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Australia’s financial advice industry is evolving and new thought 
leaders are emerging. Here the 2017 AFA /ANZ Wealth Rising 
Star of the Year Award finalists share their thoughts on the future 
of the industry and why financial advice is the career for them.

Q1. Why did you choose a career in financial advice?
Karlee Hoog-Antink: I saw a career in financial advice as an oppor-
tunity to use my natural skills and enthusiasm in helping people im-
prove their lives. I have a very honest, upfront personality and I’m 
also good at making people feel comfortable, so being an adviser 
proved to be a good fit for me.
Andrew de Bono: I studied economics and applied finance at univer-
sity and supported myself by working in retail, my favourite part of 
which was the customer service aspect. I really enjoyed speaking to 
people and wanted to find the perfect job where I could combine that 
with my passion for finance - financial advice ticked that box and I 
haven’t looked back since.
Mia Taylor: I didn’t know I wanted to be an adviser, I’d never even 
considered it. I fell into the industry and once I learned what the job 
was about I thought it was great that I could actually use the skills I’m 
learning to help others who may not be as financially literate to learn 
more about the basics of money and grow from there.

Sam Jewell: I finished university and didn’t really know exactly what 
I wanted to do. One of my father’s friends was a financial adviser so 
I bought him a coffee and asked what it was all about. I came away 
feeling as though this was something that I could do and see myself 
doing long-term. 
Lauren Walker: My dad’s actually a financial adviser, so I was always 
exposed to the career, to what they did, and when I was 19 and get-
ting my first job out of school I started working at a financial plan-
ning office and fell in love. I didn’t set out to be an adviser but once I 
was in the industry I knew very quickly that I wanted to stay.
Keats Brydon: I’d been working in the financial services industry for 
15 years before jumping in head first to start my own financial advice 
business. My sales and marketing background really helped me shape 
a business that puts the client at the centre of everything we do. I’m 
passionate about advice, I love making new connections with people 
and I genuinely want to improve the lives of the people we help.
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The quote

You need to be very 
collaborative in this 
industry because we 
can’t be all things to 
everyone and we need 
to acknowledge that if 
we’re going to be really 
good at what we do.
Lauren Walker

Q2. What role do you play in your client’s 
life and how do you see that changing?
KHA: I see myself as a coach and a guide for my clients. 
They should be able to be completely transparent with 
me and I need to assist them without judgement. It’s 
my job to put them at ease and have them put their 
trust in me.
AB: I’ve been advising for two years now and I think it’s 
already changed in that time. The shift toward a holis-
tic approach is going to be the biggest change as more 
and more people are going down that path of working 
with other professionals. Advice will no longer be some-
thing that you just do by yourself, and I think that’s 
something that may prove quite challenging for a lot of 
older advisers.
MT: I see myself as a coach or guide for my clients. My 
favourite part of the job is the first meeting when you’re 
chatting away and helping them to understand their own 
motivations and what might be holding them back when 
they’ve never really taken the time to think about it be-
fore. As advisers, we end up finding out so much about 
our clients, often well beyond the scope of just provid-
ing the basic financial advice. I think it makes sense that 

more advisers might go down the path of working out 
where else they could be helping clients – providing a 
truly holistic service.
LW: We’re becoming a little more like coaches to our cli-
ents and pulling in the right people for them and their 
situation, so it’s being a central hub and then developing 
an ecosystem – pulling in debt specialists, estate planners 
and all those other professions that sit on the outskirts 
of what we’re doing. It’s becoming more about financial 
wellbeing and overall wellbeing than it is about picking a 
product or implementing insurance.
KB: I strive to be a trusted adviser with all of my clients 
and to develop relationships that are for life. Gaining that 
trust enables me to understand the client’s needs, goals 
and concerns before considering financial solutions. As 
the industry evolves in areas like robo-advice and moves 
away from transaction-based fees, I believe this “life-
first” approach will be at the heart of a successful advice 
business. I see the evolution of our role as coach and edu-
cator and the businesses of the future will embrace the 
skills and services to support this.
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The quote

As a profession we 
need to keep working 

hard to position 
ourselves around the 

true value that we 
bring to clients - as 
educators, mentors 

and coaches. 
Keats Brydon

Q3. What do you think are some of the key 
challenges facing the advice industry?
KHA: I’m really motivated about changing the public 
perception of financial advice. There have been a lot of 
negative stories in the media and we can’t keep trying 
to change one story at a time - we need to show what it 
is that we do, the value that we add and the change that 
we bring. We all know that those in the negative stories 
are few and far between and the general public should be 
able to see that too.
SJ: I think robo-advice is going to bring about the most 
change. Personally, I don’t see it as too much of a threat 
because I know that no robot can replicate the relation-
ships I’ve got with my clients. In saying that, I do think 
it will have a role to play going forward because there’s 
going to be people that don’t necessarily want to have 

that strong relationship with an adviser and would pre-
fer to just get the job done, so robo-advice will have a 
place in advice and I think it will probably weed out a 
few advisers that don’t truly focus on that relationship 
building element.
KB: Our profession continues to battle negative per-
ception in the media every day. And with only 20% 
of Australians engaged with an adviser, which means 
millions of people are confirming their negative con-
cerns based on what they read. As a profession we need 
to keep working hard to position ourselves around the 
true value that we bring to clients - as educators, men-
tors and coaches that are here to help them protect and 
reach their goals.

Q4. What do you think of the new education 
standards for financial advisers?
KHA: I believe the new standards will be a good thing. If 
we want to be a well-respected profession, we need to lift 
the benchmarks associated with that. I’m interested to 
see what the outcome will be for the ‘equivalency’ stand-
ards – so many advisers have such lengthy, rich experi-
ence. A great education on its own doesn’t necessarily 
create a better adviser, there are a lot of elements that 
go into it.
MT: I’m one of the many advisers that doesn’t meet 
the new degree qualification requirement and I feel 
like there does need to be some level of recognition for 
those advisers who have got the years of experience and 
can demonstrate that they’re willing to learn – they’re 
not just sitting there and doing the bare minimum re-
quirement and then practicing. For myself, it is an ad-
ditional challenge but I’m at a point in my life and my 
career that I can see myself fitting that study in – I’ll just 
have to make it a priority. Advisers need to make sure 
that they have the adaptive mindset required to tackle 
change, because if you don’t like studying and you don’t 
handle change then it might not be the right industry 
for you anyway.
SJ: I think from the public’s perspective, you’d want to 
listen to people who have taken the time to get to where 
they are. I also think that most of the public probably as-
sumes that all advisers already have a degree because it is 
such an important job. We all know that the experience 
that some of older advisers have is valuable in terms of 

knowledge around product and how to deal with clients 
because that can’t be taught at university, but I think it 
comes down to consumer expectations and so education 
is important.
LW: I think we need education standards because, if 
we’re going to be viewed as a profession by the wider 
community, there needs to be some kind of minimum 
standard in place. We don’t know what that final quali-
fication is going to look like yet, but for advisers that 
have the experience and not the degree, I don’t think 
it would be a very onerous thing to go back and get a 
qualification - if they already know what they’re doing 
and have that experience then it’s just a matter of tick-
ing a box. I think the writing has been on the wall for 
quite a while and it’s a bit of a shame that it’s taken so 
long to get to this point.
KB: I support and promote the continued education of 
financial advisers, in order to build a reputable and re-
spected profession. I also support the good work that 
the associations are doing in helping shape the Pro-
fessional Standards Framework. I think the standards 
need to be fair and give consideration to advisers who 
have considerable years of practical experience. I be-
lieve that a balanced outcome between demonstrated 
experience and newer entrants to the industry can be 
achieved with the right level of professional and edu-
cational standards that creates greater consumer confi-
dence in seeking advice. fs


