/AVA\
MEDIA MONITORS

SMSF _
Thursday 1/1/2009 Brief: TRENDS
Page: 5

Section: Editorials

Region: National Circulation: 11,000

Type: Magazines Business

Size: 203.47 sg.cms.

= e Published: Quarterly

/Industry experts involved in the SMSF sector at the
time of the last bear market say there is ‘usually a spike
in.the establishinents of these types of funds in this
environment. And recent statistics compiled by research
house Investment Trends have revealed the splke for this economic'downturn may
be just about to happen. = ' W

The research was completed in November 2008 and ‘was performed for the

purpose of assessing the sentiment of people who are more engaged with their
investments. Not surprisingly; it identified a group of investors who believed the
current financial crisis was caused by greedy people within the financial services
sector and it was this group who most strongly expressed then' hkehhood to'switch
from their existing superannuation fund to their own SMSF. Investmem Trends
principal Mark Johnston recognised this ﬁndmg as the ﬁtst 51gn the SMSF spike
from the downturn might be about to begin. i

But the fact there could potentially be a greater namber of SMSF cl:ents to
service is not necessarily something to make advisers operatmg in this space
automatically rub their hands with glee. Knowledge of the driving factors behind
the switch and the addressing of these issues will be the key for those advisers
looking to build their book of business or even propetly serve thelr existing clients
in these challenging times.

Getting back to the research, it also showed 52 per cent of r:espondents who
belonged to a retail super fund felt they were uninformed about what was
happening in the investment markets.and that they felt it was a problem. Of this
group 35 per cent were thinking about changing providers. There it is - proof that
communication js the critical element when keeping investors satisfied right now.

And getting the proper channels of communication up anid running as soon
as possible for clients is equally as important, as they seett 'to be complet::ly,
uncompromising on this’ subject. :

In the context of fund manger relationships, agaiti the survey showed bemg
informed was the single most important factor in regard to maintaining the
incumbent association. Once a'manager had faxlecf on that score, there was just
about no chance they ‘would ever earn another favourable rating; ’

On a positive note, a lot of advisers in the SMSF arena have already identified
the need for greater client communication and-are currently having an increased
number of face-to-face meetmgs and information seminars. They are also sending
more newslettets to keep their clients up to date. i

The methods of communication do not necessmly have to'be as elaborate as a
seminar. For a lot of people, an email after a stgmﬁc:mt event explaining the impact
it might have on their investments- may suffice. But the everndmg scatament is that
people want more rather than less contact. i

Right now it would appear that in the world of m\!estmentsm news is goed
news. But according to investors, even bad news is hﬂ;cf thaana news..
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