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SIAA wants to play an active role in 
supporting the attraction, development 
and retention of Young Professionals 
to our industry. To help guide our 
approach, we have pulled together 
a Young Professionals working group 
of 8 talented individuals across our 
member firms to help us develop our 
Young Professionals proposition, con-
sider how best to bring their thinking 
into our committees, identify how best 
to approach students in High Schools 
and Universities and what value adding 
initiatives would support their growth, 
development and connection. 

SIAA’s Young Professionals working 
group has been up and running for 3 
months now and has prioritised its focus 
on the following initiatives:
•	 Establishment of a Young 

Professionals Teams chat to intro-
duce themselves to the broader 

group, share insights and pose 
questions of interest.

•	 Appointment of Young Professionals 
to the various SIAA Committees to 
bring their voice to the table on key 
issues and discussions.

•	 Localised networking events with 
the first held in Perth in August 
and the next in Brisbane on 18 
November. Events in the other states 
will follow in the new year.

•	 Update to the existing Young 
Professionals flyer and launch via 
Committee members on LinkedIn.

•	 Development of a dedicated 
LinkedIn page for Young 
Professionals to launch in November 
with 3 months of established content 
pre-launch.

•	 Establishment of a Young 
Professionals stream for the 
SIAA2027 Conference to run dur-
ing Concurrent sessions.

The working group meets every four 
to six weeks as it is only recently 
established and includes individu-
als from across the member firms in 
different states and in different roles 
both front facing and back office. 
Updates on the activities of the Young 
Professionals Working Group is pro-
vided to the Diversity, Equity and 
Inclusion Committee for their oversight 
and consideration.

SIAA members continue to see sus-
pected pump and dump attacks on 
stocks, including the following ASX 
listed securities:
•	 ASX:VML 
•	 ASX:BWF
•	 ASX:VTX 
•	 ASX: GW1

Portfolios from compromised accounts 
are sold down and proceeds used to 
pump the designated stocks. There are 
concerns that in some cases customers 
are being used as ‘mules’ to counter 
multi-factor authentication controls. 

In its most recent Market Integrity 
update, ASIC has called on market 

intermediaries to urgently review and 
further strengthen, if necessary, their 
controls to protect against the ongoing 
threat of share fraud. The link to ASIC’s 
alert is here.

SCAM ALERT

COMMITTEE SPOTLIGHT
Young Professionals Working Group

Examining the big issues in stockbroking and investment advice. 

Delivered to your inbox, once a month.  

LEARN MORE

Industry Insights

https://www.asic.gov.au/about-asic/corporate-publications/newsletters/market-integrity-update/miu-issue-179-october-2026#poorlymonitoredsuspenseanderroraccountsthreatenmarketintegrity
https://www.stockbrokers.org.au/industry-insights
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Ask a high-net-worth client what they 
want from their adviser and the answer 
has shifted. Sound execution and a 
good stock idea are table stakes. What 
they increasingly expect is advice that 
reflects their structures, their goals and 
their timing, delivered through the chan-
nels they prefer. Hyper-personalisation 
has moved from a private-banking 
luxury to a baseline expectation.

Last month’s SIAA Monthly showed 
why. SIAA’s Invested in what comes 
next paper notes that people inherit-
ing wealth won’t necessarily stay with 
their parents’ adviser; they will choose 
someone whose service fits how they 
want to engage. Research by Praemium 
and CoreData, presented at SIAA2026 
in May, found 64% of advisers say half 
or more of their clients are HNW, and 

75% of HNW-focused advisers have 
clients with non-custody holdings. It’s 
a significant market segment!

The problem is simple to state. It 
is hard to be relevant to a client you 
don’t have time to talk to, and hard to 
tailor advice without complete, accu-
rate data. Three trends are converging 
on that problem: time, cash and data.

By Andrea Marani, CEO, FinClear

HNW clients want advice that feels built for them. Delivering it depends on three 

things advisers are short of: time, cash in the right place, and data they can trust.

RELEVANCE 
AT SCALE: 
what HNW clients 
now expect, and 
the foundations 
needed to deliver it

RELEVANCE AT SCALE:
what HNW clients now expect, and the  

foundations needed to deliver it
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what HNW clients now expect, and the  
foundations needed to deliver it

Time: the capacity 
squeeze
The Praemium research found advisers 
spend around 22% of their week on 
compliance and administration, close 
to the 25% they spend with clients. In 
three years, they want client time up 
to 32% and administration down to 
16%. That ambition matters: adviser 
supply is constrained while demand for 
advice grows, and 49% of firms expect 
advice-led models to take market share 
from transactional broking.

The shift only works if the middle 
and back office stops absorbing 
adviser hours. Every manual reconcilia-
tion, onboarding exception, corporate 
action query and account update is 
time not spent with a client. As Iress’s 
Andrew Jappy wrote in last month’s edi-
tion, the business case for modernisa-
tion is not technology for its own sake; 
it is reducing the cost and operational 
burden of change.

That is the thinking behind FCOps, 
the operations toolset we are rolling 
out across FinClear’s client base. It’s 
a technology-led shift in the way we 
work, removing reliance on tools like 
email and excel and providing real 
time insights and updates on post trade 
processing, administrative tasks and cli-
ent trends. The goal is straightforward: 
take routine work out of the operations 
queue so advisers and their teams get 
more of their week back for clients.

Cash: settlement is 
speeding up, and cash has 
to keep pace
Settlement cycles are compressing 
worldwide. The US, Canada and 
Mexico moved to T+1 in May 2024, 
and the UK and EU are set to follow 
in October 2027. Australia is on the 
same path, with ASX having consulted 
the industry on moving from T+2 to T+1 
post CHESS Replacement. Meanwhile, 
major overseas venues are extending 
toward 23-hour weekday trading.

For HNW clients with growing off-
shore allocations, that means funds 
must be in the right place, in the right 
currency, sooner. Shorter cycles leave 
less time to pull money from an external 

bank account and less room to fix a 
problem. Payment rails are changing 
too: the industry is moving away from 
the decades-old BECS direct entry sys-
tem toward real-time rails such as the 
NPP and PayTo. The direction is set, 
and batch-based funding processes 
will need rethinking.

Holding cash on platform is the 
practical answer. FinClear’s Cash Hub, 
delivered with J.P. Morgan, gives clients 
segregated trust accounts across mul-
tiple currencies, competitive FX pricing 
and real-time visibility, so cash is ready 
when trades settle - this is what I would 
consider an industry shaping event. It 
also supports revenue: 34% of firms in 
the Praemium research already earn 
FX revenue, and 17% earn a margin 
on client cash.

Data: AI is only as good as 
what it reads
AI is moving quickly into advice work-
flows: meeting notes, file summaries, 
draft client communications, portfolio 
drift alerts. Used well, it is one of the 
most promising ways to give advisers 
time back and personalise at scale.

But AI doesn’t fix messy data; it 
amplifies it. An assistant summarising 
a client’s position from incomplete 
holdings, stale cash balances or mis-
matched account structures will give a 
confident, wrong answer. Portfolios are 
spreading across direct equities, man-
aged accounts, international holdings 
and alternatives, and 79% of advisers 

say HIN ownership still matters to their 
clients. Bringing that picture together 
accurately is the real work.

That was the premise behind Fin, the 
AI adviser assistant we demonstrated 
at SIAA2026 in May. We’re doing a 
lot of work on how we manage data 
so that Fin and future adviser assistants 
can carry out tasks and provide helpful 
insights to our clients. The biggest lesson 
from building it was that the hard part 
is the data foundation, not the model!

Bringing it together
The Praemium research is also a 
reminder that execution isn’t going 
away. 70% of firms describe themselves 
as advisory-led, yet 83% retain direct 
market participant status: execution 
stays core even as the model shifts. 
That means advisers still need sophisti-
cated order pads to work and manage 
their own orders, a capability that sets 
broking infrastructure apart from wealth 
platform infrastructure.

Whichever model a firm chooses, 
HNW clients will judge it on relevance. 
Relevance needs time, which efficient 
operations create. It needs cash and 
settlement infrastructure that keeps pace 
with faster global markets. And it needs 
accurate, organised data that advisers 
and their AI tools can rely on.

With an estimated $5.4 trillion set 
to pass between generations over the 
next 20 years, the firms that get these 
foundations right will have more time 
for the conversations that matter, and 
more to say when they have them.

“ ...AI doesn’t fix messy data; it amplifies it. An 
assistant summarising a client’s position from 
incomplete holdings, stale cash balances or 
mismatched account structures will give a confident, 
wrong answer. Portfolios are spreading across direct 
equities, managed accounts, international holdings 
and alternatives, and 79% of advisers say HIN 
ownership still matters to their clients. Bringing that 
picture together accurately is the real work.
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Avoiding losers, not picking  
winners in lending 

Our approach to private credit has been shaped through multiple  
market cycles and is guided by a simple philosophy: avoid losers,  
not pick winners.

Our range of listed and unlisted private credit funds is built on: 

• Consistent monthly income targets

• A capital preservation bias1

• A heritage of market-leading workouts expertise, and focus on 
governance, risk management, and downside protection 

• Deep origination and underwriting expertise

• Strong alignment with investors, with MA Financial and our people  
co-investing more than $240m into our private credit strategies.2

Visit MAFinancial.com to learn more. 

Website: mafinancial.com | LinkedIn: @MAFinancial Group | Instagram: @mafinancial__

1. Based on defensive strategies focused on preserving investor capital by investing in assets with defensive characteristics and first 
loss co-investment structures by MA Financial Group Entities that aim to mitigate capital loss and downside risk.

2. As at 30 June 2026. 

This information has been prepared by MA Investment Management Pty Ltd ABN 64 639 174 315 (MAIM), as an authorised 
representative of MAAM RE Ltd ABN 34 135 855 186 (AFSL 335783) and MA Asset Management Ltd ABN 93 142 008 535 (AFSL 
427515) for general information purposes only. MAIM has not taken into account the investment objectives, financial situation or 
particular needs of any particular person. Because of that, before making an investment you should consider the appropriateness of this 
information having regard to those objectives, situation and needs. This information is not advice and you should not rely on any of the 
information when making an investment decision. Neither MAIM nor any of its related parties, their employees or directors, provide any 
warranty or accuracy or reliability in relation to such information or accepts any liability to any person who relies on it. 
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One minute to midnight 
End-of-life systems need to come off life support

In October I sat on a panel in Kuala 
Lumpur on the future of market structure. 
The questions were about T+0, 24/7 
trading and multi-asset settlement. My 
answer was that the infrastructure is not 
ready. In every market, including ours, 
a large part of the post-trade stack runs 
on code and hardware that is 20 to 30 
years old. Books and records systems 
should be big, stable and boring. 
Many of them are also out of vendor 
support, and in the last six months that 
has become a cyber problem as well 
as a budget problem.

Project Glasswing, April 
2026
On 7 April 2026, Anthropic an-
nounced Project Glasswing and gave 
eleven launch partners, mostly large 
technology companies plus one bank, 
and more than 40 other organisations, 
access to Claude Mythos Preview. 
The model found thousands of high-
severity vulnerabilities, including 
some in every major operating system 
and browser. A 27-year-old bug in 
OpenBSD, an operating system used 
in firewalls and network equipment, let 

an attacker crash any machine running 
it by connecting to it. In the Linux kernel, 
which underpins the trading platforms 
at exchanges such as the NYSE, Nas-
daq and the London Stock Exchange, 
the model combined several vulner-
abilities to take full control of a machine 
from an ordinary user account. Jamie 
Dimon, CEO of JPMorgan, the bank 
in the group, said on his first-quarter 
earnings call that Mythos ‘does create 
additional vulnerabilities’. Attackers 
will have the same capability, if they 
do not already.

APRA wrote to every regulated 

By James Dickson, Founder and Managing Director, Oceanic Consulting Group

Frontier AI can now identify day-zero software bugs and backdoors no software tester could 
conceive of that have lain dormant for decades. Market participants should look through their 
technology stack, and behind their vendors, before a regulator asks them to.
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entity on 30 April calling for a step 
change in how they manage AI-related 
risk, naming frontier models such as 
Mythos. ASIC wrote to all AFS licens-
ees and market participants on 8 May. 
ASIC Commissioner Simone Constant 
said the clock is at a minute to midnight.

PSPF Direction 002-2026
On 29 September, the Secretary of 
Home Affairs issued Direction 002-
2026 under the Protective Security 
Policy Framework, which binds non-
corporate Commonwealth entities, 
such as departments and most agen-
cies. It says the Commonwealth’s 
technology estate has been targeted 
using frontier AI capabilities and that 
running vulnerable legacy systems is 
an unacceptable risk. Every entity must 
stocktake its legacy technology, includ-
ing systems run on its behalf, prepare a 
Legacy Technology Risk Management 

Plan with a reduction target, and report 
back to Home Affairs by 31 March 
2027. It binds those agencies only, 
but I read it as a preview of what our 
regulators will ask for next.

Obligations already in 
force
The technological and operational 
resilience chapters of the ASIC Mar-
ket Integrity Rules have applied since 
March 2023. They require partici-
pants to identify their critical business 
services, assess the information and 
IT assets that support them, carry out 
due diligence on the third parties that 
provide or operate them, test business 
continuity plans at least annually, and 
notify ASIC immediately of a major 
event, including a cyber attack. A 
stocktake of the estate, including what 
vendors run for them, is the first step in 

meeting those rules; the register and the 
board paper behind it are the evidence 
to keep.

On 24 September, ASIC an-
nounced amendments that modernise 
the trading system obligations for 
algorithmic and AI-enabled trading, 
commencing on 18 March 2028. A 
participant must test a trading algo-
rithm before first using it or providing 
it to a client, and again before any 
material change. ASIC’s draft update 
to Regulatory Guide 265 addresses 
vendor-supplied algorithms and sys-
tems directly, and feedback is due by 
5 November. Eighteen months is not 
long if the system to be tested sits on a 
platform nobody can patch.

For APRA-regulated groups, CPS 
234 has required since 2019 that 
information assets, including those 
managed by third parties, be classi-
fied by criticality and sensitivity. CPS 
230 has required since July 2025 that 

Figure 1: Legacy technology and cyber exposure, April 2026 to March 2027. Source: Oceanic Consulting 
Group.
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critical operations, and the material 
service providers that support them, 
be managed.

In February, the Federal Court 
ordered FIIG Securities to pay a $2.5 
million penalty. The failures FIIG ad-
mitted included operating systems not 
on vendor-supported versions and 
patches for vulnerabilities disclosed 

in 2017 and 2019 left unapplied for 
about four years.

Look behind the vendor
The gap we see most often is the system 
a firm does not know it has, because it 
sits inside a vendor product: a modern 
front end on an order management 
core from the 1990s. APRA’s April 
letter, writing about AI adoption, 
described a related habit as ’an over-
reliance on vendor presentations and 
summaries without sufficient examina-
tion of key AI risks’.

When a vendor says a platform is 
supported, we recommend clients ask 
what that means for the components 
underneath it: which operating system, 
database and middleware versions, 
who patches them and how quickly 
after a critical security advisory, and 
whether the vendor could apply that 
patch without breaking something. 
If the vendor cannot answer, use the 
audit rights in the contract and raise it 
at renewal.

Vendor roadmaps and T+1
Vendor selections being made now 
are, in some cases, for a post-2030 
shift, and once live you will be on 
that platform for a decade, or more. 
You should be asking every technol-
ogy partner whether they are on the 
bleeding edge or behind it: whether 

the move is onto a modern stack, and 
whether they have planned for T+1 or 
are waiting until after CHESS Replace-
ment Release 2 in 2029. ASX’s position 
is that T+1 follows Release 2 by a 
minimum of 12–18 months. If nobody 
has run the code through frontier AI 
tools and the platform plan stops at 
Release 2, have you fully considered 
the decision you are making and the 
future disruption to your business?

What to do now
1.	 Stocktake the whole estate, in-

cluding everything run for you by 
vendors, outsourcers and cloud 
providers, and record vendor sup-
port status and end-of-life dates 
against every system.

2.	 Decide what is legacy: anything 
out of vendor support that is also 
impractical, uneconomic or above 
risk appetite to keep.

3.	 Set a reduction target and a date, 

approved by the board against its 
risk appetite.

4.	 Prioritise by exposure: internet-
facing systems, critical business 
services, custody and managed 
account platforms, and anything 
holding client or identity data.

5.	 Mitigate what has to stay: isolate 
it on the network, keep it off the 
internet, restrict privileged access, 
and give it a retirement date and 
an owner.

6.	 Keep the evidence in a form you 
could hand to ASIC tomorrow.

The Commonwealth has been told in 
writing that running vulnerable legacy 
systems is unacceptable, and given a 
date. Nobody has written to market 
participants in those words yet, but the 
Market Integrity Rules, ASIC’s May let-
ter and the September amendments all 
point the same way. When the request 
comes, the firms that have done the 
stocktake will send it in and get on 
with their day. The rest will be caught 
flat-footed.

James Dickson is Founder and Managing Director of 
Oceanic Consulting Group, a practitioner-led financial 
services consulting firm operating across Australia, the 
UK, Singapore, Hong Kong and Dubai.

“When a vendor says a platform is supported, we 
recommend clients ask what that means for the 
components underneath it: which operating system, 
database and middleware versions, who patches them 
and how quickly after a critical security advisory, and 
whether the vendor could apply that patch without 
breaking something. If the vendor cannot answer, use 
the audit rights in the contract and raise it at renewal.
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A nation of investors, 40 years of the  
ASX Australian Investor Study 

When ASX launched the Australian 
Investor Study in 1986, investing was 
far from mainstream. Share ownership 
was concentrated among a relatively 
small group, and investing was often 
seen as complex, exclusive and beyond 
the reach of ordinary households. Forty 
years later, millions more Australians 
have embraced investing as a path-
way to long-term financial wellbeing. 

Across 18 studies, the research charts 
a profound change in participation, 
access and confidence, while revealing 
how each generation has responded 
to economic, social and technological 
change.

In 1986, about one million 
Australian adults owned shares. Today, 
11.5 million Australians invest beyond 
their family home and superannuation. 

What was once the domain of a minor-
ity has become a mainstream financial 
behaviour and an increasingly impor-
tant part of building long-term financial 
security.

The 1990s marked a turning point, 
driven by major government privatisa-
tions and corporate demutualisations. 
Public offerings from organisations 
including Commonwealth Bank, Telstra, 

Provided by ASX

Since 1986, ASX has produced 18 reports in its Australian Investor Study series, capturing the views 
and retail share participation of approximately 100,000 investors. Marking its 40th anniversary in 
2026, ASX has released A nation of investors, a look back at how characteristics, attitudes and 
behaviours of investors have changed over four decades.



November 2026   p. 11

CSL, AMP and NRMA introduced mil-
lions of Australians to investing. These 
landmark transactions broadened 
participation in capital markets and 
fostered a culture of share ownership 
beyond traditional investor groups.

Technology has also democratised 
investing. Four decades ago, investors 
relied on stockbrokers, paper records 
and traditional media. Today, online 
platforms and mobile apps provide 
instant market access and abundant 
information. The shift from paper 
certificates and telephone trading to 
real-time digital investing has made 
markets more accessible, efficient and 
transparent.

Greater access has been matched 
by rising investor knowledge and con-
fidence. Improved education, wider 
availability of market information and 
a stronger understanding of investing’s 
role in wealth creation have encour-
aged Australians to take greater control 
of their financial futures. The growth of 
self-directed investing and self-man-
aged superannuation reflects this more 
active approach.

The nature of investing has changed 
too. Early investors often held a small 
number of Australian shares, result-
ing in concentrated portfolios. Today, 
investors can diversify across sectors, 
themes and global markets. Exchange-
traded funds (ETFs) have been central 
to this shift: ownership has more than 
doubled since 2020 to 2.82 million 
Australians in 2026, and one-third of 

intending investors identify ETFs as their 
likely next investment.

New asset classes are also reshap-
ing behaviour. Cryptocurrency own-
ership has grown to 2.79 million 
Australians. While traditional shares 
remain a cornerstone of many port-
folios, investors are increasingly com-
bining them with a wider range of 
products, reflecting greater choice and 
sophistication.

Perhaps the most striking change 
is the changing face of the Australian 
investor. In 1986, investors were dis-
proportionately older, wealthier and 
male. Today, participation is becom-
ing more representative of Australian 
society. Women account for 61% of 
those intending to start investing within 
the next 12 months, while almost four 
in ten intending investors are under 30.

How investors seek guidance is 
evolving as well. More than one-third 
expect to seek advice in the coming 
year, particularly younger Australians. 
Digital tools and artificial intelligence 
are increasingly supporting financial 
education, research and decision-
making, highlighting technology’s 
expanding role in helping investors 
build knowledge and confidence.

Despite four decades of growth, 
substantial opportunity remains. Almost 
10 million Australians have never 
invested beyond their family home 
or superannuation, or have stopped 
investing. Nearly one million of them 
intend to begin within the next year, 

showing the potential to further expand 
participation and financial inclusion.

The significance of this journey 
extends beyond individual wealth. 
As former Australian Associated 
Stock Exchanges Chairman Ian 
Roach observed in 1986, encourag-
ing personal share ownership helps 
Australians work and invest together 
to improve living standards. Investors 
provide capital that enables businesses 
to innovate, expand and create jobs. 
Strong participation supports vibrant 
capital markets, economic growth and 
national prosperity.

Four decades of Australian Investor 
Study research tell a clear story: invest-
ing has evolved from a niche activity 
into a mainstream part of Australian life. 
Greater access, broader participation, 
technological innovation and rising 
financial confidence have transformed 
the landscape, while continued educa-
tion and inclusion will shape its next 
chapter. Although the tools, products 
and investors have changed dramati-
cally since 1986, the purpose remains 
the same—helping Australians par-
ticipate in capital markets, share in 
the nation’s growth and build a more 
prosperous future.

A nation of investors, 40 
years of the ASX Australian 
Investor Study is available 
for download off the ASX 
website at asx.com.au/
australian-investor-study  

“Perhaps the most striking change is the changing 
face of the Australian investor. In 1986, investors 
were disproportionately older, wealthier and male. 
Today, participation is becoming more representative 
of Australian society. Women account for 61% of 
those intending to start investing within the next 12 
months, while almost four in ten intending investors 
are under 30.

https://www.asx.com.au/australian-investor-study
https://www.asx.com.au/australian-investor-study
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One solution 
for the future of 
investing
Trusted by Australia’s leading wealth professionals and 
institutions, AUSIEX brings together advanced trading, 
settlement, custody, cash, and fixed income capabilities 
through one connected platform.

 › More than 25 years of Australian market expertise

 › Backed by global technology powerhouse Nomura 
Research Institute (NRI)

 › Nationwide partnerships with brokers and institutions

 › Integrated multi-asset execution, clearing and 
settlement solutions

 › Efficient trading and risk management built to scale

 › Dedicated Australian-based Adviser Services team

One partner across the 
investment lifecycle

Australian Investment Exchange Limited (AUSIEX) ABN 71 076 515 930, AFSL 241400 is a 
wholly owned subsidiary of Nomura Research Institute, Ltd. (NRI), and a Market Participant of 
ASX Limited (ASX) and TMX Australia Exchange (TMX), a Clearing Participant of ASX Clear Pty 
Limited and a Settlement Participant of ASX Settlement Pty Limited.

ausiex.com.au
1800 252 351

Discover more
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Global share market indices have been 
relatively stable in recent months, but 
beneath the surface, individual stocks 
have experienced significant price 
moves. We believe this dispersion is 
creating a particularly attractive set 
of investment opportunities for the L1 
Global Long Short Fund (ASX: GLS).

More than half of Russell 3000 
stocks have fallen by more than 20% 
since the start of June, despite the index 
appearing stable. In the US consumer 
discretionary sector, two-thirds of stocks 
are down more than 20%. The stability 
in headline indices belies the weak-
ness across the broader market, with 

performance increasingly concentrated 
in the largest (top 10) companies.

Several factors are driving these 
moves. One of the biggest increases 
in bond yields on record has hit yield-
sensitive sectors, including utilities, infra-
structure and property. Brent Oil prices 
are up 70% this year and circa 15% in 

L1 Capital’s Mark Landau explains how a global investment universe and a flexible long short 
approach allow the fund to pursue opportunities across a broad range of companies, markets and 
sectors.

A world of opportunity: Inside 
the L1 Capital Global Long 
Short Fund

By Mark Landau, Co-Founder and Co-Chief Investment Officer, L1 Capital
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the past month. Meanwhile, artificial 
intelligence continues to influence mar-
ket sentiment towards both companies 
perceived to be AI losers and those 
investing heavily in its development.

Note: all data points above current as at 15 
October, 2026

A global opportunity set
At L1 Capital, we have been managing 
long short strategies since 2007. The 
L1 Global Long Short Fund applies 
the same investment team, philosophy 
and process as our L1 Capital Long 
Short Fund. Both strategies are jointly 
managed by myself and Co-Founder 
and Co-Chief Investment Officer Rafi 
Lamm, with the key difference being the 
geographic scope of their investment 
universes.

The Long Short Fund’s global expo-
sure is capped at 30% of its portfolio, 
whereas the Global Long Short Fund 
can invest its entire portfolio globally. 
This allows us to bring more of our best 
international ideas into the portfolio.

The objective of the Strategy is to 
achieve strong, positive, risk-adjusted 
returns over the long term (in AUD 
terms), with a return objective of 10% 
p.a. net of fees and expenses over the 
long term. There is no guarantee that 
the objective will be achieved.

Finding value through 
bottom-up research
Recent volatility has created a much 
larger set of attractive investment 
opportunities than usual. We are find-
ing numerous stocks that have fallen 
well below our view of fair value.

Our investment approach is contrar-
ian and research driven. We focus on 
individual companies, assessing their 
earnings potential, valuations and cash 
generation rather than simply following 
market trends.

We look for situations where short-
term headwinds or fears are being 
priced into a company’s valuation well 
into the future, even when we believe 
their medium-term impact on the busi-
ness will be much less significant.

The portfolio is diversified across 
sectors and geographies, with both 
long and short positions. This means 

we can seek opportunities among com-
panies we believe are undervalued, 
while also taking short positions (sell-
ing) where we believe the financial 
model or market expectations are too 
optimistic.

Examples from the 
portfolio
Alcoa (NYSE: AA), a global industrial 
leader in alumina refining, and alu-
minium manufacturing, is one example 
of where we believe the market has 
overreacted to near-term uncertainty. 
Its shares have almost halved since 
late May (as at September 30, 2026), 
reflecting weaker commodity prices 
and an acquisition that defers capital 
returns to shareholders.

The market appears to be placing 
too much weight on near-term uncer-
tainty and too little on Alcoa’s medium-
term earnings potential. Longer term, 
aluminium demand is expected to 
benefit from electrification and infra-
structure spending, while improved 
operational execution and synergy 
delivery offer further potential earn-
ings upside.

Fraport (ETR: FRA), which operates 
Frankfurt Airport and international air-
port concessions, is another example. 
Its shares fell 15% over the quarter (as 
at September 30, 2026) as higher jet 
fuel costs and disrupted flying activ-
ity weighed on near-term traffic. We 
believe these headwinds are mostly 
temporary. With major investment pro-
grams at Frankfurt, Lima and Antalya 
now complete, we see significant 
improvement in cash generation ahead.

On the short side, we believe the 
financial model of electric vehicle 
manufacturer Rivian (NASDAQ: 
RIVN) remains challenged. The busi-
ness continues to post losses and burn 
cash, while its lower-priced R2 needs 
to deliver a major step-up in production 
and sales in a highly competitive mar-
ket. We see elevated risks that opera-
tional challenges prolong losses and 
require further capital funding.

These examples illustrate how we 
assess each investment on its individual 
merits, with a focus on valuation and 
the medium-term outlook rather than 

short-term share price movements 
alone.

A diversified portfolio at 
attractive valuations
The portfolio is built from extensive bot-
tom-up company research and looks 
very different from major market indi-
ces, which are heavily skewed towards 
US mega-cap technology stocks.

Across our long positions as at 30 
September 2026, the median stock 
trades on around 11 times FY27 earn-
ings, based on consensus forecasts, 
alongside expected median earnings 
growth of around 15% on the same 
basis and strong cash flow generation. 
These estimates are forward-looking 
and may not be realised.

Since the strategy commenced on 1 
January 2025, it has returned 108.3% 
cumulatively after fees (equivalent to 
52.2% p.a.) to 30 September 2026, 
compared with a cumulative return 
of 35.3% for the MSCI World Index 
(equivalent to 18.9% p.a.) over the 
same period. These figures relate to the 
strategy, not the L1 Global Long Short 
Fund (ASX: GLS).

The breadth of contributions has 
also been notable. Over the same 
period, 63 stocks had each contrib-
uted more than one percentage point to 
the strategy’s returns, across a diverse 
range of sectors and geographies.

Investments can go up and down. Past perfor-
mance is not predictive of future returns. As GLS 
is listed on the ASX, its share price may trade at 
a discount or premium to its net tangible asset 
(NTA) value per share, so shareholder returns 
may differ from the performance of the underly-
ing portfolio.

Aligning our interests with 
investors
A core value at L1 Capital is strong 
alignment of interests. Rafi and I have 
a large personal investment in the 
strategy, putting our capital alongside 
investors.

That philosophy extends across the 
broader investment team. We don’t 
allow investment staff to trade indi-
vidual shares personally, meaning 
their best ideas are directed into cli-
ent portfolios. A material part of team 
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members’ bonuses is also invested in 
L1 Capital funds and escrowed for at 
least three years.

We believe the current dispersion 
in share prices is creating a compelling 
environment for long short investing. For 
investors, this reinforces the value of a 
strategy that can pursue mispriced com-
panies across global markets, rather 
than relying solely on the direction of 
the broader market.

The L1 Global Long Short Fund 
combines this flexibility with an invest-
ment team and research process refined 
over nearly two decades of managing 
long short strategies. 

Explore the L1 Global Long Short 
Fund (ASX: GLS).

DISCLAIMERS: This communication has been pre-
pared for L1 Global Long Short Fund Limited (ACN 
063 975 431) by its investment manager, L1 Capital 
Pty Ltd (ABN 21 125 378 145 and AFS Licence 
314302). L1 Capital Pty Ltd has prepared this publi-

cation in good faith in relation to the facts known to 
it at the time of preparation. This publication contains 
general financial product advice only. In preparing 
this information, we did not consider the investment 
objectives, financial situation or particular needs of 
any individual investor, and you should not rely on 
the opinions, advice, recommendations and other 
information contained in this publication alone. This 
publication has been prepared to provide you with 

general information only. It is not intended to take the 
place of professional advice and you should not take 
action on specific issues in reliance on this information. 
We do not express any view about the accuracy or 
completeness of information that is not prepared by 
us and no liability is accepted for any errors it may 
contain. Past performance is not a reliable indicator 
of future performance.

https://l1.capital/4ijkyRl
https://l1.capital/4ijkyRl
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Russell McKimm

1.	 How long have you been in the industry?

I started in the investment department of Perpetual 
Trustees in Melbourne in 1975 and joined stockbrokers 
Randall & Co in late 1977, so I’ve just ticked over 50 
years in the Industry. 

2.	What inspired you to pursue a career in stock-
broking or investment advice and what do you 
enjoy most about working in the industry? 

Before I joined Perpetual Trustees, I worked in the Insur-
ance Industry and some of my smarter clients kept telling 
me that there were better investment options than insur-
ance and so I decided to learn more about investments 
by signing up for the Securities Institute course as soon 
as I joined Perpetual. I had a great boss who encour-
aged me to study.

As soon as I started attending the lectures, I realised 
that I had found a subject that I was really interested in 
learning about.

This was very different to when I was studying pharmacy 
at university where I ultimately failed.

I was very lucky when I joined Randall’s because Brian 
Randall was not only a leading stockbroker, but he was 
also a visionary for financial planning in Australia. In 
those days we called it retirement planning.

We built our private client business on the back of run-
ning free seminars for both public and corporate clients 
such as Coles and Repco which is where my lecturing 
career began.

In the early days of my career, I became a member of 
the Securities Institute of Australia and thoroughly en-
joyed going to the lunchtime presentations which were 
given by very senior stockbroking and listed company 
representatives.

When I moved to Sydney in 1984, after becoming a 
member of the Melbourne Stock Exchange, I became 
more involved with the Securities Institute and lectured 
and marked exams. I was also on the New South Wales 

education committee for many years, which I thoroughly 
enjoyed.

Through my association with Brian Randall and Gwen 
Fletcher, who is considered by many people to be the 
founder of financial planning in Australia, I became 
heavily involved in the financial planning community 
initially being on the board of the Financial Planning 
Association (FPA) and then in 1994 assuming the role 
of president of the FPA

I was one of the few industry participants to be a member 
of the ASX and also be a Certified Financial Planner 
(CFP) but that reflected my belief that stockbroking and 
financial planning were complimentary to each other.

FIVE QUESTIONS WITH 
Russell McKimm
Retired Member, Melbourne

continued overpage...
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There are many things that I enjoy 
about being in the stockbroking 
and financial planning community, 
but what I have enjoyed most over 
the years is training and educating 
staff, clients and the public.

My radio program on 2GB gave 
me a great insight into client’s aspi-
rations, needs and fears. It was also 
a great way to attract new clients,

Every day is different in the stock 
market and there is always poten-
tial excitement and activity. I used 
to look forward to morning meet-
ings to hear the latest ideas and 
plan the day ahead.

Besides, having satisfied clients, 
my reward has been to see staff 
members that I have trained move 
on to have careers far more suc-
cessful than mine.

3.	What led you to become a 
member of SIAA, and how 
has membership supported 
you or your business? 

As I said earlier, my first exposure 
to the Securities Institute of Australia 
was via their advanced diploma 

course which stimulated my interest 
in the Industry.

Ever since then, I have kept an 
involvement with the SIAA and it’s 
predecessors and that has given 
me exposure to many important 
people in the investment world.

My first committee position in the 
investment world was on the SIA 
education committee and that was 
the start of a career that has seen 
me on numerous boards involving 
stockbroking, financial planning, 
securities regulation and com-
plaints resolution. 

But it’s also introduced me to many 
very promising young people as 
they look for guidance. Lecturing 
has also helped my presentation 
skills.

4.	What has been the most valu-
able lesson you’ve learned 
during your career? 

“Know your client” and “Know 
your product” are the two most 
basic principals in investment ad-
vising but they are not only legal 
requirements but I have found them 

to be very practical rules to fol-
low. My experience has been that 
when things go wrong it is usually 
because the adviser didn’t under-
stand the client well enough or 
didn’t know enough about the risks 
involved in the product or strategy.

Be honest with clients and be 
prepared to give them bad news 
as well as good news. I’ve always 
found that is better that you tell a 
client any bad news before they 
hear it from some other source.

In a similar vein if you receive a 
complaint act on it straight away 
and try and resolve it as quickly as 
possible even if it may cost you. I’ve 
often found that a speedy apology 
may be all that is needed to satisfy 
the client.

In purely stock market terms, my 
mantra has always been buy in 
gloom and sell in boom which is 
something that’s very easy to say, 
but a lot harder to implement.

5.	Outside of work, what do 
you enjoy doing to switch 
off?

Now that I am retired, my family 
and grandchildren have become a 
bigger part of my life both at home 
and while travelling.

Apart from that I still enjoy watch-
ing all sports and playing tennis. If 
anyone would like to replace me as 
President of our tennis club please 
let me know!

I do still enjoy being involved in 
education and I love teaching 
people about the stock market 
which I continue to do through my 
SIAA workshops.

continued from page 22...

““Know your client” and “Know your product” are 
the two most basic principals in investment advising 
but they are not only legal requirements but I have 
found them to be very practical rules to follow. My 
experience has been that when things go wrong it 
is usually because the adviser didn’t understand the 
client well enough or didn’t know enough about the 
risks involved in the product or strategy.
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Rich decisions: An insight into the HNW investor 

Wednesday 11 November, 1.00-2.00pm AEDT

Explore new research into the evolving priorities and investment behaviours of Australia’s high-net-worth investors, including 
where wealth is growing, portfolio positioning, emerging opportunities and expectations of advice, technology and investment 
solutions.

Legislated CPD: Client care and practice 1.0
Knowledge Area: Generic knowledge 1.0

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

www.stockbrokers.org.au/education/upcoming-events

MATT WALSH
Praemium

WEBINARS: Member FREE | Non-member $75

Thanks for supporting 
SIAA’s education 
program

REGISTER FOUR OR MORE attendees at least one week before the workshop and receive a $50pp discount. Available to 
both Organisation Members and non-members. To register email info@stockbrokers.org.au.

SIAA CONNECTING YOUNG PROFESSIONALS
Brisbane event sponsored by Praemium

Wednesday 18 November from 4.30-6.30pm AEST

Morgans Financial Office 
Level 29 Riverside Centre, 123 Eagle Street, Brisbane

Looking to grow your professional network and build connections that can support your  
career journey and personal development? Join us for a short presentation by Praemium 
followed by a relaxed evening of networking and conversation with fellow young professionals

This free event welcomes all young professionals and those aspiring to work in the industry.

Beyond the AI search box: practical AI for your working day 

Wednesday 3 February 2027, 1.00-2.00pm AEDT

Discover practical ways to use AI in advice, compliance and operations. Helen will explore workflows, alerts and repeatable 
processes that support client preparation, document reviews and routine administration, helping you work more efficiently while 
maintaining human review and oversight.

HELEN TANNER
DATA3

CPD EVENTS
Stay on top of your CPD with these SIAA-accredited CPD events. 
Webinars are FREE for Practitioner members and Affiliates and employees of Principal members. 

mailto:info%40stockbrokers.org.au?subject=
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Grounded in listening and 
regional context
Reflecting on prior exchange transi-
tion programs across the Asia-Pacific 
region, our team recognised the neces-
sity of aligning project milestones with 
the real-world operational rhythms of 
market participants. We understand 
that for many trading firms, market 
makers, and technology providers, 
the fourth quarter represents a critical 
annual window for budget planning 
and technical resource allocation for 
the upcoming year.

Rather than withholding informa-
tion until every precise calendar date 
was fixed, we have chosen to share 
high-level quarterly targets early in the 

planning process. This approach, par-
ticipants have told us, gives their tech-
nology teams the lead time required 
to schedule development bandwidth, 
and budget, effectively. Furthermore, 
we purposefully structured our execu-
tion timeline to pre-date several major 
exchange technology upgrades sched-
uled across the Asia-Pacific region 
throughout 2028 – such as the ASX 
Omnet sunset, HKEX Orion Derivatives 
platform launch, OSE J-Gate sunset, 
KRX T+1 settlement implementation, 
and ASX24 futures platform migra-
tion – minimising overlapping proj-
ect demands for regional technology 
teams.

Understanding the TMX 
TEAM Matching Engine
At the core of this transition is the 
TMXTrading ENhancedAdaptive 
Modular (TEAM) matching engine. 
TEAM represents a next-generation, 
unified trading architecture designed to 
consolidate TMX trading venues onto 
one consistent, multi-asset capable 
platform. Built as proprietary technol-
ogy to TMX, the platform was created 
to streamline the trading experience 
while optimising performance, scal-
ability, and long-term innovation across 
our markets.

We recognise that introducing new 
matching engine technology to active 
market participants requires proven 

As we prepare for our upcoming technology migration to the TMX Trading System, our team 
approaches this transformation with strong consideration of the daily operations of our market 
participants. Upgrading core infrastructure requires careful planning, transparent communication, 
and above all, a collaborative approach. Our primary objective throughout this migration is to 
deliver a performant, resilient trading platform while actively minimising operational impact and 
development overhead for our members, vendor partners, and institutional investors.

By Wiley Warton, Head of Product Development, TMX Australia Exchange

Navigating the TMX Australia 
technology migration: A 
collaborative path forward
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reliability. The TEAM architecture is pro-
duction-ready with product deployment 
across North America, specifically the 
Montreal Exchange derivatives market 
and most recently having been the 
foundation of the successful launch in 
January 2025 of AlphaX in the United 
States. That implementation demon-
strated increased automation and 
operational efficiency, providing our 
teams with a tested, robust and resil-
ient technology blueprint for upcoming 
market transitions.

Infrastructure stability 
and protocol equivalence
In designing our target technical solu-
tion, our primary engineering objec-
tive was to achieve 1:1 operational 
equivalence while maintaining physical 
infrastructure stability. Primary Data 
Centres will remain unchanged at 
Equinix SY5 and Equinix SY2, with 
Disaster Recovery anchored at DigiCo 
(formerly Global Switch). Physical con-
nectivity choices continue to offer stan-
dard 1Gb and 10Gb fibre port options, 
though new physical cross connects 
will be required for TMX connectivity. 
TMX will cover the costs of the new 
cross-connects until launch.  

At the logical layer, existing inter-
faces map directly to clean counter-
parts on the TMX platform, ensuring a 
bounded development scope for inter-
nal developers and vendor partners:

Preserving core market 
mechanics
Alongside protocol equivalence, it is 
our intention that core market mechan-
ics carry over with complete parity. 
The Integrated Order Book matching 
priority maintains the familiar hierar-
chy: Price, Visibility, Pegged, and Time. 
Essential order attributes – including 
Post Only, BestX, MarketX, all Pegged 
variants, Iceberg, Minimum Execution 
Quantity (MEQ), and MEQSE – are 
fully preserved. Additionally, Time in 
Force parameters, Broker Preferencing, 
Order Conversion Services, Self 
Trade Prevention controls, and 
Trade Reporting mechanisms remain 
unchanged.

Execution roadmap and 
community engagement
To support internal planning, our struc-
tured migration roadmap provides a 

comprehensive sequence leading to 
production launch:
•	 Q4 2026: Release of Technical 

Specifications and Impact 
Documents, opening of cross-
connect ordering, and launch of 
weekly project newsletters. 

•	 Q1 2027: Hosting of the Industry 
Webinar covering test environment 
access and technical specifications.

•	 Q2 2027: Opening of the General 
Test Environment (GTE), offering a 
full six-month testing window prior 
to production launch.

•	 Q3/Q4 2027: Dedicated pre-
production environment testing and 
Industry Wide Test (IWT) weekends 
leading to final Production Launch 
in late 2027.
Our dedicated migration microsite 

is live at tmxaustralia.com/tech-migra-
tion as a centralised documentation 
hub. Our team welcomes regular and 
direct engagement with market partici-
pants, vendors, and industry associa-
tions. To schedule a direct session with 
our project team, please reach out via 
email at au.migration@tmx.com or call 
+61 2 8078 1701. We are grateful 
for your continued partnership and 
look forward to collaborating closely 
with you.

Trading Function Existing Cboe Protocol Target TMX Protocol Operational Details

Order Entry & 
Management

Standard FIX TMX FIX Standard session 
mechanics preserved

Low-Latency Order Entry BOE (Binary Order Entry) TMX Binary High-performance binary 
execution

Dedicated Low-Latency BOE Dedicated Core 
(BOE DC)

Binary ‘Ultra’ Ultra-low latency binary 
solution

Risk & Liquidity 
Management

Purge – Amend Port Purge – Amend Port Fully supported on target 
engine

Execution Reporting FIX Drop TMX FIX Trade Feed Direct execution drop 
copy feed

Order & Trade Monitoring ODROP TMX FIX Drop Copy Feed Full order and trade event 
updates

Full-Depth Market Data PITCH Multicast ITCH Multicast Binary, event-by-event 
order book feed

Level 1 Market Data TOP Multicast HSVF High Speed Vendor Feed 
in ASCII format

https://www.tmxaustralia.com/tech-migration
https://www.tmxaustralia.com/tech-migration
http://tmxaustralia.com/tech-migration
http://tmxaustralia.com/tech-migration


Gold	
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			   breakfast 	

Networking	 Bronze 
	drinks

Golf			   Media	

SPONSORS

SIAA2027 MOMENTUM
18–19 May 2027  |  Sheraton Grand Sydney Hyde Park

Monday 17 May	
	 07:00 – 14:00	 SIAA Charity Golf Day – including breakfast, lunch and refreshments

		  The Coast Golf and Recreation Club Limited, Sydney

Tuesday 18 May
	 07:00 – 08:30	 SIAA Women’s Breakfast with guest speaker Jelena Dokic	
	 09:00 – 17:00	 Conference day one
	 17:00 – 19:00 	 SIAA Networking Drinks	 	  

Wednesday 19 May
	 09:00 – 16:30	 Conference day two

SAVE THESE DATES!
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SUPER SNIPPETS

You may be aware the media last 
month reported on a $68 million boost 
Australian superannuation members 
are enjoying when they shift from accu-
mulation phase to retirement phase 
where they commence the process 
of drawing down their benefits via a 
pension.

The figure came from industry fund 
CBUS and drilling down to an indi-
vidual level the organisation estimated 
a member reaching age 60, the time 
when they can begin to access their 
retirement savings, could receive an 
additional $4300.

On the surface I think our collec-
tive reaction on hearing that news is 
“wow, how good is that”. Perhaps a 
little deceptively it is being labelled “a 
little-known bonus that many Aussies 
are missing out on”.

But is it really a bonus or does this 
revelation represent a piece of self-
confession from one of largest industry 
funds in the country? To this end, ironi-
cally, perhaps what has really been 
exposed is the total lack of transpar-
ency associated with the operation of 
industry funds across the nation.

The process by which this “bonus” 
has come about needs to be explained 
to truly understand its nature and once 
you are armed with this information you 
will realise it represents money to which 

super fund members have been right-
fully entitled from the time they began 
making contributions.

Basically this “bonus” is a refund 
of taxes that have been withheld by 
the super fund in anticipation of future 
tax liabilities it may incur for members 
throughout their time in accumulation 
phase. So the super fund squirrels away 
some of the money belonging to the 
member to create this provision.

Then when a member transitions 
into retirement phase and starts a tax-
free pension, meaning the fund will no 
longer need the portion of the provision 
attributed to that particular member, it 
returns the money back to its rightful 
owner. For CBUS, as mentioned earlier, 
this on average translates to $4300 
per individual.

My question then becomes which 
superannuants knows this is actually 
happening to their account? It’s all very 
well to employ these account man-
agement techniques, but is it divulged 
by the fund trustees? I would suggest 
probably not if we are now being told 
it is a “little-known bonus”.

So by wanting to claim credit for 
being the good guys and providing 
members entering retirement phase 
with additional money, CBUS seems to 
have called itself out as not employing 
the most transparent practices when 
engaging with its members.

But the egregious nature of this 
operational method goes further than 
simply not informing the members about 
it.

The money in the provision right-
fully belongs to the members and not 
the fund. This means the amount of the 
“bonus” that materialises here is effec-
tively money that member could have 
used in their accumulation account for 
the length of time they had that interest.

I’m not going to extrapolate the 
numbers here, but consider this in the 
context of all the hysteria that emerges 
whenever any suggestion of early 
access to benefits is raised. This reac-
tion surfaced during the COVID-19 
financial hardship relief measure and 
more recently when One Nation and 
the coalition flagged allowing this as 
a policy position.

By Darin Tyson-Chan, Editor, selfmanagedsuper

Don’t fall 
for the 
spin
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To this end, the Super Members 
Council claimed One Nation’s policy 
to allow superannuants to access 3 per 
cent of the 12 per cent of their superan-
nuation guarantee to either pay their 
rent or mortgage over a three-year 
period would cost a median full-time 
worker $25,000 in retirement.

However, I have heard only crickets 
when it comes to this future tax liability 
provision.

It’s not the only tax trick industry 
funds employ either. Under the current 
superannuation framework, individuals 
in accumulation phase have a 15 per 
cent tax applied to the earnings of 
those benefits. This tax, though, is not 
actually payable until the fund lodges 
its tax return for the relevant income 
year. However, it is deducted from the 
member’s account immediately when 
a contribution is made.

It does beg the question how much 

money are members effectively miss-
ing out on?

So whatever you do, don’t believe 
the spin industry funds are putting on 
this process of returning money to mem-
bers to what has rightfully been theirs 
in the first place. It is a favour CBUS 
has provided, but that favour is all 
about alerting Australians to the lack 

of transparency involved with some 
industry fund processes.

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

A toolkit combining practical resources 

and AI-powered simulations for 

developing advisers to learn, practice 

and grow.

FURTHER DETAILS....

THE FUTURE OF REAL WORLD ADVISER DEVELOPMENT | www.stockbrokers.org.au

“
So whatever you do, don’t believe the spin industry 
funds are putting on this process of returning money 
to members to what has rightfully been theirs in the 
first place. 

https://www.stockbrokers.org.au/dart
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