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Upcoming Events
• 2019 Managed Account Awards

• Portfolio Management Conference

• Responsible Manager Masterclass 



2019 Managed Account Awards
• Finalists announced 30th May
• Awards 25th June

Portfolio Management Conference 
• Sydney 6th August – Portfolio management / asset 

allocation
• Melbourne 22nd October – Australian & Int’l 

equities and Fixed income Investments

Responsible Manager Masterclass

• 5th June



ZURICH INVESTMENTS

Charles Stodart
Investment Specialist

Market update
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Important information

This presentation contains general advice only which has been prepared without taking into account the personal objectives, financial situation or 
needs of any person.  The material has been prepared specifically for the information of financial advisers, researchers and trustees. It is not to be 
published without the prior written consent of Zurich. 

Unless otherwise indicated the information in this presentation, dated May 2019, is given in good faith and has been derived from sources believed to 
be accurate as at this date and is subject to change. Therefore, it should not be considered as a comprehensive statement on, or study of, any matter 
and should not be relied on as such. 

Neither Zurich Investments nor any of its related entities, their employees or directors, give any warranty of reliability or accuracy and to the fullest 
extent possible under law, accept no responsibility arising in any way whatsoever including by reason of negligence for errors or omissions.  The 
information in this presentation should not be taken as any form of guarantee of returns, income, yield or capital.

Zurich Investment Management Limited ABN 56 063 278 400 AFSLN 232511, 5 Blue Street North Sydney NSW 2060. (Zurich Investments) may receive 
remuneration such as fees, charges or premiums for the financial products they issue. Details about product remuneration can be found in the relevant 
Fund Product Disclosure Statement available from financial advisers. 

Past performance is not a reliable indicator of future performance.

GINN FVHHKJ.00012.ME.036

CSTT-014605-2019
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Asset class snapshot

6Source: Morgan Stanley; Cross-Asset Strategy; data as of 30th April 2019

Ranked real returns by asset class by year.
Green means you’re beating inflation



What’s changed?

7Source: Morgan Stanley; Cross-Asset Strategy; data as of 29th April 2019

Market implied pace of rate hikes in the US



Global growth remains decent…

8Source: Bloomberg

…but momentum has moderated



Macro factors resurface… Trade Tensions

9Source: Goldman Sachs Economics Research, The Return of the Trade War, 11th May 2019



Can China stimulus lead a global economic recovery?

10Source: Bloomberg



The price of money
What are bond yields telling us?

11Source: Bloomberg; to 16th May 2019
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Bulls vs Bears
Investor sentiment

12Source: AAII, Bloomberg, Morgan Stanley Research; data as of 25th April 2019



IPOs

13Google images



S&P 500 earnings per share growth

14Source: Thomson Reuters; S&P 500 Earnings Scorecard; dated May 9th 2019
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• Secular growth drivers, rather than cyclical

- Selected IT, including cloud computing, 5G, online

- Health Care, particularly medical devices and diagnostic tools

• Highly visible revenue base

• Companies with idiosyncratic growth drivers

Current opportunities for growth investors

15Source: American Century



THANK 
YOU

https://www.zurich.com.au/advisers/investments.html

https://www.zurich.com.au/advisers/investments.html


Questions



BEST INTEREST DUTY 
Andrew Fraser (HUB24) 



• About the survey

• Key findings

• Advice

• Platforms 

• Tax management

• Managed Accounts & BID

HUB2419

OVERVIEW



ABOUT THE SURVEY

This Research Paper is based on responses to 56 questions 
which were sent to a broad selection of advisers across 
Australia with responses received from over 300 advisers. 

The questions were prepared by CoreData with input from 
HUB24, the AFA and preliminary interviews with 5 industry 
participants

The paper examines how technology, including the use of 
platforms, has been used to support compliance with, and to 
meet the aims and objectives of, the Best Interests Duty. 

Additionally, the paper investigates the impact of the Best 
Interests Duty on aspects of providing advice on risk 
insurance – notably, on how frequently insurance needs are 
reassessed. 

Royal Commission recommendation: Safe Harbour 
provisions remain in place for the time being, with this 
to be reviewed by the Government (in consultation 
with ASIC) by 31 December 2022 

Royal Commission recommendation: Mortgage 
Brokers will fall under BID when acting in 
connection with home lending 

Royal Commission recommendation: Ongoing fee 
arrangements must be reviewed annually by the 
client

Notes on the Royal Commission:



KEY FINDINGS
Advisers have welcomed Best Interests Duty:

Advisers believe they have received adequate training, 
but welcome more:

Advisers agree that BID was 
necessary to raise industry 

standards

4/5 
Advisers agree or strongly 
agree that BID has led to 

better outcomes for clients

66.3% 
By far the most important issue in Best Interests 
Duty compliance when considering an investment 
product is whether or not the product matches the 
client’s risk tolerance.

Just over a third of non-aligned advisers have 
implemented specific technology solutions/tools,
including permitting detailed tax modelling and 
portfolio modelling, to help comply with the Best
Interests Duty.

When it comes to the use of platforms, the primary 
consideration in Best Interests Duty compliance is 
the features offered by the platform, followed by 
price. 

Received in-house training 
from their licensee or a 

specialist provider

86%

Would be open to receiving 
additional information or 

training on their obligations 

68%
70.7% of advisers surveyed believe that the Best 
Interests Duty has had no impact on the quality of 
advice they provide to their clients



22

ASIC Report 562 into big 4 banks + AMP - findings revealed that 

75% failed the best interest duty test. More specifically, not that 

75% was poor or incorrect advice, but rather insufficient 

supporting evidence or documentation was provided. 

Documentation was the primary deficiency.



SAFE HARBOUR

Identify client’s needs and objectives;

Identify subject matter of advice;

Make reasonable enquiries;

Assess own expertise;

Do your product research;

Base all judgements on client’s needs and objectives; and 

Any other reasonable step

Seven safe harbor steps:

Best Interests Duty (s961B)



PROVIDING ADVICE TO CLIENTS

When providing advice to a client, which of the following issues do you consider most important in ensuring compliance 
with your Best Interests Duty?

21.0%

13.8%

13.2%

3.6%

34.1%

7.8%

6.6%

29.7%

7.7%

13.2%

5.5%

26.4%

9.9%

7.7%

25.6%

11.1%

12.8%

4.5%

30.8%

8.3%

6.9%

Identifying the client’s financial objectives

Understanding the client’s financial circumstances

Having the expertise to provide the advice the client is
seeking

Having adequate information and research on products that
may be appropriate

Basing advice on the client’s relevant circumstances

Understanding the subject matter of the client’s needs

Other

Overall

Aligned

Non-aligned



LEAD PRODUCT CHOICE CONSIDERATIONS

When you make an investment product recommendation, in what order do the following issues rank when you consider 
your compliance with the Best Interests Duty?

36.7%

41.2%
8.7%

4.8%

4.5%

2.1%

2.1%

29.1%

23.5%

13.8%

11.1%

8.0%

9.0%

5.5%

14.9%

12.5%

12.5%

16.6%

15.9%

12.1%

15.6%

It matches the client’s risk tolerance, assessed using a risk-
profiling tool

It has better or more appropriate features and benefits than
alternative products

It’s a low-cost product (i.e. low product fees)

It will be low-cost to the client to implement the
recommendation

I expect it to have strong future performance

It has strong historical performance

It will improve the client’s tax position

Rank 1 Rank 2 Rank 3

77.2%

23.2%

23.2%

28.4%

32.5%

34.9%

80.6%

Sum



PLATFORM OFFERINGS

Thinking about your compliance with the Best Interests Duty, which of the following are most important in considering a 
platform solution?

24.6%

23.9%

22.1%

12.5%

8.7%
5.5%

2.8%

19.7%

17.3%

19.0%

17.3%

12.8%

11.4%

2.4%

14.5%

15.6%

15.6%

17.3%

17.0%

12.1%

8.0%

The platform features offered

The price of the platform

Broad menu of investment & insurance options

Efficiency benefits it provides

Level of service

Transaction fees

Tax optimisation tools

Rank 1 Rank 2 Rank 3 Sum

13.1%

29.1%

38.4%

47.1%

56.7%

56.7%

58.8%



IMPORTANCE OF TAX MANAGEMENT TOOLS 

If a platform could add value to client outcomes through active tax management would you consider it important for your 
compliance with the Best Interests Duty?

26.3%

19.8%

22.8%

64.1%

63.7%

65.7%

9.6%

16.5%

11.4%

Non-aligned

Aligned

Overall

Yes, extremely important

Yes, somewhat important

No



HOW MANAGED ACCOUNTS CAN HELP ACHIEVE BID



MAXIMISING THE BENEFITS

Fee savings through netting of assets when trading1

Managed Portfolios

4 Substitution & exclusion of assets to cater for client preferences and restrictions 

3 Managed portfolios allow tax parcel optimisation at an account level

2 Modelling CGT impact to help manager selection and minimise tax

5 Managed portfolios allow advisers to determine which assets are sold or retained to control CGT 

6 Transparency to give visibility of what’s owned and what’s happening in a portfolio. 



OBSERVATIONS FROM HUB24

There is clearly demand from advisers for platform technology that supports them with achieving better 
client outcomes such as assisting with active tax management of a client’s investment portfolio

The functionality, features and flexibility of managed account solutions provided on contemporary platforms 
are providing new opportunities for advisers to enhanced their clients outcomes

Providing quality advice for clients relies on understanding their specific circumstances, but advisers also 
need a clear understanding how new products and features offered by contemporary platforms can enhance 
client outcomes



DISCLAIMER
SUMMARY INFORMATION

The material herein is a presentation of general background
information about HUB24 Limited’s (‘HUB’) activities current
as at date of presentation. This information given in summary
form does not purport to be complete and should be read in
conjunction with previous ASX filings, Half Year Report and
the audited Annual Report as applicable.

NOT INVESTMENT ADVICE

This presentation is not a prospectus or a product disclosure
statement under the Corporations Act 2001 (Cth) and has not
been lodged with ASIC. The information provided in this
presentation is not intended to be relied upon as advice to
investors or potential investors and does not take into account
the investment objectives, financial situation or needs of any
particular investor. These should be considered, with or
without professional advice when deciding if an investment is
appropriate.

RISK OF INVESTMENT

An investment in HUB shares is subject to investment and

other known and unknown risks, some of which are beyond
the control of HUB. HUB does not guarantee any particular
rate of return or the performance of HUB nor does it guarantee
the repayment of capital from HUB or any particular tax
treatment.

FORWARD LOOKING STATEMENTS

This presentation contains certain forward-looking statements.
The words ‘anticipate’, ‘believe’, ‘expect’, ‘project’, forecast’,
‘estimate’, ‘intend’, ‘should’, ‘could’, ‘may’, ‘target’, ‘plan’ and
other similar expressions are intended to identify forward-
looking statements. Indications of, and guidance on, future
earnings and financial position and performance are also
forward-looking statements. Such forward-looking statements
are not guarantees of future performance and involve known
and unknown risks, uncertainties and other factors, many of
which are beyond the control of HUB, that may cause actual
results to differ materially from those expressed or implied in
such statements. There can be no assurance that actual
outcomes will not differ materially from these statements. You
should not place reliance on forward-looking statements and
neither HUB nor any of its directors, employees, consultants,
contractors, advisers or agents assume any obligation to
update such information.



Greg Newman - HUB2432



Questions
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