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Help your clients access
the wealth from their home,

when they need it most.

For over 10 years, Homesafe Wealth Release® 
has assisted thousands of senior homeowners 
with a trusted alternative to ‘downsizing’ or 
going into debt. Homesafe Wealth Release is 
not a reverse mortgage and protects your 
clients by preserving the remainder of their 
home equity, not sold to Homesafe, into the 

future. Talk to our team today to find out how 
debt-free equity release can enable your clients 
to access the wealth tied up in their homes.

Visit www.homesafe.com.au or call us on 
1300 306 059 for your
Homesafe Guide for Financial Advisors.

Homesafe Solutions Pty Ltd (ACN 106 784 918) is a joint venture of Bendigo & Adelaide Bank and Athy Pty Ltd. Terms, conditions & eligibility criteria apply. Available in most metropolitan postcodes in greater Melbourne and Sydney.

CELEBRATING 10 YEARS
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The last edition of our magazine 

caused quite a stir. An interview 

with futurist Chris Riddell 

gave you a glimpse into his 

thoughts about the future of our 

profession – and how digital 

disruption is nothing to fear, but 

something to embrace.

Embracing change
Like all change, it does bring 

a certain unknown. But that 

unknown can often inspire us 

to step up our game and leave 

behind the comfort zone we fi nd 

so familiar. Change is not just 

upon our profession, it is upon the 

way all Australians live their lives.

In this issue, we profi le 

Congress workshop speaker, 

Mark McCrindle. 

Mark is a social researcher and 

trends expert, who is extremely 

close to the changes slowly 

taking place around us. 

His session will delve into the six 

areas of mega change, and how 

fi nancial planners can use change 

to better understand clients, and 

use this knowledge to power 

deep, long-lasting relationships 

and ultimately, a thriving business. 

In this issue, you’ll also fi nd 

a snapshot of this year’s 

Congress workshop streams. 

Under the categories Expand, 

Grow, Engage and Inspire, 

you will be spoilt for choice in 

Brisbane. 

The workshops have been 

carefully designed to help 

you enhance the operational 

aspects of your practice, better 

engage with clients, strengthen 

your technical capability, and 

improve your own mental and 

emotional fi tness. This kind of 

armour is priceless.

Sharing stories
Also in this issue, last year’s WA 

state winner of the FPA Financial 

Planner AFP® of the Year Award 

talks about uncovering untapped 

opportunities for clients. 

In his practitioner case study, 

Simon Podesta helps a 

couple improve the quality of 

their retirement lifestyle, by 

restructuring their fi nances and 

turning around their prospects. 

Financial planners do this great 

work for clients every single day.

If you have a great client story 

to share, there are still a few 

days left to enter this year’s FPA 

Awards. Entries close at 5pm on 

Friday 11 September. You can 

fi nd out more at 

www.fpa.asn.au/awards

Enjoy this edition.

Mark Rantall CFP®

Chief Executive Offi cer

A new era is upon us
I’m excited about what we have in store at this year’s FPA 

Professionals Congress. Be prepared for a new perspective 

on everything you know. 
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CEO Message

Change is not just 

upon our 

profession, it is 

upon the way all 

Australians live 

their lives.



Challenger’s award-winning lifetime and term annuities are now available via

Colonial First State’s FirstChoice and FirstWrap platforms. This makes it easier to 

provide clients with more choice, and lets you manage their investments more 

effi ciently. For more information, speak to a Challenger BDM or visit

www.challenger.com.au/annuitiesviaplatform

Challenger Life Company Limited ABN 44 072 486 938, AFSL 234670 (Challenger Life) issues Challenger Guaranteed Annuity and Challenger Guaranteed Annuity (Liquid 
Lifetime). Investors should consider the relevant product disclosure statement available at www.challenger.com.au/cfswrap and www.challenger.com.au/cfsfi rstchoice and the 
appropriateness of the annuity (including any risks) to their circumstances before making an investment decision. The word ‘guaranteed’ means payments are guaranteed from 
the available assets of Challenger Life’s statutory fund. Challenger Life has appointed Colonial First State Investments Limited ABN 98 002 348 352 AFSL 232 468 (CFS) to perform 
platform administration services in relation to the annuity products accessible via the FirstChoice platform. CFS is providing platform administration services only and is not issuing, 
selling, guaranteeing, underwriting, providing custody services, or any other function in relation to the FirstChoice platform annuities. CFS is a subsidiary of the Commonwealth 
Bank of Australia ABN 48 123 123 124 (the Bank). The Bank and its subsidiaries do not guarantee or underwrite the FirstChoice platform annuities and investments in the 
FirstChoice annuity products are not liabilities of the Bank or its subsidiaries. CHL2442/FP

Looking after 

your clients’

retirement income

just got easier. Challenger annuities.
Now available via
Colonial First State 

platforms.

challenger.com.au/annuitiesviaplatform
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Traditional investment models pushing investors away
Retail investors are increasingly 

rejecting traditional investment 

models, instead turning to more 

dynamic and tailored products, 

including goals-based investing 

and lifestage funds. This was one 

of the key fi ndings to emerge 

from Lonsec’s Multi-Asset Sector 

Review 2015.

“The failure of existing models to 

meet investor expectations has 

already seen a signifi cant push 

to self-managed superannuation 

funds and do-it-yourself investing,” 

said Lonsec Research Senior 

Analyst, Deanne Baker. “Many 

investors have felt let down by 

static and unresponsive products 

on offer.”

Much of the dissatisfaction stems 

from competing performance 

measurements, according to the 

Lonsec review. 

“Retail investors often judge an 

investment’s performance against 

personal objectives, how they will 

meet living expenses, long-term 

aspirations, family needs or travel 

goals. Fund managers, however, 

measure in terms of ‘benchmark 

relative’ or ‘alpha’ or ‘peer relative’ 

performance. There needs to be 

a more tangible link between fund 

objectives and investor outcomes,” 

Baker said.

However, according to Baker, fund 

managers are beginning to respond 

by offering new products never 

seen before in the retail space. 

“We are starting to see solution-

based investments replacing the 

traditional off-the-shelf and one-

size-fi ts-all models,” Baker said. 

“Previously, these products were 

the exclusive domain of institutional 

investors but now they are being 

specifi cally packaged and tailored 

for individual investors, particularly 

in the multi-asset sector. Product 

design is no longer being driven 

by fund managers in an ‘if you 

build it they will come’ fashion. 

Instead, investor needs and goals 

are now at the heart of the product 

development process,” Baker said.

According to Lonsec’s latest 

review, multi-asset managers are 

leading the charge in goals-based 

investing, with multi-asset real 

return strategies having enormous 

success as infl ows surged from 

$327 million to $14.4 billion during 

the past two years to June 2014.

The review also found lifestage 

funds, also known as target date 

funds or lifecycle investments, are 

also showing a signifi cant increase 

in uptake. The asset allocation of 

lifestage funds automatically tilts to 

more conservative as the investor 

ages. 

“Popular in the United Kingdom 

and United States, these glide-path 

strategies are relatively new but 

becoming increasingly popular in 

the Australian market,” Baker said. 

Lifestage funds have recently 

been included as default options 

under MySuper legislation, which 

is expected to further boost new 

product development of these 

funds.

Year on year average FUM growth to June 2014

Year on Year Average FUM Growth to June 2014 

 
Source: Lonsec Research July 2015 
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Lifestage asset allocation by decade of birth

An increasing number of 

Australians are confi dent they 

will have enough to fund their 

retirement, with 32 per cent of 

Australians saying they can fund 

their retirement – a 13 per cent 

increase over the past year.

This was one of the key fi ndings 

to come from the MLC Quarterly 

Australian Wealth Sentiment 

Survey, with NSW residents (37 

per cent) the most confi dent that 

they will be fi nancially prepared for 

retirement.

In releasing the results, NAB 

General Manager – Client 

Management, Lara Bourguignon 

said that while the increase 

highlights the importance 

Australians are now placing on 

ensuring they were adequately 

prepared for their retirement, more 

than 50 per cent of Australians 

were still concerned they will 

not have enough to fund their 

retirement.

The survey also found that while 

Australian women have greater 

fi nancial anxiety around retirement 

income shortfall, they also give less 

consideration than men towards 

fi nancial planning.

“Our research found that 37 per 

cent of women are giving very low 

consideration to potential future 

fi nancial setbacks,” Bourguignon 

said. “This indicates that while 

there are anxieties around 

retirement planning, women in 

particular are still unsure on how to 

effectively plan for the future.”

Additional fi ndings include:

•  53 per cent of women are 

holding debt compared with 

45 per cent of men. However, 

women are more committed to 

paying down debt in the next 

three months (35 per cent) 

compared to men (25 per cent);

•  31 per cent expect to retire 

between the ages of 65-69, with 

6 per cent believing they will 

retire when over the age of 75;

In terms of having enough to retire 

on, NSW leads (37 per cent), 

followed by Victoria (32 per cent), 

Queensland (30 per cent), WA (25 

per cent), Tasmania (21 per cent) 

and SA (19 per cent);

The MLC Quarterly Australian 

Wealth Sentiment Survey 

interviews more than 2,000 people 

each quarter.

Retirement funding confi dence builds



The FPA has teamed up with Zurich Financial 

Services to launch the Life Insurance Literacy 

Gap report, which includes the FPA/Zurich 

Insurance Literacy Index – a world fi rst that 

quantifi es the life insurance literacy gap.

The Insurance Literacy Index measures the 

level of knowledge by Australians to insurance 

products, which will identify the issue of mis-

insurance and help formulate a co-ordinated 

response to it.

“The FPA/Zurich Insurance Literacy Index shows 

there is a direct link between getting advice from 

a professional and improved insurance literacy,” 

said Zurich General Manager – Retail and Life 

Investments, Philip Kewin.

“The index shows the average insurance literacy 

score across those without a fi nancial adviser 

is 4.5 out of 10, but when we look at just those 

who are advised, the literacy levels jump by 50 

per cent to a score of 6.7, which is approaching 

‘excellent’.”

According to Kewin, the results of the report 

show that when consumers use a fi nancial 

planner, they are less likely to mistake services 

such as the National Disability Insurance 

Scheme, Centrelink entitlements and even health 

insurance to be life insurance substitutes. 

The fi ndings of the report also show that of 

those Australians who have life insurance, 

those who are advised are considerably more 

likely than the unadvised to understand their 

coverage, with 82.9 per cent more likely to know 

their approximate sum insured.   

The report also shows that while the majority 

of Australians hold some form of life insurance 

(59.9 per cent), most of them sign up to these 

policies through their super fund (62.7 per cent), 

with more than one in fi ve (21.1 per cent) staying 

with their super fund’s default insurance cover.

“The real opportunity here is for advisers,” 

Kewin said. “Our report proves that advisers are 

effectively educating customers about different 

types of insurance, including superannuation 

based life cover. By teaching clients about what 

insurance products are right for them at different 

life stages, they are continuing to prove their 

value but more importantly, will turn more clients 

into advocates.”  

FPA chief executive offi cer, Mark Rantall said 

the report’s fi ndings were valuable in tackling 

the misunderstanding of the different types of 

insurance and fi nancial protection available to 

consumers. He believed improved fi nancial 

literacy was the key to better informed and 

protected consumers, while reinforcing the value 

of fi nancial advice.

Rantall added that life insurance, specifi cally 

the issue of mis-insurance, was a major 

concern for the FPA. He restated the FPA’s 

commitment of supporting FPA practitioner 

members in their education of clients around 

the benefi ts of insurance and the suitable 

selection of products, in order to safeguard 

their fi nancial wellbeing. 

“A professional fi nancial planner empowers 

their clients with knowledge and equips them to 

confi dently make decisions about their future. 

This part of the advice process is commonly 

underestimated,” Rantall said.

“The FPA/Zurich Life Insurance Literacy Gap 

report is a tangible and signifi cant reinforcement 

of the value of fi nancial advice and fi nancial 

planners, and we hope it will have a positive 

impact on the number of people prepared to 

proactively seek fi nancial advice.”

Joint venture tackles insurance literacy
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Your passport 
to a world of 
investments

From fixed income to equities and all points in 
between, at Vanguard we give you access to a 
world of investments. So for an extensive range 
of managed funds and ETFs—domestic and 
international—take a trip with us.

Connect with VanguardTM

> vanguard.com.au  
> 1300 655 205

Investors may also incur brokerage and a bid ask spread when acquiring ETFs on the 
ASX. © 2015 Vanguard Investments Australia Ltd (ABN 72 072 881 086 / AFSL 227263) 
(“Vanguard”) is the product issuer. All rights reserved. We have not taken individual 
circumstances into account when preparing this publication so it may not be appli-
cable to your circumstances. You should consider your circumstances and the relevant 
PDS and/or Prospectus before making any investment decision. You can access the 
relevant PDS and/or Prospectus at www.vanguard.com.au or by calling 1300 655 205. 
Vanguard ETFs will only be issued to Authorised Participants, that is persons who have 
entered into an authorised participant agreement with Vanguard. Retail investors can 
transact in Vanguard ETFs through a stockbroker or financial adviser on the secondary 
market. Past performance is not an indication of future performance. Our products are 
designed to closely track market returns before fees, expenses and taxes; investments 
are not guaranteed and may rise or fall in value. This advertisement was prepared in 
good faith and we accept no liability for any errors or omissions.
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The Northern Territory Future2 

Foundation Golf Day was held 

on 14 August.

The Committee organised new 

and entertaining Future2 charity 

competitions, which were 

held throughout the day and 

raised $3,500 for the Future2 

Foundation.

The Northern Territory Chapter 

is grateful for the support of 

its major sponsor, Ward Keller, 

and all other event partner 

supporters.

The winners on the day were: 

•  Net Score winners: Brendan 

Atkins, Tony Coleman, 

Joel Wecker and Jonathan 

Bowden.

•  Gross Score winners: Teresa 

Hall, Leon Loganathan, Alex 

Brown and Susie Erratt.

•  Nearest to the pin: Dylan Bell.

•  Longest drive: Jonathan 

Bowden.

Award recognises Top 
Emerging Financial Planner
The FPA was proud to award 

the Griffi th University, FPA Prize 

for the Top Emerging Financial 

Planner to Natalie Cross – at 

the Griffi th University Awards 

Presentation Ceremony.

Brisbane Chapter committee 

member, Garnett Hollier AFP®, 

attended the presentation and 

presented the award to the 

winner. 

Congratulations to Natalie Cross.
Garnett Hollier congratulates 

Natalie Cross on her award.

Golfers swing in for charity

Upcoming Chapter events
2 September

Sydney: Future2 Foundation Golf Day

7 September

Geelong: Member Lunch – ‘Can real assets fi ll your income gap?’

15 September

Brisbane: Member Lunch – ‘Adapt or die: The impending digital 

tsunami’

16 September

Sydney: Women in Financial Planning Lunch – ‘Leader of the future’

Bendigo: Member Lunch – ‘Understanding Baby Boomers’

18 September

South East Melbourne: Member Lunch – ‘Using digital channels to 

make updates with Centrelink’

28 September

Melbourne: AFL Grand Final Lunch

For a list of upcoming FPA events in your local Chapter, go to 

www.fpa.asn.au/events/ 

Thank you to our 
Chapter supporters

AIA Australia

AET – Australian Executor 

Trustees

ANZ Wealth

Bennelong Funds Management

BlackRock

BOQ Specialist Bank

BT Investment Management

Captovate – Digital Media

CommInsure

Challenger

Dreamedia

Franklin Templeton

Hays

Hill Capital

IOOF

Leveraged Equities

Magellan Asset Management

MLC

Paper Magic

Perpetual

Stirling Andersen

TAL

Ward Keller

Watkins Coffey Martin

Winston Capital Partners

The West

Vanguard

Vision Money

The FPA congratulates the following members 
who has been admitted as CERTIFIED 
FINANCIAL PLANNER® practitioners.

NSW

Victoria Silva CFP®

AMP Financial Planning

Harry Mantzouratos CFP®

PGD Financial Services

Dante De Gori CFP®

Financial Planning Association

Pascal Julliard CFP®

Julliard Financial Services

Kimberley Yang CFP®

Wealth Defi nition

Nai Qian Zhang CFP®

Westpac Banking Corporation

Shayne Sommer CFP®

Shadforth Financial Group

Kym Bailey CFP®

Omniwealth

VIC

Craig Moston CFP®

Eluvia

Duncan Logie CFP®

Kearney Financial Planning

Timothy Campbell CFP®

Realise Wealth

Sergio Bonnici CFP®

SGI Consulting Group

Michelle Heffernan CFP®

Pitcher Partners Investment 

Services

Mina Greiss CFP®

ANZ Financial Planning

Angela Walters CFP®

Victoria Teachers Mutual Bank

Justin Allerton CFP®

Shadforth Financial Group

David Pasquelin CFP®

Morgan Stanley

QLD

Michael Thackray CFP®

Westpac Financial Planning

Andrew Cox CFP®

Cox Financial Services

SA

Brian Lynch CFP®

MBA Financial Strategists

Steven Genoff CFP®

Bartons
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TOGETHER
WORKING

Investing in retirement is becoming increasingly 

complex. The current low-interest rate environment, 

and continued volatility in some overseas markets, 

all add to the challenge of constructing a portfolio.

Having the confidence to know when to be bold, 

and when to be cautious, is why we have formed 

an alliance with Sanlam - to introduce three new 

and innovative managed risk funds. Sanlam’s risk 

management strategies could give your clients the 

confidence they are seeking in retirement.

Access an innovative managed risk strategy that 

could help maximise the benefits of long-term 

investing; minimise exposure to major market 

declines and maximise rising market opportunities.

Be ready for next with Colonial First State 
and the Sanlam Managed Risk Funds.

Get the full story from the specialists 
 colonialfirststate.com.au/specialist

BE READY

BE BOLD 
BE CAUTIOUS



The remuneration model for 

personal insurance advice in 

Australia was in need of reform 

and unfortunately, without 

Government encouragement, 

this was unlikely to occur of 

its own accord. In this debate 

there are a number of vested 

interests on both sides and this 

has unfortunately clouded the 

issues for the general public. 

I agree with the majority of the 

proposed reforms in that: 

1.  There is a need for 

commissions to remain. I 

don’t believe the majority 

of Australians will pay a 

fee-for-service for insurance 

advice other than as part of a 

comprehensive fi nancial plan. 

Many clients only want single 

strategy insurance advice and 

as advisers, we need to be able 

to receive an appropriate fee for 

this work.  

2.  The work involved initially is 

usually greater, so it follows that 

commissions need to be higher 

initially to refl ect this higher 

work load. There also needs 

to be an ongoing fee to refl ect 

the need for ongoing advice on 

these policies. 

3.  To discourage ‘churning’, the 

clawback provisions need 

to be increased. I agree that 

commissions be able to be 

reversed for up to the fi rst two 

years of a new policy.

4.  The industry needs to 

work together to develop 

and implement options for 

fi nancial planners to dial 

down commission from the 

product, and dial in a separately 

identifi ed adviser fee. This will 

be an evolving journey, as we 

move to become a widely 

recognised profession. 

5.  To ensure that the public has 

confi dence in what we do, we 

need to ban volume-based 

payments, rebates, profi t sharing 

and shelf space fees. Confl icts 

of interest are recognised and 

eliminated (where possible) in 

other respected professions, 

such as in the legal and 

accounting professions. 

6.  Having heavily restricted APLs is 

going to be diffi cult to change, 

given the inherent bias an 

underwriter or institution will have 

to in-house products. As an 

alternative, I would prefer to see 

advisers classifi ed as ‘aligned’ 

and ‘non-aligned’ based on 

their relationship with the 

underwriters. 

7.  Increasing the educational 

requirements will help lift the 

standard of advice in Australia. 

The higher the level of education 

required, the more respected 

an industry is. Insurance 

professionals are no different. 

8.  Advisers failing to adhere to 

industry standards should 

be more heavily penalised as 

a disincentive to others. Life 

insurance companies need 

to work together and share 

information on advisers churning 

insurance policies and also 

engaging in practises that are 

detrimental to the industry.  

Change in the industry is long 

overdue and these changes are 

a momentous step forward. Let’s 

keep the momentum going and be 

recognised for what we should be – 

an industry committed to improving 

the lives of all Australians.

It has been suggested that the 

average life insurance policy 

has a life expectancy of less 

than seven years, which is 

problematic for the industry, 

given that it is suggested that 

this is the break-even point for 

a policy written with upfront 

commission, which statistics 

suggest is how 85 per cent of 

new business is written.

The solutions to the problem 

would appear self-evident; reduce 

the cost of doing business and 

endeavour to increase the life 

expectancy of the average policy.

The fi rst point would be achieved 

by reducing the average rate of 

commission paid. In other words, 

eliminate upfront commission in 

favour of hybrid.

As any or all of the insurance 

companies could have done that 

voluntarily, it begs the question as 

to why it has had to be mandated 

by the Government.

Without dwelling on how and 

why the Government became 

involved in this debate, the 

alleged ‘problem’ that has been 

proposed is ‘churning’. Yet, most 

of us would be aware that, while 

churning is defi nitely a blight on 

the reputation of the profession, 

the practise is far less prevalent 

than we have been led to believe.

This leads to the question of how 

to extend the life of the average 

policy. 

Almost every life company in 

Australia makes it no easier to 

increase an existing policy than 

to apply for a new policy. At 

the same time, they pay more 

commission for the new policy 

than they do for the increase. Little 

wonder, then, that they have a 

retention problem!

We have already addressed the 

commission issue. But, if the 

existing insurer provided some 

incentive to an existing insured to 

stay with them, rather than apply 

elsewhere, retention rates would 

surely improve.

The FPA’s Life Insurance Blueprint 

is defi nitely making the best of a 

bad situation. But, the measures 

proposed by Assistant Treasurer 

Josh Frydenberg are akin to 

trying to reduce road fatalities by 

increasing the cost of petrol.

The winds of change
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Opinion

Q: How do you view the FPA’s aligned approach with other industry associations 

to develop a solution to address issues raised by ASIC into life insurance 

advice? Do you think the adoption of key elements of the FPA’s Life Insurance 

Blueprint is the right approach to a proposed reform package?

Continued on p12

Wayne Leggett CFP®

Principal, Paramount Wealth 
Management

Licensee: Fortnum Financial Advisers

Charles Badenach CFP®

Principal and Private Client Adviser, 
Main Street Financial Solutions

Licensee: Lonsdale Financial Group
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The FPA’s Life Insurance 

Blueprint applies a more 

balanced approach to the 

recommendations that came 

via the Trowbridge report, 

and has made more sensible 

steps to address the issues 

associated with the small 

minority of advisers that 

perpetuate insurance churning. 

From what I have seen over the 

years has been the self-migrating 

trend of business owners and 

planners to move away from 

their previous reliance on upfront 

commission models. 

Many practices are continuing to 

adopt hybrid commission, level 

commission and fee-for-service 

advice solutions for clients with 

respect to their risk needs. 

Furthermore, where clients 

are paying a fee for wider 

advice solutions, many 

planning practices are rebating 

commissions or reducing their 

upfront advice fees. 

My concerns with respect to the 

fee-for-service model solely for 

insurance solutions, is that the 

cost of constructing, researching, 

underwriting and implementing 

insurance for clients is not cheap, 

particularly when you apply the 

appropriate profi t margins of your 

business. 

Furthermore, the reduction in the 

insurance premium for clients 

electing to proceed under a fee-

for-service option, coupled with 

an appropriate upfront advice fee, 

can often exceed the level of the 

fi rst year’s annual premium under 

an upfront commission model.

I recognise that the term 

‘commission’ expels a pungent 

aroma into the nose of almost 

every regulator and professional 

body associated either directly or 

indirectly with our industry. 

However, I believe this has 

been driven by clever marketing 

campaigns and not because 

clients are so fundamentally 

opposed to paying for advice in 

this format. 

Commission can often be a 

much easier way for clients to 

pay for their advice solutions and 

provided clients are aware of what 

they are paying, and what the 

alternatives look like, I don’t see 

any reason why the regulators 

have such objection to this format 

of client engagement. 

Where a client is encountering 

cash fl ow or budget constraints, 

paying an upfront advice fee 

can place an increased burden 

on clients, which in turn may 

see them opting not to proceed 

beyond the fact-fi nding meeting. 

There are not too many fi nancial 

planning fi rms that will allow their 

clients to pay their upfront advice 

fee (in 12 monthly instalments), 

whereas an insurance provider 

offers clients this option, allowing 

the adviser to reclaim the 

reimbursement of their costs at 

the time of implementation.

Having recently acquired a 

fi nancial planning business within 

the last two years, I know fi rst-

hand how diffi cult it is to migrate 

a previously established pricing 

and advice methodology to a new 

or different pricing model. Time is 

most certainly required for these 

changes to be implemented in an 

appropriate manner. We may be 

selling the farm, but we cannot 

go burning the crop at the same 

time. 

Planners are going to need the 

time to ensure their businesses, 

families, staff and service 

standards can remain viable 

during this transition phase. The 

question is, would this have 

occurred naturally as we are 

bestowed the benefi t of time. 

This industry has been evolving 

and I think we were already 

heading in the right direction, 

under a self-regulated migration 

to higher professional standards, 

greater transparency, increased 

client value propositions and 

overall professionalism.

I completely agree with the 

FPA’s Life Insurance Blueprint 

that there needs to be a higher 

expectation on life offi ces to 

report the churning practises 

of advisers who are seemingly 

doing this. Those advisers need 

to have the hard questions asked 

of them, and where continued 

and systemic examples of this 

occur, they should be punished 

accordingly. 

Finally, the three year clawback 

provisions in my opinion are far 

too long for an adviser to be 

penalised with commission loss. 

The FPA recognises that the work 

to implement insurance requires 

four times more work than 

ongoing annual maintenance. The 

adviser has done all of the upfront 

work, they have received their 

return for effort and three years 

is too long for this income to be 

conditional. 

I believe the clawback provisions 

should be maintained as they 

are today, but from the date 

of implementation of these 

measures. 

ASIC should be provided with a 

list of all alleged churning advisers 

from the life offi ces. These 

planners should be provided with 

a warning letter and be subjected 

to ‘show cause’ requirements, 

and where further examples of 

the churning continue, they will be 

subjected to suspension or bans. 

This is how you regulate and 

protect the industry. I see the life 

offi ces having a greater obligation 

to protect their revenues, and 

stamp out the so-called systemic 

churning practises of our industry.

Reform of life insurance 

advice has been on the 

agenda of governments for 

the last four years. The ASIC 

report late last year brought 

the matter to a head and the 

present Government has had 

to deal with it. 

Want to have your say? Join the debate on the FPA Members’ LinkedIn Forum.

Daryl La’Brooy CFP®

Financial Adviser, 
Hillross Financial Services 

Licensee: Hillross Financial Services

Michael Davie CFP® 

LRS® AEPS®

Director/Practice Principal, Pekada

Licensee: Charter Financial Planning
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In the face of overwhelming 

calls for reform by the regulator, 

Government, media, consumer 

groups and the life insurers 

themselves, the FPA had to heed 

the winds of change. Either the 

FPA came up with acceptable 

options that catered for the calls 

for change or the Government 

was going to impose a solution 

on the profession. 

So, the FPA has done the 

right thing and tried to fi nd 

a balance between helping 

advisers transition to a new way 

of charging against calls for 

remuneration to move towards 

the model general insurance 

companies operate under.

There is still a bit of detail to work 

out before the new remuneration 

structure commences its phase-in 

from 1 January, 2016. However, 

assuming common sense is 

applied during discussions and 

negotiations, then a reasonable 

outcome can be expected for the 

advice profession. 

What is clear is that change is 

just around the corner. Advisers 

relying on a 100 per cent upfront 

remuneration model are going 

to be impacted. Those who are 

able to get by on hybrid and level 

commission will be less severely 

hurt from a revenue perspective.

A crucial element that is yet to 

be fi nalised is how the clawback 

arrangements will work for 

clients who don’t renew after 12 

months or before the new three 

year period ends. However, if, 

say, 10 per cent of clients don’t 

renew after 12 months due to 

loss of employment, affordability 

and so on, and upfront revenue 

was $100,000 per annum, then 

revenue lost will be $6,000. Is 

this something you can live with 

if you choose to be paid under a 

new hybrid structure rather than 

level commissions?

Change has been a constant 

that advisers have had to deal 

with over recent decades but 

the underinsurance problem in 

Australia still remains. Therefore, 

our opportunity to help our 

fellow Australians reduce this 

gap remains.

More diversification, less duplication
Aberdeen Ex-20 Australian Equities Fund
If you own a domestic equity fund and hold direct Australian shares, 
chances are there’ll be overlaps.

You risk being over-exposed to the top 20 companies that dominate 
the ASX.

The Aberdeen Ex-20 fund looks beyond the big names. Instead it focuses 
on often under-researched and under-represented small and mid caps.

And the beauty of them? More diversification and potential to perform.

For more information please visit aberdeenasset.com.au

Issued by Aberdeen Asset Management Ltd ABN 59 002 123 364 AFSL 240263. Investments are subject to investment risk. You should obtain and consider the Product Disclosure Statement 
(PDS) before deciding whether to invest in the Fund. The Fund referred to is a registered investment scheme managed by Aberdeen. A PDS and application form are available and can be 
obtained by calling Aberdeen Client Services on 1800 636 888, online at www.aberdeenasset.com.au, or from your financial adviser.  

Would you like to join our panel of FPA members willing to give their opinion on topical issues? 

Email editor@fi nancialplanningmagazine.com.au to register your interest.
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The client
Tom and Sally (not their real names) 

are a married couple with two 

daughters and four grandchildren. 

They are close to retirement. 

Tom, now 65, works as a quality 

assurance manager while Sally 

volunteers at her local church and 

takes care of the home and family. 

Their story
Tom and Sally were approaching 

retirement and, despite Tom’s 

relatively high income, the couple 

were concerned about whether 

they had enough saved to retire. 

Tom had worked much of his life 

as a contractor and hadn’t saved 

signifi cantly into superannuation. In 

2009, their super balance was just 

$220,000 with retirement looming, 

as Tom was 60 and expected to 

work only another fi ve years. 

“We just couldn’t see any way we 

could retire at 65,” said Sally.

When they met fi nancial adviser 

Simon Podesta in 2009, they were 

the fi rst to admit they had very little 

knowledge of what they could do to 

improve their fi nancial situation and 

avoid a tough retirement lifestyle. 

The solutions
When Simon analysed their 

fi nances, he discovered several 

untapped opportunities that the 

couple had never been aware of or 

considered.

As a high income earner, Tom 

was paying tax at the top marginal 

rate without any superannuation 

strategies to improve his position 

and build retirement assets.

Simon restructured their 

superannuation and was able 

to dramatically increase tax-

effective contributions through 

salary sacrifi cing and spouse 

contributions. The couple began 

saving much more to their super 

fund immediately, without a strain 

on their household income. 

Simon also set up a transition-to-

retirement strategy to maximise 

super contributions.

As Simon investigated more deeply 

into the couple’s fi nancial affairs, 

he learned that Tom was a British 

citizen, having been born in the 

UK, and, as such, was eligible for 

a UK State Pension. This added 

$5,700 a year for life to Tom’s 

pension income, a benefi t that Tom 

was never aware of nor would he 

have applied for without Simon’s 

expertise.

Health was also a concern for the 

couple, as a few years earlier Tom 

had been diagnosed with Crohn’s 

disease, a rare infl ammatory bowel 

disease. While he had a trauma 

insurance policy, the claim was 

rejected, which was devastating for 

Tom and Sally. 

One of the fi rst things Simon 

did in their fi nancial plan was to 

Simon Podesta helped a couple approaching retirement improve the quality of their 

retirement lifestyle by restructuring their fi nances and insurance, while uncovering 

untapped opportunities for them. His client case study formed part of his winning 

WA state entry in last year’s FPA Financial Planner AFP® of the Year Award.

Practitioner strategy

Untapped opportunities

Name: Simon Podesta AFP®

Position: Director

Practice: Infi nity Wealth Solutions

Licensee: Financial Wisdom
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upgrade their insurance policy. 

Less than nine months later, Tom 

was diagnosed with prostate 

cancer. Fortunately, treatment 

proved successful and Tom made 

a healthy recovery but this time, 

Simon’s diligence on the couple’s 

insurance policy made all the 

difference. Tom’s trauma cover 

paid out a successful claim of 

$99,000.  

The outcomes
Five years after they fi rst met 

Simon Podesta, the retirement 

prospects of Tom and Sally have 

been transformed from tenuous to 

more secure. Their superannuation 

fund has doubled in that short 

period to $440,000. In addition, 

the UK pension has increased their 

retirement income and alleviated 

fears of not having enough to live a 

decent life in retirement.

“We’re not rich by any means,” 

refl ected Sally. “But we know 

we’re going to be comfortable in 

retirement now. And that’s worth 

everything to us.”

The biggest lesson
Tom and Sally remarked: “Don’t 

ever think you can’t do something 

to improve your fi nancial position. 

There are many things that a 

dedicated fi nancial adviser, like 

Simon, can do to help. Just don’t 

leave it too late.”

Client experience
Both Tom and Sally highly value the 

support, advice and help Simon 

provided them. 

“Simon is very knowledgeable and 

helpful, yet he’s very respectful and 

personable,” Sally said. “He’s not 

afraid to share his own personal 

stories and insights into his life. 

Simon’s expertise and dedication 

to our affairs has provided us with 

confi dence. It’s good to know 

he’s there for us now and into our 

retirement. I’ve referred him to our 

friends and I know they’ll benefi t 

from Simon’s expertise and care.”

Simon Podesta AFP® was the WA 

winner in the 2014 FPA Financial  

Planner AFP® of the Year Award.

FPA practitioner members make 

positive differences to the lives of 

their clients every day. Share your 

client stories and strategies in the 

2015 FPA Awards.

The Awards recognise FPA practitioners who provide superior 

outcomes for clients, while aligning their professional expertise to the 

FPA’s Code of Professional Practice and Code of Ethics.

This year there are four categories open for submissions. They are:

•  FPA CERTIFIED FINANCIAL PLANNER® Professional of the Year 

Award;

•  FPA Financial Planner AFP® of the Year Award;

•  Future2 Community Service Award; and for the fi rst time,

•  University Student of the Year Award.

Individual regional winners will be recognised in each award category, 

with an overall national winner then selected in each category from 

the pool of regional winners. All practitioner members of the FPA are 

eligible to enter the awards.

The deadline for submissions for the FPA Awards 2015 is 

11 September, with the winning awards announced at the FPA 

Professionals Congress in November.

For more information on the 2015 FPA Awards or to download an 

entry form, go to www.fpa.asn.au/awards

2015 FPA Awards: entries closing soon
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Six mega 
trends of 

change
Faced with demographic and social 

change, generational transition and 

technological innovation, fi nancial 

planners are operating in unprecedented 

times. Speaking at the FPA Professionals 

Congress, Mark McCrindle outlines the 

six mega trends facing fi nancial planning 

and how they will shape the future of the 

profession. Jayson Forrest reports.

Congress
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The way in which fi nancial planners 

respond to six key emerging areas 

of change, will help shape the 

future of the profession over the 

coming decade. This is the view of 

futurist, demographer and social 

commentator, Mark McCrindle, 

who will outline these mega 

changes and the opportunities 

they present for planners and their 

clients in a workshop presentation 

at the upcoming FPA Professionals 

Congress in Brisbane.

“My presentation will have a 

future focus,” says Mark. “I’ll be 

looking at the mega trends that 

are transforming this country, 

its people and the business 

landscape, with analysis of 

what’s driving this change, 

where we are heading and how 

we can respond to these times 

of unprecedented change in 

which we live.”

In his presentation, Mark will 

identify six areas of mega 

change and explain how these 

trends will shape the future of 

the fi nancial planning profession. 

These six areas are:

•  Generational change;

•  Organisational change;

•  Demographic change;

•  Social change;

•  Technology change; and

•  Communication change.

“If we currently look at Australia, 

we have record population 

growth, demographic change, 

record births, an ageing 

population, we’re more culturally 

diverse, we’re living and working 

longer, and have a longer 

retirement to fund – there are 

massive transformations facing 

Australia.” 

According to Mark, shifts in 

demographics are rapidly 

altering the make-up of society.  

“Where we live and how we live 

is changing. People are living in 

more urbanised environments. 

There is defi nite growth in 

medium to high density housing. 

And housing affordability is such 

that people are starting families 

later and staying in the parental 

home longer.”  

Mark adds that society’s life 

stages have also been redefi ned, 

with people opting to stay in 

education longer to improve their 

employment prospects, which 

effectively delays their earning 

years. “So, you’ve got a multi-

career generation emerging, 

which is an emerging trend that 

planners need to understand,” 

he says.

“Social change means people 

are more empowered today 

than at any other time in history. 

They want more of a voice and 

say in the workplace. No longer 

is employment about having 

a narrow job description and 

working one’s way up over time. 

Job fl exibility and enrichment 

are important elements in 

today’s society, particularly for 

the new generation entering the 

workforce.”  

Mark also highlights generational 

change as one of the six mega 

trends. He believes this is another 

important trend that will shape 

the future of the fi nancial planning 

profession, but concedes that 

planners might fi nd generational 

change particularly challenging to 

deal with.

“There are new generations 

coming through and the way 

in which planners interact 

with them will be incredibly 

important. 

“We have the Baby Boomers, 

who are the highest net-worth 

generation, entering the 

retirement phase. They are 

starting to ease out of full-time 

roles and are beginning to 

transfer their leadership, wealth 

and business ownership. 

“We’ve got the Gen X’s moving 

now into leadership roles, and 

the Gen Y’s, who are in their 

20-something years, now 

starting families. And we’ve got 

Generation Z, who is starting 

to move out of education and 

into employment. Gen Z is the 

world’s most global and most 

digital generation.

“So, you’ve got this constant 

passing of the generational 

Continued on p18

“There are new generations 
coming through and the way in 
which planners interact with them 
will be incredibly important.”



18 | Financial Planning www.fi nancialplanningmagazine.com.au

Congress

baton, making it vitally 

important that planners properly 

understand the motivation and 

aspirations of these different 

generations, and how best to 

communicate and work with 

them,” Mark says. 

“This will require some change 

to the way planners have 

traditionally done business 

and communicated with these 

generational groups.”

Mark believes technology 

change, while one of the mega 

trends in its own right, also runs 

through the other mega trends. 

Technology transforms how 

people learn, how we interact 

and transact, how we shop, 

how we communicate and how 

we are infl uenced, he says.

“Society today is dominated 

by technological innovation 

and adaptation, and this is 

transforming our nation in so 

many ways,” he says. “These 

mega trends permeate through 

society and our lives, and are 

redefi ning our times. These 

trends are shaping our futures.”

However, as a profession, Mark 

believes fi nancial planners are well 

placed to service the changing 

needs of Australians, as they are 

uniquely positioned to bridge 

many of these mega trends. “This 

“Society today is dominated by 
technological innovation and 
adaptation, and this is transforming 
our nation in so many ways.”

The 2015 FPA Professionals Congress will take place at the 

Brisbane Convention and Exhibition Centre on 18-20 November.

Before the Congress offi cially kicks-off on Thursday 19 

November, delegates are invited to attend an ‘Opening Night 

Reception’ on the evening of Wednesday 18 November. 

Other social events at the Congress will include a ‘Women in 

Financial Planning Breakfast’ on Thursday 19 November, along 

with the highly anticipated Future2 Gala Dinner on Thursday 

evening.

Three keynote sessions will bookend the Congress, which will 

also feature four workshop streams – Expand, Grow, Engage and 

Inspire – that will run throughout the two days of the Congress. 

The Congress ticket entitles delegates to the following:

•  the Opening Night Reception;

•  all keynote sessions;

•  all workshops (delegates will have the opportunity to pre-select 

their workshops);

•  access to the exhibition hall;

•  lunch; and

•  light refreshments at breaks. 

There is an additional cost for the Women in Financial Planning 

Breakfast and the Future2 Gala Dinner.

For more information on the Congress or to register, go to 

www.fpacongress.com.au  

Registrations open

Your speaker
Mark McCrindle is a futurist, demographer and social 
commentator. He is a National Statistics Excellence 
Award winner, TEDx speaker and is regarded as one of 
Australia’s foremost social researchers.

Mark is a regular social and demographic commentator 
in the press, on radio, and on news and current affairs 
television shows, including Sunrise, Today, ABC News 
24, A Current Affair and Today Tonight. 
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Platinum Investment Management Limited ABN 25 063 565 006 AFSL 221935 trading as Platinum Asset Management® (“Platinum®”) provides financial services and products. Refer to www.platinum.com.au for more 
information about Platinum and the current Product Disclosure Statements (“PDS”) for the relevant Fund. You should consider the relevant PDS prior to making any investment decision to invest (or divest) in a Fund, 
as well as your particular investment objectives, financial situation and needs. Platinum is a member of the Platinum Group® of companies.

It’s tempting to imagine that a successful company  
offers the prospect of a profitable investment. 

But how do you know when a company’s success  
is blinding it to the need for change and evolution?

For unusual insights and a clearer perspective  
on investing in international equities,  
visit www.platinum.com.au

NOTHING FAILS  
LIKE SUCCESS.

PA706_3C_FPP

is because issues of fi nance are 

not just related to our earnings and 

jobs, but linked to our families, our 

aspirations and social life.”

He says these mega trends 

greatly impact planners because 

fi nance is at the crossroad of the 

lives of consumers. This includes 

retirement and lifestyle goals, as 

well as fi nancial wellbeing, all of 

which come from good fi nancial 

advice and a well implemented 

fi nancial plan.

Future
But what of the future? As a 

futurist, Mark has a very clear 

perception of the fi nancial 

planning profession’s future.

“There’s no doubt we’re living 

in unique times,” he says. “Only 

occasionally in history do you 

get these mega trends that 

result in massive demographic 

changes combined with huge 

social shifts, ongoing generational 

transitions and unprecedented 

technological innovation. And 

when those trends collide, society 

alters altogether and often within 

a short period of time. I think 

we’re currently in a decade of 

transformation. 

“I think the future is creating 

great opportunities for those who 

understand and can respond to 

these trends. As a profession, 

fi nancial planners can help shape 

these changes and drive these 

trends. So, I’m optimistic about 

these times of great change for 

the fi nancial planning profession 

and  the way in which fi nancial 

planners are shaping their own 

future.” 

For more information on 

Mark McCrindle’s workshop 

presentation or the FPA 

Professionals Congress (18-20 

November, Brisbane), including 

registration and accommodation 

details, go to 

www.fpacongress.com.au  

This year’s FPA Professionals Congress will feature four 

workshop streams: 

Inspire

Hone and maintain your own personal development and motivation 

goals in a series of sessions that will discuss and demonstrate how 

to be fi t for the future, both mentally and physically. 

Grow

These sessions are designed for the practice management 

professional and will enhance the operational aspects of your 

fi nancial planning practice. You will learn best practice concepts 

specifi c to fi nancial planning and identify key trends impacting 

how you operate your practice. 

Expand

Led by industry experts, these sessions will enhance your 

technical capability and critical thinking in fi nancial planning 

specialty areas. This in-depth knowledge will help you create 

better solutions for your clients. 

Engage

These sessions will cover how best to engage, grow and 

develop your clients, your people and your business. Discover 

techniques to innovate your business, build trust and 

authenticity, and refi ne your communication skills to foster better 

client and workplace relationships. 

Workshop streams
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Workshop streams

Expand

Led by industry experts, these sessions will enhance your 

technical capability and critical thinking in fi nancial planning 

specialty areas. This in-depth knowledge will help you create 

better solutions for your clients.  

SMSF: One size 

does not fi t all
This session tackles the advantages and 

disadvantages of SMSFs, industry and retail 

fund choices to help you better understand 

whether or not an SMSF may be suitable for 

a client. The session will also cover when to 

put insurance inside or outside of an SMSF.

Is risk advice 

now risk-free?
How will changes to risk align with FoFA 

and your advice obligations? How can the 

new FPA Life Insurance Advice Guide help 

you avoid potential minefi elds? This session 

provides support and insights into providing 

professional risk advice.

Taxing times This session tackles tax issues, including 

the top three most commonly used tax 

strategies. It also explores the differing tax 

treatment of non-residents and expats. Learn 

how foreign currency translation rules affect 

applicable fund earnings.

Death and taxes How can you reduce the tax sting when 

Baby Boomers transfer their wealth to their 

children? Explore the logistics of family trusts 

and testamentary trusts and how they can 

help achieve your clients’ goals.

Meet the 

regulators
This session will provide all the updates that 

planners need about legislative change. It 

includes an update from the Tax Practitioners 

Board on the latest tax reform; an update 

from ASIC on the PJC Inquiry; and from the 

ATO on its latest online initiative and on tax 

avoidance issues.

Ageing 

gracefully
Discover how aged care works, and learn 

about the assessment and transition 

process for your clients. What are the latest 

changes to accommodation and home care 

packages? When can an aged care specialist 

provide expert advice?

Engage

This stream will cover how best to engage, grow and develop 

your clients, your people and your business. Discover techniques 

to innovate your business, build trust and authenticity, and refi ne 

your communication skills.  

Extraordinary 

leadership: The 

fi ve practices 

that create great 

workplaces

This session is based on the best-selling 

book of a similar title. It uses data collected 

from thousands of businesses in Australia 

and New Zealand. It explores fi ve key 

leadership practices guaranteed to increase 

workplace engagement and profi tability.

The power of 

storytelling for 

business: Why 

it’s the missing 

link in business 

Discover how storytelling can dramatically 

increase your leadership presence and 

ability to infl uence. This session will provide 

powerful tips for immediate implementation 

in your professional life. 

Giving feedback: 

How to hold 

a ‘tough 

conversation’ 

Learn how to deliver effective feedback 

and hold the diffi cult conversations that 

you have been avoiding. Participants will 

discover the power of honesty, delivered 

with compassion, and how it enables 

effective performance discussions.

The HR 

rule book: 

Understanding 

and managing 

employment 

related risk 

Learn how to navigate tricky situations 

and avoid costly mistakes. This session 

addresses the risks relating to unfair 

dismissal, workplace bullying and 

grievances. 

Effective 

innovation: Why 

small steps 

forward, inch by 

inch, are better 

than giant leaps

Is it better to innovate in small steps rather 

than aiming for the big leap forward? In 

this session, you will learn how to solve 

problems, take action, test, measure and 

improve. Participants will discover an 

achievable process for every day, small-

scale but effective innovation.

The 

neuroscience of 

leadership: Use 

your brain to 

your advantage 

for peak 

performance

This session will show you brain-based, 

evidence-rich strategies for improving the 

leadership of yourself and others.

This year’s FPA Professionals Congress features four revamped and dedicated 

workshop streams – Expand, Grow, Engage and Inspire. The following is an overview 

of each stream.

* Program subject to minor changes
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FPA Professionals Congress Program: 
Shaping Futures

Time Wednesday 18 November

1:00pm Registration open

2:30pm FPA Professional Practice Workshop

6:00pm Opening night reception

7:30pm Day concludes

Time Thursday 19 November

7:00am Registration open

7:30am Networking breakfast, 

Exhibition Hall

Women in Financial 

Planning Breakfast

9:10am Move to Main Hall

9:20am Congress opening and keynote speaker

11:00am Morning tea, Exhibition Hall

11:30am Expand Grow Engage Inspire

12:30pm Networking lunch, Exhibition Hall

1:45pm Expand Grow Engage Inspire

2:45pm Transition between workshops

3:05pm Expand Grow Engage Inspire

4:05pm Transition between workshops

4:25pm Expand Grow Engage Inspire

5:25pm Free time

7:30pm Future2 Gala Dinner

Time Friday 20 November

7:00am Registration open

7:30am Networking breakfast, Exhibition Hall

8:45am Move to Main Hall

9:00am Keynote speaker

10:00am Morning tea, Exhibition Hall

10:30am Expand Grow Engage Inspire

11:30am Transition between workshops

11:45am Expand Grow Engage Inspire

12:45pm Networking lunch, Exhibition Hall

2:00pm Move to Main Hall

2:10pm Keynote speaker

3:45pm FPA Professionals Congress closes

 

Grow

These sessions are designed for the practice management 

professional and will enhance the operational aspects of your 

fi nancial planning practice. You will learn best practice concepts 

and identify key trends impacting how you operate your practice. 

Understanding 

disputes and 

resolving them

What are the common issues that can lead 
to disputes? What is the process of dispute 
resolution like, and what happens when FOS is 
involved?

How to buy, sell 

or start your 

own practice 

This session unpacks the processes of buying, 
selling or starting a practice to give you the 
knowledge to do it better.

Taking a risk: 

Profi ling do’s 

and don’ts

So many consequences fl ow from identifying 
clients’ risk profi les. Getting it right is key to 
meeting your best interest obligations. This 
session turns the spotlight on risk profi ling.

The future of 

risk advice
How can you build a sustainable practice 
that specialises in risk advice and transition 
away from commissions? Discover some 
opportunities to reduce the cost of delivering 
risk advice.

Demographic 

change and 

your practice

This session focuses on six areas of mega change 
and will help you understand what you need to 
know to embrace and manage these changes.  

Robo-advice: 

Terminator or 

WALL-E?

Find out how you can adapt your practice to 

prosper in a time of technological change.

Inspire

Hone and maintain your own personal development and 

motivation goals in a series of sessions that will discuss how to 

be fi t for the future, both mentally and physically.

Happy body, 

happy mind
An interactive session that will show how stress 

affects our bodies and what to do about it. 

Integrated 

mindfulness
This session highlights how mindfulness is 

the next revolution in supporting best health, 

leadership and relationships.

Vocal 

intelligence
This session will show you the untapped 

potential in using both voice and body language 

to improve communication and build trust.  

How to use 

social media 

to build your 

personal brand

Grow your own personal brand in parallel with 

your business brand, and understand what social 

media is and how to apply it.

How to 

have better 

conversations

This session will provide ideas on how to improve 

the quality of your conversations in a way that 

inspires you to think in new ways.

How to stay 

calm
Some amount of fear and adrenaline can be 

critical to our survival. Many of us will at times 

experience anxiety. Beset by a host of social 

pressures, how can we retain our calm?

* Program subject to minor changes

 Expand     Grow     Engage    Inspire
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Located in the geographical heart 

of Sydney in the Greater Western 

city of Parramatta, Adviser fp has a 

proud 25 year pedigree. 

Formed in January 1990, when it 

was known as Advisor Investment 

Services – Parramatta, in July 

2012 it was rebranded to its 

current name Adviser fp by the 

practice’s three partners – Simon 

Clifford CFP®, Tony Fox CFP® and 

Troy McPhee CFP®.

Simon attributes the practice’s 

longevity and success to its client 

focus and its strong ethos that the 

client’s personal requirements are 

the highest priority.

“First and foremost, the client 

always comes fi rst,” he says. “We 

believe that if you put the client 

at the top of the tree and you 

make your decisions from there, 

everything else will fall into place.”

In doing that, Simon says Adviser 

fp’s reason for being is about 

creating the lifestyle that their 

clients want to achieve. “It’s about 

enabling our clients to live their 

ideal lifestyle without pressures or 

fi nancial concerns.”

He believes the practice’s focus 

on client lifestyle outcomes is, and 

has been, a clear differentiator for 

the practice over the last 10 years. 

“We spend the whole of our fi rst 

meeting with a new client getting 

to know them. This allows us to 

work out their dreams and their 

aspirations. We go through their 

short and long-term goals. We 

spend this whole fi rst meeting 

without ever asking them how 

much they earn and what assets 

they’ve got.

“So, when they walk away from 

that fi rst meeting, we still don’t 

know whether that client has got 

$250,000 or $2.5 million. We leave 

that for the second meeting. All 

we’re interested in with the fi rst 

meeting is getting to know our 

clients. That’s the basis of how we 

build our relationship with clients.”

Adviser fp turns to some of Bill 

Bachrach’s training material to help 

its planners drill down and better 

understand their clients’ core 

values and philosophies.

“I just don’t think a lot of practices 

go to the same level of depth as 

we go to in trying to understand 

our clients,” says Simon. “We then 

review our clients back to their 

cashfl ow requirements and lifestyle 

goals on an annual basis. We’re 

less about reviewing investment 

portfolios; we’re all about reviewing 

their lifestyle goals.” 

Challenges
Simon believes that being in 

business, no matter what type of 

business that might be, is always 

challenging. For him, fi nding the 

right staff, operational effi ciencies 

and legislative uncertainty are all 

key challenges facing his practice.

“We’ve grown quite strongly for 

a couple of years now, so we’re 

experiencing some growing 

pains. That means being able 

to identify the right people to 

join our team who have skills 

that are complementary to the 

business and who also fi t our team 

culture. This is a challenge for any 

business.

“The next challenge is getting 

effi ciencies out of how we do 

things, like making our software 

more effi cient in producing the 

things we want it to. This includes 

Greater good 
in Greater West

As a strong advocate of professionalism, Simon Clifford views 

the FPA Professional Practice brand as a safe harbour for 

consumers to turn to.

FPA Professional Practice

Practice: Adviser fp

Established: January 1990, re-branded July 2012

Licensee: Lonsdale Financial Group

No. of practitioners: 4

No. of CFP® practitioners: 3

Remuneration: Fee-for-service, insurance commission

Became an FPA Professional Practice: February 2014

Providing a safe harbour: Troy McPhee, Tony Fox and Simon Clifford.
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producing bespoke plans for 

clients, which is diffi cult to do 

from a technology point of view. 

And part of this problem is fi nding 

the right technical people who 

understand fi nancial planning and 

so, can help you build a more 

effi cient business.”

And as a “distant” third challenge 

for Adviser fp is having the 

current crop of legislation 

fi nalised, thereby enabling 

planners to get on with the job 

of fi nancial planning without the 

uncertainty of regulatory change.

“It’s been constant white water 

for 10 years now. It would be 

terrifi c to have all the arguments 

bedded down, decided upon and 

implemented, so as a profession, 

we can get on with looking after 

our clients and doing the right 

thing by them. 

“We’re spending a lot of time 

thinking about how best to 

implement legislative changes. 

And while I recognise why it 

happens, it is a distraction from 

looking after your clients.”

Community
Adviser fp also prides itself on 

having an active involvement in the 

local community. This includes fund 

raising for various charity groups.

On the Adviser fp Facebook page, 

there is a fund raising section where 

the practice is currently looking 

to raise $10,000 for the children’s 

charity, the Humpty Dumpty 

Foundation, to buy medical 

equipment for various hospitals 

throughout Western Sydney.

The practice also participates 

in the Greater Western Sydney 

Executive Challenge every year, 

which raises awareness and much 

needed funds for St Gabriel’s 

School – a highly respected 

not-for-profi t school supporting 

Western Sydney children with 

disabilities. This year, Adviser fp is 

entering two teams.

In addition, Simon adds that 

the partners of the practice also 

regularly do their own fund raising, 

like Troy McPhee, who does a lot 

of cycling for charities, while Simon 

and two mates organise a trail bike 

ride each September called, ‘The 

rumble in the jungle’.

“We’ve usually got our fi nger in one 

or two pies with regard to helping 

people raise awareness and funds 

for local charitable organisations. 

I think this is an important part of 

being a professional. It’s about 

actively supporting your local 

community and genuinely helping 

those in need.”

Professionalism
The decision to sign up to become 

an FPA Professional Practice 

back in February 2014 was a 

straightforward one, says Simon.

“I have been a member of the FPA 

for 25 years and it’s my view that 

the FPA is taking fi nancial planning 

in a more professional direction. 

The FPA is upping the ante on 

standards and is representing us 

with government. 

“I think the FPA management 

has a tough job to do but they’re 

doing a fantastic job. I truly 

believe the FPA is the best body 

to represent fi nancial planners as 

professionals, and to promote 

practitioner members as being 

the highest calibre of fi nancial 

planners in Australia through the 

internationally recognised CFP® 

designation,” says Simon.

“The FPA is driving the 

professionalism of the fi nancial 

planning industry, which of course, 

is where we need to go.”

As part of this drive towards 

professionalism, Simon and his 

partners are passionate about 

education. They support staff 

in their education endeavours, 

including paying for their education 

and providing a pay increase on 

the successful completion of the 

subjects that are relevant to the 

fi nancial planning profession.

“Education is the foundation upon 

which a profession is built. That’s 

why we take it so seriously at 

Adviser fp,” Simon says.

So, what does being an FPA 

Professional Practice mean to 

Simon and his practice?

“It’s a safe harbour,” he replies. “An 

FPA Professional Practice provides 

a safe harbour for our clients and 

consumers to go to.

“It can be tough choosing a 

planner for the fi rst time but the 

FPA Professional Practice brand 

means consumers can choose a 

planning practice and be confi dent 

they are dealing with planners who 

adhere to the highest codes of 

professional standards and ethics 

in the industry. 

“It’s a great tool to enable clients 

to choose a quality planner. 

And what’s more, the brand 

is something that fi nancial 

planners need to hold themselves 

accountable to by ensuring they 

continue to meet the ongoing 

requirements.”

Criteria
With three-quarters of Adviser 

fp’s planners already CFP® 

practitioners, Simon admits it was 

very easy for the practice to meet 

the Professional Practice criteria.

“I think it was easy because we 

are a professional practice to begin 

with,” he says. “Personally, I see 

our practice ahead of the wave in 

professionalism. So, when the FPA 

launched the Professional Practice 

brand, I looked at the criteria and 

knew that we already ticked all the 

boxes. For us, it wasn’t a diffi cult 

thing, as we’re in lockstep with the 

FPA and where it’s going.”

As a strong advocate of 

professionalism, does Simon think 

the Professional Practice brand will 

help elevate the fi nancial planning 

profession amongst consumers?

He concedes, it’s a very good 

question.

“I certainly think CFP® certifi cation 

is having a positive effect and is 

elevating the reputation of planners 

with consumers. If the FPA 

Professional Practice brand can 

reach half the coverage of what 

the CFP® Mark does, then the 

answer to that has got to be ‘yes’.

“I do believe the brand is 

something that separates us from 

other planners in the industry 

who hold themselves out as 

being professional, but who do 

not adhere to the same high 

standards that a planner in an FPA 

Professional Practice does. 

“If clients want a ‘safe harbour’, 

then an FPA Professional Practice 

will provide that – and that has got 

to be a good thing for planners 

and consumers alike.”

PROFESSIONAL PRACTICE
.........................................................................................................
FINANCIAL PLANNING ASSOCIATION of AUSTRALIA

In order for a fi nancial planning practice to be recognised as an FPA 

Professional Practice, it must fi rst meet four criteria. These are:

1. A fi nancial planning practice must have at least 75 per cent of 

practitioners registered as FPA members.

2. At least 50 per cent of the practice’s planners are either a 

CERTIFIED FINANCIAL PLANNER® professional or are in the process 

of achieving the CFP designation (within three years).

3. The practice must be prepared to uphold the FPA’s Code of 

Professional Practice.

4. The practice agrees to conduct a three yearly review to confi rm 

adherence to the licence criteria described above.

FPA Professional 
Practice criteria



Q: What do you see as being 

the threats and opportunities 

in the robo-advice model? 

Ian Dunbar (ID): I take the 

view that we can use the words 

‘robo’ or ‘automated’ or any 

other funky language we want 

to apply to it. But what we are 

actually talking about is the use 

of technology to change part or 

all of the processes of delivering 

product or services. 

So, I look at robo-advice as a 

continuum. Organisations have 

been using automation for a long 

time. All that is happening here 

is an extension out along the 

process chain.

Where are the opportunities? 

I actually think now is the best 

time to be an adviser, because 

what is going to happen is 

automation and technology 

are going to revolutionise the 

effi ciency of providing fi nancial 

advice. And good quality 

advisers will absolutely succeed. 

Where are the threats? The 

threats are the processes and 

parts of an organisation that can 

be automated and done by a 

computer. We’re already seeing 

that happen.

Wade Matterson (WM): I think 

of robo-advice as being a bit of 

an analogy. If you go back to 

the car manufacturing industry a 

couple of decades ago, you had 

people manning an assembly 

line. It was a very laborious and 

menial process, but eventually, 

machines took that over. 

Robo-advice

Robo-advice: 
Is this the future?
There’s currently no topic hotter than ‘robo-advice’, but how realistic is it to 

expect the automation of something as complex and specialised as personal 

fi nancial advice? A group of industry experts share their insights on a number of 

robo-advice related questions. Jayson Forrest reports.

Wade Matterson – Practice 

Leader, Milliman

Chris Brycki – Founder and CEO, 

Stockspot

Kelly Power – Head of Platform 

Product, BT Financial Group

Indy Singh – Managing Director, 

Fiducian Group Limited

Ian Dunbar – Founder and 

Managing Director, FinDigital
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So, the question I have for 

advisers is: ‘Do you want to be 

on the assembly line, or do you 

want to be the mechanic who is 

diagnosing a complex problem 

and fi guring out what’s going 

wrong?’

For advisers who think they can 

run a client risk profi le, repackage 

advice and then put clients in 

an investment, that’s where the 

biggest threats to advice lay. 

And even at the complicated 

end of the spectrum, as advisers 

pivot and move to try and fi gure 

out how they deal with this 

very complex objectives-based 

approach, then technology 

has a huge amount to offer 

that advisers simply haven’t 

been able to do before. This 

includes running lots of scenarios 

and contingency plans, and 

understanding how, for example, 

the Age Pension fi ts into the 

income needs of clients. 

So, the opportunities for 

technology are fairly extensive.

Kelly Power (KP): I think robo-

advice presents an exciting 

opportunity for our industry. It will 

allow us to offer advice to more 

Australians. Anything that helps 

get people more engaged with 

their investments and gives them 

better access to information, is a 

good thing for our industry. 

I read a quote from a robo-advice  

article that said: ‘It’s not about 

taking a piece of the pie, it’s 

about creating more pie.’ This 

is about giving advice to people 

who probably can’t afford it at the 

moment or are being opted out 

by their advisers. 

About 9 per cent of BT’s 

customer base is non-advised 

and this is forecasted to go to 20 

per cent, so that’s a signifi cant 

portion of our client base who are 

going to be looking for guidance 

and support, and who probably 

don’t fi t a comprehensive 

fi nancial advice model. So, it’s a 

very different segment of clients 

that we’re talking about here. 

Personally, I think it can co-exist 

and work quite well with the 

existing advice offerings. 

It’s also about the customer 

being able to dial-in and dial-out 

of advice and move between the 

spectrum, and have personal 

advice when they need it. I think 

robo-advice is an enabler of that 

and it’s a very good thing for our 

industry.

Chris Brycki (CB): I think the 

next 10 years is going to be very 

exciting in terms of the delivery 

of advice and fi nancial services. 

And there are probably a lot of 

areas that aren’t quite as open 

to disruption for advice because 

they’re complex or they require 

more personalisation. But I do 

believe the industry is open for a 

lot of automation, and there are 

plenty of processes that people 

should be doing that can be done 

in quite a low cost way.

The automation of advice and 

the bringing down of the cost of 

advice actually opens up advice 

to a whole group of people who 

haven’t been able to access 

advice in the past.

Robo-advice has many 

applications in all sorts of verticals 

in fi nancial services. I’m excited 

by the potential for technology to 

change lots of different verticals 

over the coming years.

Indy Singh (IS): In relation to 

robo-advice, I’d like to separate 

investing from advice. We seem 

to be talking about investing in 

something rather than advice. 

There is a lot of difference 

between the two. Financial 

planning and advice is about 

building a relationship of trust 

and achieving the right outcomes 

for the client. It’s not just about 

investment options. Financial 

planning requires multiple activity 

integration, such as estate 

planning, legal, aged care, 

empathy and so forth. 

So, when you move forward 

to automated advice from a 

robot or computer, you need 

something like nanotechnology 

or a dynamically confi gured 

neural network, like a brain, which 

can provide certain functions of 

advice, like empathy. You can’t 

get that from a silicon chip. 

Instead, we should be looking 

for augmentation, rather than 

automation. 

When you look at automation, 

it starts with a base line of what 

people do in a given job and it 

subtracts from there. Automation 

then promises cost savings 

by limiting us to thinking within 

the parameters of what’s been 

accomplished today. 

When you look at augmentation, 

it means starting with what 

humans do today and then 

fi guring out how that work can be 

deepened rather than diminished 

by the use of machines.

Continued on p26

What is robo-advice?

According to Investopedia, 

a robo-adviser is an online 

wealth management service 

that provides automated, 

algorithm-based portfolio 

management advice without 

the use of human fi nancial 

planners. Robo-advisers 

use the same software as 

traditional advisers, but 

usually only offer portfolio 

management and do 

not get involved in more 

personal aspects of wealth 

management, such as 

taxes, retirement or estate 

planning. 
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True robo-advice requires artifi cial 

intelligence. That’s many years 

away and it’s not the near future. 

In my view, the near future is 

augmentation, where it allows 

us to take on the tasks that go 

beyond automation. This allows 

planners to add great value to 

their clients. 

Q: Trust is a major component 

of fi nancial advice. How do 

we promote trust? Is it better 

provided from an adviser or 

technology?   

ID: Do you build trust with a 

person or do you build trust with 

technology? I actually think you 

build trust with both. I would 

say the vast majority of people 

trust their internet banking. 

It’s extremely rare for internet 

banking to have a problem. 

So in that case, we trust the 

technology. There are many other 

circumstances where we require 

human contact in order to trust. 

But both humans and technology 

can break that trust very 

easily. You’re not going to trust 

technology that doesn’t do the 

right job for the right purpose, and 

the same can be said for humans. 

WM: I think advisers are genuinely 

migrating towards a model that 

is more objectives focused. 

One of the challenges, whether 

you’re a computer programmer 

or an adviser, is the focus on 

compliance. I am surprised at 

how much work is taking place 

behind the scenes around 

producing statements of advice 

and documentation to meet the 

compliance hurdles set by the 

industry. So, when it comes to 

advice, the client has to read a 

100 page document with only a 

small section of that really focused 

on the issues that you’re trying to 

deal with. 

So, if technology can help to 

make that process more effi cient 

and help free up the adviser to 

spend more time reconnecting 

with their client and the actual 

issues they have, then that’s the 

key way of reinstiling that sense 

of shared purpose and trust with 

clients.

KP: People trust brands, they 

trust technology. I think trust 

happens at different levels. 

Technology can help free up time 

to rebuild that process.

CB: Trust can be earned in all 

sorts of different ways through 

technology or a personal 

relationship. In both cases, 

it’s simply about not screwing 

up, and delivering above the 

consumer’s expectations. It’s 

about making them enjoy the 

service so much that they tell their 

friends about it and come back 

for more.  

For brands that have existed for 

many years, the value of those 

brands can quickly diminish 

when new technology arrives. 

And we’ve seen this happen in 

so many other industry verticals. 

You see it as well in the largest 

100 companies in the world. 

The number of companies who 

were ranked in that list 10 or 20 

years ago, has changed quite 

dramatically. 

But today, technology is enabling 

businesses to make their brands 

more powerful faster. However, 

if brands have established trust 

over a long period of time, that’s 

defi nitely a valuable asset.

KP: I agree you can be disrupted 

by other brands. When you are 

giving your money to someone 

to invest and to have custody 

over, that’s a big decision, 

so you want to give that to 

someone you can trust. That 

said, it doesn’t mean you can 

be arrogant and think you’re free 

from disruption. You just need to 

retain that trust and make sure 

you live up to the expectation 

that your clients have. 

WM: When you look at the US 

experience around robo-advice, 

two of the largest and fastest 

growing companies are Schwab 

and Vanguard. Firstly, they’ve 

got scale and a big customer 

base, they’ve got loyalty and an 

established brand, and they are 

now tapping into robo-advice with 

an enhanced suite of tools. Clients 

trust these established brands 

and the services they offer.

IS: In terms of the rising cost of 

advice, having dealt with clients, 

they really don’t care about the 

cost of the advice. What they 

do care about is the cost of the 

administration. 

When you talk about trust, trust 

is the very basis of advice. If there 

is no trust with the adviser, then 

there can be no reliance on that 

advice. 

Augmentation is the answer, 

where you use those tools for 

accuracy and for controls, and 

I believe vertical integration is 

the way to go – where you can 

control the product, you can 

control the advice, you can 

control the platform and you can 

control the cost – and when you 

control all these with compliance, 

you can provide accuracy in 

services which in itself feeds 

through to trust.

Q: How close are the major 

Australian institutions to 

rolling out a low cost 

robo-advice offering?

KP: I don’t think there isn’t a 

provider in the market that isn’t 

considering how they make their 

business more effi cient and how 

they can service their customers 

better through technology. 

All the big institutions are seeing 

the cost of advice rise, seeing 

the growth in SMSFs, seeing 

the new generation of customer 

who is more digitally savvy and 

expect more in terms of servicing, 

and are looking at opt-out 

Robo-advice

“We’re 
actually 
living with 
robo-advice 
right now. 
It’s not 
something 
that will 
happen in 
two or three 
years. It’s 
happening 
now...”

- Kelly Power



thinking about how to re-engage 

with these different customers. 

All platforms are evolving and 

bringing to market lower cost 

options.

So, is it about disintermediating? 

I’m not sure. I think it’s about 

offering more to customers and 

using technology to better service 

them. 

Q: In terms of robo-advice, 

where does the adviser fi t in? 

Will the adviser’s business be 

under threat from consumers 

not opting-in when robo-advice 

in Australia takes off?

IS: People who don’t want 

professional advice, won’t seek 

it. But they may want something 

that can substantiate or support 

their own investment decision. 

So, if you can provide them with 

a tool that does that, it will make 

them feel good about what they 

are doing. 

But when you talk about receiving 

advice from an adviser, it’s much 

more than just simply making 

a decision to invest money in 

something. There are just so 

many other components that 

need to be considered. 

It’s the ability of being able to 

hold the client’s hand and take 

them right through from the 

very fi rst meeting, to helping 

them achieve their objectives 

in retirement. It can be a long 

process that’s built on trust and 

I don’t believe automated advice 

will change that.

CB: The interesting thing about 

technology is that it makes you 

really think about the value chain 

in any business. For different 

target customers, that value chain 

can be built in different ways.      

KP: We’re actually living with 

robo-advice right now. It’s not 

something that will happen in 

two or three years. It’s happening 

now, and not because of fee 

disclosure statements or the opt-

in notifi cations. 

Instead, a lot of dealer groups 

want to provide really good advice 

to all Australians but have looked 

at their costs and know they can’t 

service certain clients profi tably. 

Instead, if I want to grow my 

business and provide deep 

advice, then I can only service a 

set amount of clients.

So, at BT, we’ve had signifi cant 

numbers of planners come to us 

and asked us to turn the fee off 

for these clients and have opted 

them out proactively. That means 

these customers effectively 

become the platform’s clients 

to service and support. That’s a 

big shift for platforms that have 

always had to service through 

an adviser and have relied 

on the adviser for things like 

disclosure. So, that has changed 

signifi cantly. 

I think we’re in a really different 

space. All of the platforms are 

now servicing clients directly, 

they are offering support for their 

clients, and they’ve got scaled 

advice centres. So, that’s an 

opportunity that we are presented 

with right now. That’s why I 

see robo-advice, or some form 

of digital advice, as being so 

exciting.   

WM: I think it’s a price versus 

value debate. People are 

becoming much more sensitive 

to price. If you can’t justify the 

value that sits behind that, then 

ultimately you are going to get 

disintermediated. 

CB: As fi nancial markets become 

more integrated, I think it will be 

diffi cult for costs in Australia not 

to come down closer to costs 

charged in the global market. An 

example is the stock trading app, 

Robinhood. It’s got close to $100 

million in funding from businesses 

like Google Ventures. Robinhood 

charges nothing for brokerage. 

The free app has been launched 

in the US and it’s coming to 

Australia next year. There will 

be no charge for trading. At 

the moment, the only money 

it makes is from the Exchange 

rebates.

So, when companies like that 

launch here, it’s going to change 

the way that businesses in 

Australia look at trading. It’s going 

to be very diffi cult for businesses 

like CommSec to justify charging 

$60 a trade in the US when it’s 

free with Robinhood. It will make 

Australian businesses look closer 

at the price differential. 

ID: Technology enables value 

chains to be broken apart and 

put back together. And what’s 

happening is you’ve got that 

change occurring in the advice 

and wealth management industry, 

and you’ve also got change in 

human behaviour. For me, I look 

at it as being the most exciting 

thing that could possibly happen. 

For example, if I want to 

purchase platform services 

from BT because it makes my 

life convenient but I don’t want 

advice, well then I should be 

able to do that. If BT doesn’t 

allow that, then someone else 

will. If I want to get some advice 

on insurance but I don’t want a 

comprehensive personal fi nancial 

plan, then it’s great that I can 

actually go somewhere to get 

some advice. 

Technology is providing those 

different components of guidance 

or advice. I think that’s fantastic, 

particularly for the 80 per cent of 

Australians who aren’t receiving 

any advice. Through technology, 

you can add value to their lives.      

WM: You don’t walk into a 

Mercedes dealership and expect 

to buy a Toyota. So, people using 

robo-advice through Schwab or 

Vanguard, expect they are going 

to get a lot of product from these 

companies. 

One of the challenges in Australia 

is that the advice industry has got 

a bit complicated. The various 

naming conventions, branding 

and disclosure, doesn’t make it 

easy to tell who owns the advice 

business. I think this is a particular 

area we should make clearer. 

So, whether through robo-advice 

or holistic fi nancial planning, the 

products and services people 

use are transparent in terms of 

manufacturer and ownership.     

ID: I agree. Unfortunately, the 

language around this stuff gets 

really confusing. At the moment, 

it’s just all called robo-advice. But 

the term absolutely needs to be 

separated into ‘robo-investing’, 

which may have investment 

advice attached to it, and ‘robo-

advice’, which is a much less 

mature segment of the industry 

but it’s coming.

The really interesting bit is when 

you eventually combine true 

robo-advice, or augmented robo-

advice, with automated investing. 

Then the industry will have 

some very interesting vertically 

integrated businesses.   
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For more on digital disruption, technology change and robo-advice, attend Chris Riddell’s keynote presentation at this year’s 

FPA Professionals Congress (18-20 November, Brisbane). For more information, go to www.fpacongress.com.au 
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The Superannuation 

Contributions Splitting strategy 

was introduced in 2006 and 

provides a superannuation 

member with an opportunity 

to split a portion of the 

concessional contributions 

received within a fi nancial year 

with their spouse. Strategically, 

this may provide an opportunity 

to relatively equalise the amount 

saved for retirement between the 

member and their spouse and 

help to:

•  maximise their combined Low 

Rate Threshold;

•  fund insurance premiums 

for the non-working or low-

income earning spouse;

•  access superannuation 

benefi ts earlier by splitting 

contributions to an older 

spouse;

•  improve member’s entitlement 

to Centrelink benefi ts by 

splitting contributions to the 

younger spouse.

Superannuation legislation 

permits a person to split 

concessional contributions 

with an eligible spouse for 

contributions made in the 

previous fi nancial year. 

However, in circumstances 

where the entire superannuation 

account is being rolled over or 

cashed before the end of the 

fi nancial year, the member can 

apply to the trustee of their 

superannuation fund to split the 

concessional contributions at 

that time.

In addition, where the member 

has made a personal contribution 

to superannuation and intends 

to claim a tax deduction for 

the contribution, they must 

lodge their ‘Notice of Intent to 

claim a tax deduction for super 

contributions’ before applying for 

the contributions splitting. 

Financial planning tip 
In the 2015 Federal Budget, 

the Government proposed to 

make signifi cant changes to the 

assessment of the Assets Test 

that applies to the Age Pension 

entitlement from 1 January 2017. 

The legislation has since been 

introduced to Parliament and 

received Royal Assent on 30 

June 2015.

The Superannuation 
Contributions Splitting strategy
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Table 1: Assets test thresholds

Current threshold 

(as at 1 July 2015)

New threshold 

(as at 1 January 2017)

Assets test lower threshold

Single homeowner $205,500 $250,000

Single non-homeowner $354,500 $450,000

Couple homeowner $291,500 $375,000

Couple non-homeowner $440,500 $575,000

Assets test upper threshold

Single homeowner $779,000 $547,000

Single non-homeowner $928,000 $747,000

Couple homeowner $1,156,500 $823,000

Couple non-homeowner $1,305,500 $1,023,000

Assets test taper rate 

(per $1,000 over assets test lower threshold)
$1.50 $3.00 
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Under the new arrangement, 

Age Pension lower assets test 

thresholds and taper rate will 

increase from 1 January 2017. 

As a result of these changes, the 

upper assets test threshold will 

reduce as explained in Table 1.

The introduction of new assets 

test thresholds will result in a 

reduced Age Pension entitlement 

or even loss of pension entitlement 

for a number of wealthier retirees 

from 1 January 2017. 

On 7 May 2015, the Minister for 

Social Services, Scott Morrison, 

released a table that provides a 

projection of new Age Pension 

entitlement based on the level of 

pensioner’s assets post 1 January 

2017. Details of these projections 

can be viewed at the following link:

http://scottmorrison.dss.gov.au/

media-releases/fairer-access-to-

a-more-sustainable-pension

Based on these projections, 

while homeowner couples with 

combined assets of less than 

$451,500 (not including the 

principal residence) will have 

no changes to their entitlement 

or will be better off, couples 

with assessable assets above 

$451,500 will be worse off. 

Similarly, single homeowner 

pensioners with assessable 

assets of less than $289,000 

will have no changes to their 

entitlement or will be better off, 

while pensioners with assessable 

assets above $289,000 will be 

worse off.

More importantly, homeowner 

couples with assessable assets 

above $823,000 and homeowner 

singles with assessable assets 

above $547,000 will lose their 

pension entitlement. Pensioners 

who lose pension entitlement on 

1 January 2017, as a result of the 

changes, will be automatically 

issued with a Commonwealth 

Seniors Health Card or a Health 

Care Card (for those under 

Age Pension age), without the 

need to meet the usual income 

requirements. Veterans whose 

service pension is cancelled 

under this measure will retain their 

Veterans’ Affairs Gold Card.

With these changes due to 

commence on 1 January 

2017, in situations where 

the superannuation member 

has a younger spouse, 

the implementation of the 

contributions splitting strategy 

beforehand may improve the 

superannuation member’s 

entitlement to social security 

benefi ts when they reach their 

Age Pension qualifying age. 

How would this be achieved? The 

superannuation interest held in 

an accumulation phase is exempt 

from social security assessment 

until the individual reaches their 

qualifying age for the Age Pension. 

By gradually re-directing super 

assets from the older spouse’s 

superannuation account to the 

younger spouse’s account using 

the contributions splitting strategy, 

fi nancial planners will be able to 

improve the member’s entitlement 

to the Age Pension until such time 

as the younger spouse reaches 

their qualifying age for the Age 

Pension. The strategy is explained 

further in the case study section of 

this article. 

The qualifying age for Age 

Pension is currently age 65 for 

both men and women. However, 

from 1 July 2017, the qualifying 

age for Age Pension will increase 

from age 65 years to age 65 

years and six months. The 

qualifying age will then increase 

by six months every two years, 

reaching age 67 by 1 July 2023.

What amount can 
be split?
Under the current 

superannuation legislation, 

the maximum amount that a 

member can split is broadly 

limited to the lesser of:

•  85 per cent of the member’s 

concessional contributions; and

•  the concessional contributions 

cap for that fi nancial year.

It should be noted that 

contribution splitting is subject to 

the rules of the fund and is limited 

to an accumulation fund and the 

accumulation component of a 

defi ned benefi t fund. 

Contributions made to the 

defi ned-benefi t component cannot 

be split, as defi ned benefi ts are 

calculated according to a formula. 

However, most defi ned-benefi t 

division members also have an 

accumulation account and any 

concessional contributions made 

to the accumulation account 

can be split with the member’s 

spouse, subject to fund rules. 

What amounts 
cannot be split?
Amounts contributed to 

superannuation that cannot be 

split include:

•  benefi ts rolled over from 

another fund;

•  amounts that were previously 

rolled over as a contributions-

splitting superannuation benefi t;

•  superannuation lump 

sums paid from a foreign 

superannuation fund;

•  contributions that are not 

included in the assessable 

income of the fund, 

including non-concessional 

contributions, Capital Gains Tax 

(CGT) exempt contributions, 

Government co-contributions;

Continued on p30

Table 2: Superannuation contributions

Type of contribution
Amount of 

contribution

Amount net of 

contributions tax

Employer contributions 

(Superannuation Guarantee)
$3,000 $2,550

Salary sacrifi ce contributions $20,000 $17,000

Personal non-concessional contribution $1,000 $1,000

Government Co-contribution $100 $100

Total $24,100 $20,650
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•  contributions to a 

superannuation interest that 

are subject to a payment 

split or subject to a payment 

fl ag under the family law 

provisions.

For example, in Table 2, 

the following contributions 

were made to a member’s 

superannuation account during 

the 2014-15 fi nancial year.

Based on the contributions 

made in the 2014-15 fi nancial 

year, the maximum amount 

that the member is able to split 

with their spouse is 85 per cent 

of the employer contributions 

(including superannuation 

guarantee contributions) and 

salary sacrifi ced amounts as 

follows:

85% x ($3,000 + $20,000) 

= $19,550

The member is able to request 

the split with their eligible spouse 

(up to $19,550) in the 2015-16 

fi nancial year. 

When can 
contributions 
be split?
An important step in the 

contribution splitting process 

is that the contribution must 

fi rst be made to the member’s 

superannuation account. It 

cannot be directly paid to 

the spouse’s superannuation 

account. 

As mentioned previously, only 

after the end of the fi nancial 

year in which the contribution 

is made can a member request 

a contribution split. In the 

earlier example, concessional 

contributions made in the 2014-15 

fi nancial year into the member’s 

superannuation account can only 

be split from 1 July 2015 until 30 

June 2016.

However, an exception to this 

rule applies where the member 

is rolling over or cashing out 

their entire benefi t. In this 

case, the split may occur at 

the time the rollover or the 

cash-out is occurring during 

the fi nancial year, subject to the 

superannuation fund’s rules. 

Another important aspect is 

that a member is only able to 

make one payment split for each 

fi nancial year. 

This means the contribution will 

be fi rst assessed against the 

member’s contribution caps for 

the fi nancial year the contribution 

is made. When the contribution 

is split with the member’s spouse 

in the next year, it will be rolled 

over as a contributions-splitting 

superannuation benefi t and will 

not count towards the receiving 

spouse’s contribution caps. 

What are the tax 
components?
Whilst the proportioning rule 

(Income Tax Assessment Act 

1997 307-125) is used to 

determine the tax-free and taxable 

components for an ordinary 

rollover or superannuation 

payment, a contributions-splitting 

superannuation benefi t is treated 

differently. 

The Income Tax Assessment 

Act 1997 307-140 states 

a contributions-splitting 

superannuation benefi t is to be 

100 per cent taxable and the 

tax-free component is to be nil.

Who is an eligible 
spouse?
The Superannuation Industry 

Supervision Act 10 broadly 

defi nes a spouse to be a 

person (whether of the same 

or different sex) to whom the 

member is legally married, is in 

a relationship that is registered 

or another person who, although 

not legally married to the 

person, lives with the person on 

a genuine domestic basis in a 

relationship as a couple. 

Table 3: Continue with the current arrangement

Year 1 Year 2 Year 3 Year 4 Year 5

Estimated value of Ryan’s 

superannuation account $296,044 $344,988 $397,016 $452,321 $511,111

Estimated value of Kathy’s 

superannuation account
$77,732 $85,952 $94,689 $103,976 $113,849

Table 4 – Ryan to implement the Superannuation Contributions Splitting strategy

Year 1 Year 2 Year 3 Year 4 Year 5

Estimated value of Ryan’s 

superannuation account 
$266,591 $284,227 $302,975 $322,903 $344,087

Estimated value of Kathy’s 

superannuation account
$108,026 $148,447 $191,415 $237,090 $285,643

Note: The case study is based on an investment return of 7 per cent  a year reduced by 15 per cent  tax on 

earnings and concessional contributions tax of 15 per cent, assuming contributions are made monthly over 

the fi ve year period.

Table 5 – Ryan’s estimated Age Pension entitlement based on the new assets test thresholds and 

the reduction rate post 1 January 2017

Current arrangement With Contributions Splitting  

Estimate of Ryan’s Age Pension entitlement 

at the end of year fi ve
$12,500 per year $17,000 per year

Outcome: Increased Age Pension entitlement for Ryan when compared with the current arrange-

ment (an increase of $4,500 per year). The increased rate of pension will continue to apply for 11 

years until Kathy reaches qualifying age for Age Pension (age 67), providing total additional retire-

ment income of just under $50,000 to Ryan and Kathy over a period of 11 years.

Note: The Age Pension estimates outlined in Table 5 are based on Ryan’s superannuation balance at 

the end of year fi ve assuming Ryan and Kathy do not have other assets or income. The estimates are 

based on the summary of Age Pension projections provided by the Minister for Social Services, Scott 

Morrison, on 7 May 2015. 
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In addition, the member’s 

spouse must be:

•  under their preservation age, or

•  have attained preservation 

age but under age 65 and 

has not met the ‘retirement’ 

condition of release.

This means that if a member’s 

spouse is over their preservation 

age but under age 65, they must 

declare that they do not satisfy the 

‘retirement’ condition of release. 

Contributions splitting cannot be 

made if the member’s spouse is 

aged 65 or over. 

Case study
Ryan (62 years of age) is a 

full-time employee, earning an 

annual salary of $150,000. 

Ryan had $250,000 invested in 

superannuation at the start of 

the 2014-15 fi nancial year. His 

employer made Superannuation 

Guarantee contributions of 

$14,250 ($150,000 at 9.5 per 

cent) in the 2014-15 fi nancial year. 

Ryan has also been salary 

sacrifi cing a regular amount of 

$1,700 per month or $20,400 per 

year to his super account. 

Ryan is married to Kathy (51 

years of age), who is working 

part-time, earning an annual 

salary of $40,000.

Kathy had $70,000 held in her 

super account at the start of the 

2014-15 fi nancial year. Kathy’s 

employer made Superannuation 

Guarantee contributions of $3,800 

($40,000 at 9.5 per cent) in the 

2014-15 fi nancial year.

Ryan and Kathy are planning 

to retire in fi ve years. Upon 

retirement, Ryan will apply for 

the Age Pension, which will 

be supplemented by monthly 

pension drawdowns from Ryan’s 

superannuation income stream.  

If Ryan and Kathy continue with 

their current arrangements and 

make contributions to super at 

the same level, the balance of 

Ryan’s super account is expected 

to reach about $511,000 and the 

balance of Kathy’s superannuation 

is expected to reach about 

$114,000 by the end of year fi ve 

as detailed in Table 3. 

If, however, Ryan implemented 

the superannuation contributions 

splitting strategy in each fi nancial 

year for the period of the next 

fi ve years, he could split up to 

85 per cent of the concessional 

contributions made in the 

previous fi nancial year with Kathy. 

Based on the same contribution 

amounts, by implementing the 

contributions splitting strategy 

each year, Ryan will be able 

to reduce his superannuation 

balance from $511,111 to 

$344,087 by the end of year fi ve 

as detailed in Table 4. 

This will result in Ryan being 

entitled to a higher amount of 

Age Pension when he retires. 

When Ryan applies for the Age 

Pension upon retirement, Kathy’s 

superannuation benefi ts will 

be exempt from social security 

assessment and it will continue 

to be exempt until such time as 

Kathy reaches her qualifying age 

for the Age Pension (age 67). 

Conclusion
By implementing the 

Superannuation Contributions 

Splitting strategy, Ryan has a 

greater opportunity to maximise 

the amount of concessional 

contributions to superannuation 

while working. More importantly, 

Ryan has a greater opportunity to 

improve his entitlement to social 

security benefi ts when he retires.

Although the implementation of 

Superannuation Contributions 

Splitting strategy may not be 

appropriate and may not provide 

additional social security benefi ts 

for everyone, there may be 

situations where planning ahead 

may increase the client’s entitlement 

to social security benefi ts. 

Anna Mirzoyan, Technical 

Services Consultant, Fiducian 

Group Limited. 

QUESTIONS

1. The maximum amount that a member can split with an 

eligible spouse is limited to:

a. 85% of a member’s non-concessional contributions.

b. 85% of a member’s concessional contributions.

c. 100% of a member’s concessional contributions.

d. 15% of a member’s concessional contributions.

2. Which of the following is not a benefi t of contributions 

splitting?

a.  Reduce contributions tax.

b.  Improve members’ entitlement to Centrelink benefi ts when split 

with a younger spouse.

c.  Early access to superannuation benefi ts when split with an older 

spouse.

d.  Fund insurance premiums for the low income earning or non-

working spouse. 

3. Bradley (age 48) received Superannuation Guarantee 

contributions of $20,000 and also salary sacrifi ced $10,000 

in the 2014-15 fi nancial year. What is the maximum amount 

Bradley can split to his spouse (age 45) and when can the 

split take place?

a. Up to $30,000 can be split in the 2014-15 fi nancial year.

b. Up to $10,000 can be split in the 2014-15 fi nancial year.  

c. Up to $10,000 can be split in the 2015-16 fi nancial year.

d. Up to $25,500 can be split in the 2015-16 fi nancial year.  

4. Which of the following statements is correct? 

a. The proportioning rule applies to contributions being split 

with a member’s spouse. The amount being split is deducted 

proportionally from the taxable and tax-free components of the 

member’s superannuation interest.  

b. The member can split up to 85 per cent of concessional 

contributions made to a defi ned benefi t division with their 

eligible spouse.

c. Where the member has made a personal contribution to 

superannuation and intends to claim a tax deduction for the 

contribution, they must lodge their ‘Notice of Intent to claim a 

tax deduction for super contributions’ before applying for the 

contributions splitting.     

d. To be eligible for the contribution split, the receiving spouse has 

to be age 55 or under.

CPD
MONTHLY
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The Disability Support Pension (DSP) 

is an income support payment 

provided by the Department 

of Human Services (DHS) for 

individuals with a medical condition 

that prevents them from working, 

including those who are terminally ill.

Many Australians believe the DSP 

covers them in the same way 

as income protection. While its 

payment rate may not be as high, it 

still provides a safety net to support 

people with a disability. As such, it’s 

important to be able to outline what 

the DSP provides, and the potential 

gaps that can be fi lled by income 

protection or lump sum insurance.

There have been various changes 

to the criteria under which people 

qualify for and continue to receive 

the DSP over the past few years. 

The introduction of participation 

requirements and tighter payment 

restrictions for individuals travelling 

overseas has meant more 

and more people are fi nding 

themselves ineligible.  

In fact, the number of people who 

have applied for the DSP, but were 

ineligible, has risen to the highest 

level in a decade. In the 2009-2010 

fi nancial year, 91,131 applicants 

were successful in receiving the 

DSP, compared to only 41,832 

during the 2013-14 fi nancial year1. 

Eligibility criteria

To be eligible for the DSP, the 

applicant must:

•  be between the age of 16 and 

65 (age pension age);

•  meet the residency requirements;

•  meet the income and assets 

tests; and 

•  meet the disability criteria below.

The individual may meet the 

disability criteria if they are:

•  permanently blind;

•  severely physically, intellectually 

or psychiatrically impaired; or

•  someone who is an active 

participant in, or has completed 

a Program of Support (POS) 

within three years of claim.

If the individual is either severely 

impaired (or meets the POS 

requirements), they will also need 

to meet ‘continuing inability to 

work’ criteria (meaning they are 

unable to be retained for work in 

the next two years).

Assessing level of impairment

Impairment tables are used to 

assess the degree of disability. An 

impairment rating of at least 20 

points (severely impaired) is required 

to meet the criteria for the DSP.

Points are assigned according to 

the level of functional impact. A 

rating can range from ‘no functional 

impact’ (0 points) to ‘extreme 

functional impact’ (30 points). Table 

1 describes when an individual is 

rated as having a ‘severe functional 

impact’ (20 points) for back injuries 

and mental illness.

Program of Support

If an individual is not severely 

disabled, they may be required 

to actively participate in a POS 

for at least 18 months (or less 

if the program ran for and 

was completed in less time). 

These programs are designed 

to encourage DSP recipients 

to return to paid employment. 

Programs of Support include 

Disability Employment Services, 

Jobactive, Remote Jobs and 

Communities Program, and 

Australian Disability Enterprises.  

The POS is specifi cally 

tailored to each person to 

address their individual level of 

impairment, needs and barriers 

to employment. The types of 

services provided by the POS 

include vocational, rehabilitation or 

employment services, which are 

designed to develop skills where 

required to improve the person’s 

ability and capacity to work.

Continuing inability to work

If an individual is either severely 

impaired, or not severely impaired 

but has completed a POS, an 

assessment will then be made on 

whether they have a continued 

inability to work. To meet the criteria 

for the DSP, the individual must 

be deemed to have a continued 

inability to work for 15 or more 

hours per week, earning at least the 

minimum wage without support.

If a recipient of the DSP 

has experienced a change 

of circumstances, they can 

subsequently obtain paid work 

of less than 30 hours per week. 

However, in order to continue to 

qualify for the DSP, they will need 

to qualify under income testing.

Receiving benefi ts while 

overseas

To be eligible for the DSP, the 

applicant must physically be in 

Australia on the day of claim. In 

addition, if they travel overseas 

after receiving the fi rst payment, 

there are further payment 

restrictions that apply.

Since January 2015, a recipient 

Disability Support Pensions:  
qualifying for poverty
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of the DSP travelling overseas 

temporarily will only be able 

to receive up to four weeks of 

benefi ts in any 12 month period. 

From this point, all DSP benefi ts 

cease to be payable, unless 

exempt (includes situations where 

the individual is deemed to be 

permanently and severely impaired 

with no future ability to work, or 

seeking medical treatment only 

available overseas). However, if 

the Disability Support Pensioner 

moves overseas permanently, 

the DSP will cease entirely, or in 

limited circumstances, such as 

in the case of terminal illness or 

permanent and severe impairment, 

be paid at a reduced rate.

The real cost of disability

If someone is eligible to receive the 

DSP, the maximum amount payable 

is $860.20 per fortnight for a single 

person or $648.40 per fortnight 

for a member of a couple (effective 

to 19 September, 2015). While 

it is already diffi cult to maintain a 

comfortable standard of living with 

this level of income, it does not factor 

in the increased cost of living for an 

individual living with a disability.  

In 2009, the National Disability 

Strategy Consultation Report 

discussed the increased costs 

associated with a disability9. For 

example, there could be the cost of 

mobility aids, communication aids, 

ongoing therapies, paid carers, and/

or home renovations. Therefore, 

there is a huge disparity between the 

level of income support available and 

the cost of a reasonable standard of 

living for a disabled individual.  

Alternatives to 
the DSP
Insurance

Assessment for payment of benefi ts

When an individual is permanently 

disabled or terminally ill, they will 

be assessed under the impairment 

tables for the DSP. If they are not 

deemed to be severely impaired, 

they will be required to complete 

a POS within three years of claim. 

Once this has been completed (if 

applicable), a continuing inability 

to work assessment will be made. 

In addition, an income and assets 

test will apply to determine the 

fi nal amount payable, if any.

However, under ordinary lump sum 

retail insurance, a payment will be 

made if a single policy defi nition is 

satisfi ed. Terminal illness benefi ts 

will be payable if the insured 

person’s doctor can certify that the 

insured person is likely to die. An 

occupation-based TPD benefi t will 

be payable if the insured person 

is unable to work – either in their 

current occupation, or another 

relevant occupation based on their 

work history and qualifi cations. 

Alternatively, an insured person may 

receive Income Protection benefi ts 

if they are deemed to be totally or 

partially disabled and their work 

ability is reduced.

Many retail policies will offer a 

number of ways that someone 

may qualify as being totally 

disabled, such as their inability to:

•  perform at least one of the 

important income producing 

duties in their current 

occupation;

•  work more than 10 hours 

per week in their current 

occupation; or

•  earn more than 20 per cent of 

pre-disability income. 

Most retail insurance policies 

will not offset Income Protection 

benefi ts with any lump sum 

insurance payments.

In 2014, BT paid $23,216,295 

for Terminal Illness, $15,435,106 

for TPD, and $39,104,102 for 

Income Protection claims, out of 

a total of $208,436,01811. The 

leading causes of claim on Term 

Life policies across the industry 

were cancer and heart disease, 

while the leading causes for TPD 

and Income Protection claims 

were musculoskeletal conditions 

(such as back pain/problems, 

osteoporosis and osteoarthritis), 

mental illness and cancer12.

Amount payable

The payments an individual may 

receive from insurance policies are 

much higher than the maximum 

amounts payable under the 

DSP. In fact, Term Life or TPD 

maximum sums insured under 

retail cover are often well above 

what the individual requires. For 

example, Term Life cover is usually 

unlimited, while the maximum TPD 

sum insured is $5 million (or $15 

million under BT Reserve). Some 

insurers offer a higher level of 

TPD cover (up to $15 million) on a 

tiered defi nition basis. Therefore, 

there is broad scope to allow for 

additional items, such as mobility 

aids and home renovations.  

Income Protection policies will 

generally insure up to 75 per cent 

of pre-disability income. Many 

retail policies will also pay an 

Continued on p34

Table 1: Severe functional impact

Illness or injury Relevant 
impairment table

Severe functional impact2

Back injuries Table 4 

(spinal function)

(1) The person is unable to:

(a) perform any overhead activities;

(b) turn their head, or bend their neck, without moving 

their trunk;

(c) bend forward to pick up a light object from a desk or 

table; or

(d) remain seated for at least 10 minutes.

Mental illness Table 5 

(mental function)

(1) The person has severe difficulties with most of the 

following:

(a) self-care and independent living3. 

(b) social/recreational activities and travel4.

(c) interpersonal relationships5.

(d) concentration and task completion6.

(e) behaviour, planning and decision-making7.

(f) work/training capacity8.
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additional monthly amount that 

represents a partial replacement 

of superannuation contributions. 

Again, the benefi ts payable from 

an Income Protection policy are 

usually much higher than what can 

be received from the DSP, with 

some insurers offering cover of up 

to $60,000 per month.

Further, most retail insurance policies 

include annual indexation and a future 

insurability benefit that allows the 

sum insured for lump sum cover to 

be increased at a future event, such 

as marriage, divorce or taking out a 

mortgage; or an increase in salary 

for Income Protection. These policy 

features allow the level of cover to 

keep pace with the client’s changing 

circumstances.

Additional benefi ts

There are also a number of features 

commonly available with Term 

Life, TPD or Income Protection 

insurance that are not fully covered 

under the DSP, or other income 

support payment. Many of the 

equivalent options available from 

the DHS are inferior to what can be 

provided under insurance, as the 

payments will be signifi cantly lower, 

or support will be restricted to that 

available from the DHS (signifi cant 

waiting periods may apply). Table 2 

illustrates the difference in what can 

be received from a retail insurance 

policy compared to what can be 

received through the DHS.

Receiving benefi ts while overseas

Once insurance cover is obtained, 

Table 2: Retail insurance policy vs DHS

Benefit13 Description14 DHS equivalent (assuming all criteria satisfied).

Terminal Illness benefit Pays the Term Life sum insured if the insured person 

becomes terminally ill.

The sum insured is unlimited.

DSP ($860.20 per fortnight for a single 

person, or $648.40 per fortnight for a member 

of a couple [effective to 19 September, 2015]).

Funeral advancement 

benefit

Pays 10 per cent of the Death Benefit up to a 

maximum of $25,000 to reimburse the immediate 

costs of the insured person’s funeral. 

Bereavement allowance (14 weeks at a 

maximum rate of $860.20 per fortnight 

[effective to 19 September, 2015]).

Financial planning benefit Reimbursement up to a value of $5,000 for the 

preparation of a financial plan following the payment of 

a Terminal Illness Benefit or TPD Benefit15.

Access to the Financial Information Service.

Counselling benefit Reimbursement up to a value of $5,000 for up to 

10 counselling sessions following the payment of a 

Terminal Illness, TPD or Income Protection benefit15.

DHS social workers can provide counselling 

through Social Work Services.

TPD partial benefit Pays a partial TPD benefit of up to 25 per cent of 

the sum insured (capped at $500,000) if the insured 

person loses use of one limb or sight in one eye due 

to sickness or injury.

DSP in some circumstances ($860.20 per 

fortnight for a single person, or $648.40 per 

fortnight for a member of a couple [effective to 

19 September, 2015]).

Partial disability benefit Pays a proportion of the insured monthly Income 

Protection benefit based on the ratio of post-disability 

income to pre-disability income.

DSP ($860.20 per fortnight for a single 

person, or $648.40 per fortnight for a member 

of a couple [effective to 19 September, 2015]), 

reduced by the relevant amount under income 

testing.

Rehabilitation benefits Payment of up to 12 times the monthly benefit under 

an Income Protection policy, for the payment of 

rehabilitation expenses such as a wheelchair, artificial 

limbs, retraining expenses and home or workplace 

modification; and up to 12 times the monthly benefit 

for rehabilitation programs.

Retraining and workplace modification may 

be provided through Disability Employment 

Services or another Program of Support.

Return to work benefits Payment of one times the monthly benefit (after three 

months) and two times the monthly benefit (after six 

months) under an Income Protection policy, if the 

insured person has returned to work full-time.

None.
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it provides worldwide cover. 

Depending on where the individual 

is currently residing, repatriation 

clauses may be invoked – ie, 

where the client would need to 

return to Australia to meet claim 

requirements. This is to ensure 

that suitable medical evidence is 

obtained to substantiate the claim. 

In many instances, the insured 

person will not need to return to 

Australia if the medical evidence is 

deemed appropriate and equivalent 

under Australian medical standards.

Employment

Another alternative is to fi nd 

paid employment. Data from the 

Australian Bureau of Statistics 

shows that labour force 

participation for people with 

disabilities is only 53 per cent, 

compared to 81 per cent for people 

without disabilities10. However, this 

includes disabled individuals who 

are working in a lower capacity 

than desired, for example, on a 

part-time basis or in a role they are 

over-qualifi ed for.

There are also barriers when it 

comes to seeking employment. 

Often it is not simply a matter 

of matching a person’s skills 

and experience to the jobs 

available. In the National Disability 

Strategy Consultation Report9 

it was noted that more than a 

third of submissions identifi ed 

employment issues, such as 

employer discrimination or 

a misunderstanding about 

the needs of individuals with 

disabilities. Submissions detailed 

the use of medical tests to screen 

disabled job seekers by employers 

and recruitment agencies. In other 

instances, the cost of workplace 

adjustments were grossly 

overestimated, creating another 

barrier to employment.

Summary
While clients may believe they can 

rely on Government support, it is 

clear that it is insuffi cient. Even if 

they are able to meet all criteria 

required for the DSP, the payment 

is small and does not include 

additional amounts to account for 

the higher cost of living associated 

with a disability. Disability Support 

Pensioners need to go to 

extraordinary lengths to obtain the 

DSP, yet even if they qualify, many 

of them still remain in poverty.

Employment options may be 

limited, due to the disability 

itself, or employer discrimination. 

Therefore, the ideal solution is to 

insure. This provides adequate 

funds to the client at their time 

of need, without needing to 

satisfy multiple criteria. Insurance 

provides fl exibility and much more 

holistic cover compared to any 

Government assistance available.

Rachel Leong, Product Technical 

Manager, Life Insurance, BT.

Footnotes
1. www.sbs.com.au/news/

article/2015/07/13/disability-

pension-rejection-rates-high

2. Social Security (Tables for the 

Assessment of Work-related 

Impairment for Disability Support 

Pension) Determination 2011.

3. Eg, support required (assistance 

from a family member or support 

worker at least twice a week) 

4. Eg, the individual travels alone 

to familiar venues only.

5. Eg, the individual has very 

limited social contacts and 

involvement unless these are 

organised for them, or they have 

diffi culty interacting with other 

people and may need assistance 

to engage in social interactions.

6. Eg, the individual fi nds it very 

diffi cult to concentrate on tasks or 

engage in conversation for longer 

than 10 minutes, or they have 

slowed movements or reaction 

times due to psychiatric illness or 

effects of treatment.

7. Eg, the individual behaviour, 

thoughts and conversation 

are signifi cantly and frequently 

disturbed.

8. Eg, the person is unable to attend 

work, education or training on a 

regular basis over a lengthy period 

due to ongoing mental illness.

9. Shut out: The Experience of 

People with Disabilities and their 

Families in Australia.

10. Australian Bureau of Statistics, 

2003, Disability, Ageing and 

Carers: summary of fi ndings, cat. 

no. 4430.0, ABS, Canberra

11. BT 2014 Life Insurance claims 

statistics.

12. The Risk Store, Industry Stats 

2014.

13. Based on some of the 

included benefi ts within BT 

Protection Plans policies.

14. Based on BT Protection Plans 

PDS dated 19 May 2014.

15. Also applies to Death benefi ts 

and Living Benefi ts.

QUESTIONS

1.  To qualify for the Disability Support Pension (DSP), an 

individual must satisfy the following criteria:

a.  Be aged between age 16 and 65 (age pension age) and meet the 

residency requirements.

b.  Meet the income and assets tests, and the disability criteria.

c.  Both of the above.

d.  None of the above.

2.  To meet the disability criteria for the DSP, an individual 

must:

a.  Be permanently blind.

b.  Be severely physically, intellectually or psychiatrically impaired; or 

an active participant in, or have completed, a Program of Support 

(POS) within three years of the claim.

c.  Either of the above.

d.  Either of the above, or the individual has lost the use of one limb.   

3.  The following benefi ts can be received if the individual 

resides overseas at the point of claim (pending claim 

requirements):

a.  Both the DSP and insurance payments.

b.  Insurance payments only.

c.  DSP only.

d.  Both the DSP and insurance payments, if the individual is severely 

impaired.

4.  Reliance on paid employment after becoming disabled may 

not be suitable because:

a.  Employers and recruiters may discriminate against disabled 

individuals.

b.  Jobs fi lled by disabled individuals may be at a level below what 

they are qualifi ed for, or only available on a part-time basis.

c.  Employers may overestimate the cost involved in making 

workplace adjustments.

d.  All of the above.

CPD
MONTHLY



Future2

What motivated you to ride 

in this year’s Future2 Wheel 

Classic? 

Stephen Ballinger (SB): I have 

a soft spot for charities targeting 

disadvantaged young people. I 

donate monthly to a number of 

charities that are active in this 

regard. I also helped out at a local 

charity last year for one afternoon a 

week for six months, in a mentoring 

role to primary school children 

from disadvantaged backgrounds. 

I applaud the FPA community’s 

efforts in supporting the Future2 

Foundation. Riding around 

Australia has been on my list of 

things to do since taking up cycling 

a couple of years ago.

Matt Meehan (MM): My 

motivation for riding this year was 

twofold. Firstly, I have previously 

supported successful Future2 

Grant applications for BackTrack 

Youthworks, which is based in 

my hometown of Armidale, NSW. 

Secondly, this year’s ride happens 

to be travelling through Armidale 

and the New England region, so 

this sealed the deal for me! 

What do you hope to achieve 

by participating in the Wheel 

Classic?

SB: I hope to achieve three things. 

Those are: to gain a sense of 

achievement from what is a fairly 

decent challenge; get to meet 

new people; and see some of this 

beautiful country from the seat of 

my bike, rather than from a car.

MM: Most importantly, I want to 

raise awareness of the Future2 

Foundation and, in particular, the 

fantastic support it has already 

provided to a couple of Armidale-

based not-for-profi t organisations. 

These are BackTrack Youthworks 

and Beyond Empathy.

What do you expect to be 

the most challenging aspect 

of cycling from Sydney to 

Brisbane? 

SB: It’s defi nitely backing up nine 

days in a row. Three hundred 

kilometres in three days would be 

about the most I’ve done previously, 

before getting a rest day!

MM: The heartbreak hills! On day 

three, we will be riding 140km from 

Gloucester to Walcha. It is tough 

enough for a car to get up some of 

the hills on this stretch of road so, 

it’s going to be tough on a bike!

How will you prepare your 

physical and mental fi tness for 

the 1,132km ride? 

SB: I plan to just keep doing 

what I’m doing; ride 200-300km 

per week and ramp that up a bit 

around 6-8 weeks beforehand. I’ll 

wind it down the week before to 

make sure my legs are nice and 

fresh when we leave Manly.

MM: I have started training and will 

be working towards longer bike 

rides as I get closer to November. I 

have been doing a 60km ride close 

to where I live. This training takes 

in plenty of hills, so the heart has 

been pounding and the legs have 

been aching. Most importantly, 

I am getting ‘butt fi t’ in order to 

avoid any unnecessary discomfort 

during the nine days of bike riding.

How is your fundraising target 

going? 

SB: I’ve only just put my Everyday 

Hero info together and will 

communicate what I’m doing to my 

clients and network soon. 

MM: I have set myself a target of 

raising $10,000 and have a long 

way to go. It’s still early days, just 

like my training program, so I’m 

hoping to peak around November!

Stephen Ballinger CFP® is Director 

at Ballingers Financial Planning and 

Matt Meehan CFP® is a strategic 

adviser at Agbis Financial.

To support Stephen, go to: https://

wheelclassic2015.everydayhero.

com/au/ballingers

To support Matt, go to: https://

wheelclassic2015.everydayhero.

com/au/mattmeehan

Brissie or bust

Stephen Ballinger is ready to take on the 1,132km ride.
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This year, the Future2 Wheel Classic 

will head from Sydney to Brisbane 

(10-18 November) on a marathon 

1,132 kilometre route. ‘First time’ 

cyclists – Stephen Ballinger CFP® 

and Matt Meehan CFP® – talk about 

their motivation to participate in this 

year’s ride.

The 2015 Wheel Classic begins in Sydney (Manly) 

on 10 November and fi nishes in Brisbane on 18 November.

The nine day route covers a distance of 1,132 kilometres, taking 

cyclists from Sydney to Maitland (162km), Maitland to Gloucester 

(122km), Gloucester to Walcha (140km), Walcha to Armidale (68km), 

Armidale to Inverell (126km), Inverell to Texas (128km), Texas to 

Warwick (146km), Warwick to Toowoomba (90km), and from 

Toowoomba to Brisbane (150km).

The registration covers the cost of food, accommodation, support 

vehicles, third party liability insurance and a Wheel Classic jersey. By 

participating, each cyclist will undertake to raise at least $1,000 for 

Future2.

For more information on this year’s Wheel Classic, go to: 

www.future2foundation.org.au/events/wheelclassic 

2015 Wheel Classic
the Foundation of the Australian

Financial Planning Association

Raising awareness: 
Matt Meehan.



The summit of endurance

What motivated you to sign up 

to the Kilimanjaro Challenge?  

Julie Berry (JB): I signed up 

because it offers two challenges: 

one is to conquer a mountain – 

and what a great adventure that 

will be; and the other is to raise 

much needed funds for Future2.

Anne Graham (AG): I will be 

undertaking the Challenge with 

my husband David, who is also a 

CFP® practitioner. I was motivated 

to sign up for the Challenge for 

a number of reasons. I’m new to 

the Future2 Foundation Board 

and when the Challenge was 

adopted as a new fundraiser 

event, I thought I would lead by 

example, signing up in the hope 

it would encourage others to 

join in. It’s also a very tangible 

and focused way for me to raise 

funds for a great Foundation and 

help provide a second chance to 

disadvantaged youth.  

What do you hope to achieve by 

participating in the Challenge? 

JB: I hope to meet new people, 

see new things and reach the 

summit of Mount Kilimanjaro. For 

me, this challenge will be as much 

about physical endurance as 

overcoming some personal fears, 

such as my fear of heights. It will 

be a great physical and mental 

challenge and I hope I am up for it!

AG: I want to involve my 

community – friends, family, clients 

and colleagues – in this adventure 

and bring everyone along for the 

ride. I could have easily written 

a cheque and made a donation 

but that wouldn’t have been as 

much fun or had as much impact. 

This type of fundraising challenge 

brings people together and 

involves them in a common cause. 

Whether they donate money, time, 

support or encouragement, the 

sense of community engagement 

is wonderful. I also hope to 

develop some mental ‘toughness’ 

and challenge myself physically. It’s 

about doing something I’ve never 

done before and putting myself out 

of my comfort zone.

How will you prepare your 

physical and mental fi tness for 

the Challenge? 

JB: I already do a bit of running 

and I paddle a surf ski regularly. 

In September, I am going to 

start trekking up some local 

‘mountains’, which are really only 

hills in comparison. I am hoping 

that knowing I have the endurance 

will mean that when it gets tough, I 

can just tell myself to get on with it, 

as I will know I can do it.

AG: I’ve run half marathons in 

the past and have continued with 

the training program I used for 

running. I run a few times a week 

and also do some cross training 

and weights twice a week, so 

I have a good fi tness base. I’ll 

defi nitely need to incorporate 

more walking/hiking for longer 

periods of time, so I get used to 

being on my feet for hours at a 

time. That will mean weekends 

spent hiking for 4-6 hours a day 

and defi nitely wearing in my brand 

new hiking boots. I’ll also have to 

get used to walking/hiking with a 

back pack and making sure my 

nutrition is correct. 

The mental challenge will be 

interesting – I can be quite 

determined and focused and 

I’m hoping that will be a good 

foundation for the Kilimanjaro 

Challenge but I’m acutely aware 

that this climb is as much about 

the mental challenges as the 

physical. Altitude sickness is 

probably my main concern and 

there isn’t much I can do in that 

regard, as it can strike the fi ttest 

climbers.

How is your fundraising target 

going? 

JB: Great! I have been really 

amazed at the support. I am just 

$96.43 away from the target, but I 

think I will keep going, after all, it’s 

for a great cause.

AG: I’ve exceeded my minimum 

target of $4,000. However, I have 

set a Big Hairy Audacious Goal 

target, which I hope to reach over 

the next few months. I’ve had 

great support from professional 

colleagues and the planning 

community, which is very much 

appreciated.

Julie Berry CFP® is the Managing 

Director of Berry Financial Services 

and Anne Graham CFP® is the 

Managing Director of McPhail HLG 

Financial Planning.

To support Julie, go to: https://

future2kilimanjaro2016.

everydayhero.com/au/julie-climbs-

kilimanjaro-for-future2

To support Anne and David, go 

to: https://future2kilimanjaro2016.

everydayhero.com/au/anne-david-

climb-kilimanjaro-for-future2
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The Kilimanjaro Challenge is a seven day hike 

to ascend Africa’s highest peak. The challenge 

will take place from 17-28 February, 2016.

The duration of the trip is 12 days, with accommodation based 

on twin-share in three-star hotels and comfortable camping 

facilities.

The trek is limited to a maximum of 20 individuals, plus a qualifi ed 

team leader and an Australian doctor. No trekking experience 

is required, however, all participants need to be relatively fi t 

and willing to train. Each participant is required to raise at least 

$4,000 for the Challenge.

For more information or to register, go to 

www.inspiredadventures.com.au/future2/kilimanjaro2016/

Kilimanjaro Challenge

A group of intrepid practitioners have 

signed up to climb Mount Kilimanjaro 

in February to help raise funds for the 

Future2 Foundation. Julie Berry CFP® 

and Anne Graham CFP® talk about 

their motivation for doing so.

the Foundation of the Australian
Financial Planning Association
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Planning forward for pensioners

Some changes to the Age Pension will come into effect 

from 1 January 2017, so it’s important that fi nancial 

planners are aware of how these changes might affect 

their clients when planning ahead.

In essence, the assets test free 

area and the assets taper rate 

will increase. This means your 

clients will be able to have more 

assets before their pension is 

reduced, however, the rate at 

which it is reduced once they 

exceed this area will increase.

The majority of pensioners will 

not be affected by this change, 

and in fact, approximately 

170,000 pensioners will 

experience an increase in their 

payment.

However, a small portion of 

pensioners may now exceed the 

assets test free area and the 

upper limit, meaning they will no 

longer be eligible for the 

pension or will receive a 

reduced rate.

So, let’s get down to the details, 

which will allow you to plan 

forward for your clients.

The fi rst point to make is that in 

most cases, the family home 

does not count towards the 

assets test and these changes 

do not have any impact on this 

aspect of your clients’ fi nances.

When it comes to the assets 

test, there are two parts: the 

‘threshold’ and the ‘taper rate’. 

Together, these determine the 

limit. 

The threshold is the point up to 

which your clients’ assets do 

not affect their payment and the 

limit is the maximum value of 

assets that your clients can 

have and still be eligible for a 

part-pension.

The thresholds differ depending 

on whether or not your client is 

a member of a couple and 

whether or not they are a 

homeowner. The limits differ 

depending on your client’s 

maximum entitlement and their 

threshold.

The taper rate is the rate at 

which your client’s payment is 

reduced for every $1,000 of 

assets they have in excess of 

the assets test threshold. 

As part of these changes, the 

taper rate is increasing from 

$1.50 to $3.00 for every $1,000 

in assets above the threshold.

For example, if your clients are a 

homeowner couple and they 

have $325,000 in assets (not 

including their home), these 

would currently be above the 

threshold of $291,500 and less 

than the limit of $1,156,500, so 

they would receive a slightly 

reduced rate of payment.

However, after 1 January 2017, 

the threshold for a homeowner 

couple will increase to 

$375,000, which is more than 

the value of their assets. So, 

unless they are affected by the 

income test, they will receive the 

full rate of payment.

In another situation, if your client 

is a single homeowner and has 

$610,000 in assets (not 

including their home), this is 

more than the current single 

homeowner threshold of 

$205,500 but less than the limit 

of $779,000, so they would 

currently be receiving a reduced 

rate of payment.

When the 1 January 2017 

changes come into effect, the 

upper limit will be reduced to 

$547,000, meaning your client 

would no longer be eligible to 

receive the pension while their 

assets exceed this point.

All of the above limits and 

thresholds are approximate and 

subject to indexation before 

1 January 2017. As such, they 

should be used as a guide only.

As you can see, the changes 

don’t lead to a single outcome 

for all and for most of your 

clients, they won’t have any 

effect. However, it’s important 

that you’re across these 

changes when it comes to 

planning forward for your clients 

in the coming years.

For more information, visit 

humanservices.gov.au/assets
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E: wayne@mws.net.au

Ballarat
Paul Bilson CFP®

Chairperson
T: (03) 5332 3344
E: paul@wnfp.com.au

Bendigo
Gary Jones AFP®

Chairperson
T: (03) 5441 8043 
E: garyjones@
platinumwealthbendigo.com.au

Geelong
Brian Quarrell CFP®

Chairperson 
T: (03) 5222 3055
E: brian.quarrell@
bendigoadelaide.com.au 

Gippsland
Rod Lavin CFP®

Chairperson
T: (03) 5176 0618 
E: rodneylavin@bigpond.com

Goulburn Valley
John Foster CFP®

Chairperson
T: (03) 5821 4711 
E: john.foster@bridges.com.au 

South East Melbourne
Scott Brouwer CFP®

Chairperson
T: 0447 538 216
E: scottb@prosperum.com.au

Sunraysia
Stephen Wait CFP®

Chairperson
T: (03) 5022 8118
E: stephenwait@thefarmprotectors.com.au

Queensland
Brisbane
Steven O’Donoghue CFP®

Chairperson
T: 0457 528 114
E: steven.o’donoghue@suncorp.com.au

Cairns
Kris Robertson AFP®

Chairperson
T: 0439 724 905
E: robertsonk@westpac.com.au

Far North Coast NSW
Shane Hayes CFP®

Chairperson
T: 0411 264 002 
E: shane@fairfulls.com.au

Gold Coast
Matthew Brown CFP®

Chairperson
T: 0418 747 559
E: matthew.brown@miqprivate.com.au

Mackay
James Wortley CFP®

Chairperson
T: (07) 4957 1600
E: james@efsmackay.com.au

Rockhampton/Central Qld
David French AFP®

Chairperson
T: (07) 4920 4600
E: david_french@capinvest.com.au

Sunshine Coast
Andrew Geddes CFP®

Chairperson 
T: 0437 835 609
E: andrew.geddes@miqprivate.com.au

Toowoomba/Darling Downs
Bob Currie CFP®

Chairperson
T: 0420 301 081
E: bob.currie@altitudews.com.au

Townsville
Gavin Runde CFP®

Chairperson
T: (07) 4723 9188
E: gavin@journeyfi nancial.com.au

Wide Bay
Louise Jealous-Bennett AFP®

Chairperson
T: (07) 4153 5212
E: louise@c2g.com.au

South Australia
Petra Churcher AFP®

Chairperson
T: (08) 8291 2800
E: pchurcher@ipacsa.com.au

Northern Territory
Susie Erratt CFP®

Chairperson
T: (08) 8980 9300
E: serratt@afsnt.com.au

Western Australia
David Sharpe CFP®

Chairperson
T: (08) 9463 0047
E: david.sharpe@globefp.com.au

Tasmania
Todd Kennedy CFP®

Chairperson
T: 1300 651 600
E: todd.kennedy@mystate.com.au

To update these details, please advise FPA Events on 02 9220 4543 or events@fpa.asn.au
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