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OUR OBJECTIVES

WHAT WE ARE NOT DISCUSSING

1 Trowbridge, Financial Systems
Inquiry, ASIC, Life insurers.

WHAT IS THE FUTURE OF RISK
2 ADVICGE?

Why the move? A critical analysis of
our clients.

CHALLENGES TRANSITIONING

3 Productising your services. How far
towards nil-commission should you
go?

BUILDING A SUSTAINABLE
PRACTICE

Activity-based costing, pricing and
rapid transformation.

OUR MODEL FOR THE FUTURE

A real-life example.

REDUCING THE GOST OF
DELIVERING RISK ADVICE

Practical measures you can take




WHAT IS THE FUTURE OF RISK ADVICE?

These factors led to my move away from commissions. A critical & honest review of our clients journey...

PRODUCT REVENUE BEST-INTEREST DUTY
TECHNOLOGY - INSURERS RISK ADVICE VS. STRATEGY
CLIENTIS IN CONTROL P ASSIUN FUR FAMILIES COST CONCERNS
FOCUS ON ADVICE OVER PREMIUMS OUR BI.IENTS SUSTAINABLE PREMIUMS
PROFESSIONAL SERVICES STAYING INSURED

VALUE PROPOSITION OBJECTIVE ADVICE




CASE STUDY: Commission vs. Fee for Service

Who are your clients? What does the next 15 years look like for them?

LIFE & TPD - 1.7M SUPER LINK
|.P - 8K AGREED PM
(30D, AGE 70)

TRAUMA - $255K
Male - Age 37
l (Pro white collar
earning $120k*)

LIFE & TPD— 1.1M ANY OCC
|.P—4K PM (30D, AGE 70)

Female - Age 35
L (Admin earning
S60k*)

51,644

Difference year 1
Qs

O Dbiff 15
OS Irrerence year

*Total FFS premiums 3.56% of net income

Further savings -
Level I.P & Trauma
year 15

93,738

+

Hybrid upfront
commission
(70%).

911,248 IRAXNIAY 5127+
+

Hybrid
commission year 2
(24%).




CHALLENGES TRANSITIONING

“People do not buy what you do;
people buy why you do it”

[SIMON SINEK]

A strategy to ‘Productise’
your services. '

Large vs. small practice How will you engage current
transition clients and new clients? @

Rapid transformation



PRODUCTISATION OF SERVICES

Converting delivered services to a Traditional  financial  planning
standard, fully tested package, advice is seen as a commodity
supported and marketed with the rather than packaged value...time
character of a tangible object. to change!
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}L‘ Direct Costs

Principal and Planners
Fixed Dealer Cut
Dealer Cut
Para-planning

Xero Cash Book
Subscriptions
Insurance -Pl

Advertising

Bank Fees

Computer Support and
Repairs

Consulting & Accounting
Insurance

Motor Vehicle Expenses
Office Equipment Rental
Office Expenses

Parking

Postage

Printing & Stationery
Rent

Subscriptions and software
Superannuation
Telephone & Internet
Tolls

Travel - National

Wages and Salaries
Website Maintenance
Work Cover

aa Indirect Overheads

v

Activity Drivers
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ACTIVITY BASED COSTING FOR FINANCIAL ADVISERS

Activities

Costing vs. Pricing

ABC is the attribution of
resource costs to front-

line service activities.

# Frontline Hours

# Frontline Planners
# Support Hours FT

# Support Hours FTE
# Support Staff FT

# Support Staff FTE

# Policy Holders

# Hours per Policy Holder
# Support Hours

# Frontline Hours

# Policy Holder Hours
# New Business Hours

Client meetings
Para-planning

Strategy development

A

gr—

:,‘ Activity Drivers
=>

= 1

A 4

A 4

Cost to Service clients / Hour
Cost to Support clients / Hour
Total Cost per Hour

Fee per Hour to be charged
Actual per Hour

A

Product research

File review

Preparation of SOA’s

P‘
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ASSOCIATION DfAUSTRALIA



RAPID TRANSFORMATION L Complre prouctaton e halenging

A strategic review of your advisory practice 2. Map out your ideal client and services including
what you do with your clients each year.

Complete an Activity Based Costing exercise.

4. Develop your pricing model and a new marketing

lan.
ACTIVITY BASED COSTING plan
EXERCISE 5. Educate your clients.

$3,738 UPFRONT + $127 DEVELOP UPFRONT DEVELOP ONGOING
PRODUCTISATION PER MONTH OG ADVICE FEE — Phase 1 ADVICE FEE - Phase 2
FOCUS GROUP WITH YOUR TEAM VALUE

E ....... STRATEGIC RISK ONLY ............... .

ADDED SERVICE A VALUE
(hours)

ADDED SERVICE B
(hours)




THE WEALTH ELEMENTS MODEL
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Protect wealth from
unforeseen events $1,950

Tailored feedback on
your current position

Super portfolio & savings

Strengths & weaknesses $1,490

Planning your first home

Opportunities & threats $340

Cash flow management
Basics + Pocketbook $199

Debt management
$220

1 strategy

One-off $590 session p.a.

inc GST S].OO o/m
inc GST

Investment foundations Established wealth review
$1,230 $2,300 +

Review existing property Develop property portfolio
Portfolio S450 $1,350

Planning your children’s Investment gearing
future $990 S350 +

Self-managed super
$4,250 +

CashFIT Money Management Program (12 months)
$129 per month

2 strategy
sessions p.a. sessions p.a.

5260 p/m From $S380 p/m
inc GST inc GST

3 strategy

ONGOING ACCESS TO YOUR TRUSTED ADVISER EACH YEAR

Super strategy & portfolio
$3,200

Investment income
Streams $2,900

Social security
Considerations $340

Self-managed super &
pension $5,300 +

2 strategy
sessions p.a.

From S350 p/m
inc GST

PA FINANCIAL PLANNING
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EFFICIENCIES FROM A QUALITY OUTSOURCING STRATEGY

Task Details |

Task Detail Task Notes (15) Documents (0) Alerts

Added By Notes Minutes Spent Created On Modified On -
161112015 -i‘s MACQ Insurance has now commen.... 0 16/11/2015
13111/201 5:- - MACQ APP - Signed and Dated A.... 0 13/11/2015
B 2s7ERON APP: - Called the doctor's office.... 0 12/11/2015
0 12/11/2015

- MACQ APP: Insurance Application is accepted ....

—— - - ae - 1 - e T

Minutes Spent 0

A= 5=

W k@B 5 U AW =S
B 2sterRON APP:

- Called the doctor’s office and they told me that the medical notes had been sent to UHG on the 29" of October.
- UHG received the report however it's for Macquarie.

- UHG have not uploaded the report for Asteron.

FINANCIAL PLANNING

"
ASSOCIATION Of AUSTRALIA




IMPROVING THE DELIVERY OF RISK ADVICE AND REDUCING COST

OUTSOURCING YOUR SOFTWARE DEVELOPMENT OF AN SET YOUR PRACTICES DEEPER PRODUCT
SOLUTION IN-HOUSE BEST OWN APPROVED KNOWLEDGE
PRACTICE VIEW PRODUCT LIST

| S | B | B |

1 Low-level 2 How do you collect 3 Have a clear process 4 Based on your target 5 Assistance with
administration & data? How do you for diagnosing and clients. Process, research from

processing analyse and providing strategic templates etc. software.
produce advice? risk advice. @
FINANCIAL PLANNING
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