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Confronting entrenched prejudices towards ‘all things financial’ can be the 
first step towards adding value as a fee-based financial planner.

We despise the share market, hate paying tax, loath superannuation, and 
have even less respect for financial planners – so what exactly can you do for us, 
matey? This was the brief given to financial planner Neil Kendall, of Brisbane-based 
firm Tupicoffs, from disgruntled locals Fran and Bob Cutter1 when they darkened 
his doorstep eight years ago. 

Like many self-made small business owners, the Cutters’ lack of investment savvy 
belied the success of their ever-expanding electrical trade franchise throughout 
south-east Queensland.

With the kids off their hands, the family home paid off, and a flourishing business, 
the Cutters had the cash flow to support an attractive lifestyle. But unlike many 
couples, the Cutters had given little thought to how much annual income they 
wanted in their retirement or what strategy would deliver on this outcome.

Nevertheless, it was Fran’s lingering intuition that they were mismanaging their 
finances and should be doing more with their money – than enjoying fancy holidays, 
boats and driving flash cars – that led them to seek financial advice. Ironically, a friend 
had referred them to Tupicoffs, which Kendall subsequently discovered was the 
original source of their disenchantment towards financial advisers. “Coincidentally, 
they’d had poor experiences with the firm under its former guise as a sole agency life 
insurance business,” says Kendall. “And every time they’d sought financial advice – 
the solution was always presented as – simply buy more insurance with [the company].”

Fear and ignorance
With Fran partially onboard from the get go, Kendall knew that his ability to 
positively engage with the Cutters hinged on appeasing the hostility of Bob who’d 
clearly been shoe-horned into seeking advice. While Fran and Bob were successful 
small business people, Fran admits being decidedly below average when it came to 
understanding investments and financial matters.
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Thankfully, she adds they were smart enough to recognise how 
much they didn’t know. After five initial meetings over three 
months, Kendall progressively unravelled the root cause of the 
Cutters’ biases as fear and ignorance. As well as misunderstanding 
super as a tax structure, they also felt they had little control over 
their investments within it. And understandable, given their 
experiences with a former insurance agent, they’d tarred all 
financial planners as ‘commission-hungry’ product pushers. 

“I knew from the outset that I’d only be able to proceed at a 
speed they were comfortable with and that a ‘change-the-world’ 
approach wasn’t going to work,” recalls Kendall. “Even after the 
first couple of years, I still wasn’t at the point where I could 
jokingly reflect on their attitude when we first met.”

Trust aside, what the Cutters also wanted from Kendall was 
demonstrable evidence of quick wins before entrusting him to 
do more for them. “We were impressed with Neil’s initial 
advice because it was both clear and comprehensive, with a 
compelling rationale for each recommended strategy option,” 
said Fran. “When we finally agreed to an overall plan, Neil took 
over much of the practical paperwork in its implementation.”

At this point, the Cutters had little in the way of investments 
beyond a (fully geared) $400,000 commercial property being 
used by the business. Statutory contributions of 9 per cent, based 
on notional salaries of $50,000 meant that they also had less than 
$40,000 in personal super funds between them. 

Super-centric
Given that the Cutters were both still in their mid-40s, much of 
Kendall’s core recommendations centred on superannuation as 
the most appropriate vehicle for future wealth creation. To 
ensure a large percentage of fees were rebated back to them, he 
suggested that their existing Symmetry super funds be rolled 
over into a preferred Asgard platform. 

“We recommended shares be managed through a managed 
fund, and to reduce both risk and fees, we took an index-based 
approach,” explains Kendall. “It also helped us deliver on our 
projections that equities would continue to outperform other 
asset classes over time.”

The plan was to maximise super contributions – at $50,000 each 
annually, and once there were sufficient funds – around $400,000 
– they be rolled into a self managed super fund (SMSF). 

“We also showed the Cutters how they could use a SMSF fund to 
buy their commercial property from their family trust and use the 
proceeds to pay off bank debt,” advises Kendall. “In so doing, we 
worked with their accountant on a small business rollover to 
eliminate capital gains tax (CGT) on the property sale.”

Sidelining the market
By heeding Kendall’s recommendation that they ‘cash-up’ their 
super funds in June 2007, the Cutters effectively managed to 
side-step a massive hit to their net wealth – courtesy of the 
global financial crisis (GFC) – which kicked in later that year. 
While he didn’t foresee the pending 50 per cent loss in equities, 
Kendall says that after four outstanding years, the likelihood of 
share market continuing to deliver such stellar returns looked 
increasingly unrealistic.

Kendall recommended that all clients lock in their gains by 
exiting their total exposure to equities at what he considered to 
be as close to the top of the market as possible. Given that he 
expected returns from Australian equities to revert to historical 
levels at around 10 per cent annually, Kendall thought that the 
‘price-value-gap’ with 8.5 per cent available via term deposits at 
the time, looked difficult to ignore. 

“Admittedly, the Cutters had a substantial amount of tax to pay 
as result of cashing up (around $42,000), but this paled in 
comparison with the loss in asset value they would have 
experienced – had they stayed in the market,” says Kendall.

Fixing on caSh
The $750,000 that the Cutters had amassed within super by this 
time was then reinvested in fixed-term deposits with Westpac, 
Suncorp and Bank of Queensland at between 7.4 per cent and 8.4 
per cent for between six and 24 months. But with the $280,000 
debt on the commercial property, now the only asset left within 
the SMSF – commanding 10 per cent interest – some proceeds 
from fixed-term deposits were used to pay this off completely. 
Despite a heavy property weighting, Kendall supported the 
Cutters’ plans to buy a geared rental property, and this was bought 
as a fully geared investment in their personal names.

timely re-entry
With the worst of the GFC finally over, and the market awash 
with value, Kendall recommended that the Cutters begin 
‘dollar-cost-averaging their way back into equities – again 
through an Asgard wrap account held inside their SMSF – in 
March 2009. 

“By again ‘maxing out’ their super contributions, together with 
the rental property that’s since doubled in value, their SMSF is 
again worth over $1 million,” advises Kendall. “Small business 
provisions that allowed them to roll over profits from the sale of 
the commercial building into super led to $89,000 in tax savings.”

tranSitioning into retirement
With the Cutters now working a three-day week, Kendall has 
already implemented a transition to retirement (TTR) plan 
that’s partly funded through their super. What particularly 
impressed the Cutters, recalls Kendall, was their ability to retain 
their super cake, while also being able to nibble at it. They’re 
continuing to make maximum employer contributions of 
$50,000 each, and drawing a minimum amount in pension to 
supplement their income. 

“They just didn’t believe that the outcome of ‘super going in 
and payments coming out’ could possibly deliver such an 
attractive outcome,” recalls Kendall.

Unsurprisingly, having employed more staff, bedded down 
better systems, and watched their cashflow grow, the Cutters’ 
desire to retire any time soon has abated. And while an exit 
strategy is currently off the table, the proceeds from a future sell-
down of the business will be rolled into their super at zero per 
cent tax. The Cutters have since sold the family home and 
moved to a pre-retirement house closer to the coast. 
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looking back
In the eight years since the Cutters approached Kendall for 
financial advice, their net worth has virtually increased fourfold 
from $1.18 million to $4.32 million. Interestingly, over that 
time, the fees charged by Tupicoffs have increased six-fold. But 
in fairness, adds Kendall, the firm’s fee structure has evolved 
from the days when the industry’s notion of fee-for-service was 
largely without precedent.

In hindsight, had Kendall been too ‘gung ho’ with his 
recommendations during those tentative initial meetings, Fran 
doubts they would have earned his trust. She says Kendall 
successfully found a happy medium between proactively moving 
things along and becoming so pushy or pre-emptive that they 
felt they’ve lost control. 

advice Structure
In an attempt to decouple ‘remuneration from product’, Kendall 
transitioned Tupicoffs from its origins as an AXA-based, sole-
agent life insurance business into a fee-based, full-service 
financial planning practice. “Our refusal to take commissions 
recognises that investment advice only accounts for about 15 per 
cent of what we do,” says Kendall.Working exclusively off 
referrals, the firm’s core client base of high-net-worth small-
business owners pay an annual retainer commensurate with 
complexity of the work required, the skillset required to prepare 
it, and the firm’s underlying risk exposure. 

QuantiFying the advice
The advice provided by Tupicoffs over the past eight years 
has delivered: 

l A transition to retirement strategy.

l An appreciation of the role super plays as a tax structure.

l A SMSF as an appropriate vehicle for asset accumulation.

l Correct separation of personal cash from assets held within 
SMSF.

l A fourfold increase in net worth.

l $89,000 in savings through small business tax provisions.

l Worry free money management. l

Net wealth position Before Kendall $1.18 million (Inc family home) 
 With Kendall $4.32 million (Inc family home)

Annual Fees First year   990 
 2010   $6,600 
 Summary of assets 
 Family home   $1 million

Assets held  Commercial property  $700,000 
within the SMSF  Managed funds   $290,000 
 Cash   $193,000

Other investments Lifestyle assets including boat:  $247,000  
 Cash deposits   $110,000 
 Residential property  $480,000 
 Business Assets:    $1.3 million

note
1 Pseudonyms used to protect client anonymity.
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