and we are keenly awaiting the introduction of legislation to 

Professionalism //
BY PHIL ANDERSON 
General Manager, Policy & Professionalism

Policy updates 

47 submissions

63 meetings
government, politicians

• Royal Commission 
• Treasury 
• Parliamentary 

Committees
• ASIC
• FASEA
• Tax Practitioners 

Board 
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achieve this outcome, something that we now expect in the first 
quarter of 2020. From our conversations with politicians from all 
sides, it is not evident to us that this might be the subject of 
opposition, however there are never any guarantees.

When FASEA issued the Code of Ethics legislative instrument on 
11 February 2019, they committed to providing guidance to the 
financial advice profession. Eight months later and little more than 
two months prior to the commencement of the Code, FASEA finally 
released the guidance. The AFA, along with other associations, were 
able to have two sessions with FASEA to express our concerns 
about the consequences of the Code of Ethics. We were told that 
the guidance would largely address our concerns, however when it 
was released on 18 October 2019, we were particularly 
disappointed that it had not addressed our previous concerns, but 
instead had introduced new concerns, such as with respect to 
asset-based fees and brokerage. Many advisers are also very 
concerned about the consequences for referral arrangements, even 
where they are just reciprocal arrangements. 

We remain perplexed, how a Standard that bans all conflicts of 
interest could, through the guidance, somehow preserve all existing 
forms of remuneration, although subject to some tightening of the 
other obligations. Certainly not the way the guidance is currently 
worded. The financial services industry is united in holding very 
serious concerns about the workability of the Code. On 12 
November 2019, we issued a detailed critical assessment of the 
FASEA Code of Ethics and the guidance. This important issue is now 
in the hands of the Government and FASEA to resolve before it is 
due to commence at the start of 2020.

Royal Commission into Banking, 
Superannuation and Financial Services
The Government issued a Roadmap for the introduction of the 
Royal Commission recommendations, on 19 August 2019. 
Amongst the key actions in that announcement were the following:

• Legislation for the banning of grandfathered conflicted 
remuneration, which was to be passed by the end of 2019. This 
legislation was subsequently passed on 14 October 2019 with an 
effective date of 1 January 2021.

• Annual Renewal of Client Arrangements and Authorisation for 
Product Providers. This recommendation is scheduled to be 
consulted on and introduced to the Parliament by 30 June 2020.

• Ban Advice Fees from MySuper Accounts. This recommendation 
is scheduled to be consulted on and introduced to the 
Parliament by 30 June 2020. It is beyond comprehension why 
these members should be either prevented from accessing 
financial advice or be forced to pay for it out of their bank 
accounts.

• Single Central Disciplinary Body. This recommendation is 
scheduled to be consulted on and introduced to the Parliament 
by 31 December 2020.

Whilst we remained critical of the proposal to ban Grandfathered 
conflicted remuneration, there was virtually no political support to 
challenge this. Bert van Manen asked a number of questions of 
ASIC at a PJC hearing on 13 September 2019, on this issue, that 

demonstrated that they did not understand the full extent of 
grandfathering or the consequences of banning it and that they 
had failed to inform the Royal Commission of these complexities in 
their submissions. This alongside the lack of a Regulation Impact 
Statement, absolutely no guidance and the failure to release 
submissions to Treasury on the draft legislation (from March 2019), 
highlighted that this was a completely political exercise where the 
risk of disadvantage to clients and the removal of access to advice 
for many Australians was not even a factor. Ultimately, the 
legislation was passed on 14 October 2019, with only the speech 
from Senator James Paterson, the chair of the PJC, demonstrating 
any appreciation of the potential consequences. AMP have already 
announced that they will ban grandfathered commissions by 
31 March 2020, and there are some indications that other 
institutions will seek to move early. It is apparent that ASIC are 
applying a lot of pressure. Whilst the prospect of a High Court 
challenge remains a possibility, it would seem that much of the 
grandfathered conflicted remuneration would have already 
stopped before any outcome was achieved.

Alongside the issue of the FASEA Code of Ethics, our other key 
advocacy issue, at the end of 2019 and into the early part of 2020, 
is the Royal Commission recommendation to require annual 
renewal or opt-in. This issue has been made more serious by the 
intervention of ASIC and APRA in writing to super fund trustees in 
April 2019, setting out their expectations that trustees should seek 
authorisation directly from clients, that trustees should put in place 
processes to confirm that services are being provided and that 
trustees should not place undue reliance on the assurances and 
attestations of financial advisers. We have already seen this 
intervention have an impact and we are calling on all parties to 
hold off on this until after the legislation has been finalised.

Code Monitoring 
Despite a lot of effort being invested by the Code Monitoring 
Australia group of cooperating associations, the Government 
announced the decision on 11 October 2019, that they would not 
proceed with the idea of Code Monitoring bodies and that oversight 
of the compliance with the new FASEA Code of Ethics would fall to 
licensees and ASIC. This outcome, to some extent, was not overly 
surprising, given that the Royal Commission had recommended a 
Single, Central Disciplinary body, however it is disappointing that 
Government took so long to make this decision, despite knowing 
that the associations were working hard on a solution, as required 
by the 2017 Professional Standards for Financial Advisers 
legislation. The Government has commenced consultation on the 
single disciplinary body concept, however it is early days and we 
will need to wait for more clarity in 2020.

The Government has a very busy program of Royal 
Commission reforms throughout 2020. 

We can only hope that they apply a better and more consultative 
approach to upcoming legislation, as opposed to what was 
demonstrated with the ban on grandfathered conflicted 
remuneration.

Professionalism //
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Your toolkit Initial contact email template 

If you need to use an email to contact your local member, then you may wish to use the following 

template:
Dear [Local Member Name],

I am a financial adviser [running a small business and] living/working in your electorate and I would 

like to introduce myself and talk to you about the role that we play in supporting our clients within your 

community and the many issues that are challenging the financial advice profession and the continuation 

of the services that we provide to our clients. As a [financial adviser/small business owner] operating in 

your community, I want to ensure that we can continue to service everyday Australians who gain great 

benefit from financial advice

Most of our clients are not high net wealth, however in the future, there is a genuine risk that only the very 

well off will be able to access financial advice. 

Our financial advice practiceis [name].  <<set out a brief description of your business including details 

of no of staff, geographical coverage, years in business etc.>>

At the moment my team and I are very concerned about the future of providing affordable advice to our 

local community. These pressures impact our XX locally employed staff and their families as well.

My practice provides advice to [Number of] clients << include a brief description of the clients you 

advise including demographic details, types of clients ie. pre-retiree/retiree/young families/small 

business owners etc.>>
We get very good outcomes locally, but there is a massive range of cumulative pressures in our ability to 

deliver affordable and quality advice.  The potential implications of these challenges, including the Royal 

Commission, the timeframes to pass the exam and formalise qualifications impact our ability to provide 

quality advice to our local community.  There is a mounting risk of more costly red tape, further reducing 

our ability to provide cost-effective financial advice.

I hope we might meet so I can outline the importance of affordable financial advice to our local 

community and my concerns about a range of pressures that are impacting this important service in our 

local area.
In the hope we can catch up, I will call your office to arrange a meeting. In the meantime, please feel free 

to contact me by phone on [your contact number] or email [your email address] 

Yours sincerely,
[Your Name]

NOTE: this is a preparatory document for 

members to help prepare for engagement with 

local MPs. This is not for external distribution

Putting Member’s Interests First
The Protecting Your Super Package commenced on 1 July 2019, 
after a very short and hectic preparation phase. This resulted in 
significant additional workload for financial advisers as they sought 
to ensure that all clients with an inactive superannuation account 
had the chance to carefully consider if they wished to retain any 
insurance that was included within that account. Due to the fact 
that the 16 months inactivity period was backdated to 1 March 
2018, and each of the impacted clients received only one letter, we 
are very concerned about the number of clients losing insurance. 
Reports have already started to emerge of cases of misfortune.

The Government introduced further legislation in July 2019 to make 
insurance opt-in for new members of superannuation funds under 
the age of 25 years and anyone with a balance under $6,000. 
Following an inquiry by the Senate Economics Committee, this Bill 
was subject to some changes including access to exemptions for 
higher risk occupations and a delayed commencement date, before 
being passed in September 2019. All clients with account balances 
under $6,000 as at 1 November 2019 will receive a notification by 1 
December 2019, and unless they elect to continue their insurance, 
it will be cancelled from 1 April 2020. This is expected to cause 
additional work for financial advisers over the summer months.

Tax Practitioners Board – Consultation and 
Review
Over recent months we have seen an escalation of action by the 
TPB with respect to tax (financial) advisers who have failed to 
complete their annual declaration on time. Members should take 
into account that this can be a difficult exercise, with many 
reporting system issues. It is therefore important that you prepare 
early and contact the TPB promptly, if any issues arise.

The Government-initiated review of the TPB and the TASA regime 
continued, with a discussion paper issued in late July setting out a 
number of options to achieve a reduction in regulatory duplication 
for financial advisers. As part of this process, consideration has 
been given to the TPB no longer having oversight of financial 
advisers, however there has also been some discussion with 
respect to the reintroduction of the accountants’ exemption. The 
final report was due in October, however as at the middle of 
November, we are still keenly awaiting the recommendations.

What we Expect in 2020
The 2019 year will go down in history as one of fundamental 
change and challenge for the financial advice profession. At this 
point in time there is still so much that is uncertain. This is having a 
noticeable impact on members and we all need to be there to 
support anyone who is struggling. It also emphasises the 
importance of advocacy and

we once again call on members to play an active role in 
talking to their Local Federal Member or State Senator.

For guidance on how to engage with your Local Federal Member, 
please refer to the AFA Advocacy Pack, available on our website at 
afa.asn.au. 

As always, we welcome your feedback and input on policy matters 
by emailing us at policy@afa.asn.au, by looking out for the 
opportunities in our weekly newsletter and other email updates for 
policy feedback and when you see us at AFA events.

Professionalism //

Politicians Meet the Professionals, QLD Inspire & Genxt Event, Oct 2019. Panellists (left to right): 
Erin Truscott (co-chair QLD Inspire), Senator Amanda Stoker, Cara Williams (co-chair QLD 
Inspire) & Michael Nowak (AFA Vice President).

AFA ADVOCACY PACK

AFA | 5

Click on the name of your local member to get their ‘Office details’, which will show their electorate office 

address and telephone number. Click on the next icon ‘Connect’ to obtain an email address, Facebook or a 

Contact form. Note that contact methods for local members will vary.

Senators represent the whole State, requiring a coordinated approach. However, if a Senator does have their office 

in your local area or you have personal contact with a Senator, please let us know in the first instance so we can 

assist.

Step 2: Plan and implement your contact strategy

Contact options:
OPTION 1 (Preferred):  

Arrange a meeting with your Local Member

The best impact you can have is meeting face-to-face with your local member. If 

you can’t book a meeting over the phone, then certainly use email to introduce 

yourself and seek a meeting. 
A face to face meeting allows them to meet you, connect with you and for  

you to: 
• Demonstrate who you are and show your impact upon people in the their 

electorate • Discuss your background and why you do what you do 

• Explain the services and the value that you provide 

• Explain the current challenges in your business 

• Talk/emphasise about your clients, who are most likely also voters in their 

electorate • Outline your concerns and what you want them to consider when they will be 

asked to debate the reforms

• Stress the importance of financial advice and how the current reforms will 

impact your ability to deliver financial advice to voters in their electorate.

IMPORTANT:  Be clear on precisely what the issue is that you want them to address 

and what you are asking the local member to do.  We ask that you are very careful in 

expressing a personal view that deviates from AFA policy.

Consider making a joint request and 

arranging for your Local Member to 

meet with a group of local financial 

advisers.

OPTION 2:  Email your Local Member   
Similar to the face to face meeting structure outlined in Option 1, you must be 

clear why you are contacting them and ensure they understand your concerns, 

how the current reforms impact locals in their electorate and what you want 

them to consider when they will be asked to debate the key reforms. 

great advice for more australians

afa.asn.au

AFA Member Advocacy 
Contact Guideline 2019

How to Contact and Arrange a 
Meeting with Your Local Member

great advice 
for more australia

ns

afa.asn.au

Member Advocacy Pack

Ensuring a Sustainable 

Financial Advice Profession
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Call your Distribution Team Member or visit  
mlcinsurance.com.au/enhancements2019

MLC Limited ABN 90 000 000 402 AFSL 230694 
uses the MLC brand under licence. MLC Limited is 
part of the Nippon Life Insurance Group and not a 
part of the NAB Group of companies. Any references 
to ‘we’, ‘us’ and ‘our’ means MLC Limited.
A149671-0419

We’ve been there from the beginning, right alongside you 
and your customers, protecting Australians. We’ve spoken 
with advisers and customers around Australia about what 
matters most and we’re already making changes.

Protection is  
our promise. 

We’ve enhanced our policy terms and 
medical definitions.

We’re caring for customers’ well-being and their 
mental health in new ways.

We’re investing $500 million on upgrading our 
technology to provide better experiences for you  
and your customers.

It’s never been more important, nor more challenging, to keep 
advisers safe. That’s why we’ve invested on three fronts to make 
it easier and more cost-effective for advisers to deliver quality, 
compliant advice. 

Technology. We’ve developed a unique software tool called the
Wealth Report that assists advisers with client retention and acquisition.
This will be fully integrated with Xplan to optimise delivery of compliant 
advice and a great client experience. 

People. Advisers are fully supported by Practice Development Manager
who are in turn supported by a first class compliance and governance
team. We provide advice coaches, peer support groups and extensive 
professional development to keep advisers up to speed. 

Culture. We have a strong safety first culture. Millennium3 advisers 
understand the importance of community and the role they play in 
helping to keep each other safe; by sharing their own knowledge and 
experience. 

Like to know more? Phil would be happy to hear from you on 
0402 881 505.

Keeping advisers safe  
is our top priority.
– Phil Broadbent, State Development Manager 
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Maximising client 
relationships through 
personas

Professionalism //
BY MELISSA CRAWFORD
Executive Lead - Partner Conduct, MLC Life Insurance

2. Group clients together 
Grouping clients together by similarities allows you 
to service them better. For example you can group 
them by:
• Demographics - you may choose to group your 

accumulators together. This allows you to 
communicate to one group simultaneously with 
relevant messages.

• Behavioural - client’s behaviours and attitudes to 
money (eg risk appetite).

3. Determine what your client wants
Part of the client persona journey is determining their 
communication needs and servicing those. For 
example, too much communication can be 
overwhelming and too little might make them think 
they’ve been forgotten. Understanding what your 
clients want from you is vitally important. 

4. Understand your business 
It’s critical you understand your business, your 
strengths, capabilities and resources. If your clients 
want to hear about the latest news and insights via 
email, having a good Customer Relationship 
Management system in place that can distribute these, 
ideally through automation, is necessary. 

5. Utilise tools and resources
Sorting through the plethora of tools and resources 
available to help you create a client persona shouldn’t 
be daunting. At MLC Life Insurance we support advisers 
with a number of resources that can help you build 
your client engagement processes. 

If you’re looking for help to build your client 
engagement processes, please visit mlcinsurance.com.
au or contact your Distribution Engagement Manager.

As an advice business, you’ll learn a lot about how to 
engage with individual clients based on their age, 
assets and their personal and career aspirations. Over 
time you’ll have identified the type of client you 
naturally connect with, and those who don’t feel 
compatible with your business. 

When considering your ideal client and where to invest 
your time in building your business, think about who 
you are most useful to. 

Identifying your particular expertise and the primary 
reasons your advice firm exists will help you better 
understand your clients. This is where building 
personas can be helpful. Building a client persona 
goes beyond segmenting your clients by age, assets or 
other demographics. 

What are client personas and why 
do you need them?
Personas are profiles that represent different groups of 
clients. They are powerful tools that encapsulate 
people’s needs, hopes, fears and attitudes.

Creating successful client personas can 
happen in five steps. 

1. Create a profile 
Broadening the insights you collect beyond age, 
gender and income will create more detailed personas. 
This should include: 

• Family make-up, location, character and interests
• Their needs, wants and worries
• Their preferred method of communication
• Your value as their financial adviser

A handy tool to use to collect this information is an 
empathy map. Building empathy maps, helps you 
capture what they feel, understand what they say, their 
pain points and what they want to gain from their 
relationship with you. 

An honest appraisal of your advice business’ expertise and resources help 
you better identify your ideal clients and how best to engage with them. 
Doing this helps you service your clients in ways that they prefer, in turn 
creating loyal clients and efficiencies in your business.

This communication has been prepared by MLC Limited ABN 90 000 000 402 AFSL 230 694, and is for adviser use only. It’s intended to provide general information, without taking into account any person’s 
objectives, financial situation or needs. The content of this communication is correct at 24 October 2019 but may be subject to change. MLC Limited operates the MLC Life Insurance business. MLC Limited 
uses the MLC brand under licence. MLC Limited is part of the Nippon Life Insurance Group and is not a part of the NAB Group of Companies.
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Creating deeper client engagement

Partner with us and position your business to deliver quality 

advice while achieving greater client satisfaction. 

Call us on 1800 062 134 | Visit us at consultum.com.au

At Consultum, our mission is to help advisers achieve 
successful outcomes for you and your clients.

That’s why we’ve partnered with the IOOF Advice Academy. 
This program is designed to enhance your value propositions, 
increase client value and maximise your profitability.

Consultum Financial Advisers Pty Ltd l ABN 65 006 373 995 l AFSL 230323 l Part of the IOOF group
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Removing commissions 
may not be the silver bullet 
solution

Trust is the bedrock of a strong adviser-client 
relationship. This year’s MetLife Understanding the 
Adviser-Client Relationship Report revealed 85% of 
consumers rated honesty and trustworthiness as the 
number one attribute they look for in an adviser and 
78% of consumers rated transparency about fees and 
commissions as the second highest.

Despite remuneration being disclosed in the 
Statement of Advice, there is an alarming lack of 
awareness when it comes to consumers’ 
understanding of commissions, with over half (55%) of 
consumers unaware of the amount of commission 
their adviser receives. 

Interestingly, when asked if removing commissions 
would make consumers more or less willing to see an 
adviser, nearly half (47%) indicated that it would not 
change their willingness while one in five said it would 
make them more likely to see an adviser.

Clearly, the issue here is not whether an adviser 
receives commissions, but that the practice of 
receiving commissions might be too opaque and 
this is leading to confusion amongst clients. 

The Royal Commission also highlighted the 
importance of honest and transparent 
communications between financial advisers and their 
clients when it comes to financial products and 
services. With this in mind, the Financial Services 
Guide may need to be rewritten in simpler, customer 
friendly, terms to ensure adviser renumeration is more 
transparent and easier to understand.

Advisers could also explore whether they are offering 
the right payment structures in the first place. There’s 
no one size fits all approach when it comes to paying 
for financial products and services, which means 
advisers may need to seek out which payment 

methods best suit the needs of their current and 
potential clients. 

Traditionally, the payment models that have been 
available to clients have been limited to two distinct 
options, commission based or upfront fees. However, 
what this year’s MetLife Adviser-Client Relationship 
Report revealed was payment preferences vary greatly 
at different points in time as clients’ needs and 
circumstances change over time. 

Consequently, advisers may need to consider multiple 
payment structures which give clients the options they 
need to make the right choice for them. The research 
suggests offering transparent, flexible payment 
options will go a long way in assuring clients that their 
adviser has their best interest in mind.

Not only will doing so give advisers a competitive edge 
and point of differentiation by catering to the 
individual needs of their clients, but they will also help 
widen the pool of potential clients by making financial 
advice accessible to more people. 

At MetLife, we’re passionate champions of quality 
advice and we’re committed to taking a customer-
centric approach, supporting advisers to better serve 
their clients and navigate the changing world of life 
insurance. We believe it is important for us to 
continually dig deep into the market insights and 
understand what influences the adviser-client 
relationship so that we can support the industry to 
promote the value of good advice.

For more information and to download the full report, 
visit https://www.metlife.com.au/adviser-
research-2019/ or call 1800 523 523 to speak to your 
MetLife State Manager.

Instead, there’s opportunity to communicate and educate on how 
commission-for-advice works

Innovation //
BY JEFFREY SCOTT
Head of Advice Strategy, MetLife Australia

The information about MetLife life insurance is general only and does not take into account your personal situation, needs or objectives. Before deciding whether to acquire, or continuing to hold, any of our 
products, please read the PDS available at metlife.com.au. Life insurance products are issued by MetLife Insurance Limited ABN 75 004 274 882 AFSL 238096.
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“When everything seems to be going against you, remember that the airplane takes off 
against the wind, not with it.” — Henry Ford

Member Services //
BY CONOR WYMER
Member Services Manager, AFA

Member Services update 

In addition to some of these selfless achievements that our 
members have accomplished, the AFA has also had a number of 
recent achievements:

• In July, we launched the Paraplanner Pulse Community of 
Practice to connect, support and help paraplanners grow at 
every stage of their career. This initiative was driven by the need 
to unite the advice community and stand up in support of 
advisers and the work paraplanners do towards a common goal 
of delivering great advice.

• In the lead up to the announced extension to the FASEA 
deadlines by the Government, the AFA launched its Member 
Advocacy Pack and we are aware of a considerable number of 
meetings across the country that our members have had with 
their local members of parliament. These meetings with 
politicians have been fundamental not only in raising the profile 
of the advice profession but also in increasing the awareness 
and practicality of the key reform issues we are facing.

• In August, the United theme was brought to life through the AFA 
Conference. The consistent feedback received was that this was 
a market leading event that delivered content and a theme that 
was timely and appreciated in all respects. 

• In October, the QLD Genxt and Inspire Committee united to 
launch a first of its kind “Politicians meet the Professionals” 
event in which Senator Amanda Stoker was informed on the 
value of advice and the unintended consequences of some of 
the proposed reforms.

Quietly, the AFA Membership Team has also experienced some 
recent achievements. The most recent being the November 
appointment of Greg Chambiras to the role of Member Services 
Associate. Greg brings to the team a wealth of membership and 
engagement experience and he has been brought onboard to assist 
Lucais and myself in increasing the value and engagement of the 
AFA’s membership offering. 

I am thrilled to announce that after a challenging 2-year process, 
the AFA will be launching our new CRM and website in early 2020. 
Upon deployment there will be immediate benefits to our members 
and significant improvements to the user experience and I’m 
looking forward to sharing these with you soon. 

Finally, from our family to yours, have a very Merry Christmas and a 
healthy, prosperous and happy New Year.

There has been no shortage of commentary on the fact that 2019 
has been an arduous year for many in the financial advice 
community. The banking shift away from wealth management 
coupled with dealer group closures, the increasing cost of business, 
FASEA and the Royal Commission Recommendations have had an 
impact on a number of our members and their businesses to 
varying degrees. 

Throughout the year members have provided us with a broad 
spectrum of feedback. Whilst the nature of these conversations has 
varied more so than in previous years there are generally quite 
consistent themes. Overwhelmingly our members are focused on 
the future, despite varying levels of dissatisfaction and frustration 
with the regulatory reforms, the consistent message has been one 
of doing what must be done in order to continue to do the best 
thing by our clients.

Member feedback and input, critical, constructive or reinforcing, is 
paramount. It is the voice of our members that ultimately drives the 
priorities and sets the goal posts as to how we can be the proud 
association of choice for our members. Please continue to share 
your feedback – we are your association and it is you who 
ultimately drives both the direction and the success of your 
association.

Just like your clients, the Membership Team have never lost sight of 
the staggering value that financial advisers bring to their clients, 
their families and the broader community. The need to raise the 
profile and the awareness of the financial advice profession is 
greater than ever. 

The concept of paying it forward has always been fundamental too 
and one of the pivotal ethos of the AFA. Our Community of Practice 
volunteers and the sacrifices our Life Members have made in years 
gone by are perfect example of paying it forward in practice. We at 
Head Office are frequently privy to the generosity and willingness of 
financial advisers to give back to the profession as well as to the 
broader community despite whatever imminent obstacles are in 
front of our members. This is evidenced by the weekly expression of 
interests we receive from members looking to join our committees, 
the number and variety of communities of practice events held 
around the country and the unwavering willingness of members to 
assist those in need through the Pro-Bono Advice Network, to 
name a few.
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AFA Foundation 
contribution

At this year’s AFA united. Conference we supported four charity partners via the sale of raffle 
tickets, wine and a silent auction. Here is a little bit about the charity partners.

Community & Marketplace //
BY OLIVIA SARAH-LE LACHEUR
National Chair, AFA Foundation

Carly Ryan Foundation
carlyryanfoundation.com

In 2006 Carly Ryan thought she had 
met her dream boyfriend online. His 
name was Brandon Kane, an 18 year 
old musician from Melbourne. Brandon 
was in fact fictitious. An internet 
construct, the cyberspace alter ego of 

Garry Francis Newman, a 50yr old predator and paedophile. In 2007 
he lured Carly to a final, fatal meeting at a secluded beach at Port 
Elliott, South Australia. There, he bashed her and pushed her face 
into the sand, suffocating her. He then threw her into the water to 
drown. She was only 15 years old.

The Carly Ryan Foundation was incorporated by Carly’s mum, 
Sonya. Her aim is to create awareness and educate children and 
parents using the internet. She will work to expose the thousands 
of multiple identities paedophiles use to lure young children. 
The vision of the Carly Ryan Foundation is to create a positive 
experience online for all children, teens and young adults.

Rural Aid 
ruralaid.org.au

Rural Aid was founded in 2015 to provide a 
holistic support program to rural Australia. The 
starting point for the charity was the Buy a 
Bale campaign, supporting the donation and 
distribution of fodder for the animals and 
hampers for the families. 

In 2018 Rural Aid embarked on the development of a specialised 
mental health counselling program to support the specific needs of 
rural communities.

Weather events such as drought, fires and cyclones mean that there 
is even more call for our services. We have a number of programs 
designed with rebuilding and repairing in mind. These include the 
Farm Rescue and Farm Army programs seeing thousands of 
volunteers give their time to support rural communities, the Gift of 
Music bringing the joy of music to the bush and mental health 
counsellors helping reduce stress, domestic violence, suicide, and 
supporting overall mental health in rural communities.

LifeLine
lifeline.org.au

Lifeline is a national charity providing all Australians experiencing a 
personal crisis with access to 24 hour crisis support and suicide 
prevention services.

Lifeline is committed to empowering Australians to be suicide-safe 
through connection, compassion and hope.

In 2018 Lifeline received over 893,000 calls and were able to answer 
82% of the calls. With around 8 people per day taking their own 
lives in Australia, funding Lifeline is critical. 

MS Research Australia 
msra.org.au

MS Research Australia is the largest Australian 
not-for-profit organisation dedicated to funding, 
coordinating, educating and advocating for MS 
research as part of the worldwide effort to solve 
MS. MSRA was established 15 years ago and a few 
years later the AFA Foundation was established. 

MSRA is the Foundation’s longest standing charity partner.

MSRA has funded research that has 

• published important findings that help to explain how chemicals 
released by immune cells can contribute to myelin damage, 
revealing new pathways for potential treatments

• developed a blood test that can distinguish between relapsing 
and progressive forms of MS

• investigated the genetic overlap between multiple sclerosis (MS) 
and type 1 diabetes (T1D) with JDRF.
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Community & Marketplace //

Super Loong Lunch… Another successful year! 
Immediately after the AFA National Conference, the AFA community 
in South Australia ran their infamous Super Loong Lunch, raising 
funds for Little Heroes to support a family from our financial advice 
industry, where one of the children is impacted by serious illness. 

Little Heroes 
littleheroesfoundation.com.au 
The Super Loong Lunch has raised almost in excess of $250k over 
the last 5 years helping the Kouimanis Family, Mollison Family, 
Thomas Family, Obst Family, and the Dunn Family. Sadly, we never 
have a problem finding a family in the Financial Services Industry to 
support. This year is no different...

In 2019, the event supported the Bruce family, who have had a life 
changing experience this year. 

In April 2019, they popped into the hospital to get Lachlan’s sore 
hip checked out and within a few hours Lachlan was unexpectedly 
diagnosed with Acute Lymphoblastic Leukaemia.

Lachlan was immediately admitted into the Women & Children’s 
Hospital and within 24 hours he had undergone surgery for a bone 
marrow biopsy, lumbar puncture, chemotherapy and an insertion 
of a port in his chest. 

Lachlan is facing a minimum 3 ½ year journey of chemotherapy 
and although he is only a few months into his treatment, has 
already experienced a number of complications which have 
necessitated additional hospital admissions and medical 
interventions. Some of the complications so far include the loss of 
the ability to walk, extreme anxiety and illnesses due to his low 
immunity levels. In addition, Lachlan is no longer able to attend 
childcare which has had a large impact on family and working life.

Thanks to Dave Slovinec and his event committee, as well as the 
generous AFA community in South Australia, the Super Loong 
Lunch has generated the largest financial donation to any single 
charity partner of the AFA Foundation.

2019 AFA Foundation 
Grants Program 
We’re thrilled to have been able to make a difference and support five charities this 
year through the AFA Foundation Grants Program. Thankyou to our members who 
applied for a grant. Funds were distributed to the following charities: Tour de Cure 
Ltd, WA Child Safety Services, Wyong Neighbourhood Centre Inc, BestLife Foundation 
and Time for Kids.

Because We Care Boutique (NSW) Time for Kids (SA)
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Thank you!
As always, thank you for your generous support of the AFA Foundation and our charity partners 

across Australia. Your donations make a tangible difference to the lives of those in need.

AFA FY20 Fundraising – 
What’s coming up? 

Getting Money
The AFA Foundation raises funds at AFA signature 
events, so we will kick off the year at the February 2020 
roadshows with state-based charity partners, followed 
by the national conference, Super Loong Lunch and 
any state based AFA activities that would like AFA 
Foundation involvement. 

If there are any AFA members who are running events 
and would like to raise funds for a charity partner, 
please email foundation@afa.asn.au to discuss how the 
AFA Foundation can assist you in fundraising. 

Giving Money
AFA Foundation Grant Round 2 opens in February 2020 
and closes April 2020. This provides an opportunity for 
AFA members to nominate local charity partners for a small 
grant through a very simple application process. These must 
be Deductible Gift Recipient (DGR) accredited charitable 
and not for profit organisations that align with the core 
purpose of the Foundation (as outlined in the ACNC 
Charity Registration Summary for the Foundation). 

The grants are funded through 20% of donations received 
throughout the year, which are retained in a corpus of funds 
and invested in low risk interest bearing investment 
vehicles, such as a term deposits. 

Application details will be provided on the AFA website 
and at the February 2020 roadshows. 

Community & Marketplace //

DECEMBER 2019The Financial Adviser  25



26  DECEMBER 2019The Financial Adviser

Since implementing the 
Zurich Adviser Portal and 
the UnderwriteMe rules 
engine in October 2018, 
Zurich is now tracking at 
an 87 per cent uplift in 
point of sale acceptance 
rates for applications 
submitted electronically. 
Delivering a more 
streamlined experience for 
advisers and customers.

If you would like to 
experience the Zurich Adviser 
Portal and URE for yourself, 
please visit ZURICH.COM.AU/
ADVISERPORTAL OR CALL 
YOUR BDM.

ZURICH LIFE INSURANCE.

INTELLIGENT 
UNDERWRITING

 with a human touch..
Experience Zurich’s smart and flexible 

underwriting rules engine today.

Important information: This advertisement is dated November 2019  and may be subject to change and does not take into account any personal objectives, financial situations or needs. You should consider these 
factors, the appropriateness of the information and the relevant Zurich Product Disclosure Statement (PDS) (available at  zurich.com.au) before making any decisions. Zurich Australia Limited  
ABN 92 000 010 195 AFSLN 232510 of 5 Blue Street, North Sydney NSW 2060 is the issuer of Zurich life insurance. MPOI-014947-2019
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25% off the first years premium only. Consider the ongoing premium in deciding whether to take out the insurance.

Unless withdrawn earlier, the discount is only available for quotes received on or prior to 30 April 2020, where any subsequent application is lodged prior to 30 May 
2020. BT Protections Plans is issued by Westpac Life Insurance Services Limited ABN 31 003 149 157 (WLIS) except for Term Life as Superannuation and Income 
Protection as Superannuation which are issued by Westpac Securities Administration Limited ABN 77 000 049 472 (WSAL) as trustee of the Westpac MasterTrust 
ABN 81 236 903 448. WLIS and WSAL are wholly owned subsidiaries of Westpac Banking Corporation ABN 33 007 457 141 (the Bank). The Bank does not guarantee 
the insurance. 

How can I help my clients  
see the value in life insurance?

To help you deliver extra value for your clients, BT is offering 25% off the 
first year’s premium for new stepped lump sum premiums for Term Life, 
TPD and Living Insurance. Available for a limited time.

bt.com.au/lifediscount

18357-1019zb BT B2C AFA half page ad.indd   1 22/10/19   9:42 am

The AFA accredits 
continuing professional 
development activities in 
accordance with regulator 
guidelines that aim to 
deliver a high standard of 
professional development. 
We achieve this through a 
simple and cost effective 
service offering.

Contact campusafa@afa.asn.au for more information.

The advantages of the AFA CPD Accreditation Service include:

• The AFA accreditation program meets agreed FASEA 
standards and provides a best practice benchmark 
for promotion of your programs to the financial advice 
community. 

• AFA accredited CPD allows financial advice professionals 
using your content to meet their CPD obligations. 

• Simultaneous mapping to FASEA CPD categories and 
RG146 Knowledge Areas which also ensures ongoing 
RG146 compliance.

• AFA Corporate Partners and Licensee Partners receive 
discounted rates for accreditations. 

• We offer a 50% discounted rate for reaccreditations.

AFA’s CPD Accreditation Service



Business Growth //
BY CHARLES SMITH 
MLC Business Growth Manager, NSW

What advisers really 
want from licensees – 
the findings are in

The core fundamentals of the financial advice industry 
in Australia are strong. Superannuation is growing and 
in my experience Australians are demanding financial 
advice. There may be a huge opportunity to grow your 
practice in this environment, provided you have taken 
stock of your business, reviewed the support services 
you require and implemented effective growth 
strategies. 

But there are plenty of distractions. Replacing 
commissions with fees, new education requirements, 
the rising cost of compliance and regulatory changes 
are heavy on the minds of Australian financial advice 
practices. It is these issues that are driving critical 
decisions when it comes to licensing. 

Research conducted by Momentum Intelligence on 
behalf of MLC Licensee Network has identified how 
important the various service offerings provided by 
Licensees are to advisers in today’s market.

The findings are clear: advisers are looking for a licensee 
network that can help them build a successful business 
and navigate the complexities of an increasingly difficult 
regulatory environment. 

The research considered the attitudes of advisers who 
have their own Licence and those operating under a 
Licensee. Those who have their own Licence are more 
likely to specialise in niche advice markets (50.7% 
compared to 38.2% for advisers who join a Licensee) 
and are more likely to be planning a succession strategy. 
Advisers operating their own Licence are also ahead of 
the pack when it comes to merging advice businesses 
and acquiring client books. 

Meanwhile, advisers under a Licensee are more likely to 
be creating referral partnerships and alliances than 
advisers who hold their own Licence. 

Wealth professionals are under significant pressure as the industry undergoes 
a major transformation. One key decision all advisers need to make is whether 
to join an AFS licensee (“Licensee”) or hold their own AFS licence (“Licence”). 

Regardless of which path you choose, this decision should start with one 
critical question: Am I getting all the support I need to grow a successful 
advice practice?

Licensees that can facilitate these referral relationships 
and leverage their extensive networks will be a 
cornerstone for the next generation of Australian advice 
practices. As customers increasingly look for holistic 
advice solutions, financial planning businesses are 
eager to form alliances with other professionals, 
particularly accountants and mortgage brokers. 

While Licence holders and those operating under a 
Licence are implementing different growth strategies, it 
is becoming increasingly clear that all advisers will 
require support to run a successful advice practice in the 
future.

Our research shows that those who operate under a 
Licensee view regulatory and compliance support as 
the most important service their Licensee provides, 
followed closely by the cost of servicing clients and back 
office support. Advisers who hold their own Licence 
share a very similar view. 

As the financial advice industry continues to transform, 
all advisers will require as much regulatory and 
compliance support as they can get. Going forward, 
advisers will need to consider whether they can afford 
the cost of servicing their own Licence and whether they 
have developed the skills required to implement 
effective growth strategies that will drive their business 
into the future. 

If you would like to find out more about how MLC 
Licensee Network can help you and your business, 
please email me at charles.x.smith@mlc.com.au or call 
me on 0412 605 890.

This article has been prepared by GWM Adviser Services Limited (ABN 96 002 071 749, AFSL 23062) (‘GWMAS’) for ‘MLC Licensee Network’, a business unit of GWMAS which is part of the National Australia Bank 
Limited (‘NAB’) group of companies. NAB does not guarantee or otherwise accept any liability in respect of GWMAS or these services.
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Professionalism //
BY STEPHEN CARTON 
MLC Business Growth Manager, NSW

Licensees hold key to 
professionalism

The advice industry is currently going through an important 
transformation that will likely create a thriving sector of wealth 
professionals who will build successful businesses on a foundation of 
new education and ethics standards. 

But an important part of this journey is gaining the insights of those 
who have helped build the industry and run successful practices 
themselves.

Momentum Intelligence, conducting research on behalf of MLC 
Licensee Network, surveyed over 500 advisers and found that 40% 
have no programs or strategies in place to manage the potential loss 
of industry knowledge from the retirement of advisers. 

Those who operate under a licensee are far more likely to have no 
programs or strategies in place (45.4%) compared to those who have 

Advisers leaving the industry are missing out on a major opportunity to pass on their knowledge 
and experience to the next generation. 

their own Australian Financial Services license (AFSL) (25%). These 
findings reveal a major opportunity for licensees to help experienced 
advisers transition out of the industry in a way that rewards them for 
their knowledge, skills and experience. 

Pathway to professionalism
Practices that are proactively managing the risk of potential loss of 
industry knowledge are using initiatives such as succession planning 
(30%), establishing mentor programs (11.6%), hiring consultants 
(9%), and developing internships (6.5%). 

To find out more about how MLC Licensee Network are supporting 
pathways to professionalism, email me at 
Stephen.Carton@mlc.com.au or call me on 0417 767 970.
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THIS EDITION OF THE MAGAZINE  
IS CPD ACCREDITED

All you need to do is: 
1. Read this edition of the magazine
2. Access the questions online at afa.asn.au  

(search under Financial Adviser Magazine). 
3. Answer the questions to earn your 1.5 CPD hours.  
To earn the CPD hours, 
all questions must be answered correctly

For assistance contact the  
Campus AFA team at campusafa@afa.asn.au
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Campus AFA Community  
supporting your education journey 

Your online community for resources 
on study preparation tips, learning 
pathways and wellbeing support 

Find us on facebook by searching 
for ‘Campus AFA Community’Learn | Share | Support

Which FASEA Education Pathway 
should you take?

Campus AFA can help outline the courses  
and programs to get you on the right track.

 
Contact the Campus AFA team at campus@afa.asn.au

afa.asn.au/about-campus-afa



Five ways to stay focused 
and look after yourself 

Women advisers now represent around 20 percent of our profession. They’ll be the first to tell 
you that they’ve faced many challenges along the way – not to mention the current challenges 
we all face in our industry. However, when we asked some of them to share how they are 
faring, they acknowledged that while these challenges are confronting, they also see 
significant opportunities. Here’s the key tips shared.

1. Focus on the things that matter the most
We all know the old adage about focusing on the things that you 
can control. This tip takes that one step further. Acknowledging that 
there are many things we can’t control – including FASEA and 
legislative change – this is about identifying where you can put your 
efforts to gain the greatest bang for buck. One area discussed was 
the risk – if you take your eye off the client ball - of service or 
administrative errors.

“If there’s one thing I’ve learned” said Sharon, “it’s that there is often 
very little standing in the way of mistakes happening.”

To minimise the risks, the women shared that they’re hunkering 
down on business process –dotting the I’s and crossing the T’s on 
all information in their CRM, checking files, refining workflow 
processes and increasing team training.

“Slowing down to speed up and properly preparing has been a 
huge game changer.” 

2. Study and “eating your greens”
My yoga teacher described his class as like “eating your greens” – 
while the strength and movement exercises he leads us through are 
tough, we know we need to do them. And that’s like so much of 
what we need to do right now. Study to meet the new education 
requirements was a particular hot topic. 

“With study, there’s never a good time, it’s just one of those things 
you need to do”, said Naomi who is juggling a young family, a 
growing business and a husband - also studying. 

Julia recommended finding a study buddy. “Team up with 
someone studying the same pathway and discuss and compare 
notes – this makes it easier to learn”. 

Christie recommended thinking about your study commitments 
and planning ahead – to help manage feeling overloaded. 

One idea: create a weekly study plan so that you can break the load into 
chunks so you can see what you need to achieve – and track progress.

Also identify education resources – some product providers are 
holding very helpful training workshops to assist with the FASEA 
exam; and the AFA Campus Facebook page is a valuable resource. 

3. Say no more often
Do you overcommit and then over-stress and under-deliver? One of 
Deb’s key strategies is to say “no”. Here are a few ideas on how: 

Communities of Practice //
BY KATE MCCALLUM
AFA Inspire National Chair

• Only put things in your calendar that are directly relevant to 
critical tasks at hand

• Limit new client onboarding and how many clients you advise
• Look for multipliers – opportunities to combine multiple goals into 

single events so that these activities can turn into doubles, triples, 
or even home runs. Rather than having lots of coffee meetings, meet 
up at an industry event – which combines connecting and learning.

4. Look after yourself
Scientists estimate that we have about 70,000 thoughts per day 
– with many of those thoughts creating feelings of self-doubt, fear, 
and discouragement.

It’s no wonder that maintaining positivity is a daily challenge that 
requires focus. 

Why is it so important? Studies have shown that positivity is good 
for your physical health. And there’s a direct connection between 
positivity and performance at work.

Here’s four things to try to stay positive:

• Meditating: “if you take care of your mind, it can help you take 
care of everything else”.

• Have an attitude of gratitude: Considering what you’re grateful for 
reduces the stress hormone cortisol by 23% according to research 
from the University of California, Davis. Write down something 
positive every day or keep positive messages from clients. Any time 
you experience negative thoughts, take a look at your list of positives. 

• Change your words (they made a big difference in how you feel). 
Instead of saying, “Stressed and busy” try, “I just had a great 
meeting. How’s your day going?” 

• Be kind to yourself: it’s okay to feel stressed at times. 
Acknowledge this and then do something positive like 
meditation or exercise to shift gears. 

I’ve discovered a free resilience training app called SuperBetter – 
you get rewards for simple things like a “human tag” which can be 
as easy as smiling at a stranger or sending a positive text to a friend. 
It’s easy to use, so why not give it a go?

5. Ask for help when you need it 
As Amie said: “The worst thing someone can say is ‘no’.” 

Connect with AFA Inspire on Facebook or get in touch with your 
local committee – by sharing and connecting we build a stronger 
community for all.
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Professionalism //
BY MICHELLE HOSKIN 
Founder and Director of Standards International

The future of paraplanning – 
an international perspective 

Globally, the professional financial services sector has undergone radical change over the past 
decade and things do not look to change anytime soon. Many financial professionals have left 
the industry for varying reasons some under extremely sad circumstances.

In the UK alone, those who remained quickly realised that the 
post-Retail Distribution Review (RDR) market was very different 
from that which had existed before, and this is also likely to be the 
case in other countries. 

Where clients are concerned, while their basic needs remain largely 
unchanged, the financial services sector has seen their behaviours, 
values and desires for the future evolve. This has led a greater 
demand for higher levels of professional service and one-to-one 
attention, thereby causing the working practices of financial 
planning and financial advice organisation to change. 

In our research on developing a best practice operations model, we 
have scoped out that there are around 26 individual roles within a 
professional financial services organisation. These includes roles 
within the areas of Leadership, Finance, IT, HR, Operations, Client 
Service, Business Development, Marketing & Communications, 
Technical, Compliance, Paraplanning and the majority of these 
apply whether you’re a small or medium business (where one 
person may multi-skill across two or more roles) to large 
organisations. With significant change thrust upon businesses, 
especially in today’s evolving financial services landscape, major 
shifts in team structures and support infrastructures will increase 
the importance of having clearly defined roles. 

The operating standards adopted by an organisation and 
embraced by the key roles within it have a direct impact upon their 
level of success. They create greater value for all parties and 
therefore differentiate the organisation from others within the 
financial services sector as a whole. 

We believe a professional paraplanner, as defined in the 
professional standard (http://standardsinternational.co.uk/
certification/theparaplannerstandard/) holds one of the most 
important keys to success for the organisation of the future and 
provides the perfect opportunity for the global profession to define, 

establish and benefit from the paraplanner role, whose valuable 
contribution extends to both internal and external relationships. 

Amongst many other key requirements; a paraplanner must be 
able to demonstrate across the breadth of the role four key 
essential attributes: 

Alert 
The paraplanner must demonstrate a keen interest in the role and 
in the financial services sector as a whole and remain alert to the 
needs of the client and the organisation at all times. 

Curious 
The paraplanner must demonstrate a continued desire to expand 
their knowledge and understanding of the client’s needs and 
requirements, as well as of the financial services sector as a whole. 

Responsive 
The paraplanner must remain responsive to and supportive of the 
client’s needs and requirements at all times, while having the authority 
and autonomy to confidently put forward their own ideas and opinions. 

Resourceful 
The paraplanner must strive to work as efficiently and effectively as 
possible at all times while maintaining the highest standards of 
professionalism and levels of confidentiality. 

It was wonderful to share some of this best practice methodology 
during my presentation at the inaugural AFA Pulse Paraplanning 
Breakfast Masterclass at the AFA united conference in Adelaide. 
What we quickly found was that the challenges and opportunities 
faced by paraplanners here in Australia are very similar to those in 
the UK and sharing knowledge and insights during this forum and 
through AFA’s Pulse community is a great start to more clearly 
defining the paraplanner role in it’s evolution to a profession. 
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Communities of Practice //
BY HAYLEY KNIGHT
AFA Pulse National Chair

Not just a Paraplanner 

I was in a meeting this week discussing our social media approach and it 
was mentioned that we need to avoid any ‘hot’ words such as busy, 
overwhelm, challenging and frustrating. Not one person in the meeting 
asked why. We didn’t need to.

We are all feeling it. News of licensees breaking up, 
Advisers who are constantly ‘putting out fires’ and 
Paraplanners struggling to scale the mountain of 
compliance is flooding our feeds and becoming 
inescapable. 

I get it. 

But if nothing else, there was one shining light at the end 
of the 2019 tunnel and if you were at the AFA Conference 
this year, you will feel this too. We are uniting. 

The dividers between Advisers and Paraplanners are 
coming down and the long overdue open office will 
bring us together. For too long we have sat on 
opposing sides of the field, it doesn’t need to be like 
this and with the work of the AFA and Paraplanner 
Pulse, we will come together wearing the same team 
colours to carry each other through these tough times.

Advisers, we hear you and we want to help but we 
need to be empowered to do so. 

You see, us Paraplanners have commonly been seen as 
inferior. Too many times have I heard the term ‘just a 
Paraplanner’ with the role generally seen as a halfway 
step to becoming an Adviser. But what you may not 
realise is that many of us are actively choosing to be a 
Paraplanner. 

We love analysing, documenting, following structures 
and strategizing. We get our kicks out of Word hacks 
and excel sheets and will happily ‘Marie Kondo’ your 
files. Conversely, we know Advisers are the talkers. The 
ones who love to simplify the complex, problem solve 
and build relationships.

Paraplanners are the black lines and Advisers are the 
colours in a colouring book. Without each other, the 
picture is incomplete.

We need each other, so how can we make this work?

You are both equally qualified to handle most tasks. 
Have an open conversation about the jobs each of you 
love to do. Discuss strengths and areas for 
improvement and between the two of you, decide who 
is best to get that job done. 

Pretty simple, but in practice the lines are often 
blurred. 

Once these tasks are allocated, step back and 
empower your Paraplanner to take charge. Celebrate 
the back office wins as much as you do the client wins 
and, on that point, share with your Paraplanner client 
insights so that they’re engaged with as much of the 
client’s journey as you are.

We all came into Financial Services for the same 
reasons, to coach and educate clients through their 
finances and provide them with the tools to financially 
realise their goals. When the clients are ticking off their 
goals, it becomes so motivating for the team to keep 
pushing on, so make sure you share these moments 
with all involved in the process. 

We need you as much as you need us. We are standing 
behind you, with our arms open ready to catch you on 
your trust fall, so have faith in us, lean on us and for the 
first time lets unite to overcome any obstacle in the way.

Connecting experience. Driving career success.

AFA Pulse is a new Community of Practice designed to connect and support 
paraplanners and help them grow at every stage of their career.
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THE 
NEW PATH

Join us on the New Path at  
onepath.com.au/newpath

Building a better  
insurance experience,  

together.

Across our industry, customers want to feel more engaged, more in control  
and more valued. We’re creating a New Path for your business that tackles these 
challenges head on, that will help you retain your clients and attract new ones. 

OnePath Life Limited (OnePath Life) ABN 33 009 657 176 AFSL 238341 483097_OPL0131/1119
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Innovation //
BY GERARD KERR
Head of Propositions and Life, OnePath Life

OnePath Life: 
Clarity is everything

This research highlighted the need for the industry to improve the 
service provided to customers. In particular, it found that:

• Trust is critical, and it isn’t where it needs to be
• Customers believe life insurance is complex 
• Customers lack the certainty that their claim will be paid 
• Customers want more control over their insurance 
• Customers want to be told how to get more value from their 

cover.

OnePath Life consulted with behavioural scientists in conducting 
this research, to ensure we got the deepest understanding of 
customer sentiments, attitudes and behaviours when it comes to 
life insurance. 

We’ve also started looking at the language and phrasing used in 
our communications and policies, to ensure they are presented in a 
simplified and more connected way. 

It all starts at the underwriting stage, where we’ve started using 
everyday language to describe common medical conditions, like 
referring to “tennis elbow” instead of “lateral epicondylitis”. 

As well as making the application process less confusing for 
customers, this can lead to better disclosure because we’re asking 
questions in a way that captures the right information. 

The need for greater clarity extends through the life of the policy, 
making sure we explain concepts like indexation, stepped or level 
premiums and policy exclusions – so customers understand how 
their cover works and what they’re paying for.

 By arming customers with relevant information at every step of the 
process, we’re helping them make more informed decisions about 
their cover, which we believe will improve customer satisfaction 
and retention.

For example, we know that rising premiums are one of the biggest 
pain points for customers across our industry. But we also know 
that few customers understand why their premiums go up or what 
they can do about it – such as switching off indexation, removing 
extra-cost benefits or reducing their cover amounts as their 
financial responsibilities reduce. 

Earlier this year, OnePath Life conducted extensive research of customers from all life insurers to 
better understand their needs and attitudes. 

If more customers understand the factors behind their premium, 
and appreciate the importance of regularly reviewing their cover 
with their adviser, they’re more likely to use the in-built flexibility of 
most life insurance products to their advantage.

Helping financial advisers deliver value
With the current landscape placing increasing pressure on financial 
advisers and their businesses, clearer communication to the 
end-customers in product and policy documentation offers 
support to advisers in delivering value to their clients. 

To further assist advisers, OnePath has delivered an initiative to 
provide them with an extensive library of behaviourally-optimised 
content, including bespoke articles and social media content, as 
well as customisable newsletter and flyer templates. Topics 
covered include why claims do or don’t get paid and why insurance 
premiums may go up. 

Personalisation is also an important part of helping our advisers 
deliver better value. To demonstrate our true partnership on this, all 
of our content is being delivered without branding. This means we’re 
giving advisers the ability to customise the content with their logo, 
then distribute it to all of their clients via email or social media. All 
education materials are mobile-friendly for easy, on-the-go access. 

We know that advisers are always looking for new and authentic 
ways to engage with their clients, so we’ve created these tools to help 
them do that quickly, cost-effectively, and in a way that positions 
them in the strongest way. This in turn will encourage more of their 
clients to seek regular advice and keep their cover up-to-date. 

Making insurance better
OnePath has more than 140 years of history in the Australian 
insurance industry and has built a reputation for innovation. The 
next part of our innovation journey is focused on building trust in 
insurance and improving the customer experience. 

We fundamentally believe the insurance industry can do a better 
job of supporting its customers, and we’re excited about the new 
path we’re on. 

This information has been prepared by OnePath Life Limited (OnePath Life) ABN 33 009 657 176 AFSL 238341. It is for the use of advisers only and may not be reproduced without the prior written permission 
of OnePath Life.

The information is current as at November 2019 but may be subject to change. Updated information will be available by contacting 1800 222 066

OneCare is issued by OnePath Life. OneCare Super is issued by OnePath Custodians Pty Limited (OnePath Custodians) ABN 12 008 508 496 AFSL 238346. OnePath Life is not a related body corporate of 
OnePath Custodians. 

This information is of a general nature and has been prepared without taking account of your client's objectives, financial situation or needs. Before acting on the information, your client should consider 
whether the information is appropriate, having regard to their objectives, financial situation and needs, and consider the OneCare Product Disclosure Statement and Policy Terms (PDS) before deciding 
whether to acquire, or to continue to hold, the product. Contact 1800 222 066 to obtain a copy of the PDS, or visit onepath.com.au
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The Life Company of the Year & Consumer Choice Awards celebrate the best of the best of 
Australia’s life insurance, annuities and investment bond providers in delivering product and 
service excellence to the Australian community. We congratulate all award winners and 
finalists and are proud to recognise those companies who have demonstrated an increased 
focus on delivering exceptional outcomes for advisers and their clients. 

TAL Life, Winner 2019 Life Company of the Year Award, Winner Trauma/Critical Illness Award, 
Finalist Income Protection, Term & TPD and Service Quality Awards. Finalist Consumer Choice 
Value for Money.

Challenger, Winner 2019 Overall Annuity Provider of the Year Award, Winner Long Term Income 
Stream Award. 

MLC Life Insurance, Winner Income Protection Award, Finalist: 
Life Company of the Year, Service Quality and Trauma/Critical 
Illness Awards. 

Comminsure, Winner Investment Bond Award, Finalist: Service 
Quality, Income Protection, Overall Annuity Provider, Long Term 
Income Stream and BDM Team of the Year Awards. 

NEOS Life, Winner Underwriting Team of the Year Award 

OnePath Life, Winner Claims Team of the Year, Finalist: Life 
Company of the Year, Risk Product Innovation, Term/TPD 
Awards. Consumer Choice Winner Return to Health & Wellness 
and Finalist: 2019 Consumer Choice Award, Best Application 
Process, Best Turnaround Time, Best Claims Staff and Focus on 
Early Intervention. 

AIA, Winner Term & TPD Award, Finalist: Life Company of the 
Year and Trauma/Critical Illness Awards. Finalist Consumer 
Choice Value for Money and Most Satisfied Customer Awards. 

Zurich, Winner Service Quality Award, Winner BDM Team of 
the Year Award. Finalist: Term/TPD Award, Income Protection 
Award, Underwriting Team and Claims Team of the Year 
Awards. Winner Consumer Choice Best Turnaround Time Award 
and Finalist Consumer Choice Best Application Process, Best 
Claims Staff and Return to Health & Wellness. 

AFA and Award Sponsors: Marc Bineham, AFA President; Rebecca Sheils, Beddoes; Rael 
Solomon, Plan for Life; Peter Sobels, Riskinfo; Philip Kewin, AFA CEO 

BT Financial Group, Winner 2019 Consumer Choice Award; Winner Risk Product Innovation 
Award, Winner of the following Consumer Choice Awards: Best Application Process, Best Claims 
Staff, Focus on Early Intervention, Value for Money & Most Satisfied Customer and Finalist: Best 
Turnaround Time and Return to Health & Wellness Awards. 
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Communities of Practice //
BY CHARLES GREEN
AFA Genxt National Chair

Staff and personal 
motivation

Revenue based targets are by far the most common tool that 
employers use to encourage staff performance. It’s also true though 
that revenue targets are fraught with issues and reinforce the wrong 
kind of mindset when it comes to acquiring and servicing clients. 
Revenue linked targets, notwithstanding the potential for conflicted 
remuneration, are also only good for motivating revenue 
generating staff! A motivated team will crave success and that’s 
good for everyone (especially those pesky annual targets). So, if 
remuneration isn’t the key to solving this issue, what is? 

At the halfway point of the financial year, I thought I’d share some 
ideas that we’ve implemented in our office to help keep our eye on 
the ball and avoid the pre and post-Christmas motivation slump. 

• Set personal goals: Every six months we sit down and map out 
what the following six months will look like from a personal 
improvement and career perspective. After all, not all targets 
should be business focused. Education, personal development, 
building referral arrangements, volunteering, seeking out of the 
ordinary client feedback. These are all personal targets I’ve set at 
some point in the past and sitting down twice a year to see how 
you are developing, not just as an adviser but as a person is 
really gratifying. Have someone keep you accountable to these 
goals via monthly mentoring to ensure your goals remain front 
of mind throughout the year. 

• Set weekly goals: So often business goals are annual or 
quarterly, and it’s expected that all staff will operate well on that 
cycle of reporting. I don’t know about you, but it’s pretty easy to 
lose sight of an annual target when you’re bogged down in the 

Well it’s that most wonderful time of the year. You’re walking through Coles in November and 
hear the sound of Christmas carols, accompanied by that familiar feeling that the calendar 
year is somehow over and you should be halfway to your financial year end’s goals! It’s about 
this time of the year that motivation can really be lacking either side of the holiday break. 
Whether you’re a business owner or adviser managing an associate or paraplanner, keeping not 
only you but your staff motivated makes all the difference in pursuit of your all-important targets.

daily grind. Not to state the obvious, but a successful year is 
made up of 52 successful weeks. Find an operating rhythm that 
works for you, but I like weekly goals because it allows you to 
break down the work into small and more manageable pieces. 
The new buzzword in this space is called a “sprint”. Use a 
workflow tool to plan your week or “sprint” tasks. Rather than 
getting to a Friday and wondering where the week went, review 
your sprint and close off all the things you did during the week. 
This provides a great sense of regular, meaningful progress and 
before you know it the big targets will start to take care of 
themselves. 

• Set and talk about firm values - I’m sure you or your firm have 
a set of values the business was founded on. How often are they 
discussed though? Once a year? A few times? What about every 
day? Having a strong ethos and clear set of values provides a 
beacon to aspire to, particularly if they are recognised as 
individual personality traits that reflect success. Work these 
values into your language when discussing success at work and 
people will follow. Someone does a good job? That’s a great 
example of following our value of “X”. John solved a client’s 
issue, which perfectly demonstrates our values of “Y”. Public 
recognition for a job well done outside of review time is a great 
staff motivator and if the behaviour is celebrated and aligned to 
the company’s values, that’s a great start towards creating a 
motivated team culture that’s organic and positive. 

Good luck for the rest of the year and (oh my gosh) Merry Christmas!

Genxt Community is for aspiring advisers, advisers who are starting out in their career as well 
as advisers or business owners who are looking to evolve and innovate. They are looking to 
grow their career, business, skills, approach, engagement, and clients through new ideas 
within an aspirational and dynamic community. Genxt Advisers are motivated, genuine, 
supportive, and hungry for knowledge.
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Do you have an exit strategy for your SMSF clients? 
There are a number of reasons why an SMSF client may need to exit their SMSF including:

Disinterest

IOOF Investment Management Limited | ABN 53 006 695 021 | AFSL 230524 | www.ioof.com.au | Part of the IOOF group. 

IIML believes the information to be reliable as at the date of issue but excludes all liability to the extent the law allows.
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Departed Death Divorce Dementia

Disability
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The AET small APRA fund (AET SAF) is a great alternative for clients who are no longer able to manage an SMSF. That’s because 
the AET SAF is an SMSF with a professional trustee. IOOF Investment Management Limited acts as trustee for the AET SAFs. 

To find out more about the seven reasons why your SMSF clients may need an exit strategy visit 
www.aetlimited.com.au/7Ds

To find out more visit www.aetlimited.com.au or call Luke Costa on 0401 254 233.



Community & Marketplace //
BY JENNY PEARSE
Managing Director, Jenesis 

Is your content here today and 
gone tomorrow?

Whilst we could discuss the importance of digital marketing here 
and now; my focus in this article is on the importance of the role of 
content creator in your business and extending the life expectancy 
of the content you create.

Who is the content creator in your business?

Put simply, everyone!

Whilst all business owners will put the demands of servicing clients and 
ensuring revenue is flowing into the business first, the role of content 
creator can pay handsome dividends if executed correctly. You and 
your team are all part of the content funnel to keep the network of 
communication flowing to the people you serve. Like everything, some 
people will respond well to writing a blog over doing a video; whilst 
others will feel more comfortable in taking photos around the office 
or at an event. Talk as a team and identify what your comfort zone 
is and get involved. The investment in your communication with 
your clients will deepen your relationship with them.

Consider this, your clients want to see and feel connected to you, 
not always as a face to face experience. To keep your audience 
engaged, your content should either ‘inform, educate or entertain’. 
Just remember not all content needs to be a deep dive.

Here’s some quick tips that will be well worth the investment of 
your time when creating content:

• Highlight a cause.
• Place focus on a problem (or even better a solution).
• Educate by sharing an article or video.
• Inform with a quick tip.
• Inspire good will with a charitable activity.
• Bring your audience into the story to take action on creating 

change. 
• Create curiosity and allow your community to get to know you 

by using images.

There has been much debate about the fast pace of newsfeeds on 
social media posts, and with platforms changing constantly; it can 
be hard to keep up with your content.

You’ve invested the time and energy to create your content, so you 
want to do all you can to increase its longevity. Right? 

Creating content for your digital marketing can feel very much like you are a hamster on the 
hamster wheel; forever creating new content. With the ever-changing marketing trends of 
social media, it can seem overwhelming to know how to create content that keeps you 
connected to your audience.

But here is the thing, if your content is most likely to be here today and gone tomorrow; why 
would you spend time, which is at a premium, creating content?

Whilst this graphic may appear daunting given the investment of 
your time to create content in the first place; there are a few key 
steps you can take to help increase the life expectancy of your 
content.

To help you keep your content around a little longer invest by:

1. Ensure you keyword everything you do
2. Research the hashtags that will help your content gain attention
3. Use your content not once but twice or more on any platform to 

become “re-discoverable”
4. Re-purpose your best content by bringing it up to date with 

current information
5. Choose the platform where your audience engages you regularly 

and optimize with platform specific tools.
6. Combine the power of email into your social media content plan 

to enhance your digital strategy.

Increase the life span of your social media activity by sharing great 
content that resonates and is relevant to your audience. Have a 
strategy that encompasses quality content, adds value to your 
audience and provides the opportunity for them to interact with 
you. Craft your messages well and tell your audience what you 
want them to do so they are more willing to like, comment and 
share the experience.

If you put your best digital foot forward when creating and using 
your content you can extend its life expectancy and get more out of 
your overall digital marketing activity.

HOW LONG DOES YOUR CONTENT LAST?

20+ 
DAYS

24 
HOURS

21 
HOURS

5
HOURS

18 
MINUTES

2 
YEARS

4 
MONTHS
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Advice Strategy //
BY TARA LUCKE
Founder, The Art of Estate Planning

Estate planning – the golden 
goose for financial advice 
businesses

• Profitable
• Entrenches you as your client's trusted adviser
• Covers your professional risk and gives your clients 

peace of mind.

Many clients no longer have ongoing trusted relationships 
with a lawyer, and approaching a law firm can often seem 
daunting and expensive. Financial advisers are the 
gatekeepers for helping clients understand where there 
may be shortcomings in their existing estate planning 
arrangements and to help them identify that their legacy 
goals may not be fulfilled. You are perfectly positioned 
to encourage clients to take estate planning action by 
connecting your clients with a trustworthy legal provider so 
they can get a comprehensive estate plan in place.

Head to www.taralucke.com.au/course to find out 
more. AFA members can receive 20% off The Art of 
Estate Planning course until 29 February 2020 with 
discount code: AFA

These statistics represent an enormous problem 
where most Australians lack access to affordable 
quality estate planning advice. 

But just like Uber revolutionised the stagnant taxi 
industry, this challenge presents a golden opportunity 
for financial advisers.

This doesn’t mean that advisers need to start offering 
legal advice – in fact, the opposite is true. By:

• having meaningful conversations about goals, 
purpose and legacy, you can help your clients to 
move past their estate planning inertia; and

• connecting clients with a trustworthy legal provider 
whilst leveraging your knowledge about their family 
dynamic and wealth structure,

you can be of valuable service to your clients, all while 
adding an additional service to your business that is:

What if I told you that 75% of your clients do not have an appropriate estate 
plan… would I be right? 

According to a 2017 report around 75% of Australians do not have a current 
estate plan.1

1 Estate Planning in Australia, 
a report prepared by Charles 
Sturt University and The 
University of Adelaide, 2017

futureofadvice.com.au

Looking for resources  
to help you do business?
futureofadvice.com.au is a dedicated 
website for advisers.

Client-facing content, white papers, 
marketing material and more.
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uncompromising 
standard of excellence. 



2  DECEMBER 2019The Financial Adviser

unshakeable.
undivided.
united.

AFA CONFERENCE 19
ADELAIDE

40%

39%

60% 

female 
delegates 

adviser 
practitioner 
speakers

male 
delegates 

4.4 out of 5
overall speaker rating

workshops

19

71
speakers over 
3 days

first time 
attendees

29% “Another great combination 
of practitioner and researcher 
delivering value add practice and 
advice outcomes”, Delegate, Cash 
Flow Coaching Focus Session

“Outstanding. Best speaker 
of the conference. Well 
done!” Delegate, Warren 
Randall plenary

“Highly entertaining, 
informative and touching 
presentation. Without doubt 
the standout highlight of the 
conference.” Delegate, Chelsea 
Pottenger plenary

“Amazing story. One of 
the best speakers I have 
seen” Delegate, Richard 
Harris plenary

“Julie Bishop was an 
amazing speaker. So 
privileged to listen to her.” 
Delegate, Julie Bishop 
plenary

 “Excellent session with loads 
of take outs that I will look at 
implementing at home & in my 
business.” Delegate, Inspire 
Masterclass

550 delegates



United. AFA 19 
Conference Reflections

Events //
BY GLEN JAMES
2019 Conference Chair

This for me is the wow! This is feedback from a delegate about one 
of the amazing and inspirational speakers who joined us at this 
year’s United Conference in Adelaide. For me, the conference was a 
true turning point in our profession and for the broader industry. 
There are plenty of excuses at this time to shrink back and be 
isolated but we experienced the opposite. Sharing best practice 
strategies, tips and tools with each other that we have put into 
practice ourselves is what our community is all about. 

I personally was moved by the fresh thinking, ideas and for want of 
a better word, “vibe” of United. And there was something for 
everyone…building your brand, transitioning your business, FASEA 
exam preparation, low cost tech hacks to improve efficiency and 

“Fantastic session, from someone who never makes comments!”

refining your value proposition. There was a great buzz in the room 
when our mentors and professionals deep dived into topics like 
building mental resilience, creating high performing teams, starting 
a podcast and unpacking the AFA’s Member Advocacy tool kit. 

Highlights for me were: the engagement from our new AFA Pulse 
community for paraplanners which included our first Pulse 
Masterclass, the Metlife Progress Grant for 14 women in advice who 
had not been to such an industry event (shout-out Metlife!) and the 
AFA awards night during Gala Dinner where all the award partners 
(Zurich, TAL & OnePath) were truly united in their approach to 
honour all of the award winners on the one night.

After a couple of days of fun, learning and connecting with peers I 
had not yet met from all over Australia, I was personally encouraged 
and moved by our final plenary session from Dr Richard Harris and 
his story of his pivotal role in rescuing the kids during the recent 
Thai Cave Rescue.

We are stronger together as a community. And it’s taking the time out 
to attend events like conference to hear from advisers and other 
experts on what works and how to improve your business – to work 
on your business instead of in it - that is of the most value to me. 

I hope to see you at next years’ conference! 

Great to hear from real businesses.

Delegate, Focus Session

Wow - a fresh new way to look 
at the world I work in.

Delegate Michelle Hoskin plenary 

Fantastic session, from someone who never makes comments!

Delegate, Chelsea Pottenger plenary 

Loved this session!! It was great to have 
something new to conference and thought 
it was a fun, light hearted session! 
Definitely would love to see more like this.

Delegate, Advice is Right plenary 

As always. Great technical 
advice and case study.

Delegate, Focus Session
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AFA Adviser of the Year 
Award Winner 2019
Simone Du Chesne

Q: How has participating in this year’s Awards program 
benefitted you personally and professionally? 
Participating in the Awards program was an incredibly rewarding 
experience both personally and professionally. The process 
requires you to take stock of why you became an adviser and what 
your strengths and weaknesses are. This led me on quite an 
in-depth internal review of my personal life’s journey – a road which 
led me to where I am today. That was a little confronting at times, 
but also quite enlightening as I looked back on all of the life 
decisions I have made over the past 50 years which have all 
become integral pieces of the whole person that I am today.

From a professional perspective, the process really helped me define 
and refine, my business’ core strategic values and most importantly 
our ‘why’. Why do we, my team and I, get up every day and strive to 
service our clients beyond their expectations? What is it that makes 
our business unique, special and successful? The Beddoes research 
was also a wonderful source of information about how our clients 
feel about us and provided some wonderful insights as to what our 
clients value and areas where they feel we could improve.

Q: What makes you a great adviser? 
This is always a tricky question to answer. I think that like all great 
advisers, we genuinely put the client’s interests ahead of our own. I 
genuinely enjoy solving problems and collaborating with my clients 
to help them achieve their goals. I have a very strong focus on client 
education – I truly believe a very important part of my service 
offering is to ensure my clients truly understand exactly what we 
are doing to help them achieve their goals. This changes the 

conversation from me ‘telling them’ what we are doing to me 
‘involving them’ in what we are doing. A saying I heard from a great 
mentor, many years ago, was this: ‘Tell me and I won’t, Ask me and I 
might, Involve me and I will’. This has been my philosophy with all 
human engagement ever since. This is how I work with my team, 
and also how I collaborate with my clients. We also have a 
philosophy of exceeding our clients’ expectations in all areas of 
engagement. We are service providers and must always be mindful 
that our clients have a choice and I respect the fact that they have 
chosen us as their advice team.

Q: How can we better promote the value of advice 
and more positively shape consumer perceptions? 
We need to tell positive stories about the benefits of good, long 
term strategic advice. The media is swamped with so many tales of 
poor adviser performance, unethical behaviours and poor client 
outcomes – but these are miniscule when compared to all the 
positive outcomes enjoyed by Australians of all ages and 
backgrounds, who have benefited from sound financial strategies. 
A united message from both the AFA and FPA is a welcome and 
much needed initiative as we move forward.

Q: Why is an award such as AFA Adviser of the Year 
important for our profession? 
Well hopefully the award encourages great advisers to participate 
and through the process learn not only about their clients and their 
business, but also about themselves and how they can improve 
their skills. This personal improvement comes not just from 
self-reflection, but also through meeting all the other wonderful 
advisers who participate in the awards process. I learned just as 
much from the other finalists when I met them as I did from 
completing my own application and judging process. I was also 
absolutely blown away and delighted to see the young advisers 
who are coming into our industry – these young guns are shaping 
the future of our profession and I am thrilled to see that the future 
of the profession is in very safe, skillful and visionary hands.

Q: As an AFA Award Ambassador what is one piece of 
advice you’d share with other advisers? 
Change is inevitable, but not insurmountable. Like almost every 
other industry today, disruption is the norm and we need to learn 
to evolve and be able to navigate the future with a positive attitude, 
become more nimble and accepting of change. The only constant 
in life is change and we need to get used to it.
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AFA Excellence in Education 
Advice Award Winner 2019
Ben Nash 

Q: How has participating in this year’s Awards program 
benefited you personally and professionally?
The awards have led me to look into where the value really sits for 
our clients in the work we do with them, and as a consequence 
we've doubled down on our focus in these areas. Also, 
professionally it's been a blast to meet the other award program 
participants and grow my professional network. The group of 
award finalists I've met through this process have really highlighted 
the standard of great advice in our profession, and from being an 
award finalist a few years back I know this group of amazing people 
will form a core part of my network in the future. 

Q: What role does education play in transforming 
consumer perceptions of financial advice?
I truly believe that really the best 'financial advisers' are nothing 
more than 'financial educators' who help their clients really 
understand the emotional and financial impact of their money 
choices so they can make the best choices for them. I think 
education really is the key to empowering our clients to confidently 
make the best money choices for them, which in turn really 
highlights the benefits of great financial advice. I strongly believe 
that when a client doesn't understand the impact of the choices 
they're making, they can lead to worse decisions and ultimately 
financial mistakes. When us advisers take the time to educate our 
clients, they're in the driver’s seat, and take ownership and 
responsibility for the course of action we take.

Q: Is there a link between education and business 
performance? 
I've found that doing heavy education work for clients is something 
that draws a lot of resources from a financial advice firm. But with 
the changing landscape of financial advice and with more 
discerning advice consumers, this is a differentiator that people are 
willing to pay a premium for. I've read the studies that suggest 
clients in the 35-50 age bracket (our typical client), there are a 
bunch of studies out there that suggest these clients aren't 
prepared to pay for financial advice. But I've found that when you 
can deliver real empowerment, which to me is a consequence of 
good education, clients understand this is much more valuable 
than a financial plan that lacks the education element.

Q: As an AFA Award Ambassador what is the one 
piece of advice you’d share with advisers?
Never stop learning, and never settle for good enough. There are so 
many amazing advisers that are very passionate about financial 
advice, and I've found they're normally very happy to share their 
experience for the greater good - I know personally this is how I 
learned everything I know. I've found that when you're faced with a 
challenge in your business or advice, it's helpful to find 2-3 advisers 
that do well in the area, then ask them if you can buy them a coffee 
and if they're prepared to share some of their experience. I've found 
many are, and it's the best way to learn.

Q: What are you most looking forward to in the 
future?
At the moment, Christmas! It's been a big year; in the financial 
advice sector, in business, and personally having my first bub with 
my wife. But in the advice space, I'm looking forward to seeing the 
advisers that aren't committed to the future of our profession 
exiting. We've been talking about the 20% glass ceiling for a long 
time, and I think that having a lower proportion of less committed 
advisers will really move the needle when it comes to improving the 
standard of advice provided in Australia. 

I think this will then flow through to the advice consumer's 
satisfaction of getting advice, and then lead more Aussies to get the 
advice they need to create the future they want. I also feel like open 
banking is something that will have a big impact on how we work 
with clients. I'm quite excited to see the development in the 
technology space that can help us advisers help our clients better.
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AFA Female Excellence in 
Advice Award Winner 2019 
Dawn Thomas

Q: How has participating in this year’s Awards program 
benefitted you personally and professionally? 
The judges and the AFA community have made me feel seen, heard 
and valued. I get to imbue gratitude to my support system. 
Advocates like the love of my life Xander, my family, friends, clients, 
Bankwest partners, industry peers, mentors and the Wealthwise 
team. The process is fertile ground for self-reflection; being able to 
acknowledge the arduous, joyful journey my family and I have been 
through to get to this point. From Singapore, I settled in Australia in 
2002. My career has had intense growth with having to juggle 3 kids, 
completing my Masters of Applied Finance and CFP designation. 
When my role was made redundant in 2016, I felt lost and 
worthless. I could not connect to my past accomplishments. The 
awards process abetted in unapologetically claiming the rebirth of 
my inner warrior, which started when I joined Wealthwise under 
principal Jamie Luxton and mentor Joseph Hoe.

Q: How are you helping make a difference for 
women in the community to make it a better place? 
My philosophy is to engage people from the heart. My main purpose is 
to help women own their value. That means seeing them, hearing 
them and letting them know they matter. For clients, it means creating 
a safe place for them to grow in their financial journey and unlock their 
financial emancipation. For the broader community, I create seminars 
which are inclusive to different demographics and learning styles. 
Indubitably, visibility rewrites the narrative on who represents financial 
advice and what advice can do. I’m both a mentor (Murdoch Uni and 
AFA) and a mentee. My mentors have shown me how to lead and be 
brave. As I have been lifted up, I reciprocate this to other women in the 
industry. That includes circles of support whether formal like FPA’s 
Women in Wealth program or Wealthwise’s Wise Women group or 
informally by being someone’s support system. 

Q: Why is an award such as AFA Female Excellence in 
Advice important for our profession?
The FEIA Award Program earnestly understands how much drive 
and determination female advisers have. The program genuinely 
champions their advisers for more than one glitzy award night. I 
first became aware of the FEIA when Lea Schodel (winner 2017) was 
introduced in WA. I was drawn in by her business model which 
played to her unique strengths. Then, I was enraptured by Eleanor 
Dartnell’s presentation (FEIA Finalist and Adviser of the Year 2014). 
I connected up to Nicole Heales (finalist 2017, 2018) who truly 
energised me with the work she was doing. I was awe struck by 
Donna Lee Powell’s (Winner 2018) resilience. You meet remarkable 
people from the judges, to other finalists and events staff. The AFA 
community envelope you in a blanket of warmth and encouragement 
through the process. As AFA and TAL continue to proudly share 
these stories, other women like me are inspired to reach higher. 

Q: As an AFA Award Ambassador what is one piece of 
advice you’d share with an aspiring female adviser?
“Think like a queen. A queen is not afraid to fail. Failure is another 
steppingstone to greatness.” – Oprah Winfrey

To achieve our potential, failure is an inadvertent but necessary step. 
To help you through that process, my advice is to connect to the many 
amazing women and male advocates in this industry. They will be your 
safety net when you reach for those big audacious goals and help you see 
that failure signals that you are closer to success. Without a circle of support, 
we end up hiding our light in isolation. A strong support system is a thing 
of beauty. We lift each other to dream bigger, claim our fabulousness 
and attract the people who we want to define the profession.

Q: What are you most looking forward to in the future?
Experiencing the significant narrowing of gender inequality. The 
Australian Institute of Health and Welfare (AIHW) released a paper in 
June 2019 called ‘Family, domestic and sexual violence in Australia: 
continuing the national story 2019’. It revealed that “Gender inequality 
and attitudes supporting gender inequality provide the social 
conditions in which family, domestic and sexual violence is more likely 
to occur”. 40% of Australians surveyed “believed that many women 
exaggerated how unequally they were treated in Australia”. 1 woman is 
killed every 9 days from domestic violence. Almost 1 in 2 women who 
experienced emotional abuse from their most recent previous partner 
experienced financial abuse. For the LQBTQ+ community and 
indigenous community, this gap widens. We all have a responsibility to 
close the gap. This profession is my purpose, because I can see the 
work that needs to be done to elevate people to their true worth.
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AFA Rising Star Award 
Winner 2019
Chris Carlin

Q: How has participating in this year’s Awards program 
benefitted you personally and professionally? 
Being awarded the 2019 AFA Rising Star has been an incredible 
boost for my professional profile in the financial planning industry. 
Since becoming the award winner, I have had many financial 
planning interviews which has enabled me to share my passions 
and tips around financial advice. I have also had the opportunity to 
network with some great advisers to create further business 
opportunities for my unique niche.

Q: How have you helped make a difference in the 
community to make it a better place? (for e.g. 
Master your Money now, consumer education/
blogging etc.) 
At Master Your Money Now we primarily work with Gen Y and Z 
teachers and nurses to buy their first home, sort out their cashflow, 
pay down bad debts, get their super and investments set up and 
establish a meaningful Plan B. We are proud to help those who (in 
my opinion) make the biggest difference in our community but 
don’t receive the financial renumeration they deserve. We hope we 
can continue to encourage people to build wealth for themselves, 
build wealth for their families and build wealth for the community 
around them.

Q: What do you hope to contribute to the profession 
during your financial advice career? 
I hope I am able to share my experience with other advisers so they 
can increase client outcomes in their business as well. After four 
years of paraplanning and four years of face to face advising I have 
seen the process from both ends (front end and back end) and I 
have no doubt there needs to be significant development in 
processes and efficiencies to ensure advice is delivered in a 
compliant and cost-effective manner. 

 Q: Why is an award such as AFA Rising Star 
important for our profession? 
The award is a great opportunity to reward and highlight what the 
next generation of financial planners have done and what they are 
going to do in the future. Myself and my fellow finalists have a very 
different viewpoint to what advice is and what it should be in 
comparison to those who have been in the industry for a long time. 
Whether that is helping Gen X and Y clients who don’t have lots of 
money behind them, to delivering advice 100% remotely, to 
embracing true independent financial advice (fee for service even 
for risk) to even driving around outback Western Australia seeing 
clients, the next generation of advisers are asking what sort of 
business they want to establish and then seeking the solution to 
that end goal. I’m looking forward to getting inspiration and being 
challenged on what financial advice should be by the 2030 AFA 
Rising Star!

Q: As an AFA Award Ambassador what is the main 
message you’d like to share with your peers? 
We need to find our passion and innovation again. We need to stop 
trying to protect the business models of 2010 and start promoting 
the business models of 2020. We need to stop looking in the 
rear-view mirror and start getting creative again as to how we can 
help everyday people with their finances. And finally, we need to be 
reminded of why we became financial planners, and I believe that 
the overwhelming majority of financial planners chose this career 
because we wanted to help people. We need this passion to be 
renewed. This can be done by speaking openly and honestly with 
your clients about where you are at and asking why they have 
sought advice from you, all the way to positively planning for what 
your business will look like in 2025, there are many ways to renew 
your passion for advice again.
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AFA 2019 Awards Finalists

FINALIST

AFA
RISING STAR

OF THE 
YEAR 2019

FINALIST

AFA
ADVISER
OF THE 

YEAR 2019

FINALIST

AFA
EXCELLENCE

IN EDUCATION
2019

FINALIST

AFA
FEMALE

EXCELLENCE
IN ADVICE 2019

Our 2019 AFA Awards finalists are a shining example of leaders who set an uncompromising 
standard of excellence for all to aspire to. We congratulate all our 2019 finalists and thank all 
who were nominated and participated in this year’s awards. A special thank you to our Award 
partners – TAL, Zurich & OnePath for your support in championing excellence in the advice 
profession. 

Photo (left to right): Joseph Hoe, Simone Du Chesne, Elliot Watson

Photo (left to right): Felicity Cooper, Tabitha Tworek, Tracey Ferguson, Dawn Thomas Photo (left to right): Ben Nash, Nicola Schneider, Joseph Meawad, Kearsten James 

Photo (left to right): Rebecca Maher, Daniel Jackson, Victoria Devine, Chris Carlin, 
Ellie Fordham, Jade Louise McKay 
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AFA Recognition and 
Appreciation Awards 
The AFA Recognition and Appreciation Awards celebrate AFA members who have made 
significant contributions to the AFA, its members and the financial advice community 
during 2019. 

Colin Benvenuto – Recognition Award

Jenny Pearse – Appreciation Award

Amie Pachos – Appreciation Award Mark Neil – Appreciation Award Steve Salvia – Appreciation Award

Julia Schortinghuis – Appreciation Award Tim Ross – Appreciation Award

Julie James – Appreciation Award Charles Green – Appreciation Award
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united.
AFA Conference 19
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Events //

unshakeable.
undivided.
united.
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