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Welcome to the August 2019 edition of The Financial 
Adviser Magazine. 

It has certainly been a busy few months for the AFA as we 
hurtle towards the second-half of 2019. 

This issue we bring you informative and inspiring articles 
from our community of members and partners as well as 
exciting news on new initiatives launched over the last 
few months.

Our AFA Adviser Roadshow, held between 29 May to 6 
June received wonderful feedback and showcased our AFA Award winners sharing 
their winning strategies to facilitate business growth, client engagement and 
retention. In addition, Morningstar’s Jody Fitzgerald’s interactive presentation showed 
how a goals-based contrarian driven investment approach can help clients stick with 
their financial plan and Dr Jennifer Whelan’s Inspire Masterclass presentation 
delivered a practical action plan for inclusive leadership. See page 46 for some 
highlights from the roadshow and you can also visit our website to access more 
information on the presentations.

Our annual conference, united, is only weeks away. We are thrilled to bring you a 
refreshed program which features an unrivalled line-up of speakers and learning 
content. You’ll hear from industry leaders such as Julie Bishop and Assistant Minister, 
the Hon. Jane Hume. International speaker Michelle Hoskin supercharges your client 
journey, leading ethicist Clare Payne talks about the practice of ethics in finance and 
to share learnings from other industries experiencing unprecedented disruption, 
leading businessman Warren Randall talks on flexibility and embracing change to 
stay at the very top of Australia’s wine industry. And Clare Pottenger, mental health 
advocate discusses strategies to manage stress and be more resilient. 

We appreciate the changes facing our profession are many so our industry leader 
panels will bring you up to date on the economic and policy outlook for 2020 and 
beyond, the future of life insurance and the future of financial advice. In refreshing 
our program we’ve kept the best of what’s worked including peer to peer learning 
through Focus Sessions, Meet the Professionals, Innovators and Mentors and 
networking via our social events. Look out for our 2019 AFA Award winners to be 
announced at this year’s Gala Dinner event. And in a fitting end to a jam-packed 
three days, our grand finale speaker, Dr Richard Harris shares his unbelievable story 
in leading the 2018 Thai Caves rescue effort – a story of courage, collaboration and 
breaking through barriers to achieve against the odds. It’s not too late to register so 
visit afaconference.com.au for more information. 

Recently, AFA launched two new communities to help our members thrive 
through the challenges and opportunities ahead. Our Campus AFA Community 
Facebook page, launched early July is growing by the day and a great forum to 
share and access resources on study and exam tips. In an industry first, the 
launch of our newest community of practice, Pulse, connects and empowers 
paraplanners to support advisers in delivering the common goal of great advice for 
all Australians. Read on for more information on both of these exciting initiatives. 

As always, we love to hear from our members so please get in touch at 
natalie.kleibert@afa.asn.au

I hope you enjoy this issue. 

With best wishes, 

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

United we stand, 
divided we fall

Any member who attended our recent Roadshow around Australia, 
will know of the work we are doing to represent you during these 
tough and challenging times. We will continue to do so as we want 
to ensure we have a healthy strong profession and for those that 
want to come on this journey albeit tough, we will be there to help 
support them to ensure the best outcomes possible.

FASEA
For those advisers asking themselves, is it worth all the effort, I ask 
you to at least wait and see, and not rush into any decisions as now 
FASEA has started, we will soon be able to gauge the challenge 
ahead of us and provide you the information so you can make an 
informed decision - especially as much of this will be discussed at 
this year’s national conference in August.  The last thing we as a 
profession want to see is a significant number of our advisers 
disappear as we would lose too much experience, knowledge and 
support of Australians who depend on this advice to help them 
make the right decisions every day.  

United – come along to our national 
conference 
The theme for this year’s AFA national conference is “United’ and 
will be held in Adelaide from August 28 to 30.  As with any 
challenge, and we have a few, it is easy to feel isolated, unsure 
about what’s going on, or worse, try to ignore it all and hope it will 
go away. We understand how tough it is but we also know as a 
community, we are stronger if united and all working together.

So this may sound a bit like a plug but it is only because I truly know 
that when times are the toughest, the benefit of being around your 
adviser community to know you are not alone on this journey is so 
important. That is why for this year’s conference it’s important to 
invest in yourself, spend the money and be there.  We have set this 
conference’s theme and content based on our member’s feedback 
and with helping you take on these challenges, not by yourself but 
as a united group, your community being with you, wanting to 
succeed and ensuring we are all here for many years to come.

We have around 12 FASEA CPD points on offer including some on 
the new ethics requirements which was a major concern for many 
of those members surveyed. So if you have not been for awhile, this 
will be money well spent in investing in yourself. Make the 
commitment and ensure you are best equipped to meet these new 
challenges head on.

The AFA and FPA – meeting Senator Jane 
Hume and Joint task force on Life insurance
The week of 17 June  was also a defining moment, not just for 
those that sat  the new exam, it was also the first meeting with the 
new Minister for our industry, Senator The Hon Jane Hume.  What 
made this also an important milestone, the FPA and AFA as the two 
major associations, were united in their voice to Canberra.  We had 
an excellent meeting covering a range of issues and topics and 
were pleased by how well the Minister understood many of the 
challenges we are now facing and what solutions we were looking 
for.  We have also had our first two meetings as a joint task force on 
life insurance as we approach the LIF review of 2021.  We understand 
how important this is and how much the industry was affected 
from the initial review. We also see how as a united effort we can 
get the best possible result for our members and following on from 
the recent APRA report stating advised insurance provides better 
outcomes for consumers, we will fight hard on this important matter.

My final point is that I have spoken to many members and advisers 
in general over the last 12 months, and there are some who are 
really struggling, and so if you know someone like that or even an 
adviser you have not heard from for a while, please reach out to 
them. You could also let them know about our AFA Care service, 
details available at: afa.asn.au/afa-care. We do this for our clients 
but it’s so important if we can help a fellow professional through 
these tough times, lets offer a hand. 


When people are determined they can overcome anything.  

- Nelson Mandela

This quote is timely as I write to you now as we have just seen the first batch of advisers sit the 
FASEA exam that all advisers will need to pass over the next 18 months and will be a defining 
moment for our profession for years to come. For our long 70-year history there have always 
been challenges and advisers have been very adaptable to whatever had to be faced. 
However, I have never seen a situation where we have had so many challenges all at the one 
time as the AFA is working overtime in support of its members and the profession. Many are just 
keeping their head down and doing it alone but this is the time when we need to be a 
community, supporting each other to get through these tough times.

 @AFA_Pres
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This is a summary of many comments levelled at 
financial advice and the financial services industry and 
in many situations, the comments and criticisms are 
hard to argue. When you talk to politicians, media and 
even the general public, they don’t really understand 
who is representing who, and what they actually 
stand for.

On the political front, it’s no surprise, and you can see 
this when you take a trip to Canberra when parliament 
is sitting. Ministers and their staffers, juggling the 
demands of parliamentary sittings and divisions with 
various party meetings, committees, social and charity 
functions are interspersed with multiple associations, 
organisations and corporations wanting a piece of 
their precious time to plead for their cause. This is 
prime-time and everyone wants their “air time”. 
You only have to look at the costs of flights in and out 
of Canberra as well as accommodation in sitting weeks 
to appreciate the surge of activity at these times. 

So how you use your time and the opportunity as an 
association to engage ministers and influence agendas 
is critical. Building relationships, understanding and 
trust is crucial, and from a financial services 
perspective, continuity is particularly challenging. 
I have been the CEO of the AFA for just over 2 years 
now and recently met my third Minister responsible for 
Financial Services since commencing in the role. In 
this case Assistant Minister, Senator Jane Hume. We 
met less than a month after she was sworn in as 
Assistant Minister for Superannuation, Financial 
Services and Financial Technology. But this meeting 
was different to my first meeting with Stuart Robert, 
her predecessor and Kelly O’Dwyer before that. This 
time it was important we remove any potential 
obstacles, confusion or sense of division.

On the 29th June we met Assistant Minister Hume at 
her electoral office in the Melbourne suburb of 
Richmond. That was one difference to what has been 
done before, meeting politicians in their electoral 
office often allows for more time, but of course you 
don’t have them all together in the one location. The 
second difference to my first meeting with Kelly 

O’Dwyer and Stuart Robert was that this was a joint 
meeting in conjunction with the FPA. We agreed to 
conduct a united meeting to make it easier for the 
Senator, as well as to present a consistent and unified 
message regarding our key priorities and concerns for 
a significant proportion of the financial advisers on the 
ASIC Financial Adviser Register (FAR). At last count 
there were over 27,000 advisers listed on the FAR and 
collectively the AFA and FPA represent well over half 
of these. 

Accompanying me at the meeting, from the AFA: 
President Marc Bineham and GM Policy and 
Professionalism, Phil Anderson. From the FPA was CEO 
Dante de Gori, Chair Marissa Broome and Government 
Relations Manager Nick Hannah. We secured this 
opportunity by working together and agreeing that the 
key objective was to engage with Senator Hume for the 
benefit of all advisers. We agreed in advance our key 
areas of discussion including :

• The timing of the FASEA exam and 
recommendation that the final date be delayed 
12 months from 31 December 2020 to 31 December 
2021

• The timing of the date by which all advisers need to 
have attained their Degree qualifications and 
recommending a 2-year extension from 31 
December 2023 to 31 December 2025

• Request for greater recognition of prior learning 
from FASEA

• Concerns regarding the varying interpretations by 
Trustees on a joint letter from APRA and ASIC 
regarding charging of fees

• An update on how the government proposes to 
move forward on the Royal Commission 
recommendation for a single disciplinary body 
given the current legislation around FASEA Code of 
Ethics and the need to establish a Code Monitoring 
Body

• Clarity on the 2021 ASIC review on life insurance 
and how we can play an active role in delivering an 
objective and pragmatic review

Financial advice is a fractured industry with multiple bodies, interested 
parties, stakeholders and so many confusing messages. Is it any wonder so 
much legislation has been forced upon one industry over a sustained period 
for so many years?

One message, many 
voices

Professionalism //
BY PHILIP KEWIN
AFA Chief Executive Officer 

 @AFA_CEO
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You’re not on your own

afa.asn.au/afa-care
1300 360 364 

 Online health & wellbeing 
resource brought to you by 

Benestar & AFA Care. 

24/7 access to 
articles, videos, podcasts,  

blogs, self-assessments on: 
Life, Money,

Relationships,
Work, Family.  

 

Find out more 
afa.asn.au/afa-care
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Professionalism //

• Concerns that some product manufacturers were moving in 
advance of the government's timetable around the removal of 
grandfathering, and in the absence of any legislation

• Concerns over the general health and mental wellbeing of many 
in the advice community as a result of the intense scrutiny and 
the impact that some or all of the changes are having on 
advisers and their businesses

• Concerns over the impact to the public who will be no longer 
insured as a result of the Protecting Your Super Legislation

Obviously, we covered a lot of ground and our overarching message 
was that while we all support the need for professionalism, the 
timeframe had become too compressed, there was a lot of 
ambiguity and advisers were facing a disproportionate amount of 
the burden following the Royal Commission. The pressure on 
advice was extreme and the ultimate loser would be the average 
Australian who may no longer gain access to affordable financial 
advice.

Pleasingly the meeting was very productive, and it was quite clear, 
albeit less than a month into the job, Senator Hume had 
familiarised herself well with the key issues. She was sympathetic 
and cognisant that there were many challenges facing financial 
advisers at present. It was also clear that she and her colleagues 
had been engaging at a local level with a number of advisers who 
have approached their local members to share their concerns in 
relation to their business, the future and their ability to continue to 
affordably service their clients under the increasing wave of 
education and compliance costs. We remain in ongoing dialogue 
and I'm confident we will see some common sense outcomes. The 
key though is that Senator Hume is under no misunderstanding as 
to what the issues are and how we can work together to solve 
them. We are looking forward to hearing more from Senator Hume 
at our AFA Conference in August where Sentaor Hume will present a 
plenary session. 

Of course, this is not the first time the AFA and FPA have 
collaborated for the benefit of all advisers. In November last year 
we collectively met with Minister Stuart Robert as well as 
addressing a coalition backbenchers committee. 

The AFA has also worked as part of the Alliance for a Fairer 
Retirement where, in conjunction with the SMSF, Australian 
Shareholders Association, Stockbrokers and Financial Advisers 
Association, Australian Seniors and a number of state- based 
consumer groups, to lobby against Labor’s proposed changes to 
franking credit refunds. 

An area that is going to impact all advisers is the introduction of the 
FASEA Code of Ethics and the requirement for all advisers to be part 
of a Code Monitoring Scheme. During the Royal Commission both 

the AFA and FPA were challenged on the ability of industry 
associations to act as a Member organisation as well as monitoring 
members in accordance with the FASEA Code of Ethics. The 
establishment of a Code Monitoring Body and the active 
monitoring of advisers in relation to the new FASEA Code of Ethics, 
was going to be a significant and costly exercise, therefore we have 
taken a common sense and collaborative approach with the 
formation of ‘Code Monitoring Australia’. This is a single entity set 
up by co-operating associations including the AFA, FPA, SMSF, 
FINSIA, Stockbrokers and Financial Advisers Association and 
Boutique Financial Advisers Association. This is an industry 
solution that in any different time could have been left to multiple 
organisations to establish. But co-operation and collaboration is 
the ideal way to effectively and efficiently introduce this 
requirement whilst minimising the costs to advisers and ultimately 
their clients. 

Our most recent initiative is the establishment of the joint 
Associations Task Force into Life Insurance. The objective is to 
ensure that ultimately consumers can choose to pay for advice 
relating life insurance in a way that suits them and advisers can 
charge for advice through commissions so that clients can afford 
advice. This comes off the back of the Royal Commission and whilst 
there were no case studies relating to life insurance and the impact 
of commissions, it was a focal point of Commissioner Hayne and 
there seemed to be a push to remove commissions without full 
understanding of how they operate and the fact that it is a 
mechanism by which many Australians can afford quality 
financial advice.

By forming this task force jointly with the FPA and including Adviser 
members from both associations, we will work together to engage 
with product manufacturers, licensees, regulators and the 
government , to ensure the benefits of life insurance advice are 
acknowledged and that we can, as a minimum retain the current 
LIF commission arrangements.

We have seen a lot of reform of late and we know the wave will 
continue over the next few years. I believe we are on the cusp of 
some respite. With an election out of the way the government can 
now focus on the future, and the platform is a stronger economy. 
Financial advisers, financial advice and the broader financial 
services industry is a significant part of this economy.

However, if we do not learn from the past , we could once again be 
our own enemy. Diversity of thought fosters innovation, 
competition and ultimately, we all benefit. That is why we have 
different products, different political parties and different member 
associations. Importantly though when we need to be united with 
one message we should come together and ensure that it is clear 
what we stand for and how we benefit the consumer.
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When life leaves its  
mark, together we’ll be 
there for your clients.
At TAL we believe great insurance makes its mark when a client 

needs it the most. That’s why we are committed to providing 

industry leading products, so you can get on with what you  

do best — supporting your clients.

TAL Life Limited 
ABN 70 050 105 450 | AFSL 237848



Support and Career Coaching. Because we all know 
that quite often it takes more than just money to help 
get lives back on track. 

It’s important for people to understand the impact of 
products like life insurance, the crucial role of advisers 
and the value of their advice. Risk Academy courses 
can help facilitate those conversations, covering topics 
that make a real difference – and really matter - to 
Australians. 

TAL Risk Academy is a market-leading education 
program that can help you update your qualifications, 
learn about current market trends, launch a marketing 
plan, or have a better understanding of your clients’ 
health conditions. Offering over 60 courses, that are all 
accredited by the AFA and FPA, and also reflect the 
recent FASEA reforms. 

I’m extremely proud that we work hard to support 
advisers and clients in the most genuinely human way 
possible. We believe it makes our product offering 
even more valuable when it comes to building your 
business - but we also believe it’s the right thing to do.

When life leaves its mark, we’ll be right there 
partnering with you every step of the way.

We all know it’s important to choose our partners 
wisely; to ensure they reflect the same high standards 
we set ourselves. In life not just in business, it’s always 
good to surround yourself with those you can depend 
on. For me, it comes down to two fundamental 
principles - trust and partnership. 

I reflected on this recently when our new advertising 
campaign launched. Life leaves its mark on us all. 
This simple insight is exactly why we are in business 
– to provide crucial support when our clients are quite 
possibly experiencing the worst episode of their lives.

As part of this campaign, we asked some Financial 
Advisers and TAL Claims Managers how they have 
been personally impacted when helping clients make 
a claim. Many spoke about the relief they hear in a 
client’s voice when they help them and the gratitude 
they receive for the support they offer. Some also 
spoke about how the ‘piece of paper’ a client has paid 
for can now support and help them navigate their way 
out of difficult circumstances. Others described the 
moment clients realise that someone was there to 
help them make the best of a very tough situation.

At TAL, we believe we do it better than most. With our 
vast experience and industry-leading products, we 
work hard to support Financial Advisers and clients. To 
hear these powerful stories yourself, the new films can 
be seen on TAL’s Adviser Centre.

Having the right partners can make your business 
infinitely more successful. Great partners lift you up 
and enable you to do things that may otherwise be 
difficult or impossible. They add momentum, positivity 
and energy at every interaction and at every turn.

We invest an enormous amount of time and energy in 
developing our partnerships with advisers, to ensure 
that we are listening, helping and providing support 
for your business. 

It’s this principle of partnership that has helped shape 
TAL’s cover to include access to services like Grief 

At TAL, we have built our business on the power of great partnerships for 
150 years. It is with the support of our partners that together we can 
continue to support Australians when they need us most. 

Trust and partnership are the 
keys to life and business

Professionalism //
BY NIALL MCCONVILLE
General Manager, Retail Distribution, TAL Life
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Advantages of mandates 
over unit trusts

Historically, unit trusts evolved so that smaller retail 
investors could pool their funds and achieve the 
necessary scale for professional fund managers to 
invest on their behalf. Each unit trust has an 
accompanying investment strategy or investment 
guidelines set by the fund manager, which determines 
how they‘ll manage the assets of the trust. Investors in 
a wholesale or retail unit trust are bound by a common 
set of rules that apply to all unit holders. The investors’ 
interests in the trust are held by a third-party 
custodian. 

An alternative legal structure is a manager mandate. A 
mandate is a discrete legal agreement between two 
parties; the fund manager and the financial institution 
(client). The agreement outlines how the client’s funds 
will be managed. This includes the investment 
strategy, investment guidelines, risk controls, 
management fees and where applicable performance 
fees. In contrast to a unit trust, a mandate structure 
allows the client to customise the investment strategy 
to their specific requirements.

As part of the mandate, all securities managed by the 
fund manager are registered in the name of the client 
by the client’s custodian. This is different to a unit trust 
where investors hold units, while the underlying 
securities are held in the name of the unit trust, by the 
unit trust’s custodian. 

Liquidity is another differentiator between a unit trust 
and a mandate. With a unit trust, if there was an 
adverse issue with a manager, such as a fund closure, 
or a macroeconomic issue like the GFC, investors 
would be subject to limitations around transactions 
and redemptions. With a mandate, the underlying 
securities are held in the name of the client. Thus, 
they’re not beholden to the nuances of the manager 
and have greater control over investors’ money. 

Mandates allow greater control and flexibility over how 
the money is invested. The client can establish with 
the fund manager exactly how the funds will be 
managed. That is, to achieve a specific investment 
purpose tailored to their needs as part of their wider 
portfolio construction process. For example, prior to 
appointing an underlying global fund manager to the 
IOOF MultiMix Diversified Fixed Interest Trust (DFI), we 
did some analysis around the total risk within their 
off-the-shelf unit trust. We identified that the trust was 
using most of their risk budget in currency. Taking DFI’s 
risk objectives into consideration, we worked with the 
manager to reduce their currency exposures, resulting 
in a more diversified portfolio. In this scenario, we 
noted that the off-the-shelf unit trust generated 
inferior drawdowns relative to the customised 
mandate which generated superior risk-adjusted 
returns.

Another example of greater control and flexibility is 
using mandate restrictions to express an investment 
view we might have. For example, if we believed high 
yield was becoming expensive, we could restrict the 
allocations to high yield in the mandates of managers 
that invest in high yield.

Moreover, using a mandate structure means that the 
client retains ownership of the assets in a single pool. 
Therefore, there is greater efficiency with the trading 
and transition of assets. Rebalancing between 
managers is also efficient. Consequently, there are 
reduced buy and sell costs when changing managers.

Tailored mandate structures offer several benefits over 
unit trusts, including flexibility, customisation, control, 
risk mitigation and cost efficiencies. Advisers and 
clients can access these benefits through multi-
manager investment solutions. To find out more, visit 
ioof.com.au/adviser-investments

Fund manager mandates have been a feature of institutional funds for 
decades. In this article we explore some of their features and relative 
attraction in portfolio construction over using unit trusts.

Advice Strategy //
BY DAN FARMER
Chief Investment Officer, IOOF
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IOOF MultiSeries is our range of multi-manager funds that are predominantly actively managed and at 
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menu of active managers, IOOF MultiMix is our premium range of fully-active multi-manager funds.

To learn more about our multi-manager solutions contact your Client Solutions Manager 
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The first half of 2019 has been both hectic and challenging as we have seen progress made on 
the FASEA standards and also the release of the final report on the Royal Commission and the 
initial responses. The Federal election put a hold on further developments, however with that 
now resolved and a new Minister in place, we can expect the pace to pick up again. We have 
also seen the huge disruption resulting from the short lead time for the commencement of the 
Protecting Your Superannuation Package, which has resulted in the insurance within many 
inactive superannuation accounts being lost.

Professional Standards and FASEA
Following the finalisation of the consultation phase, FASEA released 
the final Legislative Instrument on the Code of Ethics in mid 
February. Since that time, FASEA have done a lot of work to 
approve Bridging Subjects and Graduate Diplomas, with an initial 
announcement in mid June. We were also very pleased to receive 
confirmation of the approval of the Kaplan version of the AFA 
Professional Designations (the Fellow Chartered Financial 
Practitioner (FChFP) and the Chartered Life Practitioner (ChLP)). 
Now that the available courses have been approved and members 
have some certainty on credits for professional designations, the 
time has come to undertake the work needed to determine what is 
required to achieve the education standard. We have continued to 
advocate for greater recognition for experience, through the 
completion of CPD and previous courses, however members need 

to start planning for the commencement of their study programs. 
The AFA are holding discussions with education providers to enable 
members to access discounted prices for Bridging Subjects or 
Graduate Diplomas.

It is important to note with respect to the Mentor version of the 
professional designations, that we are still working with Mentor to 
obtain the required material to make our application.

We have recognised the need to support members in the process of 
preparing for study and have developed a Facebook page that will 
provide supporting material and a means for members to more 
readily work with colleagues.

In recent times FASEA have also announced an online education 
pathway tool and an overseas qualifications assessment service. 
We encourage the utilisation of these services.

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

Policy updates 
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In May, the first round of the FASEA exam was confirmed and 12 
practice questions were made available, along with some 
preparation materials, which largely comprised a reading list. The 
practice questions were not ideal, in that the scenario was quite 
technical and lacked key information, however it did demonstrate 
the format of the questions. The reading list was also challenging 
as there was little narrowing of the scope that is required. 
Nonetheless, 600 brave advisers registered to have a crack at the 
first round of the exam that was held across the capital cities and 
Townsville between Thursday 20 and Monday 24 June. Candidates 
have been prevented from discussing the exam questions, however 
some key messages on preparation and exam circumstances have 
been revealed, which are discussed on our Campus AFA 
Community Facebook page. The results from the exam are 
expected in mid-August.

In our Advocacy with the Government on the FASEA standards, we 
have called for the following:

• A deferral of 12 months from 1 January 2021 to 1 January 2022 
for the exam deadline.

• A deferral of 24 months from 1 January 2024 to 1 January 2026 
for the education deadline.

• Recognition of experience through CPD and previous study. We 
are continuing to advocate for 3 subjects credit for over 15 years’ 
experience and 2 subjects credit for between 10 years and 15 
years’ experience.

• The opportunity for specialists to study subjects of relevance to 
them and their clients.

We have also continued to advocate with FASEA for greater clarity 
on the Code of Ethics, particularly with respect to Standard 3 which 
states “You must not advise, refer or act in any other manner where 
you have a conflict of interest or duty.” FASEA have emphasised 
that we should not interpret this too literally and that they will 
provide practice guidance that will clarify our concerns.

Royal Commission into Banking, 
Superannuation and Financial Services
The key developments related to the Royal Commission 
recommendations, that have emerged since the report was issued, 
have been as follows:

• Annual Renewal of Client Arrangements and Authorisation 
for Product Providers. This recommendation from the Royal 
Commission was supplemented by a joint letter from APRA and 
ASIC on 10 April 2019 to trustees of super funds on the oversight 
of financial adviser charging, which discussed expectations of 
trustees seeking client authorisation for fees and to check that 
agreed services were being provided. This has led to some 
trustees putting in place a client consent process with effect 

from 1 July 2019, which basically duplicates any existing adviser 
renewal process. We have written to ASIC to express our view 
that trustees should be able to rely upon the authorisation that 
is obtained by the adviser, through Opt-In, and that trustees 
should not be required to check that agreed services are being 
provided as they are not a party to the agreement or have access 
to the terms of the arrangement.

• Ban Grandfathered Commissions. The Government issued, for 
consultation, draft legislation in February and then draft 
regulations in March. The AFA has responded to both of these 
consultations. The Government tabled legislation to ban 
grandfathered commissions in the House of Representatives on 
1 August 2019. The Treasurer also issued ASIC with a directive on 
21 February 2019 to have them oversee the removal of 
grandfathered commissions and the rebating of these 
commissions to clients “prior” to the proposed banning date of 
1 January 2019. This was only the second time ever that a 
Minister had issued a directive to ASIC. This directive has 
contributed to some product providers taking action early and 
“prior” to any legislation. We have sought to ensure that the 
Government is aware of the consequences, particularly for 
financial advisers who have recently purchased a business with 
grandfathered commission clients utilising debt. We have tried 
to explain the complexity of what the Government is seeking to 
do and suggested that a three year timeframe, with sensible 
product and client exemptions, should deliver a better outcome 
to ensure that both clients and advisers have the required time 
to respond.

• Opening up AFCA for Old Complaints. In their response to the 
Royal Commission, the Government noted that they would 
require AFCA to consider any unresolved complaints dating back 
to 1 January 2008, that would be assessed on the basis of the 
current AFCA monetary limit of $1m and compensation cap of 
$500k. This opportunity is available to clients for 12 months from 
1 July 2019 to 30 June 2020. The normal time limit on 
complaints is 6 years, so this effectively doubles that timeframe. 
This has been achieved by the Treasurer (Josh Frydenberg) 
issuing AFCA with a directive, that resulted in AFCA changing 
their Rules, which has now been approved by ASIC.

• 2021 ASIC Review of Life Insurance Advice. The AFA has set up 
a taskforce in cooperation with the FPA in preparation for this 
2021 ASIC review. We are also seeking to get clarity on the exact 
scope of this review, given the Royal Commission’s emphasis 
upon underinsurance as opposed to the quality of life insurance 
advice.

The Government has initially focussed their legislative response 
upon the banning of grandfathered commissions, however we 
expect them to move forward in other areas over the remainder of 
the year.

Professionalism //
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Who will focus on the best  
health outcome for my clients?

BT Life Insurance is here when your clients need it most. 
Award-winning* health support and a dedicated claims  
consultant are just two of the ways we can help.
bt.com.au/professional

*AFA/Beddoes Consumer Choice Awards 2018 Winner: Claimant Choice - Best in Return to Health and Wellness and Best Focus on Early Intervention

BT Protection Plans are issued by Westpac Life Insurance Services Limited ABN 31 003 149 157 (WLISL), 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. WLISL and 
WSAL are wholly owned subsidiaries of Westpac Banking Corporation ABN 33 007 457 141 (the Bank). The Bank does not guarantee the insurance.

DO YOU KNOW THE
FACTS OF LIFE?

Important information: This information was prepared by The Colonial Mutual Life Assurance Society Limited ABN 12 004 021 809 AFSL 235035 (CMLA), a wholly owned but non-guaranteed subsidiary of Commonwealth 
Bank of Australia ABN 48 123 123 124. CommInsure is a registered business name of CMLA. CI_00123/0619

CommInsure is here to provide 
insurance solutions to help your 
clients meet their protection 
needs throughout their lifetime. 

To find out more or to view our new Facts Of Life video 
visit comminsureadviser.com.au or contact your 
CommInsure BDM or State Office.



Protecting Your Superannuation Package
The commencement of the Protecting Your Super Package from 
1 July 2019, and particularly the prospect of the cancellation of 
insurance on inactive accounts, had a huge impact upon the 
financial adviser community as advisers sought to ensure that their 
clients did not unintentionally lose important insurance. The fact 
that the 16 months inactivity period was backdated to 1 March 
2018, and the reality that impacted clients received only one letter, 
made this particularly problematic. We remain very concerned 
about the potential consequences of clients losing insurance that 
they may soon need.

The legislation, as passed in the Parliament in February, excluded 
two key insurance elements from the original Bill, being changing 
insurance for new members under the age of 25 years to Opt-In and 
anyone with a balance under $6,000 being subject to Opt-In. 
On 4 July 2019, the Government re-introduced this legislation into 
the House of Representatives and have set a planned 
commencement date of 1 October 2019. This will cause another 
large complication for financial advisers in seeking to ensure that 
their clients do not unintentionally lose insurance. This legislation 
is subject to a Senate Economics Committee Inquiry. Once again, if 
this legislation is passed, it will be necessary to work out which 
clients will be impacted and then taking action to ensure that they 
are aware and where appropriate, can avoid this outcome. We will 
closely watch the progress of this legislation.

Tax Practitioners Board – Consultation 
and Review
The TPB has continued to pursue action against financial advisers 
who have failed to complete their annual declaration on time or 

who have an outstanding tax return or an ATO debt without a 
repayment plan. Meeting your personal tax obligations is a core 
requirement of the TPB’s Code of Professional Conduct and failure 
to comply could lead to sanctions or a loss of registration. Members 
are encouraged to ensure their details with the TPB are up-to-date 
(My Profile at tpb.gov.au), that they respond promptly to their 
annual declaration notice and check their personal tax compliance.

In May, the TPB issued two key consultation papers, with one on a 
proposed requirement to have positive client consent from all 
clients prior to changing licensee or selling a business, and the 
other on mandating engagement letters. We strongly opposed both 
of these proposals and have been pleased to see that the TPB have 
withdrawn the client consent proposal and have now re-positioned 
engagement letters as best practice. 

The Government are currently undertaking a review of the TPB and 
the TASA regime. One of the important issues that is being 
considered is the regulatory overlap for financial advisers and 
whether the current dual registration and regulatory regime can be 
simplified. We will support any sensible proposal that will reduce 
duplication and cost. The final report is due in October, and we will 
keenly await the recommendations. 

Alliance for a Fairer Retirement System and 
Refundable Franking Credit 
In early 2018, the AFA joined an alliance with other associations, 
including the SMSF Association, the Stockbrokers and Financial 
Advisers Association, National Seniors and the Australian 
Shareholders Association to advocate against the ALP policy 
proposal to ban cash refunds on excess franking credits. 
The Alliance was very active in advocacy in relation to this matter 
and it was undoubtedly one of the key issues that had an impact 
during the election campaign.

What the Remainder of the Year Might 
Present
The first half of 2019 has been particularly challenging for the 
financial advice profession. The response to the Royal Commission 
was very strong and this came at the same time as advisers were 
trying to come to terms with the new FASEA regime. There was a lull 
in policy activity during the election, however we can now expect 
this to heat up across the remainder of 2019.

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 //
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Preparing for FASEA’s exam
With so much riding on your performance in FASEA’s 
Financial Adviser Examination, it’s our belief you need 
to dedicate a significant amount of time where you 
focus solely on your exam preparation. 

As an educator, we’re committed to doing everything 
we can to help advisers pass FASEA’s exam. We felt it 
was our duty to build high-quality practice exams and 
face-to-face workshops in conjunction with the 
industry, to offer robust resources to enhance exam 
preparation.

With practice exams proven to be one of the most 
effective study techniques, we’ve created the Kaplan 
Adviser Practice Exam (KAPE), which is designed to 
simulate the structure, duration and supervised 
conditions of FASEA’s Financial Adviser Examination. 
Many advisers have sat KAPE already and the feedback 
has been positive. KAPE enables advisers to practice 
exam questions relating to the three knowledge areas 
assessed by FASEA, while gaining an understanding of 
what it will be like to sit a lengthy exam under 
supervised conditions. Multiple versions of KAPE are 
also available, so advisers can continue to sit multiple 
practice exams.

For those wanting to incorporate a face-to-face 
element, our exam preparation workshops provide 
advisers with detailed analysis of the examinable areas 
covered in FASEA’s exam and helpful preparation and 
performance tips. Advisers can gain a deeper insight 
into what’s being examined and how to prepare for it, 
while having the opportunity to discuss ideas and gain 
immediate feedback. 

You can do this
With sufficient support, you can make the jump even if 
you haven’t studied at this level before. We encourage 
you to use your industry experience as a base and a 
clear pathway of what you need to do.

We’re here to help you get through this. 

It’s vital all advisers are supported to ensure they can 
be part of the future and continue to lead and mentor 
the next generation. We need the guidance and 
experience of those who have built the industry into 
what it is today.

To help make this happen, we’ve been working with 
licensees and advisers across the country for well over 
the past 18 months. When an adviser is ready to start 
their journey, our student support teams take the time 
to understand the adviser’s priorities, commitments 
and obligations. We then offer a personalised 
education pathway month by month. It highlights 
what postgraduate subjects need to be completed and 
when, while leaving ample time to prepare for the 
Financial Adviser Examination. 

Starting your study
Kaplan Professional recommends you complete at 
least two subjects by the beginning of 2020. If you’re 
kicking off or continuing your journey towards FASEA’s 
education requirements, the next subject you should 
enrol into is the ethics bridging course. 

Kaplan Professional built our FASEA-approved 
bridging courses in conjunction with Dr. Deen Sanders 
OAM, Deloitte’s leader of ethics and professionalism. 
We wanted to invest in the best content available to 
ensure we can make it a valuable and engaging 
experience. It’s important advisers gain practical and 
relevant outcomes for the betterment of not only 
themselves, but the Australian public they serve.

Completing the ethics bridging course over the next 
couple of months will provide you an opportunity to 
undertake another subject before the end of the year.

While taking a step closer to meeting the education 
requirements, completing the ethics bridging course 
will help you in two ways:

• Prepare for the ethics component of FASEA’s exam 
• Understand your obligations in complying with 

FASEA’s Code of Ethics.

While the prospect of formal education and a high-stakes exam combined 
with extensive professional and personal commitments may seem 
challenging, it’s our job to help you.

Supporting advisers 
through the next six months 
and beyond

Professionalism //
BY BRIAN KNIGHT
CEO, Kaplan Professional
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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. A150614-0719

Protection is our promise. 
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.

Call your Distribution Team Member or visit www.mlcinsurance.com.au/enhancements2019

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.

Life changes.
Insurance designed for 
today and tomorrow.

At MetLife, we know your business 
changes and adapts over time to support 
your client’s advice needs.

That’s why we’re committed to helping 
you maintain the relationships you’ve 
worked hard to establish.

To find out more, visit 
metlife.com.au/advisers 
or call 1800 523 523.

Information is general only and does not take into account 
your 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.



The case for unlisted assets – 
diversification, long-term returns 
and competitive advantage 

Advice Strategy //
BY BRIAN PARKER
Chief Economist, Sunsuper

The proof in the pudding
The two charts compare the total returns from Sunsuper’s alternative 
asset classes against an index of Australian and international 
shares since November 2004. Sunsuper’s unlisted asset classes 
achieved our objective to deliver strong long-term returns – in 
particular, by capturing the illiquidity premium attached to unlisted 
assets – while reducing the short-term volatility our members face by 
investing in share markets. Our hedge fund and alternative strategies 
portfolio delivered solid net returns above cash, while acting as an 
important diversifier during difficult share market conditions.

Why do we invest in alternative assets?
The short answer is because we can: reflecting our strong reliable 
cash inflows, from a relatively young membership making 
compulsory superannuation contributions. Moreover, as a large 
super fund with assets in excess of $66 billion, we are able to build 
well-diversified portfolios in the alternative asset classes. 

We expect unlisted assets to deliver attractive, long-term returns 
that more than compensate for the illiquid nature of the assets and 
the costs incurred in managing these assets. While at the same 
time, reducing our members’ exposure to share market volatility. In 
the case of hedge funds and alternative strategies, we expect 
returns that are significantly in excess of cash after fees, with low 
volatility consistent with other defensive assets and a very low 
correlation to share and bond markets.

Importantly, we make any and every decision to allocate to alternative 
assets only after we assess the opportunity against the Fund’s 
overall liquidity requirements, and the need for member equity – to 
provide fair daily unit prices for all our investment options, so that any 
member buying or selling units on any given day is treated fairly.

How do alternative assets fare during major 
market downturns?
During periods of sharply weaker share prices, Sunsuper’s 
diversified investment options tend to perform very favourably 
against our peers, as unlisted asset valuations do not respond to 
short-term changes in market sentiment.

In the event of a longer-lasting share market downturn, unlisted 
asset valuations are inevitably impacted. Just how much of a 
decline in value our unlisted assets experience depends on both 
the depth and duration of the share market downturn and the 
impact on the broader economy. If weaker share markets are 
followed by a recession, then virtually all growth assets – listed or 
unlisted – or assets with even moderate growth characteristics are 
likely to fall in value. However, unlisted assets, particularly property 
and infrastructure, are more defensive and have historically not 
declined as much in value as listed shares in such an environment: 
a result which has typically led to Sunsuper outperforming our 
peers, particularly our retail competitors, during market downturns.

For many years, Sunsuper has held substantially higher weightings to alternative asset 
classes, particularly unlisted assets, in our diversified investment options than many of our 
competitors. We allocate to four classes of alternative assets: property, infrastructure, private 
capital, and hedge funds and alternative strategies. I am often asked, and regularly 
challenged, by financial advisers about Sunsuper’s approach to investing in alternative assets. 

Prepared and issued by Sunsuper Pty Ltd ABN 88 010 720 840, AFSL No. 228975, the Trustee and issuer of the Sunsuper Superannuation Fund ABN 98 503 137 921. While it has been prepared with all 
reasonable care, no responsibility or liability is accepted for any errors, omissions or misstatements however caused. All forecasts and estimates are based on assumptions. If those assumptions change, 
our forecasts and estimates may also change. Past performance is not a reliable indication of future performance. 

Want to find out more?
Go to sunsuper.com.au/webcast to watch the panel discussion at 
Sunsuper’s recent Adviser Roadshow to find out more about our 
unlisted asset philosophy and performance – Or contact one of our 
Business Development Managers for a copy of our alternative 
assets fact sheet rad@sunsuper.com.au
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Judging the future of the 
advice industry

OnePath has a long ongoing commitment to the AFA rising Star 
Award and to the future development of financial advisers.  

This year I am a judge and it represents a reflection opportunity on 
what I have seen and what I still want to see happen. I am so 
excited to see the strength, diversity and innovation of the future of 
advice demonstrated through the inspiring adviser talent of this 
year’s entrants. 

But I’m also looking further ahead, beyond all the present industry 
challenges.

I truly believe in the advice industry. The landscape has certainly 
changed, but the value of what advisers provide to their clients is 
still inherent in the great quality advice experiences I see evidence 
of every day. I have every confidence the industry will rebuild the 
trust of consumers and be seen as a true profession.

Supporting advice 
A significant impact of the changing community expectations, the 
Royal Commission, the push for professionalism is the compliance 
outcomes.

Those compliance obligations have distracted many practitioners 
from spending as much time on the personal components of 
providing advice as they would like.

With increased admin and compliance, unfortunately it increases 
costs and reduces the time advisers have to spend with their 
clients.

Championing the real needs of advisers and that of their 
customers, should be at the fore of everything we do. 

Adviser education is also a top priority and manufacturer’s have a 
role to play in enabling and empowering advice. The OnePath APEX 
education program helps advisers develop, equipping them with 
the tools to provide better care, understanding and coaching for 
their clients – to provide value beyond advice.  Adviser education 
will remain a top priority for OnePath and Zurich and the program 
will now incorporate the best of the Zurich education program 
which includes best practice on subjects like estate planning and 
the cost of care.

Motivated by change 
The dynamism of the advice industry excites me and keeps me 
committed to the industry.

I’m a problem solver, and advice has a purpose to it. I may not be 
sitting in with the client but I know from a manufacturer’s 
perspective, we enable and empower advice.

It is this sense of purpose that propels me forward. I am delighted 
to be a judge of this year’s AFA Rising Star Award, regarded by many 
as the award which best showcases the changing face of advice.

New thinking triggers change
The Rising Star Award is a great way to re-invigorate the industry 
through new ideas, demonstrating the industry’s resilience and pull 
power in attracting new entrants.

We all have a role in fostering talent in our industry so that new 
people continue to enter and we develop the leaders of tomorrow.

Recent finalists and winners of the Rising Star Award are 
contributing enormously in the areas of technology and social 
media. 

The Rising Star Award has given new advisers a voice so others can 
pick up those new ways of doing things.

Uncertainty leads to solidarity
This year’s Rising Star Award is currently in its judging stage and 
finalists will be announced in August. 

I know advisers are feeling uncertain hence the range of reactions 
to issues such as FASEA and likely commission changes. 

 We all have a role to play in rebuilding the reputation of the advice 
industry, but once we take these potentially uncomfortable steps 
towards true professionalism, harsh judgement recedes.

This year Natalie Jarvis will help judge the finalists of the Association of Financial Adviser’s 
(AFA) Rising Star Award. She talks to AFA magazine about this opportunity and the challenge 
of change.

Professionalism //
BY NATALIE JARVIS
Head of National Sales Strategy, OnePath
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We thought in this update we would discuss the benefits of belonging to the AFA Communities 
of Practice. There are currently five Communities of Practice with a new one being introduced 
by the time this Magazine goes to press (Paraplanner Pulse). The Membership team are often 
asked which Community should I belong too? You don’t have to belong just to one and you can 
attend any Community of Practice event as a member.

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

Member Services update 

2. Connections
Joining any community means that you have a chance to improve 
your professional and personal network. By growing your network, you 
increase your chances of encountering positive opportunities through 
the relationships you develop. You never know who you’ll meet when 
you join a community, and how they can help you and vice versa.

3. Inspiration
Communities, by their very nature, contain a diversity of opinion, 
ideas, and knowledge that you would never encounter alone. Just 
being in proximity of such a whirlwind of ideas means that you’re 
constantly challenging yourself to think creatively and constantly 
reconsider what you know. You might even encounter a solution to 
a problem that you would have never thought of by yourself.

4. Resources
No matter how talented you may be, or how smart you are, it is 
literally impossible to know and do everything by yourself. There 
will just be certain areas or skills that you don’t have, or aren’t good 
enough in, that will hold you back from achieving your goals.

In order to combat this, you’re going to need to find people who 
have the expertise and skills in the areas that you lack. This is where 
leveraging the power of community comes in. When you make the 
effort to invest time and energy into building relationships within 
your community, you’ll be surprised just how many of your peers 
are willing to help you with whatever problem you’ve encountered.

5. Support
Having a community to rely upon means that you’re surrounded by 
people who know exactly what it is you’re going through. What a 
community of like-minded people provides, more than anything 
else, is a support network of people who are going through the 
exact same journey as you. Even if they’re at different stages of the 
journey, they’ll understand what it is you’re going through and be 
able to give you the support you need to keep going.

Please call the Membership Team to find out more about the 
Community of Practices and we will put you in touch with the State 
Chair and Committees to welcome you into the group!

The Community of Practices cover all areas of financial advice and 
the following are the categories that they encompass:

Genxt
A Genxter is an aspiring adviser or business owner who is 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. 

Inspire
Inspire gives women seeking and providing financial advice a safe 
and nurturing environment, in which to connect, collaborate and 
grow with other professionals. 

Leaders Forum
A community of executives from financial services and advice 
businesses who value the support and perspectives of peers as 
they face change. 

Foundation
The AFA Foundation encourages giving back to local communities. 
We do this by working with our charity partners to make a 
meaningful difference to people in need. 

Practitioners
A forum for financial advice practitioners to network, share 
experiences and discuss industry issues and opportunities. 

So how do you harness the power of your Community of Practice? 
There are five main areas in which a Community of Practice can 
help you succeed.

1. Knowledge
One of, if not the biggest reason you’d want to join a Community of 
Practice is the chance to learn from one another. By immersing 
yourself in a community, you also give yourself a chance to learn 
from the overall group, discussing issues that you affect you and 
share learnings from others in your community. 
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AFA Foundation update - 
2019 AFA Roadshow

The AFA community once again supported a range of charity partners in each state, pledging over 
$20,000 to support individuals in need. Thank you all for your selflessness and desire to support our 
communities across Australia with your tax-deductible donations!

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

Tasmania

Hobart Women’s shelter provides safe emergency 
accommodation to women and their children who are affected 
by family violence and homelessness. The shelter is committed 
to innovation and best practice as they provide support, housing 
and advocacy.

We raised $1,010 to help the staff and volunteers in the 
important work they do for local Tassie families.

Thanks Hobart!

You can find out more at www.hobartws.org.au

South Australia

Imagine the stress and anxiety a child endures when they are 
taken from their home or have to leave at short notice, leaving 
their possessions behind and only taking anxiety and uncertainty 
with them. As they transition into accommodation and support, 
they are provided with a backpack that contains age appropriate 
clothes, books, games and toiletries. For some it is the first time 
they have ever been given a gift of personal items just for 
themselves. 

We raised $4,560 for Backpacks for Kids SA, funding the 
production and delivery of 91 backpacks for kids. 

Thanks Adelaide! 

You can find out more at backpacks4sakids.org

22  AUGUST 2019The Financial Adviser



Community & Marketplace //

Western Australia

St Vincent de Paul – or “Vinnies” - helps the most vulnerable and 
disadvantaged people through their homelessness services, 
particularly people aged 12-25. Across Australia over 9,000 
people experience homelessness and 14% of these are under 12 
years of age. In Western Australia, Vinnies helps over 40,000 
people a year (that’s enough to fill Subiaco Oval!!), taking 200 
calls for help a day at their Caning Vale contact centre. 1,200 
generous volunteers help Vinnies help our most vulnerable 
Western Australians. 

We raised $4,265 for Vinnies to provide 7 people with 1 
week’s accommodation, giving them safe shelter and the 
opportunity for restful sleep, clothes washing and good 
nutrition at regular mealtimes. 

Thanks Perth! 

You can find out more at www.vinnies.org.au/page/About/St_
Vincent_de_Paul_Society/Western_Australia/

Victoria

St Kilda Mums operates all over Victoria, taking donations of 
good quality cots, prams, car seats, clothes and other items our 
kids need to be safe and healthy. They do this because 1 in 6 
Victorian children are born into poverty. They clean each item 
and ensure that they work at high safety standard prescribed by 
the government, then work with agencies and organisation 
across the state to provide a ‘starter pack’ to families in need. 

We raised enough money to give 12 families a starter kit of a 
cot, pram, car seat and clothes.

Thanks Melbourne! 

You can find out more at www.stkildamums.org/

Australian Capital Territory

Bad things happen when good people do nothing. Barnados does 
something important to help children live a life free of violence and 
abuse. Barnardos Australia believes all children and young people 
deserve caring families in which they can grow safely and fulfil their 
potential. They work together with children, young people and 
families to break the cycle of disadvantage, creating safe, 
nurturing and stable homes, connected to family and community.

We raised funds to support one child with a monthly therapy 
session (to help them start the important journey of healing 
to overcome their traumatic start in life) and vital health care 
services (such as dental care, eye specialists and physical 
therapy) for a child whose health has deteriorated due to 
neglect.

Thanks Canberra!

You can find out more at www.barnardos.org.au/
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Community & Marketplace //

If you have a charity partner you would like to see supported by the AFA Foundation, 
please email us at foundation@afa.asn.au

New South Wales

Life Changing Experiences Foundation runs a mentoring program 
(Sister 2 Sister) for vulnerable or disadvantaged teenage girls 
from age 12 onwards. This evidence based and trauma informed 
youth development program provides structured mentoring, 
psychoeducational workshops, welfare support and crisis 
intervention services. Sister2 Sister empowers the girls to make 
positive choices for a better future and equips them with crucial 
survival and life skills, enabling them to break the cycle of abuse 
and neglect. The young women who participate in the program 
are inspiring to talk to and their future is so much brighter for 
having been in the program!

We raised $3,125 which will go towards the $5,000 cost of 
supporting one young woman to participate in the Sister 2 
Sister program for a year. 

Thanks Sydney!

You can find out more at https://www.lifechangingexperiences.
org/our-programs/sister2sister/

Queensland

Imagine that tonight you are homeless. You are one of 116,000 
Australians who don’t have a permanent place to sleep. You have 
a bag of belongings and a small amount of cash. You haven’t had 
a shower or washed your clothes for a week and people ignore 
you because you smell. You feel like no one cares and you’re 
scared because you don’t know when you will next find a safe 
place to sleep. 

And then you find out about OrangeSky. They offer homeless 
friends a free shower, and free clothes washing/drying service as 
well as a place to sit and talk for a few hours while the washing is 
done. Their service makes you feel human again and you know 
someone cares for you. 

Thanks to our generous Queensland AFA community, 231 
homeless friends will be treated to clean clothes and a 
shower. We raised over $5,500 to support homeless people 
across Queensland!!!

You can find out more at orangesky.org.au/where-we-are/
brisbane/ 
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Key success habits

We all love the best of advising – and even better, running your own advisory firm. Yet most of 
us would prefer if we could avoid the hardships, the often gruelling tasks of licensing and 
compliance, and all the unpredictable roadblocks we face day-to-day.
So what if we could get an inside glimpse of how other advisers are tackling the challenges right now?

To do just that, we asked a group of leading women advisers in our 
Inspire community to share their insights. Learn what’s keeping 
them awake at night, and some less-common strategies to tackle 
these issues. And read on to the end to discover their key success 
habits for women in our profession.

Here’s what they had to say.

Right now, what is keeping you awake at night?
The number one issue that arose from our discussion was FASEA and 
the requirement to do additional study within a prescribed timeframe.

“Going back to study again doesn’t thrill me, and the exam is also 
on my mind.”

As with most advisers, despite their success in business and 
advising clients, their experience and credentials, most people feel 
unnerved about the exam: “I’m nervous about the FASEA exam 
testing areas of advice which I may not have provided to date, and 
just how rushed the implementation of the requirements seems to be”. 

One adviser captured the feeling succinctly: “it’s a terrifying thought 
– but what if I fail this?”

And of course, we need to look at this in context. For many women 
in our group, the FASEA requirements come on top of growing and 
developing a business, recruiting and managing a team, keeping 
other education on track (both continuing education and Masters 
degrees), raising children, nurturing relationships and finding time 
for personal wellbeing and care.

“As women, this is so difficult, and the pressure is immense right 
now. We are all feeling the heat.” 

Strategies to tackle this will just be to work hard on expanding my 
areas of knowledge and studying these areas where required.

What strategies are you using to tackle this issue? 
There were two clear tactics that our women advisers shared to 
tackle the FASEA framework. Here’s the key tips they shared:

1. Distil and focus: identify the exact requirements for the study 
and exam, break down the areas where you’re confident versus 
those where you need to put in the hard yards and focus your 
effort on that – and only that.

2. Collaborate: find colleagues and arrange study groups and lunch 
‘n’ learn sessions to share knowledge, study together and 
leverage each other’s strengths.

Communities of Practice //
BY KATE MCCALLUM
Co-CEO and Founder, Multiforte Financial Services, and AFA Inspire National Chair

If you reflect on the things that have helped you tackle challenges 
in the past, what are your key success habits?

Our group revealed a wonderful list of success habits. Here’s the top five.

1. Say “no”. It’s vital to actively choose where you spend your 
energy and time. It’s about not doing the “shoulds” – the things 
that others expect you to do. As one adviser says: “if you’re 
asked to do something and your answer is not ‘hell yeah’, then 
the answer has to be ‘no’”. 

2. Get outside your comfort zone. It is too easy to see a new 
challenge as daunting. This is about accurately identifying the 
risks and their downside. “What’s the worst that can happen – 
you learn something?”

3. Look after yourself. This includes prioritising a good night’s sleep; 
eating well and avoiding crutches like too much sugar, caffeine 
and alcohol; and exercising regularly. “Focusing on being in good 
shape helps me be a better adviser, leader, partner and mother.”

4. Plan and prioritise. Most in our group look ahead and plan. For 
some, it’s the week ahead. For others, it’s a rhythm of priorities 
for the next 90 days, next month, next week and the next day. 
Importantly, this is a holistic plan – across business and family 
commitments. And even more importantly, it’s a plan that is able 
to adapt “because, let’s face it, our world changes all the time”.

5. Connect. We don’t need to go it alone. Network, get involved 
talk to others in our world. “Connecting helps because we’re all 
in the same boat. I have never known a more inclusive 
profession where others are so willing to share.”

Like to learn more?
Would you like to learn more from experienced advisers, 
paraplanners, practice and relationship managers?

Inspire is already running fabulous sessions in WA where leading 
women in our profession share their story. 

Julia Schortinghuis, our WA Inspire Chair says that these are not 
“straight-line” tales. “There are stories of achievements and 
barriers. It really is inspiring to gain insight into how these women 
have tackled the tough times, to learn what they’ve discovered 
from their experiences and to hear what they would tell their 
younger self if they had the chance.” 

We would love to hold these sessions nationally. So, let us know. If 
you’d like to be part of a national “Dare to Share” session, drop us a 
line at inspire@afa.asn.au 
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Communities of Practice //
BY CHARLES GREEN
Genxt National Chair

The Do’s and Don’ts of 
Project Planning

So it’s project time!
I love projects. Kicking off a new project can bring a terrific sense of 
opportunity, but they are fraught with pitfalls and dangerous traps 
for both young and old players. We’ve all had that epiphone in the 
shower that will “change everything” . While it might feel like a 
“Eureka!” moment, without proper planning and forethought a 
poorly executed project can put your business in a worse position 
than before you started. To avoid some of the most common 
mistakes I’ve seen that can mean the difference between a 
successful project and an NBN rollout, check out these 6 tips below: 

1. FOCUS - Projects are a welcome distraction from the day-to-day 
advice machine, but it’s easy to get carried away and go down 
rabbit holes that lead nowhere. Get laser focused on what you 
want to achieve from a project and don’t get side-tracked with 
things that come up along the way. Otherwise, you may start a 
project to fix your insurance process and end up writing a 
procedure for how to decalcify the coffee machine. 

2. DON’T BLOW IT UP - A bad process/procedure can feel so 
inhibitive to success that simply scrapping it and starting again 
feels better than sticking with something that clearly doesn’t 
work. Blowing up your process can feel good in the moment 
because you’re doing away with something frustrating, but that 
poor process is better than no process at all. Target specific 
areas and pick around the edges while transitioning across to 
your new procedure so things don’t grind to a halt while you’re 
deep in project mode. 

The end of financial year has flown by again and with pension minimums, last minute 
contributions and the inevitable legislative curveball behind us, we can now take the 
opportunity for one, long, deep breath before kicking into the tumble turn and we’re off again 
on the next lap. It feels like the perfect time to reset and focus on your business, your staff, and 
the niggles that if ignored can turn into nightmares down the track.

3. TOO MANY COOKS SPOIL THE BROTH - It’s important your staff 
buy-in to your new ideas as there is no such thing as a leader 
without followers. Get their opinions, concerns and most 
importantly, support, but set parameters. Too many opinions 
can stop you from progressing an idea and you may 
compromise to make sure everyone feels like they’re getting a 
say. Workshop your ideas with the whole team, but assign the 
execution and refinement to a couple of key owners to keep it 
moving forward.

4. GET VISUAL - buy poster paper, coloured pens, a whiteboard, 
whatever it takes. Visualise your processes and goals. It brings 
them to life and allows for a more interactive and creative 
experience for all involved. 

5. GET OFF SITE - we spend 40+ hours every single week in the 
same environment and wonder why we can’t come up with any 
fresh ideas! Moving locations is the easiest way to provide new 
stimulus and promote creativity. This can come at a financial 
cost but the outcomes you achieve will make it worth every 
penny. 

6. CELEBRATE THE WIN - through no fault of anyone, projects can 
drag and end up feeling burdensome. Once you’ve finally 
crawled over the finish line, you can feel exhausted and wonder 
why you started it in the first place! It’s critical at this point to 
acknowledge where you started and how far you’ve come. That 
sense of meaningful progress is crucial to the feeling of success 
for you and your team and will ensure the next project is 
undertaken with positivity! 

Good luck for the year ahead from me and the Genxt community!

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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Professionalism //
BY VANESSA BENNETT
CEO, Next Evolution Performance

Build your mental fitness to 
avoid mental ill-health and 
burnout

It’s certainly been a testing time in financial services with mental health unfortunately being 
so challenged for so many. 

It’s now common knowledge that we are able to avoid many physical illnesses such as 
cardio-vascular disease, diabetes and even cancer by promoting physical fitness. 

The even better news (but not widely understood or accepted) is that it’s possible to train our 
brains mentally to avoid mental ill-health and burnout. 

The mental health and ill-health spectrum
Let’s first talk about mental health and ill-heath spectrum. Mental 
health is defined by the World Health Organisation (WHO) as “a 
state of well-being in which every individual realises his or her own 
potential, can cope with the normal stresses of life, can work 
productively and fruitfully, and is able to make a contribution to his 
or her community”. 

Burnout, anxiety and depression are at the other end of the mental 
fitness spectrum. And you don’t go from mental health one day to 
mental ill-health the next. So based on this, and the statistics 
showing that 50% of people will suffer a mental health problem 
(higher in financial services), it’s fair to say that far more than 50% 
of people are either suffering mental ill-health or on the spectrum 
away from enjoying mental health.

Your brain is like a muscle
The brain is like a muscle and it’s wired for survival. Great if we are 
trying to run away from danger, but not so useful when our survival 
neural pathways become so strong that they become maladaptive. 
In this case our brain becomes more and more wired to look out for 
obstacles rather than opportunities. 

So most of the time people are actually training their brains 
towards suffering a mental health problem rather than to avoid 
one.

Many advisers are running a mental 
marathon they never wanted to run 
Marathon day is not the day you start your training. You need to 
train for it. It’s the same for mental fitness – it’s best to start training 
before having to deal with a difficult situation. Mentally, many 
advisers have found themselves in a marathon they never wanted 
to run, and that they certainly didn’t train for.

Thanks to the intersection of psychology and neuroscience we now 
know that we can train our brains to form neural pathways which 
make us more resilient and less likely to suffer mental ill-health. We 
just need to focus on training neural pathways that are helpful 
(positive), rather than unhelpful (negative)...

Mental training depends on your level of 
mental fitness
People of varying fitness levels can all train to run a marathon – but 
their training plans will be different. The same can be said for 
mental fitness. Here are few easy exercises to help people who are 
currently further away from enjoying mental health.

It’s impossible for the brain to have an unhelpful thought at the 
same time as a helpful thought. So every helpful thought you have 
is building that muscle instead of the unhelpful muscle, so the 
following tools work on that principle.

1. #crushinglife – your brain can’t distinguish between something 
that is absolutely amazing like winning a $20m lottery, and 
something which you make a massive deal out of like getting the 
last sandwich you wanted at lunch. So every time something 
great happens, no matter how small, make it seem big. At Next 
Evolution Performance we call these #crushinglife moments.

2. Gratitude – When you notice you are having a negative thought, 
try to think about something you are incredibly grateful for.

3. What went well – At the end of each day make a note of five 
things that went really well for you that day. 

Stay off the spectrum
These are just a few tools to get you started, but please know that 
there is a lot of great science to help us to prevent mental ill-health 
and it’s time we stopped waiting until we have a problem to take 
action, let’s learn to stay off the spectrum in the first place.
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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

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
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All you need to do is: 
1. Read this edition of the magazine
2. Answer the questions online at  

afa.asn.au/cpd-questions-august-edition-2019 
To earn the CPD hours, 
all questions must be answered correctly

For assistance contact the  
Campus AFA team at campusafa@afa.asn.au

Great advice 
for more  
Australians 

Update your adviser profile now at  
afa.asn.au/your-best-interests 

Find an adviser



In her media release announcing the finalisation of the Life Insurance 
Framework by the Federal Parliament on 9 February 2017, former 
Assistant Treasurer Kelly O’Dwyer included the following statement:

“A series of reviews, including the Government’s 
Financial System Inquiry, the 2014 ASIC Review, and 
the industry-led Trowbridge review found 
unacceptably high instances of poor quality life 
insurance advice being provided to consumers. The 
Government’s changes will reduce the financial 
incentive for financial advisers to churn consumers 
into new life insurance policies where there is no 
consumer benefit.”

It is interesting how if you say something enough 
times, then maybe it can become fact. The reality is 
that it was only the 2014 ASIC Report 413 that found 
evidence of poor quality life insurance advice. 
The Trowbridge review did not do a review of the 
quality of life insurance advice files, however looked at 
how the industry should respond to ASIC Report 413. 
Neither is there any evidence that the Financial System 
Inquiry looked at life insurance client files. In fact, the 
Financial System Inquiry Interim Report, that was 
released on 15 July 2014, included no recommendation, 
observation or request for stakeholder input with 
respect to life insurance remuneration or the quality of 
life insurance advice. At that the point, the focus was 
on the issue of under insurance.

Nonetheless, following the release of ASIC Report 413 
on 9 October 2014, the FSI released their final report 
on 7 December 2014, with commentary on Report 413 
and a recommendation for the Government to 
mandate level commissions for life insurance advice. 
This came as a huge surprise to the AFA in December 
2014 as the FSI never chose to consult on this 
recommendation with the financial advice 
professional associations. It would be very interesting 
to know who drove this FSI Life Insurance 
recommendation and how it managed to suddenly 
make it into the final FSI report.

So having clarified that it was only ASIC Report 413 
that found issues with poor quality life insurance 
advice, it is timely to reflect back on what was reported 
in ASIC Report 413:

• It was a targeted surveillance of advisers who gave 
personal advice to consumers on life insurance 
products.

• It was drawn from licensees and advisers who had 
higher lapse rates and life insurance sales volumes.

• Of the 202 files assessed, 37% of consumers 
received advice that failed to meet the relevant 
legal standard.

• Where the adviser was paid under an upfront 
commission model, the pass rate was 55% with a 
45% fail rate.

• Where the adviser was paid under another 
remuneration structure (including Hybrid 
commissions), the pass rate was 93% with a 7% fail rate.

• The report did not identify or address the extent of 
client detriment from the advice.

• ASIC identified a range of factors that affect the 
quality of advice including incentives.

• ASIC set out a checklist of things for an adviser to 
consider when giving life insurance advice.

Whilst the reported percentage of advice failures was 
highly concerning, strangely enough the Report 413 
results were much better than later reports, such as 
Report 562 on super switching advice by large 
institutions and Report 575 on SMSF advice.

Whilst Report 413 demonstrated a link between high 
upfront commissions and poor quality life insurance 
advice, it did not look deeper to assess whether it was 
fundamentally the high upfront commissions that 
caused the poor results, or whether there were other 
driving factors. For example, were there deeper 
cultural issues at play. Further analysis would have 
been beneficial. The good result in Report 413 for 
other remuneration arrangements, that included 
Hybrid commission business, with a failure rate of only 
7%, suggests that the changes introduced through LIF 
will largely fix any problems that existed at that time. 
We would certainly expect that this would be a factor 
in the consideration of any future changes. 
Importantly, however, any assessment of the 
improvement since Report 413, should be assessed 
against the original 37% failure rate, not the 7% 
achieved for other remuneration models. The review 
should also take into consideration the increase in the 
standard for the assessment of advice files that has 
occurred since 2014.

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

Life Insurance – 
From ASIC Report 413 to 
the 2021 ASIC Review 
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With everything that’s going on in the financial advisory profession, it’s never been more important, nor more challenging, 
to keep advisers safe. That’s why we’ve invested on three fronts – technology, people and culture – to make it easier and 
more cost-effective for Millennium3 advisers to deliver quality, compliant advice to their clients. 

On the technology side, 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. 

Advisers are fully supported in the use of tools by our team of Practice Development Managers who are in turn also 
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. 

Millennium3 also has 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 not only during state 
conferences, national conference and study tours, but throughout the year. This mutuality is core to our ongoing success;  
to our advisers it’s invaluable.

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

admin@millennium3.com.au
www.millennium3.com.au
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With the exception of Guardian Financial Advice, where a later ASIC 
media release made reference to their involvement in ASIC Report 
413, the other licensees have never been publicly disclosed. It is 
unclear exactly how many advisers have been banned as a result of 
investigations commenced off the back of Report 413, however it 
would appear that very few have been. This type of analysis and 
greater detail on the underlying problems would certainly be 
beneficial, and might put a spotlight on other fundamental causes 
of poor life insurance advice.

So this brings us to the Royal Commission recommendation on life 
insurance commissions. Whilst the recommendation included 
support for the 2021 ASIC review of life insurance advice, it also 
included a stated preference for commissions to ultimately be 
reduced to zero. So, the question is whether this was based upon 
clear cases and evidence of poor quality life insurance advice or 
just the obvious over-riding ideological preference by the Royal 
Commissioner to remove commissions. The Royal Commission 
final report included only three and half pages on life insurance 
commissions, with much of that spent listing the total amount of 
commissions paid over a five year period by each of the insurers 
and some incorrect description of the LIF and life insurance 
marketplace. There is no description provided of examples of poor 
quality life insurance advice, so we can only assume that this 
preference for the removal of life insurance commissions was 
entirely ideological.

Whilst the Royal Commission final report contributed very little to 
the life insurance commissions debate, one thing that it did do is to 
elevate the importance of the 2021 ASIC review. So, let’s go back to 
have a look at where this requirement first arose. It was actually the 
current Treasurer, who made the first announcement with respect 

to LIF, back in June 2015. Josh Frydenberg oversaw the decision to 
place a cap of 60% on upfront life insurance commissions. In his 
announcement on 25 June 2015, where he positioned this as a 
proposal put to the Government, he included a reference to a 
review of the package of reforms by Government in 2018. In the 
subsequent updated announcement by Kelly O’Dwyer in 6 
November 2015, by then it was ASIC who were to do the review. 
Minister O’Dwyer stated that she would shortly write to ASIC 
requesting that they do this review. Subsequently it was sensibly 
delayed to 2021. Under Freedom of Information, the AFA requested 
a copy of this letter from Minister O’Dwyer to ASIC, however it 
seems that the Treasury do not have evidence of any such letter. 
This leaves us in a position of great uncertainty.

One thing is certain, and that is that the scope of the 2021 review is 
critical. This is something that the life insurance industry and the 
financial advice sector will need to take a very proactive role in 
influencing, seeking to ensure that what we get is a genuine review 
that is focussed on achieving the best outcomes for consumers of 
financial advice and to ensure that they continue to have the 
flexibility to choose how they pay for their life insurance advice. 
There is a lot at stake.

Ultimately, it will be the Government’s decision in terms of any 
future changes to life insurance commissions. We have seen that in 
their decision on mortgage broking commissions, they have 
dismissed the ideologically driven objective to remove all 
commissions, where there is evidence that this would not be in the 
best interests of consumers. We will need to work hard to ensure 
that they reach the same conclusion with respect to life insurance 
commissions.

Professionalism //
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The latest event in the Risk Insurance Advice Roundtable Series – Risk Insurance Advice: 
Towards a Sustainable Future – took place in Canberra on 24th July, bringing together a 
diverse group of industry professionals that included politicians, regulators, life insurance 
CEOs, industry associations and advice practitioners. 

The Hon. Bernie Ripoll chairs 
second Risk Insurance Advice 
Roundtable

findings from various research groups indicating significant levels 
of underinsurance among Australians, the pressing issue is how to 
ensure consumers come to adequately recognise the value of 
insurance. Consumer research has revealed an alarming reliance of 
Australians on their income and serious discrepancies between 
their financial situation and their ability to cover their stated risks of 
concern. 

As experts in their fields, financial and risk advisers are uniquely 
qualified to recommend products that will cater to their client’s 
individual circumstances. Research has found that consumers who 
have seen a financial adviser have better knowledge, more comfort 
in their financial situation and higher levels of cover. Formulating 
and dispensing this advice, however, demands time for which 
advisers should rightly expect to be remunerated. In the face of 
Commissioner Haynes’ recommendation that commissions relating 
to the sale of life insurance be abolished, the question that arises is 
what form this remuneration should take.

This subject was the major focus of the first Roundtable, The Future 
of Risk Insurance Advice, held in May, where Mu spoke about the 
role of commissions in the industry. Removing commissions, said 
Mu, would likely result in a loss of quality advice available to 
consumers, both through the departure of advisers from the 
industry and an associated rise in upfront fees that clients may 
prove unable or unwilling to pay. The result, in both eventuations, 
would be fewer Australians with adequate levels of cover, and an 
increased burden on the country’s social security system. 

The next event in the Risk Insurance Advice series is the Risk Advice 
Summit, to be held in Sydney on 24 September.

As with the previous roundtable, July’s roundtable was co-hosted 
by the CEOs of AIA Australia and New Zealand and Conexus 
Financial – Damien Mu and Colin Tate, respectively – and was 
chaired by the Hon. Bernie Ripoll, the former Labour minister who 
oversaw the Future of Financial Advice (FoFA) reforms that 
addressed upfront and trailing commissions in financial advice. 

The case for a Roundtable
AIA Australia launched a long-term risk insurance advice initiative 
this year in response to recommendations that arose from the 
Banking Royal Commission. Its focus, ahead of ASIC’s industry 
review in 2021, is on developing policy solutions for the risk advice 
industry that will translate into improved outcomes for everyday 
Australians.

The range of topics devised for the July discussion reflected the 
diversity of the attendants’ backgrounds, and was intended to test 
thinking with decision-makers on the forum’s overarching concern: 
how to ensure a sustainable advice industry that operates in the 
best interests of Australians?

Specifically, the issues prepared for discussion focussed around the 
crucial safety net that life insurance is positioned to provide for 
everyday Australians, the role of risk advisers in ensuring that cover 
purchased is appropriate and affordable, and the options for 
ensuring advisers are sustainably remunerated.

Care at what cost?
Clearly, life cover can make an enormous difference to those who 
face an uncertain future through sickness, illness or death. But with 

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.
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Communities of Practice //
BY JAWAD AHMAD
AFA Practitioner, SA Chair

The underutilization of 
our advice community

Practitioner

Licensees: Similar to BDMs, they are talking to practices in their 
network every day, they may help you speak to other advisers who 
are in a similar situation to you. Furthermore, there may be support 
available for study strategy and materials. 

Online community: If you are not part of an online community 
(Facebook and LinkedIn groups), you are missing out on an 
encyclopedia of knowledge and contact with well wishers who 
want to see you succeed. It is also a format that allows you to 
engage with your peers at any time and place. 

Associations: Like the AFA, they provide a central point for the 
adviser community to meet and keep a finger on the legislative 
pulse. E.g. Associations are lobbying FASEA to provide a realistic 
time frame for the exam completion.

Local adviser network: By being part of the association’s local 
chapter in SA, personally I have acquired a network of advisers who 
I now call friends. We share our problems/issues and try to come 
up with collective solutions. This is a great resource for smaller 
advice practices to replicate the support network that large Adviser 
groups enjoy. I have my rants with friends and family, but 
sometimes you just need to talk to someone who speaks your 
language!

Mentors: Doesn’t matter which self-help book you pick up for your 
career they have a common theme, a mentor and for good reason. 
Someone who has been through what you are going through, 
telling you it’s going to be okay if you focus on …. It may be what 
gives you the confidence needed to do the exam, start the study or 
stay in the industry. 

Not all the above suggestions will work for each one us, but 
collectively they will make a significant difference to our mindset to 
tackle what lies ahead. Our strength is us, so let’s use our 
community to help each other and let’s not walk alone.

We have had FOFA (July 2014), Trowbridge Report (March 2015), LIF 
(June 2015) and FASEA (June 2017) and lastly the Royal 
Commission (December 2017). I doubt any other profession has 
add to deal with this much “change” in a period of 5 years! 
However, the biggest challenge for all of us is the new education 
requirements. 

For each one of us the challenge is different, you may be an older 
adviser who must go to university after being in the industry for 
decades or you may be a new adviser who believed that you had 
finished your study requirements and now could focus on building 
your business. 

I have to say that the industry is reacting quickly to provide tools 
and resources for anyone willing to take up the challenge. On an 
individual level you can consult with any of the education providers 
and find out what you will be required to study, their suggestion on 
how to tackle the exams and finally we are starting to see sample 
questions for the exam appear. 

We do have to appreciate the fact that there is immense pressure 
on advisers to do so much in so little time. So it is understandable if 
some want to throw in the towel or are mentally exhausted. If you 
are in the latter, please reach out to family/friends or a professional, 
because nothing is worth going through mental health 
deterioration. Regardless of what happens in our industry we 
should never feel or struggle with the challenges alone. 

On the upside there is an untapped network available that some of 
us are not utilizing. Our Adviser family and related businesses could 
make the journey a little easier over the next few years. Below are 
some ways that we can take advantage of the of resources and 
personnel available to all of us. 

Business Development Managers: There are some amazing 
people in these roles who provide much more than product 
knowledge. A great source to ask any question that you might have, 
as they are visiting other businesses similar to yours throughout the 
year and can share insight. 

Change is constant, and it is not necessarily known when and where it will occur. I remember 
distinctively, in 2014 in articles and many of the presentations that change was going to be led 
by technology (specifically Robo advice) and our need as advisers to demonstrate our value to 
clients more clearly. Don’t get me wrong these changes have occurred, however the curve 
ball/s has come from other directions, thick and fast. As an adviser it has felt like a long hike 
up a mountain! 
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Winners of the Governance Risk & Compliance Institute Team of the Year 2018
Call our award winning  dealer group for a confidential discussion on 1800 060 741.
www.eldersfp.com.au   |   advisor.services@elders.com.au

Financial Planning

COMPLETING 
DUE DILIGENCE 
FOR YOUR NEXT 
DEALER GROUP?

Elders Financial Planning ABN 48 007 997 186  AFSL 224645

 

 
I’m worried about uncertain  

markets so should I  
change my investments?

“
”

Volatile markets create so many questions. 
Talk to us about MLC Inflation Plus.

The information on this page is provided by MLC Investments Limited (ABN 30 002 641 661, AFSL 230705) (MLCI) a member of the group of companies of 
National Australia Bank Limited (ABN 12 004 044 937, AFSL 230686) (NAB Group). An investment with MLCI does not represent a deposit or liability of, and 
is not guaranteed by, the NAB Group. You should obtain a Product Disclosure Statement (PDS) relating to the MLC Inflation Plus portfolios (ARSN 165 016 
035; 165 016 151; and 117 295 315) and consider it before making any decision about whether to acquire or continue to hold those products. A copy of the PDS 
is available upon request through MLC Platforms and the MLC Investment Trust by phoning 133 652 or on our website at mlc.com.au/inflationplus. Past 
performance is not a reliable indicator of future performance. The value of an investment may rise or fall with the changes in the market. A150461-0619

Your clients’ hard questions should become a little easier to answer. Our flexible multi-asset approach 
can help manage the impact of volatility on their portfolios.

To find out more, speak to your local MLC Business Development Manager or visit  
mlc.com.au/inflationplus today.



Advice Strategy
BY GRANT MIZENS 
Assistant Portfolio Manager, MLC

How do you plan for an 
uncertain future?

We aim to capture enough broad scenarios to assess a 
long list of impacts on GDP, inflation, monetary policy 
and innovation. We also analyse a more tailored set of 
scenarios that are more specific to the time and issues 
at hand. They’re updated as asset prices change, and 
together they function as a comprehensive framework 
of the potential sources of future risk. This helps us 
work out the mix of assets our portfolios should be 
invested in.

No one really knows what will happen tomorrow, next 
week, next year or into the future. But by identifying 
the risks we could potentially face, we can at least 
prepare our investments so that our investors’ future 
lifestyle isn’t depending on the hope that the ‘share 
markets gods’ remain kind to us.

This has resulted in many investors expecting above-
average returns, in-line with higher-risk portfolios. 
While there’s certainly been volatility, so much 
optimism makes it easy to believe the good times will 
continue and forget that the future is uncertain. 

But is basing your investment decisions on ‘hope’, in 
which you hope markets will continue to deliver the 
returns you need, the right approach when you have 
so much at stake? Especially in those years closer to 
retirement when big market corrections can do 
substantial damage to your future lifestyle.

A risk-based approach makes 
more sense
There’s no point trying to predict the future, but you 
can increase your understanding of the risks of your 
investment decisions by considering as many distinct 
potential scenarios as possible. 

By taking a risk-based, rather than a hope-based, 
investment approach we have a clear understanding 
that the future is not predetermined. We can better 
understand the potential futures that could arise. 
All options and scenarios are on the table, not just 
what has occurred in the past. 

We also uncover how, in the past, we have labelled 
assets into growth and defensive’ buckets but these no 
longer reflect their risks. Bonds, which have 
traditionally been known as defensive assets, will not 
perform that role in certain scenarios.

The problem with the good times is that they make it easy to forget the hard 
times. The past decade, and indeed the past six months, have seen the 
major US share market indexes hit all-time highs despite the uncertainty 
surrounding trade disputes, potential rate hikes and a slowing global 
economy.

Important information

This article is provided by MLC Investments Limited (ABN 30 002 641 661, AFSL 230705) (“MLC”), a member of the group of companies comprised National Australia Bank Limited (ABN 12 004 044 937, AFSL 
230686), its related companies, associated entities and any officer, employee, agent, adviser or contractor (“NAB Group”). An investment with MLC does not represent a deposit or liability of, and is not 
guaranteed by, NAB or any other member of the NAB Group. 

The information in this article is general information only and is not financial product advice.  It is not intended to be an offer of any products or services or recommendation to invest in specific or class of 
products.  

Opinions constitute the judgement of MLC at the time of preparation and are subject to change. MLC believes that the information contained in this article is correct and that any estimates, opinions, 
conclusions or recommendations are reasonably held or made at the time of compilation. However, neither MLC nor any other member of the NAB Group, nor their employees or directors give any warranty 
as to their accuracy or reliability (which may change without notice) or other information contained in this article. 
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Inspire belonging
Simplify complexity
Communicate meaning
Build connections
Ignite curiosity
Cultivate trust
Design for change

As a Creative Consultancy that 
specialises in design for financial 
services, we share in your philosophy 
to create lasting change. 

Whether you want to retain or  
acquire clients, build brand 
awareness or engage employees, 
we make the complex simple.

It’s the big ideas, underpinned by  
a culture of creative rigour, that 
ensure real value and outcomes.  
We challenge you to look at things 
with a new perspective. That’s what 
we mean by design for change.

Join us for our Focus Session 
at this years AFA conference:  
Building Trusted Financial Services 
Brands and Platforms for Growth

Ascender Creative Consultancy
+61 2 9211 9192
ascender.com.au

Creative Agency  
of the Year 2019



Professionalism //
BY MARK LOW 
Founder & Managing Director, Ascender

Building trusted 
financial service brands

How does this relate to building trusted brands across 
culture, identity and communication, and how from a 
branding perspective do you integrate the attributes of 
reliability, competence and integrity? What does this 
look like and what are the challenges?

Reliability: How consistent is your brand? 

Competence: How considered is your brand strategy?

Honesty:  How clear is your communication?

For example:

Are your values and purpose consistently 
communicated and owned by your people?

Does your brand strategy consider your mission, vision 
and purpose, and is it articulated in your identity and 
design system so that what your audience and people 
see is relevant and true?

Does your brand talk openly, with clarity and with a 
consistent message that positions what you do in the 
best possible light?

Why does this matter and why 
should you care?
The first challenge is: Where do I start? 

You need to start at the very pointy end of strategy 
— knowing your purpose, cause or belief. Your purpose 
is underpinned by your values and this is the starting 
point that will help inform your brand strategy. The 
ideal scenario is when your business and brand 
strategy are aligned along with your marketing / 
communication plan. 

The next challenge is to bring a growth mindset to the 
table.

This means seeing this exercise from a brand building, 
brand equity point of view. Yes, it will involve effort and 
will challenge you from all angles, but it will help grow 
acquisition, retention, brand awareness and employee 
engagement. It signifies to your audience that you 
genuinely care about their need and ultimately — it 
will build trust!

Firstly, we see brand through three key business areas: 

Culture is typically defined by belief and purpose — a 
cause. The belief is underpinned by core values, and in 
best practice these values are demonstrated through 
behaviour and actions rather than superficial mantras 
or words. We call these behaviours ‘qualities of action’.

Design is your identity mark (logo) as well as the 
design system. Within the design system are brand 
elements like photography, typography, colour and 
content. Design principles like layout grid, scale, 
hierarchy and format are all important parts of the 
design system.

Communication is your brand’s presence in the 
market place, it’s all about key messages, and 
customer value proposition. How are you talking to 
your audience? How are you talking to your team? 
How are these messages distributed and how often is 
the end user touched? 

What is trustworthiness?
There are many attributes that can build 
trustworthiness in a human to human, business to 
business, or business to client relationship. The three 
we like and the ones we feel are realistic indicators, 
measurable and relevant to most business interactions 
are: 

1. Reliability
2. Competence
3. Honesty

You need to be strong in all three attributes to score a 
high level of trust. A single slip can cause doubt, and 
doubt erodes trust. For example, imagine a competent 
business delivers your order promptly, but you later 
find out that the product that you were led to believe 
was produced in house, was actually manufactured 
offshore, despite the business knowing that in-house 
production was a key factor in your using their 
services. Something like this might raise alarm bells in 
terms of the trustworthiness of the business, despite 
their competence in the areas of delivery and product 
quality.

Recently, we ran some sessions on building trusted financial service brands, 
and I thought I'd share a helicopter view of what the sessions looked like. 
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– celebrating 21 years –

june 2019 distribution rate

is your client 
looking for:

capital stability
enhanced yield
access made easy

* Previous month’s distribution rate for the month ending 30 June 2019 equivalent to 4.80%p.a. for Trilogy Enhanced Cash. Distribution rates are calculated daily, paid monthly in arrears and are net of management 
fees and costs and assume no reinvestments. Distributions for the Trusts are variable each month and depend on the performance of the underlying assets. Past performance is not a reliable indicator of future 
performance. This advertisement has been prepared by Trilogy Funds Management Limited (Trilogy) ABN 59 080 383 679 AFSL 261425 as responsible entity and issuer of Units for Trilogy Enhanced Cash (Trust) 
ARSN 614 682 469. Trilogy has issued a Product Disclosure Statement for the Trust dated 28 June 2019 which is available at www.trilogyfunds.com.au/cash or by contacting us. Applications will only be accepted 
on the current application form that accompanies the PDS. You should obtain a copy, understand the risks, and seek personal advice from a licensed Financial Adviser before investing. Investment in the Trust 
is subject to terms and conditions, and risks which are disclosed in the PDS. These risks include the risk of losing income or principal invested. The Trust is not a bank deposit and Trilogy does not guarantee its 
performance. Trilogy provides only general financial product advice on its own products and does not consider your objectives, financial situation, or needs in providing such advice.

4.80%pa*
invest in trilogy enhanced cash

consider a 
better return 
on their cash

find out more
1800 230 099
trilogyfunds.com.au/access

TRI8512_4 IFA Advertisment FP.indd   1 8/7/19   2:03 pm



*Past performance is not a reliable indicator of future performance. Trilogy Funds Management Limited (Trilogy) ABN 59 080 383 679 AFSL 261425 as responsible entity for the managed investment schemes 
mentioned in this article has issued a Product Disclosure Statement (PDS) for each of the managed investment schemes mentioned. The PDSs are available at www.trilogyfunds.com.au. These managed 
investment schemes are not bank deposits and Trilogy does not guarantee their performance. Financial adviser use only.

Advice Strategy //
BY NICOLE OTT
National Adviser Service Manager, Trilogy

Don’t let low interest rates 
hold back your client’s 
potential returns

Five years ago term deposits were returning over 4% per annum, 
but today rates are closer to and around 2.5% per annum.

In such an environment, some investors may feel pressured to 
move greater proportions of their cash holdings into alternative 
investment options such as shares.

However, savvy advisers and investors know the importance of a 
balanced portfolio and therefore know that it is wise to keep a 
portion of their portfolio’s liquid.

How can your client’s get a better return, despite the current low 
cash rate?

At Trilogy, we’re proud to offer a cash-style investment for those 
seeking a better return on their cash while maintaining access to 
their money, despite the current low rate environment.

When you invest in Trilogy Enhanced Cash, approximately 70% of 

The low cash rate has been punishing investors with high levels of cash in their investment 
portfolios in recent years...

your funds are invested to cash, term deposits, direct and indirect 
investments in other short term debt instruments. The remainder is 
invested in the Trilogy Monthly Income Trust.

While this means exposing your investment to a higher risk profile 
than an investment in a pure cash product, this combination offers 
diversification to a portfolio whilst aiming to boost your return.

Trilogy Enhanced Cash has consistently delivered monthly returns 
in a low-yield environment, recently paying investors 4.80% p.a. for 
the month of June 2019 and 4.13% p.a. since the launch of the fund 
in April 2017.*

Available on numerous platforms and with a 4 star superior rating 
from SQM Research, Trilogy Enhanced Cash can provide your 
clients with the enhanced yield, stability and access they are 
looking for as part of their balanced investment portfolio.
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connecting experience  
  with the future

For more information about  
the AFA Mentoring Program  
contact us at membership@afa.asn.au 

The value of having a mentor 

Assist you to achieve 
changes and goals to 
enhance your professional 
and personal life

Access to an 
impartial 
sounding board 

Create valuable space 
and time for you to 
‘stand-back’ and review 
where you are now, 
where you want to get to 
and how best to get there Share viewpoints, 

advice and 
information from 
your own 
knowledge, 
experience and 
expertise 



Technology raises questions 
beyond BID compliance
Advisers must be genuine in how they approach BID compliance but technology has a great role to 
play in assisting advisers with this compliance and unlocking value for advisers and their clients. 

For example, this value can include assisting clients with potential 
tax benefits and generating less buy/sell spreads, potentially 
offering them a lower cost investment option.

“So, technology is actually, maybe complicating things yet also 
creating opportunities in the area of lowering transaction costs with 
managed accounts, in the area of eliminating or changing the buy/
sell spread outcomes, in the area of tax parcel management,” said 
HUB24 Managing Director Andrew Alcock. 

HUB24 hosted a webinar where participants discussed BID, the 
best approach and its relationship with technology.

Hosted by CoreData Research’s Head of Market Insight Simon Hoyle 
on behalf of HUB24, participants included the Association of 
Financial Advisers General Manager of Policy and Professionalism 
Phil Anderson and The Fold Legal Senior Associate Simon Carrodus 
and HUB24 Managing Director Andrew Alcock. 

The panel also discussed whether it is possible to get BID wrong 
but to still deliver good advice?

According to Carrodus, it is possible as the safe harbour provisions 
provide advisers with a degree of certainty, but he said you need to 
be able to substantiate the advice. 

“Even if the advice was right, how do you explain it?”

He explained when ASIC conducts its desk reviews, it is looking for 
the satisfaction of safe harbour provisions such as the generation of 
a SOA and product research. If these are not available, an adviser 
will fail the test.  

There is no doubt that technology is moving fast and today there 
are newer products with better features at a lower cost. 

With the rise of newer products occurring all the time, there is 
greater pressure on advisers to know what is out there and to 
evaluate their value.

For technology providers, there is now pressure on them to 
evidence the value they are delivering so advisers and licensees can 
more easily evaluate them.

Business Growth //
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for more  
Australians 

Update your adviser profile now at 
afa.asn.au/your-best-interests 

Find an adviser
Great advice for more Australians
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Member Freecall: 1800 656 009 | info@afa.asn.au 
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Sharing leading thinking



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

Can your marketing survive 
without a strategy?

For now, let’s focus on ‘Digital Marketing’; so what is it?

Digital marketing is just marketing! It is creating awareness, 
leveraging your engagement message and building communication 
in an online environment using tools such as social media 
marketing, search marketing, and email marketing. 

We all know that today more than ever we live in an online world 
and for businesses to survive you need to connect where your 
clients and future clients are comfortable.

Attention is the currency of marketing!
Which is why if you want to be in the right place at the right time, 
you need to be online too. What digital marketing can do is amplify 
your voice, a voice to be heard; to allow you to be connected. 
Connectivity is a human right, we want to be connected so that we 
can build relationships and learn.

Whilst it may seem overwhelming and confusing the most frequent 
question on everyone’s mind is: “Where do I begin?”

Start with these key steps:
1. Set your goals clearly and review them regularly.
2. ROI can mean many things to different people, know what your 

ROI looks like. Most strategies will focus on growing your brand, 
engaging and creating conversation however as you advance 
your programs your ROI may take on a different complexion.

3. Know your audience beyond the standard demographics. Work 
with an external consultant to help you distinguish your client’s 
key behavioural attributes including their pain points and 
challenges and more.

4. Create your plan and don’t be afraid to encompass things you 
haven’t tried before. Take your audience on the pathway with 
you and they will learn and adapt as you do. 

5. Source and/or create your content and be accountable to deliver 
the content you need to keep your audience engaged. Do not 
fear that you need to become a champion at video or a brilliant 
podcaster overnight; these things happen with time.

6. Go live and be consistent in whatever activity you choose to 
implement. Whether it’s investing heavily in social media or an 
email campaign strategy – do it and do it consistently. 

7. Be present, a digital marketing strategy cannot be a set and 
forget approach. Your audience will sense that you are not 
invested and simply walk away. Your audience wants to know 
that they can trust you and that you will be there when they 
expect you too. 

Many of the financial advisers that have embraced digital marketing 
in their businesses have done so on the basis that they work to 
their strengths and outsource the areas that they need help with.  
This is not a sprint and it doesn’t necessarily have to be a 
marathon; particularly if you are clear on what your expectations 
and intentions are from the beginning.

Finally, if you are going to invest, aside from the strategy itself, your 
next most critical piece to the puzzle will be your content. Content 
is king!!!

You need to be giving your audience something to digest. This can 
be a quick call to action with an image and a headline or a more 
robust blog post if you are trying to create a deeper engagement. 
Know the appetite of your audience and your ability to produce the 
content they are interested in.

You have options so get started and create your (digital) marketing 
strategy! Without a strategy you will simply set yourself on a journey 
that has no destination!

The fast and furious answer is NO!

As with financial advice, marketing (especially digital marketing) conducted without an 
underlying strategy means you are expelling energy and commitment for no real gain. With no 
real understanding of why, what and how you are doing what you are doing, how do you know 
you’ve actually achieved an end result.
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Business Growth //
BY DENNIS BASHFORD
Executive Chairman, Futuro Financial Services

The move from a practice 
to a business

In reality the future advisory business is already here and is thriving.  
The Australian has recently published its list of the top 50 financial 
advisers.  Many of these people were part of a larger businesses 
employing teams of people to support the fee earners. What is also 
evident is that the vast majority operate under Independent AFSL’s 
and have done so for some time.  

Clearly, these advisers listen to their clients who are seeking advice 
from people unconstrained by approved product lists and whose 
interests are aligned to the client not the manufacturer.

Importantly, these advisers focus on their clients’ personal needs.  
They leverage their partnership with their AFSL to give advice that, is 
not only scalable, but consistent across the client base.  Such 
partnerships afford advisers with a greater ability to build their 
business faster and at reduced costs.  

Technology will play a significant part in this but, importantly, 
advisers will also need to embrace more of the services their AFSL’s 
offer like, managed accounts and model portfolios to deliver advice 
outcomes in a way that is scalable, consistent and profitable.  

This backed up by Paul Kelly, the head of Futuro Financial Service, an 
AFSL with over 90 advisers, who said “this need was something we 
recognised some time ago when we began investing significant 
dollars and resources into these areas. The success of this approach 
has been such that Futuro will now not take on a practice unless a 
comprehensive business analysis is undertaken to determine what 
the firm looks like now and what it is needed to develop into the 
advice business of the future. Commitments are then made by 
parties to formally implement the recommendations.” 

The sustainability of the current business model used by many advisory firms is being questioned.
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Welcome Pulse! Our newest AFA 
Community of Practice for paraplanners.

Meet the Pulse team and find out more at 
afa.asn.au/afa-pulse



Communities of Practice //
BY HAYLEY KNIGHT
National Chair, Pulse

Connect | Support | Grow – 
introducing our new Paraplanner 
Community of Practice

Behind every great Adviser is a Paraplanner checking all of the details. You will find us behind 
our desks translating file notes, on the phone rolling our eyes after the 4th attempt at clearing 
an authority and at events sending out secret homing signals to fellow SOA writers. But there 
is one thing we’ve not yet mastered; it’s finding our own place in this industry, until now.

I would like to introduce you to the AFA Paraplanner Pulse. 
A Community of Practice for the AFA specifically tailored to 
Paraplanners and support staff and it’s through Pulse, that we will 
finally unite and find our voice.

The Paraplanner Pulse is focused on connecting, uniting and 
training our community and I’m so excited to introduce you to our 
State Chairs.

Lia Barnard –QLD: Lia has been in the industry for nearly 10 years 
with experience as an in house Paraplanner, Financial Analyst and 
is now the Principal of Specky Paraplanners. She’s an all-round 
great leader whose enthusiasm for improvement of the 
Paraplanning community is obvious.

Arijeet Chakrabarty –SA: Arijeet is on the ground and currently an 
in house Paraplanner. He’s been in the industry for nearly 7 years 
and in true Paraplanner style, has a real eye for detail. Arijeet will be 
a strong source of feedback for the leadership team, making sure 
we remain true to those we represent.

Kerrin Glover –ACT: Kerrin brings a wealth of knowledge to the 
leadership team with 20+ years industry experience including 
management, Associate Adviser, Paraplanning and Xplan Trainer. 
Kerrin is also my right-hand woman at CPS and is incredibly 
diligent and empathetic making her the obvious choice for the ACT.

Alex Gassner –NSW: Alex is the Managing Director of ComplyX, an 
offshore outsourcing company. He has a real eye for innovation and 
can see a massive opportunity in building the Paraplanning 
community. Alex’s enthusiasm and guidance will be key to uniting 
and motivating our NSW chapter.

Kate Fellows –VIC: Kate brings valuable knowledge to our 
leadership team through her experience as a Financial Planner, 
BDM and owner of Parapartners. Kate is an excellent communicator 
and educator making her the obvious match for the State Chair 
position.

Samantha Henry –WA: To round off our State Chair team, 
Samantha is another in house Paraplanner. Her energy and 
optimism for this role radiates in her voice as we discuss what an 
opportunity this is and she’s excited to be a part of the team.

I am honoured to be the National Chair. With a background in 
Paraplanning (in house and contract) and ownership of Contract 
Paraplanning Services, I’ve had the privilege of seeing and 
experiencing Paraplanning from many angles. One thing that has 
become obvious to me is that you need to have a tough skin. Your 
work is always critiqued and a simple error, can result in an 
embarrassed Adviser at presentation. 

You need to apply your technical knowledge to formulate the best 
strategy but also be prepared to tweak it based on the client and 
finally find a way to word it to explain it clearly but also ensure the 
SOA is compliant and delivered on time. 

We’re qualified and trained for the role and the most effective 
Advisers are the ones who have a cohesive relationship with their 
Paraplanners, freely bounce around strategy ideas and are working 
toward the common goal of advice in the client’s best interest.

This is our time to step up. Now more than ever we need to unite as 
one to show our support for Advisers in somewhat challenging 
times to make sure Aussies are getting the advice they so 
desperately need.  Who’s with us? 
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AFA National Roadshow 
29 May to 6 Jun 2019 
We thank everyone who joined us at the AFA National Roadshow 2019. A special thanks to our 
Roadshow sponsors TAL, Zurich and Morningstar.

We also thank our inspiring speakers:

Hugh Robertson 
2018 AFA Adviser of the 

Year Winner

Roadshow team and Niall McConville

Roadshow sponsor, Zurich Roadshow sponsor, TAL Inspire Masterclass - Phil Kewin, 
Jennifer Whelan, Donna Lee Powell

Glen James, Canberra

Cara Graham & Troy MacMillan, AdelaideAFA 2018 Award Winners -Troy MacMillan, 
Cara Graham, Donna Lee Powell, Hugh Robertson

AFA Mission & Vision

AFA Foundation, Olivia Sarah-Le Lacheur AFA Foundation & Orange Sky

Troy MacMillan & 
Cara Graham, 

2018 AFA Practice of the 
Year Winner 

Donna Lee Powell, 
2018 AFA Female 

Excellence in Advice 
Award Winner 

Jody Fitzgerald, 
Head of Institutional 

Portfolio Management, 
Morningstar 

Dr Jennifer Whelan, 
Director Psynapse 

Psychometrics 
(Inspire Masterclass) 

Philip Kewin, 
Chief Executive Officer, 

AFA

Phil Anderson, 
General Manager Policy 
& Professionalism, AFA 
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All the speakers were brilliant in the own way 
and happy to share their success in business. 

Loved that it was all relevant. Not just 
AFA fluff telling us how good you were.

Each speaker in the presentations was unique, 
and had a message that resonated. I thoroughly 
enjoyed the entire morning. I think it was 
actually the MOST worthwhile roadshow that 
I've been to for years.

All the speakers were fabulous.  I would go as 
far as to say it was the best set of presentations 
I have ever been to.

I think you've nailed it. Good speakers, 
each presentation was just the right length, 
the morning was well placed in terms of 
timing and length. I think it was ideal.

Brisbane Roadshow

Jody Fitzgerald, Hobart

AFA Foundation, Perth Donna Lee Powell, PerthInspire Masterclass, Perth

Hugh Robertson, Sydney Jody Fitzgerald, Sydney

Synchron, Hobart Hugh Robertson, Hobart

Brisbane Roadshow Sunsuper donuts in Brisbane

Melbourne roadshow Trish and our 
youngest attendee ever!
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A proud history of 
Responsible Growth with 
Great Advisers

Infocus Securities Australia Pty Ltd ABN 47 097 797 049 
AFSL and Australian Credit Licence No. 236523

• 78 adviser support staff - scale to  
support you, with people who care 

• Exclusive access to our purpose-built 
CRM (at no additional cost) 

• Online fact find with digital signatures  

• 25 year history of advisers supporting 
advisers 

infocus.com.au/infocus-our-spirit                           join@infocus.com.au

Advice under the bonnet
A three-part video series that demystifies the  
financial advice process. 

1. Getting to know your adviser
2. Preparing and presenting a financial plan
3.  Implementing a financial plan and the benefits  

of ongoing advice

Download the videos for free at futureofadvice.com.au

Made for advisers with clients in mind.
Protect what matters. Your advice matters. 

Have you considered providing Pro Bono advice?

The Pro Bono Financial Advice Network is an industry wide collaboration that 
connects financial advisers willing to provide pro bono advice to Australians  
in times of financial hardship, specifically personal health crisis. 

Give back to the community and help Australians in times of financial and personal need. 

For more information visit:  
afa.asn.au/pro-bono-financial-advice-network 



Communities of Practice
AFA Communities of Practice 
are groups of like-minded 
professionals who share a 
passion for financial advice. The 
AFA Communities of Practice 
offer high value shared learning 
opportunities. We believe that 
peer to peer learning offers a 
complementary and valuable 
alternative to traditional 
compliance-oriented professional 
development. Communities 
of Practice focus on sharing 
knowledge, skills, experience 
and expertise that far exceed the 
formal learning requirements of 
a financial adviser. We believe 
that everyone who works in 
financial advice benefits from 
being actively involved in their 
professional community. 

AFA membership brings opportunities 
for professional growth and 
development and provides comfort to 
clients knowing that as an AFA member, 
you are guided by the best practice 
principles of Australia’s oldest  
and most active association of  
financial professionals. 

AFA Care
Accessible 24/7, confidential 
and free of charge, AFA Care 
provides members, their staff 
and families with a professional 
personal counselling service 
that promotes psychological 
wellness and offers tailored 
strategies, personalised support 
and a comprehensive library of 
resources. AFA Care is provided 
through Benestar, a leading 
health services provider who 
promotes a holistic approach to 
support and coaching. 

Professionalism
Joining the AFA means joining 
a vibrant and forward-looking 
professional community. 
Membership brings opportunities 
for professional growth and 
development and gives comfort 
to clients knowing that as an 
AFA member, you are guided by 
the best practice principles of 
Australia’s oldest and most active 
association of practising financial 
advisers. We passionately 
believe in the value of financial 
advice to transform people’s lives 
and have been the authentic 
voice on the value of advice since 
our beginning in 1946.

Why be an  
AFA member

leaders forum
Sharing leading thinking
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PD Program
In the new FASEA world, CPD 
is critical.  Our adviser members 
can earn CPD hours through 
our professional development 
program which includes national 
roadshow events, Conference,  
AFA Financial Adviser Magazine, 
select webinars and our 
Communities of Practice  
Peer Pods.

Your Best Interests
A consumer initiative by the 
AFA, Your Best Interests (YBI) 
promotes financial advice and 
the difference it makes to the 
lives of everyday Australians. 
YBI’s comprehensive website 
offers informative articles 
written by expert AFA adviser 
contributors, a Find an Adviser 
tool and a monthly YBI 
e-magazine. AFA members are
encouraged to share the YBI
resources with their community
to help inform and educate on
the value of financial advice.

AFA Foundation
The AFA Foundation encourages 
giving back to local communities 
through working with our charity 
partners to make a meaningful 
difference to people in need. 
Supporting charity partners since 
2007, AFA Foundation has raised 
over $1.95million dollars for 
charities in need.

Mentoring Program
One of the many advantages 
of becoming an AFA member 
is access to the wide network 
of AFA professionals. The AFA 
Mentoring Program provides 
aspirants, who are generally  
new advisers, with the 
opportunity to connect with an 
experienced AFA adviser as their 
professional mentor.

AFA Awards
The AFA Awards Program 
champions excellence in advice 
and comprises a suite of five 
awards: AFA Adviser of the Year 
and AFA Practice of the Year 
supported by Zurich, AFA Female 
Excellence in Advice supported 
by TAL, AFA Rising Star 
supported by OnePath and AFA 
Excellence in Education Award 
supported by TAL. The Awards 
enable the profession to learn 
and share from the best of the 
best, as we continue to deliver 
great advice for more Australians.

Education
Obtaining a FASEA approved 
qualification is a key driver 
for all financial advisers. Our 
professional designation 
provides credits for those 
seeking to do a Masters of 
Financial Planning with a number 
of Higher Education providers. 
Campus AFA’s professional 
development philosophy is 
adviser focused. We believe in 
continuous professional learning 
and development to support 
the growth of a knowledgeable, 
profitable and sustainable 
financial advice profession.

afa.asn.au

great advice for more australians
Member Freecall: 1800 656 009 | info@afa.asn.au



AFA Head Office

Philip Kewin
Chief Executive Officer
philip.kewin@afa.asn.au
02 8036 8174

Phil Anderson
General Manager, Policy 
& Professionalism
phil.anderson@afa.asn.au
02 9267 4003

Robert Coulter 
General Manager, Partnerships
robert.coulter@afa.asn.au 
02 8036 8163

Natalie Kleibert
General Manager, Marketing
natalie.kleibert@afa.asn.au
02 8036 8173

Peter Windle
General Manager, Finance
peter.windle@afa.asn.au
02 8036 8166

Conor Wymer
Member Services Manager
conor.wymer@afa.asn.au
02 9267 4003

Lucais Yeung
Member Services Officer
lucais.yeung@afa.asn.au 
02 9267 4003

Lydia Buckingham
Executive Assistant to CEO
lydia.buckingham@afa.asn.au
02 9267 4003

Angela Karas
Manager - Education, Policy 
and Professionalism
angela.karas@afa.asn.au
02 9267 4003

Cherie Martin
Marketing and Engagement 
Coordinator
cherie.martin@afa.asn.au
02 8036 8165

Martina Garcia
Visual Designer
martina.garcia@afa.asn.au
02 8036 8176

Emma Cutts
Finance Associate
finance@afa.asn.au
02 8036 8166

The AFA Acknowledges the tireless work of all those who work on committees to 
support our essential activities. 

The Association of Financial Advisers
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unshakeable.
undivided.
united.

uncover

Uncover new ways to ensure we continue to 
provide valuable advice to more Australians,  
as the financial landscape continues to evolve. 

unwind

Over three days you’ll build supportive 
networks, and the leadership and wellbeing 
skills you’ll need to thrive. 

understand

Thought-provoking sessions and shared ideas 
give you practical, actionable insights that will 
make a difference in your business.

unlock your future. Register now at afaconference.com.au

AFA CONFERENCE 19 ADELAIDE    Wed 28 – Fri 30 August

Where others see challenges, we see opportunities. United, we can make  
a difference. This year’s AFA conference is your chance to join your peers 
and industry leaders in Adelaide, and be part of an event like no other.


