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Appetite for overseas assets 
continues to grow
Mark Smith

An increasing number of Australian investors are plan-
ning to make investments in overseas assets over the 

next three months, partly driven by a surprise lift in ap-
petite for fixed income investments, according to the latest 
Certitude Global Investor Intentions Index.

The Index, which tracks net demands for global invest-
ments, rose to 175 points in August, representing a 3.5% 
increase from last month and an 11.4% increase over the 
past quarter (rolling). 

The research also showed that investors were planning 
to increase their allocations sooner with 36% indicating 
they will make their next overseas investment within three 
months, a 33% increase on the past rolling quarter. 

According to the report, 43% of the investors surveyed be-
lieve they need more international exposure in their portfolios.

While the majority of investors favoured equities, fixed 
income has also begun to see an uptick in popularity, with 
7% of investors saying they plan on using the global asset 
class, up from 4% last month.

Investment grade credit is the most popular category of 
global fixed income among those surveyed. However, both 
emerging market debt and sovereign debt have more than 
doubled in popularity since May. 

“No investors preferred sovereign debt in May and 
this is now the choice of 20% of investors who plan to use 
fixed income. Similarly, emerging market debt has gone 
from 9% in July to 24% in August, which is especially 
interesting considering that as an overall region, the re-
search shows a decline in interest in emerging markets as 
a whole,” Certitude Global Investments chief executive 
Craig Mowll 01 said.

Mowll added that with many investors will holding 
around a third of their investible portfolios in cash, falling 
interest rates had caused some to come off the sidelines.

According to Mowll the increased appetite reflects in-
vestors’ view that global markets are likely to rise over 
the next year, with 74% of those surveyed expecting a 
rise compared to only 15% who anticipate global markets 
will fall. fs

Hedge funds call 
for global framework
Global hedge fund industry body, the Alternative 
Investment Management Association (AIMA) 
has called for greater consistency in in global 
regulations governing the industry in its newly 
published statement of policy principles.

The paper builds on a 2009 document, the 
AIMA Policy Platform, which offered support for 
improved transparency, unified global standards, 
manager authorisation and supervision, 
aggregated short position disclosure to regulators 
and new policies to reduce settlement failure.

AIMA urged policymakers globally to seek 
a co-ordinated international framework and 
warned about the dangers of extraterritoriality 
and regulatory overlap, which it says can lead to 
market fragmentation and regulatory arbitrage. 

AIMA has also called for robust rules to promote 
the segregation and protection of investor assets 
as well as regulation that reflects the differentiation 
between retail and professional investors.

The AIMA paper also sets out a number of 
methods for improving market integrity, including 
clearly-defined and internationally-harmonised market 
abuse rules and effective market abuse sanctions. 

The principles are set out in full in, ‘Regulating 
Capital Markets: AIMA’s Policy Principles’.

“Capital markets are crucial in the financing of the 
economy and the hedge fund industry plays an ever 
increasing role in the entire chain of investing and 
financial intermediation, contributing to market depth, 
sophistication, transparency and thus its ability to 
support growth,” AIMA chair Kathleen Casey said. fs
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Entrant in last year’s Smiley’s and part of the “Digital Dozen” talks to  
Financial Standard about how social media can improve your relationship  
with current clients, and help you find new ones.
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Why did you decide to enter the Smileys? 
I entered the Smileys as I love social media. I 
thought it would be a bit of fun and would help 
showcase to other advisers how social media can 
make a difference in communicating a message 
to the wider community and your clients.

Tell me a little about your application
The application really just detailed what we did 
on what platforms and the results as a business 
we have gained. We are very conversational 
with our social media and like to engage our 
audience, therefore we tried to show this in our 
application.

What affect did entering/winning the 
Smileys have on your business?
Being part of the “Digital Dozen” provided us 
with the ability to publicise this via our social 
media platforms. It all helps with showing cli-
ents and the industry that we are different and 
progressive. It also helped to lift my profile with-
in the industry and also show our clients that we 
are not your “boring” financial advisers.

Has your social media strategy/ presence 
changed over the past year?
We have tightened up exactly what platforms 
we use for what purpose and have a plan for 
how we disseminate information rather than ad 
hoc. All the team bar 1 are on Facebook and 
the same with Twitter. I have always encour-
aged the team to participate in group discus-
sions on LinkedIn, being part of the Smileys 
helped them understand that social media is a 
great medium to connect with people.

How as social media impacted your 
business?
We have gained a good following of both 
clients and advisers. I have also found that 
through this I have been asked to contribute 
to press articles. I have been asked to speak 
at numerous events both on how to effectively 
use social media within our business and also 
what we do in regards to client engagement as 
I believe that social media plays a huge part 
in client engagement. I have received referrals 
from other advisers and industry people pure-
ly due to my involvement in social media and 

it’s helped us get our brand and message out 
there. Digital media certainly helped make 
FoFA easier for us.

What are your latest discoveries on social 
media, any new favourite things?
I love the interaction with my peers and clients

What role does social media play in the 
financial services industry?
Social media helps with client engagement, 
shows the fun side of us as advisers. It helps us 
reach thousands of people effectively and ef-
ficiently and it’s a great communications tool.

What do you think the future of social 
media will look like?
Social media or on-line media will help to ce-
ment relationships and help us as advisers find 
new COI’s and clients. It is here to stay and will 
only get stronger. My advice to those sitting on 
the side lines, is jump in and try it – it works! fs
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