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Introduction 
Traditionally, much of the supply chain 
in the wealth management industry 
focused on product manufactur-
ing and adviser distribution. For a 
more personalised service, portfolio 

management was largely manual and 
time consuming, prone to human 
error and costly to deliver - and only 
available to the wealthy.  

I believe scaled personalisation 
through mass tailored portfolio 

management is the only sustainable 
solution for providing sufficient value 
to sufficient customer numbers, par-
ticularly the mass affluent, to sustain 
an ongoing business. Twenty years 
ago, I saw a disconnect between 

STUART HOLDSWORTH, CEO & Founder, Financial Simplicity

Why wealth management’s generation of rent-takers will be 
overtaken by tech-savvy entrepreneurs

PERSONALISED ADVICE AT SCALE: 

introducing mass tailored 
portfolio management 
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innovations happening in products and 
distribution and the value consumers 
would receive if the industry continued 
down that road. 

In 2022 the landscape is massively 
changed. Retail investors have access 
to a wealth of information and invest-
ment tools that can help them to DIY 
their portfolio – with less time, more 
discipline and less effort than ever 
before. They can put money into an 
ETF, use one of many brokerage and 
trading platforms, apps and robo, and 
they can find investment news, views 
and analysis in the form of podcasts, 
blogs, social media influencers, semi-
nars and media articles, to name a 
few. For many people, going direct 
is a rational – and cheaper – choice. 

The issue for intermediaries is that 
customers no longer see sufficient 
value in the former and many can’t 
afford the latter. However, taking on 
all the responsibility of investing their 
nest-eggs is overwhelming. Smarter 
advisers and wealth managers have 
cottoned on to the demand for a bet-
ter engagement model that centres 
around the customer, but this is still 
far from the norm. 

Mass tailored portfolio 
management: delivering 
personalised investment 
strategies at scale 
In today’s world, if you want your 
business to thrive, then the customer 
must be at the heart of what you do, a 
concept known as customer-centricity. 
Consumers have personalised playl-
ists on Spotify, tailored programming 
on Netflix, and their own driver service 
with Uber. 

Wealth management has lagged in 
providing this level of personalised 
‘about me’ portfolio management, 
except for in the case of the very 
wealthy. The solution for reaching 
those engaged investors who want a 

mix of tailored advice and to provide 
their own input, to “do it with me”, is 
delivering personalised investment 
service at scale; a concept I’ve termed 
mass tailored portfolio management. 

To sustainably reach and service 
this new, customer-centric market, a 
wealth management business needs 
to consider and find synergy in three 
key tenets: a long term, sustainable, 
customer value proposition; a long-
term, sustainable economic model; 
and a long-term sustainable opera-
tional and regulatory model.  

A long-term sustainable 
customer value proposition 
Many Australians see paid financial 
advice as a service available only to the 
very wealthy. According to Investment 
Trends 2021 Financial Advice Report, 
two in five Australians say advice is 
out of affordable reach. However, 61 
per cent of those surveyed identified 
that they had an unmet advice need, 
and 3.2 million were open to using an 
adviser in the next two years. 53% of 
investors on the ASX say they want 
a level of assistance but don’t want 
to use the service offerings available 
largely today.

Clearly,  there is a market of 
Australians who would like to receive 
some form of investment advice or 
help. For a wealth manager’s service 
to be attractive and useful for this 
market, it must be delivered on per-
sonalised best interests basis, and 
probably on a different fee basis in 
order to be attractive. This means the 
generation of “rent takers” will soon 
have no business model left, while 
entrepreneurs who provide something 
better than one size fits all and centre 
their services around customers will 
build a strong engagement model. 

To serve this growing middle 
ground between a one size-fits all, 
and completely bespoke investment 

proposition, intermediaries need to 
use technology to mass manufacture 
customer specific investment expe-
riences. These techniques enable 
advisers to extend their engagement 
with prospective and existing clients to 
address the specifics of their situation 
and preferences with ease. 

Advisers can extend the conversa-
tion beyond high level risk profiling to 
specifics from the investor along the 
lines of “I want 40% of my portfolio 
in FAANGs” or “I’m concerned about 
capital gains tax if you consider to sell 
my CommBank shares”, “don’t make 
adjustments for less than $10K on my 
$1M portfolio”, or increasingly impor-
tantly to align an investor’s portfolio 
to their specific ESG or other values. 
The more you can create a combina-
tion of a suitable investment strategy, 
plus the clients’ input, the more value 
shifts away from managing the money 
to the stickier aspects managing the 
perspective of each individual client. 

Clients notice the difference when 
their wealth manager manages their 
money in the context of their personal 
goals and situation. 

A long term sustainable 
intermediary economic 
model 
For a long-term sustainable engage-
ment with clients by intermediaries, 
long term customer value must exceed 
cost of customer acquisition by some 
multiples. 

With commission-based business 
revenue models out of the question, 
the relative value of one size fits all 
solutions is marginal as investors can 
do this themselves, and transactional 
brokerage revenues are very ‘choppy’. 
Quality revenue comes largely from 
fees associated with how the customer 
sees ongoing value. Increasingly, 
judgement of value is relative to the 
costs of investors doing it themselves.

Retail investors have broad access 
to the markets, meaning value is not 
so much about buying and selling 
investments or products, as it is 
about having a process that can: save 
time, put knowledge in context of the 
investor’s situation to determine what 
to buy and sell over decision blocks. 
This ongoing blend of professional 
expertise merged with customer per-
spective has to move beyond product 

In 2022 the landscape is massively changed. Retail investors have access 
to a wealth of information and investment tools that can help them to 
DIY their portfolio – with less time, more discipline and less effort than 
ever before. 

https://investmenttrends.com/projects/financial-advice-report-2/
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selection into a more integrated of-
fering, ie tailored portfolios.

A long term sustainable 
operational and regulatory 
model 
Not only is it important to ensure that 
the customer sees sufficient value 
in continuing to pay for the service 
components as opposed to doing 
it themselves, it is also important to 
make sure that the way the income 
is sourced survives the test of opera-
tional robustness and fitting within 
current and future regulations. 

With conflicted and product com-
mission remunerations banned, the 
servicing of clients with a portfolio is 
a valid and demonstrable way to add 
value to clients, more so when this is 
personalised to the clients (and their 
best interests) also.

An operational model to support the 
delivery of personalised portfolios at 
scale then becomes the challenge. 
However, when implemented with 
supporting technologies it is the key 
driver of scalable service delivery in 
a non-conflicted manner.

While outsourcing to a third 
party is an option, doing this raises 
a fundamental question: what is the 
value proposition of the intermedi-
ary? Customers value involvement 
and interaction leading to tangible 
actions and outputs. Outsourced 
tailored portfolio solution providers 
will very much need to sharpen their 
engagement model and pricing struc-
tures to be competitive against firms 
that deliver tailored portfolio services 
themselves.

Bringing portfolio management 
propositions into an intermediary 
wealth management business is not 
so much about creating products 
for sale, which can bring conflicts, 
as it is about creating an ongoing, 
customer-customised value. 

The next step now is how to make it 
scale. As discussed, many promoting 
external one size fits all investment 
models are seeing their margins fall, 
given customers think “I can just do 
it myself if I can get access to those 
products and capabilities.”

A personalised approach has been 
shown to increase margins when 
premium fee structures represent 
premium service, however traditionally 

this has come at the expense of 
operational efficiency. The wealth 
managers at the forefront of change 
have found a way to service a gap in 
the market for a long-term, sustainable 
customer value proposition, and their 
fees, by offering personalised portfolio 
management at industrial scale. 

In this situation, mass tailored portfo-
lio management is more attractive than 
a one size fits all product proposition, 
it delivers more long-term value than 
either a once off transactional model 
or product referral model and operated 
with the correct infrastructure are the 
basis for a highly scalable, sustainable 
business model. With margin decline 
across the industry associated with 
products and infrastructure, it is the 
real opportunity to generate value, 
and in many cases is perhaps the only 
sustainable long-term model.

Conclusion 
Like the disruption demonstrated by 
Netflix, Spotify and Uber, the next gen-
eration of financial services will have 
customers at the heart of everything 
it offers. To meet the advice needs 

of today’s investors, intermediaries 
need to take a step back and rethink 
not only what’s possible but actually 
essential for long term sustainability. In 
our rapidly evolving digital landscape, 
what’s the future of your business 
model if you don’t adapt to the demand 
for personalisation? 

This is the new bar and an essential 
direction for the wealth management 
industry. However unlike Tesla with 
huge capital costs and lead times, 
everyone equipped with the right 
proposition and technology can deliver 
this to their clients today. n

Stuart Holdsworth is the CEO & Founder 
of Financial Simplicity, a digital platform 
that brings efficiency and scale to 
portfolio management so that advisers, 
stockbrokers and asset managers can 
focus on delivering a more personalised, 
engaging experience for their clients.

Bringing portfolio management propositions into an intermediary 
wealth management business is not so much about creating products 
for sale, which can bring conflicts, as it is about creating an ongoing, 
customer-customised value. 
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BY SAM MORRIS, CFA – Senior Investment Specialist, 
Fidante Partners & PETE ROBINSON, Head of Investment 
Strategy and Portfolio Manager, CIP Asset Management

Private debt is, for the most part, non-tradable, and asset managers and investors in the space 
generally view these investments as buy-and-hold.

However, unlike private equity, where a buyer must be found either by listing the asset on public 
markets, trade sale or selling to another private equity sponsor, in private debt markets the 
portfolio manager can manage the liquidity profile of the asset pool through the maturity and/or 
amortisation profile of the debt itself.

The case for combining 
public and private debt 
in one portfolio
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T his is a very important distinc-
tion between the two asset 
classes, and the critical reason 

why blending public and private debt 
in a single portfolio is possible when 
compared to managing public and 
private equities.

Firstly, the illiquidity premium is also 
more valuable in a low-rate environ-
ment as its contribution to total return 
becomes more meaningful, as can be 
seen below.

As returns from this risk premium 
are driven by very different factors to 
cash rates, duration and credit risk, it 
thus adds considerable and meaning-
ful diversification to both a blended 
public/private credit portfolio as well 
as to a broader multi-asset portfolio.

Isolating the return drivers in 
credit
In addition, the traditional advantages 
of robust security selection and asset 
allocation processes on the public-
only side are further enhanced by the 
differentiated opportunity set available 
in private markets. Compared to 
distinct public and private portfolios, 
a one-portfolio solution can offer 
investors:
• A holistic approach to assess-

ing the credit and liquidity-risk 
adjusted returns available across 
fixed income markets and to 

allocating capital opportunistically 
and appropriately

• Improved risk efficiency, as public 
and private investments can be 
considered in aggregate when 
managing the portfolio’s industry, 
sector and credit-quality charac-
teristics, and sector and market 
cap biases inherent to the public 
market structure can be diversified 
through private credit

• A mechanism to take advantage of 
short-term dislocations in capital 
markets and their knock-on effects 
in private markets that wouldn’t 
otherwise be possible managing 
separate, fully invested allocations 
in both asset classes

• A relatively straightforward and 
efficient way to introduce private 
debt exposures into an investment 
program without additional staffing 
or monitoring costs or having to 
manage capital calls for closed-
end institutional fund structures 
or additional equity market beta 
and liquidity risks for investors 
accessing private debt via listed 
investment trusts or companies.

A combined public/private portfo-
lio also has an edge in capitalising 
on stressed financial conditions, as 
liquidity at the total portfolio level can 
be deployed across both public and 
private markets as appropriate to take 
advantage of market dislocations.

Put another way, it enables investors 
to average into private debt markets 
across the cycle in a low-risk way, 
lowering the timing risk that one 
might otherwise face putting capital 
to work in a private-debt only strategy 
that needs to be fully invested as fast 
as possible irrespective of the asset 
class relative value on offer.

 
From a credit cycle perspec-
tive, the best risk-adjusted 
returns are often found in 
public credit right after mar-
ket dislocation events such as 
COVID-19 as valuation recov-
ery occurs, whereas private 
debt tends to offer better 
relative value during the 
middle and end of the credit 
cycle as banks ration credit 
and public market spreads 
become compressed.

Furthermore, if you take the per-
spective that illiquidity premium is a 
real risk premium in the same vein 
that credit spreads or duration/term 
structure are as per above, then it can 
be helpful to analyse how it behaves 
relative to these other traditional fixed 
income risk premiums.

The variation in illiquidity premiums 
reflects the inefficiency of private 
markets, meaning there is a cyclical 
and idiosyncratic component. Amidst 
CIPAM’s historical deals, for example, 
historical average illiquidity premiums 
are 2.2% but there is significant varia-
tion. Anecdotally, it appears that the 
level of the risk premium is lower when 
public credit spreads tighten (i.e. when 
public markets are performing well) 
and higher when they widen. 

Historical illiquidity premiums 
in Australian and NZ credit
While it may seem counterintuitive, 
managers of combined public and 
private debt strategies can also utilise 
market liquidity to their advantage. In 
times of dislocation within the liquid 
markets, new issue volume can slow 
due to heightened uncertainty.

Annualised yield divided into different risk premiums

Source: CIPAM Calculations, August 2021
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During these periods, agile man-
agers can fill the void by providing 
much-needed liquidity to companies 
that might otherwise be able to tap 
public markets, often with enhanced 
terms. In addition, structures can 
be more lender-friendly due to the 
reduced number of financing solu-
tions available.

Thus, actively rebalancing using the 
amortisation profile of private debt 
and “locking-in” long term illiquidity 
risk premiums at optimal times rela-
tive to public markets and vice versa 
can add considerable value across 
the credit cycle.

Institutional and retail investors need 
liquidity for any number of reasons. 
We would argue that asset managers 
can deliver more attractive liquidity 
characteristics and capture attrac-
tive illiquidity premiums across both 
public and private debt markets in a 
combined portfolio than in separate 
liquid and illiquid mandates that are 
run in parallel.

By delegating this asset allocation 
to the manager who is closest to 
liquidity conditions and relative value 
opportunities across both sides of 
the public/private spectrum, you can 
remove many of the frictions faced by 

an asset allocator having to manage 
these liquidity demands themselves 
and give them a known product-level 
liquidity profile (e.g. monthly liquidity 
with a 10% gate per month).

Part of the liquidity enhancement 
in a one-portfolio solution is simply 
a function of the structure of some 
private investments. The short dura-
tion and amortising features typical 
of private securitisation deals create 
natural liquidity over time, for example, 
while private corporate or real estate 
debt issues also may generate pre-
maturity liquidity events should the 
interest rate and spread environment 
incentivise borrowers to prepay their 
loans.

Liquidity enhancement also can 
come from the seamless integration 
of public and private portfolio man-
agement efforts.

For example, short-duration public 
investments such as asset-backed 
securities or investment-grade 
floating-rate securities can be added 
to maximise portfolio income while 
also providing funding, over time, for 
private investments.

Asset allocators running separate 
allocations or products are less able 
to do this as they won’t be intimately 
familiar with the amortisation of the 
private debt profile and/or may have 
to hold zero-carry cash to fund capital 
calls for closed-ended private debt 
allocations with uncertain timing.

As the opportunity set evolves and 
expands — particularly in diverse pri-
vate markets — combined portfolios 
may be better positioned to capitalise 
on innovative new structures as well. 
This could include innovative struc-
tured finance arrangements where 
unique economics can be extracted 
by virtue of meeting unique needs 
(for example, regulatory capital relief 

structures for banks or unique secu-
ritisation arrangements for non-bank 
lenders or other types of corporates).

Conclusions
The traditional way of looking at 
both equity and fixed income asset 
classes is to divide them strictly along 
public and private market lines, and 
to allocate to separate strategies 
accordingly.

While the nature of private equity 
favours highly binary and time-de-
pendent liquidity profiles, hindering 
the ability to dynamically allocate 
across asset classes holistically from 
a relative value perspective in the 
same portfolio, the divide in liquidity 
between public and private credit is 
much more blurred.

Liquidity enhancement also can come from the seamless integration of 
public and private portfolio management efforts.

CIPAM originations 2010 – 2022

Dots represent a three-year discount margin on CIPAM-originated private deals. Liquid benchmark is the 
margin on a three-year bond of the same credit rating as the internal rating on the CIPAM private credit 
transaction
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Furthermore, the liquidity premium 
itself has characteristics of being its 
own asset class from a diversification 
perspective, applying to both public 
and private debt assets, and time 
varying in quantum across the cycle.

As demonstrated above, these asset 
classes have complementary qualities 
that can be exploited to efficiently 
manage exposures throughout the 
cycle, while building a portfolio that 
provides diversification and yield 
premium relative to traditional fixed 
income.

Furthermore, an allocation to both 
public and private credit within a 
single portfolio management approach 
maximises an investor’s ability to take 
advantage of dislocations across both 
markets. n

Trading made easy.
A retail super platform 
designed for stockbrokers.

Same flexibility as a SMSF

Trade on your own system

Invest in anything on the ASX

This document has been prepared by the Promoter of AMG Super ABN 30 099 320 583, Acclaim Management Group Limited ABN 52 091 082 058. This document has been prepared without taking into account personal objectives, financial 
situation or needs and should not be construed as personal financial advice. The Promoter recommends financial advice is obtained from a suitably qualified and licensed financial adviser before making any decision regarding superannuation. 
Before making a decision about an AMG Super product, both the relevant product disclosure statement (PDS) and target market determination (TMD) should be read. The PDS and TMD is available from https://www.amgsuper.com.au.

Call Head of Distribution,
Terry Constable, on 0410 117 629

https://amgsuper.com.au/advisers/
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S ince peaking in August 2020, 
gold prices have been in a 
corrective pattern, having fallen 

by around 15% to trade just below 
USD 1,800 per troy ounce (oz) by the 
end of January 2022. Several factors 
have driven the correction, including: 
• A rising US dollar, which was up 

6% in 2021.  
• Stronger than expected economic 

growth.  
• An incredibly strong rally in equi-

ties, with the S&P 500 up more 
than 25% in 2021

• Strength in cryptocurrency prices 
for most of 2021, with Bitcoin at 
one point pushing up toward USD 

$70,000 
per coin

O n  t o p  o f 
these non-precious 

metal specific factors, 
gold itself was also overdue for a cor-
rection, having rallied by approximately 
70% from below USD $1,200 to 
more than USD $2,050 oz between 
late 2018 and late 2020. 

Won’t higher rates sink gold?
In theory, gold prices should be on the 
back foot in 2022, with higher inter-
est rates, and the conclusion of the 
various quantitative easing programs 
undertaken by global central banks 

to support economies through the 
pandemic a potential headwind for 
the precious metal.

The logic is simple enough. Gold 
doesn’t pay an income, therefore if 
the interest rates one can earn in a 
bank account or term deposit are on 
the rise, then the opportunity cost 
of owning gold is going up, which 
is bearish.

In reality, history demonstrates very 
clearly that gold prices have typically 
tended to rise alongside increases in 
interest rates. The table below makes 
this clear, looking at rate hiking cycles, 
and movements in the USD gold price 
over the last 50 years.

BY JORDAN ELISEO, Manager, Listed Products and Investment Research, Perth Mint 

Are rate hikes 
the catalyst for 
higher gold 
prices? 

Table 1: Rate hike cycles and USD gold price returns – 1972 to 2021

Source: St Louis Federal Reserve, The Perth Mint, World Gold Council

Date (start hike 
cycle)

Date (end hike 
cycle)

Effective Federal 
funds rate (start)

Effective Federal 
funds rate (end)

USD gold price 
(start)

USD gold price 
(end)

Gold price return 
(%)

31/1/72 31/7/74 3.5 12.9 47.60 157.30 230.5%
31/1/77 31/1/81 4.6 19.1 131.30 506.50 285.8%

31/10/86 31/5/89 5.9 9.8 404.66 363.17 -10.3%
31/12/93 30/6/95 3.0 6.0 390.50 384.15 -1.6%

31/5/04 30/9/06 1.0 5.3 393.80 597.80 51.8%
31/12/15 31/7/19 0.2 2.4 1060.91 1413.55 33.2%



Stockbrokers and Financial Advisers Association   p. 11

Apart from the mid 1980s, where 
gold fell by 10%, and a very small 
decline between 1993 and 1995, 
gold prices have tended to rise, 
often quite considerably, in periods 
the US Federal Reserve is increasing 
interest rates.

Across the six rate hiking cycles 
highlighted in the table above, the gold 
price has increased by an average of 
almost 100%

This data highlights quite clearly that 
higher interest rates themselves are 
not necessarily bearish for gold, with 
movements in the stock market, the 
value of the US dollar and broader 
economic conditions also influencing 
demand for, and therefore the price 
of the precious metal.

Keep an eye on inflation 
One factor to keep a close eye on in 
2022 is inflation. 

While gold doesn’t always go up 
when inflation is running hot, it does 
have one of the best track records of 
any asset class as a hedge against 
rising consumer prices. 

As an example, analysis conducted 
by The Perth Mint shows that the 
gold price in Australian dollars has 
on average risen by just over 20% in 
nominal terms in years local inflation 
was 3% or higher. 

This can be seen in Table 2. 
What makes the inflation outlook so 

interesting for gold going forward is 
that, at present, the market is expect-
ing inflation rates to rapidly decelerate, 
and to stay low in the decade ahead. 

This can best be visualised when 
considering the fact that while headline 
CPI rates hit 7% in the United States 
by the end of December 2021, the 
ten-year breakeven inflation rate, which 
measures what the market expects 
inflation to average in the next 10 
years was just 2.56%.

That is the largest gap in 20 years 
between the current CPI rates and 
10-year break-even inflation rates. 
This can be seen in the chart, which 
also highlights the USD gold price 
over this time period.  

The only other time we’ve seen 
anything like this kind of gap was back 
in 2008 when there was more than a 
3% difference between the headline 
CPI rate, and the 10-year break-even 
inflation rate. 

Back then, like now, gold went 
through a corrective period, at one 
point falling by approximately 20%. 
That corrective cycle was short lived, 
and ended with an explosive move 
to the upside, with gold rallying by 
more than 150% in the three years 
that followed. 

Given this history, and the fact there 
is plenty of room for CPI growth to fall 
yet still overshoot market expectations, 
there are multiple reasons to think the 
current inflation dynamics at play will 
ultimately lead to higher gold prices in 
the years ahead, irrespective of what 
happens with interest rates. n

DISCLAIMER
Past performance does not guarantee future 
results. The information in this article and 
the links provided are for general information 
only and should not be taken as constituting 
professional advice from The Perth Mint. 
The Perth Mint is not a financial adviser. You 
should consider seeking independent financial 
advice to check how the information in this 
article relates to your unique circumstances. 
All data, including prices, quotes, valuations 
and statistics included have been obtained 
from sources The Perth Mint deems to be 
reliable, but we do not guarantee their ac-
curacy or completeness. The Perth Mint is 
not liable for any loss caused, whether due to 
negligence or otherwise, arising from the use 
of, or reliance on, the information provided 
directly or indirectly, by use of this article.

Table 2: Australian inflation and average gold price 
returns (%) 1971 to 2021

Inflation environment Number of years 
inflation in this bracket

Average nominal gold 
return (%)

Less than 3% p.a. 27 3.6%

More than 3% p.a. 23 20.4%

Source: The Perth Mint, Australian Bureau of Statistics, World Gold Council

Gap between current CPI rates and 10-year break-even 
inflation rates 2003 - 2021

Source: The Perth Mint, St Louis Fed, Bureau of Labor Statistics
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While gold doesn’t always go up when inflation is running hot, it does 
have one of the best track records of any asset class as a hedge against 
rising consumer prices.
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Created by Fidante Partners, ActiveX is a series of actively 
managed ETFs that gives you access to the expertise of some of 
Australia’s most successful investment managers via a single trade. 

Get active about fixed income with the right partners:

Active ETFs for a hands-on approach

Invest actively via a single trade | FidanteActiveX.com.au

Fidante Partners Limited ABN 94 002 835 592 AFSL 234668 (Fidante), a member of the Challenger Limited group of companies (Challenger Group), is the issuer of the ActiveX Ardea Real Outcome Bond Fund (Managed 
Fund) (ARSN 629 403 925) (XARO) and the ActiveX Kapstream Absolute Return Income Fund (Managed Fund) (ARSN 632 896 176) (XKAP) (together, Funds) and any funds within the ActiveX series. This information is 
intended to be general information only and not financial product advice and we have not taken your individual circumstances, financial objectives or needs into account when preparing it. Please consider your individual 
circumstances, seek your own independent professional advice and read the Product Disclosure Statement (PDS) and Target Market Determination for the Funds before making a decision about whether to buy or continue 
to hold units in the Funds. These documents can be obtained at www.fidanteactivex.com.au. Past performance is not a reliable indicator of future performance. Only investors who are authorised as trading participants under 
the ASX Operating Rules or Chi-X Operating Rules (as applicable) may invest through the PDS. Other investors may buy units in XARO on the ASX using ticker code “XARO” or in XKAP on Chi-X using ticker code “XKAP”. 
Fidante is not an authorised deposit-taking institution (ADI) for the purpose of the Banking Act 1959 (Cth), and its obligations do not represent deposits or liabilities of an ADI in the Challenger Group (Challenger ADI) and 
no Challenger ADI provides a guarantee or otherwise provides assurance in respect of the obligations of Fidante. Investments in the Fund(s) are subject to investment risk, including possible delays in repayment and loss of 
income or principal invested. Accordingly, the performance, the repayment of capital or any particular rate of return on your investments are not guaranteed by any member of the Challenger Group. 47358/1121

TICKER: XARO TICKER: XKAP 

›  OBJECTIVE: Stable return in  
excess of inflation over the 
medium-term prioritising liquidity 
and capital preservation by 
primarily investing in AAA/AA 
rated government bonds

› QUARTERLY DISTRIBUTIONS

› TARGET VOLATILITY: <2.0% p.a.

›  OBJECTIVE: Steady stream of 
income and capital stability over 
the medium-term by primarily 
investing in investment grade 
corporate bonds

› QUARTERLY DISTRIBUTIONS

› TARGET VOLATILITY: <1.5% p.a.

https://www.fidanteactivex.com.au/
https://www.stockbrokers.org.au/education/accreditation/accredited-derivatives-adviser-level-1-ada1
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T ogether with the Hong Kong 
Secu r i t i es  and  Fu tu res 
Commission (SFC), ASIC has 

published a circular which highlights 
their observations from a review of 
selected firms’ governance arrange-
ments and internal controls for their 
wholesale FX activities.

The purpose of the review, which 
mostly included onsite inspections 
of global financial groups licensed 
by ASIC in Australia and the SFC 
in Hong Kong, was to assess their 
compliance with local regulatory 
requirements in their respective ju-
risdiction and their adoption of other 
industry guidelines.

The circular highlights ASIC’s ob-
servations in the areas of supervision, 
risk management, trade execution, 
last look, protection of confidential 
information, mark-up, post-trade sur-
veillance, and staff personal dealing 
and training.

For more details of the review 
conducted by ASIC and the SFC 
respectively, refer to:

• Report 652 Wholesale FX prac-
tices in Australia

• Report on the SFC’s review of 
global financial groups’ foreign 
exchange activities in Hong 
Kong n

Joint review with HK SFC of global 
groups’ FX activities

BY ASIC

SAFAA’s monthly email designed to keep you informed  |  www.stockbrokers.org.au

Delivering the big issues in stockbroking and investment 
advice, insights from industry experts and updates from 
the advocacy team.

Delivered to your inbox, once a month.

SAFAA Newsroom

https://asic.gov.au/regulatory-resources/markets/market-supervision/circular-on-asic-sfc-thematic-review-of-global-financial-groups-foreign-exchange-activities/
https://asic.gov.au/regulatory-resources/find-a-document/reports/rep-652-wholesale-fx-practices-in-australia/
https://www.sfc.hk/-/media/EN/files/IS/publications/Report-on-the-SFC-review-of-global-financial-groups-foreign-exchange-activities-in-Hong-Kong-EN.pdf
https://www.sfc.hk/-/media/EN/files/IS/publications/Report-on-the-SFC-review-of-global-financial-groups-foreign-exchange-activities-in-Hong-Kong-EN.pdf
https://www.sfc.hk/-/media/EN/files/IS/publications/Report-on-the-SFC-review-of-global-financial-groups-foreign-exchange-activities-in-Hong-Kong-EN.pdf
https://www.sfc.hk/-/media/EN/files/IS/publications/Report-on-the-SFC-review-of-global-financial-groups-foreign-exchange-activities-in-Hong-Kong-EN.pdf
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Suspicious matter reporting  
Wednesday 9 March | 1.00 to 2.00pm 

Richard Lee, Director of the Industry, Education & Outreach team at AUSTRAC, will provide an overview of 
reporting suspicious matters to AUSTRAC, including what AUSTRAC is seeing, some do’s and don’ts when 
reporting and how they play a critical role in protecting the financial system from serious crimes.

FASEA CPD: 1.00 hour Regulatory compliance and consumer protection | RG146: 1.00 Generic Knowledge

An update on DDO implementation
Wednesday 16 March | 1.00 to 2.00pm 

In addition to providing an update on DDO implementation, Corey McHattan, a partner with Ashurst, will also 
discuss how to address the challenges of undertaking the reasonable steps obligations for general and non-
advice clients and the danger of straying into personal advice.

FASEA CPD: 0.5 hour Regulatory compliance and consumer protection, 0.5 hour Professionalism and 
ethics | RG146: 1.00 Generic Knowledge

Taking advantage of a new global equity investment order
Wednesday 23 March | 1.00 to 2.00pm 

Sam Kazacos from Antipodes will outline how global equity portfolios should be positioned to benefit from the 
following new investment order thematic including inflation, China, new investment cycles generating activity 
and employment and other key global equity considerations.

FASEA CPD: 1.0 Technical competence | RG146: 1.00 Generic knowledge

FOR MORE INFORMATION OR TO REGISTER: 02 8080 3200 | education@stockbrokers.org.au 

www.stockbrokers.org.au/education/cpd-webinars

THANKS for supporting SAFAA’s webinar program during 2022

SAFAA-ACCREDITED
CPD webinars

Stay on top of your CPD with these SAFAA-accredited CPD webinars – FREE for 

Practitioner, Affiliate and employees of Principal Members.

Richard Lee

Corey McHattan

Practitioner & Organisation Members: FREE   |   Non-Members: $55.00

Sam Kazacos 

https://www.stockbrokers.org.au/education/cpd-webinars
https://www.stockbrokers.org.au/education/cpd-webinars
https://www.stockbrokers.org.au/education/cpd-webinars
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S o what might he have in store 
for the space should he get to 
drop the word ‘shadow’ from his 

title? Well the year kicked off with an 
industry function that saw him as the 
guest speaker and we might have got 
some indication of things to come.

One message Jones was keen to get 
out was the fact a Labor government 
would not dictate how superannuants 
are able to spend their money. He 
made this perfectly clear in his criti-
cism of the COVID-19 financial relief 
measure allowing people the ability 
to withdraw up to $20,000 of their 
retirement savings to tide them over 
during the most trying period of the 
lockdown. To this end, he was sup-
portive of the initiative but did not like 
the way it was implemented.

Basically, the Member for Whitlam 
was opposed to the fact individuals 
accessing this $20,000 were not 
limited in what they could spend it 

on and so there was no guarantee 
it would be used to support grocery 
bills and mortgage payments. Having 
said that, Jones also pointed out he 
was against dictating how people can 
invest or spend their superannuation. 
Conflicting message perhaps, but let’s 
park this thought for a minute.

Later in his speech Jones indicated 
Labor would like to see superannua-
tion monies playing a more important 
role in specific areas of the Australian 
economy. He said what he meant by 
this was that initiatives like infrastruc-
ture projects did not need to be fully 
funded by the federal government and 
retirement savings could be directed 
to do some of the heavy lifting too.

So what conclusions can we make 
from his presentation? I might be read-
ing too much into this, but it would 
appear he would like to place greater 
measures within the superannuation 
system to, not quite force, but perhaps 

direct these monies into a particular 
direction the government would like.

This is unlikely to mean a portion 
of a superannuation fund’s portfolio 
will have to be allocated to this or 
any other particular asset class, but 
it might mean trustees will be incen-
tivised to direct some of the money 
under their control in the appropriate 
direction.

If this is how a Labor government 
would go about achieving its vision 
for how our retirement savings should 
potentially be used, it would at least be 
a more palatable solution for SMSFs.

It would mean the fundamental 
premise of running your own super 
fund would be left intact, that is, hav-
ing the ultimate say in where to invest 
your own money and how to spend 
it once you are able to draw upon it, 
incentives or not. n

To subscribe to selfmanagedsuper please visit  
www.smsmagazine.com.au

We are all planning to go to the voting booths in May and if the current opinion polls can be believed, there 

will be a new government in power in the back half of this year. This means a new person will be responsible 

for the SMSF sector and that is likely to be Stephen Jones, seeing he is currently the Shadow Assistant Treasurer 

and Shadow Minister for Financial Services and Superannuation.

SUPER SNIPPETS | Darin Tyson-Chan, Editor, selfmanagedsuper 

A sign of things to come maybe

https://www.stockbrokers.org.au/education/cpd-webinars
http://www.smsmagazine.com.au/


MAJOR PARTNER          GOLD PARTNERS SILVER PARTNERS

BRONZE PARTNERS

SUPPORTERS MEDIA PARTNER

SAFAA 2022 high touch | high tech

www.stockbrokers.org.au/conference-2022

Registrations now open
24-25 May 2022 | Sofitel Sydney Wentworth + online
Up to 16 hours CPD available

Alva Devoy

Managing Director, 
Fidelity International

Rachael Falk

CEO, Cyber Security  
Research Centre

Saul Griffith

Chief Scientist, 
Otherlab

Andrew Inwood

Founder/Principal,  
CoreData

Joseph Longo

Chair, ASIC

Kristen Le Mesurier

Head of ESG and Engagement, 
Platypus Asset Management

Joni Pirovich

Principal, 
Blockchain & Digital

Sterling Shea

Managing Director, 
Morgan Stanley

Dominic Stevens

Managing Director and CEO, 
ASX

Speakers include


