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THANK YOU TO OUR EDUCATION PARTNERS
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AGENDA

UNAUDITED FY25 RESULTS

OPERATIONAL HIGHLIGHTS

CYBER SECURITY

SHIELD AND FIRST GUARDIAN

2026 ANNUAL CONFERENCE



$326m
Gross revenue

$38m
+13% 
on FY24

SNAPSHOT OF UNAUDITED FY25 RESULTS

$7.3m
Profit before tax

$1.7m
+30%
on FY24

$40.9m
Net revenue

$4.8m
+13% 
on FY24

$10.6m
EBITDA 
(normalised)

$1.5m
+16%
on FY24



~$29m

INDICATIVE REVENUE CONTRIBUTION

Licensee 
Services1

1. Includes licensed and self licensed

~$8.5m

Salaried 
Advice

~$1.0m

Investments
 & Platform

~$1.7

Lending

~$1.0

Tech /
Enzumo



RANK
LICENSEE 
GROUP1

NUMBER 
OF ARS2 APPOINTMENTS RESIGNATIONS

NET
CHANGE

1 Insignia 1098 117 201 -84

2 583 58 147 -89

3 Count 573 68 46 22

4 Lifespan 503 54 79 -25

5 Capstone 471 53 68 -15

6 Fortnum 313 42 59 -17

7 284 40 30 10

8 225 22 37 -15

9 226 2 78 -76

10 162 18 47 -29

1. Licensee Group includes AFSL’s that are ’dealer groups’ but excludes licensee types that are not active participants in the licensee services market e.g. advisers within stock broking businesses and superannuation funds
2. Authorised Representatives
Source: Wealthdata analysis of ASIC Register Note appointments and resignations of ARs of entities purchased by the Licensee Group during the period are included in the statistics

CHANGES IN ADVISER NUMBERS BY LICENSEE 1/7/2024 TO 30/06/2025
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• Centrepoint recorded the highest organic 
net growth in the market in FY25 YTD

• Only 3 of the 16 AFSL groups with more 
than 100 ARs experienced net growth in 
FY25

• Appointments and resignations include 
SAR turnover and PY appointments

• M&A continues to drive higher rates of 
adviser attrition

• Advisers exiting larger groups are 
continuing to favour small over large 
AFSL's

CENTREPOINT CONTINUES TO GROW TAKE MARKET SHARE
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IT’S BEEN ANOTHER BUSY AND PRODUCTIVE YEAR!

*FY24/25 Service Metrics
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NPS REMAINS STRONG

The overall group NPS, including self-licenced results, stands at +44 which remains strong down 
slightly on +47 in prior survey

=

Licensee Services 
(all advisers) Licenced Advisers

+

Self-Licenced Advisers

10

+ 44

10
+ 47

10
+ 31
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AFR Jul 24, 2025

IFA July 04, 2025

ABC July 4, 2025
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• Over $1 billion in combined exposure across Shield and First Guardian, 
with 11,800+ clients affected.

• ASIC has frozen assets of key directors and banned associated licensees.
• Interprac and Sequoia face reputational and compliance risks due to their 

authorisation of Venture Egg.
• Macquarie Investment Management Limited and Equity Trustees 

Superannuation Limited acted as trustees for superannuation platforms through 
which thousands of investors accessed the Shield Master Fund and First 
Guardian Master Fund

• SQM Research assigned both the Shield Master Fund and First Guardian 
Master Fund a 3.75-star rating, which typically signals moderate potential to 
outperform 

SHIELD AND FIRST GUARDIAN IMPLICATIONS
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• Research Ratings Required: Funds must hold a “Recommended” or “Highly Recommended” 
rating from Lonsec or Morningstar (e.g. Medalist or 4+ stars) to be considered for APL inclusion

• Exclusion of Low-Rated Funds: Funds with only investment-grade ratings (e.g. 3 stars from 
SQM) are generally excluded unless part of a diversified SMAs or with strict exposure limits

• Governance Oversight: The Research Investment Committee (RIC) oversees APL strategy 
and composition, supported by the Research Team and external asset consultants

• Quarterly Reviews: APL is reviewed quarterly with input from research houses and fund 
managers to ensure alignment with market conditions and compliance standards

• Adviser Responsibility: Inclusion on the APL does not guarantee suitability—advisers must 
ensure recommendations meet client needs and comply with best interest obligations

NEITHER SHIELD OR FIRST GUARDIAN WERE ON OUR APL 



ASIC SUES FORTNUM PRIVATE WEALTH FOR ALLEGEDLY FAILING TO 
ADEQUATELY MANAGE CYBERSECURITY RISKS

ASIC alleges Fortnum did not:
1. require that its ARs undertake a prescribed minimum amount of cybersecurity education / 

training,
2. adequately supervise or monitor the cybersecurity risk management framework of its ARs,
3. have any employees with specialised expertise in cybersecurity (Human Resources) or engage 

a consultant with appropriate expertise to assist with the development of its cybersecurity 
policy,

4. have a risk management system which addressed cybersecurity or policies, frameworks, 
systems or controls which enabled the identification and evaluation of cybersecurity risks 
across its ARs.

Learnings
• Managing Cybersecurity risk is mandatory and a requirement like any other regulatory requirement
• Self assessment/ attestation isn’t sufficient
• Licensee must follow up on implementation
• External benchmarking of mandatory requirements
• Practices own IT providers must have appropriate expertise and experience



CYBERSECURITY RESPONSIBILITIES AND PRACTICES

Centrepoint Adviser Requirements:
- Minimum training requirements for staff and advisers.
- Mandated minimum cyber requirements for Aligned Advisers.
- External cyber review every 2 years via Aphore (formerly Security in Depth).
- Ensures adherence to minimum cybersecurity standards.

Internal and External Cybersecurity Measures:
- Internal staff with cybersecurity expertise.
- External testing on systems.
- Progressing towards ISO27001 accreditation for Information Systems.

Risk Management Integration:
- Cybersecurity embedded in Risk Management Framework.
- Recognised as one of the top-rated risks.



2026 Annual Conference
Christchurch, New Zealand
16 – 20 March 2026

Conference fee:
Early Bird Conference Fee Delegate: $1,900*
Standard Conference Fee Delegate: $2,300
Partner Attending Social Events: $1,250

Your choice of accommodation:
Crowne Plaza $300 p/n, Novotel  $365 p/n, 
ibis $320 p/n or arrange your own stay. 

Accommodation costs are separate from the conference fee e.g. Standard 
Conference Fee Delegate $2,300 + Crowne Plaza accommodation (16–20 
March) $1,200 = $3,500 total conference package pricing.

* Early Bird registration closes on 22 August 2025.



QUESTIONS



OLD DOGS – NEW TRICKS
THE ROLE OF LONGEVITY PRODUCTS IN RETIREMENT 
INCOME PLANNING
Mel Bendeich & Peter Kelly
August 2025



DISCLAIMER

The content of this presentation is for adviser use 
only and is not for public distribution. 

Whilst all care is taken in the preparation of this 
presentation, Centrepoint Alliance Limited, its group 
of companies and employees (together, Centrepoint) 
do not give any guarantees, undertakings or 
warranties concerning the accuracy or completeness 
of the information provided. 
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The information contained in this presentation 
should not be relied upon as a substitute for 
independent expert advice and you are advised to 
consider obtaining independent expert advice if the 
information is of sufficient importance to you.

Centrepoint accepts no liability of any kind to any 
person who relies on the information contained in 
the presentation.
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1. Background and context

2. Professional obligations

3. The mechanics

4. Next steps

AGENDA



LEARNING OUTCOMES

Understand current  
demographic trends

Be able to identify 
opportunities for 
applying these products 
to specific client 
situations

Appreciate the tax 
and social security 
benefits arising from 
longevity products

By participating in this session, you will:

20



BACKGROUND & 
CONTEXT
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KEY TRENDS

Australian’s life 
expectancies is 
amongst the 
highest in the world
Source: AIHW, Australia’s Health 2024

Life expectancy at 67
Male = 18.66
Female = 21.15
Source: 2020-22 Australian Life Tables

For a 67-year-old couple, one is expected to still be alive in 27 years (i.e. age 94)
Source: Challenger Retirement Income Calculator – July 2025

In 2022, 130,000 
Australians retired.
Ave. age
Male = 66.9
Female = 63.2
Source: ABS, 2022-23

Projected increase in 
number of retirees 23% 
of population by 2066
Source: AIHW, July 2024
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HOW MUCH IS ENOUGH?
Current data (March quarter 2025)*

One size doesn’t fit all:

• Each client will have essential and discretionary income needs
• Capital needs:

- Asset replacement
- Holidays, travel
- Aged care needs
- Legacy

Comfortable Modest Modest – renter Age pension
Single $52,383 $33,386 $46,663 $29,874
Couple $73,875 $48,184 $65,259 $45,037

Need for retirement income & 
capital fact find?

* ASFA Retirement Standards and Centrelink
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REGULATORY IMPETUS – RETIREMENT INCOME COVENANT 

Develop & publish 
member-centric 

retirement income 
strategy

Strategy to evolve 
over time

Must consider:
Maximising retirement 

income
Managing risk

Access to funds

The Covenant is the start – not the finish. 
Expect further enhancements through Government sponsored initiatives 

An ABP is no longer necessarily the “gold standard” when it comes to retirement income
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PROFESSIONAL OBLIGATIONS 

Client-centric advice
‒ Objectives 
‒ Financial situation
‒ Needs 

When a client expresses concerns about investment return volatility, a desire for 
regular and predicable income, making their money last their lifetime, and/or 

maximising age pension, a conversation about the place for longevity products 
becomes essential. 

Safe harbour provisions
‒ Identify client circumstances 
‒ Identify objectives, needs, priorities, 

preferences and concerns
‒ Assess and evaluate products to 

meet needs and objectives 

Code of Ethics
‒ Best interest of each client 
‒ Appropriate to client’s individual 

circumstances
‒ Actively consider client’s broader, 

long-term interest  



LIFETIME INCOME 
STREAMS
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YOUR THOUGHTS

Do you currently recommend longevity 
products to clients on a regular basis?
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YOUR THOUGHTS

Do you see a place for 
longevity products for clients?
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YOUR THOUGHTS

What are the barriers to entry?
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LIFETIME ANNUITIES – OLD AND NEW 

Security of 
income for life 

to counter 
longevity risk

Defer income 
to enhance 

future 
payments

Income fixed,  
linked to CPI 

or market, 
more up-front

Favourable 
tax and 

Centrelink 
assessment

Death 
benefits and 

access to 
capital

Old-style lifetime annuity

• Rigid design and lack of 
flexibility/access to capital

• Income quoted at inception

• Limited options

• Favourable tax and Centrelink 
treatment for some

• Lost popularity with the advent 
of account-based income 
streams and low interest rate 
environment 
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THE MECHANICS – TAXATION 

Superannuation money:

Superannuation Age Tax treatment

Income stream

Under 60 Income attributed to taxable component taxed at 
MTR
15% tax offset available if a disability income 
stream

From 60 Tax-free 

Lump sum Under/from 60 Taxed as a superannuation lump sum payment

Death benefit Under/over 60 Taxed as a superannuation death benefit 
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THE MECHANICS – TAXATION

Non-superannuation money:

Superannuation Tax treatment

Income stream Assessable income less deductible* amount, taxed at 
MTR

Lump sum Includes a return of capital and income – income 
component is assessable incomeDeath benefit

* DA = Purchase price of the annuity − Residual capital value
    Term of annuity or life expectancy factor**.

** Longest life expectancy factor where reversionary annuity

Example: Lifetime annuity 

Purchase price $200,000
Income payment: $9,500 indexed to CPI
LE: 22.90 (65 y.o. female)
DA = ($200,000 - $0) ÷ 22.90 = $8,734
Taxable income = $9,500 - $8,734 = $766 
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CASE STUDY – TAX ON LUMP SUM WITHDRAWAL OR DEATH BENEFIT

Tax payable on death benefit

Deductible amount already paid = $13,383 x 7 = $93,681
Capital component of death benefit = $250,000 - $93,681 = $156,319
Income component (taxable to beneficiary or estate) = $93,681.

• Rory (67) purchased a non-super lifetime annuity for $250,000

• The annuity pays $17,600 pa

• The deductible amount is $13,383 (l/e 18.68 years)

• Rory dies after 7 years, and the annuity provider pays death 
benefit of $250,000 to his beneficiary. 
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THE MECHANICS – TRANSFER BALANCE CAP 

Only applicable to lifetime income streams purchased with superannuation money.

Included as 
retirement phase 

pension – 
reportable against 

TBA

Deferred income 
streams reported 

on commencement 
of product, or when 

meeting CoR, 
depending on 

product

Not treated as a 
“capped defined 
benefit” income 

stream 

“special value” 
doesn’t apply
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THE MECHANICS – SOCIAL SECURITY 

Superannuation income streams purchased after 1 July 2019:

Assets test Income test

Before CoR met:
Exempt asset

60% of gross income payments assessed 
as income

No income assessed during deferral period

Then:

60% of purchase amount until age 85 (or 
min 5 years) and 30% thereafter

Asset value may be higher if capital access 
schedule not adhered to 
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THE MECHANICS – SOCIAL SECURITY 

Non-superannuation income streams purchased after 1 July 2019:

Assets test Income test

Under pension age in deferral period:

100% of purchase amount Deemed (treated as financial investment)

From commencement of payments (if 
under pension age) or pension age:

60% of purchase amount until age 85 (or 
min 5 years) and 30% thereafter

Asset value may be higher if capital access 
schedule not adhered to 

60% of gross income payments assessed 
as income

No income assessed during deferral period
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CAPITAL ACCESS SCHEDULE

Where income streams allow access to capital that 
exceeds the Capital Access Schedule, the assets 
test value is the higher of:

• 60%, reducing to 30% of the purchase price, or
• The highest surrender value, or
• The highest death benefit 

If increasing Centrelink entitlements is a 
primary goal, ensure the income stream 
adheres to the Capital Access Schedule
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EXAMPLES 

• Matt is 67 and retired.

• He invests $200,000 of his super into a 
lifetime income stream.

• Income is linked to market movements 
with the first year paying $8,000

• The income stream complies with the 
Capital Access Schedule

Asset Test

• $120,000 until 
age 85

• $60,000 
thereafter

Income Test

• $4,800 in first 
year

• 60% of income 
paid thereafter

• Jillian is 66 and still working.

• She invests $150,000 of her super into a 
lifetime income stream.

• Income payments will be deferred until 
she retires at age 70

• The income stream complies with the 
Capital Access Schedule

Asset Test

• $90,000 until 
age 85 

• $45,000 
thereafter

Income Test

• $0 until age 70  

• 60% of income 
paid thereafter



CLOSING THOUGHTS
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NEXT STEPS – WHAT DO YOU NEED FROM US?

1. Additional generic technical training

2. Product specific training

3. Calculators and resources
‒ Fact find questions
‒ Scripted client PPT presentation
‒ Client facing material
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1. Longevity risk is increasing

2. Lifetime income streams offer stability

3. Regulatory support is growing

4. Barriers to adoption remain

5. Advisers play a crucial role

6. Opportunities for innovation and 
education

CONCLUSION
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IF IN DOUBT – BARK OUT

technical@cpal.com.au Mel – 02 8987 3068
Peter – 07 5668 1100
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August 2025

Market Update
Omens or 
Opportunities?
Presented by Angus Sippe, CFA
Chief Investment Officer, Human Financial
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This presentation has been prepared for financial adviser use only and is not intended for retail investors. 

This presentation has been prepared by Human Financial Management Limited (ABN 99 067 544 549, AFSL 227677) (HFML) 
without taking account of any individual’s objectives, financial situation or needs. Investors should consider the appropriateness of 
this information for their circumstances, read the product disclosure statement (PDS) available at 
humanfinancial.com.au/documents, and obtain advice from a licensed financial adviser before making a financial decision.

The target market for each product is described in the relevant target market determination (TMD) available at 
humanfinancial.com.au/documents.

Past performance is not a reliable indicator of future performance.

HFML believes that the information in this presentation and the sources on which it is based (which may be obtained from third 
parties) are correct as at the date of publication. This information may change from time to time. While every care has been taken 
in the preparation of this presentation, HFML does not guarantee its accuracy. 

https://humanfinancial.com.au/documents
https://humanfinancial.com.au/documents
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Heat, Hype & Headwinds: 
Inside Trump’s Economic Plan

Today’s topics

OutlookGeopolitics

• Global economy has been resilient

• Unemployment rising

• Loan delinquency warnings

• Asset prices too optimistic?

• Usually short lived

• Often seen as domestic only

• Elevated contagion risks

• US involved….

• The current US situation

• Trump’s changes

• Limitations
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Trump’s plan
(as best we can guess…)
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𝑮𝑮𝑮𝑮𝑮𝑮 = 𝑪𝑪𝑪𝑪𝑪𝑪𝑪𝑪𝑪𝑪𝑪𝑪𝑪𝑪𝑪𝑪𝑪𝑪𝑪𝑪𝑪𝑪 + 𝑰𝑰𝑰𝑰𝑰𝑰𝑰𝑰𝑰𝑰𝑰𝑰𝑰𝑰𝑰𝑰𝑰𝑰𝑰𝑰 + 𝑮𝑮𝑮𝑮𝑮𝑮𝑮𝑮.𝑺𝑺𝑺𝑺𝑺𝑺𝑺𝑺𝑺𝑺𝑺𝑺𝑺𝑺𝑺𝑺 + (𝒏𝒏𝒏𝒏𝒏𝒏 𝒆𝒆𝒆𝒆𝒆𝒆𝒆𝒆𝒆𝒆𝒆𝒆𝒆𝒆)

How to make the economy great again
TRUMP’s PLAN

Run the economy 
‘HOT’

Government 
spending

TaxationConsumption/ 
Investment

GDP Growth

TOOLSGOALS
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Rotating and shrinking the government cashflows
TRUMP’s PLAN

Source: US Monthly Treasury Statement – June 2025

Increase 
tariffs

Decrease 
taxes

Increasing problem

Solutions are:

- DOGE

OR

- Ignore and lower 
interest rates

Internal Revenue Service

External Revenue Service
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The US effectively has an enormous interest only mortgage…
TRUMP’s PLAN
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The Big Beautiful Bill will increase spending meaningfully
TRUMP’s PLAN
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Meanwhile, DOGE cuts have disappointed 
TRUMP’s PLAN
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US default risk already pricing in further credit issues/downgrades
TRUMP’s PLAN
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Latest

Higher yield isn’t  
problem here

With >$35 trillion in outstanding 
debt, higher yields are a 
problem here

US was here at 
beginning of the 
year

Source: Human Financial, Bloomberg
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Q1: The current US outlook is ok?
QUIZ

Source: https://www.sca.isr.umich.edu/

CONSUMER SENTIMENT EXPECTED CHANGE IN PRICES DURING THE NEXT YEAR

https://www.sca.isr.umich.edu/
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Q1: The current US outlook is not ok 
QUIZ

Source: https://www.sca.isr.umich.edu/

CONSUMER SENTIMENT EXPECTED CHANGE IN PRICES DURING THE NEXT YEARCONSUMER SENTIMENTEXPECTED CHANGE IN PRICES DURING THE NEXT YEAR

https://www.sca.isr.umich.edu/
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Market shocks driven by geopolitics tend to be short lived
GEOPOLITICS
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Initially domestic stock returns are weaker, especially in EM
GEOPOLITICS
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Contagion risk can be large for trading partners in hot wars 
GEOPOLITICS
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Investors saw Iranian bombing as merely a commodity supply issue
GEOPOLITICS



59

Energy equities also benefited from higher oil prices
GEOPOLITICS
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US equities tend to shrug off geopolitics unless the US is involved
GEOPOLITICS
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Q2: Equity market A vs Equity market B: Omen or Opportunity?
QUIZ
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Outlook

Growing, but slowing
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Markets are signaling the shift

If you’re looking to markets for clarity, you might be a tad 
disappointed. But if you’re looking for signals, they’re 
everywhere. Treasury yields rose even as equity markets 
wobbled. The U.S. dollar, typically a safe haven, has 
weakened at moments when it used to rally. That tells us 
something deeper is going on — investors aren’t just pricing 
near-term risks; they’re reevaluating the credibility of long-
held certainties.
Jane Fraser, Chief Executive Officer, Citi – May 2025

When the music stops, in terms of liquidity, things will be 
complicated. But as long as the music is playing, you’ve got 
to get up and dance. We’re still dancing. 
Charles O. Prince III, Chief Executive Officer, Citi – July 2007
(Mr Prince resigned in November 2007 leaving his bank with total losses worth 
up to $17.5bn to write off )

OUTLOOK

Source: 
https://www.citigroup.com/global/news/perspective/2025/signals-through-the-noise-jane-fraser
https://www.theguardian.com/commentisfree/2007/nov/06/comment.business

https://www.citigroup.com/global/news/perspective/2025/signals-through-the-noise-jane-fraser
https://www.citigroup.com/global/news/perspective/2025/signals-through-the-noise-jane-fraser
https://www.citigroup.com/global/news/perspective/2025/signals-through-the-noise-jane-fraser
https://www.citigroup.com/global/news/perspective/2025/signals-through-the-noise-jane-fraser
https://www.citigroup.com/global/news/perspective/2025/signals-through-the-noise-jane-fraser
https://www.citigroup.com/global/news/perspective/2025/signals-through-the-noise-jane-fraser
https://www.citigroup.com/global/news/perspective/2025/signals-through-the-noise-jane-fraser
https://www.citigroup.com/global/news/perspective/2025/signals-through-the-noise-jane-fraser
https://www.citigroup.com/global/news/perspective/2025/signals-through-the-noise-jane-fraser
https://www.citigroup.com/global/news/perspective/2025/signals-through-the-noise-jane-fraser
https://www.citigroup.com/global/news/perspective/2025/signals-through-the-noise-jane-fraser
https://www.theguardian.com/commentisfree/2007/nov/06/comment.business


64

GDP Forecasts Are Surging — But Can You Trust the Signal?
OUTLOOK
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Cracks Appearing in the US Labour Market
OUTLOOK
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US college graduate unemployment continues to increase
OUTLOOK
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Big US companies have shrunk their workforce over last decade
OUTLOOK
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US housing sector also showing continued weakness
OUTLOOK
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US loan delinquencies are elevated and rising
OUTLOOK
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Built Up, Then Let Down: Inventory Spikes Precede GDP Weakness
US OUTLOOK
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Do elevated prices, tariffs and geopolitical risks = +9% earnings?
OUTLOOK
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Earnings expectations 
jump with tariffs???
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Three-quarters of US businesses are passing through tariffs
OUTLOOK
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US consumers hit with tariff costs last month
OUTLOOK

Fastest monthly pace 
since the peak of 
pandemic-driven 
inflation in 2022
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Earnings expectations 
jump with tariffs???
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Australian jobs market might not be as healthly as headlines suggest
AUS. OUTLOOK
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RBA policy loosening in future?
AUS. OUTLOOK
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Q3: Bank A vs Bank B: Omen or Opportunity?
QUIZ
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US politicians are selling stocks, heavily
OUTLOOK
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Q4: Who is this legendary investor?
QUIZ
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Sports teams
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Owning a sports team might not be as lucrative as it seems
LAKERS
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Existing 
platforms

Planned

Our comms

Want to learn more?

Monthly 
webinar

Register via Zoom

Monthly 
commentary

Available on our website

Market Brief 
videos

Social media (LinkedIn + 
more soon)

Performance & 
more

Available on our 
website



MORNING TEA 
BREAK (30 MINS)



INSURANCE – WE’VE GOT YOU COVERED

August 2025



DISCLAIMER
This information has been prepared by Centrepoint Alliance Limited. 
This information is based on our understanding of current regulatory requirements and laws as at the 
presentation date. It is not intended to be a comprehensive statement and should not be relied on as such. 
You should form your own opinion and take your own legal, taxation and financial advice on the application of 
the information to your business if applicable. 
Whilst all care has been taken in the preparation of this document (using sources believed to be reliable and 
accurate), to the maximum extent permitted by law, no person including Centrepoint Alliance Limited or any 
member of the Centrepoint Alliance Group of companies accepts responsibility for any loss suffered by any 
person arising from reliance on this information. 
This presentation cannot be used or copied in whole or part without our express written consent. 
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• History Lesson

• Breach and Complaint Stats

• Case Studies

• Key Takeouts

AGENDA



HISTORY LESSON
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What was associated with poor advice:

• A failure to consider the client’s personal circumstances and needs

• Evidence of unnecessary or excessive switching

• Claims denied where previously they were covered

• Inappropriate scaling of advice and lack of strategic insurance advice

• Weak rationales for product replacement advice

• Failure to consider the relationship between life insurance and superannuation

REVIEW OF RETAIL LIFE INSURANCE (REP 413) - 2014
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• 2018 the LIF reforms introduced standardised commission rates across the industry and enhanced 
claw back provisions

• 2020 ASIC commenced a review into whether the reforms were effective
• 521 files from 2017 (pre LIF reforms) and 522 files from 2021 (post LIF reforms) was conducted

Compliance – Quality of Advice Review – April 2021
‒ Compliance with Best Interest duty improved from 37% to 58%
‒ Advice files where potential significant concern evident – down from 12% to 7%
‒ Advice files with indicators of churn reduced between 2017 and 2021.

While the data shows that the quality of advice has improved between 2017 and 2021, it is difficult to 
conclude that the improvement was because of the LIF reforms.

ASIC LIFE INSURANCE REFORM (LIF) REVIEWS



BREACH AND 
COMPLAINTS 
STATISTICS



BREACHES
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• 24% of breaches include insurance
• 13% of breaches related to insurance only 

advice

Insurance
13%

Superannuation; 
Insurance

10%

SMSF; 
Insurance 

1%

Investments
7%

Margin Lending
1%

Ongoing Advice
17%

Other
5%

SMSF
9%

Superannuation
34%

Credit
3%



INSURANCE REPORTABLE 
SITUATIONS

92

• Failure to identify assets/liabilities or income and 
expenses 

• Failure to investigate the existing superannuation 
fund to determine if insurance is held or to identify 
the fund balance to evidence affordability

• Failure to complete a product replacement table 
on one or more products

• Failure to cancel policies upon replacement
• Completion of full roll over where the advice was 

for a partial roll over
• Providing quotes prior to SoA
• Recommendations to reduce or increase benefit 

amounts without an SoA or RoA
• Conduct related breaches relate to backdating 

SoAs or having blank signed documents on file

BID - Failure to 
identify information 

/affordability
32%

BID - Product 
replacement

10%

Conduct
10%

Implementation 
errors
13%

SoA - Failure to 
provide/produce

35%



CASE STUDIES
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CASE STUDY 1 – LOW INCOME SUPER ROLL OVER 

• Susie single 45 (divorced) with 3 children,  annual income of $27,600
• Susie has $2,000 with Super Fund A and $2,500 with Super Fund B
• Fact find states Susie ‘Did not disclose’ current insurances
• Superannuation statements on file indicate Susie had 2 units of income 

protection ($850pm) 90 day waiting period to age 65 with Super Fund B
• In 2012 the adviser recommends consolidation of Super Fund A and 

Super Fund B to Super Fund C
• In 2016 Susie receives an electric shock at their workplace resulting in 

numbness, paresthesia and loss of strength in right hand. Resulting her 
to be unable to work ever again

• In 2018 Susie makes a complaint to the Licensee related to loss of 
income protection cover
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WAS THE COMPLAINT FOUND IN FAVOUR OF THE CLIENT OR ADVISER?
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In favour of the Complainant
• $18,043 initial compensation ($850 per month following 90 day waiting period)
• Ongoing payment of $850 per month with CPI to age 65 including CPI increases
• Current payments are $1,000 per month plus cost of medicals 
• Total cost will be greater than $250k

Learnings
• Research existing superannuation to identify existing insurance no matter the balance
• Document discussions with client regarding their need and wants regarding insurance
• Do not minimise risk due to income or superannuation balance

CASE STUDY 1 – LOW INCOME SUPER ROLL OVER 
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CASE STUDY 2 – MULTIPLE INCOME PROTECTION POLICIES

• Dr Baxter (58) married with 1 dependent child, annual income of 
$670,000

• Dr Baxter disclosed his existing $3.4 Life and $1.1 TPD with Super Fund 
A and $1.1 Life and TPD with Super Fund B

• There is no reference to existing Income Protection or Trauma policies 
on file

• In 2012 the adviser recommends Mr Baxter apply for $25k pm Income 
Protection and $500k Trauma 

• Dr Baxter accepts the recommendations and the policies are accepted
• 2022 Dr Baxter lodges a complaint with the Licensee stating that he was 

paying 2 consecutive income protection policies for close to 10 years
• Complaint was then lodged with AFCA
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WAS THE COMPLAINT FOUND IN FAVOUR OF THE CLIENT OR ADVISER?
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AFCA found in favour of the Adviser – out of time
• The adviser was unaware of the existing IP policy as not the servicing adviser
• The client had claimed a tax deduction on multiple IP policies on their tax returns each year, which was 

evidence they were aware of the duplicate policies
• Adviser had offered reviews to Mr Baxter each year which he did not take up
• AFCA deemed out of time – as replacement occurred in 2012 and the client would have been aware of the 

multiple policies 10 years ago when he claimed the IP on his tax return

Learnings
• Always investigate the client’s existing insurances
• When recommending new insurances ensure you have procedures/tasks/threads to make certain previous 

insurances are cancelled to avoid double ups
• Offer an annual review to insurance clients

CASE STUDY 2 – MULTIPLE INCOME PROTECTION POLICIES
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CASE STUDY 3 – SMOKER STATUS

• Lucille (48) married no children. 2 Insurance policies totaling $1.65m Life 
and TPD, $171k Trauma and IP $3k pm

• In 2022 Lucille requests premium review as had not smoked for greater 
than 12 months. Chasing premium reduction the adviser recommended 
change of insurer, for similar cover 

• Application submitted with non-smoker rates 
• In August 2023 the Insurer advised exclusions would be applied to the 

policies
• Lucille elected to withdraw the application and retain existing policies  
• In October 2024 Lucille submitted a successful claim for Trauma/IP 

(Multiple Myeloma). During the claim process Lucille discovered she was 
still classified as a Smoker under her existing policy

• In Nov 2024 Lucille requested compensation for the difference between 
smoker and non-smoker premiums since 2023
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WAS THE COMPLAINT FOUND IN FAVOUR OF THE CLIENT OR ADVISER?
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In favour of the Complainant
• Request for the change to smoker status was clearly file noted in 2022 review meeting
• Whilst new polices applied non-smoker status, when these policies did not proceed,  the non-smoker 

amendment was not applied to the pre-existing policies  
• In June 2025  the complainant and the adviser came to an agreement for re-imbursement of higher 

premiums from Aug 2023 to Jan 2025 of approximately $10,000

Learnings
• Offer annual review with your insurance only clients and document those offers
• Remember to re-confirm clients Smoker status at review
• Regularly investigate if the client’s medical or financial situation has changed and make adjustments to 

existing policies where necessary
• Coach your support staff to be aware of issues – where amendments are applied to recommendations

CASE STUDY 3 – SMOKER STATUS
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CASE STUDY 4 – NON-DISCLOSURE 

• Allan (52) married with 2 children, annual income of $250,000
• Allan holds existing $12k IP, $2 mill Life, $1mill TPD and $240k Trauma 

with Insurer A 
• In May 2019 the Adviser recommends to replace existing cover with $8k 

IP, $1.8mill Life, $800k TPD and $200k Trauma with Insurer B as the 
Allan wanted to reduce premiums

• Benefit amount adjustments and switch to Insurer B resulted in a saving 
of $6,234 vs $1,650 if adjustments were made with Insurer A

• No health issues recorded in emails of Fact Find. 
• Allan is a close relation/friend with the adviser
• Application is accepted by Insurer B with no exclusions or loadings
• In Nov 2019 Allan claims on Insurer B for prostate cancer
• Insurer B declined the claim due non-disclosure of elevated PSA test 

(PSA results in 2015 and 2018 2.5 to 3.5), and failure to disclosure 
medical referral to prostate specialist in May 2019 (between the date of 
the application and the date the insurance was accepted)

• Complaint was then lodged against the Licensee for inappropriate advice



104

WAS THE COMPLAINT FOUND IN FAVOUR OF THE CLIENT OR ADVISER?



105

AFCA found 95% in favour of adviser and 5% in favour of the client
• Complaint was denied in IDR due to client non-disclosure, then complaint escalated to AFCA
• Initial response by Chief Ombudsman which was then escalated to AFCA panel  who determined:

o The complainant’s failure to meet disclosure obligations (Re: PSA Levels) resulted in majority of the 
loss;

o The complainant had multiple opportunities to disclose to the Adviser, with the attending nurse and on 
the insurance applications;

o The Adviser’s failure to provide advice in the Best Interest of the client is largely mitigated by the lack 
of disclosure – although is considered to have contributed to the loss in part.

• Adviser to pay $12,000 to client being 5% of Trauma ($200k) and IP ($40k) benefit linked to best interests

Learnings
• Consider tele-underwriting. This will transfer non-disclosure risk to the insurer
• Always ask the client if there has been any changes to health of financial issues prior to cancelling existing 

policies
• Ensure same processes occur where dealing with family or friends

CASE STUDY 4 – NON-DISCLOSURE
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CASE STUDY 5 – EXCLUDING TPD FROM RECOMMENDATIONS

• Amir (45) is married 2 dependents earning $60,000 and is a self-
employed TV aerial installer

• Amir has approximately $10,000 in Super Fund A and $8,000 in Super 
Fund B

• Amir has $120,000 Life & TPD with Super Fund A and $110,000 Life & 
TPD with Super Fund B. Total annual premium of $260 pa

• In 2009 the Adviser recommended Amir roll over Super Fund A and B into 
Super Fund C and recommends Amir apply for $850,000 Life and 
$3,750pm income through Super Fund C and $300,000 of stand-alone 
trauma. Total annual premium of $2,300. No TPD was recommended

• Amir had a significant motorcycle accident in 2003 and then a car 
accident in 2013 resulting in chronic pain related to shoulder, elbow, 
forearm, hand, neck and headaches

• Amir had a successful IP claim (5 year benefit) in 2016. Amir was 
unsuccessful with a Trauma claim

• Nov 2022 Amir lodged a complaint against the Licensee for inappropriate 
advice related to loss of his previously held TPD



107

WAS THE COMPLAINT FOUND IN FAVOUR OF THE CLIENT OR ADVISER?
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Remains in progress
• The complaint was denied at IDR as the file clearly explains the loss of TPD
• In Nov 2022 the complaint was escalated to AFCA
• In Mar 2023 AFCA response was that the complaint was outside AFCA’s 6-year time frame and states that 

Amir should have been aware of the loss prior to the lodgement of complaint (noting the car accident was 
2013 – 10 years prior to lodgement with AFCA)

• Now escalated to the courts

Learnings
• Always consider the full suite of insurances
• Do not let your personal preferences sway your recommendations
• Review client’s health history prior to making any recommendations to change cover
• Ensure robust and contemporaneous file notes where you recommend a client dispose of an existing 

insurance policy
• Do not minimise risk due low superannuation balance

CASE STUDY 5 – EXCLUDING TPD FROM RECOMMENDATIONS
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CASE STUDY 6 – REPORTABLE SITUATION DUE TO AFFORDABILITY

• Graham (61) is a financial adviser. Graham provides holistic advice but 
has a strong history in life insurance

• In 2023 Graham had a file audit conducted which identified that he had 
failed to obtain income/expenses and superannuation details (including 
existing insurances held and superannuation balance) for 1 client

• A further 3 files were reviewed by the Licensee which identified the same 
issue across all 3 files

• The Licensee lodged a reportable situation to the regulator as a Best 
Interests Duty breach as the files were unable to demonstrate 
affordability of the insurance premiums
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DID THE REGULATOR TAKE ANY FURTHER ACTION?

Yes No
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The regulator took additional action
• Post the reportable situation the Licensee proactively commenced a remediation project to review an 

additional 45 client files. The adviser was required to obtain missing income/expenses and superannuation 
details and provide the clients with an advice document

•  ASIC issued both s912C (request for information) and s33 notices (copies of files)
• The Licensee provided the initial 4 files to ASIC (including copies of audit reports) and continued to inform 

ASIC of the progress of the remediation project
• The remediation project took over 10 months to complete
• The adviser elected to sell his business

Learnings
• Always gather income/expenses, assets/liabilities and superannuation information (existing insurances and 

superannuation balances) – even where they are an existing clients and you are recommending reducing 
premiums

• Where a client does not want to disclose the above consider if you can act in the client’s best interest 
without this information

• Have detailed file notes of discussions where they do not want to disclose this information

CASE STUDY 6 – REPORTABLE SITUATION DUE TO AFFORDABILITY



INSURANCE TAKEOUTS
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• Insurance complaints although rare can be costly and take considerable time to address

• Do consider reducing cover or adjusting the options within existing insurance as first option (reduced risk of 

accidental non-disclosure)

• Use Tele-underwriting where available

• Always consider the full suite of insurances and don’t let your personal preferences sway your 

recommendations

• For new clients, be sure to obtain accurate information of their existing cover 

• Always offer an annual review to all your insurance clients

• Don’t forget insurance when recommending rolling over / consolidating of superannuation

• Always confirm with the client if anything has changed prior to cancelling cover

KEY TAKEOUTS
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Three steps to grow a 
thriving business
The growth formula

FOR WHOLESALE CLIENTS ONLY. NOT FOR DISTRIBUTION TO RETAIL CLIENTS.

CBDH0725A/S-4683275-1/28
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How do your peers spend their time?

21.6%

4.0%

16.8% 50.6%

7.0%

FIND OPPORTUNTIES TO 
RECLAIM THIS TIME

Administrative Investment 
management

Client 
interaction

Professional
development

Prospecting

MAKE THE MOST 
OF THIS TIME

Source: Cerulli, “U.S. Advisor Metrics 2024.”
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The growth formula
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Investment approach

Business efficiency

Psychological safety & trust

Growth
CBDH0725A/S-4683275-3/28



Drivers of growth can increase stability & valuation
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Investment approach Revenue stability 

Psychological safety Client stability 

Business efficiency Business stability

Drivers of growth Drivers of valuation

CBDH0725A/S-4683275-4/28
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Strengthen your 
investment approach

CBDH0725A/S-4683275-5/28



What your peers are saying about building portfolios
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of financial planners in 
Australia are using 
managed accounts

53% 18%

of financial planners who 
use managed accounts say 

they get to spend more 
time on client education 

and goals

of financial planners in 
Australia are considering using 

managed accounts

68%

121

Source: Investment Trends Managed Account Report, 2022. 

CBDH0725A/S-4683275-6/28



Where do you get energy in your day?
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Meeting with a 
new prospect

Managing
your business

Going “deeper” with
an existing client via financial 
planning

Managing
investments / making portfolio 
management decisions

CBDH0725A/S-4683275-7/28



A spectrum of investment approaches
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Advisor as 
portfolio 
manager

Customize third party 
investment guidance

Hire third party 
investment 

manager

Greater LessADVISOR TIME COMMITMENT

Less GreaterSCALABILITY

Greater LessCONTROL

Greater LessRESPONSIBILITY FOR INVESTMENT DECISIONS

WHERE YOU DERIVE ENERGY

CBDH0725A/S-4683275-8/28
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The opportunity cost of managing portfolios: what could you do with 200 
hours?

124

SCALE 

Structuring your investment framework can help transform your practice by giving you back more than 200+ hours a year.¹ 

$265,329,771

$320,713,547

$430,659,541

$219,112,314

$100,000,000

$150,000,000

$200,000,000

$250,000,000

$300,000,000

$350,000,000

$400,000,000

$450,000,000

0 1 2 3 4 5 6 7 8 9 10 11 12 13 14 15 16 17 18 19 20

AU
M

Year

AUM at year 20 Benchmark (do nothing)

 You build portfolios and generate 1% alpha

 You build your business and bring in $5m/year

You build portfolios and underperform by 1%

Let’s say you have $100m in 
AUM and your book of 
business grows 
5% each year…

Is my time better 
spent building 
portfolios or 
building my 
business?”

1. Cerulli Associates, “The Cerulli Report | U.S. Asset Allocation Model Portfolios 2022. The study reports that advisors using model portfolios can reduce investment management and admin from 51 to 40% of their time and increase client-facing activities from 44 to 53% of 
their time. Time savings estimation assumes 10%-time savings x a 45hr work week x 50 weeks per year = 225hrs saved.  All currency is USD

CBDH0725A/S-4683275-9/28



Performance

Asset 
allocation

Risk

Cost

Taxes

Investment
quality

Monitor and communicate with discipline
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1

2

3

4

5

6
Ongoing client communication & 

education

CBDH0725A/S-4683275-10/28
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What’s your plan for 
investment efficiency?

CBDH0725A/S-4683275-11/28
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Create greater business 
efficiency

CBDH0725A/S-4683275-12/28
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Who needs to come 
first?

Client?
Team?
Self?

128CBDH0725A/S-4683275-13/28



Lead and participate effectively in a team
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Recognize & 
motivate others

Drive purpose, plan & 
objectives

Assign roles & 
responsibilities

Communicate & 
set culture

Build & energize
 teams

Assess 
performance

Give
feedback &

coaching

Self management

Personal 
leadership

CBDH0725A/S-4683275-14/28



Stages and characteristics of great teams
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Stage 1:
FORMING 

Stage 2:
STORMING 

Stage 3:
NORMING 

Stage 4:
PERFORMING

Source: Adapted from Bruce W. Tuckman, Stages of Group Development. 
Tuckman, Bruce W (1965). "Developmental sequence in small groups". Psychological 
Bulletin. 63 (6): 384–399.

Clear roles & 
responsibilities

Consistent, aligned 
investment philosophy

Documented 
processes in place

Focused on 
growth

Operating principles 

Decision- making Core values 

Effective one-on-
ones 

CBDH0725A/S-4683275-15/28
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What will you do 
differently?

CBDH0725A/S-4683275-16/28
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Build psychological 
safety for clients

CBDH0725A/S-4683275-17/28



An “ideal” client has multiple dimensions
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AUM

Revenue

Enable 
best 
work

% of 
their 

assets

Energy level 
(drainer or gainer)

View relationship
as partnership

Opportunity
to grow

Family 
engagement

Referral 
opportunities

Liked by you and 
your staff

Accepts what you recommend

CBDH0725A/S-4683275-18/28



Match segments to service model
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What can you 
provide?

What is valued by top 
clients?

What is scalable enough 
to offer to other segments?

Option A

Option B

Option C

Option H

Option F

Option E

Option G

Option D

Option A

Option C

Option E

Option G

Option D

Option A

Option E

Option D

Option A

Option E

Client segmentation

134CBDH0725A/S-4683275-19/28



Articulate the value you bring to your clients
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Why What How Share

Vision

Mission

Core 
values

Operating 
principles Stories

CBDH0725A/S-4683275-20/28



Make your client reviews intentional
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Remind them of 
what you do 
and what you can 
do 

Stay present and 
take notes

Ask for feedback

Defined frequency 
and cadence

Send agenda and 
materials  in 
advance

Pause and check-in

136CBDH0725A/S-4683275-21/28



Ask clients how you’re living your value
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How likely are you 
to recommend us?

What have we 
done well for you 
and your family? 

Where have we 
delivered less than

you’d hoped?

137CBDH0725A/S-4683275-22/28
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Communicate 
proactively

138

1 Deliver consistent 
client reviews

Provide client seminars & 
education

Articulate 
what you offer2

3

CBDH0725A/S-4683275-23/28

https://www.blackrock.com/us/financial-professionals/literature/brochure/client-experience-checklist-va-us.pdf
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Where will you focus?

CBDH0725A/S-4683275-24/28



Focus on delivering what your clients need

1
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A transparent process, good 
returns & understandable 

fees 

To feel understood by 
their advisor

A high level of service 
from a collaborative 

team

2 3

Investment approach Business efficiency Psychological safety & 
trust

CBDH0725A/S-4683275-25/28
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Next steps

Evaluate investment approach

Lead yourself first

Build a great team

Define your ideal client & prioritize services

Craft your story & value proposition

Remind your clients what you do for them

CBDH0725A/S-4683275-26/28



Wealth Advisory Team

GARETH HUGHES
Head of Adviser Distribution 
gareth.hughes@blackrock.com
07 3234 7004

BROOKE LACEY
Research and Consultant Relationships
brooke.lacey@blackrock.com 
0468 579 680

CAMERON DENNIS
Relationship Manager,
VIC & SA cameron.dennis@blackrock.com 
03 9657 3056

CHANTAL GILES
Head of Wealth

ALEX JACKSON
Strategic Partnerships
alexandra.jackson@blackrock.com 
0466 939 462

NATIONAL

CHRIS SAKIRIS
Licensee & Platform Relationships
chris.sakiris@blackrock.com 
0407 492 174

Any questions?
Please contact your BlackRock Relationship Manager.
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KYLEE SHEPHERD
State Manager, 
NSW & ACT
kylee.shepherd@blackrock.com
02 9272 2384

ADVISER DISTRIBUTION

LAWSON ENRIGHT
Relationship Manager,
NSW & WA
lawson.enright@blackrock.com
02 9272 2542

CHRIS WEBBER
Head of Private Wealth
chris.webber@blackrock.com
0426 134 408

JAMES KINGSTON
Head of Retirement, Technology & 
Insights
james.kingston@blackrock.com
0481 904 704

SHANNEN JACOBSON
Relationship Manager,
VIC & TAS
shannen.jacobson@blackrock.com
03 8650 0229

MELISSA VINCENT
Relationship Manager, Private Wealth
melissa.vincent@blackrock.com
02 9272 2492

RACHEL GOODWIN
Head of Strategic Partnerships
rachel.goodwin@blackrock.com
0403 736 884

MOE ALSHAWA
Relationship manager, ALADDIN Wealth
moe.alshawa@blackrock.com 
0466 503 805
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JANUARY 

DOCUSIGN INTEGRATION

This integration makes it easy to send an Xplan document 
note (Docnote) and its attachments directly to DocuSign. In 

DocuSign, it automatically creates an envelope and turns the 
attachments into documents—so you don’t have to copy and 

paste anything from Xplan.
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FEBRUARY

10 Reasons 

We (re)introduced the "10 Reasons for an Adviser" page, 
this has been made available on our Advice Wizard (SoA 
Builder) in the Advice Details page for you to toggle on. 

Once you have toggled this on, this will generate in the SoA 
after the "Further Advice and Service" section.
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Coded Strategy Texts

Automatic Coded Strategy Texts are available in our 
Strategy Library. Available on specifically labelled Strategies, 

it aims to complete automatically information found in 
WealthSolver and Risk Researcher to minimise manual 

editing of the post generated Advice Document

MARCH
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APRIL/MAY

Risk Profile Questionnaire Phase 1

The CPAL Risk Profile and Questionnaire has been updated 
to incorporate updated figures from our research team. We 
also looked to harmonise the Risk Profile Questionnaire.  
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JUNE

Updated Client Services Report

Summary of Fees and Services

Advice Technology in response to the changes of FDS in the 
beginning of the year released the Summary of Fees and 

Services and refreshed the Client Services Report.
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Xtools+ Super and Pension Modelling Enhancement

Iress has rolled out a major enhancement to how Super and 
Pension accounts are modelled in Xtools+. The update provides 

greater flexibility in entering accounts, handling contributions 
and transactions, and reduces the need for manual 

workarounds in the Display pages. A key improvement is the 
ability to model two Accumulation Funds for a Client and/or 

Partner—removing the previous limitation of only one 
Accumulation Fund plus an Untaxed or SMSF option.

JULY
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AUGUST

Xmerge Wizard Preview

Iress now allows you to preview your merge in Wizards 
without having to finish the entire merge wizard. This is due 
in August and is available across all Wizards. The preview 
merge comes out in a pdf format and aims to show you a 

preview of what the report will look without having to fill out 
everything
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Question: Which month saw the launch of Xtools+ Super and 
Pension Modelling Enhancement?

Select all that applies: 

A) June

B) July

C) August

D) May

QUESTION
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XPLAN ROADMAP
01
Client Portal 
Upgrades

• Fact Find 
Comparison 
Report: Highlights 
changes between 
current and 
previous fact finds 
for easier client 
review.

• RPQ Integration: 
Plans to embed the 
Risk Profile 
Questionnaire 
directly into Client 
Portal.

02
IRESS ID 

• New Login 
Method: Enhances 
security, reliability, 
and audit trails, 
especially for 
shared logins.

• Single Sign-On: 
Provides unified 
access across Iress 
platforms like 
Learning Centre, 
Community, and 
Advisely.

03
Iress AI Solution

• Embedded AI 
Assistant in 
Xplan: Supports 
meeting recording, 
transcription, and 
file notes within 
Xplan.

• Fact Find 
Integration: AI will 
assist throughout 
the fact find 
journey for 
improved 
efficiency.

04
Retirement 
Income 
Enhancements

• Product 
Integration: 
Retirement income 
products will be fully 
integrated into 
Xplan’s strategy 
modelling and SOA.

• Modelling 
Calculator: A 
comprehensive 
calculator is being 
developed to 
support retirement 
income advice.
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ADVISERLOGIC – DELIVERED

Holistic Cashflow
Single Entities

Enhanced Scenario 
Modelling: Improved 
navigation, faster data 
entry, and clearer 
projections for single 
clients.

Better usability: 
Enables advisers to 
demonstrate outcomes 
more effectively.

QAR Fee Consent 
Compliance & 
Presentation: Updated 
tables and charts 
improve clarity, 
compliance, and visual 
quality in advice 
documents.

Client-Friendly Output: 
More polished and 
professional presentation 
for clients.

Improved Cashflow 
Tables

Compliance Module 
Update: Supports QAR 
changes from 10 Jan 
2025 with automated 
workflows.

Efficiency & 
Compliance: Reduces 
manual work while 
ensuring regulatory 
adherence.

AVA AI Chatbot
On-Page Support: 
Answers questions, 
assists with features, and 
resolves issues instantly.

Access Help Articles: 
Helps find answers 
across AdviserLogic’s 
large knowledge base to 
find solution using 
natural language.

Digital Fact Find
Launching August: 
New version improves 
client onboarding with 
cleaner data capture.

Stronger Advice 
Foundation: Enables 
advisers to begin advice 
from a more complete 
and accurate base.



ADVISERLOGIC – COMING SOON

Hollistic Cashflow 
Multi Entities

Q2-3
Expanded Modelling: 
Adds support for SMSFs, 
Companies, and Trusts.

Same Uplift as Single 
Entity: Improved 
navigation, data entry, 
and scenario modelling 
for complex structures

Q2-4
Review Journey 
Extension: Builds on 
onboarding Fact Find to 
support ongoing client 
reviews.

Client Portal 
Integration: Enhances 
overall portal experience 
by end of Q4.

Client Portal 
Digital Fact Find

Advice
Q3
ROA Generation at 
Scale: Enables bulk 
production of Records of 
Advice.

Presentation Template: 
AdviserLogic looking to 
implement presentation 
tool for better advice 
delivery.

AI File Note
Q4
Embedded in 
AdviserLogic: 
Summarises meetings 
and transcribes directly 
into the document vault.

Streamlined 
Documentation: 
Automates file noting for 
improved efficiency and 
record-keeping.

Invoice
Q4+
Integrated Invoice 
Module Supports 
creation of invoice

Payment Options:
Looking to integrate 
CPAL’s BPAY and/or 
EziDebit function for 
payment
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1
Release Date: 11 
September 2025
• Digital Risk profile 

option for advisers/ 
clients

• Psychometrically 
tested robust Risk 
Profiling tool (backed 
by Morningstar)

• Choice of current 
profile OR Finametrica

• Will be mapped to 
Centrepoint Risk 
Profiles and Asset 
allocation

  
    

Finametrica- Alternative Risk 
Profiling Option

Centrepoint Costing (Retail is $1,000 pa)
• $295 pa first year
• $500 pa subsequent years
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guides and support
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1
Launching a default 10-
question risk profiling tool
Integrated with both 

AdviserLogic and Xplan 
platforms

Xplan users will need to 
enter the responses into 
Finametrica Portal to obtain 
report and result

Option to switch to the 25-
question version for deeper 
insights (only online through 
Finametrica Portal)

Adviser is able to enter the 
results on behalf of the 
client.

Finametrica- Alternative Risk 
Profiling Option
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2
LivePreso – 9th Sept

Integration with Xplan

Compliant & Visual SoAs: 
Delivers client-friendly, 
professional advice 
documents.

Streamlined Data Flow: Pulls 
data from Xplan to simplify 
SoA creation. (IPS, 
WealthSolver, Risk 
Researcher)

Automated Record-Keeping: 
Pushes SoA back into Xplan.

LivePreso
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3 

IconIQ - Datafeed Launch

In final testing with FNZ, 
AdviserLogic, and Xplan

Launch expected within the 
next month

Supports latest file format 
and security standards

SMA supported datafeed

Other platforms will follow
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AI SolutionsFILE 
NOTING



How Does It Work?

175

FileNote.AI

Preferred Partner, our 
first AI file noting partner, 
their solution is 
embedded within your 
Microsoft environment

CLARAS.AI

Claras has recently 
partnered up with us. 
Has a simple to use 
interface and provides its 
own transcription and 
recording tool

Paradino

Paradino automatically 
records, transcribes, and 
summarises meetings, 
then generates editable 
notes and documents for 
client records or follow-
up.

CPAL Partner CPAL Partner
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UNDER
CONSTRUCTION
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AI-Powered Advice 
Generation

Exploring the use of AI to assist in generating 
financial advice content.

Investigating challenges such as:
Variability in AI-generated output.
Hallucinations that compromise reliability.
Conflicting data within internal systems.

Evaluating whether time saved in drafting advice is 
offset by the need for thorough human review.

Goal: Achieve a balance where AI supports 
advisers without introducing risk or inconsistency.
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Automation 

Developing automation tools to address the need 
for efficiency in advice delivery.

Targeting manual and repetitive tasks that 
consume adviser time.

Drawing inspiration from automation in other 
industries.

Navigating the complexity and regulatory 
challenges unique to financial services.

Aim: Free up staff to focus on high-value, client-
centric activities by reducing operational burden.



THANK YOU AND 
QUESTIONS
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THANK YOU TO OUR EDUCATION PARTNERS



THANK YOU FOR 
ATTENDING TODAY’S 
SESSIONS. 

To ensure we continue to deliver 
relevant content please provide 
your feedback by scanning QR 
code to take our 2-min survey.



THANK YOU
Questions
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