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WELCOME

Welcome to 2015! Another year for success and 
opportunities to create lifetime memories with your 
loved ones. 

2014 was a very big year for us at Navwealth. I can say personally 
that after 23 years of working in the financial services industry 
the last three years has certainly been challenging in terms 
of the uncertainty our profession faces due to regulation. 
Whilst both sides of the Federal Government continue to 
disagree and debate the Future of Financial Advice (FOFA) 
reforms it remains very clear for us at Navwealth on what 
we have to do for our clients, which is;

1 Put our clients’ interests first

2 Make sure our advisers are well educated and experienced 

3 Ensure we don’t get paid commissions on investments as 
this often a conflict of interest

4 Provide quality advice to our clients

At Navwealth our focus is to be your “Trusted Adviser”, which 
removes any concern about whether the advice given is ‘right’ 
for you. We take this very seriously and have just completed 
an intensive survey, specifically for financial advisers, with 
Beddoes Institute in Melbourne. This survey determines if our 
clients felt we were their Trusted Adviser. Firstly, I would like to 
thank clients who spent time participating in this survey and 
I am delighted to announce that myself, Andrew Wem, Stuart 
Hollman and Drew Hickey have been awarded ‘Most Trusted 
Adviser’ status for 2014. We now join this exclusive network 
which includes just 4% of all Australian advisers.

A wonderful example of the ‘trusted adviser’ in practice is 
included in this edition of our newsletter, where some of 
our clients have been kind enough to share their Navwealth 
Experience. 

We are now settled in our new office at St Leonards, and we 
really love it here! Many clients have also commented on 
how easy it is to get to our new office. With two car spaces 

available and St Leonard’s station just a 10 minute walk away, 
it is now even easier to get to us for your appointment.

Our annual client economic seminar is scheduled for 
5.30pm Wednesday 11 March 2015. Invitations will follow 
shortly, however please make a note of this in your diary 
as this annual event is very popular. In fact last year, even 
with a larger room we were at capacity, so reserve seats for 
yourself and your family, friends and colleagues as soon as 
you receive your invitation.

We are about to finish our third year as a provider of 
INTEGRATED trusted advice, and constantly receive positive 
feedback from clients enjoying having all of their advice 
services in one place. 

We have included further information in this newsletter 
regarding our full service offering. 

Shane Price joined our team during 2014 and through his vast 
experience enables us to expand our Lending services to include 
commercial lending, car and equipment leasing in addition to our 
home lending. More information on this offering is available inside.

On behalf of my fellow Directors Simon Prowse, Andrew Wem and 
the Navwealth team we wish you a very happy and successful year 
in 2015 and we all look forward to seeing you soon.

Craig Banning 
CEO, Navwealth

Most Trusted Adviser 

We invite you to share your 
Navwealth experience with us, 
contact admin@navwealth.com.au



THE REAL VALUE  
OF ADVICE…

Entering the final years of your working life can 
be both an exciting and terrifying experience. 
‘Where will we travel to, who will we spend our 
time with, what activities/hobbies can we now 
do that we never had the time to do before?’ 
But for most Australians, this excitement will 
be constrained by the fear and doubt about 
how they will fund this new life without the 
employment/business income they’ve been 
generating for the past 40+ years. 

In June 2013, Steve and Dot met with Drew Hickey 
(their Navwealth adviser) to discuss this very 
situation.

“We owned our family home and we had a reasonable 
amount of money invested in both Super and our 
personal names. This being said, we weren’t sure if 
what we had was enough and we wanted to know 
we were taking advantage of all the opportunities 
that were available. With only a few years to go before 
retirement, we didn’t have time to make any mistakes. 
With a history of longevity on both sides of our family 
we didn’t want to run out of funds prematurely.” – Steve

Drew identified that there were several opportunities to 
improve Steve and Dot’s situation and put them on track 
to achieve the retirement income they needed to do all 
the things they’d always wanted to. They had assets outside 
of super which were producing additional taxable income 
which they did not need at that stage (they already had a 
cash flow surplus) and most of their wealth was tied up in 
the family home they owned (no debt). 

“Steve and Dot had done well to put themselves in 
a position where they had opportunity and choice. 
Within a few short years, if we made smart choices 
and took advantage of the opportunities which we 
identified together, then they would not have to 
worry about how they were going to fund their life 
in retirement, instead they could get on with planning 
all the great things they were going to do together!” 
– Drew Hickey, Navwealth

The Strategy

Drew worked with Dot and Steve to implement 
strategies based on their personal situation, 
designed to ensure they would reach their 
retirement financial goals, within the required 
timeframe. This included the following actions:

1 Complete review of all existing super funds, 
and recommendations as to which fund(s) 
were most suitable including allowances for 
affordable life insurance (through an employer 
super fund.) 

2 Establish a Self-Managed Super fund (SMSF) 
and consolidate some of their existing funds 
(leaving a minimum balance in the employer 
super fund to cover current insurance cover.) 

3 The SMSF asset allocation strategy leveraged 
the expertise of Navwealth to attain the right 
combination of growth assets and income 
producing assets.

4 The family home was listed for sale in 
September and sold in December 2013. The 
proceeds were used to purchase a 3 bedroom 
apartment with the surplus funds transferred 
to the SMSF.

5 Dot was turning 65 (a significant age in relation 
to superannuation and her ability to contribute 
additional funds) in the 2014 Financial Year 
and used the ‘bring forward non-concessional 
contribution rule’ to ensure her personal 
contribution caps were maximised. 

6 Steve will also maximise his contributions caps 
until he retires but will do this on a yearly basis 
in conjunction with the advice he receives.

7 Superannuation investment strategy 
implemented and a regular progress meetings 
schedule put in place.
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Article continues on page 3



PLANNING FOR 
AGED CARE COSTS

68% of women and 48% of men over the age of 65 requiring 
aged care at some stage in their lives.* This, combined with 
Australia’s ageing population, has prompted a complete 
reform of the Aged Care fees that became effective on 1 
July 2014. 

One of the main changes introduced is that the value 
of the family home (capped at $155,823) is now to be 
included as an asset, meaning that it may be necessary to 
sell some other assets to fund the cost of aged care.
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The Real Value of Advice... continued

The Result

Since their first meeting with Drew, Dot and Steve’s financial 
situation has changed dramatically. 

“In June 2013, we did not have sufficient capital to 
produce the income we needed to fund our desired 
retirement lifestyle. In November 2014, as a result of 
Drew’s help and advice, we are now in a position where 

Often we find that decisions around moving to aged care 
facilities can be rushed due to health concerns. The decisions 
are generally left to family members to make at a time when 
they are often busy and stressed.  
The decisions need to be made  
knowing the facts (which are  
often confusing) as wrong  
decisions can be very costly. 

At Navwealth, we would  
strongly encourage anyone  
faced with making Aged Care  
decisions to talk to us as early  
as possible in the process.  
* Source: Australian Government Productivity  
Commission Inquiry Report: Caring for Older  
Australians, 28 June 2011.

we are extremely confident that when we retire in two-
three years, our investment will provide enough income 
for us see out our retirement years happily.” – Dot

“Working with Dot and Steve has been a very 
rewarding experience. They have taken their 
situation very seriously, implemented the advice 
as required, and both been actively involved in the 
strategic decisions we’ve made. I am very pleased 
that they will now be able to live the retirement 
they have dreamed of, and deserve.” – Drew

WHAT IS A NOVATED 
MOTOR VEHICLE LEASE?

A novated motor vehicle lease is an arrangement between 
an employee, their employer and a lessor. It is one of the 
most effective methods available for an employee to lease 
a motor vehicle for the reasons explained below:

Essentially, the lessee (employee) leases a car of 
their choice from the lessor (leasing company), and 
then on-leases (novates) the car to their employer.  
The employer then supplies the car to the employee as 
a company vehicle (see below diagram).

How the Novated Lease Works

 ͧ Leasing company arranges for the employee to lease 
a motor vehicle

 ͧ The employee then sub-leases the vehicle to the 
employer

 ͧ A novation agreement is entered into between the 
employee, the employer and the lessor where the 
employees obligation to pay the lease, is transferred 
to the employer for the term of the Novation 
agreement or employment

 ͧ The employee is the registered owner of the motor 
vehicle and will at all times have effective control 
both during and after the novation period

 ͧ At the end of the lease term the employer is not 
obliged to purchase the vehicle, rather the employee 
will be required to acquire the vehicle from the leasing 
company by making a lump sum payment (known as 
the residual value)

EMPLOYEE
Sub-lease

Payment

LEASE 
COMPANY

EMPLOYER

Providers car with 
Novation Lease Clause 
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INTEGRATED ADVICE

WORKING TOGETHER TO ACHIEVE 
YOUR SUCCESS
THE FACTS

Navwealth’s accountants, wealth advisers, and lending team work together to provide a total solution for your financial needs. 
Our integrated advice model works to deliver ultimate benefits and financial outcomes to our clients. We are able to share information, 
therefore developing a greater level of understanding of each client’s needs and providing complementary strategies to maximise 
wealth accumulation opportunities and minimise taxation or other liabilities.

OUR OFFERING

“It has been so beneficial for us as individuals but also as a couple, we had an idea of where our life together was 
going but we now feel that we fully understand each others ambitions, dreams and fears and we understand 
and have agreed on the plans we have to address them too.”  – Claudia Lawrence, Navwealth Client

* These services are delivered in conjunction with our professional advice partners

SMSF Advice & 
Administration

Compliance for 
Individuals & 

Business

Tax Planning 
Individuals & 

Business

Share Advice* Wills & Estate 
Planning*

Residential 
Property 
Advice*

Financial  
Planning

Accounting  
& Tax

Wealth  
Creation

Home Loans, 
Lending & Debt 

Advice

Personal & 
Business 

Insurance

Business 
Succession 
Planning

Business 
Valuations

Financial 
Modelling

Any advice provided by the Business Partners detailed above is provided independently of Navwealth Financial Group and our Licensee, AMP Financial Planning Pty Limited. Neither 
Navwealth Financial Group, nor AMP Financial Planning Pty Limited take any responsibility for any actions or service they provide.
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When was the last time you 
reviewed your home loan 
interest rate?

If it was more than 3 months ago you may be 
missing out on the chance to lock in some of 
the lowest fixed rates ever seen in Australia

In the past few months we have helped a number 
of Navwealth clients significantly reduce their 
mortgage payments. 

Contact our Lending Specialist,  
Shane Price on (02) 9008 3000  
or shane@navwealth.com.au  
to find out if your loan is still  
competitive in today’s market.

NB: This offer extends to any  
family and friends who you  
think could benefit by having  
their loan reviewed by Navwealth.

Navwealth’s new online 
SMSF platform

We are excited to announce the launch of Navwealth’s 
latest IT offering – an online platform for Navwealth’s 
SMSF clients. Almost 80% of Navwealth SMSF clients 
are now able to easily keep track of their SMSF, 
having ready access to information such as asset 
values, transactions, performance, contributions, 
member balances etc. We are working hard to get the 
final 20% of Navwealth SMSF clients up and running 
with this online functionality as soon as possible.

Many of you will have already experienced the 
capabilities of this offering and we continue to 
receive positive feedback in relation to the user 
friendly functionality of our website.

The new offering can be accessed by selecting 
“SMSF login” at the bottom of the Navwealth 
website home page (www.navwealth.com.au).

We would encourage all Navwealth SMSF 
clients to utilise this new offering to stay up to 
date with their SMSF. If you have any questions 
in this regard please contact Navwealth 
Client Relationship Manager, Katie Moore on 
02 9008 3000 or katie@navwealth.com.au

As mentioned in our ‘Integrated Advice & 
Services’ article, we truly believe that the 
delivery of our advice and service is how 
you can experience maximum benefit and 
efficiencies as a client. Rather than having 
one trusted adviser who ‘knows’ you, our 
culture proactively encourages team work 
and we understand the success we are able 
to achieve by working collaboratively. 

Making the most of the 
Navwealth ‘Team’ approach

How to contact your 
Client Relationship Managers

As a Navwealth client you can have confidence to work 
with any member of our team and receive the same 
standard of advice, service and of course, integrity.
For any Wealth Management related queries please contact 
Katie Moore on (02) 9008 3000 or katie@navwealth.com.au 
For any Accounting related queries please contact Suzy Tobin 
on (02) 9008 3000 or suzy@navwealth.com.au

Introducing our 
Client Relationship Managers 

Katie Moore, our Wealth Client Relationship Manager 
and Suzy Tobin, our Accounting Client Service 
Manager share one goal… ‘to understand your needs, 
and help find the best person or solution within our 
business quickly and efficiently.’ 

The benefit of our 
Client Relationship Managers

Due to the nature of our business, our advisers and 
consultants are often in the meetings or not in the 
office to be readily available upon client request. 
Katie and Suzy are available to provide a personal and 
efficient resolution channel, ensuring your questions 
or requests are actioned quickly. They also work 
closely with your advisers/consultants to ensure they 
have an understanding of your individual situation. 

How to make the most of your 
Client Relationship Managers

By having Katie and Suzy as your single point of contact 
within Navwealth, you will always be able to speak to 
them and discuss your requests and questions, rather 
than via messages. In many cases your questions will be 
answered on the spot, and Katie and Suzy can always 
provide you with an accurate update of any requests. 



TEAM UPDATE

Elizabeth Tsang 
What do you do at Navwealth?

As a Team Assistant, I provide administrative support to the team. I also 
enhance communication to deliver great customer service by arranging 
appointments between the clients and advisers. I ensure that everything 
runs smoothly by acting as a linkage between the staff members, 
thus creating a positive vibe around the office! 

What are your Qualifications? 

I am currently a full-time business student at Macquarie University. 
Although my forte lies with Economics and Accounting, I also have 
a great interest in Human Resources Management and Marketing. 

Tell us about your favourite things...

I am known to be the outdoor activities coordinator amongst my 
friends. I love to hike through the trails at the Blue Mountains on the 
weekends or go fishing on a lazy afternoon when I’m not too busy 
studying. I am a big fan of brunch as I often go looking for trendy hipster 
places to discover with my friends. Looking forward to travelling around 
the world in the future, I have my sight set on Finland!

Gigi Deng
What do you do at Navwealth?

As a Paraplanner, I conduct research and analysis on investments, 
financial and technical strategies to ensure the advice Navwealth provides 
to our clients is tailored to meet the clients’ goals and objectives.

What are your Qualifications?

I hold a Bachelor of Commerce from the University of New South Wales, 
majoring in Accounting and Finance. I have also completed my Diploma 
of Financial Planning and Advanced Diploma of Financial Planning. 
Prior to joining Navwealth in October 2014, I was with Midwinter, 
a financial planning software company, working as a Paraplanner.

Tell us about your favourite things...

I enjoy spending the weekends watching movies at home or at the theatre, 
I love to watch a variety to films such as animated, documentaries, drama, 
and action! I also love to spend my free time with my family and 

Elizabeth

Maida

Gigi

Shabana

friends to create stronger bonds, being able to hold my six month 
daughter in my arms is the best thing in the world!

Shabana Sama
What do you do at Navwealth?

As an Accountant, I work closely with Seniors in the Accounting 
Team. Working in co-ordination with the team for the preparation 
and lodgement of Income Tax Returns and Financial Accounts for all 
the entities. Also helping out with other Accounting duties. Trying to 
learn and enjoy work simultaneously.

What are your Qualifications?

I hold a Master of Professional Accounting degree from CQU, Sydney. 
I completed my Bachelor of Commerce from overseas. Currently I’m 
enrolled in CA.

Tell us about your favourite things...

I love to go swimming over the weekends. Dancing and different kinds 
of music interests me a lot. I also look forward to the weekends to 
spend time with the family and friends and organise an outing with 
them. Would love to go to Dubai should I get a chance to do so.

Maida Tateossian
What do you do at Navwealth?

As a Client Service Coordinator, my role is to provide valued 
client services to the Navwealth Accounting clients. I also deliver 
competent support and administrative assistance to our accounting 
team members and Directors.

What are your Qualifications?

I am an accomplished Accounts Assistant with 20 years of experience, 
strong knowledge of accounting principles and office administration.

Tell us about your favourite things...

I enjoy long walks, movies and fine dining with my friends. But above 
all, nothing beats spending quality time with my precious family. 
Special moments that I hold so dearly include teaching my two boys 
and watching them grow.

Navwealth Financial Group Pty Limited ABN 71 064 594 350, trading as Navwealth is an Authorised Representative and Credit Representative of AMP Financial Planning Pty Limited Australian Licencee and Australian 
Credit Licencee. Any advice provided by Navwealth Accounting Pty Ltd is provided independently of Navwealth Financial Group Pty Limited and our Licencee, AMP Financial Planning Pty Limited. Neither Navwealth 
Financial Group Pty Limited, nor AMP Financial Planning Pty Limited take any responsibility for any actions or service they provide. 

Important Information

This newsletter contains information that is general in nature. It does not take into account the objectives, financial situation or needs of any particular person. You need to consider your financial situation and needs 
before making any decisions based on this information. If you decide to purchase or vary a financial product, your financial adviser, AMP Financial Planning Pty Limited, and other companies within AMP Group may 
receive fees and other benefits. The fees will be a dollar amount and/or a percentage of either the premium you pay or the value of your investments. Please contact us if you want more information. If you no longer 
wish to receive direct marketing from us you may opt out by calling Navwealth on 02 9008 3000. You may still receive direct marketing from AMP as a product issuer, bringing to your attention products, offerings or 
other information that may be relevant to you. If you no longer wish to receive this information you may opt out by contacting AMP on 1300 157 173.


