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The quote

Being less emotional 
and more professional 

would help improve 
the public perception 

that people have about 
advisers.

Advisers’ “bickering” 
looks unprofessional 
Laura Millan 

Advisers should try to be less emotional and stop “bickering” with each other 
if they want to look professional to their clients, a Financial Planning Asso-

ciation (FPA) board member said.
FPA board member Peter O’Toole said that he wishes to see “an increase in 

respect amongst professionals in our field.”
“Being less emotional and more professional would help improve the public 

perception that people have about advisers,” he said.
He argued that “self-employed financial planners tend to criticise planners that 

work for superannuation funds or banking institutions.”
“It would improve professionalism if they tried to be less emotional, this criti-

cism between different categories of planners is unproductive,” he said.
O’Toole admitted that this criticism also happens among FPA members and 

added that “constructive criticism is a good thing, but financial planners need to 
change the way they deal with each other.”

“If we act unprofessionally amongst ourselves by criticising each other, then 
that doesn’t help improve professionalism,” he said.

WealthSure 
undertakes 
major reform
WealthSure is undertaking a 
full reform of its business after 
it entered into an enforceable 
undertaking following concerns 
by the Australian Securities and 
Investments Commission (ASIC) 
over poor compliance and failure 
to monitor advisers’ actions.

The dealer group will focus 
on training the advisers and the 
compliance team. WealthSure will 
develop an Adviser Academy to 
help advisers improve the quality 
of their advice and will provide 
external training to its compliance 

Marilyn Nelson, aged care specialist adviser at Big Sky
Nelson spent six years as a generalist adviser and has been advising in aged care and 
estate planning for the last five at Big Sky, a mutual firm of Australian Unity.

News

1. How did you meet your client and what 
was him or her situation before your 
advice?
My clients came to me referred from one of 
our other advisers’ referral sources. The family 
came to me because there was a single parent 
left that needed to go into care. Dad passed 
away a few years before and mum had left the 
investments in place. There was about $1.5m 
plus their home of about $500k. The recent 
income return for the portfolio of investments 
was about 6%

2. What prompted the client to take up 
professional advice?
The family had found a facility and gone 
through the process, but suggested that they 
get professional advice.

3. What sort of advice did you give to your 
client in each of these areas?
The first thing we did was deciding whether 
to sell or rent the family home. We then talked 
about the bond: how big it is, how much 
should they pay, should they give more than 
what’s being asked for and how do they fund 
it. We also looked at the ongoing fees of the 
facility and how all of this works in relation to 

their current cash flow and their asset base.
In this case, the clients wanted the strategy 

to be simple and easy to manage and 
to provide sufficient cash flow to pay the 
ongoing costs.

4. What was the final outcome of the 
advice process?
The outcome for this client was different to 
most because of the higher than usual level 
of assets that the family had.  It is usual for 
the ‘keep the home and rent it out’ to be more 
financially beneficial, but in this case they sold 
the family home and invested the proceeds. 

If the clients received a 5% income return, 
then they were $4,000 better off per year than 
they would be if they went to the trouble of 
paying maximum bond, renting the home and 
becoming entitled to Centrelink for the first 
time.  If the investment return dropped to 4.5% 
then the family was better off by about $2,500 
if they took the maximum bond, renting the 
home and Centrelink option.

As with all the aged care clients, you need 
to run a number of scenarios to make sure the 
clients can choose the option that suits them.  
In this case, they chose not to commence 
dealing with Centrelink.

5. Do you have an ongoing relation with 
this client? 
After having advised the family on the aged 
care of their relative, they are coming back to 
be clients of mine.

6. What is your remuneration model? 
We work on a fee for service model and clients 
can pay from their bank account or by cheque. 

7) Did your client recommend you to their 
friends or relatives? Please elaborate.
They have gone back to the referrer and told them 
what a good experience they had dealing with us.

8) How would you describe the task of an 
adviser specialised in aged care?
Advice in aged care starts the minute that the 
person comes through your door. You need to 
understand the emotions that they are going 
through and what turmoil their lives are in at 
the moment, because it is a very stressful time 
for them. 

It is different from being a generalist financial 
adviser where you’re dealing with people who 
want a financial outcome. They want you to 
hold their hands, walk you through and help 
them to understand the process. fs


