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Clients often use their advisers’ own wealth and financial situation as a measure of
credibility, [ eng Yeow writes, so it's important for planners to practise what they preach.
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At age 32, Bollen advises clients who are
more than twice his age, including Denison
when Guest is unavailable. And although his
net wealth is currently only a fraction of
Guest's, Guest pretty much does everything
Bollen says.

Like Guest, Pezzi is also a significant
shareholder in hisbusiness, Lachlan Partners.

Pezzi, a former accountant and invest-
ment banker, got started in financial plan-
ning in 2004 through the acquisition of a
Godfrey Pernbroke practice in Melbourne.

In 2005, Pezzi's practice, PMG Group,
became the foundation partner of Lachlan
Wealth Management, the new dealer group
launched by Macquarie Group, and in 2008,
the merger of PMG Group and Collins House
led to the formation of Lachlan Partners.

wealth and “traits of wealth” should be evi-
dent in financial planners during their 30s.

“Because a lot of people in this age group
have exposure to property and mortgages,
and all the expenses that come with kids,
they may not have surplus cash to spend,”
Pezzi says.

“But they should still be putting some
money aside, investing and properly structur-
ing their portfolios.

“That's the foundation of compounding,
and that's the message we tell people in the
wealth accumulation stage of life."

Pezzi says clients should focus more on
the success of a financial planning business,
rather than an individual, because an individ-
ual's wealth could be derived from numerous
sources, such an inheritance or luck, or it

“It's almost guaranteed that if a firm is
successful and profitable then the principals
of the firm are successful, too," he says.

“If a financial planner isn't rich then
clearly their business isn't doing well.”

Pezzi, who looked at more than 60 finan-
cial planning businesses in the past
12 months as part of Lachlan Partners' goal
to acquire up to six financial planning prac-
tices a year, says he's surprised at how few
practices are successful.

"Once commissions and rebates are
stripped out, very few traditional financial
planning firms are profitable and that's the
harsh reality,” he says.

Alan Dixon, managing director of Dixon
Advisory, says it's more important to assess
an adviser's methodology and strategies than
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BAMP Capital Global Property Securities Fund. It’s not just one of our products, it's a product of thinking wide. Our global propert
securities team talks to our fixed income team because they know what’s happening in the property debt markets. It allows us to put a mor
accurate price on things like expansions, mergers and refinancing. Thinking wide is more than a philosophy, we’ve been doing it for ove
40 years. The results speak for themselves - the highest ratings of three of Australia’s most respected agencies and performance 1.8% abov
benchmark*. Think wide - it can help you, and your clients own tomorrow. To find out more speak to your Business Development Manage
call us on 1300 139 267 or visit ampcapital.com.au

Past performance is not a reliable indicator of future performance. “On-platform (Class A) performance since inception 29 November 2004 to 31 August 2010. Out performance is after fees, before 12
and assumes distributions are reinvested. Impartant Note: AMP Capital Investors Limited (ABN 59 001 777 591, AFSL 232 497) (AMP Capital) is the responsible entity of the AMP Capital Global Propert
Securities Fund (Fund) and the issuer of the units in the Fund. To invest in the Fund, inveslors will need to obtain the current Product Disclasure Statement (PDS) from AMP Capital. The PDS contain
important information about investing in the Fund and it is important thal investors read the PDS before making a decision about whel her to acquire, or continue to hold or dispose of units in the Fun
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Wealth adds creditability,
especially among high-

is proven and has been successful for
peaople who have applied it before you,"
Dixon says.

"We take a lot of pride in our strategies
and systems, and if you look at our long-
term clients who are now in their 60s and
70s, it's a methodology that has worked
for them,

“Our youngest adviser at age 24 doesn't
need to have a lot of money now because
he knows that if he continues to apply the
methodology to his life, and his clients, it
will happen.”

According to Dixon, it's also important
for junior adviser, paraplanners and
administration staff to see the senior
planners and principals in their practice
doing well.

He says it often takes three to four
years before any results are evident, but
after a period of time, the differences
should be seen.

“Due to the beauty of compounding,

net-wealth clients who
want to know their
adviser is in the same
league as them. Someone
with more than a million
to invest needs me to
understand their issues.

Philip Pezzi,

Lachlan Partners

wide.
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AMP Capital, nor any company in the AMP Group guarantees the repayment of capital or the performance of any product or any particular rate of return referred to in this document. While every care
n taken in the preparation of this material, AMP Capital makes no representation or warranty as to the accuracy or completeness of any statement in it including, without limitation, any farecasts. This
nt has been prepared for the purpose of providing general information, without taking account of any particular investor's abjeclives, financial situation or needs. An investor shauld, before making any
ent decisions, consider the appropriateness of the information in this document and seek professional advice, having regard to the investor's objec tives, financial situation and needs.






