AFANationalConference2009

GOLD COAST October 4-6 « RACV Royal Pines Resort

Welcome

AFA National Conference
2009

—— creating th E. -
AR T R R




AFANationalConferenceZ2009

GOLD COAST October 4-6 + RACV Royal Pines Resort

GenXt

Session Stream 6

Kylie Mclntosh

sis SEENN 4 % | 5




Coming to.....
The Dark Side

e Kylie Wright CFP
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The Practice - Ulton

e 9 partner Accounting Firm with offices in
Maryborough, Hervey Bay, Bundaberg
and Gladstone

75 employees

* Financial Planning Team - 3 Financial Advisors and 4
Support Staff

« Clients generally business clients / retirees
* Approx 245 SMSFs in the Accounting Practice
 EX Prestwood users, now converting to Xplan
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How | got here..

« Commenced Retirelnvest as a Receptionist
in 1996 and started studying DFP in 1997 &

« Moved to Ulton in November 1999 as a =y =
Paraplanner (became Authorised Representative of Y4
Professional Investment Services in 2000)

« Started seeing own clients 2000... °
e Completed DFP and became a CFP in 2003 uiton.
« SMSF Specialist 2005
* Appointed Partner of Ulton in 2006

* (Now for the real story....)
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Fees will set you Free!

* Fee for Service practice since 2000/2001

* First 12 months were a difficult adjustment — dlscussmg Fees up front
(how to demonstrate value)

« Allows us to provide non product strategy and advice:

— Self Managed Super Fund — Investment Strategy, Reserving,
Pensions, Property Warrants, In specie contribution of property/shares

— Estate Planning
— Analysis of Scenarios — current position vs purchase a rental property
Ongoing Service not linked to FUM
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Risky Business

* In the beginning — “thought” risk was part of an overall plan
* Found to difficult to “sell” risk due to the commissions
« Damascus Moment — My First Claim!

— Client required gearing as rebuilding post divorce

— Made client have insurance due to gearing

— Age 47, TPD due to mental breakdown — Claimed on IP,
Trauma and TPD

— Client’s recovery only commenced once TPD/Trauma claim paid

 Now - Life Risk Broker and advocate for clients being correctly
insured and their families protected
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GFC??

« 2007/2008 was a record year for us
e 2008/2009 revenue only decreased by 11%

 Throughout the past 22 months we have been
a constant presence in front of our clients:

— Increased number of review meetings
— Regular email updates

— More frequent Newsletters

— More phone calls to clients

— Advisers always available

When the going gets tough — get in front of your cli ents!!!
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GFC??

Ensure clients are getting their news from you
(not Sunrise!!)

Sometimes there may need to be a commercial
reality before compliance:
— Great Southern — email was out by 06.30am on the Monday it hit the news

— Failed Product — not our fault — but is our responsibility to assist client through
the process

Look after yourself
As advisors we have a responsibility to be confiden ce leaders

When the going gets tough — get in front of your cli ents!!!
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Working with Accountants

* An Advisor presents all SMSF Financials
back to the clients

» Discussion of:
— Returns — reasons, risks, improvement
— Audit issues - how to fix

— Tax Payable/Refund — Franking
credits, capital gains, pension phase?

— Financials — returns, long term
objectives

— Tax Rates!!
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Benefits - Work

e Investment Strategies

e Investment of Funds

 Macquarie CMT

o Trust Deed upgrades

 TRIPs and other Pension strategies

e Contributions — both cash and in specie
e Life Insurance

 Reserving Strategies

* Property Warrants

e Future opportunities!!

e Opportunity to convert to FP Client and ongoing fee S
* Overall personal Financial Plan
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Benefits - Accountants

 Client Education

* Client continues to see the value of
having a SMSF* (and therefore the Fees)

o Opportunity to refer back to Accountant for Business
Planning and Cash Flow modelling

— E.g. Where we have identified how much a client needs
In super by retirement and their business Is not
currently able to meet contribution objectives

— *We do recommend closure of SMSF if not
appropriate!!
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Case Study

 Presented SMSF Financials to new client:
— Investment Strategy - $550
— Trust Deed Upgrade - $770
— Consolidation of other super - $2,200
— Commence Pensions - $4,400

— In specie contribution of a commercial property (retirement
exemptions etc) - $3,300

— Term Life Cover of $1m (inside super) + other insurance - $

— Total $11,200 in initial Fees generated + $6,000 per annum
ongoing (not including Accounting Fees)

— Client extremely happy
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Benefits - Advisor

e Advisors seen as:
— Professional
— Technical
— Expert
— (Not just a product flogger!)

 In our practice it is the opportunity for contact
with 245 clients every year

* How many contacts do you need before
converting to a client?

 Clients are especially grateful for information
In the current environment — therefore value
our services!
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Summary

 Work Hard

* Find a Mentor

e Continue to Study - always
e Specialise

o Stay in front of your clients in tough
times

* Enjoy your successes
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