
What’s the Question to ask an Advisor? The issue for you when the answer is YES The benefit to you of APC’s conflict free approach

Do you accept commission from Insurance 
companies on the Insurance policies you 
recommend to me?

When an advisor accepts commission from an 
insurance company how do you know what is 
motivating the advice?  There is a common view that 
commission does not impact the cost of a policy.  
This is untrue.  Commission represents 20% - 30% 
of the premium.  Also, you cannot understand 
the different commission rates paid by insurance 
companies, so even though the premiums of several 
companies may be similar, the amount of commission 
may be different. 

You will receive 100% of commission returned back 
to you. This lowers the cost of your wealth protection 
strategy by approximately 30% per annum. That’s a 
lot of money over the life of your insurance policy!  

You also understand that our recommendation is 
only motivated by what is in your best interest not 
what pays the most commission to an advisor.

Do you accept commission from a Bank on a 
Mortgage loan you recommend to me?

Similar to insurance companies, banks offer advisor’s 
different rates of commission to sell their loans.  How 
do you know these amounts in order to understand 
why a mortgage broker or advisor is making their 
recommendation to you?

You work with our mortgage specialist to see 
what is the best loan option for your needs, both 
personal and business.  The benefit to you is that 
you receive 100% of the commission back, which can 
be thousands of dollars.  Our motivation is to lower 
the overall cost of your debt and to act in your best 
interest.

Do you earn a margin by recommending an 
investment product to me?

Some advisors have negotiated a margin with fund 
managers on investment products they sell.  This 
increases the cost of your investments and lowers 
the rate of investment return you will receive.

APC focuses on keeping investment costs as low 
as possible.  This enhances your net rate of return.  
Our motivation is to achieve the rate of return your 
strategy requires for the lowest risk.  APC’s view is 
this in your best interest.

The table below explains some of the key conflicts of interest that exist in the Financial Planning profession today. As you consider an advisor 
to assist you in developing a strategy to meet your personal objectives, consider these issues.  If the answer is YES to any of these questions, 
the advice you may receive has a structural conflict of interest where the advisor’s interest is placed ahead of your own.
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Does your licensee offer you a Buyer of Last Resort  
(BOLR) option?

Some larger licensees particularly those owned 
by banks or insurance companies, may offer their 
advisors an enhanced ‘buy back’ of their business 
when they use ‘in house’ product. This can influence 
the advisor’s decision to recommend a product to 
you that is not motivated by YOUR best interest but 
THEIR best interest.

APC is privately owned and has operated our 
own Australian Financial Services Licence (AFSL) 
since 1988.  You know that we have no personal 
motivation to use any particular product.  All our 
implementation solutions we make to you are made 
only with your best interest in mind and we receive 
no 3rd party payment to use them.

Do you receive a Volume Bonus (VB) paid by a 
platform provider?

A ‘platform’ provides an advisor the ability to build a 
portfolio for clients.  Some pay a VB to an advisor to 
keep your investment on their platform.  This is not 
legal now however many advisors ‘grandfathered’ 
their clients to keep the VB payment, which is legal.  
An advisor that has chosen to do this will have old 
clients on a ‘grandfathered’ more costly platform and 
new clients on a less costly non-VB platform. 

APC uses a platform that does not pay VB for all 
our clients.  This lowers your platform cost which 
enhances your net rate of investment return.  
The owners of APC believe that the decision to 
‘grandfather’ old clients on a more costly platform 
and place new clients on a lower cost platform is 
inherently wrong and is not in the best interest of all 
clients.  

Do you recommend any Superannuation funds 
where the board of trustees are not independent 
(i.e.; Industry Super Funds or Retail Super Funds)?

Industry super funds, Retail super funds and some 
major corporate superannuation funds have boards 
of trustees which do not include independent board 
members.  This can lead to decisions being taken 
which are not in your best interest, as a member of 
the fund.  For example, Industry super funds donate 
significant funds to the union movement.   Major 
corporate super funds may elect to invest in their 
own shares. Retail super fund owners (banks) may 
make political donations. These decisions may add to 
the cost of operating the fund or increase investment 
risk.

To avoid this potential for conflict, APC does not 
use any superannuation fund (Industry or Retail) to 
implement the Superannuation component of your 
strategy.  APC designs our own suite of portfolios 
using Wholesale investment options and a Wholesale 
platform to administer and provide trustee services 
to you.  Where appropriate we also utilise Self-
Managed Superannuation for you.  Both options 
eliminate Board of Trustee conflict, lowers cost and 
enhances your own personal control. Ultimately it 
allows APC to place your best interest ahead of any 
super fund’s interest. 
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