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A NEW LOOK AND FEEL
Welcome to the inaugural edition of Money & Life, the magazine for 
financial planning professionals. 

This magazine replaces your regular FPA 

member publication, ‘Financial Planning’ 
magazine. We’ve breathed new life into the 

magazine and I’m excited to share with you 

this new format, along with its new name!

The FPA has been publishing a member 

magazine for as long as we’ve been around, 

and it is consistently named the number 

one preferred publication by FPA members 

(Marketing Pulse report June 2017). So, we 

haven’t taken this change lightly. 

However, in keeping with our ethos to 

continually improve what we deliver to 

members, we undertook research this year to 

ensure the magazine continues to meet your 

expectations and to discover ways to evolve it.

I would like to thank all of you who completed 

our online readership survey on the magazine 

and those who shared their views during focus 

groups and phone interviews.

Your feedback told us that nothing beats 

receiving a hard copy magazine in the mail. 

Therefore, we are pleased to continue sending 

10 editions direct to you each year. You told 

us you love reading about fellow planners and 

practice owners in the magazine. The sharing 

of personal and business insights, learnings, 

failings and secrets to success rated as the 

top content you value in the magazine. Your 

new Money & Life magazine will commit to 

publishing more of these stories. 

You also confirmed the importance of keeping 

abreast of the future of our profession, as well 

as trends and opportunities, so that will be 

another focus of the magazine. 

Money & Life magazine is an exciting evolution 

that now links the magazine directly with our 

online Money & Life Professionals content site 

– moneyandlife.com.au/professionals – and 

accompanying e-newsletter. Aligning each of 

these will give you a better experience and 

ensure you have access to timely information 

on the topics that matter most to you. 

CONGRESS 2017 SOLD OUT 
We’ve been blown away by the response to 

this year’s FPA Professionals Congress. We are 

delighted so many of you make the time to 

join us at our annual professional gathering to 

share, learn and connect with your peers.

NOTHING BUT GRATITUDE 

Finally, as we get close to the end of another 

year, I want to take the opportunity to thank you 

very much for your support, commitment and 

involvement with the FPA in 2017. There are so 

many important ways our members contribute 

to the FPA and our profession, as well as the 

community broadly, through pro bono work and 

support of the Future2 Foundation. 

Thank you for the amazing work you do every 

day with clients, helping them achieve a better 

financial future. Please enjoy this first edition of 

Money & Life magazine.

 
Dante De Gori CFP® 
CEO

  Follow Dante on Twitter @ddegori10
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PERSPECTIVE

The bene� ts of investing in lower-risk equities 
are sometimes overlooked. Conventional wisdom 
tells us that high-risk assets outperform their 
low-risk counterparts – but the low volatility anomaly
proves this isn’t always true. That’s why Acadian’s 
managed volatility equity strategies are designed 
to take advantage of this well-recognised but 
under-exploited market opportunity.

Talk to your Colonial First State BDM to discover 
how managed volatility can help build your 
client’s portfolio.
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FOCUS

An astonishing 81.3 per cent of Gen X and 
Y Australians are at risk of falling short 
of achieving a comfortable retirement, 
according to the latest research from 
Griffith University.

The research report, Reinvention is the 
new Retirement, was commissioned by 
No More Practice Education, and found 
that by the year 2043 (or in 26 years’ 
time), a retiree will require a balance of 
over $2.09 million in order to achieve 
a comfortable retirement. This figure is 
premised on ASFA’s current retirement 
standards figures at an inflation rate of 2.5 
per cent.

The figure, which is based on projections 
of 3 per cent capital growth rate, 0 per 
cent wage growth, 0 per cent savings 
outside super and 20 per cent super 
contributions tax over 26 years, means 
that as many as 81.3 per cent of Gen X & Y 
won’t make it. 

According to the Griffith University 
modelling, if Australia’s long-running 
inflation rate of 5.07 per cent is used, the 
figure becomes even more concerning, 
with $3.98 million needed and 93.8 per 
cent of Gen X and Y falling short. 

“Whilst these numbers represent our 
‘worst case’ scenario analysed, they are 
a very real possibility we need to be 
prepared for,” said Griffith University 
Professor Mark Brimble. “This low growth 
scenario has been the reality for countries 
like Japan for over 20 years.” 

The research also examined the coming 
intergenerational wealth transfer, finding 
that $3.5 trillion is likely to be transferred 
from Australians aged over 60 to younger 
generations over the next 20 years. 

Analysis of the distribution of this wealth 
indicates that 75 per cent of Gen X and 
Y with surviving parents will inherit, 
on average, over $110,000, an amount 
Brimble believes could be potentially 
significant in changing the retirement 
outcomes of Gen X and Y. 

“$110,000 invested well for 25 years could 
grow to be over $1 million, but it is also 

the sort of amount that could very easily 
be frittered on lifestyle. Getting people 
educated on how to invest that money for 
the long-term is vital to all of our futures,” 
Brimble said. 

The Griffith University research was 
headed up by Professor Mark Brimble 
and a team of four PhD researchers 
utilising Household, Income and Labour 
Dynamics in Australia (HILDA) data to 
model real world likely outcomes.

Professor Mark Brimble

NEWS

80% OF FUTURE  
RETIREES DO IT 
TOUGH

REGIONAL 
AGEING 
POPULATION 
CHALLENGES
In a bleak assessment of the country’s 
rapidly ageing population, some of the 
country’s regional centres are already 
facing a social security crisis, with 20 
per cent of some regional communities 
currently reliant on the Age Pension. 

With typically lower incomes and 
higher welfare dependency for regional 
Australians in the 55-64 years age 
bracket, the Regional Australia Institute 
(RAI) is calling on Government to help lift 
the workforce participation rate of older 
Australians and by doing so, help reduce 
the reliance on social security and boost 
local regional economies.

In its latest research - Ageing and work 
in regional Australia: Pathways for 

accelerating economic growth - RAI 
recommends that Government engage in 
more comprehensive regional trials  
to incentivise older workers in Australia’s 
worst affected regions, back into the 
worforce.

“We don’t yet know how to deal with 
the impacts of a really aged workforce,” 
said Regional Australia Institute chief 
executive officer, Jack Archer. “So, let’s 
test the options in the places already 
experiencing these issues, help them to 
make progress, and prepare Australia 
properly for the wider crisis of an ageing 
population that is coming nationally.” 

 

 
Archer believes that enabling greater 
workforce participation amongst older 
Australians will take a mix of policies that 
aim to empower older workers to stay in 

their jobs for longer, as well as making it 
easier for those out of work to take 
advantage of new opportunities.

As part of its recommendations, RAI has 
called upon the Government to continue 
to investigate and implement policy 
packages, like the Career Transition 
Assistance Program and the Restart wage 
subsidy, that improve the employability 
of older workers, address barriers on 
the side of employers, and strengthen 
financial incentives to remain in the 
workforce. 

Archer is confident that the RAI’s research 
shows that if Government and employers 
can engage a higher proportion of older 
people in work, the result will be a 
significant lift to local incomes, economic 
growth and a lower Age Pension bill for 
the Government.

RAI is a not-for-profit organisation that 
is devoted to issues concerning regional 
Australia.
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fund on 
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around for  
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Now available on the ASX: PIXX – invest in over 100 international stocks with just one click. 
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FOCUS

The FPA has officially launched its FPA 
Women in Wealth networking initiative, 
by rolling out two state-based events in 
October, featuring keynote presentations 
from two inspirational Australian 
business women

On 19 October, the Brisbane Chapter hosted 
a lunch with Colette Werden - the founder 
and chief executive officer of style and 
image specialist company, Colette Werden 
Australia. Colette delivered a presentation 
on: ‘The art of authentic self-packaging: 
How to use pieces of fabric to increase 
your self-confidence, not destroy it.’

Colette shared her five step strategy 
enabling women to “get up, show up and 
present with confidence”. Self-confidence 
was an important theme in Colette’s 
presentation, where she said a healthy 
level of self-confidence was greater than 
talent alone.

“But it’s important to differentiate 
between self-confidence and arrogance,” 
Colette said. “Arrogance is the 
overcompensation for the lack of 
confidence. A confident woman never 
walks into a room thinking she’s better 
than anyone else. Her confidence does not 
come from tearing people down. It comes 
from knowing that when she gives herself 
permission to live as her most genuinely 
powerful self, those around her will feel 
like they can too.”

And on 25 October, the Sydney Chapter 
hosted a breakfast with Pauline Nguyen 
- an entrepreneur and businesswomen, 
who is the co-founder and owner of 
Red Lantern, the world’s most awarded 
Vietnamese restaurant.

Pauline discussed her journey in the 
highly competitive restaurant industry, 
where over 16 years of running the 

NEWS

WOMEN IN WEALTH LAUNCHES 
Red Lantern, she has survived multiple 
economic downturns and weathered 
tumultuous times. She also shared her 
thoughts on how to develop personal and 
organisational courage, resilience and grit.

The FPA Women in Wealth events are 
part of the FPA’s overall strategy to attract 
the next generation of female planners to 
the profession.

“Women currently make up 28 per cent of 
the FPA membership and only around 20 
per cent in the profession, both of which we 
would like to see increase,” said FPA chief 
executive officer, Dante De Gori CFP®. 

“These networking events are designed 
to promote networking and mentoring 
opportunities to advance the progression 
of female financial planners, and 
ultimately grow the number of women in 
the profession in the years ahead.”

The FPA Women in Wealth initiative is a  
partnership between the FPA and Financial 
Executive Women (FEW), with support 
from gold sponsor, Macquarie Bank.

FEW has developed a career advocacy 
program that is designed to enable 
women to obtain advice, guidance and 
support from more experienced and 
senior women within the financial services 
industry, helping women to achieve their 
full potential.

As part of these two FPA Women in Wealth 
events, participants had the opportunity to 
join FEW’s founder, Judith Beck, in a FEW 
Circle discussion group, which provided 
participants with an opportunity to discuss 
topical issues with their peers.

“The overall objective of the FEW Circles 
is to ensure participating women at all 
levels have an opportunity to discuss 
topics they are interested in with 
experienced industry leaders. Interaction 
is encouraged with no judgement,” Beck 
said. “We are here to help and provide 
them with the experience, guidance and 
support they need in their careers.”

FOR MORE INFORMATION 
ON THE FPA WOMEN IN 
WEALTH EVENTS, CONTACT 
events@fpa.com.au 
OR GO TO  
fpa.com.au/events

The FPA congratulates the 
following members who  
have been admitted as  

CERTIFIED 
FINANCIAL PLANNER® 
PRACTITIONERS 

 

NSW
Chad Reynolds CFP® 
Novatax Financial Planners

Jillian Fu CFP® 
Westpac Banking Corporation

SA
John Molnar CFP® 
ipac South Australia

VIC
Adam Grigoropoulos CFP® 
DCA Financial Solutions

Jenny Forbes CFP® 
First Samuel

Luke Price CFP® 
Australian Private Capital  
Advisory Services

Hayley Gillingham CFP® 
Sovereign Wealth Solutions

Nathan Rogers CFP® 
SJ Butler Financial Planning

(L-R) Jade Khao, Pauline Nguyen, Pene Lovett, 
Janelle Rees & Michelle Weber

Our purpose

Everything we do at 
Vanguard is designed to give 
our clients the best chance for 
investment success.

Connect with Vanguard™  > vanguard.com.au  > 1300 655 205 

Vanguard Investments Australia Ltd (ABN 72 072 881 086 / AFS Licence 227263) is the product issuer. We have not taken yours or your clients’ circumstances into account when preparing this publication so it may not 
be applicable to the particular situation you are considering. You should consider yours and your clients’ circumstances, and our Product Disclosure Statements (‘PDSs’) or Prospectuses, before making any investment 
decision or recommendation. You can access our PDSs and Prospectuses at vanguard. com.au or by calling 1300 655 205. © 2017 Vanguard Investments Australia Ltd. All rights reserved.
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Anne Fuchs

A young couple using a financial planner 
could be up to $240,000 better off at 
retirement, with 75 per cent of Australians 
believing financial advice is worth more 
than it costs. These are two of the key 
findings in the Value of Advice Report, 
with research conducted by CoreData.

The Value of Advice Report was 
commissioned by Sunsuper, and includes 
the modelling of three scenarios - a young 
couple with two dependent children; 
a middle aged couple with two non-
dependent children; and a retired couple 
with three non-dependent children 
- to determine the financial value that 

RESEARCH PUTS  
VALUE ON ADVICE

financial advice can provide to Australians 
throughout their lives and into retirement.

For example, the first scenario of a young 
couple shows that good financial advice 
allowed them to maximise their money, 
allowing the couple to pay for six additional 
years of private school education for their 
children, 32 years of trauma cover and a 
family holiday every year until retirement. 
Significantly, the couple was $239,185 
better off at retirement than if they hadn’t 
sought advice.

CoreData surveyed more than 1,000 
working Australians and found that those 
who received advice, 80 per cent said 
it gave them more confidence to make 
financial decisions and 77 per cent said 
they feel prepared for retirement. 

Of those who had not received financial 
advice, 42 per cent said they believe they 
will rely on the Age Pension and only 16 
per cent said they believed they would have 
a good standard of living in retirement. 

Commenting on the findings, Sunsuper’s 
Head of Advice and Retail Distribution, 
Anne Fuchs said the research validates the 
value of services financial planners provide 
to Australians in helping them achieve their 
financial goals and retirement dreams. 

KEY FINDINGS 
CoreData and Sunsuper surveyed those 

consumers who received financial advice and 

those who have not, and found of those who 

received advice: 

are sure they could  

fund three months out-of-work 

(compared to 77% never advised)

always pay off their credit card 

each month  

(compared to 60% never advised)

believe financial advice is worth  
more than it costs 

believe they’ll need to rely on the 
Age Pension in retirement  

(compared to 42% never advised)

TO DOWNLOAD REPORT, 
GO TO  
www.sunsuper.com.au/
valueofadvice

93% 

84% 

75% 

7% 
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HEARTS AND MINDS
Question: What can the profession do to encourage more tertiary 
and secondary students to choose financial planning as a career?

The financial planning profession needs 
to engage with tertiary and secondary 
students more through demonstrating the 
different and wide variety of career options 
available.

That is, financial planning is not just 
about ‘providing advice’ – it’s about the 
wider financial services industry, such 
as accounting, financial markets, funds 
management, risk management, investment 
banking and so forth. This allows students 
to see a wide field of opportunities, rather 
than a narrow ‘financial planning’ focus.

In
si

gh
t.

The concept of financial advice was 
introduced to me when I started work at 
Bankwest. It appealed to me because of 
the value I could bring to clients and my 
perception of financial planning being a 
well-respected profession. 

At the time, I had an Arts undergraduate 
degree and was accepted into CBA Wealth 
Management’s financial cadetship. It is only 
through this experience that I could see 
the multi-faceted nature of advice and how 
someone like me could serve within it.  

However, I believe the wider community 
has a different impression of the profession 
and the type of person best suited for it. 
That’s why women should be encouraged to 
enter the profession by providing them with 
access to other women who are flourishing 
within it. This will allow these women to see 
that financial planning provides workplace 

OPINION CORNER

Dawn Thomas CFP®

Executive Relationship 
Manager and Senior Financial 
Adviser, Wealthwise 
Licensee: Financial Wisdom 

Diana Bugarcic
Head Teacher Accounting 
and Finance, Course 
Co-ordinator – Bachelor of 
Applied Finance (Financial 
Planning), Sydney TAFE

flexibility, enabling them to have a family 
and a career. 

I also believe the nurturing approach of 
women makes them ideally suited for the 
profession, allowing them to have deep and 
empathetic connections with their clients. 

We need to promote the diversity of 
financial advisers that make up our 
industry, and redefine who the profession 
is best suited for. As individuals, there’s 
a lot we can do to promote this, such 
as connecting with local schools and 
conducting education sessions with their 
students to help prepare them for their first 
job. We can also mentor students.

Local universities appreciate the work 
experience programs that we can offer 
their students. As alumni to our former 
universities, we should make ourselves 
available for events that prepare students 
for their future careers. 

There’s much we can do to attract the next 
generation of students into the profession, 
and we all have a role to play in doing this. 

In addition, when students hear about 
some of the industry stats, such as $2.26 
trillion in superannuation (APRA June 
2017) and $100 billion added annually, they 
start to get an idea about the scale of the 
industry and the opportunities available 
globally. It then becomes more interesting 
and appealing to them.

And when students see the potential 
salaries on offer, financial planning as 
a career option becomes even more 
attractive. 

When I speak to careers advisers, students 
and their parents, they have no idea about 
the opportunities available in financial 
planning. I believe the profession needs 
to produce collateral that is relevant to 
students and that careers advisers can use 
to market the opportunities available.
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INSIGHT

The battle for talent is heating up. Businesses 
face this in financial planning (and related) roles, 
while the education providers face this in terms of 
attracting both new entrants and career changers to 
programs.  

On the one hand, financial planning has a distinct 
disadvantage - most potential new entrants (and 
their key influencers) are not sure what planners 
do, their perceptions are informed by the popular 
press and there is often a low awareness of the 
progression of the industry, nor the social and 
economic value that the advice community provides. 

On the other hand, the opportunity that financial 
planning offers to new entrants, in the context 
of the current depressed graduate outcomes 
nationally, is substantial. Not only are new entrants 
in demand, but the narrative of positive reform/
professionalisation and working with individuals, 
families and small business to improve their 
wellbeing, is compelling to new entrants. 

So, what can be done to attract more students to 
this career pathway? The following are some of the 
strategies that have proven useful in recent years.

1  Make as much ‘noise’ as possible, through as 
many channels as possible, to:

•  explain what a financial planner does; sell the 
positive at every opportunity, including the 
direction the profession is heading and the 
resultant opportunities that exist;

There has to be an outreach program of information 
and education designed for students in schools and 
universities around the country. 

As it’s going to be difficult for the FPA to undertake 
this program on its own, it has to develop a program, 
which members of the FPA can take to their local 
high school. Once the principal of the school is 
engaged, then presentations can be held in the 
classroom by the adviser who has volunteered to 
present to the students.

State education departments may have to be 
engaged to obtain permission to speak to school 
principals or for the adviser presentations to form 
part of the annual curriculum.  

Dr Mark Brimble
Professor of Finance and Financial 
Planning, Department of Accounting, 
Finance and Economics, 
Griffith University

Daryl La’Brooy CFP®

Financial Adviser, 
Hillross Financial Services 
Licensee: Hillross Financial Services

•  explain the advice ecosystem and that client-
facing planning is only one potential career 
outcome from this pathway; and

•  point out innovations that are creating exciting 
new frontiers in advice.

2  Education providers need to offer attractive, 
quality programs that are:

•  industry engaged and adopt active learning, 
authentic assessment and work integrated 
learning; and

•  are offered in multiple modes to cater for 
different student needs.

3  Collaboration between industry and education 
providers through:

•  prize and scholarship programs to attract a 
diversity of talent;

•  integrating work integrated learning across 
degree programs with the aim of developing 
student professional awareness and professional 
identity, while providing opportunities for 
professional experience. This also provides 
practices with earlier access to talent to ‘try 
before you buy’, while improving learning 
outcomes and the ‘work readiness’ of graduates; 
and

•  practitioner participation in outreach programs 
around financial literacy, high school careers/
experience days, and participating in guest 
lecturing with degree students.

Financial planning has a lot to offer new entrants. 
By spreading this message and collaborating better, 
we can offer a compelling pathway to a diverse 
range of these future professionals.  

At tertiary level, the FPA may need to work with 
relevant faculties to include financial planning as 
part of business and commence courses. This is 
happening to some extent now.

As only about 10 per cent of Australians use a 
financial planner, not many people know the 
profession well. As the barriers to entry are set to 
increase from 1 January 2019, it’s time to ensure 
some of the best and brightest students get an 
opportunity to consider financial planning as a 
serious career option.

Some career paths are fairly limiting, financial 
planning on the other hand is extremely broad and 
varied. Informing students of the variety of areas 
encompassing financial planning, will be a key to 
attracting them. 

Also, providing students with examples of how we 
help people through client stories, will demonstrate 
what a fulfilling profession financial planning really is.
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INSIGHT

Financial planning is certainly one of the greatest 
careers of the future, as more and more Australians 
experience the benefits of financial planning advice.

I have spoken in schools and universities, raising 
awareness of financial planning as a noble career, 
however, financial planning as a career is not really 
at the forefront of our young people. That may be 
because their parents are still grappling with what 
financial planning is, how it is practiced and charged 
for, along with the fact there are so few financial 
planning degrees in the marketplace. 

A student may want to get into Commerce, 
Economics, Accounting or Business, in the hope 
their qualification may lead them into a career with 
the big four accounting firms - and not to become a 
financial planner.

To increase the number of students who will elect 
financial planning as their chosen degree, a multi-
tiered approach could work. This includes:

1 Being involved in career talks in schools, from 
primary school through to upper secondary, is 
one way to spread the word among students. It is 
important that students hear not only about the 
new educational requirements of being a financial 
planner, but they hear about what it is to be a 
financial planner on a day-to-day basis. They will 
soon realise that to have a sustainable career as a 
financial planner it is more about the love of people 
and helping them be more financially well organised, 
than it is about loving numbers.

As a parent of two children who attend university, 
I am surprised by the lack of awareness of financial 
planning as a career amongst their cohorts.

One day financial planning will be a professional 
career in great demand, but today, we need to take 
our message of the great work financial planners 
do and the importance of advice and the beneficial 
impact it has upon people’s lives, to the students. 

At many professional events, there is a growing 
number of Gen Ys who are fresh and enthusiastic 
about the future of their chosen career. These may 
well be the young professionals who are able to 

Michelle Tate-Lovery CFP®

Director and Principal Financial Adviser, 
Unified Financial Services 
Licensee: Unified Financial Services

Scott Brouwer CFP®

Principal, Prosperum Wealth 
Licensee: Banyan Securities

Furthermore, offering a structured work experience 
program and/or paid project work to students from 
year 10 onwards during school holidays, could attract 
interest amongst students.

2 At university level, career days are important for 
our financial planning community to present at. How 
about a panel of advisers present – ‘A day in my 
work life’ – to the students?

How amazing would it be to go broader than just 
the commerce or business facilities? Why not target 
Bachelor of Arts students; why can’t an Arts student 
select Financial Planning 101, in the hope they may 
transition across to the Financial Planning degree? 
Attracting students from other facilities, such as 
Arts, Psychology, Education and Science, can only 
bring diversity to our industry and attract people 
who have a natural client engagement bent.

3 Running a scholarship program (or prize of work 
experience) for students, may attract more students 
to financial planning. The scholarship may involve 
paying a student’s fees and/or alternatively, may 
involve guaranteeing a student employment through 
an internship.

4 Mentoring programs could benefit university 
students when they start their courses (rather than 
when they finish, to secure employment). Mentoring 
helps students relate their study/theory with how it 
applies at the coalface – with clients. 

5 Student membership of the FPA needs to 
be advocated more – for students, it’s free! 
More students should be encouraged to attend 
FPA Chapter events and the FPA Professionals 
Congress, for networking, learning and encouraging 
employment opportunities.

best communicate with students. Whether it’s via 
Facebook posts, tweets, podcast or even ‘old school’ 
face-to-face communication, we need to actively 
spread the word of financial planning. After all, 
there’s no point keeping it as the best kept secret 
in the world.  

As an aside, being a Gen X, I feel it’s okay to 
delegate the task of engaging with students to the 
Gen Ys! 

In addition, many people are unaware that FPA 
student membership is free. If every financial planner 
who knows a student, who might be interested in 
pursuing a career in financial planning, send them 
the following link: fpa.com.au/membership/become-
a-member/student/

Who knows, we might just find the next crop of up-
and-coming CFP professionals ready to help more 
Australians achieve their financial goals.  
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INSIGHTINSIGHT

Gihan Perera 

I recently went to a party organised 
by one of my old school friends, and 
I was chatting with his father, Mike, 
now 80. Mike had retired many years 
ago, but was by no means inactive. 
In fact, he told me he had found 
a new hobby: options trading. He 
spent a few minutes every morning 
checking his portfolio, writing an 
occasional covered call, and making 
enough pocket money each month 
from his trading to pay for his 
golf membership and other social 
activities.

Mike is not a typical 80-year-old 
retiree, but he’s by no means unique. 
Better healthcare means he is alive 
and healthy, and technology gives 
him the choice to continue earning an 
income, even after ‘retirement’.

No longer does retirement have to 
mean sitting back, doing nothing, and 
living off your superannuation. In fact, 
that was never the original intention.

In 1881, when Otto von Bismarck, the 
conservative Minister President of 
Prussia, proposed state-sponsored 
retirement for older members of 
society, he pegged the retirement age 
at 70 because that was the average life 
expectancy. In other words, if you were 
alive, you were expected to work; and 
if you passed that age, the state would 
look after you until you died.

Over time, life expectancy has 
increased, but the retirement age hasn’t 
- in fact, it’s gone the other way. For 
many people, retirement has become 
a goal, and many financial advisers still 
create plans for clients based around a 
magical retirement date.

This might have served people well in 
the past (and even that’s debatable - 
is it really healthy to have a workforce 
that makes so many sacrifices 
today in order to have a happy 
retirement decades in the future?), 
but it’s rapidly becoming an obsolete 
method of financial planning.

LIFE EXTENSION SCIENCE 
CHANGES EVERYTHING
In 2015, then-Treasurer Joe Hockey 
was ridiculed for suggesting that 
some children alive right now could 

live to 150. But experts in anti-ageing 
- or ‘life extension science’, as it’s 
known - support his claim. It’s a 
fascinating area of science, and one 
that has obvious implications for all 
areas of society.

Life extension science doesn’t 
claim to reverse the ageing process 
(for that, you need the cosmetics 
industry!), but to slow it down. That 
means you live longer, but age better; 
and the younger you are, the better 
the results.

The most optimistic experts in this 
area even suggest that eventually 
the science will become so good that 
people could live forever. Their logic is 
that the science is improving so rapidly 
that it will outpace the ageing process 
itself. It’s too late for me in my 50-year-
old body to live forever, but possibly 
not for my seven-year-old niece. But 
even if she doesn’t live forever, I have 
no doubt she will live to 100 – and be 
at least as healthy and active as her 
50-year-old uncle today.

It might sound far-fetched to imagine 
that 100 years from now, it will 
be normal to live a healthy, active 
life at the age of 150. But it would 
have been equally far-fetched for 
Australians 100 years ago - when the 
average life expectancy of a baby 
was about 50 - to imagine that so 
many people now live to 100.

FUTURIST

LIFE EXTENSION PLAN
As Australians continue to live longer, Gihan Perera questions the traditional concept 
of retirement and challenges planners to think more about the changing landscape 
around them and what this will mean for the delivery of advice to their clients.
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INSIGHTINSIGHT

It makes a mockery 
of the idea of ‘retiring’ 
at 50, 55 or even 65. 
If 70 is the new 40, it 
doesn’t make sense to 
create a financial plan 
that assumes you’ll stop 
earning an income at 55. 

WHAT DOES THIS MEAN 
FOR FINANCIAL ADVISERS?
What does this extended life span 
mean for society - and for this 
profession, which should be giving 
people the financial foundations for a 
flourishing life?

First, of course, it makes a mockery 
of the idea of ‘retiring’ at 50, 55 or 
even 65. If 70 is the new 40, it doesn’t 
make sense to create a financial plan 
that assumes you’ll stop earning an 
income at 55.

But it doesn’t make sense to push 
that age out in planning, either. The 
further the end date, the less the 
perceived impact. If you’ve faced 
the challenge of trying to convince 
Millennials in their twenties to start 

planning for ‘middle age’ in their 
forties, imagine trying to convince a 
20-year-old that she needs to start 
planning for retirement at 85!

That doesn’t mean that 20-year-old 
will reject financial advice. Far from 
it. She wants advice, but only if it also 
gives her a solid financial foundation 
for living a well-rounded life now. She 
will expect her financial adviser to help 
her maximise the value of her income 
today, not just when she retires.

Superannuation and other post-
retirement vehicles available today will 
play a different role in a financial plan. 
If the Government doesn’t extend the 
preservation age (or doesn’t extend it 
much), super will have to last longer 
- much longer. And if it does extend 
the preservation age, super becomes a 
much smaller part of a financial plan.

Extended life spans won’t just stretch 
out our lives; they will also change 
lifestyles in fundamental ways. For 
example, will couples still marry ‘for 
life’? Even with the high divorce rate, 
most couples enter marriage with the 
intention of being together for the 
rest of their lives. 

 
But is it realistic to expect two young 
people to be perfectly suited for each 
other for the next 80 years? 

What if it became normal for couples 
to divorce every 15-20 years and 
choose new life partners? This might 
sound extreme, but it might be a 
natural outcome of extended life spans. 
And, of course, this has profound 
implications for financial plans.

ARE YOU THINKING AHEAD?
For the average financial adviser - 
trying to do the best for their clients 
but struggling under the strains of 
compliance, new regulations, and 
a fast-changing world - some of 
these ideas might seem far beyond 
contemplation, let alone action. But it 
won’t be the average financial adviser 
who will still be in the industry in the 
next 10 years. If you want to survive - 
and thrive - think ahead!

After all, you’re creating financial 
plans that are supposed to be relevant 
decades into the future. Don’t you 
owe it to your clients - and yourself - 
to understand more about that future? 
 

 
Gihan Perera is a futurist, conference 
speaker, author and consultant who gives 
business leaders a glimpse into what’s 
ahead - and how they can become fit for 
the future.
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INSIGHT

Earlier this year, Business Health 
released the latest white paper in our 
Future Ready series, Future Ready 
VII. This report was based on results 
of the 226 firms that have taken 
the Business HealthCheck1 over the 
past two years. This includes a mix 
of aligned, small/large, regional and 
‘better’ practices that have been 
participants in various licensee ‘premier 
practitioner’ programs or were entrants 
in our Best Practice Competition.

Overall, it was pleasing to note the 
uplift in overall practice profitability. 
But as we delved deeper into our 
analysis, it became clear that practices 
perhaps aren’t on as solid a foundation 
as they might first appear to be. 

The lack of progress in key 
areas, such as client feedback, 
communication, client value 
propositions, business and succession 
planning, in our opinion, overshadow 
what might otherwise be considered 
a very positive ‘health report’.

I don’t propose to discuss here 
the significant and fundamental 
changes currently underway within 
this marketplace. Suffice to say, ‘the 
times, they are a-changin’… again.

What I would like to spend a few 
minutes on though, are what we 
believe to be the strategically 
important (and inconvenient) issues 
emerging from our latest analysis.

1. AN OPTIMISTIC OUTLOOK: 
GOALS OR DREAMS?

Most principals remain optimistic 
about the outlook for their business 
over the coming 12 months:

•  94 per cent of principals expect 
to increase their practice revenue 
and 89 per cent will increase the 
revenue generated by fees.

•  86 per cent expect to see an 

TRENDS

increase in practice profitability.

•  80 per cent will increase the 
number of clients they service.

•  61 per cent will build on the 
number of third party referral 
partners/centres of influence that 
support their practice.

•  42 per cent plan on recruiting 
more income producers to their 
business.

•  46 per cent want to add more 
support staff.

You get the drift - Australian advisers 
are, on the whole, very positive. But 
(there’s always a ‘but’), there’s a huge 
difference between words and action.

Each of these statements represent 
a major initiative, which will require 
significant management time, focus, 
expertise and resourcing to be 
devoted to it, to ensure its achieved. 
Yet Future Ready VII tells us that only 
one-in-three (35 per cent) practices 
have a longer-term strategic plan for 
their business, and just 38 per cent 
have an operational business plan 
covering the upcoming 12 months (and 
many of these are light on content/
detail). These findings are considerably 
poorer than our previous analysis.

Without a carefully thought out plan to 
implement, we question whether the 
above are truly realistic goals or are 
they simply well-intentioned dreams 
and hopes.

2. CONTINUAL REINFORCEMENT: 
COMMUNICATE, COMMUNICATE

For advisers to remain ‘relevant’ (and 
therefore valuable) to their clients, 
they must continue to not only 
deliver a service that their clients 
truly appreciate and are happy to pay 
for, but they also need to continually 
reinforce that service.

Terry Bell outlines five 
strategic issues impacting 
planning practices and 
the profession that were 
identified in Business 
Health’s latest Future 
Ready VII report. 

The health of

5 INCONVENIENT FACTS

AUSTRALIAN 
ADVISORY 
FIRMS

Terry Bell 
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We are therefore at a loss to explain 
some of the latest communication 
findings:

•  Just over one-in-three practices 
communicate with their best 
clients 10+ times per year (and 
in this context, contact can be 
written, electronic, telephone, 
group functions or face-to-face 
meetings). This result is well 
below our 2014 finding of 43 per 
cent.

•  Just 34 per cent of practices 
actually seek feedback from their 
clients through a formal survey 
process. A result which continues 
to frustrate!

•  28 per cent only meet face-to-
face with their very best (‘A’) 
clients once a year to review their 
current personal circumstances 
and their progress to plan. 

•  Drawing from our CATScan 
database2, it is instructive to note 
that of the nine key service areas 
we survey, ‘communication’ and 
‘reviews’ are the lowest rated. With 
no noticeable improvement in 
ratings over the years, it appears 
that advisers’ efforts are still not 
fully resonating with their clients.

•  Disappointingly, only one-in-two 
practices indicate they have a 
current client value proposition 
(CVP), a result which is down 6 
per cent over the 2014 results.

It seems that to describe a practice 
as ‘client centric’ is a far easier thing 
to do, than to actually deliver to the 
description!

3. INVESTMENT IN STAFF

Are practices deriving maximum 
return on the investment they 
are making in their staff? It’s an 
interesting question.

As the average practice is employing 
5.6 permanent staff, it’s no surprise 
that the biggest expense for almost 
all practices is their salaries/wages 
bill. Assuming a notional $100,000 
package for each of the working 
principals/owners, the average 
practice is investing to the order of 
$480,000 per annum in salaries – this 
accounts for 45 cents of every dollar 
of revenue generated by the firm. 
And yet:

•  One-in-three (33 per cent) do not 
have position descriptions for the 
majority of their staff. Role clarity 
could well be an issue in many of 
these firms.

•  Almost half (42 per cent) do not 
have agreed and documented 
performance objectives for the 
majority of their staff.

•  47 per cent have not recently 
conducted performance 
reviews/appraisals with their 
staff (although without an 
accurate and up-to-date position 
description and a set of agreed 
performance goals, conducting 
reviews could be very difficult).

It is therefore surprising (at least 
to me) that more is not being done 
to maximise the return on this 
investment.

4. WHAT HAPPENS IF 
SOMETHING HAPPENS?

Somewhat ironically, given the role 
most advisers play for their clients, 
very few practices have adequately 
addressed what will happen if the 
principal is no longer involved in the  
business, either by retirement or 
through a forced exit due to death or 
disability.

Only 30 per cent of the firms have 
any form of documented succession 
plan or buy/sell agreement and a 
quarter of these do not cover all 
of the four major trigger events 
(death, disability, retirement and 
resignation). Forty-one per cent of 
the principals with a succession plan 
have not yet identified a potential 
successor, let alone agreed to any 
terms or timeframes.

Two-thirds of these practices 
are single principal/sole owner 
businesses, and while it is perhaps 
not surprising that just 11 per cent 
of them advised that their business 
would continue to grow and develop 
without them (in fact, 56 per cent 
stated their practice could not 
operate at all if they were not there), 
this situation clearly represents a 
significant business risk. 

This is especially so, given that 63 
per cent of the clients who have 
completed the Business Health 
CATScan client survey have stated 
that they “would not be comfortable 
dealing with anyone else from the 
practice other than their current 
adviser”.

This situation is further exacerbated 
by our finding that 44 per cent of 
these principals have no key person 
protection plan in place; 68 per cent 
have not documented all of their 
systems and processes; and in 73 per 
cent of the practices, the adviser alone 
conducts all of the client reviews.

The risk is clear and without a 
proper transition plan in place, 

these practices remain at risk of 
not optimising the capital value 
inherent in their practice.

5. THE DISCONNECT IS 
GROWING

Clients are ageing. When you 
consider the current state of play 
for many Australian practices, 
more focus and attention will be 
needed over the next few years to 
successfully address the greying 
client demographic. Consider: 

•  53 per cent of clients are aged 
60+.

•  44 per cent are already 
retired.

•  34 per cent don’t have a Will.

 ‘Range of services’ is now one 
of the lowest indicators rated by 
clients through our CATScan tool.

And yet, we’re informed from our 
latest analysis, that 67 per cent of 
business owners won’t be looking 
to expand their service range over 
the next 12+ months. While many 
of today’s clients have moved 
on from superannuation and 
protection, I can’t help but wonder 
if their adviser has. 

Is there a risk that clients and their 
advisers could very well become 
disengaged or disconnected over 
the next few years?

SUMMARY

So, there you have it – our top five 
inconvenient facts. 

As to what to do about them, 
well, that ball rests in your court. 
And while to do nothing may be a 
valid response for some, it won’t 
be for most. As Bob Dylan wrote 
all those years ago, “For the 
times, they are a-changin”.

1. The HealthCheck is a web based diagnostic 
tool designed to allow practice principals to 
effectively and efficiently gauge the health of their 
businesses.

2. The CATScan is an independent, confidential, 
anonymous client survey facility, conducted by 
Business Health on behalf of the practice. 

Terry Bell is a Partner at Business 
Health. For more information, go to 
home.businesshealth.com.au
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What prompts the principals of two successful planning practices to merge? 
Jayson Forrest caught up with Anne Graham CFP® LRS® and Sarah Leslie CFP® 
to discuss the motivation and processes behind merging their practices.

Why would two successful financial planning 
businesses - at the top of their game - change 
tack and merge into one? It’s an interesting 
question.

For some businesses it’s about scale, for others 
it’s about capabilities and resources. But for the 
partners of Melbourne-based Thinc Wealth - 
Sarah Leslie CFP® and Kara Treeby AFP® - the 
rationale behind merging their practice with a 
like-minded one, is intriguing.

Being two young women who had successfully 
grown their planning practice, they had reached 
a point where they were both starting families.

“When we looked at what the best options were 
moving forward, both for our business and for us 
personally, we wanted to continue to grow and 
drive our business forward. But that was going 
to be challenging with the two of us in the early 
stages of motherhood,” Sarah says. “So, that led 
us to explore our options.”

Both women decided on what their ideal 
business might look like. As it turned out, that 
business was Sigma Wealth Management - a 
practice owned and operated by Anne and David 
Graham, who they had known for eight years. 

“They were also a licensee of Securitor, so, we 
decided to have a conversation with them, just 
to sound them out. And that’s how the process 
began.”

But for Anne Graham CFP® LRS®, the decision to 
possibly merge her business, which she had only 
recently started with David Graham CFP® four 
months prior, was something not even remotely 
on the radar.

Anne approached the meeting with an open-
mind and concedes her motivation to explore 
a possible business amalgamation with Thinc 
Wealth was much different to that of Sarah 
and Kara. For the owners of Sigma, a business 
merger was more about succession planning 

PROFESSIONAL PRACTICE

Writing their 
OWN STORY
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Story Wealth partners: Anne Graham, Kara Treeby, Sarah Leslie and David Graham.
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and introducing new “blood” into the 
business.  

“At the time of our initial discussion, 
we had only recently started Sigma 
and succession planning was 
something we were thinking about. 
One of our objectives was to get 
a younger planner involved in the 
business,” Anne says. 

“So, when Sarah and Kara 
approached us with the idea to 
merge in December 2016, we thought 
the idea had merit and was worth 
looking into.”

PROCESSES
The prospect of merging any 
business is challenging and often 
fraught with difficulties and stress, 
and so it was with Sigma and Thinc 
Wealth. But astonishingly, it only took 
both parties five months to complete 
the merger, with the deal signed and 
delivered on 3 April, 2017.

But how were they able to navigate 
this difficult process in such a short 
period of time?

“Once the decision to merge had 
been made, we wanted to fast-track 
it,” Anne says. “That’s because Kara 
was due to have her baby and there 
were issues around office leases 
running out. So, we agreed to push 
ahead as quickly as we could, but not 
before the appropriate due diligence 
had been done.”

Both parties prepared a summary 
overview of their respective 
businesses, as if they were up for 
sale. This included details of: client 
profiles, business revenue, operating 
costs, supplier contracts, staff 
positions, systems and software used.    

“We were both licensed through 
Securitor, so from that respect, we 
didn’t have to think about changing 
licensees. In fact, Securitor was 
very helpful in the facilitation of the 
merger,” Anne says. 

There were a number of decisions 
both businesses had to jointly make. 
These included:

• which accountant to use;

• which lawyer to use;

• what systems to use;

• which bank to use;

• which suppliers to use;

• what corporate structure to have;

•  what staffing and organisational 
structure to have;

•  allocating responsibilities for the 
partners;

• what name to trade under; and

•  the location of the business 
premises.

“Sigma’s premises were in Hawthorn, 
only 6km from the Melbourne CBD. 
The premises were big enough for 
the combined business, and because 
our existing locations were already 
fairly close to each other, moving 
to the Sigma office was quite 
straightforward,” Anne says.

In the lead up to the merger, 
the principals also allocated 
responsibilities for different parts of 
the merger process to each partner, 
which helped to evenly distribute 
the workload involved. An external 
valuer was also organised to work 
out the valuations of each respective 
business and the subsequent share 
holdings in the new venture.

Only once all the ‘i’s’ had been dotted 
and ‘t’s’ crossed, did the four partners 
sign the merger agreement, with a 
buy/sell agreement currently being 
finalised.

COMMUNICATION
But throughout the entire merger 
process, clear and effective 
communication for staff and clients 
was a priority for the partners.

“The whole process was an enormous 
change for the staff. We found that 
when communicating, it’s important 
to say things more than once. You 
cannot assume that people always 
understand the message you’ve 
delivered in the way you intended it 
to be heard. We were mindful of this,” 
Anne says. “However, from the outset, 
we were very open with the team 
about everything we were doing.” 

And what about the client 
communication?

“For Sigma clients, we simply 
informed them about the merger and 
why it was happening, which included 
a name change for the business and 
improved resources. Other than that, 
it was business as usual,” Anne says.

It was a similar message at Thinc 
Wealth, with clients reassured they 
would still be dealing with the same 
people, who had access to more 
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resources, enabling the business to 
provide clients with an enhanced 
service experience.

“We didn’t take the merger process 
lightly,” Sarah says. “We even took the 
process one step further by bringing in 
independent consultants to make sure 
our implementation process was being 
executed correctly. This included 
ensuring that our communication 
lines were open and that staff could 
raise any concerns they had, which 
meant these concerns could be easily 
addressed and put to bed quickly. 

“By doing so, we were able to offer 
our staff a clear vision of what their 
prospects were moving forward. 
They could clearly visualise where 
their career was heading in this newly 
merged practice.”

LEARNINGS
Having successfully navigated the 
processes involved in merging two 
distinct businesses, what were some 
of the key lessons the partners learnt 
along the way?

For Anne, one of these revolved around 
‘timing’. The fact the partners undertook 
the process of amalgamation over 
Christmas and New Year, reduced their 
merger timeframe by about one month.

“This meant that the timeframe we 
had to complete everything was quite 
tight,” Anne says. “It really meant that 
from the time we agreed to merge and 
begin the process, right through to 
completion, was about three months. 
By anybody’s standards, that’s a very 
tight deadline.”

Sarah agrees. “There was also a timing 
issue in the lead up to the end of the 
financial year. 

“As a business, actually coming 
together and merging wasn’t too 
difficult. But during the process of 
merging, business didn’t stop. We 
were trying to bring together two 
teams to function as one, whilst at the 
same time still managing all of our 
clients and the processes of running a 
business. We definitely didn’t want to 
be two separate businesses operating 
under the one roof. 

“But as we were bedding down our 
new business, we had the 30 June 
deadline to deal with, too. And from 
a planning perspective, 2017 was a 
particularly busy year, with all the 
changes to superannuation that we 
also had to contend with.” 

Anne concedes that the timing of the 
merger process wasn’t ideal.

“From Sigma’s perspective, we had 
only recently taken up the XPLAN 
software in February. So, we were 
dealing with new software, the 
approaching end of the financial year, 
locking down two businesses under 
the one roof, and initially dealing with 
two different internal processes and 
systems. So, that’s where effective 
management and communication 
becomes critical.” 

Both partners agree that if they had 
the chance to do things differently, 
they would definitely extend the 
time period required to merge their 
practices, and undoubtedly, do it well 
before the 30 June deadline! 

OPPORTUNITIES
However, amongst these initial 
challenges were opportunities. Having 
two different internal systems allowed 
the partners to cherry-pick the best 
from both systems. Anne also adds 

We were able to offer 
our staff a clear vision 
of what their prospects 
were moving forward. 
They could clearly 
visualise where their 
career was heading 
in this newly merged 
practice. - SARAH LESLIE
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that getting the best out of their 
team was also an opportunity for the 
business.

“Both our teams have come together 
extremely well,” Anne says. “They 
work well together and are respectful 
of each other. The teams have 
coalesced seamlessly, which has been 
enormously pleasing to see.”

Sarah also doesn’t sidestep the fact 
that having four directors share in 
the management and leadership 
role of the business is a tremendous 
advantage.

“The merger has enabled the four 
directors to bring their different skill 
sets to the table, which is a huge 
advantage. It’s great being able 
to divide out the leadership part 
of the business, whereas before, it 
would have been just Kara and I, or 
even just one of us, in the event of 
maternity leave.”

And from a team perspective, Sarah 
is confident that Story Wealth is an 
employer of choice, by offering its 10 
employees workplace flexibility and 
parental leave, demonstrating the 
importance the business places on 
work/life balance. 

“Half our team are part-time 
employees and we’ve got flexible 
work arrangements in place. We’ve 
also introduced paid parental leave, 
which is unusual for a small business,” 
Anne says. “I think this really sets us 
apart from many other practices and 
small businesses.”

PHILOSOPHY
For the partners, it was important 
that the name of the new practice 
was reflective of the combined 

businesses, while placing clear 
separation between the old 
businesses and the new.

So, why name the practice Story 
Wealth Management?

Sarah explains: “We decided on Story 
Wealth Management because we 
believe everybody has a story to tell. 
When you’re talking to clients, it’s all 
about their story, where they want to 
go and whether we can help them.

“So, the decision to name our new 
business Story Wealth Management, 
ties in quite nicely with that story 
piece - of bringing clients’ stories to 
life through great financial advice 
and management. We’re giving our 
clients the confidence to write the 
next chapter of their story.”

Today, Story Wealth’s philosophy is 
firmly built on assisting clients in their 
journey to financial independence. 
It specialises in providing advice 
and assistance with wealth creation 
and management for those clients 
seeking a personalised financial plan 
to help them achieve their goals.

“Our philosophy is not only about 
educating clients around the advice 
we provide and enabling them to 
make informed decisions, but it’s also 
about working with our clients on a 
collaborative basis to achieve their 
financial and lifestyle goals,” Anne says. 

“We have built our business on the 
delivery of comprehensive advice, 
so it’s not just about investments 
or super or debt management. It’s 
about taking a complete approach 
to advice that enables our clients 
to enjoy life today, while having 
confidence in knowing that tomorrow 
will be even better.”

FPA PROFESSIONAL 
PRACTICE
So, with their business only seven 
months old, what does it mean 
for Story Wealth to be an FPA 
Professional Practice?

For the partners, it’s more than just 
third party validation of service 
quality and planner experience. The 
FPA Professional Practice brand is 
their commitment to the profession’s 
highest ethical and professional 
standards.

“As a group, we have decided to 
continue to be an FPA Professional 
Practice,” Anne says. “For us, it 
clearly shows our commitment to 
professionalism in advice. If you 
hold yourself out to be an FPA 
Professional Practice, it means you 
hold yourself and your team up to 
certain professional standards.”

Sarah adds: “I think from a financial 
planning perspective, it also shows 
that we’re active advocates of the 
profession. As planners, we want to 
be viewed by the public as being a 
profession, and not as an industry. 
Being an FPA Professional Practice 
helps us promote that to the broader 
community.”

“In the end, it’s our financial and 
market knowledge, our extensive 
experience, and our genuine interest 
and concern for all our clients that 
earns us our success,” Anne says. 
“And being an FPA Professional 
Practice helps to reinforce that.”

FPA Professional 
Practice Criteria

In order for a financial planning 
practice to be recognised as 
an FPA Professional Practice,  
it must first meet four criteria. 
These are:

1  A financial 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 confirm 
adherence to the licence criteria described above.  
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As Michelle Gibbings writes, 
great leaders work to bring 
out the best in each person,  
so that each person in the 
team is motivated to take 
action – both individually  
and collectively.
Essentially, teams are brought together 
to get things done. The logic being that 
more gets done together, than alone; 
although the merit of that logic depends 
on how well the team works together.

The effectiveness of financial planning 
practices – regardless of size – can 
be improved by considering and 
addressing the factors that can get in 
the way of teams operating optimally.

FOCUSING ON THE WRONG 
MOTIVATIONAL LEVERS
In 2010, researchers, Amabile and 
Kramer, asked leaders and employees 
what they thought motivated employees. 
The purpose of the research was to see if 
there was a difference in what managers 
thought motivated employees, and what 
actually motivated employees.

There were five options: 

• Recognition for good work;

• Incentive and rewards; 

• Sense of progress; 

• Clear goals and targets; and

• Inter-personal connections.

The managers thought that employees 
were motivated by being recognised for 
their good work. However, that wasn’t 
what motivated employees. It was a 
sense of progress.

The researchers found that when 
workers thought they were making 
headway in their jobs, or when they 
received support that helped them 
overcome obstacles, their emotions 
were the most positive and their drive 
to succeed was at its peak.  

PRACTICE MANAGEMENT

MOTIVATING YOUR 
TEAM TO ACTION
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In contrast, on the days when they 
encountered roadblocks and setbacks, 
their motivation was at its lowest.   

It’s incredibly demotivating when 
progress is impeded. Everyone wants 
to see that they are making headway, 
and that their contribution is making 
a difference.  

NOT HAVING A CLEAR 
SENSE OF PURPOSE
Teams achieve more when there is 
common purpose and clarity on how 
they work together.

The team’s leader will usually know 
what each team member is doing, 
and how each individual contributes 
to the whole. However, often team 
members don’t have the same level 
of understanding.  

Sometimes this can be because two 
teams have recently been merged, 
and so the newly combined team’s 
purpose isn’t clear; nor is the role 
that each team member needs to 
play.  

Regardless of the reason, this 
ambiguity breeds disengagement 
and distrust. It also means that team 
members can’t leverage each other’s 
skills as effectively. If you don’t know 
what someone does, you don’t know 
how they can help you (or vice versa).

Effective leaders know it’s critical to 
get the team working together to 
achieve a joint outcome as quickly 
as possible – so that the team is 
motivated to make progress on the 
right things, at the right time.  

BUILD YOUR TEAM’S 
VISION
A key way of creating connection 
across the team is for leaders to spend 
time with their team developing the 
team’s vision and discussing how they 
jointly bring it to life.   

There’s a number of ways you can do 
this, and one of the key elements to 
include is the creation of a vision board. 

A vision board is essentially a 
summary of what your team wants 
to achieve and how you want to 
go about doing it. It’s visual and 
colourful, with images and words.   

It’s not just words on a page. It 
needs to evoke energy, emotion and 
connection.

This vision board is then something 
that can be displayed where the 
team works, and it becomes a point 
of reference and a constant reminder 
of what the team has agreed to work 
together to achieve.

WORK WITH YOUR 
TEAM’S STRENGTHS
Research conducted over the last 30 
years shows that taking a strengths-
based approach leads to greater 
work satisfaction, engagement and 
productivity. This is evidenced in 
Tom Rath and Barry Conchie’s book, 
‘Strengths Based Leadership’, where 
they detail how working with strengths 
helps leaders be more effective. 

Leaders play a crucial role in bringing 
strengths to life at work – for both 
themselves and their team members.

It starts with the leader 
understanding their strengths and 
how they are best used at work.  

The next step is for the leader to help 
their team members:

•  Appreciate the strengths they 
bring to their role; and 

•  Recognise and value the 
strengths their colleagues bring 
to their role.

People are more motivated to achieve 
when they use their strengths.

KNOW YOUR LEADERSHIP 
MOMENTS OF TRUTH
People notice what a leader does and 
doesn’t do, particularly when there 
are variances between what a leader 
espouses as their leadership values 
and their actions.   

When there’s a disconnect, it 
demotivates the team.  

Key defining moments or leadership 
moments of truth for leaders include:

•  What the leader pays attention to 
and prioritises;

•  How the leader reacts when 
things go wrong and when they 
are under pressure;

•  What they say and don’t say, and 
what they do and don’t do; and

•  How they allocate resources and 
rewards, and recruit and promote. 

All of this plays into the concept of 
fairness.

People don’t want to be unfairly 
treated. If a person believes they 
work harder than someone else, 
and yet they are paid less, they’ll be 
unhappy. While we would commonly 
see this as fairness, in research terms, 
it’s known as equity theory.   

As Furnham and Taylor in their book 
‘Bad Apples: Identify, prevent and 
manage negative behaviour at work’, 
state: “Equity theory is concerned 
with outcomes and inputs as they are 
perceived by the people involved, not 
as they actually are.”

What happens in practise is that the 
greater the perceived inequity, the 
greater the motivator for the person 
to try and find a way to restore the 
balance. How they do this will vary 
but it can lead to an employee being 
less productive, taking more sick leave 
or committing fraud, as the person 
tries to find a way to fix the inequity.  

Leaders play a key role in ensuring 
that the amount team members 
are paid is fairly distributed, and 
that people are recognised for their 
efforts fairly.

Great leaders are able to see value 
in the difference each team member 
brings, and to recognise that each 
person is unique and therefore has 
different needs.  

They work to bring out the best in 
each person, so that each person in 
the team is motivated to take action 
– both individually and collectively.

 

Michelle Gibbings is a change leadership 
and career expert, author and founder of 
Change Meridian. Michelle works with 
global leaders and teams to help them 
accelerate progress in complex 
environments. For more information, go 
to www.michellegibbings.com or email 
michelle@michellegibbings.com
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It’s been a busy few years for Dante De Gori CFP®. He’s settled into his role 
as CEO of the FPA and looks forward to welcoming his second child very 
soon. These changes have given Dante an opportunity to reflect on what the 
profession has to offer a new generation and how we can all evolve to meet the 
future challenges of our profession.  

THE SILVER LINING OF  
INDUSTRY REFORM

After more than 18 months in his position as 

CEO of the FPA, Dante De Gori’s perspective 

on recent policy changes in the industry is a 

positive one. Although the impact of reform 

has been challenging for many financial advice 

businesses, it’s also created the momentum 

needed to lift standards and restore the 

credibility of financial planning. “The roll out of 
reforms is helping our profession progress into 
the future,” says Dante.

“With changes in the requirements for education 
and continuing professional development and 
strengthening codes of ethics, we’ll be seeing 
better standards in the industry going forward.  
And by adopting all of these reforms, we’re 
rebuilding trust and confidence in the profession 
with Australian consumers.”

A new chapter in life and advice 
PLANNING FOR 
FUTURE GENERATIONS
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BRIDGING THE GENERATION GAP IN WEALTH
Dante sees the potential to elevate the status of financial planning, not 
just as a service for individuals, but one that’s critical to the economy 
as a whole. It’s no secret that there’s a growing wealth gap between the 
generations. According to figures from the 2002 HILDA (Household, 
Income and Labour Dynamics in Australia) survey report, people aged 
65 and over had 2.8 times more wealth than those in the 25 to 34 aged 
group. In 2017, that ratio has risen to 4.5.1

“For the sake of our economic future, it’s essential that wealth transfer is 
done equitably and sustainably,” says Dante. “What we could be seeing is 
wealth being taken on by a generation who potentially won’t be prepared 
to manage it effectively. In giving sound advice to both generations, 
financial planners can help ensure current retirees, and their children 
and grandchildren, are all well provided for. Achieving that outcome has 
benefits for our entire economy, as well as our clients and their families.” 

FINANCIAL LESSONS FOR THE TECH GENERATION
Dante’s concerns about the financial literacy of young people is well 
founded. Findings from a recent survey of 1,110 high school kids around 
Australia suggest that most of them are confused about how credit cards 
work. According to the research conducted by not-for-profit organisation 
Financial Basics Foundation, over half the students believed it takes less 
than three years to pay off a $2,000 credit card debt with an 18 per cent 
interest rate and making the minimum repayment only. It would actually 
take more than 15 years to clear such a debt. In spite of this, more than 
85 per cent of the students think they have a good understanding of how 
credit works2.

In the age of tap-and-go technology and online retail, spending money 
without giving much thought to the consequences is easier than ever. 
But like the policy reforms for financial advice, new technologies have a 
silver lining too. 

“We’re in a new era where the technology keeps growing more 
widespread and sophisticated,” says Dante. “It creates great 
opportunities for young people to engage more with their finances. 
However, they still need advice on making good decisions and taking 
better care of their finances. They expect to have a mobile phone 
and to shop online with their credit card. But it’s very important they 
understand what happens with credit card bills, and that data and calls 
on their mobile phone have to be paid for.”

ADVICE FOR MANAGING DEBT AND WEALTH
So how can financial advice fill this gap in knowledge and prepare the 
up-and-coming generation to manage their money well? The key is in 
providing the services and support young people need most. “Australians 
are looking for financial support,” says Dante. “Interestingly what a lot of 
people are after is help with debt management, cash flow and budgeting. 
These are vital services for young people to get right, because they can 
set them up for their financial future.”

Of course, over the next 30 years or so, much of that 
wealth will be transferred. And it’s in supporting 
this transfer and ongoing management of wealth 
that financial planners have a vital role to play. 

1The Conversation Home ownership falling, debts rising – it’s looking grim for the under 40s Roger Wilkins 2 August 2017, “In 2002, median net wealth of those aged 65 and over was 2.8 times that of 
people aged 25 to 34. In 2014, this ratio had increased to 4.5. https://theconversation.com/home-ownership-falling-debts-rising-its-looking-grim-for-the-under-40s-81619

2ABC News Cashless kids: Is tap-and-go technology promoting financial illiteracy? Kathy McLeish, 17 August 2017 http://www.abc.net.au/news/2017-08-17/cashless-kids-what-is-tap-and-go-doing-to-the-

younger-generation/881216
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It’s no secret in the financial planning 
profession that this sort of help is 
available and important to young 
people. Making sure consumers are 
fully aware that financial advice isn’t 
just for wealthy retirees is something 
of a challenge. “There is a mismatch 
in our current profession,” says Dante. 
“Australians think that if they don’t 
have a lot of money to invest, then a 
financial planner can’t help them. 

“So, it’s very important that we get 
the message out about financial 
planning and the services and value 
it can provide to all Australians. This 
communication role is one of the most 

important things we do at the FPA to 
support our members. Our campaigns, 
like Financial Planning Week, and our 
website www.moneyandlife.com.au are 
just some of the ways we’re taking this 

message directly to consumers.”                                                                                   

THE POWER OF FINANCIAL 
PLANNING FOR EVERYONE
Since becoming a father, the concept 
that financial planning is for all 
Australians, not just the wealthy, 
holds real meaning for Dante. With an 
18-month-old son and the expected 
arrival of a baby daughter, Dante has a 
whole new set of priorities to consider. 

“Becoming a father, I really get to see 
what financial planning delivers, what 
it’s really about,” says Dante. “It’s not 
just about the returns you’re going to 
get or what investments you hold, it’s 
actually about your life plan, everything 
from where you want to live to where 
your kids will go to school. 

“Financial planning gives you the 
chance to reflect on what’s important 
to you and how you need to manage 
your money, so you can have the life 
you really want. It’s about setting 
up a future, not just for me but for 
my family too, and I find that really 
powerful.”  

Fast Forward 25 
Years - what to 
expect from the next 
two generations

What will happen when 
Generations Z and Alpha 
take control of their finances, 
career and adult lives? Here’s 
the run down on how the 
toddlers and teens of today 
might be handling money 
matters when they come 
of age.

Generation Z 
- born 1996 -2010

Generation Alpha 
- born 2010 - 2025

Frugal - Gen X parents raised 
them during the world’s second 
largest economic recession, so 
they’ve learned to be careful with 
their finances.

Debt-shy - seeing Millenials 
struggling to repay uni fees and 
credit cards has taught them a 
thing or two about how being in 
debt can hold you back.3

Saving-savvy - they also see 
saving money as important, 
with 57 per cent saying they’d 
rather save money than spend it 
immediately.4       

Ready for change - predicted to 
have 17 jobs, five careers and live 
in 15 homes during their lifetime5- 
so they could need more savings 
to fall back on as they transition.

Self-starting - they’re reported 
to be less keen to attend uni and 
more likely to enter the workforce 
or even start their own business 
straight from school.6

1 Digital natives - a generation 
born into a world defined by 
technology, they will be digitally 
connected and literate for their 
entire lives.

Work from everywhere - as 
technology evolves, Alphas 
are more likely to work from 
home, on the road - pretty much 
anywhere.7

Retire and start over - higher life 
expectancy may signal a longer 
retirement for Alphas, but may be 
taken as a series of career breaks, 
instead of in their senior years.8  

Remain relevant - one of their 
biggest challenges is to stay 
employable by having skills that 
cannot be automated - creativity, 
innovation, communication skills.9 

Living in a new age? - if we move 
beyond the current threats of 
terrorism, climate change etc. Gen 
Alpha could have a very positive 
experience of adult life in store.10 

3Does Gen Z think about money differently to millenials? Gina Ragusa, 7 June 2017 “at least one in five Gen Z respondents in a 2017 study by the Center for Generational Kinetics said debt should be 
avoided at all costs.”https://mic.com/articles/178973/does-gen-z-think-about-money-differently-than-millennials-heres-what-research-shows#.0ODe4ToJl 

4Student Loan Hero, 5 Important Money Lessons You Can Learn From Gen Z, Shannon Insler, 14 February 2017 “While Gen Z works to avoid debt, they also show a preference for saving money when 
they can. In fact, 57 percent of them say they’d rather save their money than spend it immediately.” https://studentloanhero.com/featured/gen-z-5-important-money-lessons/ 

5McCrindle, Gen Z and Gen Alpha Infographic Update, 4 February 2015, “Predicted to work 17 jobs, 5 careers and live in 15 homes in their lifetime” http://mccrindle.com.au/the-mccrindle-blog/gen-
z-and-gen-alpha-infographic-update 

6Huffington Post, 8 Key differences between Gen Z and Millenials, George Beall, 5 November 2017, “Many employers are predicting that more teens, between the ages of 16 and 18 will go straight 
into the workforce, opting out of the traditional route of higher education, and instead finishing school online, if at all….  72% of teens say they want to start a business someday.” https://www.
huffingtonpost.com/george-beall/8-key-differences-between_b_12814200.html

7Five predictions for Generation Alpha, “These lucky people will have the ability to avoid commute times, work from home or the road, and have the flexibility to balance work with other life 
responsibilities.”

http://www.bigsky.net.au/articles/2015/october/five-predictions-for-generation-alpha 

8Five predictions for Generation Alpha, “They’ll probably take those retirement years and sprinkle them throughout their earlier life,” suggests Mark. “They might work for a few years and then take 
six months off, then work for a few more years and take an educational sabbatical.”http://www.bigsky.net.au/articles/2015/october/five-predictions-for-generation-alpha 
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From humble beginnings back in March 
2007, the Future2 Foundation – now 
the charitable foundation of the FPA 
– has helped disadvantaged young 
Australians realise their potential. Over 
the past 10 years, $823,000 in grants 
have been allocated to 59 not-for-profit 
organisations, whose grassroots programs 
are helping to transform the lives of youth 
in need. 

M&L: WHAT WAS THE REASONING 
BEHIND SETTING UP THE FUTURE2 
FOUNDATION IN 2007?

MN: Within the FPA there were a cohort 
of passionate people who wanted to give 
something back to the community and 
do so in a way that would really make a 
difference. These few planners drove this. 
The vision was also not just to pass on 
money but to really engage and provide 
support as directly as possible. 

This led to two core objectives. Firstly, 
planner engagement. Any organisation 
wanting a Future2 grant must be endorsed 
by a financial planner. And secondly, it 
was decided early on that the focus of 
Future2 would be disadvantaged youth. 

These objectives fulfilled our criteria, 
which was to help the financial planning 
profession engage with and give back to 
the broader community which supports it.

M&L: HOW HAS THE FUTURE2 
FOUNDATION GROWN AND 
DEVELOPED OVER THE PAST 10 YEARS?

MN: The Future2 Foundation has grown 
tremendously over the past decade, 
and today, is increasingly helping more 
individuals in our community through 
the generosity of financial planners and 
the broader industry. Indeed, the Future2 
Wheel Classic has become an anchor event.

Over the past 10 years, the single biggest 
accelerator since the commencement of 
Future2 has been the closer integration 
with the FPA. Initially, Future2 was at 
‘arm’s length’ with the FPA, so while it 
enjoyed a close relationship with the FPA, 
it was still quite separate. However, over 
time, this relationship become closer.

M&L: HOW DO YOU SEE THE 
FUTURE2 FOUNDATION DEVELOPING 
OVER THE NEXT 10 YEARS?

MN: The growth of Future2 has meant 
more ‘Make the Difference! Grants’ can 
be given to not-for-profit organisations 
across Australia. Also, Future2 has 
enabled individual planners to become 
more active in supporting organisations 
within their community.  

So, over the next 10 years, I would like to 
think financial planners will make a larger 
difference in their community by raising 
awareness of Future2, fundraising and 
nominating worthy organisations. With 
this sustained growth of Future2, I would 
hope the broader community recognises 
that financial planning is a well-rounded 
profession that actively gives back to 
the community. I would also like to see 
the community recognise that financial 
planners are actually changing the lives of 
disadvantaged youth for the better.

M&L: WHY IS FUTURE2 IMPORTANT 
FOR THE PROFESSION?

MN: Not only are financial planners a 
part of the Australian community, they 
generally represent a very fortunate 
part of that community. So, when the 
financial planning ‘brand’ is under 
attack, our involvement with Future2 
is a demonstrable and quantifiable way 
to show the much broader involvement 
planners have in the community. 

As professionals, I believe we should put 
back into that community from which 
we draw our livelihoods, and helping 
disadvantaged youth is an ideal way to do 
that. We’re actively changing the lives of 
young Australians for the better.

M&L: WHAT HAS BEEN THE 
HIGHLIGHT OF YOUR INVOLVEMENT 
WITH FUTURE2, HAVING SERVED AS 
A TRUSTEE FOR 10 YEARS?

MN: The main highlight is the fact that 
Future2 is still here, going from strength-
to-strength, and that was not a given when 
we first started.

Other  highlights for me have been the 
grant recipients and the generosity of 
the financial planning profession, both 
through fundraising and their involvement 
and support of Future2. 

On the Future2 Board, there have been 
many individuals who have generously 
given their time. People like Peter Bobbin, 
who was there at Future2’s inception 
and has stayed involved ever since. He 
remains actively involved with Future2, 
not just as a trustee, but he has cycled 
in every Future2 Wheel Classic. Peter is 
just one of many dedicated individuals 
who continually support the Future2 
Foundation.

FUTURE2:  
CELEBRATING 10 YEARS
2017 is a milestone year for the Future2 Foundation,  
as it celebrates 10 years of helping disadvantaged youth in need. 
Money & Life talks to Dr Michael Neary - a founding trustee 
of Future2 - about how Future2 is making a lasting difference 
within the community.

IN THE COMMUNITY

Future2 is a 
demonstratable and 
quantifiable way to 
show the much broader 
involvement planners 
have in the community. 
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GRANT RECIPIENT:  
Anglicare (SA), Nile Boys – 
Sudanese Youth Program

GRANT AMOUNT:  
$10,000 

FPA CHAPTER:  
South Australia
Turn the clock back 10 years, and it only 
seems like yesterday that Jill Rivers was 
working at the Anglicare (SA) Magdalene 
Centre in Adelaide, where local Sudanese 
youth would gather informally on Saturday 
afternoons at the community hall. 

According to Jill, the Magdalene Centre 
provided a safe haven, where youth from all 
over metropolitan Adelaide would gather. 

“Ayen Kuol was a Sudanese community 
leader who supported the boys,” Jill 
says. “She would run cooking classes for 
them, which involved teaching the boys 
traditional Sudanese cooking.”

Jill remembers two older boys - Isaac, 
aged 16, and Lukauch, aged 19. Both were 
the natural leaders of the group of 50-60 
Sudanese youths, ranging in age from 11 
to 19-years-old. 

“Through the support of Ayen, Isaac and 
Lukauch approached me (as that time I 
was the community development worker) 
to ask if there was any way I could help 
them secure some funding for an organised 
weekly youth program,” Jill says.

“The program would include a range 
of activities, including: Aussie cooking 
classes; forming a soccer team; soccer 

equipment; running a soccer carnival; 
weekend camp; organise speakers to 
address the group; job seeking; and a 
homework club. So, how could I refuse 
their request for help!” 

Jill was successful in her application for a 
Future2 grant, with a lot of support coming 
from Future2 manager, Susan Grice.

“We were delighted to receive the Future2 
grant,” Jill says. “With the grant funding, 
we focused on the development of the 
soccer team, with proper equipment, and 
organising a soccer tournament, which 
was held at St Peter’s college.”

The soccer tournament was a success, 
bringing together over 300 youth. The 
tournament was run by the Nile Boys, 
as was the barbecue at the event. This 
provided a unique opportunity for many 
of the boys to take responsibility for all 
aspects of running this event.

Grant money was also used to provide 
groceries for the weekly cooking classes, 
which were always well attended, 
providing practical hands-on involvement 
from everybody participating in the 
program - whether it was cooking, 
serving, cleaning or eating.

Jill fondly looks back at the Nile Boys - 
Sudanese Youth Program and believes 
the program was extremely important, as 
there was nothing else like it at the time. 

“The main issues being faced by Sudanese 
youth at that time was isolation, restricted 
access to services, adapting to a new 
culture, and also coping with cultural 
pressures from parents wanting them to 
hold on to their own culture,” Jill says.

“The program was very successful in 
enabling the leaders of the youth group 
to develop their own abilities and gain 
the necessary confidence to support their 
peers in a safe and nurturing space for the 
youth of their community. 

“Having the police come in and speak to 
the group also helped readdress the fear 
they had for authority, and helped build a 
closer relationship between the police and 
the Sudanese community.”

So, does Jill have any regrets about the 
Nile Boys - Sudanese Youth Program?

“Absolutely none,” she says. “I have never 
known a group of male youth to be so 
responsible and determined to make a 
difference in the lives of their community. 
They were dedicated and committed for 
the three years that I worked with them.”

And what of Isaac and Lukuach - the two 
Sudanese youth leaders?

Well, it’s been a few years, but the 
last time Jill spoke to Isaac, he was 
finishing Year 12 at high school, with 
the opportunity of going to university to 
study engineering. And Lukuach, well, he 
couldn’t find work in Adelaide, so moved 
to Perth for a job in the mines. 

“For all of the other young men, I don’t 
know where they are but I have no doubt 
that the experiences from this time in 
their life has been formative.”

Jill Rivers is Parish Community 
Engagement Worker, Mission and 
Anglican Community Engagement.

A FORMATIVE START
Money & Life takes a look back at one of the first Future2 grant recipients 
- Nile Boys Sudanese Youth Program - and talks to Jill Rivers about how 
the grant has made a difference to the lives of disadvantaged youth.  
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• Advice opportunities

Before 1 July 2017, a tax deduction for personal 
superannuation contributions was typically not available 
to a person who was regarded as an ‘employee’ as defined 
for Superannuation Guarantee (SG) purposes. 

If the person was regarded as an 
employee at any time in the financial 
year, a tax deduction for personal 
superannuation contributions made 
in that year was only available 
where less than 10 per cent of their 
assessable income (plus reportable 
fringe benefits and reportable 
superannuation contributions) was 
from employment sources.

Entering into an effective salary 
sacrifice arrangement, where offered 
by the employer, was accordingly the 
only way an employed person who 
did not satisfy this ‘under 10 per cent’ 
rule could voluntarily top up their 
superannuation using concessional 
contributions above those they 
received through the SG system.

One of the more welcome 
superannuation reform changes 
relevant to these employed persons is 
the removal of this ‘under 10 per cent’ 
employment income rule from 1 July 
2017.

With few exceptions, a person able 
to make personal superannuation 
contributions can now potentially 
qualify for a tax deduction for these 
contributions. This should increase 
contribution flexibility, and will likely 
encourage many employed people 
to consider taking more advantage 
of their pre-tax concessional 
contributions cap, which is $25,000 
for eligible contributors of all ages in 
2017/18.

I have outlined details relevant to 
the removal of the under 10 per 
cent rule, and some thoughts as to 
the potential new contribution and 
advice opportunities likely to arise. 

WHAT HAS CHANGED?
A number of rules need to be 
satisfied before a person is allowed 
a tax deduction for personal 
superannuation contributions.

However, from 1 July 2017, the 
above mentioned under 10 per cent 
rule no longer applies. This means 
most people up to age 75 can 
claim a tax deduction for personal 
superannuation contributions (but 
those aged 65 or over must also meet 
the contribution work test). 

ELIGIBILITY RULES
A person can claim a deduction 
for personal superannuation 
contributions made on or after 1 July 
2017 provided:

•  the contribution is made to a 
complying superannuation fund 
that is not a:  
-   Commonwealth public sector 

superannuation scheme in 
which they have a defined 
benefit interest;

 -  Constitutionally Protected 
Fund (CPF) or other untaxed 
fund that would not include the 
contribution in its assessable 
income; or

 -   superannuation fund that 
notified the ATO before the 
start of the income year 
that it elected to treat all 
member contributions to: the 
superannuation fund as non-
deductible, or the defined 
benefit interest within the fund 
as non-deductible.
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•  the person meets the age 
restrictions;

•  they validly notify their fund in 
writing of the amount intended 
to be claimed as a deduction in 
accordance with the Notice of 
Intent (NOI) rules; and

•  their fund acknowledges their 
valid NOI in writing all within the 
time limits allowed.

AGE RESTRICTIONS

If the person is under 18 at the end 
of the income year in which they 
made the contribution, they can 
only claim a deduction for personal 
superannuation contributions if they 
earned income as an employee or a 
business operator.

If the person is aged 65 up to age 75, 
to make the personal contribution 
they need to have satisfied the work 
test by having worked at least 40 
hours during a consecutive 30-day 
period in that financial year.

Having satisfied this work test, 
they can only claim a deduction for 
personal contributions made on or 
before the 28th day of the month 
following the month in which they 
turned 75.

NOI PAPERWORK PROCESS

Once it’s determined that the 
individual is an eligible person, 
and can therefore potentially claim 
a tax deduction for the personal 
superannuation contributions, there 
are additional requirements. The 
eligible person must provide the fund 
with a valid NOI within a standard 
timeframe (discussed below). This 
NOI must be in an ATO approved 
form.

After the fund acknowledges (in 
writing) receipt of the valid NOI, 
the eligible person will be allowed 
to claim the tax deduction in the 
tax return they subsequently lodge 
for the income year in which the 
contribution was made. Importantly, 
the tax deduction is only allowed 
to the extent that it doesn’t exceed 
their taxable income, which means it 
cannot create or increase a tax loss.

The paperwork requirements 
surrounding the correct submitting 
of a valid NOI have been a common 
area for mistakes.

Close attention to these rules is 
required, particularly in the situation 

where a member makes an intended 
tax-deductible personal contribution 
but before providing the NOI to the 
fund including: 

•  either fully or partially exiting the 
fund (e.g. by partial rollover or 
lump sum withdrawal); 

•  commencing a pension from the 
fund; or 

•  making an application to split 
contributions to a spouse.

Where these types of benefit 
withdrawal transactions occur before 
submitting the NOI, they will often 
make the NOI invalid, even though 
the NOI was otherwise submitted 
within the required timeframe.

To avoid invalid NOI situations, it’s 
important that submitting an NOI is 
considered before a member makes 
any such benefit withdrawal/pension 
commencement or contribution 
splitting transaction – even if after 
the transaction, the member leaves 
a sufficient account balance in the 
super fund to cover the amount 
claimed in the NOI. 

As long as no benefit withdrawal 
(including rollover/pension 
commencement or contribution 
splitting) transaction has occurred 
subsequent to making the 
contribution, the NOI will be valid 
and must be submitted to the fund, 
with the fund acknowledging its 
receipt in writing, by the earlier of: 

•  the day the member lodges their 
income tax return for the financial 
year in which the contribution 
was made; or 

•  the end of the following financial 
year.

Where instead the person is 
contemplating rollover or withdrawal 
from the fund, or commencing 
an income stream, or making a 
contribution splitting to spouse 
application, the NOI needs to be 
submitted before the earlier of these 
benefit withdrawal transactions 
and the above standard timeframe, 
to ensure that the NOI is valid and 
the full tax deduction can remain 
available.

The legislation doesn’t provide 
super funds with any discretion to 
acknowledge or vary notices that 
don’t comply with these rules.

An NOI submitted in respect of a 
personal superannuation contribution 
made in a financial year will 
typically be invalid in the following 
circumstances: 

•  The person is no longer a member 
of the fund at the time the NOI is 
submitted; e.g. benefits have been 
entirely paid out to them or rolled 
over to another fund.

•  The trustee no longer holds 
the entire contribution; e.g. the 
person hasn’t made an entire 
withdrawal from the fund, but 
has been paid a partial lump sum 
superannuation benefit, or had 
part of their benefit rolled over 
to another superannuation fund. 
In such situations, a notice can 
generally be given to the trustee 
to claim a partial deduction for 
the contribution. 

•  The trustee has commenced an 
income stream by the time the 
NOI is submitted in respect of the 
contribution made earlier in the 
financial year.

It is the ATO’s view that any income 
stream commenced from a super 
fund account will be based in whole 
or in part on a contribution made to 
the account. This is the case even if 
after commencing the income stream 
there is an amount remaining in the 
account that received the contribution 
that exceeds the amount sought to be 
claimed as a deduction. This means 
the NOI cannot be accepted in respect 
of this contribution and the deduction 
will therefore be disallowed. 

•  The fund trustee was provided 
with a request from the person 
to split contributions with their 
spouse before the NOI being 
submitted. 

OTHER RELEVANT ISSUES
CONTRIBUTION CAPS AND  
TAX-FREE THRESHOLDS

When considering how much of 
a personal super contribution to 
claim as a tax deduction, clients 
should consider their concessional 
contributions cap and also their 
effective tax-free thresholds. 

*  Clients have a tax-free threshold of 
$18,200 or $20,542, including the 
Low Income Tax Offset (LITO).
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 *  Those who have reached their 
Age Pension age (or Department 
of Veterans’ Affairs [DVA] Service 
Pension age) and are eligible for 
the Seniors and Pensioners Tax 
Offset (SAPTO), have effective 
tax-free thresholds of $32,279 
for a single or $28,974 for each 
member of a couple, with the 
unused offset amount of one 
member of the couple being 
transferable to the other member.

Clients shouldn’t claim a tax 
deduction for a personal super 
contribution if it brings their taxable 
income below these levels, as they 
would be incurring contributions tax 
(15 per cent) on the contribution, 
where income below these levels 
would otherwise not be taxed.

DEDUCTING CONTRIBUTIONS 
IN EXCESS OF TAXABLE INCOME

An eligible individual cannot claim 
a tax deduction for a personal 
contribution that is in excess of their 
taxable income for the financial year. 
This means a personal deductible 
contribution cannot lead to or 
increase a tax loss.

Any deduction for a contribution 
amount in excess of their taxable 
income will be denied by the ATO. As 
a result: 

•  the ATO will generally classify 
that part of the contribution as 
a non-concessional contribution; 
and 

•  the disallowed amount will 
be included under the non-
concessional contributions cap.

CONCESSIONAL CONTRIBUTIONS 
CAP

The contributions allowed as a 
deduction will count towards the 
concessional contributions cap.

If the cap is exceeded, the excess is 
effectively taxed at the individual’s 
marginal tax rate (less a 15 per 
cent offset to compensate for the 
tax payable by the fund on the 
contribution) and an additional tax 
charge also applies.

The excess concessional 
contributions will also count towards 
the person’s non-concessional 
contributions cap, unless elected to 
be withdrawn from the fund. 

CARRY FORWARD OF UNUSED 
CONCESSIONAL CONTRIBUTIONS 
CAP

Beginning in 2018/19, a person 
can accrue unused amounts of 
concessional contributions cap and 
‘carry-forward’ these unused cap 
amounts. A person may be able to 
access their unused concessional 
contributions cap beginning in 
2019/20 and on a rolling basis for five 
years. Amounts carried forward that 
have not been used after five years 
will expire.

The first financial year in which 
unused concessional contributions 
that are being carried forward can 
actually be contributed (in addition 
to the standard $25,000 cap) is 
2019/20, but only if the person’s total 
superannuation balance at the end of 
30 June of the previous financial year 
(i.e. on 30 June 2019, in this instance) 
is less than $500,000. This $500,000 
limit will not be indexed. 
 

ADVICE OPPORTUNITIES
The removal of the less than 10 per 
cent employment income rule will be 
particularly welcomed by employed 
persons who have employers 
that do not offer salary sacrifice 
arrangements.

These people can now effectively 
make voluntary personal 
contributions to maximise their 
concessional contribution cap 
on a pre-tax basis by claiming 
the personal superannuation 
contributions as a tax deduction in 
their tax return.

Its removal may even cause some 
employed persons who are engaged 
in superannuation salary sacrifice to 
review their existing arrangements. 
Depending on individual 
circumstances, some may in future 
consider making personal deductible 
superannuation contributions, instead 
of maintaining their salary sacrifice 
arrangements with their employer.

Reasons for reviewing salary sacrifice 
arrangements may, depending 
on ‘case by case’ analysis, involve 
considerations including: 

•  the need for an effective 
agreement to be in place prior to 
the salary being earned, which 
reduces flexibility, and can make it 
difficult to sacrifice bonuses. 

•  the salary sacrifice contribution 
is classified as an employer 
contribution, and accordingly, 
careful structuring of the 
agreement is required to make 
sure the SG contributions and 
other benefits payable, such as 
termination entitlements, are not 
based on the reduced income 
level. Note: At the time of writing, 
the Government is proposing to 
legislate to ban the practice of 
some employers who use salary 
sacrifice contributions to reduce 
or eliminate their SG obligation. 

•  control, including timing of the 
salary sacrifice contributions, 
is effectively in the hands of 
the employer. Delays in actually 
making the salary sacrifice 
contributions to the fund will 
potentially disadvantage the 
employee.

Unlike SG contributions, which must 
be remitted to the employee’s super 
fund no later than 28 days after 
the end of the relevant quarter in 
which they were deducted, no such 
time frame exists for salary sacrifice 
contributions, and the employee is 
reliant on the employer to do this in a 
timely fashion.

In contrast, making regular 
personal contributions or one-off 
contributions towards the end of the 
financial year, and choosing whether 
or not to claim a tax deduction at 
that time, may allow people to take 
greater control and flexibility of their 
superannuation contribution strategy. 
Clients who wish to make deductible 
super contributions in this way will 
have to be disciplined savers. For 
some clients, it may be difficult to 
save the after-tax salary amount 
needed to get the same effective 
tax deduction as provided by salary 
sacrifice, which is on a pre-tax basis. 

EXAMPLE
Jack, age 49 with a salary of 
$90,000, is looking to increase his 
savings for retirement.

He has been considering a salary 
sacrifice arrangement with his 
employer for 2017/18, but his financial 
adviser has alerted him to also 
consider whether the reduction in the 
cash component of his salary might 
impact other employment benefits, 
such as redundancy entitlements.
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His cash flow situation is tight, but 
Jack has also regularly received a 
healthy bonus late in March each 
financial year. 

In this financial year, he is looking 
to use the bonus to help boost his 
superannuation savings, but at this 
stage he is not in a position to work 
out how much the bonus payable in 
March 2018 may be.

ANALYSIS

If he enters into a salary sacrifice 
arrangement involving regular 
contributions, he needs to plan how 
much to contribute at the start of 
the arrangement. Plus, if he also 
wants to sacrifice the bonus, he will 
at some point need to advise the 
employer how much to contribute 
before knowing how much he is 
entitled to. This makes it difficult 
to plan and may even cause the 
concessional contribution cap to be 
exceeded. 

Alternatively, Jack now has the 
option of waiting until the bonus is 
paid, and to make personal super 
contributions before the end of the 
financial year. In this way, he can 
more easily determine how much 
to contribute and claim it as a tax 
deduction within the concessional 
contributions cap.

 John Ciacciarelli, Technical Strategy 
Manager, AMP.

FOR MORE CPD  
ACCREDITED ARTICLES,  
CLICK ON THE CPD TAB AT 
moneyandlife.com.au/
professionals

QUESTIONS

To answer the following questions, go to the CPD tab 
at moneyandlife.com.au/professionals  
 
1  The removal of the under 10 per cent rule will allow personal  

super contributions made by which of the following persons  
to be tax deductible from 1 July 2017:

 a    A person under 18 years at the end of the financial year who derives no 
income from employment or self-employment.

 b  A person, aged 66, who ceased working two years ago.

 c  A person, aged 71, who is employed on a full-time basis.

 d  None of the above are allowed a tax deduction for personal super 
contributions. 

2  Which of the following rules relevant to personal super  
contributions do not apply from 1 July 2017 onwards?

 a  Under 10 per cent employment income.

 b  Work test from age 65-74.

 c Notice of Intent.

 d  All of the above continue to apply from 1 July 2017.  

3  Your client intends to claim a tax deduction for personal 
contributions made in the 2017/18 financial year. Which of the 
following should they not do before submitting their NOI to their 
super fund?

 a  Rollover their benefit to an SMSF.

 b  Commence an account based pension with part of their super accumulation.

 c  Lodge their tax return for 2017/18.

 d All of the above. 

4  Salary sacrifice contributions must, by superannuation law, be 
remitted to the employee’s super fund no later than 28 days after the 
end of the relevant quarter in which they were deducted.  
 
 a True.

 b False. 
 
 

5  Which of the following statements is false?

 a  Personal deductible super contributions will count toward an individual’s 
non concessional contribution cap.

 b  Personal deductible super contributions in excess of the concessional 
contribution cap will be taxed at the top MTR.

 c  Personal deductible super contributions in excess of an individual’s taxable 
income will result in a tax loss being created.

 d All of the above.
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4  Complaints ongoing as  
at 1 July 2017

4 New Complaints

3 Complaints Closed

5  Complaints ongoing as  
at 30 September 2017

0 Members Suspended

0 Members Expelled (CRC)

1
 Members Terminated 
(Constitution) 
- Jason Atkins

0 Other Sanctions (CRC)

0
 Referred to Professional 
Designations Committee  
for Sanction

The FPA is committed to informing 
members and the community of the 
trends and outcomes of complaints 
and disciplinary action in the financial 
planning profession. 

DISCIPLINARY ACTIVITY 
SUMMARY
In the July to September quarter, the 
FPA received four new complaints, 
finalised three complaints and have 
five ongoing complaints. Of those 
ongoing complaints, two are in the 
process of finalising the report by the 
investigating officer to the Conduct 
Review Commission (CRC), two are 
in the process of seeking submissions 
from members and one is awaiting 
consent from the member to be 
dealt with as a minor instance of 
unsatisfactory conduct.

CPD AUDIT
CPD is an integral part of the 
professional framework. Not only 
is it a way of maintaining currency 

of technical knowledge and 
ensuring practitioner members 
remain professional, it is also a way 
of growing new knowledge and 
expanding members’ abilities and 
mindsets as professionals.  

As part of ensuring that members 
meet their professional obligations, 
the FPA conducts CPD Audits of 
members on a rolling basis. Randomly 
selected practitioner members are 
notified and required to submit their 
CPD Register. Participation in the 
audit is mandatory and all selected 
members are required to respond.

Where it is identified that a member 
has failed to meet or is not on track 
to meet their CPD obligations, every 
attempt is made by the FPA to work 
constructively with the member to 
rectify the situation, even where this 
may take quite some time and effort. 
This may include the formulation of 
a plan of activities to make up any 
deficiency. Disciplinary action, in 
most cases, is a last resort. 

Recently, a member failed to respond 
to two FPA CPD Audits; one in 
2016 and a subsequent one they 
were ‘rolled over’ to in 2017. This 
was despite the FPA making every 
reasonable attempt to contact the 
member, including emails, letters and 
telephone calls.

With no other reasonable option, the 
matter was referred for disciplinary 
investigation to determine whether 
the member had a case to answer a 
breach of the FPA Code. A complaint 
was initiated by the FPA, and it was 
only after realising the seriousness 
of the matter that the member found 
time to respond. 

The member advised that he had 
been working overseas for the past 
few years and did not have his CPD 
up-to-date; believing that as a non-
practising CFP®, he did not have 
to maintain CPD. Had the member 

responded to the FPA at the outset, 
he would have known otherwise. 

Through consultation with the member, 
the matter was able to be dealt with 
as a minor instance of unsatisfactory 
conduct with the member:

•  acknowledging the (minor) 
Breach of Ethics Principle 5: 
Professionalism and Rule 7.32;

• receiving a written reprimand; and

•  undertaking to, without further 
delay, move to a membership 
category that did not require CPD.

Due to the member’s current 
circumstances, he chose ‘Leave 
of Absence’. This category has no 
ongoing CPD requirement, although 
he will require evidence of recent 
CPD and an ongoing commitment to 
CPD, should he apply and be granted 
reinstatement as a CFP®. 

This serves as a timely reminder to 
respond to the CPD Audits. Had 
the member responded prior to the 
complaint being initiated, the same 
membership outcome would have 
been achieved without extra work by 
the FPA and himself, and without him 
committing breaches of the FPA Code. 

The best course of action is to seek 
guidance from the CPD Team about 
how to get your CPD back on track, 
or whether you are in the right 
category of membership.

GUIDANCE, REASSURANCE 
OR DILEMMAS
The Professional Accountability team 
enjoy hearing from you in relation to 
guidance, reassurance or dilemma. If 
we are unable to assist you ourselves, 
we will likely be able to assist you to 
find someone who can. 

You can contact the team directly, 
either by email at professional.
standards@fpa.com.au or by 
telephoning Mark on (02) 9220 4523. 

COMPLAINTS AND DISCIPLINE

COMPLAINTS AND 
DISCIPLINE REPORT 
1 July 2017 to 30 September 2017
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A national study of consumers has unlocked some of the key drivers that determine whether 
consumers use a planner or not, and what planners can do to better influence consumers 
to use their professional services. Following is a summary of the article that appears in the 
current issue of the Financial Planning Research Journal - Volume 3, Issue 2, 2017.

According to a national study of 
consumers that sought to understand 
the key drivers that influenced their 
decision to use a professional to 
assist with saving for retirement, 
it was discovered that a person’s 
attitude and self-efficacy determines 
whether or not they’ll use a financial 
planner. 

Consequently, financial planners 
seeking to engage or influence 
people to use their services, are 
wise to consider the marketing and 
communication campaigns they use 
to positively influence their current 
and future clients. 

Self-efficacy is based on a person’s 
belief that they are able to handle 
a specific task. It is task or subject 
matter specific. For example, a person 
could have a high degree of self-
efficacy associated with preparing 
a large dinner party, climbing a 
mountain or running a marathon, and 
a low sense of self-efficacy regarding 
financial planning or saving for 
retirement. 

A positive or negative attitude or a 
high or low degree of self-efficacy 
is not demographically determined. 
Furthermore, low self-efficacy can be 
changed by:

1  Personal experience that 
demonstrates to the individual that 
they are capable (most effective 
means for change);

2  Being told by another person that 
they do, in fact, have the skill/
ability to undertake the activity in 
question (less effective); and

3  Observing someone else have a 
positive experience of the activity 
(least effective).

Understanding current and potential 
client needs, wants, pain points and 
challenges regarding financial planning 
through client journey mapping, 
interviews or discussion, is ideal. 

In lieu of insights from these 
approaches, a first step could be to 
de-mystify financial planners and 
retirement planning by creating 
easy pathways for consumers to 
experience these services. For 
example, online tutorials, exercises or 
apps that simply and easily explain 
financial planning at low or no cost 
is minimal risk to the consumer, and 
potentially starts a conversation that  
can be pursued by the planner.  

A unique attribute of saving for 
retirement is that it involves making a 
decision about purchasing saving or 
investment products and services in 
the present, the benefits of which will 
only be realised in the distant future. 

In making that decision, a person 
must potentially choose to forego 
purchasing other goods or services 
that will provide more immediate 
rewards, such as a holiday, a new 
car or household renovations. 
Building this type of experience into 
educational tools, either online or in an 
app, develops the knowledge of future 
clients prior to a first consultation.

This research on the importance and 
role of consumer attitudes and self-
efficacy regarding the use of financial 
planners to assist with saving for 

retirement is valuable because saving 
for retirement is a significant national 
and international issue. 

How retirees pay for their living 
and health costs is one of the key 
issues facing governments, as an 
ageing population will increasingly 
be comprised of people who are 
no longer working. It is costly for 
governments to provide aged 
pensions and heavily subsidised 
health care services, as the 
ratio of working to non-working 
people becomes increasingly 
disproportionate. 

For governments and financial 
planners, the key findings and critical 
outcomes of this research is that 
self-confidence and attitudes towards 
savings, have been found to be the 
key drivers for a consumer to save for 
retirement using the services of a  
qualified professional and qualified 
planner.  

Dr Catherine Rickwood is the founder and 
chief executive officer of the Three Sisters 
Group; Professor Lesley White is from 
Charles Sturt University; Professor Lester 
Johnson is from Swinburne University; 
and Professor Steve Worthington is from 
Swinburne University.

This report was published in the 
‘Financial Planning Research Journal 
(Vol. 3, Issue 2, 2017). To read the 
report in full, go to: www.fpa.com.au/
education/financial-planning-research-
journal/

JOURNAL

ATTITUDE AND 
SELF-CONFIDENCE 
is the key
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Journal

The current issue of the Financial Planning 
research Journal (FPRJ) – Volume 3, 
Issue 2, 2017 – includes topics ranging 
from: strategies for life cycle investments, 
responding to overconfidence in clients, 
customer intentions to use financial planners 
for retirement planning, through to equity 
holdings of baby boomers.

A summary of an article regarding 
consumers of financial advice in New 
Zealand is provided below from author 
Dr Janine Scott of Massey University, 
New Zealand.

Consumers of financial 
advice in New Zealand

In New Zealand, trust and confidence in 
financial professionals has diminished 
within the past few years but the need for 
professional advice is growing, despite the 
complexity and additional cost of giving and 
providing financial advice in New Zealand 
over time. 

The Financial Advisers Act 2008 (FAA) was 
intended to promote higher standards of 
care for professionals delivering financial 
advice. Moreover, a primary goal of the 
Act was to foster confidence and promote 
professionalism within the financial advice 
field. This legislation has been in a review 
phase over the past few years. 

Less than 10 per cent of New Zealanders 
seek a financial adviser for professional 
advice. Financial advice is primarily around 
insurance needs and investment planning, 
and consumers turning to family and friends 
before considering or going to a financial 
professional, is consistent with adviser use 
outside of New Zealand. 

At present, there are primarily three types of 
advisers in New Zealand: Qualifying Financial 

Entities (QFEs), Registered Financial Advisers 
(RFAs) and Authorised Financial Advisers 
(AFAs). The type of adviser depends on:  

• Type of client – retail or wholesale;

• The nature of the advice – if advice is 
personalised or general; and

• Types of products involved – investment 
related or not.

As part of the study discussed in the article, 
a survey was developed for consumers of 
financial advice in New Zealand. Clients of 
financial advisers were asked about their 
choice of financial adviser, their experience 
of financial advice, their view of the 2008 
FAA, in addition to a set of demographic 
questions. 

Survey results revealed that clients of AFAs 
with a CERTIFIED FINANCIAL PLANNER® 
designation (the only group of advisers who 
currently have to meet minimum education 
and professional development requirements) 
are wealthier, older and possess more 
education. 

RFAs are not bound by any education 
standards. Clients of RFAs are also older, 
fall within the lower income bracket (below 
NZ$50,000) and are 
less educated. 

Education and age has 
been demonstrated to 
influence the perceived 
value of using a 
financial intermediary. 

The majority of 
respondents who 
seek advice from an 
RFA cite retirement 
planning and 
investment services 

as the primary areas for receiving advice on. 
This is troubling, as RFAs are limited in the 
advice they can give, pertaining to financial 
products and services. 

It was also interesting to note that clients 
did not see a change in their client-adviser 
relationship as a result of the review of the 
FAA.

If financial advisers are not upfront or fail to 
clearly communicate the scope of services 
to clients, which includes the products 
they are qualified to provide advice on, this 
issue will continue to hinder the growth of 
professional financial advice in New Zealand. 

Promoting higher and more uniform financial 
adviser education standards is necessary 
for professional growth and better public 
perception. 

Moving towards a uniform and higher set 
of education standards for all advisers may 
lessen public confusion, such as requiring 
a degree qualification within a certain 
timeframe like in Australia. 

As new and younger entrants come into the 
adviser space worldwide, this seems like a 
positive next step in New Zealand.  

To read the report in full, 

go to: www.griffith.edu.

au/business-government/

griffith-business-school/

departments/department-

accounting-finance-

economics/research/financial-

planning-research-journal/

current-edition

Latest FPRJ issue available
The second issue of the Financial Planning Research Journal (FPRJ) 
for 2017 has been published and is now available online. 
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