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AFA resources to help 
navigate coronavirus 

(COVID-19)

The coronavirus (COVID-19) is having a dramatic impact on our community. 
 To help support you we have useful resources available (and updated regularly) at  

afa.asn.au/membership/afa-care-well-being

afa.asn.au/membership/afa-care-well-being

Take care, from the AFA team. 

Fact sheets and articles On-demand webinars 

Benehub – online health
and wellbeing portal and app

You’re not on your own
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Welcome to the first issue of The Financial 
Adviser Magazine for 2020. 

It has been a chaotic start to the year. No 
sooner did we emerge from the droughts, 
bushfires, and floods, the rapid and 
devastating unfolding of the coronavirus 
COVID-19 has seen unprecedented levels 
of disruption and uncertainty across the 
globe. We’ve prepared resources on our 

AFA Care and wellbeing page at afa.asn.au to provide 
information on managing your wellbeing and that of your team. 
And there’s more on the way including webinars; don’t forget to 
check your AFA News e-newsletter for updates. Our AFA Care 
support service is here for you, your families and employees 
with confidential coaching services and resources, please visit 
afa.asu.au/afa-care for more information. 

During 19-27 February, with the support of roadshow partner 
Challenger, we presented to over 1,200 AFA community 
members at the AFA united roadshow. AFA CEO Phil Kewin 
shared the latest news including the launch of our refreshed 
website. Phil Anderson, GM Policy & Professionalism, brought 
all up to speed on professional standards and FASEA. Thank 
you to Challenger’s Andrew Lowe who provided great insights 
on new pre and post-retirement strategies. Thank you to 2019 
Adviser of the Year Simone Du Chesne who outlined her 
successful business consolidation and growth strategies 
including her formula for building a winning team, and Chris 
Carlin, 2019 Rising Star of the Year who shared a deeply 
personal perspective on building mental health and resilience for 
personal and business success. We announced an AFA 
Foundation $2million milestone and are so proud of our AFA 
community for their generosity in contributing at our national 
and community events to make a real difference to individuals 
and families in need. We deeply appreciate the dedicated and 
inspiring leadership of Foundation Chair Olivia Sarah-Le Lacheur 
and the Foundation team in helping achieve this milestone. 

In this issue, Morningstar’s behavioural science team stresses 
the importance of facilitating thoughtful goal setting with your 
clients, ensuring clients understand the emotional connections 
and priorities that drive them. It is certainly an emotional time. 
As we prepare this issue, we are seeing the rapid unfolding of 
events and our thoughts are with all who have been impacted. 
As financial advice professionals, helping your clients remain 
calm and informed, and demonstrating your value during this 
unsettling period is paramount. It is in challenging times that we 
must find strength and resilience and look for ways to keep 
connected (if only virtually for the time being) with our loved 
ones, our clients and our community. Take care.

Natalie Kleibert 
General Manager, Marketing 
 AFA_Voice
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Professionalism //

BY MARC BINEHAM 
AFA National President

Let us do what 
we do best

A heart operation late last year really does put 
things into perspective and now in 2020 I find myself 
with my adviser hat on, busier than ever as 
Australians do seem more optimistic and are 
continuing to seek advice. We work in a wonderful 
profession and must continue to work proactively 
with the Government and regulators to ensure 
advice stays affordable and easy to provide so more 
Australians can access sound financial advice.

I know we still have many advisers struggling and 
we will not stop fighting but for most, we now at 
least know the rules we must live by. The new 
education standards provide certainty and we can 
plan for the future. I was listening to Phil Kewin and 
Phil Anderson on our February national roadshow 
and while both made some interesting points, two 
stuck with me – firstly Phil Kewin said that out of 
35,263 past complaints with AFCA, 61% were 
banking and finance related but importantly only 
370 were advice related and off those, half were 
found in favour of the adviser - so only 0.5% of all 
complaints were advice related. While any complaint 
is not good, I do believe this puts into perspective 
the reality of the situation compared to how some of 
the media have portrayed advisers post Royal 
Commission. The second point I noted was that Phil 
referenced ASIC Report 627 on people’s views on 
financial advice. The report showed that more than 
twice as many people were going to seek advice in 
the future than had previously in the past, a positive 
sign that people value advice and would be actively 
seeking it. 

Phil Anderson highlighted the common 
misconception that somehow mortgage brokers 
turned around recommendations from the Royal 
Commission which was incorrect and that their 
remuneration will face the same review timing as life 
insurance commissions, while in the meantime they 
will be subject to a number of additional measures. 

Speaking to an adviser at a recent industry dinner, 
while he had not been impressed with the new 
legislation facing his profession, he did say he was 

realistic and that he understood that most of what 
we lobby against won’t happen as we are a small 
fish in a very big pond - although we must keep 
trying. The reality is, as we are seeing, anything 
Royal Commission related will happen, but we can 
continue to advocate for pragmatic changes as well 
as influencing those areas not encompassed by 
Royal Commission recommendations. The reason is 
that we only need that one big win to provide 
encouragement and an uplift, and for him it was the 
win with the FASEA extensions. He understood how 
difficult this was to achieve and liked the AFA’s 
united approach with Government. He said for a 
small business owner, having that extra time to do 
his study while still trying to run a business was 
invaluable. You can’t win them all but that was a 
significant win and he felt AFA should know about it, 
which I appreciated as this can feel very frustrating 
at times but a win like this can make all the 
difference. 

So signs like these are encouraging as we do need 
to slow down the adviser exodus, we do need to 
attract new advisers to the profession and we do 
need existing advisers to accept the new education 
pathway and take the exam and extra study. 
Especially more experienced (i.e. old) advisers like 
myself and James Ford our WA State Director, both 
of us are over 55 and have not done university style 
study or exams for over 30 years and we can 
happily say we both passed the FASEA exam. It was 
a tough challenge but still doable as we can see 
from 88% average pass mark for over 6,000 
advisers who have sat the exam, many of them 
older advisers. So, for those sitting on the fence and 
with the extra year, all advisers really should 
consider sitting the exam. 

So regardless of the challenges being put in front of 
us, at the end of the day, advisers are a resilient 
bunch and more importantly Australians need 
financial advice, and money stress has never been 
higher. Advisers have an important job to do and we 
just need to be allowed to get on with it!

Welcome back to start of a new decade and Year of the Rat (for my Chinese 
side). Personally, and professionally I really do believe 2020 is the chance for 
us to put some of the past to rest and move forward with a new chapter and 
new challenges.

 @AFA_Pres
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It’s impossible to predict the impacts of events over 
the coming months, however important to 
remember that calm and rational actions should 
prevail. This is important for all in our financial 
services community and especially important for 
advice clients who depend on the guidance of their 
trusted advisers to navigate these unprecedented 
risks with a clear perspective.

Challenging times are nothing new for our advice 
community. The sheer weight and pace of legislative 
change and ongoing implementation of Royal 
Commission recommendations have resulted in 
serious impacts on all stakeholders. As we entered 
the new year, it had become apparent that we had 
turned a corner and were seeing some 
acknowledgement by the Government concerning 
the impacts of implemented and proposed 
legislation. Now, as rapidly as the coronavirus 
impact is spreading, the opportunity for common 
sense is becoming more evident. The opportunity to 
stop and recalibrate expectations is being forced 
upon us all. We won’t see parliament until August 
therefore the legislative timetable, and importantly 
government priorities can be reset and as your 
association, we will continue to strongly advocate 
for fair and practical reforms. Politicisation of the 
reform agenda can be cast aside in favour of a 
reform timetable that meets community 
expectations while balancing the impact of 
unnecessary red tape and duplication. 

It’s during challenging times that bring the best and 
worst in human behavior and ultimately 
accomplishment. Our world is evolving, we will 
continue to see less stability and certainty - those 
who survive and prosper anticipate change, set 
focused and productive goals to position 
themselves to be ahead of the curve. We need to 
set clear visions for ourselves and our businesses 
and there is no better time to start than now. That’s 
why we’ve selected ‘Vision’ as our overarching 
theme for 2020. Our vision for the AFA is to 

Welcome to 2020 and it has certainly been a tumultuous start to this new 
decade with a trifecta of unforeseeable events. The devastating Australian 
bushfires followed by destructive floods. And as I write this, the alarming and 
quickening impact of the COVID-19 (coronavirus) which has changed the way 
we live and will have long lasting social and financial impacts.

A vision to transform the lives 
of Australians through quality 
financial advice

Professionalism //

BY PHILIP KEWIN
AFA Chief Executive Officer 

 @AFA_CEO

empower financial advice professionals, our 
members, to transform the lives of Australians 
through quality financial advice. To achieve this we 
must create an environment for our members to 
collaborate, advocate, innovate and learn and this 
has certainly been a focus for us over the last few 
months in executing our business plan and 
improving the information and resources we deliver 
to members. Like you and your business, how we 
do this will change and evolve over the next 
few months.

As your association, one of the most important 
resources we deliver to you is up to date insights 
and information on policy and education – on the 
regulatory changes that impact you every working 
day in running your businesses and delivering your 
best to your clients. In the 2019 calendar year, 
between myself and Phil Anderson, our General 
Manager of Policy & Professionalism, we attended 
101 meetings with regulators and government to 
advocate on policy and we delivered 39 policy 
submissions (nearing one a week) to Treasury, 
APRA, ASIC, Senate Select Committees…
participating in every submission that is necessary 
to put forward your views and advocate for sensible 
outcomes. Over the coming months we’ll be 
continuing to work with the Joint Associations Life 
Insurance Taskforce in preparation of the 2021 LIF 
review, to articulate the value of life insurance 
through evidence-based research (funded by our 
major life insurers) supporting the benefits that 
quality life insurance advice provides. We know we 
are having an impact. ASIC’s early March joint 
roundtable with industry participants is a welcome 
sign of collaboration with the full spectrum of 
stakeholders including life insurers to define what a 
successful life insurance sector looks like. ASIC 
recently announced that its overall regulatory and 
monitoring priorities will need to be recalibrated in 
the wake of recent events, and we will continue to 
engage as necessary.
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winners, Adviser of the Year Simone du Chesne and Rising Star 
of the Year Chris Carlin as they provided invaluable insights and 
practical takeaways, from creating sustainable business models 
to building resilient mindsets. The ultimate winners for me, 
however, were all the roadshow attendees who so generously 
helped support our roadshow charities: to collectively raise over 
$32,000. Together with the Foundation Board, AFA made a 
deliberate decision to continue to support local charities for this 
roadshow as opposed to bushfire support related charities as 
it’s often the smaller charities who see significant declines in 
their funding due to the overwhelming public support of more 
prominent charities. 

The 2020 Grants Program gives AFA members the 
opportunity to nominate a local charity partner 
that would benefit from a small donation (between 
$2,000 and $5,000) but might face challenges in 
finding funding via other avenues such as government 
assistance or larger charities. 

Apply for a Foundation Grant today. 
Applications close 30 April.

afa.asn.au/about-us/afa-foundation

Your opportunity to give back to  
your local community charity

‘The AFA funding has made a real difference to our 
HouseMates children. As a small nfp, without the support 
from organisations such as AFA we would really struggle to 
meet the needs of our families. We are deeply grateful for 
your support.’  Kath Coory President , BestLife.

The HouseMates Program provides 
young people living with disability the 
all too rare opportunity to extend their 
independence and progress at their 
own pace.

HouseMates children go from Saturday 
morning visits, to Saturday night 
sleepovers, then when ready to step 
up to longer 3-5 night HouseMate stays. 

afa.asn.au/foundation-grants

Paula Zoch, Andrea Jost
and President of BestLife: Kath Coory 

Grants Program 2020
3 February – 30 April

BestLife – a 2019 Foundations 
Grants recipient  

You can make a direct and meaningful difference to a local 
community charity of your choice who may be challenged in 
finding funding through other avenues such as government 
assistance by applying for an AFA Foundation Grant of between 
$2,000 and $5,000. Following a successful inaugural 2019 
Grants Program, this year we’re looking to make an even bigger 
difference - hurry, applications close on 30 April so see page 27 
for more detail. 

During our roadshow, we also announced that AFA Foundation 
has reached a $2million milestone in donations since 
commencement in 2007. We’re so proud of this result and the 
generosity of our AFA community. You can read more about our 
collective charitable achievements on page 24. 

No doubt it’s going to be a year of evolving challenges, not seen 
in our lifetime. As your association, we will work together in our 
mission to empower you with the right insights, support, and 
resources so you can continue to deliver for your clients. We will 
work with the Government and regulators to ensure there is 
sufficient flexibility for us to be able to support our clients and 
run a business in a very different world. As the AFA community, 
we must unite in our vision to transform the lives of Australians 
through quality financial advice. If ever there was a time where 
your clients and the Australian community needed quality and 
trusted advice to obtain and maintain confidence about their 
financial wellbeing, it is now.

Professionalism //

While overshadowed by recent events, APRAs recent 
announcement on Individual Disability Income Protection has 
potentially signaled a rapid and significant change to the Income 
Protection offering both now and into the future. The Joint 
Associations Task Force made a submission to represent a 
balancing of interests between customer, adviser and insurer.

We continue to collaborate with our industry counterparts to 
facilitate a united view of the changes that will take our 
profession to the next level. But we need you to play an active 
role. Phil and I talk regularly with the Minister, with senators, and 
with other government representatives and we hear and see 
that more government stakeholders are taking an interest in 
financial advice, and this is because several financial advisers 
have played their role in communicating first-hand the direct 
impacts of regulatory reform on their business and their clients. 
Unless party room members are supporting and reinforcing 
more pragmatic reforms in sizeable numbers that make them an 
impossible voice to ignore then we lessen the impact that a 
groundswell effort has (as seen with the FASEA extensions) and 
will continue to achieve. The AFA Member Advocacy Pack is 
your step by step toolkit to guide you through your 
conversations with federal members or state representatives 
– please use it and join the growing number of AFA members 
who are our united voice for positive change. Obviously face to 
face meetings won’t be possible for some time, but emails, 
phone calls and video meetings as we are experiencing, will 
become the norm.

Now, the AFA Member Advocacy Pack is easy to locate from the 
homepage of our recently upgraded website! A new decade, a 
new and refreshed website – and a much-needed improvement 
in the technology available to members to access important 
account information, resources and tools to help you and your 
clients. You can now quickly download your membership 
certificate or update your profile information with ease, and from 
your mobile. Over 800 members have now accessed their 
accounts so check it out when you can and let us know what 
other resources would be of value. 

We were excited to kick off the year with our united. AFA 
Roadshow and it was great to be in front of over 1,200 members 
and industry stakeholders to share knowledge and ideas to help 
members take their businesses to the next level. We thank our 
roadshow partner Challenger and keynote speaker Andrew 
Lowe who presented the latest pre- and post-retirement 
strategies. We received wonderful praise for our AFA Award 
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With the right education, 
your business will be ready 
for a new era of advice.
At TAL Risk Academy, we offer a market-leading education program,  

focused on helping you navigate new industry requirements with 

confidence. Create a strong foundation for your future in advice,  

by making 2020 a year of learning for your business. Choose from  

over 80 courses covering advice, business management and key  

topics like the Code of Ethics and the FASEA Exam content.

Learn more at adviser.com.au/risk-academy

TAL Life Limited 
ABN 70 050 105 450 | AFSL 237848



This information has been prepared for use by licensed advisers in their professional capacity only. Any advice is general in nature only and does not take into account any person’s 
objectives, financial situation or needs; before acting on it, consider the appropriateness of the advice having regard to those factors. Before deciding to acquire or to continue to hold 
TAL life insurance, consider the relevant PDS available at www.tal.com.au. TAL is the issuer of Accelerated Protection and Accelerated Protection for Investment Platforms.

Education designed for a 
new era of advice

There’s no denying that recently the advice industry has gone 
through a phase of unprecedented change. So much so that 
we’re set to enter a whole new era – bringing with it a new set of 
standards, expectations and opportunities.

That’s where TAL Risk Academy can help. We have just 
launched our 2020 program, offering advisers market-leading 
education, which will help them build on their existing skills and 
knowledge to effectively adapt to an evolving industry. 

Last year we had an overwhelming response to key courses like 
the FASEA Exam Masterclass – which had over 2,500 
attendees, provided more than 12,000 CPD hours of 
accreditation and raised over $200,000 for our charity partner. 
We also had record-breaking enrolments for our Solving Your 
Ethics Dilemmas Webinar. 

In 2020 the TAL Risk Academy continues to provide education 
that evolves with the needs of the advice industry.

A market-leading program that 
evolves with change
This year TAL Risk Academy offers a range of focused courses, 
aimed at helping advisers successfully navigate the new industry 
requirements and integrate the new Code of Ethics into their 
businesses. 

TAL Risk Academy has also launched a program to help 
advisers integrate the Professional Year standard into their 
businesses and to also encourage new advisers into the 
industry.

We will continue to offer courses that support advisers in their 
preparation for the FASEA exams to help them be successful 
the first time.

Listening to advisers is key
The popularity of last year’s program was a strong indication 
that advisers are finding the education we offer helpful when 

transitioning into the new industry landscape – and building a 
sustainable, stronger future for their businesses.

Since TAL Risk Academy launched in 2015, we have partnered 
with and listened to advisers, so we can continue to deliver 
industry-relevant education, with courses and initiatives that 
help advisers grow their business and provide quality advice for 
their clients.

Building a pathway for your higher 
education
Though our partnership with Charles Sturt University, Deakin 
University and the University of New England, we also provide a 
University Pathways program. This program recognises learning 
advisers have undertaken with the TAL Risk Academy and 
provides discounts and unit credits with our university partners 
to help advisers meet their education requirements.

Education on your schedule 
To suit different learning styles, the TAL Risk Academy has been 
designed with flexible learning options, including online 
webinars and on-demand courses so you can learn in your own 
way, on your own schedule. 

It’s important to note, that all TAL Risk Academy courses are 
accredited with the AFA and/or FPA, with more than 60 courses 
available online. We also offer a broad range of courses covering 
advice and business management topics, which include 
underwriting, claims and marketing to help advisers in all areas 
of their business.

At TAL we’re passionate about partnering with advisers to 
provide education to navigate the current challenges but also 
build a foundation for their future in advice. We’re continually 
looking for ways to support advisers and their education as our 
industry continues to change. 

To learn more about TAL Risk Academy and to download the 
2020 Prospectus, visit adviser.tal.com.au/risk-academy

TAL’s Head of Licensees and Partnerships, Beau Riley, shares his thoughts on how TAL Risk 
Academy can help advisers adapt to the major changes affecting our industry.

Innovation //

BY BEAU RILEY 
Head of Licensees and Partnerships at TAL

Vol 24. Issue OneThe Financial Adviser  9
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In your clients’ 
moment of need, 
we’re here.
In 2019 alone, we paid $1.5 billion in claims. 

Because we’re here for your clients  
when they need it.
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Professionalism //

BY PHIL ANDERSON 
General Manager, Policy & Professionalism

Policy update

The start of 2020 has been hectic, however the long running regulatory challenge has now been 
matched by other challenges from the bushfires and the onset of the impact of the coronavirus. 
We are now in a new era where there is an unprecedented level of uncertainty. The end of 2019 
saw some increased clarity with respect to the FASEA Code of Ethics. The AFA also issued a 
paper trying to influence the direction of the Royal Commission recommendation on Annual 
Renewal. The start of 2020 has seen a lot of focus upon responding to the Government’s 
proposed draft legislation to implement some of the key Royal Commission recommendations.

Professional Standards and FASEA
The key focus in the last few months of 2019 was the early 
adopters attempting the FASEA exam, the introduction of the 
legislation to extend the deadline for the FASEA exam and the 
education requirement and the effort to find a suitable resolution 
for the FASEA Code of Ethics. 

This year we were pleased to obtain the outcome for our 
application for accreditation of the Mentor version of the AFA 
Professional Designations (the Fellow Chartered Financial 
Practitioner (FChFP) and the Chartered Life Practitioner (ChLP)). 
On 18 February 2020, we were advised by FASEA that the 
Mentor versions of the professional designations would get one 
subject credit. Whilst we had hoped for the full two subjects 
credit, we were at least pleased that we got the one subject 
credit and this now gives certainty for those graduates of these 
versions of the professional designations, which allows them to 
go ahead and plan their study journey. 

After four rounds of the FASEA exam we are now starting to see 
significant progress. Whilst we are yet to see the results of the 
February 2020 exam sittings, the following table sets out the 
progressive results. This illustrates that even prior to the 
February results that we have seen, nearly 20% of practicing 
financial advisers have already passed the exam. The AFA 
congratulates those who have already passed and welcomes 
contact with those who have not passed at their first attempt. 
Please reach out to the CampusAFA team if you would like to 
discuss the exam, preparation resources or other related matters.

On 5 December 2019, the last day of Parliamentary sittings for 
2019, the Government introduced the Bill (Treasury Laws 
Amendment (2019 Measures No. 3) Bill 2019) that will enact their 
commitment to extend the FASEA deadlines, as announced on 
30 August 2019. This Bill will achieve the following:

• Defer the exam deadline by 12 months from 1 January 2021 
to 1 January 2022.

• Defer the education deadline by 24 months from 1 January 
2024 to 1 January 2026.

The Bill was passed in the House of Representatives on 11 
February 2020 and introduced to the Senate on 12 February 
2020. We have been closely watching for any progress in the 
Senate since, and hope that it will be passed soon. The Senate 
is only sitting for a limited number of weeks in the remainder of 
the first half of the year and it is important to ensure that it is 
passed as soon as possible, so that financial advisers have the 
confidence to plan when they sit the exam.

Date Number 
Sitting

Pass rate Estimate 
Passed

Estimate 
Failed

Jun-19 579 90% 521 58

Sep-19 1,697 88% 1,493 204

Dec-19 2,981 86% 2,564 417

Total 5,257 88% 4,578 679
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On 26 November 2019, ASIC issued a media release explaining 
that they will not be monitoring compliance with the FASEA 
Code of Ethics and setting out a facilitative compliance 
approach for Standards 3 and 7. This announcement went a 
long way towards addressing the significant concerns that 
existed with respect to the prospect of implementing the FASEA 
Code of Ethics on 1 January 2020. In addition, on 20 December 
2019, FASEA released a document titled “Preliminary Response 
to Submissions – FG002 Financial Planners and Advisers Code 
of Ethics 2019 Guidance”. This document answered some of the 
questions that have emerged since the release of FG002 
Financial Planners and Advisers Code of Ethics 2019 Guidance 
on 18 October 2019. It also re-stated FASEA’s commitment to 
further consultation, as part of a process to provide greater 
certainty for the financial advice sector. We remain concerned 
about a number of elements of the Code, however it was 
beneficial to see the confirmation that the payment of 
commissions on life insurance advice would not necessarily 
breach the Code if specific conditions were complied with. 
Many advisers remain concerned about the consequences for 
referral arrangements, even where they are just reciprocal 
arrangements. This is yet to be sensibly resolved.

Royal Commission into Banking, 
Superannuation and Financial 
Services
The Government’s Royal Commission recommendation 
Implementation Roadmap was issued by the Treasurer on 19 

August 2019. There are a batch of recommendations scheduled 
for consultation and introduction to Parliament by 30 June 2020. 
The Government issued draft legislation on 31 January 2020, 
that covered recommendations including the following:

• 2.1 - Annual Renewal of Client Arrangements and 
Authorisation for Product Providers 

• 2.2 – Disclosure of Lack of Independence

• 2.7 – Mandatory Reference Checking

• 2.8 – Breach Reporting

• 2.9 - Remediation

• 3.2 - Ban on Advice Fees from MySuper Accounts

• 3.3 – Charging Fees from Superannuation Accounts. 

The recommendation to introduce an annual renewal obligation 
was always going to be a key focus for us. The AFA developed a 
discussion paper in mid-December 2019 that we released with 
the purpose of facilitating an informed debate. Unfortunately, the 
draft legislation did not incorporate our feedback on the current 
problems with Fee Disclosure Statements or the need to ensure 
that this proposal does not add unnecessary duplication and 
cost. We have provided a submission to Treasury on all the 
Royal Commission recommendations set out above, and have 
been in contact with Treasury and key members of Parliament 
with respect to our concerns and recommendations. We have 
suggested that when implementing annual renewals, Fee 
Disclosure Statements should be repealed, all the forms that 
clients need to sign should be consolidated into one and that 
clients should have greater flexibility in the timeframe for signing 

AFA ADVOCACY PACK
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Your toolkit Initial contact email template 

If you need to use an email to contact your local member, then you may wish to use the following 

template:
Dear [Local Member Name],

I am a financial adviser [running a small business and] living/working in your electorate and I would 

like to introduce myself and talk to you about the role that we play in supporting our clients within your 

community and the many issues that are challenging the financial advice profession and the continuation 

of the services that we provide to our clients. As a [financial adviser/small business owner] operating in 

your community, I want to ensure that we can continue to service everyday Australians who gain great 

benefit from financial advice

Most of our clients are not high net wealth, however in the future, there is a genuine risk that only the very 

well off will be able to access financial advice. 

Our financial advice practiceis [name].  <<set out a brief description of your business including details 

of no of staff, geographical coverage, years in business etc.>>

At the moment my team and I are very concerned about the future of providing affordable advice to our 

local community. These pressures impact our XX locally employed staff and their families as well.

My practice provides advice to [Number of] clients << include a brief description of the clients you 

advise including demographic details, types of clients ie. pre-retiree/retiree/young families/small 

business owners etc.>>
We get very good outcomes locally, but there is a massive range of cumulative pressures in our ability to 

deliver affordable and quality advice.  The potential implications of these challenges, including the Royal 

Commission, the timeframes to pass the exam and formalise qualifications impact our ability to provide 

quality advice to our local community.  There is a mounting risk of more costly red tape, further reducing 

our ability to provide cost-effective financial advice.

I hope we might meet so I can outline the importance of affordable financial advice to our local 

community and my concerns about a range of pressures that are impacting this important service in our 

local area.
In the hope we can catch up, I will call your office to arrange a meeting. In the meantime, please feel free 

to contact me by phone on [your contact number] or email [your email address] 

Yours sincerely,
[Your Name]

NOTE: this is a preparatory document for 

members to help prepare for engagement with 

local MPs. This is not for external distribution

AFA ADVOCACY PACK

AFA | 5

Click on the name of your local member to get their ‘Office details’, which will show their electorate office 

address and telephone number. Click on the next icon ‘Connect’ to obtain an email address, Facebook or a 

Contact form. Note that contact methods for local members will vary.

Senators represent the whole State, requiring a coordinated approach. However, if a Senator does have their office 

in your local area or you have personal contact with a Senator, please let us know in the first instance so we can 

assist.

Step 2: Plan and implement your contact strategy

Contact options:
OPTION 1 (Preferred):  

Arrange a meeting with your Local Member

The best impact you can have is meeting face-to-face with your local member. If 

you can’t book a meeting over the phone, then certainly use email to introduce 

yourself and seek a meeting. 
A face to face meeting allows them to meet you, connect with you and for  

you to: 
• Demonstrate who you are and show your impact upon people in the their 

electorate • Discuss your background and why you do what you do 

• Explain the services and the value that you provide 

• Explain the current challenges in your business 

• Talk/emphasise about your clients, who are most likely also voters in their 

electorate • Outline your concerns and what you want them to consider when they will be 

asked to debate the reforms

• Stress the importance of financial advice and how the current reforms will 

impact your ability to deliver financial advice to voters in their electorate.

IMPORTANT:  Be clear on precisely what the issue is that you want them to address 

and what you are asking the local member to do.  We ask that you are very careful in 

expressing a personal view that deviates from AFA policy.

Consider making a joint request and 

arranging for your Local Member to 

meet with a group of local financial 

advisers.

OPTION 2:  Email your Local Member   
Similar to the face to face meeting structure outlined in Option 1, you must be 

clear why you are contacting them and ensure they understand your concerns, 

how the current reforms impact locals in their electorate and what you want 

them to consider when they will be asked to debate the key reforms. 

great advice for more australians

afa.asn.au

AFA Member Advocacy 
Contact Guideline 2019

How to Contact and Arrange a 
Meeting with Your Local Member

great advice 
for more australia

ns

afa.asn.au

Member Advocacy Pack

Ensuring a Sustainable 
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Professionalism //

the agreement to continue their arrangement (i.e. between the 
9th and 15th months). Consultation on the legislation to 
implement the Royal Commission recommendations will be 
ongoing and we will continue to work hard to influence the 
outcome to ensure that the final position does not add 
significantly to the cost and complexity of operating a financial 
advice practice or that financial advice will become inaccessible 
and unaffordable for everyday Australians.

APRA Intervention in the Income 
Protection Market
On 2 December 2019, APRA issued a letter to all life insurers 
setting out some changes that they were demanding that the 
industry make with respect to income protection policies. These 
changes are being made by imposing additional capital 
requirements on any life insurer who fails to implement these 
changes. Changes were expected, as APRA had warned the 
industry in May 2019 with respect to problems with the 
sustainability of this segment of the market, as a result of $3.5 
Billion of losses over the last 5 years. The key changes that 
APRA expects are as follows:

• A ban on agreed value policies from 1 April 2020 (any 
existing business applications that are in process must be 
finalised by 30 June 2020).

• It is proposed that income should be assessed on the basis 
of the last 12 months.

• The income replacement ratio is to be capped at 100% for 
the first 6 months and then at 75% from that point onwards. 
There is to be a cap of $30,000 per month for any benefit.

• Contracts can only be written for a maximum term of 5 
years, after which renewal can happen without medical 
underwriting, however, will be based upon the standard 
terms and conditions that apply to new business at that 
time.

• Other controls are to be added with respect to managing the 
risk of long benefit periods.

Whilst APRA has stated that the ban on agreed value is not 
negotiable, they are consulting on the other elements, and the 
AFA has made a submission in partnership with the FPA as part 
of our joint taskforce in response to the 2021 ASIC review of life 
insurance advice quality. In that submission we called for a 
broader definition of income, such as the best 12 months over 
the last three years and the utilisation of other measures to avoid 
the need for the contract to be re-written after 5 years. The 
concept of guaranteed renewable is important to clients, and 
very much part of a risk adviser’s value proposition. We have 
also highlighted the implications for existing clients and the 
expectation of premium increases. We have also emphasised 

the difficulty for financial advisers in complying with the best 
interests’ duty when there is so much uncertainty.

What we Expect for the Remainder 
of 2020
To this point the Government has been determined to implement 
the Royal Commission recommendations as quickly as possible 
and without diverging from the original recommendations. It will 
be interesting to see how the priority of the Royal Commission 
recommendations sits alongside the challenges raised by the 
coronavirus and the implications for the Australian economy. We 
can only hope that we see a sensible pause and the opportunity 
for the work to be done to assess the impact of these changes 
and the probability of them contributing to a better outcome for 
clients, rather than just adding to the cost of financial advice. 
The impact of the coronavirus will become more apparent over 
the next couple of months, however at the same time we 
continue to encourage members to play an active role in the 
advocacy process by talking to their Local Federal Member or 
State Senator. For guidance on how to engage with your Local 
Federal Member, please refer to the AFA Advocacy Pack and 
please review and utilise the other AFA advocacy materials.

As always, we welcome your feedback and input on policy 
matters by emailing us at policy@afa.asn.au, by looking out for 
the opportunities in our e-newsletters and other email updates 
for policy feedback and when you see us at AFA events.
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Driving profitability in 
advice practices

Any good advice business should review its prices 
on a regular basis in conjunction with their licensee. 
How much to charge, and when to raise fees and by 
how much are important questions for all businesses.

Reviewing pricing structures
Research conducted by Momentum Intelligence on 
behalf of MLC Licensee Network shows that the 
vast majority (63 per cent) of advisers are reviewing 
their pricing structures to maintain their profitability 
in today’s market. 

A big opportunity for all advisers is to work with their 
licensee and other established practices to develop 
the value of their services and improve the way they 
communicate it to their clients. Price arguably only 
becomes an issue when a client feels they are not 
getting value for the money they spend. 

This opens up a whole world of potential 
possibilities for advisers to improve the value of their 
service offering and, importantly, the way they 
communicate it to their clients. 

As advisers plan for the future, they were asked by 
Momentum Intelligence what strategies they are 
using to reduce costs and maintain profitability in 
today’s market. Reviewing pricing structures (63 per 
cent) was the most common strategy, while more 
than half (57.4 per cent) are investing in technology 
to boost efficiencies. A third (32.3 per cent) are 
reviewing fixed costs and 19.7 per cent are reducing 
staff. 

Only one in five advice practices are reviewing their 
licensee in an effort to reduce costs and maintain 
profitability. 

These results clearly show that pricing and 
technology are the preferred strategies advisers are 
considering to remain profitable in this new 
environment. Licensees have an important role to 
play in each of these areas. 

The impacts of technology on 
advice businesses
Yet the introduction and adoption of digital advice 
has the highest level of risk for advisers. Almost a 
third (32 per cent) of advisers have indicated that 
they feel there will be an impact on their business as 
a result of digital advice and that they are not 
adequately resourced to manage this impact. 

This is where the right licensee could really add 
value. Technology should not be looked at as a 
threat, but rather as a tool for advisers to make their 
practices more efficient and profitable. A well-
established licensee is best placed to invest in the 
right technologies that will help advice practices 
deliver back-end efficiencies in order to offer a 
digital solution for clients on the front-end. 

A successful advice group of the future will likely be 
that which can blend digital advice with their 
existing offering. With the support of their licensee, 
these advice practices will potentially maximise the 
value of their business and be confident about 
pricing their services at a competitive rate. 

If you would like to find out more about how MLC 
Licensee Network can help you and your business, 
please email me at daryl.e.stout@mlc.com.au or call 
me on 0404 845 748.

With fees on the rise and technology evolving, advisers need to know exactly 
how their licensee can help them become more profitable. The cost of 
servicing clients is increasing as the financial advice sector continues to 
transform. Advisers need to be reviewing their pricing structures to ensure 
they remain profitable in this environment. 

Business Growth //

BY DARYL STOUT
MLC Business Growth Manager, VIC/SA/TAS

This article has been prepared by GWM Adviser Services Limited (ABN 96 002 071 749, AFSL 23062) (‘GWMAS’) for ‘MLC Licensee Network’, a business unit of GWMAS which is part 
of the National Australia Bank Limited (‘NAB’) group of companies. NAB does not guarantee or otherwise accept any liability in respect of GWMAS or these services.
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We look forward to seeing you at the AFA Annual Conference 
Ryan Murphy, Head of Decision Sciences will overview some fascinating research, 
that will help you demonstrate the value of your financial advice. 

For you

Serve more clients better with:

 f A range of investment products aligned 
to the way you run your business 
and serve your clients

 f The behavioural coaching support you 
need to coach your clients to stick 
to their goals 

 f Marketing and client engagement tools

 f On the ground support from a regional 
Adviser Solutions Team member

For your clients 

Achieve your clients’ goals better with:

 f Professionally managed, well-diversified 
resilient investment portfolios

 f Focus on growing wealth and 
preserving capital 

 f Client friendly investment insights 
and portfolio updates to keep your 
clients engaged, informed and 
confident they’re on track to achieving 
their financial goals

We provide your clients with investment solutions designed to achieve 
their financial goals. We provide you the support you need to run a 
scalable, efficient and modern advice practice the way you want to. 

© 2020 Morningstar Investment Management Australia Limited, ABN 54 071 808 501, AFSL 228986.

Expect more with Morningstar 
Investment Management



In goals-based planning, getting 
your clients goals right is key

Knowing the blind spots
Key to the findings were identifying and overcoming 
blind spots. “Everyone has behavioural biases, and 
some of these biases pop up when we look for 
financial goals because of the emotions involved, 
the complexities of the decision, and the difficulty of 
forecasting our future desires. Many investors rely 
on mental shortcuts, such as the availability 
heuristic—focusing on readily available information 
when making judgments about what’s important.”

Thoughtful goal setting is the governing theme of 
the research, with Murphy and his team testing the 
effectiveness of a simple master list to determine 
meaningful goals. Where mental shortcuts are the 
default for many clients, research has shown that 
“without proper guidance, individuals fail to identify 
as many as half of the goals that they later 
recognise to be central to their plans.” 

Using a master list
By laying out a range of common financial and 
lifestyle goals, clients are encouraged to consider 
several different options, including ones they 
mightn’t have thought of if naming their first-choice 
goals. Murphy and his team mapped clients’ 
self-reported goals to ones already on the master 
list, finding natural groupings in the self-reported 
ones. Where the master list didn’t affect goal 
identification, the hypothesis was that there would 
be no change between clients selecting self-
reported goals and seeing the master list goals. 
Instead, the opposite was true – an average 26% of 
participants changed their top goal after seeing the 
master list. Where there were multiple goals, the 
exercise proved even more effective: 73% of 
participants substituted at least one of their top 
three goals with goals from the master list.

Why changed priorities are 
important
Though changes were prevalent, the ‘retirement’ 
stayed the overall number one priority – far 
outstripping the next-highest by more than 2 ½ 
times. Only 16% of people who named retirement a 
top goal changed it after viewing the master list. 
Those who did make changes skewed towards 
more emotional goals; options such as ‘to feel 
secure about my finances now’ and ‘to not be a 
financial burden to my family as I grow older’ 
appeared on more lists – and became an obvious 
part of holistically defining goals. 

Additionally, 27% of investors who changed their 
goals made them more specific. Where previously a 
client might have listed a broad goal, such as ‘grow 
wealth’, the exercise encouraged them to break it 
into more pressing motivations, such as achieving 
financial security. 

Knowing me, knowing you
This research has demonstrated that even the most 
resolute clients can benefit from cross-referencing 
their stated goals against a master list, and that 
advisers can strengthen their value propositions by 
collaboratively reflecting on their clients’ priorities. 
As a long-term endeavour, goals-based planning 
should consider not just the high-level big picture or 
a boilerplate approach for each client. Using master 
lists can help clients identify their true goals, help 
them refine those goals, and understand the 
emotional connections they have to them. As with 
any deeply personal plan, a goals-based financial 
framework should consider all these elements. 

Is goals-based financial planning the blueprint for the future? According to 
Morningstar’s behavioural science team, completed in 2019, the answer is yes. 

Led by Head of Decision Sciences, Ryan O. Murphy, Ph.D., Morningstar’s 
team investigated the significance of meaningful goals as a key behavioural 
driver in financial advice. In doing so, the team uncovered not just behavioural 
insights, but practical applications for stronger financial advice outcomes.

Innovation //

BY ERICA HALL
Senior Business Development Manager, Morningstar Investment Management
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The AFA and FPA have joined forces to 
establish a financial advice pro bono 
program where members can volunteer  
their time to help Australians impacted 
by the bushfires to rebuild financially. 

If you’re an adviser and wish to 
volunteer your time, apply now. 

Great advice for more Australians

For more information visit afa.asn.au

25% off the first years premium only. Consider the ongoing premium in deciding whether to take out the insurance.

Unless withdrawn earlier, the discount is only available for quotes received on or prior to 30 April 2020, where any subsequent application is lodged prior to 30 May 
2020. BT Protections Plans is issued by Westpac Life Insurance Services Limited ABN 31 003 149 157 (WLIS) except for Term Life as Superannuation and Income 
Protection as Superannuation which are issued by Westpac Securities Administration Limited ABN 77 000 049 472 (WSAL) as trustee of the Westpac MasterTrust 
ABN 81 236 903 448. WLIS and WSAL are wholly owned subsidiaries of Westpac Banking Corporation ABN 33 007 457 141 (the Bank). The Bank does not guarantee 
the insurance. 

How can I help my clients  
see the value in life insurance?

To help you deliver extra value for your clients, BT is offering 25% off the 
first year’s premium for new stepped lump sum premiums for Term Life, 
TPD and Living Insurance. Available for a limited time.

bt.com.au/lifediscount

18357-1019zb BT B2C AFA half page ad.indd   1 22/10/19   9:42 am



Is holding cover within a super 
master trust more cost-effective 
than in a platform super fund?

However, advisers should bear in mind that an 
equivalent 15% concession generally applies if the 
insurance were instead held within a platform super 
fund, or a self-managed super fund (assuming the 
desired cover can be acquired this way). The net 
cost of the cover under both structures may 
therefore be the same. This could avoid the creation 
of a new super account and open up more planning 
opportunities and efficiencies in the process. 

85% upfront, or 100% less 15%?
Consider a situation where you’ve structured your 
client’s life and total permanent disability (TPD) 
cover via their existing platform super. From a fund 
accounting perspective, the annual premium the 
trustee pays gives rise to a corresponding tax 
deduction, which the trustee can use to offset the 
tax it has to pay on assessable fund income 
received. In recognition of the fund’s lower tax 
liability, the trustee generally passes on a tax ‘credit’ 
into your client’s super account. 

So the net cost of the cover is likely to end up being 
85% of the ‘headline’ premium (total premium less 
15% tax credit), which is identical to the cost if cover 
is held in a risk-only super fund and funded via 
partial rollover. Some insurers offer an additional 
10% discount if cover is funded from a qualifying 
platform, further reducing the cost and impact on 
the client’s retirement savings. 

Advisers should be mindful though of any timing 
differences; that is, how quickly does the trustee 
pass back the tax-credit following payment of the 
premium? Additionally, in some instances the 
tax-credit may be ‘socialised’ with other members 
of the fund, potentially diluting the credit in the pass-
back process.

A note on reversionary pensions
In most cases, the life insured will be in the 
‘accumulation’ phase; however, sometimes they 
may have reached preservation age and satisfied 
the retirement condition of release. In this case, it 
may be in the client’s interest to house term life 
cover within a platform fund, assuming self-
ownership of the policy is not feasible. This is 
because the underlying super account from which 
premiums are being funded may be set up as a 
reversionary pension, meaning:

• The reversionary beneficiary (usually the spouse) 
may be able to retain significantly more of any 
resulting death benefit within the tax-free 
pension environment than what the prevailing 
transfer balance cap allows, as the payment of 
life insurance claim proceeds does not count as 
a credit towards their transfer balance account; 

• Claim proceeds are paid into the reversionary 
pension account in proportion to the underlying 
tax-free and taxable component split set at 
commencement, whereas ordinarily they are 
absorbed into the taxable component - 
ultimately benefiting any non-tax dependant 
beneficiaries (i.e. adult independent children). 

Summary
The upfront 15% tax rebate via a master trust has 
appeal, but a comparable 15% concession is likely 
to be available if cover is instead housed within a 
platform fund / SMSF. If cost is indeed neutral, the 
need to setup a new super account may be 
avoided, and more efficiencies and planning 
opportunities (others of which are beyond the scope 
of this article) are likely to present themselves if and 
when claim proceeds are paid into the fund. As 
always, it’s best to obtain expert tax, legal and 
technical advice when dealing in this space.

Holding insurance cover inside a risk-only superannuation fund (i.e. master 
trust) may give a client the advantage of an upfront 15% tax rebate, if annual 
premiums are funded via partial rollover.

Advice Strategy //

BY BENJAMIN MARTIN
Senior Manager - Product Technical, Life Insurance, BT
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With everything that’s going on in the financial advisory profession, it’s never been more important, nor more challenging, 
to keep advisers safe. That’s why we’ve invested on three fronts – technology, people and culture – to make it easier and 
more cost-effective for Millennium3 advisers to deliver quality, compliant advice to their clients. 

On the technology side, we’ve developed a unique software tool called the Wealth Report that assists advisers with client 
retention and acquisition. This will be fully integrated with Xplan to optimise delivery of compliant advice and a great 
client experience. 

Advisers are fully supported in the use of tools by our team of Practice Development Managers who are in turn also 
supported by a first class compliance and governance team. We provide advice coaches, peer support groups and 
extensive Professional Development to keep advisers up to speed. 

Millennium3 also has a strong safety first culture. Millennium3 advisers understand the importance of community and the 
role they play in helping keeping each other safe; by sharing their own knowledge and experience not only during state 
conferences, national conference and study tours, but throughout the year. This mutuality is core to our ongoing success;  
to our advisers it’s invaluable.

Like to know more? Phil would be happy to hear from you on 0402 881 505.

Keeping advisers safe  
is our top priority.
– Phil Broadbent, State Development Manager 

admin@millennium3.com.au
www.millennium3.com.au
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Defining your client value 
proposition

How to build your client value 
proposition
Your client value proposition (CVP) should be a simple statement 
that sets out how a client benefits from your services. By 
answering the questions below, you will develop a clear 
explanation of what you do, how you do it and the value or 
benefit you offer clients.

1. What advice do you provide?

For example, comprehensive financial advice, goal 
progression, risk insurance, wealth accumulation, 
superannuation specialisation.

2. What services help you deliver that advice?

For example, regular reviews, financial modelling, client 
benchmarking, research, technical assistance, client 
updates.

3. What image and relationship do you have with your 
clients?

For example, respectful, empathetic, diligent, two-way, 
skilled, professional, understanding, knowledgeable.

4. What value are you delivering or what problems are you 
solving for your clients?

For example, peace of mind, provide direction, wealth 
accumulation, legacy creation etc.

Importantly, the link between the first three questions and the 
fourth question will help you identify where your clients will 
derive value, solve problems and benefit from a relationship with 
you as their financial adviser.

Building your CVP map
Use the answers from the questions to complete your CVP map. 
Value you provide is delivered through your advice and services 
combined with your image and your relationship with clients. 
This can easily be remembered as: 

Value = Advice + Service + Image + Relationships

Price versus value
A client who believes the price of your financial advice is too 
expensive may not truly understand the value of your advice. 

How clients judge value is subjective, so it differs between 
clients. It’s vital to understand what’s important to your clients 
so that you can ensure your advice meets this need. For some 
clients this may be peace of mind, for others it could be growing 
wealth for financial freedom, some want the reassurance of 
knowing they are protecting their family or leaving them a legacy. 

Conclusion
Your value proposition should be simple, clear, relevant and 
easily understood by your clients in terms of ‘what’s in it for 
me?’ Your CVP statement needs to be consistently applied to all 
your communications including marketing, website, client 
engagement process and client conversations.

Lastly, when you interact with your clients, speak with passion, 
conviction and authenticity. Most importantly, ensure you clearly 
explain what problems you are helping clients to solve.

Want to find out more?
To find out about the IOOF Advice Academy go to 
ioof.com.au/academy and see how we help build better advice 
businesses and better client outcomes or contact your IOOF 
representative.

As advisers we are in the business of solving our clients' problems, helping them secure their 
financial future and achieve their life goals. Understanding what’s important to your clients, what 
their problems are and explaining how your advice will enable them to solve these problems is 
the core of a great value proposition. Creating the link between your approach to financial 
planning and the value your client will get from your services is the reason they will initially 
engage and then re-engage with you. It’s all about ‘what’s in it for them’.

Business Growth //

BY KERRY ONG
Head of IOOF Advice Academy

The information contained in this document is provided on behalf of IOOF Alliances Pty Limited ABN 12 103 365 091 trading as IOOF Advice Academy. IOOF Alliances Pty Limited is 
a company within the IOOF group of companies, consisting of IOOF Holdings Limited ABN 49 100 103 722 and its related bodies corporate. This document and its contents are the 
intellectual property of IOOF Advice Academy and must not be reproduced without the prior consent of IOOF Advice Academy.
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LOOMIS SAYLES GLOBAL EQUITY FUND
A DISCIPLINED, BOTTOM-UP, UNCONSTRAINED 
APPROACH TO GLOBAL EQUITY INVESTING

Investors Mutual Limited (AFSL 229988) is the issuer and responsible entity of the Loomis Sayles Global Equity Fund. 
Loomis, Sayles & Company, L.P. is the investment manager. Investors should consider the PDS available on the website loomissayles.com.au
  

In your AFA News 
e-newsletter and  
online at afa.asn.au

Tips to improve email 
communications

Understanding  
mental health 

Set goals and  
achieve them

quick tips



A few good reasons why 
your membership is of 
great importance

One of the most important lessons I have learned over the years 
is the ability to help and assist members to stay ahead of the 
game, be well informed and looked after. It all revolves around 
the importance of being an active member and for us to look 
after you along the way. We can’t help you with the dishes or 
pick up the kids, but what we can do is to continue to make 
sure you are always front and centre of everything we do. 

A great example of this is our new website and CRM, which we 
built with you in mind, making it easier for you to:

• Update your details

• Register for events

• Download your member certificate

• Pay your membership fee / renewal

• Update your CPD requirements

• Update your online profile on our Your Best Interests website 

• Access the member advocacy pack and other useful 
resources

• Join online

• And much more

I strongly believe we have an important role to play in your businesses 
and to help explain this, I’ve put together some great reasons 
why being an AFA member is great for you and your business. 

1. Expand your professional and social 
network with like-minded professionals
Those of you who have attended our AFA Road Shows, AFA 
Conferences, and other events will understand how important 
this aspect of membership is. 

In business, who you know is often as important as what you 
know. Developing your social and professional relationships with 
others in our industry is a great way to share ideas, speak about 
difficult clients, great clients and difficult times. To associate with 
like-minded people feels good and helps you feel like you are part 
of something that understands you. Membership provides this. 

2. Give your business a lift through – 
Your Best Interests (YBI)
What better way to promote your business to the very people you 
want to look after, than having a profile on YBI. YBI is our consumer 
education content hub and is integrated with a ‘Find an Adviser’ 
service, which helps consumers connect with trusted financial 
advisers – our AFA members. This is your second shop front 
window to the world. Take the time to make your profile stand out. 
As some of our members can testify, they have attracted new 

clients from YBI simply because they have taken the time to make 
their profiles stand out (existing clients visit YBI as well).

Some tips to easily update your profile: add a photo, your logo, 
full contact details, an intro video or flyer, and your web site 
address. As an AFA member, you can place an AFA logo on 
your website as well. Membership affords you this opportunity. 

3. Be an AFA Mentor or Aspirant
We all need someone to turn to sometimes and while I’m sure, (like 
me) your partner, friends, and family all give excellent advice, in some 
cases daily(!), sometimes you need a like-minded person who’s 
been there and done it all, seen it all and has the regulatory scars 
to prove it; tell you how it is and how to overcome these challenges. 

The AFA mentoring program runs successfully each year. We are 
always looking for both mentors and aspirants and both parties 
always receive great satisfaction from participating. As a mentor, 
what a great way to give back to the industry than to help the new 
advisors be successful. As a new advisor, having another 
perspective or approach from a mentor can broaden your 
experience base and contribute to your development. Membership 
can help you along your journey as a mentor or aspirant.

4. A united voice to advocate for the 
profession - Advocacy Pack
During our recent AFA Roadshows, our CEO Phil Kewin said it 
best, “having a united voice is vital”. Having seen how government 
works over the years, any advocacy concerns they are presented 
with will take time and effort. Having a ’united voice’ greatly 
adds to the weight of urgency and helps change the system. 

The more members that use the Advocacy Pack to meet local 
MP’s, the more this will help us deliver our collaborative 
approach to effect the change we need. Please take the time to 
read through the Advocacy Pack. You can easily find the link to 
this from our website home page. The Advocacy Pack will help 
press the key issues affecting you, the industry and help the 
AFA by adding the weight of numbers to our advocacy. 
Membership provides you with a united voice. 

In closing, you can be assured that your AFA membership team is 
only a call or email away. We are always happy to help you get the 
most from your membership. Whether that be a CPD enquiry or 
just to pick up the phone to have a chat. (As I have done with 
quite a few members, where some great stories have been told!) 
Membership provides you with valuable support. 

All the best from the Membership team and we look forward to 
speaking with you soon.

During my time within the industry associations field over the past 14 years, I have seen an array 
of regulations that the government enacts. Some good and some, well… not so good.

Member Services //

BY GREG CHAMBIRAS
Member Services Manager, AFA
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Community & Marketplace //

BY OLIVIA SARAH-LE LACHEUR
National Chair, AFA Foundation

AFA Foundation at united. 
AFA Roadshow

CANBERRA / SYDNEY

RedKite
www.redkite.org.au

Every day in Australia, 5 families will be told that their child has 
cancer. In that moment, their entire world is turned upside 
down. Redkite is there for children and young people facing 
cancer and their families from the moment of diagnosis with 
essential financial, emotional and practical support. Here is how 
our donation can help:

• $5 per week will put fuel in the tank to get to and from 
hospital

• $10 per week will help fund vital counselling sessions for 
family members, no matter where they are

• $20 per week will help pay for music therapy sessions, 
easing stress and pain during treatment.

At the February 2020 Adviser Roadshows, we had the privilege of shining the spotlight on 
charities doing amazing work in local communities in each state. Here are a few words about 
each one. Thank you to each and every AFA member who donated during the roadshows. 
Your individual dollars combined to over $32,000 of donations which make an enormous 
difference to our charity partners!

ADELAIDE 

Puddle Jumpers
www.puddlejumpers.org.au

Melanie Tate founded Puddle Jumpers in 2012 to fill in gaps in 
services for children and families and has worked in the areas of 
recreational programs for at risk young people, child and family 
welfare, child care, disability, high risk adolescent crisis 
management, child safe environments, and family violence. 

Puddle Jumpers Inc (PJ’s) provides opportunities and support 
for children and families at risk, through holidays and 
recreational activities designed to promote personal, social, 
cultural growth and development. Puddle Jumpers provides 
early intervention programs to at risk children and their families 
through weekly community food nights, haircuts, clothing, 
mentoring, educational and social opportunities. Puddle 
Jumpers also provides camps, and activity days for society’s 
most vulnerable children - those living without the care of their 
birth parents.
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Community & Marketplace //

MELBOURNE

Peter Mac Foundation
www.petermac.org

Sir Peter McCallum devoted his life to the fight against cancer. 
He opened Australia’s first and only public hospital solely 
dedicated to overcoming cancer.

There are over 500 laboratory and clinical cancer researchers 
investigating the prevention, early detection and treatment of 
cancer. They have a big job to do as:

• 130,000 Australians are diagnosed with cancer each year

• 47,000 lose their lives to cancer each year

• Over 1 million Australians are living with cancer or have 
survived a cancer diagnosis.

PERTH

Cancer Council WA
www.cancerwa.asn.au

The Cancer Council WA works in 4 areas:

• Advocacy: change laws and policies to reduce cancer risks 
and improve cancer care

• Prevention: educate people and reduce cancer risk

• Research: since 1963 over $50m to 1014 local (WA) 
research projects

• Support: every year over 32,000 local West Australians are 
supported via the phone line, or face to face. They are 
transported to treatment, housed in Perth if they come in 
from the regions for treatment, access pro bono legal, 
financial and workplace advice. 

This is important because their data shows that 1 in 2 
Australians will be affected by cancer by the age of 85. 

As a result of our donation (over $10,000!) we have paid for the 
refurbishment of a room at Milroy Lodge, which the Cancer 
Council WA run to offer regional families a place to stay in Perth 
while undergoing treatment.
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BRISBANE

The Shack Community Centre Nambour QLD
www.theshackcommunitycentre.com.au

Andrew Halliday applied for 2019 AFA Foundation Grant. We did 
not select the Shack for a grant, however we invited them to 
present at the Brisbane roadshow and $6,000 was raised!!!

The Shack provides services to clients of all ages and 
backgrounds. Free counselling, breakfast and lunch, free 
laundry service (in conjunction with Orange Sky who we have 
supported before) and Christmas hampers. 

It costs $9.90 to feed one person one meal. 220 people 
donated $6,000 so there will be lots of full bellies thanks to the 
generosity of the AFA community in QLD!

Thank you!

Community & Marketplace //

The AFA Foundation thanks all the members of the AFA community for their generous 
donations. Since inception we have raised over $2m and made a real difference to the 

communities we live and work in. Each individual donation has more power when 
combined with all our donations. Thank you for being part of our movement to get 
quality financial advice to more Australians – and to show that we care by giving 

money to community organisations who make a real difference through their services 
and care in the local community.

HOBART

Uniting
www.unitingvictas.org.au

For over 100 years Uniting Care contributed to the community 
and made a significant difference to those in need. Recently 
Uniting Care joined with 25 agencies, who combined to become 
Uniting.

Uniting provides support to individuals and families in the form 
of material aid – food, clothing, household goods, bill payment 
assistance and financial counselling to people living in 
disadvantage.

Simon Henstridge shared his own journey – he said with the 
help of Uniting he did “not a 360-degree change but a 
180-degree change. 180 degrees because otherwise you are 
back where you started!”
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The 2020 Grants Program gives AFA members the 
opportunity to nominate a local charity partner 
that would benefit from a small donation (between 
$2,000 and $5,000) but might face challenges in 
finding funding via other avenues such as government 
assistance or larger charities. 

Apply for a Foundation Grant today. 
Applications close 30 April.

afa.asn.au/about-us/afa-foundation

Your opportunity to give back to  
your local community charity

‘The AFA funding has made a real difference to our 
HouseMates children. As a small nfp, without the support 
from organisations such as AFA we would really struggle to 
meet the needs of our families. We are deeply grateful for 
your support.’  Kath Coory President , BestLife.

The HouseMates Program provides 
young people living with disability the 
all too rare opportunity to extend their 
independence and progress at their 
own pace.

HouseMates children go from Saturday 
morning visits, to Saturday night 
sleepovers, then when ready to step 
up to longer 3-5 night HouseMate stays. 

afa.asn.au/foundation-grants

Paula Zoch, Andrea Jost
and President of BestLife: Kath Coory 

Grants Program 2020
3 February – 30 April

BestLife – a 2019 Foundations 
Grants recipient  
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The numbers don’t lie. 
Uncovering long-term 
investment stars, 
Intermede style.
The managers of the Intermede Global Equities 
Fund apply their laser-like focus to just one  
thing – high-quality global companies that they 
expect to consistently deliver double-digit 
percentage earnings growth, year in, year out. 
And the company has honed a strict formula 
to deliver them – at the right price – to your 
clients’ portfolios. 

We are global equities.  

To find out more about the Intermede Global 
Equities Fund, visit intermede.com.au

This publication is provided by Antares Capital Partners Limited (ABN 85 066 081 114, AFSL 234483) (‘ACP’), responsible entity of the Intermede Global Equities Fund (ARSN 602 927 739, 
APIR code PPL0036AU, ASX mFund code INT01) (‘Fund’). ACP has appointed Intermede Global Equities Limited (‘Intermede’) as investment manager of the Fund. Before making any decision 
about investment in the Fund, you should consider the product disclosure statement (‘PDS’) of the Fund available from mlcam.com.au/igef or by calling 1300 738 355. ACP is a member 
of the group of companies comprised National Australia Bank Limited (ABN 12 004 044 937, AFSL 230686), its related companies, associated entities and any officer, employee, adviser 
or contractor therefore (‘NAB Group’). Any references to “we” include members of the NAB Group. An investment in any product or service referred to in this publication does not 
represent a deposit or liability of, and is not guaranteed by NAB or any other member of the NAB Group. The information in this communication is general in nature. It has been prepared 
without taking account of any individual investor’s objectives, financial situation or needs and because of that investors should, before acting on the advice, consider the appropriateness of 
the advice having regard to their personal objectives, financial situation and needs. Some information in this communication has been provided to us by Intermede, it comprises their opinion 
and judgment at the time of issue and is subject to change. We believe that the information herein is correct and reasonably held at the time of compilation. However, neither ACP nor any 
member of the NAB Group, nor their employees or directors give any warranty of accuracy or accept any responsibility for errors or omissions in this publication. Past performance is not a 
reliable indicator of future performance. The value of an investment may rise or fall with the changes in the market. Any projection or other forward looking statement in this publication is 
provided for information purposes only. Though reasonably formed, no representation is made as to the accuracy of any such projection or that it will be met. Actual events may vary materially.

INSIGHT

Great investments 
are found using 

a partner of:

J004301_Intermede_PressAd_210x297_IFA_AW.indd   1J004301_Intermede_PressAd_210x297_IFA_AW.indd   1 19/3/20   10:36 am19/3/20   10:36 am
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Our AFA Vice President, Michael Nowak, is a firm 
believer in grass roots Government engagement.

Michael operates his practice, Nowak Financial Services on 
the outskirts of Brisbane city.

Following the Royal Commission recommendations in 
February 2019, Michael commenced engagement with several 
Queensland politicians and now engages Senator Amanda 
Stoker (pictured, together with AFA Inspire Committee 
members Cara Williams and Erin Truscott) regularly.

Michael also regularly consults with another Brisbane MP, 
Bert van Manen, who is a great supporter of financial advisers 
and small business.

Michael’s tips to engage with  
your local member:

• Start with an email request for a meeting,  
then follow up with a call

• Take an advice colleague
• Tell your story - about your business and the 

clients that you help in their electorate
• Ask questions on their level of knowledge and 

perception of financial advice
• Take the time to explain jargon and background 

on policy issues - it helps to build context
• Keep your cool - if you don’t know the answer 

to a question, let them know you’ll get back to 
them

• In closing, seek follow up action:
- can you engage with them again and build a 
longer-term relationship?
- is there any further information they need 
from your conversation? 
- is there a staffer you can spend time with to 
elaborate on issues? 
- will they take your concerns to the Minister?

Policy Positions – Michael has raised the 
following issues in his discussions:

• How much his business helps people in the 
electorate

• The increasing compliance and costs burden on 
small business financial advice

• Concerns over the affordability of advice 
and taking it out of the reach of everyday 
Australians

• Education on the value of advised life 
insurance for Australians: did you know 
annually over $10 billion is paid in life 
insurance claims?

• More recently, concern over the FASEA Code 
of Ethics not being workable for financial 
advisers.

Member Advocacy in Action
Financial Adviser Michael Nowak

Your contact toolkit:  
The AFA Member Advocacy Pack is your toolkit to 
assist you in talking to your local Federal member or 
State senator and contains all you need to prepare for 
and hold your first meeting. We ask that you also keep 
us in the loop on your progress at policy@afa.asn.au.

Visit afa.asn.au to download the Member Advocacy Pack today
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Call your Distribution Team Member or visit  
mlcinsurance.com.au/enhancements2019

MLC Limited ABN 90 000 000 402 AFSL 230694 
uses the MLC brand under licence. MLC Limited is 
part of the Nippon Life Insurance Group and not a 
part of the NAB Group of companies. Any references 
to ‘we’, ‘us’ and ‘our’ means MLC Limited.
A149671-0419

We’ve been there from the beginning, right alongside you 
and your customers, protecting Australians. We’ve spoken 
with advisers and customers around Australia about what 
matters most and we’re already making changes.

Protection is  
our promise. 

We’ve enhanced our policy terms and 
medical definitions.

We’re caring for customers’ well-being and their 
mental health in new ways.

We’re committed to investing in our technology 
to provide better experiences for you and your 
customers.

• New look, modern design
• Faster and easier to navigate
• User friendly (mobile optimized)
• Easy to locate member resources
• Self service features

– Download membership certificate
– Preview and amend profile

Visit afa.asn.au today!

Your refreshed 
member website



Improving the sustainability 
of life insurance advice

At a time when Australians are taking on more debt, 
access to advice is critical for personal financial 
protection and the prosperity of the community.

The sustainability of advice is deeply challenged. 
With upfront commissions reduced as part of the 
LIF reforms, and increased compliance and 
education requirements, many advisers are 
grappling with the profitability and sustainability of 
their businesses.

Combined, these headwinds are creating a ‘perfect’ 
storm for the adviser community.

In partnership with Plan For Life, Actuaries and 
Researchers, we commissioned research to better 
understand the true costs associated in providing 
life insurance advice. This included the cost for an 
adviser to service their existing clients as well as 
preparing and implementing advice for new clients. 
From the findings, we wanted to identify ways in 
which advisers can make efficiency gains in their 
business and outline opportunities for life insurers to 
help improve the process and overall sustainability 
of advice.

One of our key learnings from the research was that 
relying on commission alone does not adequately 
cover the cost of providing advice. Further, advisers 
servicing clients with more complex needs either 
need to reduce their expenses by as much as 
20-25% to be profitable, charge an advice fee 
($3,000 to $6,0001), or charge an advice fee as well 
as commission.

Using this whitepaper, advisers can now benchmark 
their businesses while exploring opportunities to 
reduce the costs associated with the delivery of 
advice. For instance, we can now map the overall 
time it takes for an adviser to find new clients and 
then prepare and implement life insurance only 
advice. On average, a total of 10 hours is required to 
complete the end-to-end process for a simple case, 
and up to 15 hours for more complex cases. 

What’s clear from advisers’ responses relating to 
costs for preparing and implementing advice, 
servicing clients and providing claims support, is 
that many don’t have a detailed understanding of 
their actual operating costs. 

Understanding how much it costs to deliver each 
component of the advice process is crucial in 
managing these costs more effectively and helps 
establish appropriate fee options, and therefore a 
more sustainable business model for the future.

For life insurers, the message is clear: We need to 
improve the implementation and ongoing 
management process of insurance and use 
better technology to deliver greater efficiency 
to advisers and their customers. This includes:

• Simplifying and speeding up the policy 
application process by reducing the length and 
number of questions within the personal 
statement while improving the quote process;

• Simplifying and speeding up the underwriting 
process and providing clearer guidelines;

• Reducing the time taken in processing claims; and

• Improving communication with advisers, 
especially as to what the client has received 
from the insurer.

As a member of Nippon Life, we’re investing heavily 
in technology - including digital, capability, 
infrastructure and support services to better meet 
the needs of advisers and their customers. For 
example, our underwriting platform automatically 
accepts around 50% of all online life insurance 
applications. Shortly, we’ll be deploying our new 
policy administration system, an interactive quoting 
tool and new adviser and customer digital portals.

While only the beginning, we believe that delivering 
an efficient experience that’s digitally enabled can 
help reduce the cost of advice and support advisers 
to ensure their businesses are sustainable into the 
future.

Undertaking an analysis of the true cost of providing life insurance advice is 
critical to ensuring the long-term sustainability of advice practices.

Innovation //

BY SEAN WILLIAMSON
Acting Chief of Group and Retail Partners, MLC Life Insurance

1 Mapping fintech to the 
financial planning process: 
FPA report
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If it sounds too good 
to be true…

The days of dealer fees being subsidised by as much as 100% 
by product manufacturers are gone. ASFL’s that failed to adapt 
to this new environment accounts largely for the dramatic fall in 
the number of mid to large dealer groups, because without 
product subsidies they couldn’t deliver the level of service 
needed to satisfy their regulatory obligations and other basic 
licensee services. This rationalisation won’t stop while AFSL’s 
opt to continue down that path. 

The cost of moving dealers is significant and the more 
sophisticated adviser’s due diligence on AFSL selection looks 
way past the dealer fee. Such advisers are more concerned 
about the AFSL’s long term viability, their past and present 
relationship with the regulator, the quality and reputation of the 
network and they no longer take at face value the AFSL’s 

promises. The importance of doing this is underlined by the 
recent experiences of many advisers, motivated to move by low 
dealer fees, see their chosen AFSL collapse underneath them 
for the above reasons.

In today’s environment the cost of doing business is 
skyrocketing. The long-term viability of both advisers and 
dealers, who don’t modify their offerings, must be questioned. 
The “sugar hit” enjoyed today from cheap fees is anything but 
permanent. Ultimately to remain in business someone has to 
pay. So, the alternatives are simple, either create a sustainable 
offering, reduce service delivery, sell or shut your doors.

As you tell your clients - the old adage of “if it sounds too good 
to be true, then it probably is” should be applied when selecting 
your AFSL.

The dealer fee was often the basis on which an AFSL was selected. However, the world we now 
live in is forcing a new approach.

Innovation //

BY DENNIS BASHFORD
Group Chairman, Futuro Financial Services
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THIS EDITION OF THE MAGAZINE  
IS CPD ACCREDITED

All you need to do is: 

1. Read this edition of the magazine
2. Access the questions online at afa.asn.au  

(search under Financial Adviser Magazine). 
3. Answer the questions to earn your 1.5 CPD hours.  

To earn the CPD hours, 
all questions must be answered correctly

For assistance contact the  
Campus AFA team at campusafa@afa.asn.au
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MetLife Protect,
a smart solution for 
your clients.
To find out more, visit metlife.com.au/advisers 
or call your local MetLife BDM.

Information is general only and does not take into account your personal situation, needs or objectives. Before deciding whether to acquire, or continuing to hold, any of our 
products, please read the PDS available at metlife.com.au. Life insurance products are issued by MetLife Insurance Limited ABN 75 004 274 882 AFSL 238096.

The AFA accredits 
continuing professional 
development activities in 
accordance with regulator 
guidelines that aim to 
deliver a high standard of 
professional development. 
We achieve this through a 
simple and cost effective 
service offering.

Contact campusafa@afa.asn.au for more information.

The advantages of the AFA CPD Accreditation Service include:

• The AFA accreditation program meets agreed FASEA 

standards and provides a best practice benchmark for 

promotion of your programs to the financial advice 

community. 

• AFA accredited CPD allows financial advice professionals 

using your content to meet their CPD obligations. 

• Simultaneous mapping to FASEA CPD categories and RG146 

Knowledge Areas which also ensures ongoing RG146 

compliance.

• AFA Corporate Partners and Licensee Partners receive 

discounted rates for accreditations. 

• We offer a 50% discounted rate for reaccreditations.

AFA’s CPD Accreditation Service
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MyNorth® continues to add to its investment choice, 
to help bring your wealth expertise to life. Offering you 
new managed portfolios and more managed funds. 
Plus innovative tools and support, to help you create 
sweeter outcomes for your clients. All of which is why 
MyNorth is much more than just a platform.

Now even more 
managed portfolios 
and funds with MyNorth.

Find out more at amp.com.au/mynorthmp

© NMMT Limited ABN 42 058 835 573, AFSL 234653 (NMMT). This advertisement, provided by NMMT, is for adviser use only and must not be made 
available to retail clients. It contains general advice only and hasn’t taken any person’s personal circumstances into account. You should consider the 
appropriateness of this advice for you or your clients. Visit northonline.com.au to obtain the relevant disclosure documents before deciding whether 
to acquire or vary these products for any person. NMMT is part of the AMP group and can be contacted on 1800 667 841 or north@amp.com.au. If a 
person decides to acquire or vary a financial product or service, companies within the AMP group will receive fees and other benefits, which will be a 
dollar amount or a percentage of either the premium they pay or the value of their investments. Contact AMP for more details. MyNorth is a registered 
trademark to NMMT. The issuer of MyNorth Super and Pension is N.M. Superannuation Pty Limited ABN 31 008 428 322, AFSL 234654 and the issuer of 
MyNorth Investment and MyNorth Managed Portfolio is NMMT.

Which FASEA Education Pathway 
should you take?

Campus AFA can help outline the courses  
and programs to get you on the right track.

 
Contact the Campus AFA team at campus@afa.asn.au

afa.asn.au/about-campus-afa



Why advisers and clients are 
choosing managed portfolios

Clients want proof they’re in good 
hands 
Research conducted by AMP indicates that clients ascribe 
considerable value to transparency, access to high quality 
investments, and portfolio flexibility. Clients want to know that 
their adviser is putting their interests first and they want to see 
proof. 

Managed portfolios tick all these boxes, offering:

• tangible proof of a higher level of governance and 
sophistication, harnessing the expertise of professional 
portfolio construction management, administration and client 
communications 

• access to a professional investment manager who conducts 
detailed research to develop managed portfolio solutions 

• solutions that enable portfolio managers to rebalance 
portfolios easily with the intention of reducing any 
implementation delays and potentially delivering better 
outcomes for clients 

• transparency of day-to-day investment decisions and 
implementation changes - reporting on all transactions and 
listing the portfolio constituents. 

This combination of leading investment managers, strong 
governance, administrative and transparent reporting practices 
makes clients feel informed and in control of their investments. 
The process of portfolio construction and rebalancing is simple 
and efficient, and highly valued by clients.

Advisers want efficiency and reduced 
operational risk
Managed portfolios are part of the move by many advice 
practices to improve their efficiencies and adopt more 
systematic ways of delivering their value proposition through: 

• developing and rebalancing portfolios that are consistent 
with their investment philosophy and market outlook;

• ensuring that changes in client portfolios are implemented 
quickly and uniformly, greatly reducing the risk of any 
implementation delays or loss of market position;

• harnessing the expertise of portfolio construction, 
management, administration and client communications, 
resulting in greater efficiencies and mitigating operational 
risk.

Managed portfolios allow an advice practice to transfer some 
operational risk for transaction execution, and to some extent, 
portfolio construction, to professional third parties. Managed 
portfolios can reinforce the positioning of advice practices as 
operating at a higher level of governance and sophistication. 

Managed portfolios can help advisers ensure their client’s 
portfolio is consistent with their current investment views, 
without having to individually transact on each client’s portfolio. 

Changes to managed portfolios are implemented quickly and 
uniformly, greatly reducing implementation delays and potentially 
delivering better investment outcomes. The costly administrative 
burden for advisers is reduced as there is no need to provide 
ROAs or obtain client approval for portfolio changes to be 
made. 

Advisers are given more time to help 
their clients reach their goals
Managed portfolios let advisers entrust investment management to 
experts, freeing them up to manage their clients’ needs and goals. 

Advisers who use managed portfolios report positive and 
material benefits for both their practice and their clients – in the 
form of time savings, higher revenue and more time spent with 
clients. This allows the adviser to focus on their relationship with 
the client and explain how their investments will be managed to 
align with their goals and how the portfolio is tracking against 
those goals and responding to market conditions. 

Getting involved in managed 
portfolios
To find out how you can access MyNorth Managed Portfolios 
through AMP please visit amp.com.au/adviser/
managedportfolios or contact your business development 
manager on 1800 655 655. 

Managed portfolios now represent more than $62 billion in funds under management, with 
growth expected to accelerate over the next three years.

In June 2019 AMP, in partnership with IMAP, produced a white paper which highlights 
transparency, investment quality and flexibility as key reasons for the significant growth of 
managed portfolios in recent years.

Advice Strategy //

BY AMP
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Member Services //

BY BENESTAR

With an increasingly dispersed workforce and flexible work arrangements, team members often 
find themselves collaborating remotely. Global events, such as the outbreak of the COVID-19 
coronavirus, has resulted in many organisations and businesses having to implement working-
from-home policies for large sections of their workforce, with little time to prepare for the 
transition. For a people leader, remote working in teams presents unique challenges around 
connectivity, engagement, productivity and care of members of a group.

This article has been prepared by AFA Care partner Benestar. It is available, together with other useful 
resources, in the AFA Care and wellbeing section of the AFA website at afa.asn.au 

If we can assist you with any further information or resources, please get in touch at info@afa.asn.au

Navigating the challenges of 
managing remotely working teams

Checklist for people leaders to 
manage remote teams successfully:

What team members can do 
themselves:

• Ensure that the appropriate technology is in place to 
support the workflow. 

• Help your employees stay on track and target by running 
regular morning online video huddles. Encourage 
members of the team to interact with each other using 
existing technological capabilities for chat and video 
(Teams, Jabber, FaceTime, WhatsApp) and not only 
relying on phone and email to communicate. 

• Place trust in your team members being able to achieve 
their work and goals from home and demonstrate your 
confidence through words and actions. 

• Reiterate that it's "business as usual", and make sure 
team members are aware of the work that is ongoing by 
other team members. 

• Have conversations with team members regularly about 
their experience of remote work, and recognise that some 
may be feeling isolated and frustrated and encourage 
them to seek support if they are struggling. 

• Try to be extra clear on goals and responsibilities, and 
related timeframes and check-ins. 

• Ensure you have the right support in place, from both a 
technical and emotional point of view - and that 
employees are aware that this support is available. 

• Consider any additional resources, training and support 
that needs to take place to enable your employees to 
work from home successfully. 

• Ensure that you have consulted and met HR policies, 
procedures and requirements.

• Proactively reach out to other members of the team to 
maintain an overview of the work of the team and to 
maintain your working relationships. Make use of existing 
technologies to catch-up with colleagues. 

• Arrange regular check-ins with your manager. 

• If you are finding working from home challenging, speak 
with your manager to address the issues you're 
experiencing. 

• Ensure your work environment at home is both suitable 
and comfortable and refer to your organisation's HR 
policies and procedures for home working and home risk 
assessments. 

• If possible, choose a separate room as your dedicated 
workspace, which means you can close the door to keep 
business in and distractions out.
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Communities of Practice //

BY CHARLES GREEN
AFA Genxt National Chair

Networking.

Here’s a few reasons why networking is GREAT: 

1. Community - There’s no question that the advice 
profession has been through a tough couple of years, and 
there’s plenty more for us to work through. Working in small 
practices or working as a solo practitioner can be isolating at 
times. Like anyone going through a tough period, it’s 
comforting to have others around you that know what you’re 
feeling and can offer an empathetic ear. 

2. Tips & Tricks - Some of the most valuable advice and 
insights that I’ve been able to take back to our practice are 
those shared at networking events by other advisers. 
There is a wealth of knowledge out there, and it’s rare 
there’s a situation that at least one other adviser hasn’t dealt 
with before. Whether it’s help with process, client situations 
or tech, your best resource can simply be your fellow peers. 
So, pick up the phone and check in on a colleague, join an 
online network (such as the Genxt Facebook page), look out 
for opportunities to participate in webinars and connect with 
your peers. Now more than ever, it’s important to be an 
active part of your community.

3. Study - The new education requirements coming into force 
will result in the majority of existing advisers having to 
complete additional study. Study groups are another perfect 
opportunity to put yourself out there for the mutual benefit of 
you, your fellow advisers and the profession. There are 
plenty of great online groups out there on Facebook you can 

look into or contact Campus AFA to learn about the Campus 
AFA Facebook community.

4. Career - I’m a huge advocate for networking because, why 
wouldn’t I be? It’s how I got my job! Leaning on your 
professional networks is the best way to job search when 
you’re looking to take the next step in your career. Not only 
when you’re looking, but sometimes when you’re not 
looking, having a strong network of professionals that 
respect your work could also present opportunities you 
never would have sought yourself. 

Genxt, Inspire and our new paraplanning community Pulse will be 
running some quality online-events throughout the year in line 
with some of the challenges we’re facing with coronavirus event 
restrictions. While social distancing keeps us from the more 
natural forms of networking, it’s so important to stay connected 
and continue having conversations with your peers through 
alternative mediums. We’ve seen some amazing outcomes from 
our recent events, such as the meet the politician’s event 
recently held in Brisbane. What better way to ensure we are the 
masters of our own destiny than to unite with one voice and 
discuss issues with those in power. When we come together as 
a collective to improve the future of advice, everyone benefits.

So, while the events of 2020 mean a whole new approach to how 
we network, I challenge you to discover new ways to connect 
with and learn from your peers. Trust me, it’s worth your time.

Just mentioning this word to some people can evoke feelings of dread. Don’t worry, I’m there 
with you! My hands are going clammy at the thought of self-imposed small talk. So perhaps a 
topic that so soon after the Christmas period - THE most full-on period of networking - could 
cause you to continue flipping the pages. But BEAR WITH ME. We can get through this 
together, because, for all its awkwardness, a little networking is essential for you to be 
successful in our profession. 

Genxt Adviser Peer Pod QLD Sep 2019Genxt Ales & Tales QLD Jul 2019 Genxt Ales & Tales NSW Oct 2019
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Infocus Securities Australia Pty Ltd ABN 47 097 797 049 AFSL and Australian Credit Licence No. 236523

 Adviser Training Completed

 Practical Tools Created

 Software Updated

FASEA Compliant Advice
Delivering FASEA compliant advice 
means lots of changes to your advice 
process.  

At Infocus we’ve been busy 
implementing these changes and 
helping our Advisers adapt.

Email join@infocus.com.au  to find out 
how Infocus supports our national 
network of Advisers.

(Sydney, Brisbane, Melbourne, Perth, Canberra & Adelaide)

(File Note Templates, Engagement Letters, FSG Updates, Knowledge Library)

(Online Fact Find, Advice Templates, Compliance Tra�c Lights, Pipeline & Review Reporting)

Here to help 
you and your 
clients thrive

• Investment, education and  
funeral bonds

• Fixed interest and cash

• Property and mortgage funds

• Diversified funds

• Australian and international shares  

• Trustee and financial services

Contact us today  
T  1800 649 033    E  investments@australianunity.com.au

With a comprehensive portfolio of wealth products and services

© 2020. Products and services issued by Australian Unity Limited (ABN 23 087 648 888) and its subsidiaries. 

Wealth

As a diversified financial services 
company, we don’t just do one 
thing well…we do three.  
Life insurance, wealth
management and advice.

clearview.com.au

Working together to help our  
customers achieve financial freedom.

Campus AFA Community online! 
Find us on Facebook by searching 
‘Campus AFA Community’

Your online community for  
education resources, study tips and 
wellbeing support.Learn | Share | Support



Advice Strategy //

BY NICOLE OTT
Trilogy National Adviser Services Manager

Trilogy attracting investor 
attention

Liquid holdings in particular are proving a challenge. Although 
they are an essential part of any portfolio, cash-style 
investments are currently creating a drag on investment 
performance. With interest rates on savings and term deposits 
below 2 per cent, they are yielding little or nothing after inflation. 

However for investors that are prepared to increase their risk 
profile, they can still find cash-style investment options 
delivering returns significantly above inflation, says Henry 
Elgood, portfolio manager of Trilogy Enhanced Cash. 

This Fund is currently attracting a lot of investor attention for its 
ability to achieve a distribution rate (4.09%* as at 31 January 
2020) while remaining liquid. It charges no entry or exit fees, and 
since inception has met all redemption requests within 7 days. 

“We see the Trilogy Enhanced Cash as an alternative to your 
short-term fixed-income investments,” says Elgood. 

“This appeals particularly to people such as retirees needing to 
rely on an income but without having the capital value volatility 
that you can encounter in other asset classes.”

“Four or five years ago they may have been able to earn similar 
performance from a term deposit. But today, few if any, provide 
competitive returns. So, our particular combination of liquidity 
and yield has a good place in a well-balanced portfolio with a 
diverse mix of investments across a number of asset classes.” 

Trilogy Enhanced Cash also provides investors with portfolio 
diversity by investing a portion (approximately 30%) of its 
holdings in the Trilogy Monthly Income Trust, a pooled mortgage 
trust holding first mortgages over a wide range of Australian 
residential, commercial, retail and industrial property. 

Advisers with client’s looking to move further up the risk-return 
curve and that are prepared to accept less liquidity can invest 
directly in the Monthly Income Trust, which had a net rate of 
return of 7.02%* p.a. for January 2020. 

Wanting to learn more about Trilogy’s products? 
Get in touch with a member of the Trilogy Distribution Team, 
advisers@trilogyfunds.com.au.

In today’s environment of low interest rates, advisers need to constantly reassess the risk and 
return profiles of their client’s portfolios in the hunt for increasingly elusive yield.

*Past performance is not a reliable indicator of future performance.
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 Online health & wellbeing 
resource brought to you by 

AFA Care & Benestar 

24/7 access to 
articles, videos, podcasts,  

blogs, self-assessments on: 
Life, Money,

Relationships,
Work, Family.  

 

Find out more 
afa.asn.au/membership/afa-care-well-being



Events //

Mother and daughter

Dawn Thomas
Senior Financial Adviser 
Wealthwise Financial Planning 

2019 AFA Female Excellence 
in Advice Award Winner

“We all have a responsibility to 
close the gender inequality gap. 
This profession is my purpose, 
because I can see the work that 
needs to be done to elevate 
people to their true worth”.

WINNER

AFA
FEMALE

EXCELLENCE
IN ADVICE 2019

International Women’s Day 2020

This year’s campaign theme, #Each for 
Equal supports that an equal world is an 
enabled world. 

We can actively choose to fight 
stereotypes, fight bias, broaden 
perceptions, improve situations and 
celebrate women’s achievements. 

Collectively, each one of us can help 
create a gender equal world. 

Thank you to everyone who attended these 
events and all who supported International 
Women’s Day around the country. 

This year AFA Inspire 
committees recognised 
International Women’s Day 
through hosting events or 
supporting community events 
to celebrate women’s 
achievement, raise awareness 
against bias and take action 
for equality.

An equal 
world is an 
enabled 
world.

WA Inspire team and special guest the Hon. Donna Faragher, MLC. WA Inspire IWD Breakfast event, 12 March 2020.

QLD Inspire IWD Community Walk, 7 March 2020. QLD Inspire IWD Community Walk, 7 March 2020.
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Six productivity hacks for 
busy people

I don’t know about you, but as an adviser, business owner, 
writer, wife, mother, friend, my life is consumed with a toppling 
calendar, a seemingly growing to-do list and headspace 
spinning with issues and opportunities.

To say sane, I’ve become focused on hacks and habits for 
productivity and time management. And it seems I’m not alone. 
When I reached out to our Inspire community to uncover their 
very best tips, they offered some beauties. 

Here are the top six productivity tips that we came up with:

1. Turn off notifications / platforms that you 
don’t need
“Basically single-tasking”, says Rebecca Pritchard, Financial 
Coach, Wealth Enhancers.

That tiny little bing is a major productivity killer because it 
interrupts you. How often are you working away with focused 
attention, and ‘bing’ a new email has arrived – or someone has 
liked your Instagram post.

The very technology that should make our lives easier can get in 
our way. And yet, you can control your technology.

So, turn off all distractions: Shut down your phone – and 
importantly put it out of sight. Silence your email alerts. 
Disconnect social media. And enjoy the luxury of focused 
attention.

2. Keep a tidy environment
“A tidy space makes for a tidy mind” says Cassandra Hall, Head 
of Operations for the Hopkins Group. “The cleanliness of my 
home, my desk and my computer desktop all play roles in how 
clear my head is and how organised and productive I feel.”

Cass suggests checking out Tidying Up with Marie Kondo if you 
want to deep dive into decluttering your life.

3.  Systematise
Cara Graham, Director, TWD Advisers recommends 
systematising to provide a seamless experience for clients and 
enhance productivity. “To ensure our advisers are consistent in 
their approach, we use scripts or speaking guides for all key 
meetings.”

In addition, particularly to help meet disclosure requirements, 
Cara notes that TWD is increasingly using document templates.

Another favourite is to create email templates for your most 
common emails so that you don’t have to re-write the same 
thing multiple times and you save time.

4. Go paperless
How many advisers talk about going paperless with client 
information and correspondence but don’t ever seem to find 
time to implement a paperless system?

Robyn Faber, former adviser and risk specialist says the 
concept is so simple – we just need to commit to putting it into 
practice. “I used to have little piles of paperwork everywhere 
and kept meaning to sort a system out for it. Instead I would 
spend ages looking for the one piece of paper I need.”

A simple first step? Ditch your paper-based to-do list. Capture 
all your tasks online in your CRM system, Outlook Tasks or one 
of the many to-do list apps now available.

5. Say “no”
This is really is one of the easiest productivity hacks around. 

This is about taking control of your calendar and your 
commitments. How often do you agree to something – a 
meeting, a phone call, a speaking engagement – that is not 
moving you closer to your goals?

Is your calendar cluttered with hour-long meetings that you 
don’t really need to attend? Or perhaps could be replaced by an 
efficient 15-minute phone call?

So, the next time someone asks for your precious time, stop 
and consider whether it fits into your own priorities.

If the answer is no, then say “no”. You can try something like 
this: “Thank you for inviting me. It is very kind of you to think of 
me. Unfortunately, I already have a number of priorities that 
week which mean that I need to say no.”

6.  Ask for help
This article is a classic example. I wanted to share something 
that I felt would add value for you – and to do that most 
efficiently, I reached out to our Inspire community and asked 
for help.

If you ask most people how they’re going, what’s the answer? Nine times out of ten, it’s “busy”.

Communities of Practice //

BY KATE MCCALLUM
AFA Inspire National Chair
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Set clear goals and KPIs.
Teams need a clear purpose so 
they know what they need to 
achieve. A leader who can assist 
team members to understand 
why tasks need to be completed 
will be more effective than one 
who just describes what needs 
to be done. 

Team building isn’t just something you do 
a couple of times a year at corporate social 
events. It’s a valuable professional skill that will 
help you work well with others and achieve 
your goals in the workplace throughout the 
year. Team building skills are even more 
important for managers who have one or more 
staff directly reporting to them in a team.

Define roles & 
responsibilities
A team is only as strong 
as its individual members. 
Nobody is solely responsible 
for the achievement of team 
goals, but everyone needs to 
understand the part they play 
and how others depend on their 
performance. Having clearly 
defined roles and responsibilities 
for each team member helps 
everyone understand the sorts of 
behaviours that are required.

Establish clear 
communication
Effective communication 
channels are essential for a 
highly functional team. Apart 
from clearly articulating the 
plan, goals, objectives and the 
roles and responsibilities of 
each member and the team as a 
whole, there needs to be clear 
communication channels within 
the group, to the group and from 
the group. These need to be 
understood by everyone in the 
team so that information can be 
freely shared.

Six simple steps to 
effective team building 

Provide resources and 
support
Provide the team with the 
appropriate resources and 
support required for success. 
This isn’t just practical; it also 
fosters a sense of caring and 
respect. Some examples include 
access to specialist advice,  
clear procedures and  
help desk support. 

Encourage participation 
and collaboration
There are lots of reasons why 
participation and collaboration 
on new projects or tasks might 
not flow naturally to start with. 
You can encourage the group 
to open up and get a dialogue 
going by:
• Role modelling these

behaviours yourself
• Rewarding input by providing

positive feedback for ideas
• Holding regular

brainstorming sessions.

Reward  
positive behaviour
Discourage unhealthy 
competitive behaviour within 
the team by rewarding 
team achievements, rather 
than focusing on individual 
achievements and provide 
targeted positive feedback  
to reinforce positive  
team behaviours.

1.

4.

2.

5.

3.

6.

afa.asn.au

Source: This is an edited extract from ‘Team Building Skills’, available from AFA Care and Benestar at benestar.com

This article is an ‘AFA Quick Tip’. Read more Quick Tips in our AFA news e-newsletter or visit afa.asn.au



Communities of Practice //

BY HAYLEY KNIGHT
AFA Pulse National Chair

Taking it on the chin

“I can see you’re really trying Hayley but it’s important that you flatten your 
back” said my Trainer as she likened my attempt at planking to the shape of 
the Sydney Harbour Bridge. Her direction makes the pose harder but 
improves my technique which over time, will make it easier. I remind myself of 
this through gritted teeth.

Feedback is never easy to hear but handling it is 
probably one of the most important skills a 
Paraplanner can possess. The best Paraplanners 
I have and still do work with are pro’s at ‘taking it on 
the chin’ however, only when it is delivered in the 
right way.

A few months ago, I reviewed an SOA after an 
Adviser’s complaint. It had 214 comments in 40 
pages. The vast majority of the feedback was 
comments such as “dot point”, “I don’t like how this 
is worded”, “this is weird” etc. 

Imagine being on the receiving end of this. 
Especially after spending hours on it already. 

So, what does effective delivery of feedback look 
like?

We’ve all heard of the “feedback sandwich” – 
something good, something to improve, something 
good. It sounds a little like this “Hey Tom, I can see 
you’ve put a lot of work into this one which I 
appreciate. There’s just a few things here that need 
a little improvement but overall, I think you’ve done a 
good job”. 

This method disarms the recipient. They don’t need 
to get defensive because there’s good and bad in 
the feedback and it doesn’t come across as an 
attack. 

In addition, the actual format in which you deliver 
the feedback can be just as important. I’ve seen so 
many different methods, but the most successful 

delivery is when the Adviser talks through the 
changes with the Paraplanner in person.

If this is not possible in person, consider marking up 
the document (comments and mark up in Word) and 
using screen capture video to talk it through. This 
allows the Paraplanner to watch (and re-watch) your 
explanation in their own time.

Finally, the third key to providing feedback is coming 
from a place of empathy. This doesn’t mean being a 
push over or letting things slide, it’s about putting 
yourself in the receiver’s shoes and asking yourself 
“is my feedback clear, fair and enabling the 
Paraplanner to do their best work?”. 

If they’re new to the role, focus on the big stuff first 
because SOA’s are so subjective, there are a lot of 
nuances that even the most experienced 
Paraplanner will take time to get it right. 

My advice for the Paraplanners out there, is to try to 
learn how to take the emotion out of receiving 
feedback. I know it can be tough having every piece 
of your work critiqued but it comes part and parcel 
with the role. If you’re not understanding the 
feedback or don’t agree, have that conversation 
with the Adviser. 

Both of you are working towards a common goal of 
delivering advice successfully. Open the 
communication, set expectations and build a 
relationship through understanding. Only then will 
the handover become seamless and feedback will 
eventually become non-existent.

Connecting experience. Driving career success.

AFA Pulse is a new Community of Practice designed to connect and 
support paraplanners and help them grow at every stage of their career.
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AFA ROADSHOW 20
19 – 27 February

Supported by

united.

Thanks to all who joined us at united. AFA Roadshow in February. We’re so appreciative of 
your overwhelmingly positive feedback. A special thanks to our roadshow partner 
Challenger.

We also thank our wonderful roadshow presenters:

Andrew Lowe
Head of Technical 
Services, Challenger 

Simone Du Chesne
2019 AFA Adviser 
of the Year 

Chris Carlin
2019 AFA Rising Star 
of the Year 

Olivia Sarah-Le 
Lacheur
AFA Foundation 
National Chair 

Philip Kewin
AFA Chief Executive 
Officer

Phil Anderson
AFA GM Policy & 
Professionalism 

Roadshow team, AFA united. Roadshow

Simone Du Chesne, 2019 AFA Adviser of the Year

Phil Anderson, AFA GM Policy 
& Professionalism, Melbourne Melbourne Roadshow

“Excellent. Down to earth, 
funny, intelligent, humble, 
caring, willing to change. 

A great role model!”
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Chris Carlin, 2019 AFA Rising Star of the Year

Brisbane Roadshow

Perth RoadshowRoadshow Partner Challenger's Andrew Lowe

“Thank you for making people 
feel uncomfortable! Mental 

health affects everyone, either 
directly or indirectly, and 

speaking about it on when you 
have a platform helps in slowly 
peeling away the taboo within 
society. Sharing your story is 
brave and many people will 

benefit from hearing it”

“Always engaging and 
knowledgeable. Worth 
revising as each year 

brings new changes to 
the retirement market.”

Zurich & OnePath, Adelaide

BT, Adelaide MLC, Adelaide TAL, AdelaideChallenger, Adelaide

MetLife, Adelaide

“All sessions were 
relevant and well 

presented. A good 
balance of peer, 

industry / association 
and technical.”
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AFA ROADSHOW 20
19 – 27 February

Supported by

united.

“It was interesting to note how 
much the AFA are doing for 

the financial planning industry 
in regards to contesting the 

FASEA Standards and events 
to promote awareness of the 
changes and the support for 

planners”

“Great sessions. 
Good to get a 

strong update on 
the work that 

AFA have been 
doing behind the 

scenes”

AIA, Sydney RoadshowAMP, Sydney RoadshowCenturia, Sydney Roadshow

Phil Kewin, AFA CEO, Sydney Roadshow

AFA stand, Sydney Roadshow

Canberra Roadshow Hobart Roadshow

Sunsuper's donuts, Sydney Roadshow A united approach
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Is your marketing helping in 
a time of crisis?

The media is in a frenzy at the moment. You and your clients are feeling a range of emotions. 
We are witnessing great moments from selflessness and empowerment to the absolute 
ridiculous and shame on how humans can behave.

The challenge in these moments is, do you turn away from the 
white noise and put your head in the sand and do nothing OR 
do you lead from the back seat and adapt to the situation? 
As financial advisers, there are many of you fielding calls from 
clients and you probably have been for some time. 
Environmental impact has a massive influence on your clients 
and how they feel, from droughts, bushfires and floods to 
property slump and stock market rollercoasters and now a 
pandemic. Your clients are experiencing the buffeting of a world 
that is more than just a little crazy.

To some degree it should be business as usual for you and your 
client; let’s face it, you’re their calming voice of reason. It is 
important at these times that your marketing reflects the 
situation your clients find themselves in. Your marketing strategy 
should be taking into account how your clients and potential 
clients are being impacted.

Marketing is about communication and providing an experience 
to allow your audience to engage and connect with you. This 
applies for a traditional marketing approach and if you have 
invested in a digital strategy. So what should you be doing with 
your marketing?

Key steps you should be investing in right now:

1. Who you are talking to. Financial advisers often use a 
broadcast approach in their digital marketing to speak to the 
masses. Remember, when you broadcast you aren’t always 
speaking with the people who you actually do business with. 
Be targeted in your approach and speak with the people that 
are part of your community.

2. Apply active listening and be engaging. Whether it is 
through your social media activity, via email or over the 
phone, listen to the pain points of the people you are 
engaging. These are indicators for what your content should 
be addressing.

3. Content is still king! Don’t sensationalise but inform and 
educate. You are part of your client’s circle of trust. Be the 
calm voice that they may not be hearing from anywhere else.

4. Curate content. Don't have time to whip together an article 
or video? Share content that is from a valued and trusted 
source and add your commentary to it.

5. Pictures. Images tell a story and we use them as a key 
element in all forms of marketing. The key to this is to use 
the power of your images to set the tone for the message 
you want to convey.

6. Email. Get your message across in more than one way. 
Email allows you to provide a personal message and get to 
the heart of things. 

7. Don’t be generic. People like to receive communications 
that address them and their situation. It elevates you and 
your client and provides a sense of intimacy.

8. Know the role you play. When it comes to predications, 
just don’t! You are not a medical or environmental expert so 
whilst it is important to be a conduit for information; in this 
you are not the expert on what’s next. 

9. Be honest, be transparent and be consistent. If you 
don’t know something that’s okay. Your clients will respect 
you more if you communicate it. Communicate often!

10. Action. If you are taking action on behalf of your client, use 
the above steps to take them through what that action looks 
like. When you set out your intentions, your clients know 
what to expect. Use your communication channels to keep 
them informed.

No one can predict the future but we can prepare for it.

Have a plan not only for your financial advice but for your 
marketing. Invest the time to prepare a communication strategy 
that allows you to move swiftly when dealing with a crisis. Make 
sure you are aware of the technology you have at your fingertips 
that can help get your message out and make changes quickly. 
Finally, be prepared to think outside the box if you need to. It is in 
times of crisis that we must innovate in the way we communicate.

Stay well and keep calm.

Community & Marketplace //

BY JENNY PEARSE
Managing Director, Jenesis 
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Member Services //

BY AFA CARE PARTNER BENESTAR

There are specific challenges that comes with working from home. Ferry Lee, one of Benestar’s 
onsite clinicians and with a background of working with athletes, encourages us to be prepared, 
proactive and solution-focused!

Working from home is not an everyday activity for most people. Besides the usual Working From Home checklists that we should be 
adhering to, there are some essential things to consider: 

Keeping fit whilst 
working from home

Be kind to your body.

It will notice the difference. Unless your home office is an 
exact replica of your office work station, your body will 
experience a new seating position that it is not used to. We 
spend a lot of time at our work desks. When you begin 
working from home long-term at a new desk and set-up, 
your body will notice the difference. Even little things, like 
reaching for a phone or mug at your new desk, may trigger 
some discomfort at first.

Follow a regular schedule and 
maintain the same routines each 
workday.

Wake up at a regular time, attend to your hygiene routine as 
you usually would if you were preparing to go into the office.

Plan regular breaks away from the 
home office desk.

Work at your usual pace. It’s easy to fall into the trap of 
doing too little (because you think you have the time later) or 
too much (because the work is right in front of you). Writing 
down your schedule or using Outlook Calendar for tasks is 
an excellent way to organise yourself and to keep yourself 
accountable.

Dress for success.

Some people may find it useful wearing their “work clothes” 
to get into “work mode”. But you could also try something a 
bit different and change into so-called activewear, which is 
generally more comfortable and may even encourage you to 
be physically active around the house. If you wear your 
training shoes, you may also be encouraged to go for a 
brisk walk around the neighbourhood at lunchtime! Only you 
can make the right decision about what to wear at home, by 
asking yourself “Which clothes will allow me to be 
productive throughout the day?” You do you.

Be mindful of how your body feels.

Set reminders to check on your posture and how the body 
is feeling throughout the day, paying particular attention to 
back, neck and wrist aches. If available, use technology like 
your apps on your Apple Watch or phone to set yourself 
regular reminders. In my home, I’ve also enlisted Google 
Home to set an hourly alarm to remind me that I need to get 
up and move my body. If something doesn’t feel right, be a 
detective… look around, and try to make the appropriate 
changes to your home environment.

Set yourself up for success.

Follow the advice of your organisation’s Working From 
Home guidelines. They have done the research for you. Be 
creative in setting up your home office to make things 
ergonomically sound, e.g. identify where in your home you 
are the most likely to be undisturbed, use boxes to safely 
prop up monitors to sit at a comfortable height, and 
organise good lighting. Identify the most comfortable chair 
you have, and consider purchasing a second-hand 
ergonomic office chair, which is height-adjustable and 
provides lumbar support.
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About the author
Ferry Lee is one of Benestar’s onsite clinicians and works with a wide range of customers and work environments 

throughout the week. He has previously worked as a sport psychologist, where he supported national sporting 
organisations and Olympic athletes to look after themselves psychologically.

Calorie counting.

If you’re anything like me, working from home provides an 
all too tempting and convenient close proximity to the 
kitchen cupboards and fridge. Be mindful that you may not 
be as physically active as you would be when commuting 
back and forth to the office. With the current corona 
outbreak, gyms have also been instructed to close, so your 
physical activity may be limited over the coming weeks and 
months. A simple way to monitor food intake is by using a 
fitness and calorie app such us the MyFitnessPal app. From 
personal experience, I was able to manage my kJ intake 
over the last 12 months and to lose approximately 20kg. 
These apps allow you to scan barcodes of your favourite 
foods, and has a catalogue of food items and meals we eat 
regularly. Before making any drastic changes to food intake; 
please consult a trained professional.

Regular physical activity.

This does not mean you need to work up a sweat! Many 
activities can be done indoors. When getting up from your 
seat, plan activities that get the body moving. Stretching is a 
great way to relieve tension in the muscles. It’s also 
essential to get the joints moving, and there are some great 
online resources available. Again, set up your workout 
space and if you are unfamiliar with an activity, take it slowly 
and build yourself up.

Another suggestion for those who have a streaming device 
such as Apple TV or Google Chrome (or even a smart-
phone) is to search for low-impact workouts on YouTube 
and the like, and to stream content directly to your TV. Why 
not schedule a 20-minute exercise over your lunchtime? 
There are also some great yoga channels to get the body 
moving.

Social distancing can still be social.

The government has rightly called for social distancing to be 
practised by all, but of course what we are really talking 
about is physically distancing ourselves. During these times 
of uncertainty, maintaining our social connections are 
necessary and vital. We all need social and emotional 
closeness, so please make sure that you schedule in time to 
check in with family, friends, and colleagues. You can do 
this in many different means, for example, placing a video 
call, chat, WhatsApp, text messaging, or even giving them a 
call. Finally, be proactive and solution-focused. 

If something doesn’t feel “right”, take the time to step away 
and reassess.

Connect with colleagues who can offer their perspective 
and use advice that suits your situation.

There are no right or wrong suggestions, just ideas that 
could lead to the best solution for you.

If you are unfamiliar with how to exercise at home or would 
like further nutritional information, please seek the advice of 
trained professionals.
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Update your adviser profile, 
build your brand and connect 

with new clients

yourbestinterests.com.au 

Your Best Interests (YBI) is designed for consumers to 
access easy to understand information about financial 
advice and locate a suitable financial adviser in their area. 
Advisers profiled on YBI are exclusively AFA  
member advisers. 

Updating your adviser profile is easy: 
• Visit afa.asn.au
• Log into your membership portal
• Update your adviser profile

Need assistance? 
Please get in touch at info@afa.asn.au

Mia Taylor, Personal Financial Adviser at Evalesco Financial Services.
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Our Vision: we empower 
financial advice professionals 
to transform the lives of 
Australians through quality 
financial advice.
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Supporting Charity Partners
since 2007, with over

$2 million
Thank you to our AFA family, the AFA Foundation Committee and all who have 

supported our fundraising efforts. Together, we make a meaningful difference to 
people in need. We look forward to your ongoing support. 

For more information about AFA Foundation and the charities we support 
please visit afa.asn.au/about-us/afa-foundation.

Longstanding charity partners


