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In today’s session

Today’s macro 
environment

Understanding the 
benefits of scale 
and planning for 
growth

Case study and 
discussion: 
Elston

4 success drivers 
of winning advice 
firms
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Understand the 
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and have a plan for 
sustainable growth

Encourage a culture 
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Benefits of a differentiated proposition

Investment 

management 

only

Commodity Pricing PremiumLOW

HIGH
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Primarily 

investment 

management 

and financial 

planning

Behavioural 

coaching and 

relationship 

management

Behavioural 

coaching and 

customised 

estate and 

wealth 

management

Source: Michael Kitces, Nerd’s Eye View, 2018
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Understand the 
benefits of scale, 
and have a plan for 
sustainable growth
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Understand the benefits of scale and 
have a plan for sustainable growth

The benefits of scale

• Understand the power of growth and the 
benefits of scale

• Have a plan to simplify their model, 
outsource non-core activities and 
introduce technology to improve 
technology and efficiency. 
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Discussion

Email

LinkedIn

Eylem.Kamerakkas@Macquarie.com

https://www.linkedin.com/in/eylem-kamerakkas-

9609a871/

Eylem Kamerakkas

Head of Managed Accounts Product

Macquarie Banking and Financial Services

Email

LinkedIn

Peter.McVeigh@elston.com.au

https://www.linkedin.com/in/peter-mcveigh-

46ba8b29/

Peter McVeigh

Executive Chairman 

Elston


