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Important information

MACQUARIE

This information is provided by Macquarie Bank Limited ABN 46 008 583 542 AFSL 237502 for the use of
financial services professionals only. In no circumstances is it to be used by a potential investor or client for the
purposes of making a decision about a financial product or class of products. It does not take into account the

investment objectives, financial situation or needs of any particular investor and should not be relied upon as
advice.

© Copyright is reserved throughout. The information contained in this document must not be copied, either in
whole or in part, or distributed to any other person without the express permission of Macquarie.
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In today’s session

Today’s macro
environment

4 success drivers
of winning advice
firms

Ny,
PERSPECTIVE

/s

\\\H

’l \ \\ MACQUARIE
Understanding the Case study and
benefits of scale . discussion:
and planning for :  Elston

growth
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The 4 success drivers of winning advice firms

1 Make better decisions
and execute
successfully

3 Understand the

benefits of scale
and have a plan/for
sustainable growth

2

4

Have a strong,
differentiated
proposition

Encourage a culture
of ownership
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Benefits of a differentiated proposition

HIGH
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S .g investment
23 management
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= only

LOW Commodity

Behavioural
coaching and
relationship
management

Pricing
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HIGH

Behavioural
coaching and
customised
estate and
wealth
management

Personalisation and
depth of relationship

Premium LOW
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Source: Michael Kitces, Nerd’s Eye View, 2018



The 4 success drivers of winning advice firms

1 Make better decisions 2
and execute
successfully

3 Understand the 4
benefits of scale,
and have a plan/for
sustainable growth

Have a strong,
differentiated
proposition

Encourage a culture
of ownership
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The benefits of scale

Understand the benefits of scale and
have a plan for sustainable growth

« 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
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