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6+
CPD POINTS

ADVISING FROM THE
CENTRE OF  YOUR

CLIENTS’ UNIVERSE

Leading practitioners share insights, 
knowledge and strategies in 4 workshop 
style sessions addressing:

▸ Lead adviser framework

▸ Fee structures for lead advisers

▸ Client rapport and connection

▸ Targeting and refining client 
 numbers

▸ Developing your support team

▸ Building the business you want



 

Advising  
from the centre of your clients’ universe

Are you the trusted or lead adviser of some of your best clients and family groups?  
Do you want to become the lead adviser of all your best clients?

The Lead Adviser Forum will illustrate the techniques and tools employed by the  
best trusted advisers and how they are developing more sustainable business models. 

Most practitioners use some form of referral (outsourced) arrangements for specific  
legal or tax issues. Make sure your clients understand and value this time intensive 
project management skill. 

If you are moving your practice to a true fee-only business model or want to  
service your top clients and family groups more efficiently, the Lead Adviser Forum  
will help you focus on:

  ▶	  Developing and refining client engagement

  ▶   Understanding service and delivery standards

  ▶	  Engage and maintain relationships with key external practitioners

  ▶	  Human capital management and leadership

  ▶	  Earn fees and build long-term equity in your business

 
Don’t miss this opportunity to take your business to the next level.

Kind regards,

Paul Salmon 
Dealers’ Group

Event partners



8.00am	
Registration and arrival tea/coffee

New world advisers
8.30-10.30am	

Principles for the lead adviser model
▶	I ntroducing the lead adviser model

▶	 Understanding the framework for advice

▶	L ead adviser outsourced - collaboration with 
	 external professional

Fee structures for lead advisers
▶	 What is the actual “value” of the lead adviser?

▶	 Perception of “value” from a client’s point of view?

▶	 Translating value into payment structures?

Case study: Transitioning  
to a lead adviser model 
In our first case study we will examine the successes,  
failures, struggles and achievements of Opal Financial 
Advice, which is headed up by Paul Tynan CFP. Opal 
Financial Advice has made the transition to the lead adviser 
business model in the last year and Paul will focus on: 
▶	I dentifying your hidden value to clients

▶	 Why project management is your real  
	 value proposition

▶	 Targeting and refining client numbers  
	 (setting client criteria)  

▶	 Setting up remuneration structures

▶	 Engaging with external professionals

Session facilitated by: 
Scott Fitzpatrick, Chairman, Fitzpatricks Australia  
and Paul Tynan, Principal, Opal Financial Advice

10.30am
Morning tea and exhibition

Building  
the business you want!
11.00am-1.00pm

Building your lead adviser business 
▶	 What is your lead adviser product?

▶	 Market positioning

▶	 What is my relevance to this market?

Knowing how it works  
and then wanting to do it!
▶	 How should I structure my lead  
	 adviser business?

▶	 Can I leverage a lead adviser model?

▶	 Systems and procedures for practice growth

Case study: Practice growth through 
supply chain integration 
In our second case study we assess the growth  
strategy of lead adviser business Henderson Maxwell 
Private Wealth Management which is headed up by  
Sam Henderson. In this session Sam will focus on:

▶	 Vertical integration of the supply chain

▶	 Creating a scalable advice model

▶	 Encouraging an environment of  
	 continuous improvement

Session facilitated by: 
Andrew Mackenzie, CEO, Shirlaws and  
Sam Henderson, Managing Director,  
Henderson Maxwell Private Wealth Management

Program Agenda
Lead advisers are valued by wealthy clients, business owners and family 
groups. Being the lead adviser means being at the centre of your clients’  
universe. It means better business and better outcomes for private clients.



1.00pm
Lunch and exhibition

Creating  
your dream team
2.00pm-3.00pm

Selecting and retaining 
top performing employees
Human capital management and leadership are at  
the forefront of any successful lead adviser business.  
Current statistics show that about 25% of the  
workforce is considered top performers, 50% are  
adequate to very good and 25% are sub-standard.
Sub-standard performers bleed business profits.  
They literally steal from company bottom lines.   
At the end of this session, attendees will be able to:

▶	 Understand the importance of JobFit

▶	 How to screen out pretenders and select  
	 future top performers

▶	R emove emotions from coaching and  
	 performance management

Session facilitated by: 
Mark Purbrick, Regional Director,  
Profiles International

3.00pm-3.30pm
Afternoon tea and exhibition

Rapport  
& connection
3.50pm-5.00pm

Adviser/client relationship
▶	 Personal awareness of how you communicate  
	 with clients

▶	 Do I have the ability to connect as a lead adviser?

▶	 How can I better understand my  
	 client’s emotions?

Engagement & connection
▶	 Analysing different engagement processes

▶	 Developing a framework for communication

▶	 Building rapport with clients

Case study: Frameworks for client 
engagement & external referrals
In our third case study we take a closer look at  
4people Pty Ltd (member firm to Genesys Wealth 
Advisers). Led by Peter Audet, we examine the engagement 
process of Peter and his team with clients but also the 
business development relationships with key stakeholders  
in the lead adviser process including lawyers, accountants 
and tax specialists. Peter will focus on:

▶	 Engaging and maintaining relationships with  
	 key stakeholders

▶	 Measured outcomes from client meetings

▶	O ngoing service delivery

Session facilitated by: 
Brian Fitzpatrick, Principal, Headspace and  
Peter Audet, Managing Director, 4people Pty Ltd

5.00pm
Close of forum

Your business
Your people
Your Clients



Speakers Intro paragraph

Scott Fitzpatrick   
Chairman, Fitzpatricks Australia
Scott is a Certified Financial Planner and has been a keen participant of industry 
change from product-based advice to a holistic approach to client affairs. Scott 
regularly trains and coaches other financial planners, and regularly presents this 
unique approach to professional organisations across the country. He maintains 
a small client base from his Gold Coast office. 

Paul Tynan  
Principal, Opal Financial Advice
Paul is a Certified Financial Planner and has specialist qualifications in  
SMSF and an extensive background in Estate Planning, Family Business  
and Information Technology. He consults to other financial planning practices  
on management and developing value propositions for their clients. 

Peter Audet   
Managing Director, 4people Pty Ltd
Peter has been an adviser since 1992 having worked within the financial 
services industry from 1988. Peter specialises in strategic planning with  
a particular interest in the efficient use of business and tax structures,  
self-managed superannuation funds, retirement and tax planning.  
He is responsible for providing advice on the most complex of issues  
that face all clients, particularly those of significant wealth. 

Sam Henderson   
Managing Director, Henderson Maxwell  
Private Wealth Management
Sam is the CEO and Senior Financial Adviser at Henderson Maxwell, a fee 
for service, independently owned, boutique financial planning firm with offices 
in Sydney and Melbourne that specialises in actively managed accounts (as 
opposed to managed funds) for clients with more than $500,000 to invest.  
Henderson Maxwell specialises in direct shares and self managed super funds. 

Andrew Mackenzie  
CEO, Shirlaws Australia
Andrew is a partner in the global Shirlaws business.  Andrew started his  
career in importing and in 1996 he established his own importing business.  
In late 2005 he relocated to Auckland, New Zealand to formally establish and 
grow the Shirlaws business.  In January 2008 Andrew returned to Australia to 
take on the role of CEO of Shirlaws Australia. 

Brian Fitzpatrick   
Principal, Headspace
Brian Fitzpatrick has an innate ability to work with people of all backgrounds to 
assist them with realising their dreams and goals. (Note: Brian and Scott share 
the same last name, but are not related!). Brian works with a number of high 
profile and successful individuals and organisations to help them gain a deep 
understanding of their motivators, dreams and goals. 

Mark Purbrick 
Regional Director, Profiles International
Prior to becoming the Regional Director for Profiles International in January 
2006, Mark was the Chief Executive Officer/Director of The Wine Society,  
the Trading Manager for the Wine Clubs Division of the Fosters Group,  
General Manager of Basedow Wines and General Manager of Arrowfield Wines.



Benefits include:
•	� Member discounts to Dealers’ 

Group events – Get member rates 
when you register for any Dealers’ 
Group event.

•	� Private Client Advisor newsletter 
– Monthly newsletter covers topical 
issues related to private client advisory.

•	� The Brain – Free access to  
technical papers and expert  
content in The Brain.

•	 �Webinars – Live access to the  
best presenters from your desktop.

  Tick this box to become a member

Membership is open to practicing 
financial planners, accountants,  
lawyers and family offices. 

For more information contact  
Beth Perera on 02 9555 4203  
or beth@dealersgroup.com.au

Membership
Contact	 Beth Perera  
Phone	 02 9555 4203 
Email	 beth@dealersgroup.com.au

Register
Web	 www.dealersgroup.com.au 
Fax	 02 9810 6746 
Mail	 Dealers’ Group 
		  212A, Darling St  
		  Balmain, NSW 2041

Registrations 
Contact	 Michael Drost 
Phone	 02 9555 4203 
Email	 michael@dealersgroup.com.au

Sponsorship
Contact	 Jenna Jaaniste 
Phone	 02 9281 3601 
Email	 jenna@sponsoroffice.com

Venues
Melbourne
Rydges Hotel 
186 Exhibition St 
Melbourne VIC 3000 
Phone   03 9635 1276

Sydney
Amora Hotel 
11 Jamison Street 
Sydney NSW 2000 
Phone   02 9696 2500

Dealers’ Group reserves the right to 
change the programme without notice.

ABN 78 117 870 943  

YES, please register me!

      Sydney  9th August             Melbourne  12th August

EARLY BIRD RATES – BOOK AND PAY BEFORE 23rd July 2010

       Dealers’ Group Member         $595

       Non-Member         $695

       Other       $895

Bring your colleagues and save!

   Tables of 4 delegates        $2100

   Tables of 8 delegates        $4000

For group bookings – Please contact Beth Perera  
Phone: 02 9555 4203 or Email: beth@dealersgroup.com.au

Standard registration rate – book and pay after 23rd July 2010

       Dealers’ Group Member         $695

       Non-Member         $795

       Other        $1095

Please complete

Dealers’ Group reserves the right to  
change the programme without notice.

cancellation policy  privacy
Should you be unable to attend a substitute delegate is 
always welcome at no extra cost. Alternatively a full refund, 
minus 50% (incl. VAT) service charge will be made for cancel-
lations received in writing up to one month prior to the event. 
Regrettably, no refund will be given for cancellations received 
later than one month prior to the event.

The information you have given will be recorded in our 
delegate database. Dealers’ Group may also share this 
information with our event sponsors. Please tick the 
appropriate box if you DO NOT wish to receive further 
correspondence.

Mr / Mrs / Miss    Given Name  
Surname  
Company / Organisation  
Position   

Address       
State    Postcode  
City / Country  
Phone    Fax  
Email   

     VISA          Mastercard         AMEX        Cheque (Cheques to: Dealers Group Pty Ltd)
 
If paying by credit card please complete the following details below:

Name of cardholder    
Card Number                                                                                            
Expiry Date            /              Signature  
Total     

Delegates will receive an email confirmation letter and tax receipt once registered.

Future events:

      Please notify me of future Dealers’ Group events.
      I DO NOT wish to have my details made available to other organisations.

REGISTER:	 www.dealersgroup.com.au
Fax to: 	 02 9810 6746
Mail to:  	 Dealers’ Group – 212A Darling St, Balmain, NSW 2041

method of payment:

Lead Adviser
FORUM

Membership




