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Around 40% of global turnover in listed securities is now settled on T+1,
and transitions to a shortened settlement cycle have generally been
smooth wherever the industry was actively engaged and prepared. As

a crucial market in the global securities industry, Australia will almost
certainly follow suit — and can benefit from lessons learned.
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The evidence is clear, technology is constantly changing and transforming
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THE CURRENT STATUS OF
T+1 worldwide

By Barnaby Nelson, Chief Executive Officer, the ValueExchange

Around 40% of global turnover in listed securities is now settled on T+1, and transitions to a shortened

settlement cycle have generally been smooth wherever the industry was actively engaged and prepared. As a

crucial market in the global securities industry, Australia will almost certainly follow suit — and can benefit from

lessons learned.

In September 2017, after 20 years, the
US market effected a major change
by shortening the settlement cycle by
one day, with the stated objective to
ultimately shorten the cycle to T+1.
The transition finally happened in May
2024 for exchanges in the US, as well

as Canada, Mexico, and Peru, with

minimal disruption for both domestic
and international market participants.

Success can be attributed to a few
factors: active engagement by industry
through its representative bodies, regu-
latory decisiveness, and preparation
by individual firms. Throughout the

process, the industry demonstrated its

ability to come together to improve

its performance, discussing practical
challenges and creating opportunities
for sharing best practices. Broad and
meaningful engagement gave the
regulator confidence that the change
could be achieved without major dis-
ruptions. Armed with this confidence,
the regulators were firm in setting a tar-
get date for the transition and avoided
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Lack of automation has driven costs -
especially amongst small firms

% Net changs in automation
as.aresutal T+1 (average)

Top tier firms
(over 100,000 staff)  S1%
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Significant funding cost changes overseas
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uncertainty to the industry by consis-
tently messaging that no major delays
would occur. This certainty, in turn,
unlocked investments which had been
understood and quantified through the
industry engagement process.
Finally, and unsurprisingly, firm-

by-firm preparation was the decisive
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element that determined how firms
experienced the transition. In the
specific case of the US, where settle-
ment discipline is relatively lax, the
Securities and Exchange Commission
(SEC) implemented rules that practi-
cally mandated trade confirmation,

allocation, and affirmation’ all occur

on trade date. To complete these pro-
cesses on fime and at scale, many firms
invested in automation and minimized
manual post-trade processing. Those
investments not only contained their
increased staffing costs necessary to
resolve issues within the shorter time-
frames but also achieved lower fail
rates than under the longer T+2 regime.

The transition not only unlocked the
capital savings related to the promised
decline in counterparty exposure and
the reduction of the clearing fund re-
quirements but, in addition, delivered
better quality settlements.

In this context of broad market
preparation and education on the
change it is perhaps unsurprising that
65% of firms felt that the transition oc-
curred as expected and, in fact, a full
30% considered that the change went
better than expected.

The investments in automation have
also helped prepare for shortened
settlement cycles in other markets.
Given the combined size of the markets
now settling on T+1, nearly half of all
respondents feel prepared for the next
wave of markets which are considering
the transition, which will likely be the
UK, the EU, and Switzerland in 2027-
2028. Other jurisdictions — including
the major ones in Asia Pacific — have
also started considering the transition
and are in early consultation stages,
which we estimate will take place
around 2029 and 2030.

Unfortunately, no amount of prepa-
ration and operational enhancements
have been able to mitigate a key
source of complexity for Australian
participants: treasury management.
The need to deliver a foreign currency
on T+1 has widened forex spreads,
increased pre-funding costs as well
as the need for overnight funding - alll
by up to 50%. This is in part due to the
funding gap resulting from the avail-
ability of proceeds from assets settling
on T+2 and the settlement of purchases
ona T+1 cycle.

Closing this funding gap is one
of the incentives that may encourage
Australia to consider shortening its
settlement cycle to T+1. This is likely to
prove particularly important for large
Australian institutional investors with
global equity portfolios, such as super
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The T+1 roadmap: 2.5 years to prepare for the big wave X

VX approximate expectation of T+ transition date by market

funds which invest over half their assets
in equities®. It also will be encouraged
by transition in other markets.
However, the pressure to align with
global markets will likely be tempered
by the resources that will be required
for the deployment of ASX’s CHESS
replacement. This major project will
also require the commitment and par-
ticipation of the Australian financial
services industry. The industry has
already made its position clear® to
ASX and the Australian Securities and

Investment Commission (ASIC) and pri-
oritized the CHESS replacement which
is targeted for 2029. This position is
supported by the fact that settlement
is already highly efficient in Australia,
with fail rates, averaging around 0.3%
(volume-based) and 0.1% (value-
based) from 2019 to 2023.

It is likely the ASX will choose to
first complete the CHESS replacement
before starting the project to shorten
the seftlement cycle, providing market
participants with a very useful guide-

line on their infrastructure investments.
Both changes will bring more efficiency
and greater functionality. The modern-
ization of the clearing and settlement
infrastructure creates an opportunity
to review some of the areas that can
contribute to the liquidity of the market
and mitigate some challenges posed
to foreign participants, with measures
such as enhancing functionality for
stock borrowing and lending, enabling
more frequent settlement batches or
drive adoption of real-time gross settle-
ment, and leveraging enhancements to
the RBA payments systems.

For Australian participants, then,
the move to T+1 is more likely to be the
final step in the process of modernizing
post-trade processing and infrastruc-
ture — and success will hinge on firms'’
commitment to engage and prepare.

' Trade affirmation is a process whereby the
investor (or its custodian) ascertains that
the trade settlement instructions match
those alleged by the counterparty, enabling
undisputed settlement at DTC.
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Asset allocation differences
widen between investor types

By Chris Hill, National Manager of Strategic Relationships, AUSIEX

Trading trends and investment asset
allocations are diverging between dif-
ferent classes of investors in Australia.

Advised SMSFs, for example, are
more likely than self-directed SMSF to
have holdings in active ETFs, LICs, LITs
hybrids and AREITs than self-directed
SMSFs.

These widening differences among
investor cohorts was recently identi-
fied in our 2025 SMSF Under Advice
report, which examined and compared
the recent frading behaviours and port-
folio allocations of advised and self-
directed SMSFs.

The report identified increasing allo-
cation of advised SMSFs to exchange
traded funds (ETFs) — in stark difference
to self-directed SMSFs and non-SMSF
retail accounts, both of which tend to
prefer direct investments in equities.

Advised SMSFs also now tend to be
more diversified in terms of the number
of unique securities held as well as sec-
tor allocations. For example, advised
SMSF accounts hold 15 securities on
average, in comparison to 12 for self-

directed SMSFs.

Generational differences

We also identified differences between
generations of investors. For instance,
advised Generation X SMSFs allocate
significantly more to healthcare stocks
than their self-directed counterparts
and less to industrials.

Advised Millennial SMSFs also
allocate significantly more than their
self-directed SMSF counterparts to
healthcare, as well as industrials, real
estate and consumer discretionary
stocks.

Generation X and Millennials are
also active on the new account front.
The latter’s share of total new trading

accounts jumped from 6.7% to 9.8%
year-on-year as more people in this
age group (29-44 years) reached
the point at which they have sufficient
assets to justify operating SMSFs.
Millennials posted the largest year-
on-year increase in frading volumes
(up 35.5%) among advised accounts
in 2024, compared to Generation
X (20%) and Baby Boomers (15%).
Younger SMSFs investors have different
trading preferences to their parents, not
just because of their stage of life but
also due to their familiarity with other
securities such as exchange traded
funds - and even cryptocurrency.

Future investment trends

The report also identifies increased
enthusiasm in cryptocurrency ETFs,
which more than doubled (218%)
across all SMSF accounts in the final
quarter of the 2024 calendar year.
An asset allocation issue which will
continue to attract significant industry
attention going forward is the phas-
ing out of bank hybrids following
the announcement by the Australian

Prudential Regulatory Authority (APRA).
It will be interesting to see what the
investment industry produces as alter-
natives and what investors will shift
towards — and we have already seen
some product managers respond with
an increase in fixed income ETFs.

What's next?

There is also increased demand for
fixed income, with a 10.7% increase in
the number of trades year on year, with
a 2.7% increase in traded value of fixed
income ETFS and a 10.9% increase in
the number of advised accounts frading
domestic fixed income ETFs.

Total holdings in domestic fixed
income ETFs were 58.9% higher at
the end of January 2025 (compared
with the end of January 2024), with
33.8% more advised accounts holding
these securities.

Advised accounts also appear to
be allocating more to these securities
proportionally, as at the end of January
2025, the share of total fixed income
holdings value for advised accounts on
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https://www.ausiex.com.au/media/206140/2025-smsfs-under-advice-rgb-ausiex.pdf?utm_source=siaajournal&utm_medium=magazine&utm_campaign=smsf

SMSF account holdings by asset type
Advised SMSFs Self Directed SMSFs

Asset type Jan 24 Jan 25 Jan 24 Jan 25
Equities 56.22% 50.91% 86.36% 85.17%
ETF 26.47% 32.68% 6.79% 8.46%
Hybrid 6.75% 5.77% 2.08% 1.79%
ETMF 4.98% 5.63% 0.76% 0.86%
LIC/LIT/AREIT 5.35% 4.89% 3.68% 3.46%
Other 0.13% 0.11% 0.12% 0.18%
Options 0.02% 0.00% 0.02% 0.01%
Warrants (Calls) 0.01% 0.00% 0.02% 0.00%
Fixed Interest 0.08% 0.01% 0.15% 0.08%
Warrants (Puts) 0.00% 0.00% 0.00% 0.00%

Source: AUSIEX February 2025

AUSIEX was 5.3%, up from 3.90% in
at the end of January 2024.

The fixed income asset class
accounted for around 19% of ETF buy
trades for Baby Boomers to outstrip

every other ETF strategy in that period,
found AUSIEX. It also accounted

for 11.4% of buy trades for advised
Generation X investors over the year,
ranking as the third most popular ETF
strategy in that cohort.

By contrast, fixed interest did not
feature among the top ETF strategies
used by direct retail investors in any

age group over that period, according
to our data.

Download your copy of the report
here or for more information about
AUSIEX please visit www.ausiex.com.
au.

Disclaimer: This information has been prepared
by Australian Investment Exchange Limited
(AUSIEX) ABN 71 076 515 930 AFSL 241400,
a Market Participant of ASX Limited and Cboe
Australia Pty Ltd, a Clearing Participant of ASX
Clear Pty Limited and a Settlement Participant
of ASX Settlement Pty Limited. Share Trading
is a service provided by AUSIEX.

This information contains general advice and
has been prepared without taking into account
your objectives, financial situation or needs. You
should consider its appropriateness, having
regard to your objectives, financial situation
and needs. Investors should read the relevant
disclosure document and seek professional
advice before making any decision based on
this information. This information has been
prepared by Australian Investment Exchange
Limited (AUSIEX) ABN 71 076 515 930 AFSL
241400, a wholly owned subsidiary of Nomura
Research Institute, Ltd. (NRI). AUSIEX is a Market
Participant of ASX Limited and Cboe Australia
Pty Ltd, a Clearing Participant of ASX Clear Pty
Limited and a Settlement Participant of ASX
Settlement Pty Limited.
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Revolutionising managed accounts

By Andy Robertson, Chief Innovation Officer, Chelmer

The evidence is clear, technology is constantly changing and transforming the investment industry as a whole.

If you look at the last 25 years of stockbroking, there have been a number of themes that show how service

models have evolved. Part of this is a move away from high touch, manual activity as more digitisation and

technology has become available enabling client led service models, but it also coincided with a change from

transaction based services to portfolio focused services.

As its place in retail financial ser-
vices grows significantly, managed
accounts, and in particular discretion-
ary managed discretionary accounts
(MDA's), are an area the adviser
community is increasingly focused on.
We are seeing a sustained increase
in assets under management and an
increase in different types of discre-
tionary service models, which is being
enabled by improvements in wealth
management technology.

Recently, | was joined by Toby Pot-
ter from Philo Capital Advisers to pres-

ent a webinar for SIAA. Moderated
by Leanne Bradley from Suite2Go,
the webinar explored the advantages
of managed accounts with a focus on
the Australian MDA regime and how
technology is addressing common
challenges. It was an insightful and
well received discussion that merits
revisiting.

We were very fortunate to have
Toby share the most recent managed
account census data released days
prior to the webinar by the Institute
of Managed Account Professionals

(IMAP) and Milliman. The data shows
that Australian assets under manage-
ment (AUM) has grown 23.2% from
the previous year. As of December
2024, AUM is $232.77 billion. Of
that, separately managed accounts
(SMA'’s) maintain a 64% market share,
or $148 billion (an increase of 36%
year-on-year) and MDA's account for
25% of total assets, or $58.3 billion (a
5% increase year-on-year).

Growing by 27% over the past
eight or so years, Toby said the sta-
tistics show managed accounts are a
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very significant part of the Australian
retail financial services and of advice
in general.

There’s no doubt that the man-
aged accounts sector is delivering for
investors, and there are advantages to
wealth managers and advisers in being
able to offer these types of discretion-
ary service structures to their operating
models and business.

If we look at more traditional
advice giving businesses, traditional
metrics were based on how high you
could get the adviser to client radio.
Of course, you could drive that num-
ber higher, but it came at the expense
of effectively standardising the client
portfolio. If an adviser just put every-
one into a SMA they will be able to
have a much higher ratio than if they
had a lot of personalised portfolios. An
efficient business was one where both
the adviser to client ratio count and
amount of personalisation were both
increasing. Ultimately, sooner or later,
the ratio and personalisation plateau
as the limiting factor is the nature of the
advice business model and the adviser
themselves.

So, while the advice business
model tends to taper out, the discretion-
ary type service model can achieve a
higher starting ratio and the ability to
increase that and the personalisation
well in excess of the advisory model.
For the business metrics, the ratio pat-
terns still apply, it's just that you should
be able to extend your adviser to client
ratio and actually be able to supporta
far greater amount of personalisation
in the portfolio services you are offer-
ing. The ratio of model portfolios (tar-
gets) to personalised portfolios is an
additional business metric that should
be used in discretionary models. For
example, a 1-to-1 ratio is a poor ef-
ficiency metric typically because of
poor technology.

To start providing discretionary
account services, there are a couple
of key additional technology or data
elements that are needed that may not
have existed in an advisory or tradi-
tional broking service model.

You are looking for technology to
capture data for the portfolio target
or model portfolio, not just at the top
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You are looking for technology to capture data for the

portfolio target or model portfolio, not just at the top

level asset allocation to asset classes but all the way

down to the individual asset weightings themselves.

This, when combined with the actual portfolio

holdings provides the mechanism to rebalance. The

business process shifts from changing portfolios

(orders) to changing models (targets).

level asset allocation to asset classes
but all the way down to the individual
asset weightings themselves. This, when
combined with the actual portfolio
holdings provides the mechanism to
rebalance. The business process shifts
from changing portfolios (orders) to
changing models (targets).

Rebalancing is just mass order
generation, but you can only achieve
it if you have the target asset alloca-
tion atindividual asset weights and the
current state of the portfolio taking into
account existing orders. At its simplest
implementation, rebalancing auto-
mates the adviser manually entering
a lot of orders. Rebalancing in some
service models may still be performed
by an adviser or portfolio manager,
and may allow for varying from the
targets, but other business models may
have the rebalancing being done by
automated technology as a back-
ground process.

In addition to portfolio targets, the
technology will need to hold compli-
ance related investment data. Some of
this may be organisation policy, some
may be organisation profile settings,
and some will be individual client
personalisation. These are typically a
combination of ‘must haves), including
asset type, sector etc ranges, but also
the ‘must not's’, for example cannot
hold certain asset classes or assets.
Good technology will validate that
changes in the portfolio models and
targets conform with the compliance
data before they come into effect, and
that orders generated at the rebalance

stage also conform with the compli-
ance data.

Personalisation is a key benefit of
good efficient wealth management
technology used in a discretionary
service, but it also offers standardisa-
tion where itis important. Gone are the
problems of manually placing orders in
all portfolios to sell an asset that needs
urgently removing from a portfolio and
the inequality in execution that causes
because of timing, or not being able
to reach clients to make a decision on
an elective corporate action. Portfolio
implementation and execution become
standardised services.

Generally speaking, if the technol-
ogy has been done well and is a good
discretionary platform, it will have all
the data and elements of a traditional
broking or advice technology platform,
but with the additional functionality that
allows you to concurrently provide a
SMA or MDA type service model.

For those that would like to ex-
plore the topic further, Chelmer has
put together a more comprehensive
resource that delves into the key themes
presented during the webinar. You
can find a copy of this on our website
www.chelmer.co along with further
information about how Myriad by
Chelmer can enable you to establish
or expand your managed account
offering and do more with greater
efficiency.


https://www.chelmer.co/managed-accounts-offer-opportunity-for-investment-personalisation-at-scale
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THE DEMOCRATISATION OF FIXED INCOME:
how innovation is changing

the market!

By Emily Boden, Head of Institutional Sales and Relationship Management, Perpetual Digital

No longer the realm of institutions and the super-wealthy, over-the-counter (OTC) fixed income investment is

now available to wealth advisers looking to diversify their client’s portfolios.

A market ripe for

disruption

Until recently, the fixed income market
has not reaped the rewards of sig-
nificant advancements in technological
infrastructure.

Traditionally, wealth managers,
financial advisers, and dealer groups
have faced significant barriers when
accessing OTC fixed income products
due to limited transparency, frag-
mented research, and operational
inefficiencies. These challenges have
restricted their ability to optimise client
portfolios and provide informed invest-
ment recommendations.

For those advisers who do invest in
fixed income markets, many still spend
an overwhelming amount of time on
manual, analogue processes - sift-
ing through data, pricing bonds, and
executing trades with outdated tools.

This lack of automation not only
slows decision-making but also diverts
focus from client engagement and
strategic investment planning.

By comparison, the equities market
has seen significant technological in-
novation - resulting in huge opportu-
nities for investors. Advanced trading
tools, including conditional orders and
stock screeners, streamline operations
and improve market responsiveness.

Real-time analytics provide instant
market insights, helping advisers make
informed decisions and maintain cli-
ent engagement. These innovations
enable scalable, cost-effective, and
personalised equity frading servicesin
an ever-evolving financial landscape.

For the first time in the fixed income
market’s history, new technology is
set to disrupt the Australian industry.
Fixed Income Intelligence — Per-
petual Corporate Trust’s (PCT) new
end-to-end Saa$ solution addresses
the challenges of OTC fixed income
investments and makes the asset class
available - in relevant parcel sizes - to
private wealth advisers.
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New frontiers: How
technological innovation
drives growth

The banking and financial services sec-
tor is at its core complex and esoteric.
Successful innovation in this space
often comes from within.

For over 135 years, the Perpetual
Group has been a trusted partner to
the banking and finance sector. PCT,
as part of the Group, has been a cor-
nerstone for the Australian financial
services industry. As the industry has
changed - so too has PCT evolved
to cater for new challenges facing the
industry.

In 2024 PCT was named one of
Australia’s most innovative companies
by the Australian Financial Review,
primarily for its work in digitising
structured finance. This program of
work was led by PCT’s innovation arm
— Perpetual Digital.

d | 'l_ii:ilg {

Technology case study:
proven industry success

Over 30 years ago Structured Finance
was introduced as a trusted form
of funding in the Australian market.
Today Structured Finance represents
over $160 billion of funding, with PCT
playing a critical role as infrastructure
supporting substantial transaction
volumes.

The innovative technology solutions
developed by Perpetual Digital, for
Structured Finance, grew from the ini-
tial development of regulatory report-
ing technology to support one bank to
meet regulatory obligations. Through
continued investment, and consulting
with the industry on their key chal-
lenges, PCT, through Perpetual Digital,
now offers a cloud-based Saas$ suite,
Perpetual Intelligence.

Perpetual Intelligence now seam-
lessly integrates info structured finance
funding processes, potentially connect-
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ing over 150 Australian issuers with
600 global and domestic fixed income
institutional investors, along with nu-
merous law firms, rating agencies, and
intermediary banks, thus creating a
dynamic and cyber-secure ecosystem.

Revolutionising fixed
income

PCT, and Perpetual Digital, have now
turned their attention to the challenges
faced by the fixed income market —
with the aim of improving the efficiency
and effectiveness of the entire ecosys-
tem. PCT’s latest innovation — Fixed
Income Intelligence - is an end-to-end
Saa$ platform, meaning it integrates
a previously fragmented investment
process.

Until now in Australia, to invest in
the OTC market, multiple service pro-
viders were required to carry out each
individual function - one supplier for
pre-trade advisory and bond selection;
another for trade execution; another
for settlement and another for custody
and reporting. Now Fixed Income
Intelligence seamlessly consolidates
these processes into a single, efficient
workflow.

This integration eliminates inef-
ficiencies, reduces operational risk,
and enhances transparency, making
it a one-of-a-kind offering in the Aus-
tralian market. Specifically the Fixed
Income Intelligence solution includes
the following capabilities:

Advanced research and
portfolio construction

Fixed Income Intelligence has been
developed in collaboration with Bon-
dAdviser. The BondAdviser platform
is integrated into the solution and
provides in-depth, bottom-up domes-
tic and global research, analysing
over a million data points daily. This
enables advisers to search and filter
through thousands of bonds across
different currencies, credit ratings,
and risk factors to build risk-aligned
investment portfolios instantly. Impor-
tantly, the platform allows advisers to
filter and create portfolios using only
liquid bonds, this ensures they create

portfolios with bonds only available

on the day.
The platform facilitates:

e Search, filter, and construct cus-
tomised or model portfolios.

* Automated recalculations for mod-
ifications, ensuring agility.

* Seamless conversion of proposals
into trade orders via integrated
APls.

Efficient trade execution
and liquidity access

The execution capabilities provide
direct access to over 17 price mak-
ers, ensuring competitive pricing and
optimal trade execution. Fixed Income
Intelligence offers:

e Automated trade execution and
settlement via Austraclear and
Euroclear.

* Supportfor small parcel trading (as
low as $10k), broadening access
to fixed income investments. Typi-
cally, traditional providers parcels
are 500k+

* Built-in deal authorisation work-
flows and pre-trade compliance
measures.

Integrated settlement,
custody, and reporting

PCT, a trusted market leader with over
20 years of experience and nearly
$250 billion in funds under administra-
tion, ensures seamless trade settlement,
custody, and reporting. Key benefits
include:

e Automatic settlement and transition
into custody upon trade execution.

e Full compliance with ASIC regu-
latory guidelines (RG 133 & RG
166) with robust governance.

e Comprehensive client-side report-
ing covering reconciliations, tfrade
conﬂrmotions, coupon statements,
independent valuations, and cor-
porate action management.

For more information on Fixed Income
Intelligence contact Emily Boden emily.boden@
perpetual.com.au.
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The data

mafurity

advantage:

a guide for

Australian

stockbrokers#

By James Dickson, Managing Director, OCG

What is a data maturity
assessment and why
should Australian
stockbrokers care?

Intoday s fast-paced financial markets,
data has become the most valuable as-
setfor stockbrokers. From client insights
and risk management to algorithmic
trading and compliance, the ability to
effectively manage and leverage data
is a key differentiator. However, many
financial services firms right across the
globe, operate with fragmented data
systems, outdated processes, and a
lack of clear governance, which can
limit their ability to make informed
decisions and drive business growth.
A Data Maturity Assessment
(“DMA") is a structured evaluation of
an organisation’s data capabilities. It
measures how well a firm manages,
integrates, and utilises data to drive
business outcomes. For Australian
stockbrokers, a DMA is essential in
navigating increasing regulatory scru-
tiny, adopting emerging technologies,
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and maintaining a competitive edge in
a rapidly evolving industry.

This article explores the concept of
data maturity, why it should be a strate-
gic priority for Australian stockbrokers
and the key steps in a DMA.

What is data maturity?

Data maturity reflects how effectively
an organisation collects, manages
and uses data. It progresses through
five stages:

1. Initial (Ad-Hoc) - Data is unstruc-
tured, siloed and inconsistently
managed. Decisions rely on instinct
rather than insights.

2. Developing (Reactive) — Some
efforts to organise data exist, but
inconsistencies remain. Duplica-
tions lead to inefficiencies.

3. Defined (Proactive) — Governance
frameworks improve data accu-
racy. Some automation is in place.

4. Advanced (Predictive) — Data
drives forecasting and decision-
making. Al and analytics play a
growing role.

5. Optimised (Innovative) — Data is
fully integrated, enabling real-time
insights and Al-driven strategies.
A Data Maturity Assessment helps

organisations identify where they cur-

rently sit on this spectrum and outlines
the steps needed to progress to higher
levels of maturity.

Why should Australian
stockbrokers care?

The six key reasons brokers should
prioritise data and its optimisation are
outlined below:

1. Regulatory compliance
and risk management

The Australian financial services indus-
try is governed by strict regulations,
including those set by the Australian
Securities and Investments Commission
(ASIC) and the Australian Prudential
Regulation Authority (APRA). Stock-
brokers are required to maintain robust
data governance frameworks to ensure



«

The rise of artificial intelligence (Al), machine learning,

and big data analytics has transformed the financial

services landscape.

compliance with Know Your Customer
(KYC), Anti-Money Laundering (AML),
and other financial crime prevention
laws.

A Data Maturity Assessment helps
stockbrokers evaluate their data gov-
ernance and compliance processes,
ensuring they meet regulatory require-
ments while minimising risks related to
data breaches and inaccuracies.

2. Enhanced decision-
making through data-
driven insights

Stockbrokers rely on real-time market
data, client transaction history, and
economic indicators to make informed
investment decisions. However, if data
is fragmented, outdated, orinaccurate,
decision-making is compromised.

By assessing and improving data
maturity, firms can centralise their
data, implement real-time analytics,
and gain deeper insights into market
trends, client behaviour, and portfo-
lio performance. This leads to better
trading strategies and stronger client
recommendations.

3. Competitive advantage
through technology and
innovation

The rise of artificial intelligence (Al),
machine learning, and big data
analytics has transformed the financial
services landscape. Stockbrokers who
leverage advanced data analytics
gain a significant competitive advan-
tage in areas such as algorithmic trad-
ing, risk modelling, and personalised
client services.

A Data Maturity Assessment helps
firms identify gaps in their technology
infrastructure and develop a roadmap
for adopting innovative data solutions,

ensuring they stay ahead of their
competitors.

4. Improved client
experience and retention

Clients expect a personalised, data-
driven approach to investing. From
tailored investment recommendations
to automated portfolio rebalancing,
data plays a crucial role in enhancing
client experiences.

Stockbrokers with high data matu-
rity can leverage client data effectively,
offering more customised services and
better communication. This not only
improves client satisfaction but also
increases retention and referrals.

5. Operational efficiency
and cost reduction

Poor data management leads to ineffi-
ciencies, redundancies, and increased
operational costs. Many stockbroking
firms still rely on manual processes and
outdated systems, resulting in data silos
and duplicated efforts.

A Data Maturity Assessment un-
covers inefficiencies and highlights
opportunities to automate workflows,
integrate data systems, and streamline
operations. This reduces costs while
enhancing productivity and accuracy.

6. Futureproofing against
market disruptions

The financial services industry is rapidly
evolving, with disruptions caused by
fintech startups, blockchain technolo-
gies, and decentralised finance (DeFi).
Stockbrokers that fail to adapt to these
changes risk obsolescence.

A Data Maturity Assessment pro-
vides a strategic blueprint for future-
proofing operations. By identifying
gaps and implementing robust data

strategies, stockbrokers can remain
agile and resilient in an increasingly
digital marketplace.

How is a data maturity
assessment conducted?

To unlock these benefits, brokers must
first assess their data maturity. A Data
Maturity Assessment (DMA) typically
involves the following steps:

* Data inventory and mapping -
|dentifying sources, formats and
storage systems.

* Governance and compliance
review — Assessing data policies
and security measures.

¢ Technology evaluation — Review-
ing data management tools and
analytics capabilities.

* Process and workflow analysis
- Identifying inefficiencies and
automation opportunities.

* Benchmarking and gap analysis —
Comparing maturity levels against
industry standards.

¢ Strategic roadmap - Providing
actionable recommendations for
improvement.

How can OCG help?

Assessing and improving data maturity
requires expertise. OCG helps Austra-
lian stockbrokers enhance their data
capabilities, ensuring compliance,
improving efficiency and unlocking
growth opportunities.

Our tailored Data Maturity As-
sessments provide a clear roadmap
for transformation. From governance
frameworks and technology integra-
tion to Al-driven analytics and auto-
mation, we help firms maximise their
data potential.

Don't let outdated systems or com-
pliance risks hold your firm back.

Start your data assessment and
transformation journey today by con-
tacting OCG’s Managing Director,
James Dickson, or Head of Consulting,
Anthony Speight.

This article is general information and does not
consider the circumstances of any investor or
constitute advice. No information mentioned in
this article constitutes an offer or inducement
to enter into any investment activity.
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Bad news is good

By Jason Spits, Senior Journalist, selfmanagedsuper

Superannuation has not had a good run in the media in the past few weeks. If often appears in the business

pages, but recent events have pushed it to the front of that section and in some cases to the front page —

either digitally or in print.
Let me bring you up to speed.

On 12 November 2024, the Australian
Securities and Investments Commission
(ASIC) sued Cbus for delays of more
than 90 days in processing the death
benefits and total and permanent dis-
ability insurance claims of more than
10,000 members during the period
from September 2022 to November
2024, resulting in losses of $20 million.
The case is ongoing.

Moving on to this year, in late
January, the corporate watchdog
wrote fo the trustees of all Australian
Prudential Regulation Authority
(APRA)-regulated funds urging them
to strengthen anti-scam practices after
an ASIC review of 15 trustees found
none had an organisation-wide scam
strategy in place.

A month later in late February,
AustralianSuper was given a $27 mil-
lion penalty for failing to merge mul-
tiple member accounts held by 90,700
members in the period from 1 July 2013
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to 31 March 2023, resulting in $69
million in losses through multiple admin-
istration fees, insurance premiums and
lost investment earnings.

Moving into March, ASIC also sued
AustralianSuper for delaying payment
of 6897 death benefit claims, some
taking more than four years, despite
having all the information required to
pay the benefits.

Within days of that court action,
Active Super was given a $10.5 mil-
lion penalty for greenwashing after it
is was found to have been investing in
firms involved with gambling and fossil
fuels, despite claiming it avoided any
such investments.

Perhaps you can see why super-
annuation grabbed the headlines —
114,000 people affected, $89 million
of member funds lost and $37.5 million
in penalties handed down.

As someone who covers the SMSF
sector, it would be easy to stand on the

sidelines, point the finger and laugh at
their misfortune, and many would join
in with strong memories of the repeated
attacks on SMSFs by the profit-for-
members side of the superannuation
sector.

One of the favourite sticks with
which to beat the SMSF sector has
been the use of limited recourse bor-
rowing arrangements (LRBA), where a
fund sources a loan from a non-bank
lender or even a related-party under
strict rules watched closely by the ATO,
to purchase an asset.

Two reviews by APRA, ASIC,
Treasury and the Reserve Bank of
Australia found some issues around
the edges that government asked them
to re-examine two years later, but none
of the predicted ‘systemic’ problems
that would arise from the use of LRBAs
were identified.

Another stick is that SMSFs are not
competitive enough in terms of returns,



nor cost-effective, compared to APRA-
regulated funds, but two pieces of
ongoing research conducted by the
University of Adelaide for the SMSF
Association have disproved that argu-
ment over the past four years.

The research also found the ideal
starting balance of $500,000 was a
figure without any basis in reality and
SMSFs were cost-effective, and per-
formed comparably with large funds,
with balances around the $240,000
mark.

ASIC has noted the quality of
advice given in regards to SMSF estab-
lishments can be lacking. The SMSF
Association has also noted this and is
leading calls for only those with spe-
cialist training being able to provide
SMSF advice, highlighting the inherent
and often complex tax, super, trust and
estate planning considerations a self-
governed fund can raise for members.

At this point you might be thinking:
"Well at least with an SMSF | call the

The research also found the ideal starting balance of

$500,000 was a figure without any basis in reality and

SMSFs were cost-effective, and performed comparably
with large funds, with balances around the $240,000 mark.

shots on all the issues APRA-regulated
funds have failed on. Should | sign-up
or (if you are over 65) just get out of
the system altogether?’

As much as it pains me to say i,
don't panic and don't run for the hills.
APRA-regulated funds are some of
the most closely watched retirement
investment schemes in the world. Our
super system, while showing its age
and needing some reforms, is still world
class and in the top five retirement
income systems in the world.

Should you still consider an SMSF2
By all means, but only if it suits your
needs and you have spoken with an

appropriately qualified, licensed pro-
fessional adviser about what it means
to leave an APRA-regulated fund and
run your own.

Don't look at the recent bad news
as a sign the system is flawed and your
money is at risk. Look at it as evidence
that when funds get out of line, they
are reeled back and made to do the
walk of shame for the benefit of their
members.

To subscribe to selfmanagedsuper please
visit www.smsmagazine.com.au

TATA
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SERVICES

TCS BaNCS™ Brokerage — Integrated Front, Middle
and Back Office Solution for Capital Markets

TCS BaNCS Brokerage for capital markets provides an integrated

experience across trading, clearing and settlement functions, delivering a
seamless omni-channel experience to brokers’ end customers on both the
retail and institutional sides. All functions, from trade execution to final

settlement to portfolio view, are supported in an easy-to-use,

user-friendly interface. The trading and clearing solutions are modular
and also can be implemented standalone with integration to third-party

trading or back office systems.

The TCS BaNCS Brokerage advantage:

® Highly scalable SaaS solution.

Feature-rich, multi-market, multi-asset, multi-currency, omni-channel.
Quick and efficient exception-based post-trade processing with self-healing features.
Build-Your-Own, multi-functional user-friendly reporting tool for quick report creation and emailing.

Rule-based post-trade system seamlessly integrated with TCS BaNCS Market Infrastructure product.

For more information, visit https://www.tcs.com/what-we-do/products-platforms/tcs-bancs

or email Nilanjan.Ray@tcs.com
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