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Future-proof your 
client’s retirement with 
Challenger annuities.

While your clients may have 
become more cautious, their 
priorities, like preserving capital, 
generating reliable income and 
beating infl ation over the long 
term, remain exactly the same.

Of the options available, 
few are as dependable as 
Challenger annuities.

With capital and income 
payments guaranteed by an 
APRA-regulated life company, 
Challenger annuities provide 
regular income for terms from 
one to fi fty years, or for life.

Performance is not sacrifi ced 
for security because annuity 
rates have usually exceeded 
other fi xed income products 
like bond funds and term 
deposits.

With Challenger annuities you 
can protect and grow your 
clients’ retirement savings.

Make Challenger annuities a
part of your clients’ portfolios.

For more information,
visit challenger.com.au or
call 1800 252 870.

Challenger Life Company Limited ABN 44 072 486 938, AFSL 234670 (Challenger Life) issues Challenger annuities. Consider the current product disclosure statement 
for the applicable annuity (available from www.challenger.com.au) and the appropriateness of the annuity (including any risks) to your circumstances before deciding whether to 
acquire or continue to hold an annuity. Past performance is not a reliable indicator of future performance. Challenger Life’s obligation to make guaranteed capital and income 
payments is a contractual obligation and is subject to the terms and conditions of the applicable annuity and the Life Insurance Act (Act). The payment obligations of Challenger 
Life are limited to the available assets of the Challenger Life Statutory Fund No. 2, except if otherwise provided under the Act.12
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I am really looking forward to September for a number of reasons. 
Firstly, I am proud to say that our consumer advertising campaign 
will launch nationally this month. Developed with extensive input 
from our membership over recent months, we have tested the 
communication with consumers who received this message loud 
and clear: FPA financial planners work to higher standards and they 
should look for a financial planner with the FPA trust mark.  

Importantly, we take very seriously the commitment you’ve made 

to fund this campaign with the advertising levy. We are delighted to 

say that we have negotiated, on our members’ behalf, outstanding 

discounts which amount to around $3 million of TV advertising value 

for a spend of $1.3 million. You can read more about the campaign in 

this edition of the magazine (see page 12-13).

Second, to coincide with the advertising launch, we have improved 

our website. It is a valued resource for our members and a key 

means of sourcing a trusted financial planner for consumers. Take 

a look at www.fpabestpractice.com.au and you will find the content 

and navigation more user-friendly. We’ve also added new features 

such as web pages for each of our 32 Chapters, enabling members 

to engage with their local community more effectively.  

You will also find a new website to promote our annual FPA National 

Conference at the Brisbane Convention and Exhibition Centre on 16-

18 November at www.fpaconference.com.au. This showcase event 

is designed by FPA financial planners for the professional financial 

planning community. This year’s program promises to deliver 

outstanding value for you and best practice for your business.

Third, the FoFA debate is certainly hotting up on the eve of the 

release of draft legislation. At last month’s Financial Services Council 

(FSC) conference, Minister Bill Shorten publicly recognised the FPA’s 

influence in his decision to think about amending the proposed policy 

on banning risk commissions. That was a great win for FPA members 

and their clients.

The point of contention that now remains is Opt-in. It has been my 

aim in the numerous media interviews I participate in, to clearly 

highlight that Opt-in is redundant and poor policy. In representing 

our members, that is, the 8,000+ professional financial planners in 

Australia who work to our world-class Code of Professional Practice 

and Ethics, self-interest and conflicted remuneration is not an issue. 

Even before FoFA came along, our members agreed to policies that 

delivered transparency to clients about what advice they would get, 

when they would get it and how they would pay.

In particular, we have been highly vocal on consumers’ behalf that in 

the current times of volatile markets, we are deeply concerned at the 

prospect of thousands of Australians unwittingly losing their access to 

professional advice when they need it most in a post Opt-in world.

And last but not least, a word on the Industry Super Network (ISN). 

Its recent advertising campaign with the consumer message to 

avoid paying ongoing fees for advice denigrates the legitimate and 

valuable ongoing service provided to clients by FPA members. We 

have been applying the full force of the FPA’s considerable influence 

to redress the imbalance in the ISN’s message; raising the issue 

with Government, writing to the CEOs of industry super funds and 

highlighting the ISN’s agenda in media interviews.

It is with great vigour and passion that we fight these fights on 

behalf of our members. It remains our firm view that FPA members 

deserve Australia’s respect. With the launch of our ground-breaking 

advertising campaign this month, the time has arrived for Australians 

to understand that not all financial planners are the same. You 

deserve recognition. You deserve to be proud of your profession.  

Now is the time to drive home that message.

Mark Rantall CFP®

Chief Executive Officer

FIGHTING THE 
GOOD FIGHT
September is the month when members will see the culmination of the 
FPA’s efforts to make a stand on their behalf over a number of fronts.

––  The time has arrived for Australians to 
understand that not all financial planners are the 

same. You deserve recognition.
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LETTER TO THE EDITOR

Improving our service to insurance clients
Thirty-three grant applications have been received for 

this year’s intake of ‘Future2 Make the Difference!’ grants, 

of which 25 applications have been received from FPA 

Chapters and members.

Included in this year’s intake of grants are two for the first 

time from the Northern Territory.

“The grant applications – the highest number received since 

the program was established in 2007 – show the extent of 

great work being done at a grassroots level to help young 

people attain more productive, sustainable and enriching 

lives,” said Future2 chair Steve Helmich.

“The grant applications also speak volumes for the 

commitment of financial planning professionals to ‘giving 

back’ to the communities from which they draw their 

livelihoods.”

In the four years since its inception, Future2 has granted over 

$150,000 to community projects that help disadvantaged 

young Australians (see Financial Planning August p42-43).

Grant applications will be short-listed by mid September, with 

the successful grant recipients announced in mid November.

I have worked as a financial adviser continuously 

in the industry since 1969.

Insurance advice is a substantial part of my 

service offering and I believe that the following 

would assist the industry to improve our service 

to clients:

1. Until financial planning fees become tax 

deductible, commission based remuneration 

should remain appropriate.

2. To counter unethical replacement practices 

which ultimately increase premium rates across 

the board and worsen underinsurance in 

Australia, the following reforms should apply:

• All insurance companies to pay the same rates 

of remuneration.

• There should only be the following 

remuneration choices: Hybrid – say 70 per cent 

upfront + 20 per cent renewal, or Level – say 30 

per cent for the life of contract. 

3. As used to apply in the past, the industry 

could reintroduce a no claim/loyalty discount for 

clients. Say, 5 per cent after five years, 10 per 

cent after 10 years.

4. Insurance companies to investigate paying 

bonuses to advisers with a low claims history and 

high client retention.

5. The industry to adopt the following terms:

• Upfront commission to become 

implementation fee.

• Yearly ongoing commission to become yearly 

service fee.

Ian Donaldson CFP®, Donaldson Financial 
Planning

Record grant applications received
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The FPA has come out firing at the latest 

Industry Super Network (ISN) advertising 

campaign, calling it a “disgraceful and 

hypocritical attempt to spread fear and 

misinformation about advice, those qualified 

to give it, and fees in superannuation”. 

In challenging the ISN campaign, which 

calls on consumers to avoid paying 

ongoing fees for advice, FPA chief 

executive officer Mark Rantall was furious 

the consumer message denigrates the 

legitimate and valuable ongoing service 

provided to clients by FPA members. 

“Indeed, our view is that the advertising is 

selective, factually incorrect and politically 

motivated,” he said. According to Rantall, 

the FPA has taken actions to redress the 

“imbalance and dishonesty” in the ISN’s 

message by:

• Raising its concerns with the Government 

and expressing the FPA’s views on the 

ISN’s campaign;

• Calling on the Government to disregard 

any contribution made by ISN to the FoFA 

reform process, due to its self-interested, 

politically motivated and factually incorrect 

campaigns; and

• Contacting media to express the FPA’s 

views on the campaign.

“FPA practitioners adhere to the highest 

professional standards,” Rantall said. 

“They are accountable to an enforceable 

Code of Professional Practice and Ethics, 

and are committed to client disclosure and 

transparency in the fees they charge. 

“To attack the value of advice through 

factual inaccuracies, is an attack on the 

valuable ongoing service provided by FPA 

members to their clients. This is totally 

unacceptable.”

Rantall called on members to visit or write 

to their local MP and express their outrage 

at this latest ISN campaign, and explain to 

them why it is misleading to consumers.

FPA hits out at 
ISN campaign 

FPA continues call to scrap Opt-in

Hurry, Best Practice Awards closing soon

The FPA has continued its call for 

the Government to reconsider its 

position on a two-year Opt-in, citing 

market volatility and contradictory 

statements by the Australian Securities 

and Investments Commission (ASIC) 

as further examples of potential 

unintended consequences of 

legislating an Opt-in requirement.

Following lengthy discussions by the 

FPA, the Assistant Treasurer and 

Minister for Financial Services, Bill 

Shorten, last month indicated that the 

Government would reverse a decision 

to ban commissions on insurance 

inside superannuation on personal 

advice.

When announcing this decision, 

Shorten publicly paid tribute to the 

FPA, acknowledging the lobbying 

efforts of the Association. However, 

despite this announcement, Shorten 

said he remained totally committed to 

the two year Opt-in. 

While welcoming the Government’s 

decision to concede ground on 

individually advised risk commissions 

in superannuation, the FPA said 

it would continue to call on the 

Government to review its position on 

Opt-in ahead of the release of draft 

legislation.

“Opt-in is an onerous proposal that 

won’t benefit Australians seeking 

financial advice,” said FPA chief 

executive officer Mark Rantall. “We 

have welcomed, and lead the way, 

in introducing a best interest duty 

and the banning of commissions on 

investments, which in effect makes 

Opt-in a redundant policy.

Rantall cited current market 

uncertainty as a prime example 

where Opt-in would not benefit the 

consumer. Noting that if a client failed 

to Opt-in last month when global 

markets reacted adversely to the credit 

downgrading of the US, they would no 

longer be in a position to be notified or 

advised by their planner.

“The proposed Opt-in requirement 

could put at risk a planner’s ability to 

provide a critical response during crisis 

situations and market uncertainty such 

as being faced by all Australian now. 

Current market volatility is a perfect 

illustration of the dangers of Opt-in.”

Rantall was also critical of ASIC’s claim 

that not having Opt-in may mean that 

consumers could pay for advice they do 

not receive due to asset based fees.

“This is utter nonsense,” he said. “If 

the issue is either asset based fees 

or ongoing fees then let us have that 

debate. It has nothing to do with Opt-

in. You can still have an ongoing fee 

that is not asset based and provided it 

is not embedded in a product, then the 

client has total control over whether or 

not they continue to pay that fee.”

Rantall said by all means “give clients 

the opportunity to opt-out every year, 

but forcing clients to have to Opt-in is 

an added burden they shouldn’t have 

to bear”. 

Entries for the FPA’s inaugural FPA Best Practice Awards 

close on 16 September, 2011, so get your submissions in 

quickly.

The awards, which replace the FPA Value of Advice 

Awards, recognise outstanding achievement by 

practitioners in demonstrating their professional 

planning expertise for clients in line with the FPA’s 

Code of Professional Practice and Code of Ethics.

FPA members can provide submissions in three categories:

• FPA CERTIFIED FINANCIAL PLANNER® Professional 

Best Practice Award;

• FPA Associate Financial Planner Best Practice 

Award; and

• Future2 Community Service Best Practice Award.

The Future2 Community Service Best Practice Award 

differs from the other two awards by specifically 

recognising those CFP or AFP members who 

have made a significant contribution to the wider 

community through a voluntary, pro bono or public 

service capacity, by improving the circumstances 

of individuals who are socially and/or financially 

disadvantaged.

Chapter award winners will be announced in October, 

with the national winners presented with their awards 

at the FPA National Conference on 17 November.

For more information or to download the submission, 

go to www.fpa.asn.au.

Bill Shorten,

Assistant Treasurer 

and Minister for 

Financial Services



8 | financial planning | SEPTEMBER 2011 

MARKETS PREPARE FOR PROLONGED VOLATILITY

Unfortunately it feels like that every time investors start to feel comfortable about 

jumping back in the market, something else pops its ugly head up! This time it 

has been the refinancing of US and European debt. The recent events in the US 

and Europe have certainly spooked the markets, and even after the US Congress 

was able to belatedly reach some agreement on the debt ceiling, investors simply 

turned their minds to the myriad of other issues. This has not only affected 

markets, but more importantly consumer sentiment, which will delay the recovery 

of western economies.

The public debt levels in the US and some European countries, as well as 

Japan, are now well into the red zone (at over 100 per cent of GDP in some 

cases), meaning that budget deficits will result, debt will escalate and stimulus 

measures such as US quantitative easing, will become unaffordable. This 

throws the recovery into doubt. These debt levels are clearly unsustainable in 

the long run, but in the short-term it has resulted in increasing pessimism that 

the countries can avoid a catastrophic default.

However, we should keep in mind it is not a given that investment markets will 

continue to suffer and decline in the face of all this bad news. We are seeing a 

recovery in China, and India is expected to grow strongly this year. Australia will 

continue to benefit from its proximity to Asia. Share prices are hardly expensive, 

and on most valuations are very cheap. We are also seeing quite good earnings 

reports from many corporates in the US and elsewhere.

I believe it is worthwhile keeping in mind that Europe and the US have not really 

contributed to global growth over the last five years or so, and that growth has 

been driven by the emerging countries. Most of these do not have the same debt 

problems as the aforementioned, and it is likely we will still see global growth 

this year, albeit muted. It is difficult to see how share prices will resist that trend, 

and will eventually have to rise in response. However, it is also clear that in the 

medium-term, US and European debt problems will weigh heavily on consumers, 

and thereby market sentiment, impeding a sustained recovery.

A sustained rise in markets is therefore unlikely until some clear, long-term 

resolution of the debt crisis is formulated by the authorities in the US and Europe, 

and demonstrates some hope of success. Whilst the market continues to focus 

on the negative, the fundamentals will be ignored and volatility will be the norm. 

David J. Peacock CFP®

Financial Adviser, Wealth Logic 

Licensee: Hillross Financial Services

Q What do you think is the likely impact of the debt situations in the United 
States and Europe on Australian markets and our economy?

OPINION

The debt situation around the world is likely to be the 

dominant theme in Australian markets for at least 

the short to medium-term. In my view, the current 

debt situation cannot be sustained and requires 

co-ordinated and disciplined action to reduce the 

amount which governments around the world 

spend. Spending more than you earn in any context 

has a limited lifespan. 

The additional problem facing investors is that any 

austerity measures will constrain economic growth 

and hinder any recovery in investment markets. 

We have seen the start of this with the protracted 

debt ceiling negotiations in early August and these 

measures are likely to be replicated in other heavily 

indebted countries. However, this deleveraging of 

debt is, in my view, a preferable situation to the 

alternative which is not even worth thinking about. 

With the major world economies now being 

interlinked, any significant downturn in one of 

the major economies will have an impact on the 

Australian market and economy. We experienced the 

effects of this during the 2008 GFC, and hopefully 

the world’s credit markets will remain open. 

There is a danger that the debt issue could cause 

contagion in Europe and the banks stop lending to 

each other. If this happens, we could be heading for 

a second credit crunch. 

The ability of the major economic powers to throw 

money at the problem to stimulate economic 

growth will also be more difficult given their 

current debt levels. 

Attempting to predict what is going to happen in the 

future is impossible, however, the world debt cloud 

in my view is going to remain in the background of 

Australian markets for many years to come. 

Charles Badenach CFP®

Private Client Adviser and Principal, Shadforth Financial Group

Licensee: Shadforth Financial Group

––  The world debt cloud in 
my view is going to remain in 
the background of Australian 

markets for many years to come. 



Life insurance cover  
that pays out as  
you need it.

Because you never know  
what’s around the corner.
Macquarie Life Active combines traditional  
Death, Total and Permanent Disability and Trauma 
insurance cover into one simple alternative.

With broader coverage and the ability to make multiple  

claims based on the severity of Health Events, it’s life  

insurance made for living.

  The more severe the condition, the higher the  

benefit payable.

  More medical conditions covered mean fewer  

gaps and greater financial security for your client.

The Macquarie Life Active Body online application  

revolutionises product education, making it even  

easier to explain the relationship between Health  

Events, claims and benefits payable to your clients.

Available online at macquarie.com.au/activebody,  
or download the application free from the App  
StoreSM or Android Market.

Prepare your clients for whatever awaits them in life.
Call 1800 005 057 or visit macquarielife.com.au/lifeactive

Disclaimer: This is current as at 1 August 2011. This information is provided for the use of licensed financial advisers only. Macquarie Life Active is offered by Macquarie Life Limited (MLL) ABN 56 003 963 773 AFSL 237 497. The information in this document is general 
information only. It does not take into account an individual’s objectives, financial situations or needs. Please refer to the Product Disclosure Statement jointly issued by: Macquarie Life Limited ABN 56 003 963 773 AFSL 237 497 and Macquarie Investment Management 
Limited ABN 66 002 867 003 AFSL 237 492. RSE No. R10044496 RSE Licence No. L0001281 Dated 21 May 2011. Macquarie Bank Limited (MBL) ABN 46 008 583 542 does not guarantee or otherwise provide assurance in respect of the obligations of MLL and MIML. 
App Store is a service mark of Apple Inc.



10 | financial planning | SEPTEMBER 2011 

It’s been nearly four years since share markets in the US and Australia 

peaked. Although there has been a recovery of sorts in share prices, 

the Australian market, at the time of writing, is closer to its trough in 

March 2009 than its November 2007 peak. Overseas markets have 

fared better than Australia but are struggling at the moment to gain any 

headway.

This present malaise is due to debt crises in Europe and the US having 

a negative impact on consumer sentiment around the developed world 

including Australia. With the 24/7 news cycle, any bad news elsewhere 

in the world is received in Australia very quickly and has a corresponding 

impact on confidence generally. Additionally, with around 40 per cent 

of investors in the Australian share market from overseas, any offshore 

concerns affects their investment intentions in Australia. The high 

Australian dollar and recent policy announcement in relation to the mining 

and carbon tax also appears to have moved investors to the sidelines.

Over the last 12 months, Australians have become more cautious with 

their money. Borrowing levels have fallen, saving levels gone up, retail 

spending has been pretty flat and property values stagnant or slightly 

lower. Despite nearly full employment and booming mineral exports, 

people are being very cautious.

Investors appear to be heeding the warnings that too much debt is bad 

and have started repairing their personal finances. Just as companies 

raised a lot of equity in 2009 to reduce debt and increase cash levels, 

individuals are doing the same. Except, of course, personal excesses 

may take longer to rein in as people can’t raise capital in equity markets 

like companies can. So we are seeing a big reduction in personal risk 

appetites, cash (and term deposits) in Australia is king and all other 

investment opportunities are on the back burner.

In the face of all this uncertainty, investors are happy to receive 6 per 

cent per annum on their cash investments and not take any unnecessary 

risks. If the cautiousness continues, the domestic economy will suffer 

unless interest cuts can get people to spend again and/or the resources 

boom offsets the lack of higher spending by consumers. 

Daryl LaBrooy CFP®

Financial Adviser, Hillross Financial Services

Licensee: Hillross Financial Services

OPINION

This will continue to have a significant impact 

not just on the Australian markets and our 

economy, but also on major international 

markets. With a mind boggling debt in excess of 

US$14 trillion and notwithstanding the fact that 

the US could have officially been bankrupt had 

the US legislature and leaders not agreed to a 

solution, they continued to remain in gridlock 

until the eleventh hour, keeping the world 

financial system tethering on a knife edge. The 

S&P downgrade of the US was therefore a brave 

and necessary step.  

In hindsight it would appear that it would 

have been more prudent to let some major 

institutions and companies in the US and 

Europe collapse as dictated by the free market 

economy, rather than providing a virtual blank 

cheque and bailing them out with vast sums 

of public monies. This bold step could have 

pushed markets temporarily lower than even the 

nadirs of the past few years, but the bitter and 

necessary medicine may have entailed that we 

would have had a gradual recovery, with less 

chance of the current financial drama that is 

unravelling before our very eyes.

Eventually the US and Europe will have to get to 

grips with their mountains of debt – the question 

is when and how?

By almost guaranteeing to keep interest rates 

low for the next several months, the US Federal 

Reserve has virtually acknowledged that the 

situation is dire than what it may appear to 

most analysts. The extreme and unprecedented 

volatility we have witnessed in major stock 

markets, including our own, indicates that 

markets are justifiably nervous and yet another 

major crash followed by a slower up tick, cannot 

be ruled out. 

Yes, the Australian economy is comparatively in 

better shape, but only due to our strong mining 

sector; as an economy, most of our eggs are 

now in this one basket. One way or the other, 

it’s going be a wild ride for many months to 

come....

Sorab Daver CFP®

Ascension Asia

––  Eventually the US and Europe 
will have to get to grips with their 
mountains of debt – the question 

is when and how?
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The sovereign debt issues in Europe and recent poor 

economic data out of the United States have led to 

considerable market volatility in recent weeks and 

months. The sovereign debt issues in Europe cross 

two complex and associated issues.

The first issue is a solvency issue. In our view, Greece 

is effectively insolvent and Portugal and Ireland have 

potential solvency issues. The good news is that the 

European Union (EU) and the European Central 

Bank (ECB) have finally recognised the insolvency 

issue in Greece. The new Greek bailout package 

is a fundamental step in the right direction. The 

package materially reduces Greece’s financial 

burden via the extension of loan terms and 

the reduction in interest rates; these measures 

were also extended to Ireland and Portugal. The 

proposed involvement of private sector creditors 

to swap Greek sovereign debt for longer duration 

lower interest debt will also materially reduce the 

present value of Greece’s outstanding debt. 

This reduction in Greece’s debt burden is a 

fundamental step in putting Greece on a path to 

sustainability. We suspect that more still needs to 

be done, however, we are optimistic that the tools 

and policies are now in place to address Greece’s 

solvency issues.

The second issue engulfing Europe is a potential 

sovereign debt liquidity crisis affecting larger 

European countries, particularly Italy and Spain. We 

do not believe that either Spain or Italy are insolvent, 

however, a collapse in bond market confidence 

could push yields on sovereign debt to levels that 

create a true liquidity crisis. 

In our view, monetary union presents particular 

challenges to addressing this situation. For 

a country that has its own currency and an 

independent central bank able to readily print 

money this situation would be addressable. In 

such circumstances, the central bank could print 

money and buy bonds on the open market to drive 

down yields and monetise government funding 

requirements. The current policy path potentially 

involves the European Stability Fund (which is 

constrained in size) and the ECB buying affected 

bonds (with necessary offsetting asset sales) on the 

market to stabilise yields.

Unfortunately, if this situation continues to escalate 

and in the absence of a dramatic and possibly 

unlimited increase in the size of the European 

Stability Fund, this policy path is akin to bringing a 

pea shooter to a gun fight.

We do believe that there are two potential policy 

options which would address these liquidity 

difficulties; either allowing the ECB and EU central 

banks to print money or allowing the EU to issue 

Eurobonds to finance the struggling economies.

We feel it is unlikely that these liquidity issues will 

result in a financial Armageddon scenario and that 

correct policies will eventually be pursued. However, 

there are divergent views on the correct path of 

action and thus we could have a sustained period of 

considerable volatility until this is resolved.

In the US, we remain realistic and relaxed about 

the difficulties facing the US economy. The recent 

decision to raise the US debt ceiling has removed 

considerable risk in the short-term and we are 

confident that the US will take action over the next 

few years to ensure it is on a sustainable long-term 

fiscal path.

Hamish Douglass 

Chief executive officer, Magellan Asset Management

Would you like to join our panel of FPA members willing to give their opinion on topical issues? Email editor@financialplanningmagazine.com.au to register your interest. 

…AND A FUND MANAGER’S VIEW
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‘What does a pilot and a financial planner have in 
common?’ It’s a question that many Australians will 
soon become familiar with as the FPA launches its 
consumer brand awareness campaign later this 
month.

The national, metropolitan and regional consumer 

advertising campaign, comprising television, print 

and online creative, has been specifically developed 

to promote the FPA’s higher standards and raise 

awareness among Australians of the benefits of 

working with a financial planner who is a member of 

the FPA.

The campaign strongly positions the FPA brand as 

a mark of trust, with those practitioners belonging to 

it committed to working to the highest professional 

standards.  

“This is not a traditional Value of Advice campaign or 

a specific CFP® campaign,” says FPA chief executive 

officer Mark Rantall. “We have deliberately developed 

a campaign that will generate awareness of the FPA 

brand and what it means for a consumer to deal with 

members who belong to a professional association.”

With approximately 17,000 planners in the industry, 

Rantall says it’s even more important for the FPA to 

cut-through consumer confusion by highlighting the 

high professional and education standards of the 

8,000 members belonging to the FPA. As such, the 

advertising campaign will not be a “free ride” to other 

planners who are not members of the FPA. 

“We are a professional association representing 

members who want to adhere to a professional 

code and framework,” Rantall says. “This 

consumer campaign will also help address any 

misunderstanding that the public has as to what it is 

the FPA does.”

The first stage of the consumer advertising campaign 

is set to kick-off on 18 September and run for five 

weeks. The campaign incorporates a three-pronged 

approach that includes advertising on national, 

metropolitan and regional television, print media and 

consumer finance websites.

Of the $2 million spend for this brand awareness 

campaign - developed by creative agency Banjo - 

approximately $1.3 million will be used on television. 

Substantial discounts have been 

negotiated, resulting in almost $3 million of value from 

the $1.3 million television spend.

Through a series of images, the 30-second 

television ad highlights the higher education 

and experience required to fly a helicopter, 

dispense pharmaceuticals, conduct laboratory 

research, practice law, or deliver a baby. The ad 

then reminds consumers that people providing 

financial advice should also “work to the highest 

professional standards”. The ad concludes by 

explaining to viewers that: “Not all financial 

planners are the same. Always look for a member 

of the Financial Planning Association.”

According to FPA General Manager of Marketing, 

Lindy Jones, the television ad will cover the major 

networks, including Channel 7, Channel 9, SBS, Sky 

News Business, and subsidiary regional carriers, and 

appear in both peak and off-peak time slots.

“The types of programs the FPA ad will appear in are 

the programs watched by our target market of people 

aged 45-65 who have about $150,000 and over of 

investible assets,” Jones says. “This ad will appear 

nationwide, so no matter where you are in Australia, 

whether you’re in a city or regional area, if you’ve got a 

TV, you’ll be able to see the ad.”

In addition, to coincide with the television ad, the 

FPA will be running print ads in major newspapers 

and magazines in metropolitan and regional areas 

throughout September and October. The print 

campaign will follow the same story theme as the 

television ad, and will feature the message – ‘What 

This month sees the launch of the 
FPA’s much anticipated consumer 
advertising campaign, writes 
Jayson Forrest.  

CAMPAIGN ENFORCES    

FPA. BEST PRACTICE

WHAT DOES 
A PILOT AND
a FINANCIAL PLANNER  

have IN COMMON? 
You would expect both of them to have years of training and experience under  
their belt. But not all financial planners are the same. Financial Planning Association 
members have to meet much higher professional standards. Always look for a member 
of the Financial Planning Association. Visit fpadifference.com.au.



does a pilot and a 

financial planner have in common?’.

The FPA’s ‘pilot’ ad will also appear on three key 

consumer finance websites. These are the Sydney 
Morning Hearld/Age Money site, the Eureka Report, 

and the Australian Financial Review Personal Finance 

section. 

To correspond with the national brand awareness 

campaign, the FPA is also relaunching its website 

at www.fpabestpractice.com.au. It includes 

improved navigation and content, and a new 

members-only ‘Campaign HQ’ section. This 

section will contain a range of tools and ideas 

on how practitioners can 

engage with the advertising campaign in their 

local businesses. These tools will include free 

downloads such as posters, email signatures, the 

television ad and more. 

Speaking about the campaign, Jones says this 

is the “first step in a communication journey we 

have to have with the consumer marketplace”. 

The effectiveness of the consumer campaign, 

says Jones, will be gauged by measuring traffic to 

the FPA’s website, brand tracking post-campaign, 

and a member survey to assess feedback from 

practitioners. 

“Member feedback and 

engagement is incredibly important,” says Jones. 

“We want to ensure that we are delivering a strong 

campaign message that resonates with consumers 

and members alike. Our members have paid an 

advertising levy to fund this campaign in good faith. 

We take very seriously the responsibility to spend 

their hard-earned dollars carefully.”

The consumer advertising campaign was first 

introduced to members at the FPA National Conference 

last year, and reconfirmed with members during the 

national roadshow conducted earlier this year.
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WLM Financial Services
Matthew Walker CFP®

WLM Financial Services in Sydney is one of the 

first practices to achieve the FPA’s Professional 

Practice brand, something that has impressed 

existing as well as prospective clients, said founder 

and director Matthew Walker. While existing clients 

were already confident they had put their affairs 

in the hands of professionals, the Professional 

Practice brand reaffirmed their trust in their 

decision – reassurance that was timely as market 

volatility left clients worried, he said.

“It reassures them that we are professionals, here 

to look after them, especially in times like this 

when we all need support.”

Prospective clients have also been impressed by 

the Professional Practice brand, Walker added.

“The use of the Professional Practices brand can 

help lend credibility to the practice and support 

our market opportunities.”

WLM needed little convincing to apply for the 

new Professional Practice brand as it had been 

an FPA principal member for many years and has 

always been a supporter of the FPA and its drive to 

improve the professionalism of the industry, Walker 

explained.

“We wanted to continue the relationship we have 

with the FPA and we think the push towards 

the recognition of the industry as a profession 

is good. We all know that we need to raise the 

levels of professionalism and the credibility of the 

industry. Consumers are looking for it. If we can 

develop ourselves into an industry that has similar 

credibility to accountants, lawyers and doctors, 

it’s going to be good for everybody - industry 

participants and consumers alike.”

The significant skills shortage in the financial services 

sector presents financial planning practices with a 

real challenge to attract the right people.

“The younger generations are more focused on 

making sure their long-term positions are looked 

after,” said Walker. “There is plenty of anecdotal 

evidence suggesting that businesses are being 

interviewed by candidates these days rather than 

the other way around. If we can put ourselves 

forward as a Professional Practice, hopefully that 

will help attract and retain high quality candidates 

to the business.”

The criteria that 50 per cent of staff of a 

Professional Practice be Certified Financial 

Planners is particularly important for ambitious 

candidates.

“They know they will be working with some of the 

best people in the industry – there is no higher 

designation,” Walker asserted. “So if you want to 

find a mentor, or develop a career path, clearly it 

makes sense to follow the best people.”

WLM is a financial planning and chartered 

accounting firm, and Walker said the new 

brand enhanced his staff’s confidence that they 

provide a quality service adhering to the highest 

professional standards.

“We think the credibility and support that this is 

going to lend is money well-spent,” he added. 

“We weren’t worried about price. We think 

there’s merit in the brand. The more the FPA 

can increase the awareness of the profession 

and build credibility around that, the better.”

Ensuring the standards around the Professional 

Practice brand are upheld through auditing 

would only build further on that credibility, 

Walker added. 

“The auditing process is critical. If you don’t 

have an element of accountability with any 

system or process or designation, then 

credibility is undermined very quickly.”

Walker acknowledged that the FPA had a lot 

on its plate but he hoped it would maintain 

momentum and continue to drive its cause to 

have the term ‘financial planner’ defined by law.

“We need the industry to be recognised for the 

profession we believe it already is,” he said. “If 

that helps give consumers the confidence to talk 

to financial planners, that’s fantastic because we 

all know that Australians generally are not great 

seekers of financial planning advice. If we can 

get financial planning into more people’s minds, 

it’s going to help everyone.”

Walker was impressed by the FPA’s 

responsiveness and flexibility as WLM went 

through the Professional Practice application 

process. The practice was keen to get through 

the process quickly, as it was in the middle of its 

own rebranding exercise.

“The FPA responded brilliantly and was very 

good in supporting our application,” he said.

The FPA has introduced the Professional Practices brand - a new initiative that will make it easier for 
consumers to identify financial planning practices that adhere to the highest standards of professionalism. 
Financial Planning spoke to two planners who have recently met the criteria for using the brand and what it 
means to them by being able to promote their business as a Professional Practice.

NEW BRANDING IS STAMP OF QUALITY

Examples of the Professional Practice brand used on WLM 

Financial Services stationery.



Tupicoffs
Neil Kendall CFP®

Professionalism can be a difficult thing to define 

and from a consumer perspective, it can be a 

challenge to even identify. The FPA’s Professional 

Practice brand aims to address this conundrum and 

is a definite shift from a licensee focus to one that 

looks at professionalism from the grassroots level.

Tupicoffs in Brisbane was also one of the first 

financial planning practices to earn the new 

Professional Practice brand. Tupicoffs partner Neil 

Kendall said the main driver for the brand was 

to assist consumers with a way of identifying the 

practice as one that not only employs good financial 

planners but adheres to the highest levels of 

professional standards. 

Kendall is complimentary of the FPA’s initiative to 

introduce the Professional Practice brand. “One of the 

biggest challenges that we hear from potential clients 

is that they don’t know who to go and see,” he said. 

“Who they can trust is a continual issue for them.”

Kendall described the Professional Practice brand 

as a quality stamp that financial planners could 

place on their businesses, demonstrating that the 

practice has met the FPA’s Professional Practice 

standards.

“It just gives potential clients the comfort that we 

are a reputable business and we give good quality 

advice,” he added.

It was not just about the industry’s drive to 

professionalism, but about professionals within the 

industry being recognised as such, Kendall said.

“A lot of planners are very professional and would 

meet all these standards, but there is no way for 

the average consumer to identify that.” The FPA 

Professional Practice branding addressed that 

issue, he said.

It was also important from an employee perspective 

and the FPA hoped that, in light of the current skills 

shortage, the brand would help businesses stand out 

as an employer of choice. Kendall agreed that the 

Professional Practice brand identified Tupicoffs as 

meeting higher standards across the whole practice.

“More people working in financial services are 

thinking about the ethics and the professionalism 

of their employer, and more so than they may 

have in the past. Considering there is a financial 

planning skills shortage, the ethical and professional 

standards that exist in a business like ours are 

likely to become deciding factors for potential 

employees.”

One of the criteria for meeting the Professional 

Practice standards is ensuring that 50 per cent 

of employees must either be Certified Financial 

Planners or working towards their certification. This 

gave employees a good indication that continuing 

professional development was an important part of 

what they did and that the employer was committed 

to that, Kendall said.

Achieving the Professional Practices brand has 

also resulted in a positive response from Tupicoffs’ 

existing staff, Kendall said.

“They are pleased that we’ve done it and they 

are committed to being a part of a Professional 

Practice,” he said, noting that 75 per cent of 

Tupicoffs’ planners are already CFP certified. “If 

people are prepared to study for their CFP, that 

pushes the standards higher and CFPs are also less 

likely to have problems with clients. I think that’s all 

part of the logic of what you have to do to be part 

of a Professional Practice. There’s really no point 

having a Professional Practice brand if it doesn’t 

deliver something that is tangibly better for clients.”

While there are obviously costs involved in getting 

the Professional Practice brand, as well as the five-

yearly audits, Kendall believed the money spent was 

not significant compared to the benefits and the 

opportunities the brand afforded.

“There is quite a significant contract to be signed 

but it’s important for me that other practices that 

also have that Professional Practice brand effectively 

adhere to the same standards. So the brand actually 

means something in the marketplace.”

He also noted that the costs were recovered if the 

brand attracted just one more client.

The actual process to become a Professional 

Practice was relatively easy, considering the 

enormous commitment the FPA undertook in 

allowing practices to use their brand, Kendall added.

He believed that even those practices that did not 

meet the Professional Practice standards now had a 

clear outline of what needed to be done.

“Everyone talks about professionalism but it is hard 

to define,” he said. “The FPA has now defined 

a standard, which at least gives people a more 

tangible standard to say this is what a professional 

practice looks like.”

For more information, visit www.fpa.asn.au.
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In order for a practice to be recognised as a 

Professional Practice, it must first meet three 

criteria. These are:

1. Eligibility
A financial planning practice must have at 

least 75 per cent of planners registered as FPA 

members, with 50 per cent of the practice’s 

planners either being a Certified Financial 

Planner or in the process of achieving the CFP 

designation. The practice must also be prepared 

to fulfil and commit to all the requirements of 

being a Professional Practice.

2. Commitment
Practices must enter into a commitment with the 

FPA by signing an agreement to be a Professional 

Practice. This agreement includes rules around 

maintaining their eligibility to the brand by 

agreeing to, satisfying and upholding the criteria of 

being a Professional Practice.

3. Ongoing
Practices must agree to participate in the Quality 

Practice Audit Program (QPAP), which includes 

an annual desk audit and a physical field audit 

at least once in every five year cycle or more 

frequently based on identified risks. 

Cost: For practices accepted into the 

Professional Practice program, the annual fee is 

$880 (based on a 12-month financial year) per 

practice and $110 per planner employed in the 

business, regardless of whether they are an FPA 

member or not. 

Professional Practice criteria

An example of Tupicoffs’ window signage.

PROFESSIONAL PRACTICE.........................................................................................................
FINANCIAL PLANNING ASSOCIATION of AUSTRALIA
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Guest speaker: Kieren Perkins

The financial services industry 

continues to grapple with significant 

challenge, something that swimming 

legend Kieren Perkins knows all 

about. Speaking at this year’s 

National Conference, Perkins will 

talk about the value of tapping into 

past experience as a valuable way of 

identifying opportunities.

Perkins was appointed NAB 

Private Wealth head of business 

development and acquisition, 

Queensland, in November 2009. 

While one might wonder how a 

former gold-winning Olympiad came 

to work in financial services, Perkins 

feels it was not such a far stretch.

“Even before I retired from 

swimming, I ran my own business 

and managed my own finances 

and brand. And when I moved 

to business consulting it was also 

about bringing that performance 

mindset, knowledge and experience 

that I had built up in my swimming 

career to a corporate market,” he 

explains.

His previous sporting life and his 

business consultancy work taught 

him how to cope with massive 

change, deal with setbacks and 

continue to make the right decisions 

at the right time – important 

attributes in a post global financial 

crisis world. Yet the degree of panic 

caused by market volatility at the 

beginning of August was more of a 

challenge, he admits. 

“You’re talking to people about their 

personal finances, trying to imagine 

what you can do to help them 

with their retirement and wealth 

management needs,” he says. “It 

becomes an interesting process to 

get them to see past the ‘right now’ 

and move into the strategic, future 

mindset.”

Perkins believes it’s important to 

look at challenges and being able to 

change perspectives from emotional 

to rational.

Drawing on his experience gained 

through his sporting career, Perkins 

intends to demonstrate that a 

person’s entire life journey can 

contribute to them making the right 

decisions at the right time. 

“It’s very easy for us as adults 

to think that just because we’ve 

changed industries or we’ve 

changed disciplines, or because 

we’re older and more skilled, that 

a lot of these things that we’ve 

been through in our younger lives 

or our previous jobs no longer 

have value. As a consequence, 

we can be doomed to making the 

same mistakes,” he says. “I can 

acknowledge that my sporting 

career has provided me with all 

this emotional intelligence and 

experience that I use on a daily basis 

in my current career.”

Not only can a person better 

utilise their own past experiences 

to overcome challenges and drive 

success in the future, but they can 

also look to one of the most obvious 

assets – the person standing right 

next to them.

“Often we don’t feel comfortable 

asking questions or revealing that 

we don’t have all the answers all 

of the time,” says Perkins. “The 

capacity to draw on the knowledge 

and experience of those people all 

around us creates success beyond 

anyone’s imagining. 

“I came from a sport where 

people only ever viewed you as an 

individual, but the vast majority of 

the time I was never alone. I leant on 

and required a lot of people to help 

me find ways to create success. 

Understanding the value of those 

people and being able to draw on 

their knowledge and experience are 

extremely important. You should 

take the time to listen to them and 

ask them the right questions.”

This is particularly true during 

difficult times, he adds.

“It is human nature that the harder 

or worse it gets, the more insular we 

become, when in fact we should 

be leaning on those around us 

even more. I take the attitude that 

there are no new problems in the 

world – there are just a lot of people 

who haven’t asked other people 

who have been through similar 

challenges how they got through it.”

Don’t miss Kieren Perkins’ 

presentation at the FPA 2011 

National Conference in November. 

For more details, visit  

www.fpaconference.com.au.

This year’s FPA 2011 National Conference in Brisbane (16-18 November) will have a clear focus on raising the bar on 
professionalism, with some successful Australians ready to share their own stories on professional development.

GOING FOR PROFESSIONAL GOLD

TOGETHER WE’RE RAISING THE BAR

SEIZING CHANGE AS 
AN OPPORTUNITY
Guest Speaker: Neer Korn

Consumer researcher Neer Korn believes 

financial planners are well-placed to win over 

consumers who are increasingly looking for 

meaningful interaction, particularly as current 

industry reform is falling in line with consumer 

attitudes.

“We live in a society where people feel there 

is constant spin around them. The regulatory 

changes that are being put in place actually 

fall into line with consumer attitudes. As far as 

consumers go, the changes actually fit their 

ethos and provide great opportunity for financial 

planners to then reconnect with them.”

Korn’s business, The Korn Group, researches 

consumer attitudes and trends. In order to gain 

trust, he says financial planners first need to 

understand the context in which consumers 

think about financial advice.

“Clients need to feel that what they are getting is 

actually suited to them, rather than off the shelf.”

There are various universal truths about 

consumer attitudes that all service providers 

must first understand, he explains.

“It’s the little things that count. We live in a 

culture of immediacy and when someone has 

a question, you must respond to it. And if you 

make a promise, you have to fulfil it. If you don’t 

know something, you must be honest and say 

you don’t know.”

Korn adds that the guard goes up as soon as 

consumers are confronted with spin, industry 

jargon and clichés.

One of the most important things, which may 

require a significant change in the way some 

financial planners operate, is the empowerment 

that consumers want in making their own 

decisions.

Kieren Perkins

NAB
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“It’s about simplifying concepts so that 

people can understand and then make 

decisions,” Korn says. “Rather than being 

a financial adviser, a better way of looking 

at it is to become a financial partner.”

The only things that change over the 

years are people’s priorities, says Korn, 

adding that this is when you start looking 

at the different market segments and 

their needs. 

The priorities of baby boomers are 

particularly misunderstood, Korn 

asserts, adding that no one is talking 

their language.

“We’re accustomed to thinking that 

people nearing retirement will want a 

very quiet, traditional life. But their 

attitudes are actually very similar to 

Gen Y – they really want to experience 

everything right now,” Korn explains. 

“The messages we send them should 

capture their dreams and aspirations 

correctly, but across the board there 

are marketing opportunities that are 

being missed. We tend to avoid seeing 

them as being sprightly, as they indeed 

see themselves.”

“They want to be empowered with all the 

options and feel that they are making the 

right decisions. Rather than sharing with 

them facts and figures, they want to know 

what other people did and how it worked 

for them. It is about understanding their 

attitude to advice and their finances and 

then providing a service around that, as 

opposed to using the traditional formula 

of ‘we know best’.”

Once financial planners understand the 

universal truths and then the context 

in which the different market segments 

exist, they then must learn how to 

communicate with each segment.

Older people tend to be more literal in 

their communication, Korn explains.

“Younger age groups are used to 

communicating online, but when you’re 

an older Australian, you want meaningful 

interaction.”

Korn acknowledges that the regulatory 

reforms are a challenge for some 

financial planning businesses that 

may have to change the way they do 

things, but he felt planners should seize 

change as an opportunity rather than an 

enormous burden.

“It’s also a fantastic opportunity because 

it will elevate the entire industry to make 

people feel more confident that the advice 

that they are getting is actually valuable 

and reliable, and the relationships that the 

financial planners foster are deeper and 

much more holistic,” he says.

Neer Korn is a guest speaker at the 

FPA 2011 National Conference in 

November. For more details, visit  

www.fpaconference.com.au.

The FPA 2011 National 

Conference will be held at 

the Brisbane Convention and 

Exhibition Centre on 16-18 

November. Registration discounts 

of up to 30 per cent are available 

prior to 30th September. For 

more information, visit  

www.fpaconference.com.au.

Early Bird Discount

Managing risk with a  
measured approach

The value of an investment can rise and fall and past performance is no guarantee of future performance. Any information contained in this advertisement has been prepared without taking into account an investor’s objectives, financial situation 
or needs. Investment decisions should be made on information contained in a current Fixed Interest Product Disclosure Statement “PDS” and its supplementary PDS (“SPDS”) and applications to invest will only be accepted if made on an application 
form attached to a current SPDS available from Tyndall. The Responsible Entity of the Tyndall Australian Bond Fund ARSN 098 736 255 is Tasman Asset Management Limited ABN 34 002 542 038 AFSL No 229 664 (trading as Tyndall Asset 
Management). ‘Tyndall’ means Tyndall Investment Management Limited ABN 99 003 376 252 AFSL No 237 563. 2271_FP

For more information on the Tyndall Australian Bond Fund 
contact your National Key Account Manager at sales@tyndall.com.au 
or, visit www.tyndall.com.au/AustralianBonds

Fixed interest investors want reliable, consistent returns achieved with active risk management.

That’s just what the Tyndall Australian Bond Fund delivers.

Just a measured approach to risk management by one of Australia’s highest rated fixed interest funds, with a well  
deserved reputation for its strength of process, experienced team and risk focus. 

Neer Korn
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A COUNTRY 
    FLAVOUR



Most regional planners would argue that a reluctance to move out 
of the major cities is simply a fear of the unknown. Rodney Lavin 
CFP® of Lavin & Associates in Traralgon worked in Melbourne for 
14 years before making the move some 16 years ago.

“The main difference for financial planners leaving the city is to 

lead a better lifestyle,” Lavin says. “But all the other issues are 

exactly the same.”

He says the main difficulty for regional planners was being 

obliged to travel long distances to get to the big cities for major 

professional development days. For city dwellers, the so-called 

tyranny of distance may be off-putting and it can certainly make 

networking and attending professional development sessions 

a hassle. In the current environment it can also add significant 

costs to a small business. However, improving internet access 

and moves by the financial services industry to improve online 

services and information mean that distance is no longer the 

major issue it once was.

Online innovation
The financial services industry as a whole is making inroads 

in online technology, with fund managers and dealer groups 

offering greater access to online information and systems, as 

well as the live webinars that regional planners can participate 

in from the comfort of their own desks. Wayne Barber CFP®, 

of Maximum Wealth Strategies in Wodonga, agrees that the 

webinars are a big advantage and he hopes the National Broad 

Band strategy only improves access. However, he feels that the 

financial services industry could do more to utilise the web in a 

more user friendly way.

“Some quarters of the industry haven’t embraced online 

technology and there are those that need to catch-up,” he says. 

“From a regional planner point of view, the use of the internet can 

also be improved further.”

Lavin agrees that planners need to think a bit more laterally as to 

how they can best use the online facilities and services available.

Hillross Financial Services managing director, Hugh Humphrey, 

says running a business from a technology and connectivity 

perspective was a key challenge for regional planners, as well as 

the dealer groups they may be part of.

“How do you keep them connected to the dealer group, 

and keep them abreast of new investments and market 

developments? How do you make them feel a part of a peer 

group and the culture of the business, as opposed to someone 

who may have more access to dealer groups because they’re 

situated in the city?” he says.

“Technology allows them to connect back, not just through the 

web but also video conferencing, so they can feel part of the 

planner community.”

Humphrey says the challenge for dealer groups was to make 

sure that the planners had access to the right sorts of technology, 

especially considering broadband can be unreliable in some of 

the regional areas.

“There’s a lot going on in that space at the moment but you can’t 

always assume that planners have as easy access to technology 

in regional areas as those in a city or metropolitan area,” he says. 

Humphrey says online access is also an issue for his business 

partnership managers and Hillross is currently testing out the 

capabilities of tablets, such as iPads, that will enable them to 

remain connected while visiting planners in remote areas.

The Financial Planning Association (FPA) has also been hard 

at work improving its online channels, increasing access to 

information and connecting financial planners more closely 

regardless of where they are. 

FPA chief executive Mark Rantall CFP® says that all members 

have access to a wide range of programs and services aimed 

at helping them not only run their business and grow their 

expertise, but also have their issues and concerns heard. 

While the FPA hosts face-to-face education and professional 

development sessions, these can also be accessed via the 

online webinar facility through CPD Live, one of the portals on 

the FPA’s website. 

Rantall says the website is only improving as the FPA undertakes 

its rebranding exercise. 

Nothing like face-to-face
Online services and information may be improving, but there 

is nothing like being face-to-face. Humphrey says face-to-face 
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Financial planners used to living and working in the larger cities may be reluctant 
to move out into regional areas, for both personal and business reasons. Regional 
planners do face unique obstacles, but increasing services and improving technology 
are helping to clear the way, writes Caroline Munro.



interaction will continue to be a focus, adding that 

Hillross recently boosted support for its regional 

planners with the appointment of 12 new business 

partnership managers across the country.  

“The fact remains that financial planning is very 

much a relationship-based service,” he says. “It’s 

very much a face-to-face proposition, both for 

advisers and their clients, and dealer groups and 

their advisers.”

This more personal interaction is only accentuated 

in regional areas, where planners tend to have closer 

ties to the community. Humphrey feels technology will 

serve to supplement what will remain a relationship 

and trust-based industry.

“It would be fair to say that like every industry, 

technology is opening up opportunities.”

Isolation
Lavin says being a regional planner can be isolating. 

But as the Gippsland FPA Chapter Chair, he argues 

that there are plenty of opportunities for regional 

financial planners to network and learn, whether it be 

by attending a local FPA Chapter event or the annual 

FPA roadshow, dealer group or fund manager events, 

or simply organising get-togethers with other financial 

planners to discuss the issues that really impact on 

them at a local level.

Barber, who is the Albury Wodonga FPA Chapter 

Chair, agrees that the FPA acts as the platform 

for planners to get together, even if they are in 

competition with each other. He says planners in his 

area come together to discuss issues they feel they 

may not be able to air freely elsewhere.

“Even though the businesses may be competitive 

in nature, there is a tendency to converge and 

discuss issues that can help each other’s business, 

which may not be addressed at a dealership level,” 

he says, adding that these issues include practice 

development, funding issues, and staff acquisition 

and retention.

“For example, we have in the past combined 

resources to put in place a regional resource group for 

the attraction of new staff,” Barber says. 

Working as a network have enabled the planners to 

overcome some of the constraints of advertising as 

an individual, by pooling resources and funding, or 

simply spreading the word about available candidates, 

he explains.

Rantall says it is of particular importance for the FPA 

to ensure that its members are supported by the 32 

local FPA Chapters dotted across Australia. Yet, in 

addition to the educational and networking support 

from local chapters, the FPA’s office in Sydney has 

tools and services that assist members regardless 

of what region they’re in, such as training sessions 

on how to build a fee-for-service business and deal 

with the Future of Financial Advice (FoFA) changes, 

Rantall adds.

For those feeling the stress of change and uncertainty 

in a shifting regulatory environment, professional 

networking events become increasingly important, 

especially for the more isolated planners. Rantall 

feels the FPA roadshow is an opportunity for regional 

planners to discuss the local issues they face, as 

well as the macro issues happening in the legislative 

environment.

Unique challenges
Improved services and access to up-to-date 

information and resources may go some way to 

helping regional planners run their businesses and 

adapt to change. However, they can face significant 

business risk due to occurrences beyond their control. 

Regional communities are particularly vulnerable 

when major manufacturers or producers shut down, 

leaving entire communities without a livelihood. 

Lavin says while the Carbon Tax will impact every 

Australian, in Gippsland the impact will be that much 

more serious as the Government threatens to shut 

down three major coal power stations.

“That’s a big issue down here because we provide 

most of Victoria’s electricity, through the power 

stations around the Latrobe Valley,” says Lavin. 

Both the Prime Minister Julia Gillard and the Opposition 

have addressed the local community, which is furious at 

the prospect of the closures, he adds.

“People obviously rely on their jobs. It was only 

back in the 90s through privatisation of the power 

industry when thousands of people lost their jobs,” he 

explains. “People’s livelihoods are at risk.”

Clients may have retirement plans in the next 10 

years, and yet they are facing an imminent possibility 

of losing their jobs, Lavin adds. All he can do as a 

planner in these situations is empathise and try to 

put things in perspective. However, locals have some 

hope following reassurances from Gillard that it would 

be a minimum of 10 years before the power stations 

are closed, Lavin explains, adding that pre-retirees 

may still have some time if that is the case.

“It’s like any industry. They go through tough times, 

whether its droughts or floods, and people just need 

to talk it through and alter their plans,” says Lavin.

Natural disasters are another major issue, the 

impact of which city planners generally have no 

real conception of, Lavin notes, adding, “The Black 

Saturday bushfires (February 2009) got right to our 

back gate.”

For Barber, a major concern for regional planners is 

access to finance, mostly due to the attitude of the 
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lending institutions towards planners not located in 

the major cities.

“Institutions, I believe, are not fully on board in 

understanding the opportunities and the variances 

of the financial planning industry,” he says. “A lot 

of the approval processes for financing businesses 

goes back to a central point in capital cities, where 

they have to gain an appreciation for how a financial 

planning practice is run in a regional area without 

having one-on-one conversations. That in itself 

presents a problem.”

Barber says the planners in his area often talk through 

these issues with one another to find ways of working 

around them.

The benefits
The challenges regional planners may face are 

serious, but Lavin believes the benefits of a more 

balanced lifestyle far outweigh the challenges. 

Rantall believes regional planners also have material 

advantages over their city counterparts.

Closeness to the community is a real strength that 

regional planners possess, and Rantall encourages 

those who are not already strongly involved in their 

communities to become so.

“Offering pro-bono work, for example, would build a 

lot of credits in terms of the work they do as financial 

planners,” he says.

Regional planners can also become involved in 

the ‘Ask the Expert’ service, which is open to all 

planners, that runs over a six week period every year 

in conjunction with Financial Planning Week. The 

service enables consumers to access free advice 

online, and was so popular this year it attracted 245 

queries in one month.

Easier access to the local media is another important 

advantage, says Rantall.

Closeness with local media means regional 

planners have an advantage in leveraging off the 

FPA’s new advertising campaign (see page 12). 

Advertisements are expected to appear throughout 

September and the campaign aims to raise 

awareness among all Australians that FPA members 

work to professional and ethical standards much 

higher than required by law.

Rantall says the campaign will be of major assistance 

because smaller businesses often find it near 

impossible to raise the funds necessary to run a major 

campaign on their own and in isolation.

Getting heard
Any smaller financial planning practice, whether 

in the city or regional areas, could be faced with a 

considerable increase in operating costs should the 

FoFA reforms go through in their current form. 

Rantall says while reforms like opt-in are of concern to 

all members, it was likely to have a greater impact on 

regional planners’ operating costs. Shadow Minister for 

Financial Services Mathias Cormann recently reaffirmed 

his opposition to the opt-in reform, which he described 

as bad policy that would increase red tape and costs 

for small businesses, particularly regional planners. He 

noted Treasury’s own figures that revealed opt-in would 

add $50,000 a year to operating costs.

Lavin says opt-in remains the biggest issue of concern 

among the members in his Chapter.

“It’s just additional, unnecessary red tape. And it’s only 

being driven by politics,” he says. “It’s being driven to 

appease ‘friends’ of the Government, and that’s the 

most frustrating part. It’s just a lot of extra work that 

doesn’t achieve anything because people can opt-out 

of their agreement with their planner at any time.”

Regardless of what changes get implemented, Barber 

believes that regional planners have a trust advantage 

– closeness with clients makes it easier to explain 

and get clients to understand the changes that may 

impact on them. However, he agrees that the costs 

incurred by the regulations could have a greater 

impact on regional planners.

Rantall adds that the proposed banning of 

insurance commissions inside super also had 

the potential to negatively impact on the profit of 

regional businesses. He says it will hamper their 

ability to offer pro-bono work, which tends to be in 

great need in the regional areas.

“The commissions system on insurance has helped 

enable regional planners to deal with lower income 

earners, so regional planners particularly have an 

issue with banning commissions on risk insurance 

inside superannuation.”

Regional planners may feel that it is more of a battle 

to get their concerns heard, and therefore Rantall 

urges them to get in touch with their local member of 

parliament.

“We’ve provided an information kit detailing who those 

members of parliament are, where they are located, 

and how they should be addressed, and includes 

pro forma letters that they can send to their local 

member,” he says. All of this can be downloaded from 

the FPA website.

Lavin says the Gippsland Chapter has advocated that 

local FPA members get in touch with their member of 

parliament.

“Who have you got to blame if you don’t get involved, 

and I think in respect to these issues, we’re as engaged 

as city planners,” he says.

Rantall says getting involved with your local Chapter 

was one way of feeling connected with your profession 

and with what is happening at a regulatory level.

“Also get close to your local member of parliament, 

because generally there is a lack of knowledge about 

financial planners and the great work they do for 

clients,” he says.

Lobbying by the FPA and others against certain 

FoFA proposals has already resulted in an 

acknowledgement by the Minster for Financial 

Services and Superannuation, Bill Shorten, that the 

Government may have to review its stand on the 

proposed ban on insurance commissions in super. 

However, speaking at the recent Financial Services 

Council conference, he said the Government would 

hold its ground on Opt-it. •

––    “Who have you got to blame if 
you don’t get involved, and I think 

in respect to these issues, we’re as 
engaged as city planners.”

Rodney Lavin
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When someone makes the effort to see a 
financial planner, it probably isn’t because they 
woke up that morning thinking - “I fancy going to 
see a financial planner today.” It’s more likely to 
be precipitated by a significant transitional event 
in their life – usually an event with a significant 
amount of emotional content attached.

Just the simple act of sitting opposite a 
financial planner can be anxiety-producing for 
many people. And for an unfortunate few, finally 
garnering the courage to see a planner and then 
‘fessing up’ to their behaviour around money, 
is likely to produce the level of anxiety normally 
reserved for dental extractions.

As the planner, how to provide a ‘holding 
environment’ for the client interview and handle 
the emotional content, will have a big impact 
on how the client feels when they leave the 
appointment. People remember how they felt 
about you long after they have forgotten the 
other details of the meeting. The question then 
becomes not just…are you listening…but how 
skilled are you at listening with empathy and 
real understanding?  

So dealing with clients on complex, emotive 

issues requires significant skill; even more so 
when those clients differ in age, education and 
background from the financial planner. How 
do we train younger planners to be emotionally 
competent enough to hold a dialogue with 
clients old enough to be their parents? How do 
you train the ‘kids’ to listen to ‘Mum and Dad’? 

Good solutions can be found in the concept of 
‘emotional intelligence’ (EI) that has become 
prominent in business and coaching, and 
popularised in the media, largely due to Daniel 
Goleman’s bestselling books. EI can be defined 
as a “set of abilities that enable a person 
to generate, recognise, express, understand 
and evaluate their own, and others, emotions 
in order to guide thinking and action that 
successfully cope with environmental demands 
and pressures”. Even though ‘hyped’ initially, 
building EI skills is still thought to be vitally 
important for workers in client facing-roles and 
jobs that rely on interpersonal interactions for 
success.  

Financial planners prove no exception. A 2006 
survey amongst US-based financial advisers 
showed that 25 per cent of a financial planner’s 
job is devoted to non-financial coaching and that 

they are often called to provide counsel regarding 
personal and life-changing issues. Also, 74 per 
cent of the planners surveyed had dealt with 
clients in distressed emotional states.

Despite all these drivers for change, planners 
receive little in the way of training in how 
to deal with emotionally-charged situations, 
let alone formal coaching in emotional 
competencies. It may be easier to train for 
technical competencies but the value of training 
for emotional competencies or so-called soft 
skills cannot be underestimated. So, here’s an 
overview of what you can take from the latest in 
EI research to help you today in your practice.

First, just how ‘emotionally-intelligent’ are 
you? Perhaps not as much as you might think! 
People generally over or underestimate their 
level of EI. There are a plethora of online tests 
available, but it’s best to stick to EI tests that 
have a degree of academic credibility. A good 
example is the Mayer Salovey Caruso Emotional 
Intelligence Test or MSCEIT which was created 
by the researchers who originally coined the 
phrase itself. (The MSCEIT can only be done 
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Dealing with clients on complex, emotive issues requires significant skill, 
but this can become even more challenging when those clients differ in 
age, education and background from the planner providing the advice. 
How do you train younger planners to be emotionally competent enough 
to hold a dialogue with clients old enough to be their parents? As Helen 
Parker and Wayne Lear CFP®  write, good solutions can be found in the 
concept of ‘emotional intelligence’ (EI).

PUTTING EMOTIONAL 
INTELLIGENCE TO WORK 
IN YOUR PRACTICE
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through accredited assessors. Helen Parker 

has been accredited to carry out the test. For 

details, go to www.parkerlear.com/test or you 

can email test@parkerlear.com) 

If you are a woman – there is good news! You 

are likely to score higher in EI, particularly 

your abilities to recognise different emotions in 

yourself and other people, and also use your 

emotions appropriately to guide your thinking 

and actions.  

Knowing your score is just one aspect of EI. 

Your EI score reflects your ability or potential. 

It’s just as important to realise that score with 

your emotionally-intelligent behaviour and 

actions. A useful parallel here is a high school 

student who tests for a high score on an IQ 

test (which measures mental intelligence) 

but decides not to go on to tertiary education 

and  takes a low-paying job instead. We would 

probably say that person is not using the most 

of their potential.   

So now you know the score, can you improve 

your EI? Can you enhance your emotional 

competence to create more effective 

relationships with clients? 

Developing EI involves four main dimensions. 

First, perceiving emotions or being aware 

of emotions in yourself and other people. 

Second, you can learn to ‘unhook’ from 

thoughts and feelings, especially when 

they are unhelpful. The third dimension is 

developing an effective emotional orientation 

– being present with your emotions and using 

them to guide your actions. And fourth is 

committing to valued goals and actions. There 

is no point in becoming aware of, and dealing 

with your emotions, if it’s not in the service of 

something greater – i.e., committing to goals 

and actions are important, as this leads to 

having a fuller, richer, more meaningful life.  

Programs that have successfully raised the 

levels of emotional and social competence 

in adults include the Emotional Competence 

training program, being used with managers 

at American Express Financial Advisors since 

1992. A recent evaluation study showed that 

advisers of the managers who received this 

training grew their businesses by 18.1 per 

cent compared to only 16.2 per cent for those 

advisers whose managers did not receive the 

training.  

In a survey carried out at a US-based 

insurance company, sales agents who were 

weak in emotional competencies such as self-

confidence and empathy, sold policies with an 

average premium of $54,000. In comparison, 

those agents who were stronger in at least five 

out of eight key competencies sold policies 

worth $114,000. So enhancing your EI can 

improve your sales performance.  

Higher EI has also been shown to equate with 

better performance in a range of work settings  

and this holds true, even when personality 

factors and IQ are taken into account. As a 

leader in your practice, you can also use EI 

skills to influence the mood, motivation, and 

performance of your employees. A recent 

study showed that transformational leaders 

helped their subordinates remain in a positive 

mood while interacting with each other and 

with their customers.  

Coaching is also a great way to acquire and 

practice EI skills – even abrasive executives 

at work can be coached to acquire emotional 

competencies. In contrast to cognitively-based 

coaching, emotion-focused coaching places 

greater emphasis on the perception and 

regulation of emotions to aid the development 

of the person being coached and help them 

achieve better performance at work. Coaching 

can help you further enhance and practice 

the skills obtained from a workshop or training 

program. The point of any good training is not 

just to learn a set of skills but to actively use 

them in pursuit of your chosen life directions 

or values – an experienced executive coach 

can help you do that. 

So, if you do decide to participate in emotion-

focused training or coaching, what can you 

expect to gain? EI skills include: gaining a 

heightened awareness of your own emotions; 

learning to accurately ‘read’ others to improve 

communication; creating emotional states 

to enhance problem solving; learning new 

strategies to deal with difficult or conflict 

situations at work; and creating genuine 

dialogue with clients.   

There may also be some things that you 

need to unlearn. For example, effective EI 
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Planners are invited to participate in a leading research project, as part of Helen Parkers’ PhD 

candidature at the University of Sydney, investigating the EI of financial planners and whether 

emotion-focused training and coaching can improve wellbeing and performance.   

All participants in the research will participate in a free two day experiential workshop in 

Sydney and may also have the chance to be allocated to the group of planners who will 

receive six additional sessions of executive coaching. 

If you are interested in participating or would like further information about the research 

study, please email helen.parker@sydney.edu.au.   
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in a range of work settings  and 
this holds true, even when 

personality factors and IQ are 
taken into account.



training does not include strategies or tools for 

suppressing or controlling emotions. A lot of 

us spend time trying to avoid certain feelings, 

such as anxiety or anger. Some of us even get 

anxious about feeling anxious and it becomes 

a vicious cycle. Research shows that trying 

to suppress emotions may work in the short-

term but over the long-term, actually make 

things worse; leading to even greater levels of 

depression or anxiety.  

It can be useful to make a list of all the 

strategies you have used in the past to rid 

yourself of unpleasant or unhelpful emotions. 

Then ask yourself honestly – how many of 

them have worked long-term? Instead of control 

or suppression of emotions, there are better 

emotion regulation strategies available from the 

practice of mindfulness. 

Mindfulness
Mindfulness has been practiced in the 

East through various forms of meditation 

for centuries. In today’s busy world, new 

techniques have been introduced through 

modern psychology that can supplement these 

older practices.

One mindful alternative involves learning 

to accept your emotions and emotional 

experiences. Accepting means that you 

practice allowing your emotions to just be 

there as they arise, without judging, trying 

to control or change them. A good start is 

to act like a curious scientist and just notice 

and name your emotions as they come up. 

For example, “I notice I am having a feeling 

of anxiety...” There are literally thousands 

of mindfulness techniques to learn and 

practice, but most stem from this simple non-

judgmental ‘noticing’. 

Also important for EI is developing a sense of 

empathy, both for one’s self and other people. 

Studies have shown that encouraging a sense 

of self-compassion leads to a greater sense of 

wellbeing and buffers people against having 

negative feelings. Fostering empathy for clients 

promotes better dialogue and builds more 

trusting client relationships. This in turn leads 

to clients who are advocates for your practice, 

ensuring longevity of relationships and better 

quality referrals. 

Emotional challenges
Dealing with an emotionally-difficult interview 

can be a make or break point in your 

relationship with a client and will bring all your 

EI skills into play. When dealing with an angry 

or fearful client, it’s important to understand 

that emotions are messengers. Ask yourself, 

“What is the client trying to convey?” Also note 

that a surface emotion such as anger may be 

covering an underlying emotion, such as fear 

or anxiety. 

So what are some tips for dealing with 

emotionally-charged situations?

1. Anchor yourself in the present...breathe...

keep your feet firmly planted on the floor.

2. Resist the temptation to provide a premature 

solution; practice empathic listening and 

questioning. For example, “I’m so sorry you 

were fired. How can I help you today?”

3. Make statements that take responsibility for 

what you are noticing. For example, “I might be 

wrong here, but you seem quite anxious about 

the situation...”

4. Validate and normalise the client’s feelings 

and actions. For example, “It’s completely 

understandable to be angry in these 

circumstances...if our roles were reversed, I 

would be feeling angry too.”

Whether or not you score highly in EI, rest 

assured, improvement is always possible. 

Helen Parker, B.Psych (Hons), MBA and Wayne 
Lear, CFP, SSA is principal of Conscious Money.
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The effective ‘intelligent’ use of emotions is very much in line with the FPA’s 

code of ethics. 

Putting the client first          
EI training helps you deal more effectively with your own emotions and 

provides tools for handling a full range of client interactions. However, this 

does not mean up-skilling people in manipulating or controlling others 

in an adverse or harmful way. An important caveat in the emotional 

intelligence model is the concept of developing positive regard, both for 

you and for other people. Fostering positive regard and compassion gives 

you a greater sense of empathic perspective taking – letting you ‘walk 

a mile in your client’s shoes’ and put their interests above your own. 

Developing skills in active and empathic listening demonstrates to the 

client that you are truly hearing them. This indicates you are not placing 

personal interests before theirs.

Integrity and Professionalism
Also, a very important part of emotional intelligence is the ‘authentic’ 

use of emotions, that is, having your outer behaviour and actions match 

your inner feelings and intentions. When your outer behaviours match 

your inner reality, people gain an appreciation of you as an authentic 

planner; a true professional who genuinely cares for them. It also involves 

exploring your own values or what really matters to you, and this in turn 

helps you be more focused and productive in your practice and in your 

life more generally.  

Objectivity
Lastly, an ‘intelligent’ use of emotions is developing the ability to emotionally 

detach when necessary, particularly when you are in emotional turmoil. This 

enables you to achieve greater objectivity and professionalism, without being 

so caught up in the situation. 

EMOTIONAL INTELLIGENCE AND THE FPA’S CODE OF ETHICS



26 | financial planning | SEPTEMBER 2011 

TO ANSWER QUESTIONS

WWW.FPA.ASN.AU

There are two mechanisms available 
under taxation law to exempt the income 
from assets supporting pensions from the 
assessable income of a complying super 
fund. These are either holding certain 
fund assets supporting a pension separate 
from other assets (segregated current 
pension assets) or holding fund assets on 
a pooled or unsegregated basis with the 
exempt income of the fund determined 
on a proportional basis. Understanding 
the operation, implications and benefits 
of each approach is therefore a quite 
fundamental part of the establishment of a 
pension within a superannuation fund.

The release of draft taxation ruling 

TR 2011/D3 – Income tax: when 

a superannuation income stream 

commences and ceases, on 13 July 2011, 

has focused attention on various aspects 

of the establishment and operation of a 

pension within a superannuation fund. 

While the draft ruling is concerned 

primarily with the indicators that a pension 

has either commenced or ended, it also 

highlights various matters consequential 

to the existence of a pension. An 

important matter here is the derivation 

by the fund of exempt current pension 

income, as highlighted in paragraph 62 of 

the draft ruling:

“… Further, context is provided by 

Subdivision 295-F of the ITAA 1997. 

Broadly, this subdivision provides two 

mechanisms for exempting from the 

assessable income of a superannuation 

fund, income from those assets of the 

fund that support the payment of a 

superannuation income stream(s) by the 

fund. Thus whether a superannuation 

income stream is payable, that is, whether 

it has commenced and not ceased, is 

relevant to determining if the exemption 

applies…” 

The two mechanisms referred to here are 

the segregated current pension assets 

approach or the unsegregated pension 

assets approach. The requirement 

to apply either approach is therefore 

clearly dependent in the first instance 

on the existence of a pension, however, 

consideration must be given to which 

approach to apply.

Before considering the details of the two 

pension income exemption methods, it 

is useful to consider the general context 

of the taxation of pension assets within 

a fund. Division 295 of Income Tax 

Assessment Act 1997 deals with the 

taxation of superannuation entities, 

including the taxation of their income, with 

the following key points:

• Earnings on the investment of amounts 

in a superannuation fund are assessable 

income of the fund. A complying fund’s 

taxable income is generally taxed at the 

rate of 15 per cent, with eligibility for 

franking credits on franked dividends, a 

specific discount on taxable capital gains 

and deductibility of expenses incurred in 

the course of deriving assessable income. 

Specific provisions apply to exempt or to 

tax certain income or to apply a specific 

rate of taxation.

• Income and capital gains of the fund 

arising from assets supporting pensions 

may be exempt income, either in whole or 

proportionally.

• The primary code for taxation of asset 

disposals within a superannuation fund 

is capital gains tax (CGT). This has 

been recently confirmed in the 2011 

Federal Budget with the Government 

proposing to remove the trading stock 

exception to the CGT primary code rule 

for complying super funds for shares, 

units in a trust and land effective from 

10 May 2011. Consequently, the CGT 

events covered by Division 104 of ITAA 

97 apply to superannuation funds and 

the commencement of a pension within 

the fund is not a CGT event.

• A franking credit offset is available to 

a superannuation fund deriving franked 

dividend income, with such offsets fully 

refundable. This is the case regardless of 

whether those dividends form part of a 

fund’s exempt current pension income.

• Certain income of a fund, notably 

non-arm’s length income, assessable 

contributions and income from assets 

supporting a reserve within the fund 

(including a reserve supporting a 

pension) will always be assessable 

income. Furthermore, non-arm’s length 

income is taxed not at the 15 per cent 

superannuation tax rate, but at the 

highest personal income tax rate of 45 

per cent.

Legislative basis – segregated current 
pension assets
Section 295-385 of ITAA 97 provides 

that all income of a complying super fund 

that is derived from segregated current 

pension assets is exempt from income tax, 

as follows:

1) The ordinary income and statutory 

income of a complying superannuation 

fund for an income year is exempt from 

income tax to the extent that:

a) It would otherwise be assessable 

income; and

b) It is from segregated current pension 

assets.

2) (1) does not apply to:

SMSF pensions – to 
segregate or not to segregate

DEBORAH WIXTED 
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a) Non-arm’s length income; or

b) Assessable contributions

3) Assets … are segregated current pension 

assets at a time if:

a) The assets are … dealt with for the sole 

purpose of enabling the fund to discharge… 

its liabilities (contingent or not), as they 

become due, in respect of [account-based, 

allocated or market linked] superannuation 

income stream benefits … or

b) The assets … are dealt with… solely to 

enable the fund to discharge … its liabilities 

(contingent or not) in respect of [defined 

benefit] superannuation income stream 

benefits … [and] the trustee of the fund 

obtains an actuary’s certificate… 

This section allows for those pensions with 

a definable account balance and which are 

supported by assets with the sole purpose 

of funding those pensions to be considered 

segregated pension assets, without the 

need for an actuarial determination. All other 

pensions require an actuarial certificate to 

determine the segregated current pension 

assets.

Legislative basis – unsegregated 
pension assets
Section 295-390 provides an alternative 

approach to determining the exempt income 

of a fund that does not hold its pension assets 

on a segregated basis, as follows:

1) A proportion of the ordinary income 

and statutory income of a complying 

superannuation fund that would otherwise 

be assessable income is exempt from 

income tax...

2) (1) does not apply to:

a) Non-arm’s length income; or

b) Assessable contributions; or

c) Income derived from segregated non-

current assets; or

d) Income that is exempt under 295-385 (ie. 

from segregated pension assets)

3) The proportion is:

Average value of current pension liabilities
(excluding liabilities met through segregated 

current pension assets)

Average value of superannuation liabilities
(excluding liabilities met through segregated 

current pension assets or segregated non-

current assets)

Several aspects of this section and in 

particular this formula warrant further 

clarification:

• Average value of current pension liabilities 

is the average value for the income year of 

the fund’s current liabilities (contingent or 

not) in respect of superannuation income 

stream benefits that are payable by the fund 

in that year. This does not include liabilities 

for which segregated current pension assets 

are held. 

• Average value of superannuation liabilities is 

the average value for the income year of the 

fund’s current and future liabilities (contingent 

or not) in respect of superannuation benefits 

in respect of which contributions have, or 

were liable to have, been made. This does not 

include liabilities for which segregated current 

pension assets or segregated non-current 

assets are held. 

Continued on p28

Fund assets - $2million Held in pension pool - $500,000 Other assets - $1.5million
Shares1 (1000) Shares1 (1000)

 $20,000 income  $20,000 income

 $500 expenses  $500 expenses  

Shares2 (1320) Shares2 (120) Shares2 (1200)

 $8,000 income  $727 income  $7,273 income

 $450 expenses  $41 expenses  $409 expenses

Shares3 (90)   Shares3 (90)

 $12,000 income    $12,000 income

 Nil expenses    Nil expenses

Shares4 (900) Shares4 (900)

 $30,000 income  $30,000 income

 $2,000 expenses  $2,000 expenses 

Investment property ($620,000)   Investment property ($620,000) 

 $50,000 income    $50,000 income

 $5,000 expenses    $5,000 expenses

Fund income Exempt pension income Assessable income
$120,000 $50,727 $69,273

Fund expenses Non-deductible expenses Deductible expenses
$7,950 $2,541 $5,409

Taxable income   $63,864

Example 1 – segregated pension assets
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• Segregated non-current assets are essentially those 

held in reserve and are defined as such if, at a time in 

an income year:

      o the assets are invested, held in reserve or 

otherwise dealt with at that time solely to enable the 

fund to discharge all or part of its current and future 

liabilities (contingent or not) to pay benefits in respect 

of which contributions have, or were liable to have, 

been made; and

      o the trustee of the fund obtains an actuary’s 

certificate before the date for lodgement of the fund’s 

income tax return for the income year to the effect 

that the amount of the assets, together with any 

future contributions, and the earnings that the actuary 

expects will be made from them will provide the 

amount required to discharge in full those liabilities, or 

that part of those liabilities, as they fall due.

Segregated pension assets in practice
Under the segregated pension asset method, 

trustees are required to identify certain fund assets as 

pension assets, that is, assets with the sole purpose 

of supporting the fund’s pension liabilities. These 

assets can then be accounted for in a separate pool, 

with 100 per cent of the income from those assets 

exempt from tax. It is up to the trustees of a fund to 

consider the fund assets, their income and capital 

gains position and ability to provide sufficient liquidity 

and decide which, if any, of those assets should be 

segregated pension assets.

Furthermore, 100 per cent of any fund expenses 

related solely to those assets will be non-deductible 

as they have been derived in the course of earning 

exempt income. Other general fund expenses, not 

solely related to segregated pension assets, will be 

proportioned across segregated and unsegregated 

assets to determine their deductibility.  Example 1 

illustrates this process.

As the requirement of section 295-385 is that any 

segregated pension assets must only be used for 

the sole purpose of supporting pensions, it may 

be that certain assets cannot be segregated. The 

Australian Taxation Office has confirmed, through 

the National Tax Liaison Group, that part of an 

indivisible asset cannot be segregated. Consider a 

fund valued at $800,000, with pension liabilities 

of $500,000 and accumulation liabilities of 

$300,000. The fund’s assets are a property valued 

at $650,000, shares and managed funds valued 

at $100,000 and cash of $50,000. As the value 

of the property exceeds that of the fund’s pension 

liabilities, it cannot be segregated and must instead 

be held on an unsegregated basis supporting both 

pension and accumulation liabilities. 

In this case, the fund has two options:

1) to hold all assets on an unsegregated basis;

2) to segregate the shares, managed funds and 

cash as pension assets and hold the property on 

an unsegregated basis to support both pension and 

accumulation liabilities.

Option 2 requires particular care if the fund’s cash is 

held through one account. Such an account would 

represent a single asset and to be truly a segregated 

pension asset could not be used in any way to 

support the fund’s accumulation liabilities, such as 

receiving investment income. For this reason, it is 

good practice when using segregated pension assets 

to ensure the fund has two bank accounts – so that 

one can be used solely to support the pension and be 

properly segregated.

Unsegregated pension assets
Under the unsegregated pension assets method, 

the trustees retain all fund assets in one pool. 

These assets may support the fund’s pension or 

accumulation liabilities or reserves. To determine the 

fund’s exempt income and non-deductible expenses 

it is therefore necessary to determine the proportion of 

the fund’s income that relates to the pension liabilities, 

using the formula prescribed in S295-390, ie: 

Total fund x  Average value of current pension liabilities

income     Average value of superannuation liabilities

Example 2 illustrates this process, using the same 

assets as in example 1, however, assuming that none 

are held as segregated current pension assets.

In comparing the outcomes for Example 1 and Example 

2 it is clear that, in this situation, the unsegregated 

approach has resulted in a higher taxable income to the 

fund. A lower proportion of the fund’s income (but also 

expenses) in Example 2 relates to its pension liabilities 

than would be the case if the trustees had chosen 

to segregate assets in the way shown in Example 1. 

Clearly, segregating high income yielding assets into the 

pension pool can provide both liquidity and taxation 

benefits for the fund. 

Capital gains, capital losses and exempt pension 
income
When considering the relative merits of either 

segregated or unsegregated pension assets, particular 

attention should be paid to the treatment of capital 

gains and losses, as very different outcomes can 

eventuate.

Any capital gains or losses incurred on the disposal 

of segregated pension assets are ignored. While this 

Fund assets - $2million Pension liabilities   Accumulation/reserve liabilities 
   – $500,000  – $1.5million
Shares1 (1000)

 $20,000 income; $500 expenses  

Shares2 (1320)

 $8,000 income; $450 expenses  

Shares3 (90)

 $12,000 income; Nil expenses  

Shares4 (900)

 $30,000 income; $2,000 expenses  

Investment property ($620,000)

 $50,000 income; $5,000 expenses  

Fund income Exempt pension income Assessable income
$120,000 $30,000 $90,000

   ($120,000 x $500,000 /  ($120,000 x $1,500,000 / 

   $2,000,000) $2,000,000) 

Fund expenses Non-deductible expenses Deductible expenses
$7,950 $1,988 $5,962

   ($7,950 x $500,000 /  ($7,950 x $1,500,000 / 

   $2,000,000) $2,000,000)

Taxable income   $84,038

Example 2 – unsegregated pension assets
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is a very useful outcome when assessing a fund’s tax 

position when capital gains are realised, it does also 

mean that capital losses are effectively lost. Such 

capital losses can neither be applied against capital 

gains made on other assets of the fund in the income 

year nor carried forward to future years.

Under an unsegregated approach, however, all 

capital gains and losses are recognised, with the 

usual principles applying to their taxation. This means 

that capital losses are able to be fully utilised in the 

income year in which they are incurred, with any 

unused losses able to be carried forward to be offset 

against realised gains made in future years. Example 

3 illustrates the different outcomes when dealing with 

capital losses.

Example 3 – capital losses and exempt pension 
income
Consider two superannuation funds with the same 

shareholdings, one using a segregated pension asset 

approach and the other unsegregated. During the 

income year, each sold four parcels of shares, with 

the following result:

• Share 1: $10,000 capital gain  

• Share 2: $3,000 capital loss  

• Share 3: $5,000 capital gain

• Share 4: $15,000 capital loss

In Fund 1, these shares were segregated current 

pension assets, meaning that all capital gains and 

losses are ignored.

In Fund 2, an unsegregated approach has been used, 

with 65 per cent of the fund’s liabilities being pension 

liabilities. The overall position from the disposal of the 

shares in Fund 2 is a capital loss of $3,000. This loss 

is available to carry forward to offset capital gains in 

future income years. If $5,000 of capital gains were 

realised in the following income year, Fund 2 could 

offset these with the $3,000 carry-forward loss to 

give a net capital gain of $2,000. Assuming the same 

proportion of pension liabilities, $1,300 (ie, 65 per 

cent of $2,000) of this gain would be exempt income. 

Summary
There can be advantages and disadvantages 

to either segregating current pension assets or 

holding assets on an unsegregated basis. Trustees 

must then weigh these up in light of the particular 

circumstances of the fund and requirements of the 

members. Table 1 summarises these advantages 

and disadvantages, however, trustees and their 

advisers should note that both approaches can be 

used concurrently, and altered at any time to suit 

the changing needs of the fund.

Deborah Wixted is Head of Technical Services, 
Colonial First State.

Continued on p30

1. Segregated current pension assets 
are:
a. Only able to support the account-

based, allocated or market linked pension 

liabilities of a superannuation fund.

b. Those held for the sole purpose 

of enabling a superannuation fund 

to discharge its current or contingent 

pension liabilities.

c. Those held for the sole purpose of 

enabling a superannuation fund to 

discharge its contingent liabilities only.

d. The only assets of a fund that can 

give rise to exempt income, either in 

whole or in part.

2. Capital losses made on the disposal 
of unsegregated pension assets during 
an income year:
a. Cannot be used to offset capital gains 

in the same or a future income year.

b. Can be used to offset capital gains 

only in the same income year.

c. Can be used to offset capital gains 

in the same or a future income year.

d. Can be used to offset capital gains 

only in a future income year.

3. Superannuation fund expenses 
relating solely to segregated pension 
assets are:

a. Non-deductible, as they are not 

incurred in the course of the fund 

deriving assessable income.

b. Fully tax deductible, as the nexus 

with the derivation of assessable 

income is not required for 

superannuation funds.

c. Proportionally tax deductible, 

depending upon the tax-free 

component of the relevant pension 

interests.

d. Proportionally tax deductible, 

depending upon the ratio of pension 

liabilities to superannuation liabilities 

within the fund.

4. For taxation purposes, a 
superannuation fund requires an 
actuarial certificate:
a. Whenever a pension is being paid to 

a member, regardless of the pension 

type.

b. Only if it is paying a defined benefit 

pension to a member.

c. Where the fund is paying an 

account-based pension supported 

by unsegregated assets or where it is 

paying a defined benefit pension. 

d. Where the fund is paying an 

account-based pension supported by 

segregated assets.

Questions

 Segregated pension assets Unsegregated pension assets
Advantages Disadvantages Advantages Disadvantages
No actuarial certificate required for  Need to separately identify Relatively simple to administer Actuarial certificate required every 

account-based pensions pension assets  year, regardless of type of pension

Can segregate 100% of specific assets  Will generally require a separate Only one set of financial A proportion of all income and capital

with large accumulated capital gains set of financial accounts  accounts needed gains taxable

Can segregate high income producing  All income is segregated and can A proportion of all income and

assets leaving growth assets in the  only be used to support pension capital gains tax free

accumulation phase liabilities  

  Can’t segregate part of an  Can cater for large indivisible

  indivisible property assets 

  Capital losses on segregated  Any capital losses fully available

  assets not available 

Table 1 – Advantages and disadvantages of pension asset exemption methods
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The asset allocation decision is well 
recognised as a key driver for a client’s 
returns. This includes the mix between 
Australian and international shares.   

This article provides a practical approach 

for advisers on working through the issues 

and considerations that will determine the 

recommendations made to clients. It also 

provides information and details on the 

key considerations that drive the outcome 

as to the appropriate allocation between 

these two asset classes.  

At times clients may place undue 

emphasis on the historical performance of 

Australian and international shares when 

deciding on the allocation made to these 

asset classes. This may result in the client 

making less informed decisions that affect 

the future outcome of their portfolio.

Advisers can help clients recognise the 

key drivers and considerations affecting 

this decision and applying these to the 

client’s specific circumstances and 

objectives. In this way the adviser can 

give the client comfort they are making 

an informed decision that fits with their 

specific needs. The decision-making 

approach can be summarised as follows:

Step 1: The SAA allocation 
The Strategic Asset Allocation (SAA) 

decision is commonly based on the 

client’s risk profile. The allocation between 

Australian and international shares is 

included in this SAA. The proportions 

between these two asset classes may vary 

for different risk profiles.  

Step 2: Key considerations 
There are a number of issues that a client 

may consider when determining the mix 

between Australian and international shares. 

A summary of this checklist is provided 

below. Details on the specific issues are 

then discussed later in this article.

Understanding Australian and 
international share performance
Over time there will generally be a 

difference in the performance of 

international and domestic shares. A 

number of factors drive this difference in 

performance including different country 

economic growth rates, political issues, 

legislative changes, consumer and 

investor sentiment, market valuations and 

sovereign debt problems.

Chart 1 shows the performance of 

Australian and international (unhedged 

and hedged) shares total return over 

rolling five years between June 1997 

and June 2011. A five year rolling return 

was used because this is generally the 

investment time period recommended 

by investment specialists for investments 

in shares. 

In the last eight years, the rolling five 

year performance from Australian shares 

(as measured by the S&P/ASX 300 

Accumulation Index) outperformed both 

unhedged and hedged international 

shares. However, international shares 

(unhedged) outperformed Australian 

Determining the right allocation between 

Australian and international shares
ASSYAT DAVID 

Strategy Steps

THIS ARTICLE IS WORTH 

0.25 POINTS

CAPABILITY

 Includes

•  Determining a client’s 

SAA

•  Key considerations 

in the allocation of 

shares

•  Client’s investment 

drivers

•  Adjusting a client’s 

SAA

Issue  Consideration 
Understanding historical • Understanding the historical performance of Australian and international shares

performance • Impact of currency on performance

Client/portfolio drivers   Client’s objectives (e.g. income, tax benefits, growth, diversification) may favour Australian 

or international shares 

Client’s existing exposure  • Property, cash, other assets

to Australian economy  • Small business ownership

and markets  • Human capital 

Risk: • Diversification from international exposure

     • Diversification • Volatility of currency 

     • Volatility of returns  

Tax benefits  Franking credits from Australian shares 

Comfort/familiarity  Known Australian companies 

Cost  Active versus index/ETF funds 

Market efficiency  Ability for active managers to out-perform 

Manager’s investment approach  Absolute return, broad based, overweighting to emerging markets and small companies 

Outlook for share markets and currency  May affect tactical or short-term investment positions 

Table 1: Key considerations
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shares between May 1997 and May 2002.

In recent years, Australian shares have had 

a good period of relatively strong returns 

compared with many overseas stock 

markets, but this may not always be the 

case. There are likely to be periods when 

Australian shares will underperform their 

international counterparts, as was highlighted 

prior to 2002. During such periods, having 

a low exposure to international shares will 

mean that clients may miss out on the out-

performance from international shares.

This data assumes a broad base global index 

and not a specialist international fund that 

may focus on countries, regions or sectors. 

These specialist funds over this time period 

may have outperformed the broad base 

market. When designing a client’s portfolio 

it may be more suitable to a client’s risk and 

return objectives to include a specialist fund 

such as a resource or BRIC fund rather than 

a broad based index.

In the last 10 years, over one, two, three and 

five years, international shares (unhedged) 

have performed poorly. On average, over a 

rolling one year period, international shares 

returned -2.6 per cent, two years -0.3 per 

cent, three years 0 per cent, and five years 1 

per cent. 

In contrast, in the last 10 years, over one, 

two, three and five years, Australian shares 

experienced strong returns. On average, over 

a rolling one year period Australian shares 

returned 9.8 per cent, two years 10.4 per 

cent, three years 9.7 per cent, and five years 

11.1 per cent. 

The spread between the maximum and 

minimum returns over different rolling time 

periods is larger in Australian shares than 

international shares. For example, over rolling 

five year periods the spread for Australian 

shares was 20 per cent while for international 

shares the spread was 13.4 per cent.

It is important to remember that relying on 

historical performance to drive investment 

decisions is fraught with danger. Studies 

have shown the asset class that out-performs 

over one period often under-performs in 

the following period and therefore advisers 

should not rely on historical returns alone to 

predict future returns.

Impact of currency
The returns from international shares are 

derived from the change in the value of the 

investment and currency. When the Australian 

dollar falls relative to overseas currencies, 

it has a positive performance impact for 

Australian investors, and vice-versa.

Over the last decade the movement in the 

Australian dollar has been highly volatile and 

as a result has had a large negative impact 

on returns from international shares. 

In mid-2000, the Australian dollar fell to 

be around $0.58 relative to the US dollar. 

This resulted in strong currency gains 

that boosted the return from investing 

internationally by approximately 20 per cent.  

In January 2009 the Australian dollar 

relative to the US dollar was around $0.63 

and has since appreciated to above parity 

with the US dollar. This represented a shift 

of a positive contribution from currency from 

January 2009 of around 20 per cent to a 

negative contribution from currency of 35 

per cent. Therefore, currency returns during 

this period were approximately negative 30 

per cent to 50 per cent.

It is important to understand how much 

currency has affected returns because 

often clients and advisers rely on historical 

returns to determine their future investment 

decisions. If they rely on this historical 

performance and project a similar difference 

in performance between Australian and 

international shares, then it implies they 

expect that the $A will move towards $1.50 

relative to the $US in the next few years.  

The currency hedging decision
The issue that needs to be considered by 

the investor is whether they should hedge, 

be unhedged or partially hedge their 

international exposure.

An unhedged position provides some 

diversification benefits and allows the 

investor to benefit from a weak Australian 

dollar. On the other hand, hedging provides 

no diversification advantages. 

There are many studies carried out about 

whether the investor should hedge, not 

hedge, actively hedge or some combination. 

There are no definitive answers. 

Some investors expect that the effect of 
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Chart 1: Australian and International (unhedged and hedged) shares 
total return over rolling five years
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currency on international equity returns mostly 

washes out in the long-term. Therefore, taking costs 

into account and the benefits of diversification, then 

these investors maintain an unhedged exposure to 

international shares. 

For others who believe in the practical world, this 

may not be the case, particularly given some of the 

structural issues affecting currency markets following 

the global financial crisis. 

These structural issues include: 

• Different economic growth levels and interest rates 

going forward; 

• The pursuit of policies in some countries specifically 

designed to debase their currency versus others; 

• Central banks in the US, Japan, Taiwan, South 

Africa, Brazil and Britain, amongst others, intervening 

in currency markets or talking about doing so;

• Central banks pursuing other policies that are 

likely to lower their currency to improve their export 

position and ultimately improve economic growth.

Then there are many institutional investors and multi-

managers who manage their currency exposure, 

thinking about the currency exposures across the 

whole portfolio. 

Diversification - Concentration of the Australian 
share market
The Australian share market is highly 

concentrated both at a stock and sector level. 

Having a large exposure to Australian shares 

means that the client has a significant exposure to 

two key sectors – materials and financials, which 

together represent around 64 per cent of the total 

market. Furthermore, the top 10 stocks represent 

approximately 51 per cent of the market, and 

the top company by market capitalisation (BHP) 

represents 12 per cent of the index.  

This concentration means that the returns from 

Australian shares are highly sensitive to factors that 

impact on the performance of these companies 

and sectors. The market’s heavy weighting towards 

resources and financials has helped it outperform 

in recent years. However, this may reverse if, for 

example, there was a substantial fall in Australian 

house prices, there was a slow down in China’s 

economic growth, and/or there where changes to 

legislation that impacted negatively on financial or 

resource companies.

Investing internationally can increase diversification 

and give access to countries, economies, 

industries and companies not available or well 

represented in Australia, and possibly currency 

diversification. Also, it gives the investor access 

to countries with stronger economic growth 

prospects than Australia, such as the emerging 

markets with their rapidly expanding population 

and development prospects. After all, Australia 

represents only approximately 3 per cent of the 

total world share market.

This is most notable when looking at the Australian 

and international sector weightings. Chart 2 

highlights the sector differences between Australian 

and international share markets. By examining the 

chart it is easy to understand that if an investor 

only held Australian shares in their portfolio it 

would lack diversification. Australia is substantially 

underrepresented in the index to sectors such 

as technology, healthcare and consumer 

discretionaries when compared to the rest of the 

world by 11.6 per cent, 6.2 per cent and 6.0 per 

cent respectively. On the other hand, Australia 

has a greater exposure to materials and financials 

by 19.9 per cent and 17.2 per cent respectively. 

Furthermore, the top 10 stocks represent 

approximately 10 per cent of the global market 

index and the top company by market capitalisation 

represents 1.6 per cent of the index.  

This poses the risks that if there is a boom in sectors 

such as technology and healthcare, then a high 

exposure to Australian shares may result in the client 

missing out on the upside from these sectors given 

that these sectors are poorly represented in the 

Australian share market.

Exposure to Australia’s performance
A client may have broader exposures to the 

performance of Australia’s economy due to the 

following:

• Investment property and the home; 

• Small business owners who have exposure to 

Australia’s economic and consumer performance; 

and

• The employment/labour market and the ability of 

the client to earn an income from their employment.

When these are also taken into account, as well as 

the client’s investment portfolios and their allocation 

to Australian assets, it demonstrates the extent to 

which the client is exposed to the performance of 

Australia’s economy and interest rates.  

An investment in international assets such as 

shares may help reduce the client’s reliance on the 

performance of the Australian economy.

Chart 2: Difference in global and domestic sector weightings

Difference in Global & Domestic sector weightings 
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Australia relative to the rest of the world 
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Income generation
Another important factor when determining the 

weighting of a client’s exposure to international 

and Australian shares is the need to generate 

an income from their portfolio. This may 

include: 

• Retirees and pre-retirees planning for their 

income needs – intending to generate income from 

both super and ordinary money investments;

• Retirees and pre-retirees with substantial 

funds outside of super and/or with insufficient 

assets in super to generate the required level of 

income; and

• Accumulators who need to generate a level of 

income from their non-super (ordinary money) 

investments.

Historically, Australian shares have provided 

a higher level of dividends especially with the 

tax advantages of franking credits compared to 

international shares.

The Australian share market has historically 

provided a dividend yield of approximately 

4.5 per cent (excluding franking credits) with 

telecommunications, utilities, banks and 

property trusts providing above market yields. 

On the other hand, the US market provides a 

yield of around 2 per cent and international 

shares yield around 2.6 per cent.  

Australian shares have franking credits which 

increase the grossed up (before tax) income 

generated by Australian companies. Financials 

(ex property), for example, can provide a grossed 

up dividend yield of approximately 9 per cent 

and telecommunications have provided grossed 

up returns of 13 per cent.

The attractive income returns offered by 

Australian shares need to be considered in light 

of the highly volatile nature of the Australian 

share market, as has been demonstrated by 

the recent global financial crisis and more 

recent downturns in markets. Clients need to 

understand and accept the higher risk inherent 

with this asset class and should have an 

investment time horizon of at least five years.

Table 2 takes into account franking credits for 

different dividend yields and marginal tax rates. 

The conclusion is that Australian shares provide 

attractive after tax income returns, especially 

relative to international shares. 

Investor investment profile
The client needs to understand that international 

shares are considered a high risk and high return 

investment. As such, they are suited to investors with 

longer-term investment horizons (five to seven years 

plus) with an appropriate risk tolerance. 

Step 3: Determine the client’s investment drivers
The client’s investment objectives for all or a 

portion of their portfolio may include certain 

attributes such as:

• The need for competitive levels of income or a 

minimum level of income;

• The importance of the potential for capital growth 

over the long-term;

• Greater levels of diversification within the portfolio 

and the client’s exposure overall; and

• Tax benefits in the generation of the income returns 

from investments. 

The above investment objectives or drivers may have 

an impact on the appropriate mix between Australian 

and international shares.

Step 4: Adjust the SAA
The SAA suitable for the client’s risk tolerance 

provides the allocation between Australian and 

international shares. This mix may be tweaked 

according to the guidelines in Table 3.

Assyat David is a director and co-founder of 
Strategy Steps.

1. When the Australian dollar 
appreciates relative to other 
currencies, it is best if the client’s 
international investments are: 
a. Fully unhedged.

b. Fully hedged.

c. Partially hedged.

d. It doesn’t make a difference.

2. If Australian shares have a 
yield of 4.5 per cent (70 per cent 
franked), then the relevant income 
level to be considered for a retiree 
on a zero marginal tax rate is:

a. 4.5 per cent.

b. 4.1 per cent.

c. 5.9 per cent.

d. None of the above.

3. Clients seeking diversification 
in their portfolio should consider 
the following:
a. Investing in an Australian share 

managed fund.

b. Investing in an Australian ETF.

c. Having some exposure to a 

broad based international share 

fund.

d. None of the above.

4. If China’s economic growth 
slows, then the greatest negative 
impact on returns is likely to be 
on a portfolio: 
a. With a high exposure to 

international shares.

b. With a high exposure to small 

companies.

c. With a low exposure to 

international shares.

d. With a high exposure to 

Australian shares.

Questions

Client/portfolio investment drivers May favour 
Income generation  Australian shares 

Potential for capital growth  Combination of Australian and international shares 

Tax benefits  Australian shares 

Diversification  International shares 

Table 3: SAA mix

Dividend  Grossed up After tax yield After tax yield After tax yield 
yield (%) divident yield (%) MTR = 30% (%) MTR = 45% (%) MTR = 15% (%)
4.0 5.2 3.6 2.9 4.4

4.5 5.9 4.1 3.2 5.0

5.0 6.5 4.6 3.6 5.5

5.5 7.2 5.0 3.9 6.1

6.0 7.8 5.5 4.3 6.6

Table 2: Different dividend yields and corresponding grossed up dividend yield and after tax yield

Assume: Franking level = 70%, company tax rate = 30%
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On 8 August 2011 the final report into 
Caring for Older Australians was released 
by the Productivity Commission. The 
Commission submitted recommendations 
on how the aged care system could 
be restructured to address the current 
system’s inequities, improve efficiency and 
make it simpler to understand.  The system 
should be sustainable over the long-term 
and able to provide an adequate level of 
care for older Australians. 

The Intergenerational Report estimates 

that by 2050 the number of persons 

supporting a person aged over 65 will 

decrease from the current 5 to 2.7. In 

addition, advances in medical science 

are extending longevity. There are also 

concerns about funding and the supply 

and variability of the quality of care 

not only for the short-term but more 

importantly over the long-term. As the 

population ages, a robust aged care 

system is essential.

 The report - Caring for Older Australians 

- addresses current issues such as 

limits for high care accommodation, 

charges that providers can collect, and 

increasing amounts of accommodation 

bonds that are paid for low level and 

extra service places that are based on 

a resident’s capacity to pay and may 

not be commensurate to the quality of 

accommodation. The former discourages 

providers from investing in new non-

extra service high care beds and large 

accommodation bonds are used by 

providers to ‘cross-subsidise’ the shortfall 

in non-extra service places. The result is 

a shortage of non-extra services places 

in some areas. The current system was 

found to be inequitable as it allows varying 

user co-contributions towards care 

costs amongst care recipients of similar 

financial capacity. 

Although the report acknowledges that 

the Government should subsidise aged 

care costs, the current subsidies cannot 

be maintained over the long-term due to 

lack of funding. 

Aged care costs are broken down into 

four components – accommodation, 

everyday living expenses, health care, and 

personal care. The report recommends 

that there be separate policies for 

providing subsidies for these costs.

Care recipients should be expected to 

bear the costs of accommodation, living 

expenses and basic care as these are 

more predictable and can be anticipated. 

However, they should not be expected 

to bear the costs of intensive care over 

long periods because this can be very 

expensive. Those who have the financial 

capacity should contribute to the costs of 

their care and Government support would 

still be available for those who have limited 

means. All residents would be expected to 

pay the basic fee covering living expense 

which is currently 84 per cent of the  Age 

Pension rate for singles.

Recommendations for funding aged 
care costs
The report recommends an integrated 

package of reforms which if implemented 

would impact on our advice to clients who 

enter aged care. Of particular interest are 

recommendations including:

• The gradual abolition of the following:

     o Restrictions on bed licences;

     o The distinction between high care 

and low care within two years;

     o The distinction between ordinary and 

extra service places;

     o Retention amounts deducted from 

accommodation bonds; and

     o Limits to accommodation charges.

• Aged care providers should 

be required to offer and publish 

accommodation charges and where 

offered, accommodation bonds equivalent 

to these charges regardless of level 

of care. No interest would be paid on 

accommodation bonds. Aged care 

residents may choose to pay a charge or 

an equivalent bond.

• Accommodation charges would reflect 

the cost of accommodation rather than 

the care recipient’s capacity to pay.

• The Government should charge 

residential care providers a fee to 

guarantee accommodation bonds.

• The Government should provide an 

accommodation subsidy that would 

adequately cover the cost of providing 

basic accommodation meeting an 

approved standard. This would vary 

according to region.

• Establish the Australian Seniors Gateway 

Agency (Gateway). Gateway will be a 

‘one-stop shop’ providing aged care 

information, care needs and entitlement 

assessments, care co-ordination and 

assessment of care recipients’ financial 

capacity to make contributions towards 

aged care costs.

• Established a co-contribution scale so that 

those with greater financial capacity would 

be required to contribute more to care costs 

subject to an indexed lifetime limit.

• Include exempt assets under the Age 

Pension asset test in the Care asset test.

The Final Report on Aged Care 
– A Potential Big Change?

JANET MANZANERO-

CARUANA 

Advice and Private 

Banks, BTFG
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• Introduce a Government backed home 

equity release scheme to provide liquidity 

to individuals who are ‘asset rich’ but 

‘income poor’.

• Introduce the Australian Age Pensioners 

Savings Account scheme.

The reforms’ impacts on financial 
planning advice?
If implemented, the proposed reforms would 

have a significant impact in the way financial 

planners provide advice in structuring a care 

recipient’s finances. Current strategies that 

maximise Centrelink and cash flow may no 

longer be used, as some concessions would 

no longer be available. Some subsidies may 

decrease and more co-contributions may 

have to be paid.

On the upside, the proposed changes could 

potentially maintain high standards of care 

across the system and be more efficient 

addressing a care recipient’s specific needs. 

The proposed fee system
The proposed fee system would be based 

on need for care, not on the capacity to pay 

for aged care costs. Service costs would 

be identified separately and would provide 

more transparency because providers 

would be required to publish separately the 

availability and quality of services offered 

and corresponding fees. Fees, services 

and accommodation would be easier to 

compare and would improve choice, as well 

as encourage competition and innovation 

amongst providers. 

The reforms would pave the way for a 

‘user pays’ system where care recipients 

can choose the services they need rather 

than receive a package of high or low 

care services. This would mean aged 

care costs would vary from one person to 

another depending on services that they 

choose. 

The fee system may also provide potential 

savings, as care recipients would only choose 

and pay for services they need. This would 

be more efficient and fair.

Accommodation costs
Accommodation cost and living costs 

are fairly predictable and should be the 

responsibility of the person, according to 

the report, although Government support to 

those who do not have the resources through 

public housing, rental assistance, and 

income support should continue.

The ‘user pays’ system means a care 

recipient would no longer be classified as 

a low or high care resident and may pay 

accommodation costs as a bond or a charge 

or a combination of both. Extra services can 

also be purchased as needed.

It is proposed that the maximum 

accommodation charge for a ‘non-extra 

service’ bed that meets approved standards 

be increased from the current $30.55 per 

day (1 July 2011) because the rate does not 

reflect, and is insufficient to cover, actual 

accommodation costs. As a result, there 

have been fewer investments in new non-

extra service beds and beds are in short 

supply in some areas. The report indicated 

an amount of $50 per day, although the 

Government would rely on advice from the 

proposed Australian Aged Care Commission. 

Unsupported residents may expect to pay 

periodic accommodation charges that 

may not necessarily be the maximum 

accommodation charge. In addition, 

residents may pay extra amounts if 

they choose to live in better quality 

accommodation and use extra facilities. Fees 

may differ reflecting varying costs according 

to location.

For a number of clients, the maximum 

accommodation bond amount to be paid 

would be the equivalent of the published 

periodic accommodation charge. Calculation 

for the equivalent bond was not provided 

in the report. Paying a larger bond would 

no longer make sense because the bond 

would no longer be Centrelink exempt and no 

interest would be paid.

Continued on p36

CONSTANTLY STRIVING FOR SIMPLE

AND EFFICIENT SMSF ACTUARIAL 

One working day turnaround on Account Based Pension Certificates - flat rate $160 + GST.

ABP Certificates can be obtained directly within BGL Simple Fund at the same price.

Call Andy O’Meagher on 1800 230 737 or visit act2.com.au for further information
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Proposed Aged Care co-contribution regime
Under current arrangements there is disparity in levels 

of co-contribution care costs provided by community 

care and residential aged care. For aged care residents 

this is known as the income-tested fee.

The report recommends that there be a single co-

contribution regime across all services based on the 

person’s capacity to pay and the underlying cost 

of care. Care recipients would be able to choose 

services and providers and pay their co-contribution 

directly to their chosen provider, including assignment 

of their Government subsidies.

Care asset test
The Commission recommended that Centrelink 

should means test care recipients on behalf of 

Gateway. The means test would be similar to 

that for the Centrelink Age Pension, however, the 

Care assets test would be more comprehensive 

and would include assets exempt under the 

Age Pension assets test such as the principal 

home and accommodation bond. The same Age 

Pension income test would apply. A member of 

a couple would have their share of jointly held 

assets assessed. The inclusion of exempt assets 

in the Care test would mean a change in aged 

care strategies being used under the current 

regime. The Care test would not impact on a care 

recipient’s eligibility for the Age Pension. 

It is proposed that the maximum co-contribution 

rate would be between 25 per cent to 35 per cent 

of the cost of care. Care recipients whose incomes 

are below $17,443 pa and hold assets below the 

minimum assets amount ($39,000 in 1 July 2011) 

would be fully subsidised by the Government. 

However, care recipients who have income and 

assets over these thresholds would be asked to 

contribute a percentage towards their care costs. 

See Table 1.

The report estimates that a person presently with 

an annual income exceeding $40,000 and assets 

of $441,000 would pay the maximum care co-

contribution if the 25 per cent maximum is assumed. 

If a 35 per cent maximum care co-contribution is 

assumed, the 35 per cent co-contribution will not be 

made until the person’s assets reach $740,000.

Proposed Lifetime Stop-loss limit
The report proposed to limit co-contributions 

towards care costs to an indexed lifetime stop-

loss limit for all individuals over which co-

contributions will not be required. This means 

that although individuals may be required to 

contribute up to the proposed 25 per cent to 

35 per cent maximum care co-contribution, 

care co-contributions stop once the stop-loss 

limit is reached. This would assist residents who 

need intensive long-term care, which would be 

very expensive. With this upper lifetime limit in 

place, it is proposed that the Government should 

exclude age care costs from the net medical 

expenses tax offset.

Aged Care Home Credit scheme
A majority of older Australians hold a large portion 

of their net wealth in their home and may not have 

sufficient income to meet their aged care costs, 

including care co-contributions. With the inclusion of the 

home in the Care test, some may be required to draw 

on this resource to pay for their expenses. Because of 

this it was recommended that a government-backed 

home equity release scheme be introduced, so that the 

home would not need to be sold immediately to meet 

expenses. 

The scheme, called the Aged Care Home Credit 

(ACHC), would only be available to care recipients. 

The proposed features of the ACHC are:

• The loan would be secured against the person’s 

share of the home;

• Draw downs would be applied to costs of aged 

care services, including residential aged care 

accommodation charges subject to a limit specified 

at commencement;

• Minimal upfront fees;

• Interest charged would be equivalent to the 

consumer price index (CPI), compounded daily on 

the outstanding loan balance;

1. Which sentence is incorrect:
a. Aged care providers would be 

required to publish accommodation 

charges and/or its equivalent in 

accommodation bond.

b. Care recipients would be able to 

choose services and providers and pay 

their co-contribution directly to their 

chosen provider.

c. Individuals may be required to 

contribute up to the proposed 25 per 

cent to 35 per cent maximum care 

co-contribution if their assets and/or 

income exceed certain thresholds.

d. An indexed lifetime stop-loss limit 

will only apply to care recipients who 

receive full Government subsidies.

 

2. Which investment would be exempt 
for Centrelink under the proposed 
system:
a. Accommodation Bonds.

b. Australian Age Pensioners Savings 

Account.

c. Aged Care Home Credit scheme.

d. All of the above.

 

3. The Care assets test would include:

a. The principal home and 

accommodation bond only.

b. The principal home and the 

Australian Aged Pensioners Savings 

Account only.

c. Assets that are exempt for the Age 

Pension assets test including the 

Australian Aged Pensioners Savings 

Account.

d. Assets that are exempt for the Age 

Pension excluding the Australian Aged 

Pensioners Savings Account.

 

4. The Aged Care Home Credit scheme 

would allow:
a. Security against the resident’s home 

and will be payable when the person 

leaves the aged care facility.

b. Interest equivalent to CPI to be 

charged daily until the maximum limit 

specified at commencement is reached.

c. Draw downs to be used for aged 

care costs, transport and education of 

dependents.

d. Draw downs not to be assessed 

by Centrelink as long as they are 

accumulated and not spent for aged 

care expenses.

Questions

 Threshold* 1% per amount below that is in excess of threshold
Income  $17,443 p.a. $3,373

Assets $39,000 $30,140

Table 1: Thresholds

*The thresholds are indicative. This would be subject to indexation.
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• Repayment from the person’s estate when a 

remaining spouse, partner or dependent child no 

longer lives in the home or ceases to be a dependent;

• Once the outstanding loan, including interest 

reaches the maximum limit, no additional amounts 

can be drawn and no additional interest charges 

would be applied; and

• Draw downs from the loan would not be assessed if 

immediately applied to approved aged care expenses.

The ACHC scheme would enable a remaining spouse 

or dependent child to continue living in the home.

Australian Age Pensioners Savings Account
The report also proposed that a savings account 

be introduced – the Australian Age Pensioners 

Savings Account (AAPSA) – which will be exempt 

for Centrelink and DVA purposes means testing. 

Care recipients who sell their home may invest the 

sale proceeds in this fee-free account and earn at 

the rate equivalent to the CPI. The investment can 

only be drawn on for approved aged care costs but 

will assist them in retaining pension entitlements.

The exempt status of this proposed investment 

scheme would attract home sale proceeds that 

would in the current system be channelled to 

exempt accommodation bonds in a strategy 

used to increase pension entitlements and 

reduce income tested fees. The strategy would 

no longer be viable under the proposed system 

because bonds would no longer be exempt 

from Centrelink means tests and would not 

pay interest. Although the introduction of the 

AAPSA would impact on funding for aged care 

providers, this would benefit residents who 

receive the Age pension.

Transition and ‘grandfathering’
If the recommendations are taken up, major 

changes would be made to the whole aged care 

system. The reforms are far-reaching and multi-

faceted. Most reforms could be implemented 

over a five year period. More detail would be 

needed to implement this. Careful monitoring 

and co-ordination would be the key to minimise 

disruption in support for aged care providers and 

care recipients. More importantly, the supply and 

quality of care should not be compromised. It 

is expected that arrangements already in place 

before the propopsed system commences would 

be ‘grandfathered’.

Conclusion
Although aged care costs are largely subsidised by 

the taxpayers via the Government, the reality is the 

current level of subsidy would not be sustainable 

over the long-term. A lot of concessions would be 

abolished but there is more scope for choice. A cut 

to subsidies may not go well for some, but it may 

be something that we can get used to. It remains to 

be seen how soon the Government can respond to 

these recommendations. It will take a lot of political 

will to implement some of the recommendations. 

As more details come out, financial planners will 

need to rethink strategies when providing financial 

advice to aged care entrants.

Janet Manzanero-Caruana is Technical Consultant, 
Advice and Private Banks, BTFG.
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The receipt of insurance benefits can 
preclude or reduce clients’ social security 
entitlements. If benefits are considered 
to be ‘compensation’, the individual faces 
a harsher application of the Centrelink 
means tests than if the benefits are 
deemed ordinary income.

What is compensation?
The most common forms of 

compensation are payments made 

in respect of personal injury, physical 

and/or emotional suffering, or property 

damage. Compensation includes 

ordinary insurance payments, not just 

court-awarded damages. Compensation 

can be paid as a lump sum or in the 

form of periodic payments and can be 

made in respect of economic loss (such 

as loss of earnings) or non-economic 

loss (such as a payment for pain and 

suffering) or both.

Compensation for social security 

purposes is defined as a payment 

(whether made in or outside Australia) 

that is made wholly or partly in respect 

of lost earnings or lost capacity to earn 

resulting from personal injury (this 

can include a disease or a medical 

condition). 

Compensation includes a payment 

under a sickness and accident policy1 

or income protection policy. However 

such a payment is exempt from the 

compensation rules where:

• the individual has made contributions 

towards the policy and there is no 

Centrelink offset clause; or

• the person has made contributions 

toward the payment and there is a 

Centrelink offset clause, but it has not 

been invoked.

Income protection insurance through 
an employer
Periodic and/or lump sum payments 

under an income protection policy are 

considered compensation if they are made 

in respect of lost earnings or lost capacity 

to earn, unless exempted under the rules 

above. Income protection wholly policies 

purchased by employers on behalf of 

their employees will be captured by the 

compensation rules. 

It is common for income protection 

policies to include offset clauses. Offset 

clauses allow insurers to reduce payouts 

if the insured has other income (for 

example, sick pay from their employer 

or social security benefits). In cases 

where these payments do not include 

any component for lost earnings or lost 

capacity to earn, they are not treated 

as compensation. Instead, they will be 

treated as ordinary income.

TPD insurance
Total and Permanent Disability (TPD) 

payments would generally be related to the 

insured’s capacity to earn income resulting 

from personal injury (includes a disease 

or condition). Therefore, TPD payments 

will fall under the general provisions for 

sickness and accident policies. 

Trauma insurance
Generally, trauma payments are not 

related to the insured’s lost income or 

capacity to earn; rather payment is made 

in respect of a specified medical trauma or 

event. Therefore, trauma payments do not 

fall under the compensation rules.

In addition, lump sum trauma payments 

are not assessed as income2. However 

their treatment will be determined by how 

the funds are used (for example, if placed 

in a bank account, they will be assessed 

as a financial investment and deemed 

under the income test).

Trauma payments made by periodic 

payment are assessed as ordinary income 

under the income test.

Life insurance
Payments to dependants on the 

death of a person are not considered 

compensation. Again, lump sums are not 

assessed as income upon receipt but 

will be assessed according to where the 

money is placed. Periodic payments are 

assessed as ordinary income.

Insurance payments from super funds
Disability insurance lump sum benefits 

paid from a super fund are not regarded 

as compensation. While these payments 

are quarantined from the lump sum or 

periodic compensation rules, they may 

be assessed for Centrelink depending on 

how the money is used. For example, if the 

money is placed in a bank account, it will 

be assessed as a financial investment and 

deemed under the income test.

Income protection benefits paid from 

a super fund, whether funded by the 

member or another party, such as 

their employer, are not regarded as 

compensation. However, disability benefits 

funded by insurance and paid as a series 

of regular and ongoing payments from 

a super fund are assessed as a defined 

benefit income stream by Centrelink. 

Centrelink treatment of compensation
Generally, if a compensation payment 

does not meet the Centrelink definition 

of ‘compensation’ it is assessed as 

ordinary unearned income. The effect of 

compensation on Centrelink payments 

depends on whether the compensation 

is paid as a lump sum or as a periodic 

Centrelink assessment of 
insurance payouts
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payment. Those people receiving compensation 

face a harsher application of the means tests 

than those with ordinary income or assets. The 

principle of the treatment of compensation 

under the law is to prevent people receiving 

both compensation and Centrelink income 

support for the same period.

Periodic compensation payments
The treatment of periodic compensation 

generally depends on whether an 

individual is already receiving a Centrelink 

affected payment (CAP) at the time of the 

compensable event (i.e. the date of the 

accident or injury). The majority of Centrelink 

payments, including age pension, carer 

payment and Newstart Allowance are CAPs.

Where the individual is receiving a CAP at the 

time of the compensable event, the periodic 

payments are assessed as ordinary income 

for both the individual (and their partner, if 

applicable). 

Where the individual is not receiving a 

CAP at the time of the compensable event, 

the periodic payments reduce their CAP 

entitlement on a dollar for dollar basis. A 

recipient’s partner who is in receipt of a 

Centrelink payment is also affected. 

Where periodic compensation payments 

reduce an individual’s Centrelink payment to nil, 

any excess compensation above the maximum 

rate of the relevant Centrelink payment for 

the compensation recipient is then applied to 

reduce their partner’s Centrelink payment using 

the ordinary income test.

Lump sum compensation payments
A lump sum compensation payment relating 

to lost earnings or lost capacity to earn may 

mean income support is prohibited for a 

period of time (known as a preclusion period). 

The preclusion period generally starts on the 

day which the loss of earnings/loss of earnings 

capacity began, which is generally the day of 

the accident.

The number of weeks in a preclusion period is 

calculated by dividing the compensation part 

of the lump sum payment (in most instances 

this will be 50 per cent of the lump sum) by 

the cut-out limit applicable for the single rate 

of pension under the Centrelink income test. 

See Example 1.

An individual serving a preclusion period may 

be able to access a Healthcare Card or the 

Commonwealth Seniors Health Card.

When an individual receives a Centrelink 

payment while awaiting a compensation 

claim, some or all of the payment may have to 

be repaid out of the compensation payment. 

Individuals are required by law to claim 

compensation (if entitled) before they can 

receive Centrelink benefits. And if an individual 

is already receiving a Centrelink payment, 

it may be stopped unless the person takes 

reasonable steps to claim compensation.

All payments made to Centrelink recipients 

which are compensatory in nature need to 

be determined by Centrelink whether they fall 

within the definition of ‘compensation’.

Structuring insurance to maximise 
Centrelink benefits
As mentioned previously, periodic and/or lump 

sum payments from ordinary income protection 

and TPD insurance policies are generally 

considered compensation where they represent 

lost earnings or lost capacity to earn. Generally 

life and trauma insurance payments (being 

related to a specified medical trauma or event 

rather than the insured’s lost income or capacity 

to earn) are not considered compensation.

In contrast, insurance payments made from 

super funds, specifically for life, TPD and 

Lump sum compensation amount is $100,000.

Compensation portion = $50,000 (ie 50% of $100,000)

Divide by $804.30* = 62 preclusion weeks

* Weekly pension income cut-off limit 1 July 2011.

Example 1 – calculation of preclusion period

Continued on p40

Payment received due to 
lost earnings or lost capacity

to earn in respect of 
personal injury

Yes1

Yes

Yes

No

No2

Payment from super

Does not come under
the compensation rules

No assessment upon
payment but assessed

where placed

Super: treated as defined
benefit income stream

OR
Non-super: treated as

ordinary income

Contribution by income
support recipient and no

Centrelink offset clause or
already receiving a CAP at

 the time of the injury/illness

Comes under the
compensation rules

Preclusion period Dollar for dollar reduction3

Lump Periodic payment

Lump sum Periodic payment

Centrelink assessment of insurance payments

1 IP and TPD proceeds would generally be deemed a payment received due to lost earnings or lost 
capacity to earn in respect of personal injury.
2 Term life and trauma proceeds are generally not in respect of lost earnings or lost capacity to 
earn in respect of personal injury.
3 If periodic payment exceeds the maximum rate of Centrelink payment the compensation 
recipient would otherwise receive, the excess will be treated as ordinary income for the partner.



40 | financial planning | SEPTEMBER 2011 

TO ANSWER QUESTIONS

WWW.FPA.ASN.AU

CPD
QUARTERLY

income protection, are not regarded as compensation.

In view of the Centrelink treatment of compensation, 

structuring insurance inside superannuation can be 

an advantageous strategy for some clients. Clients’ 

entitlement to Centrelink benefits may be maximised 

upon receipt of any potential compensation by using 

this strategy.

Case study – periodic compensation
Option 1 – income protection insurance outside super

Jack (61) and Jill (63) are a married couple who own 

their own home. Jack injures himself while at work 

on a construction site. He is unable to work and his 

insurer commences periodic payments of $600 per 

fortnight from his ordinary income protection policy.

The couple’s assets include:

Financial investments $165,000 

Investment property  $500,000 (rental income of 

$13,000 pa)

Personal assets $50,000

Superannuation (Jill) $250,000

Jack then claims the Centrelink Disability Support 

Pension (DSP), which has a maximum rate of $550 

per fortnight (including pension supplement) from 

1 July 2011. It is determined that Jack is entitled to 

$212 per fortnight after application of the income and 

assets tests.

The periodic compensation payment is deemed 

compensation and reduces Jack’s DSP entitlement 

to nil. The excess $50 (periodic compensation less 

maximum rate of DSP of $550) will count as ordinary 

income in Jill’s assessment for a Centrelink allowance.

Option 2 – income protection insurance in super

Using the previous example, Jack’s income 

protection insurance payments from superannuation 

would not be deemed compensation. Therefore, 

Jack would be entitled to $212 of DSP and any 

excess will not count in Jill’s income test for an 

allowance.

By structuring insurance inside super rather than 

outside super, Jack will receive income of $212 per 

fortnight ($5,512) in addition to his $600 in income 

protection payments and Jill may potentially receive 

more allowance.

Case study – lump sum compensation
Matthew receives a lump sum of $100,000 from his 

TPD policy representing lost earnings as a result of an 

accident at work. 

Centrelink calculates a preclusion period of 62 weeks 

($50,000/$804.30) which means Matthew will be 

ineligible for income support during that time.

In contrast, if Matthew’s TPD insurance had been 

structured inside superannuation, the preclusion 

period would not apply and he may be eligible for 

income support benefits immediately. 

Note, the lump sum superannuation benefit may be 

means tested depending on how it is invested (e.g. if 

placed in a bank account, it will count as a financial 

investment and be deemed).

Summary
The appropriateness of this strategy depends on the 

clients’ ages and circumstances.

There may be other factors not considered in the case 

studies as to why insurance is more appropriately 

structured in or outside super, such as cashflow, tax 

effectiveness and cheaper premiums.

Sarina Raffo is a Technical Services Consultant at 

Suncorp Wealth Management.

Footnotes
1. A sickness and accident policy protects the insured 

against loss of income resulting from an injury or 

sickness. A sickness and accident policy differs from 

an income protection policy in that it is not guaranteed 

renewable and offers fewer benefits. Income 

protection is purchased from a life insurer whereas 

sickness and accident is provided by a general insurer.

2. Some lump sums are not treated as income for social 

security purposes. Typically these lump sums are:

* unlikely to be repeated, and

* cannot be reasonably expected to be received or 

necessarily anticipated, and

* do not represent receipt of money for services 

rendered directly or indirectly.

Disclaimer
The information contained in this publication is of a 

general nature only and is intended for use by financial 

advisers or other licensed professionals only. It must 

not be handed to clients for their keeping nor can any 

copies of sections of this bulletin be given to clients. The 

information has been compiled based on regulatory 

policy at the time of writing. We recommend that your 

client refer to their professional tax or legal adviser prior 

to implementing any recommendations you may make 

based on the information contained in this publication.

1. How are Centrelink payments 
affected by periodic payments of 
compensation?
a. They are reduced on a dollar for 

dollar basis [unless already in  

receipt of a compensation-affected 

payment (CAP)].

b. They may be prohibited for a period 

of time.

c. A person’s entitlement may be 

reduced, eventually to zero, on a 

sliding scale once past an initial 

minimum threshold.

d. Centrelink payments are unaffected.

2. How are Centrelink payments 
affected by lump sum payments of 
compensation?
a. They are reduced on a dollar for 

dollar basis [unless already in receipt 

of a compensation-affected payment 

(CAP)].

b. They may be prohibited for a period 

of time.

c. A person’s entitlement may be 

reduced, eventually to zero, on a 

sliding scale once past an initial 

minimum threshold.

d. Centrelink payments are unaffected.

3. How is a compensation recipient’s 
partner affected by the compensation?
a. They are unaffected.

b. The amount of lump sum 

compensation in excess of the 

maximum Centrelink benefit rate will 

be assessed as compensation to the 

partner.

c. The amount of periodic compensation 

in excess of the maximum Centrelink 

benefit rate will be assessed as ordinary 

income of the partner.

d. The partner‘s benefit may be stopped 

or reduced immediately, regardless of 

how the compensation is paid.

4. Which of the following payments is 
likely to be considered compensation 
by Centrelink?
a. The proceeds of an ordinary IP 

policy purchased by an employer on 

behalf of an employee.

b. A payment for unpaid annual leave 

which resulted in lost earnings.

c. A superannuation disability lump 

sum payment.

d. A superannuation death benefit paid 

to a non-dependant.

Questions



Important Note: AMP Capital Investors Limited (ABN 59 001 777 591, AFSL 232 497) (AMP Capital) is the responsible entity of the AMP Capital Global Infrastructure Securities Funds (the Funds) and the issuer 
of the units in the Funds. To invest in the Funds, investors will need to obtain the current Product Disclosure Statement (PDS) from AMP Capital. The PDS contains important information about investing in the 
Funds and it is important that investors read the PDS before making a decision about whether to acquire, or continue to hold or dispose of units in the Funds. Neither AMP Capital, nor any company in the AMP 
Group guarantees the repayment of capital or the performance of any product or any particular rate of return referred to in this document. While every care has been taken in the preparation of this material, AMP 
Capital makes no representation or warranty as to the accuracy or completeness of any statement in it including, without limitation, any forecasts. This document has been prepared for the purpose of providing 
general information, without taking account of any particular investor’s objectives, financial situation or needs. An investor should, before making any investment decisions, consider the appropriateness of the 
information in this document and seek professional advice, having regard to the investor’s objectives, financial situation and needs. ACI0042/FP/R

When we say infrastructure 
we mean

With our infrastructure fund what you see is what you get. It’s made up of assets where the majority of the cash flows 
come directly from the ownership or operation of infrastructure. We believe you get the benefit of stable consistent 
returns and can reduce your exposure to market volatility. So in these uncertain times make sure you know what your 
infrastructure fund is actually made of. To find out more speak to your Key Account Manager, call us on 1300 139 267 
or visit ampcapital.com.au/globalinfrastructure

AMP Capital Global Infrastructure Securities Fund 



Pillar 1 – Public Interest
Policy Example - Enshrining the Term Financial 
Planner
It has long been one of the FPA’s key objectives to 

strengthen consumer protection by restricting the use 

of the term ‘financial planner’ to only those individuals 

who possess the relevant education qualifications, 

continuing professional development, competency, 

ethics and standards, and belong to a professional 

body recognised by the industry regulator.

According to FPA General Manager, Policy and 

Government Relations, Dante De Gori, the term 

‘financial planner’ and ‘financial adviser’ are often 

used by the industry, government and consumers 

as interchangeable terms to describe a wide range 

of people advising on a myriad of financial matters, 

such as stock brokers, mortgage brokers, insurance 

brokers and real estate agents. 

“Unfortunately, if a mortgage broker or real estate 

agent does something inappropriate, as financial 

professionals, we all get tarnished with the same 

brush,” De Gori says. “All the good work that bona-

fide planners do is then destroyed in the media by the 

actions of those who are not financial planners.

“That’s why it’s necessary that the FPA introduce policy 

and work with the Government to enshrine the use 

of the term ‘financial planner’ only to those practicing 

professionals who meet the required standards 

administered by a regulated body such as the FPA.”

De Gori says it’s only reasonable to expect if you’re going 

to call yourself a ‘financial planner’, then you are able to 

actually deliver financial planning services. 

In order to meet the first principle of the Four Pillars 

framework – Public Interest – in formulating policy 

for ‘Enshrining the Term Financial Planner’, De Gori 

says the policy needs to clearly demonstrate it is 

in the public’s best interest. Fundamental to this is 

to properly define what it is financial planners do, 

compared to other types of financial advisers.

“At the FPA we have the six steps of financial planning 

that a financial planner needs to adhere to,” De Gori 

says. “We also use the definition of financial planning 

as defined internationally by the Financial Planning 

Standards Board (FPSB), which is ‘the process of 
developing strategies to assist clients in managing 
their financial affairs to meet life goals, which involves 
reviewing all relevant aspects of a client’s situation across 
a large breadth of financial planning activities, including 
inter-relationships among often conflicting objectives’.”

Clarity
De Gori adds that by defining this holistic definition of what 

financial planning is (as defined by the FPSB), greater 

clarity is provided to consumers of what it specifically is 

that financial planners actually do. Better clarity over the 

term financial planner will substantially reduce consumer 

confusion over what it is financial planners do, compared 

to other types of financial advice givers. Therefore, clarity 

of definition is in the best interests of the public, which 

fulfils the first principle of the Four Pillars.

Expectation
With this clarity of definition of what it is a financial 

planner does, also comes a clearer understanding for 

consumers of the qualifications, education, continuing 

professional development, ethics, competency, and 

adherence to higher professional standards that financial 

planners must meet. These levels of professionalism 

can then be used by consumers to compare the level of 

competency of other types of financial advisers. 

Confidence
Clearly defining the term ‘financial planning’ will 

provide consumers with greater confidence and 

better awareness of financial planning, which is in 

their best interest.

“Once we have this clarity of definition enshrined in 

policy then we can communicate with confidence to 

the public and government that this is what financial 

planning means. So, if you see somebody who calls 

themselves a financial planner, then you know with 

confidence that they’ve got the right qualifications, they 

adhere to higher professional standards, and you know 

what they deliver in terms of services.”

De Gori adds: “If you go and visit somebody who 

is not a financial planner, then whatever they call 

themselves – product adviser, product salesmen 

or whatever – then there should be some ‘truth to 

labelling’ as to what they do.

“We believe this will greatly benefit the Australian 

public by enabling them to know with confidence who 

they are dealing with.”

In next month’s issue, we will look at the second of 
the Four Policy Pillars – Professional Practitioner – 
and demonstrate how ‘Enshrining the Term Financial 
Planner’ was mapped to this principle.

REGULATION UPDATE

THE PUBLIC 
INTEREST PILLAR

The August issue of Financial Planning magazine outlined the principles 
of the Four Policy Pillars that will help improve the transparency in the 
development of policy at the FPA. This month, we showcase an example of 
how a policy can be formulated by adhering to the first of these principles – 
‘Public Interest’. Dante De Gori spoke to Jayson Forrest.
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The key elements of the Four Policy Pillars are:

1. Public Interest
As a professional association, all policy must be 

created in the public’s best interest.

2. Professional Practitioner
All policy developed and approved must meet the 

interests of practitioner members in a way that helps 

to enhance the professionalism of planners and 

facilitate a sustainable business and advice offering 

to clients.

3. Government and Regulatory
Policy needs to contribute to creating efficient and 

effective regulation of the industry, without creating 

unnecessary regulation, duplication and additional 

‘red tape’. Policy should ideally minimise or remove 

existing regulation without compromising the integrity 

of what is best for the consumer.

4. Code of Professional Practice
The Code aligns members to a high standard 

of professionalism and integrity, which provides 

practitioners with a higher level of standing and trust 

within the community. Policy, therefore, needs to be 

fully consistent with the Code of Professional Practice 

to reinforce and support the behaviours that reflect 

good conduct. 

Four Pillars



CENTRELINK

CARER PENSION VERSUS AGE PENSION
If a person is over Age Pension age and is caring 
for someone, they may choose to claim either Carer 
Payment or Age Pension. Additionally, if they think 
that one payment may be better suited to their needs 
than the other, they can lodge a claim to transfer 
between the two payments. 

There can be advantages to receiving either Carer 

Payment or Age Pension, depending on individual 

circumstances. For example, if a person gets Carer 

Payment because they are caring for someone who 

is not their partner, and that person dies, they may 

be entitled to receive a bereavement payment. They 

would not be entitled to the bereavement payment if 

they were getting Age Pension. 

If someone transfers from Carer Payment to Age 

Pension they would not be entitled to the annual 

Carer Supplement of $600 that is paid, in addition to 

Carer Payment, each year in July. 

If someone receives Carer Payment and travels outside 

Australia without the person they care for, their payment 

can continue for up to 63 days by using the standard 

respite days to take a break from caring. If they travel 

temporarily outside Australia with the person that they 

care for, they may be paid for up to 13 weeks if the 

amount of care has not changed. A person cannot be 

paid for a permanent absence from Australia unless they 

qualify under an International Social Security Agreement. 

If a person receives Age Pension and travels outside 

Australia they can be paid indefinitely (some exceptions 

may apply). The rate they will be paid may vary after 

26 weeks outside Australia. A person can generally be 

paid Age Pension for a permanent absence outside 

Australia, subject to certain conditions. 

While there are several differences between Carer 

Payment and Age Pension, there are also areas that 

are the same. 

Carer Payment and Age Pension:

• Have the same rate of payment; 

• Have the same income and assets tests (for Carer 

Payment a special income and asset test may apply 

to the care receiver); 

• Are taxable (Carer Payment is taxable once the 

carer, or the person being cared for, reaches Age 

Pension age); and

• Entitle the user to a Pensioner Concession Card.

To find out more about the differences between Carer 

Payment and Age Pension, call 13 23 00 or visit 

www.centrelink.gov.au.
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Help your clients RECOVERTM their investment losses.

No challenge too great™

There’s never been a better time to help your clients recover an investment loss that 
is a direct result of negligent fi nancial advice from another party. We understand that 
you don’t want your clients to throw good money after bad, so Slater & Gordon’s 
innovative RECOVERTM service gives eligible investors the ability to pursue litigation, 
with reduced exposure to further loss. RECOVERTM provides all eligible clients with 
fi xed-price assessment, No Win - No FeeTM  terms and litigation insurance from a 
third party insurer.  

For more information visit slatergordon.com.au/recover or call 1800 812 597. 
  

  
  Terms and conditions apply to fi xed price and No Win - No Fee™ arrangements, both of which are subject

to an assessment of the particular case and may not be available to all clients. This advertisement provides
general and factual information only. Please refer to our website for more detailed information.



TECHNICAL UPDATE

REFERRER EXEMPTION UNDER 
THE NATIONAL CONSUMER 
CREDIT PROTECTION ACT 2009

By Su-King Hii

Regulations (National Consumer Credit 
Protection Legislation Amendment Regulations 
2010 (no.2)) exempting referral activities by 
professionals such as financial planners and 
accountants for their clients in relation to 
consumer credit, commenced on 21 July 2010.

This is an important exemption as many planners 

find themselves in a position to provide incidental 

advice on credit matters such as debt consolidation, 

home loans and consumer leases. The effect of 

this exemption is that a financial planner can freely 

refer their clients to a mortgage broker or a bank for 

their clients’ credit needs without the need to obtain 

an Australian Credit Licence or become a credit 

representative of another licensee.  

For the exemption to apply, the referral activity 

must comply with the following:

(a) The adviser informing the client that a 

licensee or its representative is able to provide 

a particular credit activity or a class of credit 

activities;

(b) The adviser passing on the client’s name 

and contact details to the licensee or its 

representative;

(c) The adviser providing a short description of 

the purpose for which the consumer credit is 

sought (if known);

(d) The adviser is not banned from engaging in 

credit activities under a law of a State or Territory 

or under the NCCP Act;

(e) At the time of referral, the adviser discloses to 

the client any commissions or benefits that the 

adviser, or its associate, may receive in respect 

of that referral;

(f) The adviser has not required the payment of a 

fee to any person in relation to the referral;

(g) The client consents to the adviser passing on 

the name and contact details; and 

(h) The adviser engages in the activity as a 

matter incidental to the carrying on of a business 

that is not principally making contact with 

persons for the purpose of passing on their 

details to other persons.

The following additional requirements must also 

be met:

• The referral activities must be the subject of an 

agreement between the adviser and the licensee 

or its representative;

• The agreement must be in writing, and it must 

specify the conduct in which the adviser can 

engage (that is, the adviser acknowledges and 

agrees to the limitations on the information they 

can provide to a client, the need to obtain their 

consent to having their details passed on and 

disclosing the benefits to them);

• The adviser must pass on the client’s details 

within five business days;

• The adviser must not conduct a business as part 

of which the adviser contacts persons face-to-face 

from non-standard business premises (such as a 

stall in a shopping centre).

After receiving the referral from the adviser, 

the credit licensee or its representative (such 

as a mortgage broker or bank) must contact 

the client within 10 business days. When 

contacting the client as a result of the referral, 

certain information must be disclosed, such as 

confirmation that the contact has been initiated 

as a result of the referral by the adviser, benefits 

payable to the adviser, and whether the client is 

happy to continue with the discussion.

Financial planners and other professionals must 

be fully aware of the conditions that must be met 

in order to claim the benefit of the exemption. 

An obvious way to ensure compliance is to have 

the client sign an acknowledgement and consent 

form before the referral is made.  

Despite this, it is still critically important for 

advisers to carefully examine the parameters 

of their advice and services to clients. If the 

financial planner needs to advise the client on a 

particular consumer credit product, or provide 

other forms of credit assistance, then they 

still need to be licensed or authorised. Heavy 

penalties will apply for non-compliance.  

If the adviser is not licensed or covered by a 

principal’s credit licence, it is important that the 

adviser makes it clear when discussing different 

types of credit products, such as loans or credit 

cards, that the adviser is not recommending 

a particular loan or credit card, and that the 

adviser is not licensed to advise on particular 

credit products.

The referrer exemption is a very useful tool for 

advisers who wish to provide incidental services 

in respect of credit products, but they must 

be mindful of the stringent conditions of the 

exemption.

Su-King Hii is Principal at Innoinvest Consulting.
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CHAPTER EVENT REVIEW

REGIONAL ROUNDUP

CHAPTER PROFILE: SOUTH AUSTRALIA

The past month saw FPA Chapters 
hold three Young Planner events. The 
Melbourne Chapter ran a presentation 
with Craig James, the Chief Economist at 
CommSec. James gave the 70 attendees 
his insight into Australia in 2030, 
focusing on the labour market, industry 
sectors, house prices and the changing 
demographic of Australia’s population.  

The Sydney Chapter hosted a 

presentation on ‘A day in the life of 

an emotionally intelligent planner’. 

Helen Parker and Wayne Lear CFP® of 

Conscious Money illustrated how the 

words used by planners can be used 

to frame the conversation and hold-up 

the emotional space to inspire trust 

and confidence in all situations. (See 

article p22-25.)

On the Sunshine Coast, Julie Berry, 

Managing Director of Berry Financial 

Services and former FPA Chair, 

presented her thoughts on how financial 

planners will need to adapt to the 

changing professional climate. 

On the policy front, Senator Mathias 

Cormann visited the Cairns Chapter 

and gave members an update on 

the Coalition’s opposition to the FoFA 

reforms. Members were given the 

opportunity to ask the Senator questions 

throughout the lunch event. The Senator 

has engaged with FPA members 

already in Perth, and his next visit will 

be Melbourne, where he is speaking at 

a breakfast on 8 September.

It proved an active month for the 

Queensland Chapters. Far North Coast 

NSW Chapter ran an interactive half day 

workshop on FoFA. Focusing on the 

practical aspects, Stewart Bell from Elixir 

Consulting discussed what the reform 

means for financial planning practices. 

On the social front, Wide Bay Chapter 

members gathered together at 

Spinnakers Bar in Bundaberg to 

celebrate the conclusion of another 

busy financial year, while the 

Toowoomba/Darling Downs Chapter 

held a premiere movie night for 

members and their partners.  

Over in Western Australia, FPA Chair 

Matthew Rowe and the FPA Board 

hosted the latest Professionals Dinner. 

This was the third leg of the Board’s 

road trip – the next stop will be Sydney.

Albury/Wodonga ran a breakfast focused 

on Retirement Living and Aged Care, 

while South East Melbourne Chapter 

invited marketing specialist and CFP, 

Tyron Cleine, to present on marketing 

strategies for financial planners. South 

East Melbourne Chapter ran a breakfast 

on direct investment options and 

members in Sunraysia attended a lunch 

on SMSF Borrowing, where they heard 

presentations from both a technical and 

lend perspective.

As outlined in last month’s issue of Financial Planning 

magazine, a ball hosted by the FPA South Australia (SA) 

Chapter raised over $30,000 for local charities and the 

Future2 Foundation.

The black tie event, themed Bulls & Bears, was held at the 

Adelaide Oval in June and attracted over 300 guests, said 

Chapter Chair Carl Wilkin CFP®. Half of the funds raised 

went to Bedford, an organisation that provides training 

and employment to disadvantaged people and those with 

disabilities. The SA Chapter was particularly interested in 

Bedford’s new financial skills development program.

“Bedford is quite well-known in the Adelaide community and 

because there was a link to financial literacy, we thought it was 

a good cause to support,” said Wilkin. “They needed about 

$15,000 to get it off the ground, so we decided this would be 

our flagship charity.”

The balance of the funds raised was split between Rotary 

causes and the Future2 Foundation. The event’s success 

means that it will now become an annual affair, with a date 

already set for next June.

Over the next couple of months, the SA Chapter is hosting 

smaller events, during which Wilkin and FPA board chairman, 

Matthew Rowe CFP®, will discuss the various changes the FPA 

has implemented and what it means to be a profession. The 

Chapter has also planned educational events for members that will 

focus on ethics and professionalism. 
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AMP Financial Planning

Australian Unity

IOOF

Lifeplan Funds Management

Lonsec

Nab

Russell Investments

THANK YOU TO OUR  
CHAPTER SUPPORTERS

Melbourne Chapter Young Planner evening   
1. Nick Hilton and Chief Economist at 

CommSec Craig James   

2. Raffle prize winner Stephanie Patrick and 

Nick Hilton

1

2

Rob Falconer, Brett Dalton, Tania Sweet, Matthew Rowe



EVENT CALENDAR
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PROFESSIONAL DEVELOPMENT EVENTS
Top Client Retention and Connection Strategies

16 September, 12.00pm-1.30pm - 1.5 CPD Points

In this session, planners will be shown the nine most common retention 

drivers to keep connected to clients. The session’s facilitator, Rachel 

Staggs, will share more than 30 ideas on how and what to communicate to 

your clients to position yourself effectively in these changing times.

Key learning outcomes include:

• The critical elements that need to be in your retention plan; 

• The three most common retention mistakes and how to fix them; 

• What conversations to have with clients, when and how;

• Practical ideas to keep connected with your clients; and

• Positioning yourself in a new way with existing clients.

ETFs - Integrating ETFs in portfolios

20 September, 12.00pm-1.30pm - 1.5 CPD Points

 Alpha and beta strategies in portfolio construction have been 

significantly enhanced through the development of the Exchanged Traded 

Funds (ETFs) market. 

In this session, the following topics will be covered:

• A recap of ETFs usage; 

• Maximising Portfolio construction strategies; 

• Asset class solutions; 

• ETFs and derivatives; 

• ETFs and SMSFs; and 

• Developing protection strategies.

EVENTS AND PROFESSIONAL 
DEVELOPMENT CALENDAR: SEPTEMBER 2011

Brisbane 6 September, Melbourne 13 
September, Sydney 14 September - 
9.00am-5.00pm - 8 CPD Points

This comprehensive full day 

program brings together two of our 

most popular sessions to help you to 

expand your advice proposition into 

the increasing domain of aged care 

advice.

In the morning, leading industry 

expert Louise Biti will provide you with 

the technical strategies and practical 

steps on how to advise your aging 

clients. In the afternoon, Richard 

Andrews will focus on retirement 

homes and how to guide your 

clients and their families through the 

pitfalls of the villages and purchase 

negotiations. 

  You can elect to attend either 

the morning or afternoon session, or 

receive a discount for attending both.

Advanced Aged Care and 
A-Z of Retirement Homes

FEATURED EVENT

NSW
Ian Ornelas CFP®

Local Government Super

Sarah Yim CFP®

Suncorp Group

Matthew Peter Meehan CFP®

Agbis Financial Planning

Najeeb Farfoud CFP®

Wealth and Lifestyle

Lucette Thompson CFP®

Macquarie Private Wealth

Peter Cheadle CFP®

WHK Horwarth

Daniel Cheung CFP®

Pace Rowlands Bell

Jarryd Vinton CFP®

Finance Control

Sudhir Iyer CFP®

Prudent Wealth Management

Daniel Perkins CFP®

National Australia Bank
Megan Aikman CFP®

National Australia Bank

Michael Morritt CFP®

National Australia Bank

Megan Bartlett CFP®

National Australia Bank

Sandy Lui
Godfrey Pembroke

Deborah Turvey CFP®

Lawrence Law CFP®

Commonwealth Financial Planning

QLD
Brent Giles CFP®

Kennas Financial Services

Bohdan Burima CFP®

WHK Darling Downs

Matthew Brown CFP®

Josman Financial Group

Tennille Renee Catchpole CFP®

Hillross Innisfail

SA
David McArthur CFP®

RSM Bird Cameron Financial Services

Robyn Pearson CFP®

Pearson robertson

Peter Hawcroft CFP®

GH Investment & Financial Advisers

VIC
Joan Berkery-Coleman CFP®

Arrive Wealth Management

Matthew Parrella CFP®

Finovia

Terry Hodge CFP®

Commonwealth Financial Planning

Lee Henderson CFP®

Godfrey Pembroke

Andrew Bell CFP®

Morrows Private Wealth

Natalino Lidestri CFP®

Commonwealth Financial Planning

Marcus Reade-Brown CFP®

Patersons Securities

Kerrie Brearley CFP®

SMA Wealth Management

Lauren Clarke CFP®

FMD Financial

Adrienne Rush CFP®

Bendigo Financial Planning

Damien Foley CFP®

Industry Fund Financial Planning

Carl Creasey CFP®

Muirfield Financial Services

Melinda Planken CFP®

Muirfield Financial Services

Daniel Rose CFP®

Financial Aspects

Megan Christie CFP®

Hesta Super Fund (Hest Australia)

WA
Sarah Baldwin CFP®

Kerron Holdings

David McGregor CFP®

N.C Bruining & Associates

Geoff Pritchard CFP®

Finovia

Susan Broughton CFP®

Natalie Butler CFP®

Gibbscorp

CHAPTER EVENTS

1 September
Gold Coast – Member Lunch

5 September
Geelong – Member Lunch

6 September
Ballarat – Member Lunch

8 September
Melbourne – Breakfast with Senator 

Mathias Cormann

9 September
Sydney – Central Coast Half Day 

Seminar

9 September
Mid North Coast – Breakfast Seminar

12 September
Sydney – Professionals’ Lunch

13 September
Bendigo – Member Lunch

13 September
ACT – Technical Workshop

22 September
Newcastle – Golf Day

26 September
Melbourne – AFL Grand Final Lunch

29 September
South Australia – Breakfast with 

Senator Mathias Cormann

 The FPA congratulates the following members who have been admitted as CERTIFIED FINANCIAL PLANNER® practitioners.
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Chair 
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Mark Rantall CFP®

Directors
Bruce Foy (NSW)
Neil Kendall CFP® (Qld)
Louise Lakomy CFP® (NSW)
Julie Matheson CFP® (WA)
Peter O’Toole CFP® (Vic)
Philip Pledge (SA)
Andrew Waddell (Vic)

Chapters
Fosca Pacitto
Member Engagement and Development Manager
Tel: (02) 9220 4537 Fax: (02) 9220 4582
Email: fosca.pacitto@fpa.asn.au

NEW SOUTH WALES
FPA: Di Bungey
GPO Box 4285 Sydney NSW 2001
Tel: (02) 9220 4503 Fax (02) 9220 4582
Email: di.bungey@fpa.asn.au

Sydney
Scot Andrews CFP®

Chairperson
Tel: 02 8916 4281
Email: scot.andrews@meritwealth.com.au
Secretary: Stewart Bell
Elixir Consulting
Tel: 0411 988 765

Mid North Coast
Debbie Gampe AFP
Chairperson
Tel: (02) 6583 5811 Fax: (02) 6583 4311
Email: debbie@seachangefinancial.com.au
Secretary: James Seville AFP
St George Bank
Tel: (02) 6583 0755

Newcastle
Mark Reeson CFP®

Chairperson
Tel: (02) 4927 4370 Fax: (02) 4927 4376
Email: mark.reeson@newcastlepermanent.
com.au
Secretary: Jason Kolevski AFP
Trigenre
Tel: (02) 4926 6999

New England
John Green CFP®

Chairperson
Tel: (02) 6766 5747 Fax (02) 6766 5778
Email: ljgreen@tpg.com.au
Secretary: Karen Cox AFP 
PlanPlus Wealth Advisers
Tel: (02) 6761 2099

Riverina
Pat Ingram CFP®

Chairperson
Tel: (02) 6921 0777 Fax: (02) 6921 0732
Email: pat@iswfs.net.au
Secretary: Lisa Weissel CFP®

Evergreen Wealth Professionals
Tel: (02) 6921 7546

Western Division
Peter Roan CFP®

Chairperson
Tel: (02) 6361 8100 Fax: (02) 6361 8411
Email: peterr@roanfinancial.com

Secretary: Toni Roan
Roan Financial 
Tel: (02) 6361 8100

Wollongong
David Richardson CFP®

Chairperson
Tel: (02) 4227 2122 Fax: (02) 4228 1637
Email: david@swafinancialplanning.com
Secretary: Mark Lockhart AFP 
Jam Financial
Tel: (02) 4244 0624

ACT
FPA: Di Bungey
GPO Box 4285 Sydney NSW 2001
Tel: (02) 9220 4503
Fax: (02) 9220 4582
Email: di.bungey@fpa.asn.au

Claus Merck CFP®

Chairperson
Tel: (02) 6262 5542
Email: claus.merck@actwealth.com.au
Secretary: Ian Dalziell
Tel: (02) 6248 7625

VICTORIA
FPA: Fosca Pacitto
GPO Box 4285 Sydney NSW 2001
Tel: (02) 9220 4537 Fax: (02) 9220 4582
Email: fosca.pacitto@fpa.asn.au

Melbourne
Julian Place CFP®

Chairperson
Tel: (03) 9622 5921
Email: julian_place@amp.com.au
Secretary: David Howell 
Ipac Securities
Tel: (03) 8627 1729

Albury Wodonga
Wayne Barber CFP®

Chairperson
Tel: (02) 6056 2229 Fax: (02) 6056 2549
Email: wbarber4@bigpond.com
Secretary: Colleen Peffer CFP®

Bridges Financial Services
Tel: (02) 6024 1722

Ballarat
Paul Bilson CFP®

Chairperson
Tel: (03) 5332 3344 Fax: (03) 5332 3134
Email: paul@woodwardnhill.com.au
Secretary: Craig Smith CFP® 
Mor Financial Planners
Tel: (03) 5333 3202
Email: craig@mor.net.au

Bendigo
Gary Jones AFP
Chairperson
Tel: (03) 5441 8043 Fax: (03) 5441 7402
Email: garyjones@pisb.com.au

Geelong
Brian Quarrell CFP®

Chairperson 
Tel: (03) 5222 3055 Fax: (03) 5229 0483
Email: bquarrell@wheelers.com.au 
Secretary: Ian Boyd CFP®

Wheeler Investment Advisors
Tel: (03) 5222 3055

Gippsland
Rod Lavin CFP®

Chairperson
Tel: (03) 5176 0618 
Email: rodlavin@bigpond.com
Secretary: Terry Kays CFP®

AXA Financial Planning
Tel: (03) 5176 5556

Goulburn Valley
John Foster CFP®

Chairperson
Tel: (03) 5821 4711 
Fax: (03) 5831 3548
Email: johnfoster@bridges.com.au 

South East Melbourne
Scott Brouwer CFP®

Chairperson
Tel: 1300 657 872 Fax: 1300 657 879 
Email: scott.brouwer@outlookfs.com.au
Secretary: Sean Clark CFP®

Austbrokers Phillips
Tel: (03) 8586 9338

Sunraysia
Matt Tuohey CFP®

Chairperson
Tel: (03) 5021 2212
Email: matt@harvestwealth.net.au
Secretary: Robert Chiswell
Trilogy Financial Planning
Tel: (03) 5021 1235
Email: robert@trilogyfp.com.au

QUEENSLAND
FPA: Zeina Nehme
GPO Box 4285 Sydney NSW 2001
Tel: (02) 9220 4508 Fax: (02) 9220 4582
Email: zeina.nehme@fpa.asn.au

Brisbane
Ian Chester-Master CFP®

Chairperson
Tel: 0412 579 679
Email: thechestys@optusnet.com.au
Secretary: Philippa Baker
Tynan Mackenzie
Tel: (07) 3223 9300

Cairns
Chapter contact: Zeina Nehme
Tel: (02) 9220 4508

Far North Coast NSW
Brian Davis AFP
Chairperson
Tel: (02) 6686 7600 Fax: (02) 6686 7601
Email: briandavis@josman.com.au
Secretary: Paul Murphy
AdvicePlus Financial Solutions
Tel: (02) 6622 6011

Gold Coast
Matthew Brown AFP
Chairperson
Tel: (07) 5554 4000 Fax: (07) 5538 0577
Email: matthewbrown@josman.com.au
Secretary: David Armstrong CFP®

National Australia Bank
Tel: (07) 5581 2282

Mackay
James Harris CFP®

Chairperson
Tel: (07) 4968 3100
Email: james@brownbird.com.au
Secretary: Bev Ferris
Latitude Financial Planning
Tel: (07) 4957 3362
Email: bev@lfpmackay.com.au

Rockhampton/Central Qld
Chapter contact: Zeina Nehme
Tel: (02) 9220 4508 

Sunshine Coast
Greg Tindall CFP®

Chairperson 
Tel: (07) 5474 1608
Email: greg.tindall@macquarie.com
Secretary: Natalie Martin-Booker 
Greenhalgh Martin Financial Planning
Tel: (07) 5444 1022
Email: natalie@gm-financial.com.au

Toowoomba/Darling Downs
John Gouldson CFP®

Chairperson
Tel: (07) 4639 2588
Email: johng@dp.net.au
Secretary: Paul Ratcliffe CFP®

Tynan Mackenzie
Tel: (07) 4548 0700
Email: pratcliffe@tynmack.com.au

Townsville
Chapter contact: Zeina Nehme
Tel: (02) 9220 4508

Wide Bay
Naomi Nicholls AFP
Chairperson
Tel: (07) 3070 3066 Fax: (07) 4152 8949
Email: naomi.nicholls@cba.com.au

SOUTH AUSTRALIA
FPA: Vicki Seccombe
GPO Box 4285 Sydney NSW 2001
Tel: (02) 9220 4515 Fax: (02) 9220 4582
Email: vicki.seccombe@fpa.asn.au

Adelaide
Carl Wilkin CFP®

Chairperson
Tel: (08) 8407 6931
Email: carl_wilkin@mlc.com.au
Secretary: Barry Strapps
Asteron
Tel: (08) 8205 5332

NORTHERN TERRITORY
FPA: Zeina Nehme
GPO Box 4285 Sydney NSW 2001
Tel: (02) 9220 4508 Fax: (02) 9220 4582
Email: zeina.nehme@fpa.asn.au

Darwin
Glen Boath CFP®

Chairperson
Tel: (08) 8941 7599 Fax: (08) 8942 3599
Email: glen.boath@ridarwin.com.au
Secretary: Marie-Clare Boothby
All Financial Services
Tel: (08) 8980 9300

WESTERN AUSTRALIA
FPA: Di Bungey
GPO Box 4285 Sydney NSW 2001
Tel: (02) 9220 4503 Fax: (02) 9220 4582
Email: di.bungey@fpa.asn.au

Pippa Elliott CFP®

Chairperson
Tel: (08) 9221 1955 Fax: (08) 9221 1566
Email: pippae@momentumplanning.com.au
Secretary: Steve Dobson AFP 
Mal Dobson & Associates
Tel: (08) 9455 4410

TASMANIA
FPA: Fosca Pacitto
GPO Box 4285 Sydney NSW 2001
Tel: (02) 9220 4537 Fax: (02) 9220 4582
Email: fosca.pacitto@fpa.asn.au

Hobart
Todd Kennedy
Chairperson
Tel: (03) 6233 0651 Fax: (03) 6245 8339
Email: todd.kennedy@mystate.com.au

Northern Tasmania
Fosca Pacitto
GPO Box 4285 Sydney NSW 2001
Tel: (02) 9220 4537 Fax: (02) 9220 4582
Email: fosca.pacitto@fpa.asn.au

FPA CONTACTS AND CHAPTER DIRECTORY

CHANGES: Please advise of alterations to the list through Fosca Pacitto at fosca.pacitto@fpa.asn.au

DIRECTORY
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