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TechKnow 12 March — The trillion dollar transfer is coming, and so is the Federal Election — Transcript.

It's finally coming. Certainly not a case of blink and you might have missed it, but if you don’t keep your eyes
open, then you could be missing out. What are we talking about? Well, first is the great intergenerational wealth
transfer with trillions of dollars in wealth expected to transfer between generations over coming years. And
second, we have the 2025 Federal Budget and Federal Election

Hello, and welcome to TechKnow, a podcast series brought to you by BT Technical Services. My name is Bryan
Ashenden, and | have the pleasure of leading the BT Technical Services team — a group of professionals
dedicated to helping you as advisers work through strategy options for your clients.

On the topic of intergenerational wealth transfer, in the second half of our TechKnow podcast I'll be joined by
James Dakin from Park Street Group to discuss what he is seeing as some of the major considerations when
addressing intergenerational wealth transfer with his clients.

But before discussing that topic, let’s turn briefly to the 2025 Federal Budget. There was increased speculation
that the Prime Minister was likely to call for the election over the last weekend, with a 12 April election, but
Cyclone Alfred (interestingly originally slated to be called Cyclone Anthony), changed those plans. With the
election not being called, there is still a possibility that a Federal Budget will not be delivered as scheduled on
March 25th, as it is still open to the Prime Minister to announce the election at any time, and for the Budget to be
cancelled. Any election date will now be in May, either the 3™, the 10" or the latest possible date of the 17™. If the
Budget does go ahead as planned, no doubt it will have a flavour based on election policies, as the Government
holds out hope of being returned. At this point, it certainly looks like it will be a close call on the victor, with neither
of the major parties expected to win a majority of seats in the House of Representatives to form government in
their own right. So there will no doubt be negotiations to win the support of the minor parties and independents,
not only in the House of Representatives, but also in the Senate which will be crucial to the successful passage
of legislation in the future.

Even though it feels like a long time coming, it really is still early days in the election campaign process, no doubt
with many policy announcements to come from both sides of Parliament. How many have an impact on the
wealth position of Australians remains to be seen, but there is no doubt that the continuing cost of living crisis
facing many may drive some of these announcements, such as the additional Medicare funding commitments
already made.

The Division 296 changes to super proposed by Labor is an interesting one, as it didn’t progress through the
current Parliament, and in a more hostile environment may face even more hurdles if it was to be reintroduced.
We know that the Liberal party is opposed to it, but when it comes to super the coalition has announced its intent
to allow people to access up to $50,000 of their super towards a home deposit — on the basis that it is paid back
to super when the house is ultimately sold.

Quality of advice review reforms under the now “delivering better financial outcomes” banner is an area to watch
as well. Not really something that really fits as an election commitment or promise, but Labor’s current position is
generally well known already, and the coalition have said they would look to implement all the original
recommendations in full. Like many announcements, more details are needed to truly understand what either
party’s actual position is and legislation is needed to assess the full impact. But let's hope that whatever the
outcome, it does ultimately remove red tape, reduce the cost to provide advice, and enable more people to
access advice when they need it, and not when it’s too late. And it’s still possible something could be released in
draft for consultation before the election, with a remote hope of it being debated and passed during the Budget
sittings.

Speaking of accessing advice, this really does become critical when it comes to intergenerational wealth transfer.
Yes, the right money passing to the right hands at the right times is critical. But how is this done? How much of
the wealth is truly available for transfer, and will it go to the next generation or skip a generation? Is the wealth



tied up in family homes? Is it illiquid or liquid? Is it held in trusts and other structures which means it's not so
much about the wealth actually transferring, but perhaps who controls the distribution.

Intergenerational wealth transfer can be complex, but can also be simple and straightforward. We just need to
ensure clients are thinking and planning around it, before it's too late. Joining me after a short break is James
Dakin from Park Street Group to discuss his experiences in dealing with clients around this important topic.

So don’t go anywhere -we’ll be right back in less than a minute.

Bryan

Well, welcome back. And as | mentioned before, I'm now joined by James Dakin from Park Street Group and
we’re going to have a little bit of a chat about intergenerational wealth transfer. Just very quickly, a bit of
background about James. He’s a cofounder of Park Street Group, a fully independent investment and wealth
management firm advising individual families, and foundations and they’ve got a focus on delivering clients
customised, comprehensive and unbiased advice. Many years of experience being in financial services for over
25 years. So James, thanks for joining us today.

James
Thanks for having me, Bryan.

Bryan

OK, now | want to have a chat today about intergenerational wealth transfer. Certainly it's a big topic. There’s a
lot of press that's coming out about it at the moment, and it probably has been over the last couple of years,
particularly as we start to see that change in wealth from baby boomers to future generations. | was at an SMSF
association conference last week, and Andrew Inwood from Coredata spoke about some numbers, and he
actually talked about there being $4.7 trillion in wealth that’s going to be transferred over the next number of
years. He broke it down and said for the clients that fit within a wealthy category — and | don’t think we’ve got a
definition about that — but he said that's about 78,300 Australians. And they have, on average $2.6 million of
wealth that potentially is going to transfer, but even just for the average baby boomer (there’s around 4 million
individuals in that category) that's still at least $400,000 per individual that's going to transfer. So it sounds like a
big number and we’ve heard lots of big numbers in this space. But James, | guess just as a starting point, how
real do you think this generational wealth transfer actually is? Are we going to see this big transfer of money? Or
perhaps is that even some of the baby boomers thinking, well, no. I'm actually just going to go and spend it and
not leave anything to be transferred?

James

Well you can’t argue with Andrew’s numbers. They're the stats. The youngest of the baby boomers are now 60
and the oldest are 80. Some will live well into their 90s, so it could be 30 plus years before some of them pass on
their money. It's real, but | think it can be overstated. One of the things to think about is that — particularly in the
modern day of property prices — if someone’s got two point something million dollars to leave to their kids, they've
got two or three kids. They live in Sydney and they’ve got a million dollar mortgage. The money just goes into
paying off their home so it doesn’t necessarily make them wealthy. It just helps pay off ridiculous mortgages we
have in the main capital cities. So it’s real, but | don’'t necessarily think it means it is as impactful to the wealth
management industry as some people think.

Bryan

Yeah, | guess, just using some of the ages that you were talking about there... | think a lot of us probably think
when we hear about the baby boomers passing on their money, that it's going to their adult children who might be
in their 40s or something like that. But some of the older baby boomers, are they actually leaving it to their to their
children, who are now in their 60s, as an example? So it’s actually passing to an older generation still. Does that
throw up different challenges or are you also seeing sometimes those elderly parents are actually saying we're
going to skip the generation and go to the grandkids or someone else?

James

Yeah, that's less common. Many times we tend to see that when the adult kids are like 50-60, they’re already
quite financially independent. We see that can happen, but in most cases, the 80 year old baby boomer, the
oldest of that generation, have 50 year old kids who have capital city mortgages. So they don’t tend to bypass
them. It's a rare occurrence where they bypass the immediate kids.



Bryan
Yeah. So from your perspective, how have you made intergenerational wealth transfer a part of your business
and how do you approach these issues with your clients?

James

It's really been organic. We don’t think about it in those sort of terms. It just comes down to what’s in any
individual client’s best interest. So for the wealthiest clients it's been more of a topic of conversation — again with
those in their 70s, 80s with their adult kids — and how do you pass that money down, and how do you do it tax
effectively. So estate planning is a pretty big part of that. Actually some clients have gifted money to their kids for
them to put into superannuation, so they don’t necessarily want their adult children to have money to go and have
expensive holidays and remove there incentive to work, but rather give it to them to put into super so that the
money still there when they’re 60, 65. That's typically been the way we’ve managed that transfer while people are
still alive. It's actually quite common — a lot of a lot of parents want to help their kids while they’re still alive so
they can enjoy, or feel the pleasure of gifting it to them and see what it does for their kids, rather than waiting till
they’ve passed away.

Bryan

Yeah, | guess it also raises another interesting question when we’re talking about the money being passed from
one generation to another. As to whether that is happening directly or do we see the family office type concept
being set up where we have a whole lot of different structures and we’re actually not seeing the wealth physically
transfer from one generation to another. It's just more , who are the potential beneficiaries that might come from
family trust and those sorts of things? Do you see much of that?

James

Yeah, family office depends on what your definition of that is. In the States, the really big family offices will pay
your bills for you. They’ll walk your dog for you. They'll pick up your dry cleaning. But when you’re talking family
office from this perspective, it's really just having multi generational members of the family as clients of the firm.
So we definitely do that. And how money is passed down. Again, it's the estate planning issue and it's not so
much the kids don'’t get it. They get the control of it, so they may use family trusts. And money typically can’t stay
in super for the adult kids, it must come out. But family trusts are used, but typically the kids end up controlling
that trust anyway so and they can effectively take that money out of the trust if they want to or need to.

Bryan

Yeah, you did talk about having multi generations of clients from that one family group in there. Have there been
any issues that have come up where you do have those multiple generations in place and you know the ethical
considerations about what a grandparent or a parent might be saying versus what the kids think, and how do you
deal with those?

James

It's an interesting question. | don’t feel we’'ve had any ethical conflict in any situation. Whatever clients in front of
us, we think about them and what’s in their interests. But yes, we have to be conscious that the parents may
have said something that obviously we can’t pass onto their kids. It's not appropriate or it's private and
confidential. But as long as you treat each client, by acting in their interest in any particular point, then | don’t
really feel that conflict. Potentially we may counsel the parents if that’s their view of wanting to do something,
maybe a way they can go about doing that which is generally in that client’s interest and probably also in the kids’
interest. But it's really about what’s best for the family as a whole, where there’s not any detrimental impact from
the parent’s perspective. So again, | don’t really feel there’s a sense of conflict there.

Bryan

And and have you had situations where you've actually had the different generations together there in the one
meeting for those conversations about what'’s potentially going to happen down the track and does that make
things easier?

James

Yeah, actually we do. Some clients like that. So if we're helping to run estate planning meetings.... we're not
lawyers, but we bring in specialists to do that. But some parents want the kids to come in and I'll explain to them
what it's about and how it works so they understand it. So yes, and | think it's a very good idea. | mean, typically
where there’s a will, there’s a family dispute. So yeah, | think it’s really helpful, particularly when we’re talking



larger sums of money that all the adults are in the room and it's agreed or discussed how things are meant
happen. And that does reduce conflict when the parents ultimately pass away.

Bryan

One of the other issues about intergenerational wealth transfer, as much as we’re talking about it and planning
for it, there are obviously instances where the planning hasn’t happened. You know, something unexpected
occurs all of a sudden, and other people are left behind to try and pick up the pieces and try and work things out.
What sort of advice do you give to people about how do you deal with those sort of situations?

James

Well, thankfully that doesn’t have any of our clients because we make sure estate planning is a pretty important
part of what we do for our clients because that is a critical issue. And sadly, people do die suddenly. And if they
die intestate, without a will, it can cause a lot of heartache, a lot of unnecessary heartache. And it's a particularly
stressful time for the family to then have to have the complexity of trying to deal with the financial situation... it
really just doubles the stress. So thankfully we don’t have that happen with our clients. But if that does happen to
someone, you're really need to be talking to a lawyer who specialises in in estate planning and family law so they
can help you work through the minefield of trying to sort out how things work.

Bryan

Yeah, absolutely. | think it's one of those points about estate planning isn’t something you leave until the end.
You always want to try and get those discussions happening early, cause it's always the what if, what if you were
to have passed away yesterday, you know? What position would you actually be in now?

James
Exactly.

Bryan
That sort of fleshes out the issues that | think need to be talked about.

James
Absolutely.

Bryan

One more question. | was just noticing yesterday there was an article in the press where someone was talking
about the amount of money that is transferring through as part of this intergenerational wealth transfer, and that
to a large extent, a lot of this money passes through without tax consequences necessarily arising. And it was
raising the question about should there actually be a — let’s not call it a death tax — maybe we call it an
inheritance tax.

James
Much more palatable.

Bryan
Yeah, it sounds better, but it still has the same consequence. Any thoughts about whether we think a government
one day in the future might actually come back and look at some of these issues?

James

| think that the third rail of Australian tax policy are.... Um, there are two of them, really — third and 4th rail — our
capital gains tax free family home and death taxes, or inheritance taxes. | think anyone who brings that in is
unlikely to win an election. It does seem most people are very vehemently against it. The other thing though, look
at it just purely from an economic perspective. The problem with having that is it's most likely that the middle
bracket of Australians will pay it. Because the very wealthy will find ways around it. | mean, you can set up
different legal structures... like a company outlives a person. You can’t enforce as far as | can tell, it's pretty hard
to enforce inheritance tax on a private company. So the really wealthy won't pay it anyway. And the middle will
get slugged, so I'm not sure it'll raise what people think it will raise. In the US they have death taxes, nobody
there pays it, cause they have structures around it, so | think it's probably nice in theory for some, but I think it's
impractical both from a political perspective, getting it through and then also how much you actually raise
because the really wealthy really won’t pay it.



Bryan

Yeah, absolutely. And again, it's another good reason why clients should be seeking advice, just to make sure
they’re set up the right way, and maybe thinking about what could happen in the future. And you know, if they
want to leave some form of bequest or whatever to other generations, what's the most effective way for them to
do it? So just a final question for you, James, just to wrap up today, are there a couple of top tips, top
recommendations you’d have for advisers? Who are really thinking about what'’s the best way to approach
intergenerational wealth transfer discussions with their clients?

James

It depends on what your business model is and what sort of scalability you have. Really you should be thinking
what'’s in the best interest of the client, and estate planning should be a pretty important discussion you have and
through that you really do cover intergenerational wealth. It's about control. Who ends up with control? Who ends
up with the money? So really, that's the first instance. Whether or not you then want to say | want to have all the
adult kids as clients. As | said before, that doesn’t necessarily work in every case because you know, three kids
inherit two million dollars and it just goes against their mortgage. There’s really no ongoing relationship with those
clients, at least for next 10, 20 years after that happens. So it really comes down to what business model you
want to run, but certainly you should be having conversations about estate planning that will bring out any
potential intergenerational decisions that have to be made.

Bryan
Great. Well James, thanks for joining us today for our podcast.

James
Great. Thanks for having me, cheers Bryan.

Bryan

No worries, and thanks everyone for joining us today. Now just a reminder about our next BT Academy webinar
scheduled for Wednesday 12 March at midday when Tim Howard from our BT Technical Services team will be
talking about investing outside of superannuation. Probably given today’s discussion, that’s probably a really
relevant topic for those clients who are inheriting money. Perhaps they managed to get rid of the mortgage and
they can'’t put anymore into super... well, what are the other options that are available for them? So that's
something that Tim will be looking at in that webinar; the key considerations from a tax or social security, or an
estate planning perspective across different structures and different options that might be available.

So to register for that webinar, you can head to www.bt.com.au then go to the BT Academy section and under
Events and Webinars you've got the option to register for that session. If you're listening to this after 12 March,
just remember you can always go back and watch any of our BT Academy webinars on demand and you can still
qualify for CPD points at that time as well. And don’t forget, if you've got any other technical questions, you can
always contact our BT Technical Services team. So to contact them, simply log into the BT Panorama mobile app
on your phone, head to the Contact us section, and there you'll find the option to initiate a call with the Technical
Services team. Or you can always email your query to the team at technical@btfinancialgroup.com. Thanks
everyone for your time and for listening in today. Until next time bye for now.
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