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How important do you think it is to meet your clients face to
faca?

Mecting clients face to face i nat only important bat & aften the
mast rewanding aspect of being an adviser. Through these in-per-
san interactions, we can traly get to know our clients and under-
stand their necds on a decper bevel, Boilding long-term. tnasting
relationsghips & key, especzlly when working with high et worth
[HMNW) families. | believe it's essential to go bevond just meeting
in the office, By visiting clients in their homes and their own envi-
ranments, we gain & better understanding of family dynamics and
can make them feel more at ease This 5 especially important
when discussing sensitive financial matters. People tend to open
up more when they are ina familiar setting, [n our role, faclitating
Lamily meetings aoross muwdtipde generations is crocial. For HNAY
clients, educating and involving younger family members early in
the process is impartant, ensuring the familys wealth and values
are Suocessiully passed down

I= putting extra money into superannuation savings still worth
the trouble?

Absalutely! Making extra contributions to your superannuation is
ane of the best ways to build long-term wealth, especially if you
start early, Even small addional conktributions each manth can
prow significantly over 20 or 30 years dee 1o the power of ooem-
pounding. It's a strategy that rewards consistency and time. [t's
akso important to stay engaged with your super from an early age
By Laking an active interest and making informesd decisions aboul
your investments, you can maximise the potential of vour savings.
Far high income camers, while the additional I3 per cent contrib-
tians tax may séem like a disadvantage, superannuabion remains a
highly tax-effective velicle The concessional tax treatment of
both contributions amd eamings makes it an ideal structure for
building wealth and generating income for refirement

Rich Australians are apparently rushing into “privata” invest-
meenis. |5 it too lade for everyone else to join the party?

Al Morres, weve been investing in privale markets ke many
years. Although these investments were traditionally the domain
of HNW individuals, they are increasingly becomdng accessible to
i brosder range of investors, nchiding retail investors, Private
enarket investments, whetler in early stage venture capital or pri-
vate credit, can play an important role in a diversified portfolio.
Howeser, it's essential to understand that these are long-term in
vestments, often with a 7-10 year time horizon, and they require
patience. They are mot about quick returns but about groseth aver
the long term. For those considering enterning this space, my advice
i% b conduct thorough researche Choose partners with a proven
track record and who are transparent about bath thedr Investment
portfolios and processes, Private markets cam offer significant ap-
portunitees, but partnening with the nght team i oritical bo success.

Financial advice industry numbars have been cut in half; you
are in the tny minority that managed (o get on our Top 160 Est.
Why do you think you made the cut?

This year marks Morrows' G5th vear of advising familses and busi-
nesses, andd | havebeen privileped to be part of this jisommey for aver
W years, [ bedieve aur sucoes is based on a combination of exper-
ence, dedication and a deep commbtment to cur clients. With aver
1 years of advising clients, [ have had the privilege of building
longstamdims relationships, nod just with imlividals but with en
tire familkes and multiple generations. At Morrows, we take a
multi-generational approach. puiding clients as they grow their
wealth, plan their begacy and, importantly, foster values that ex
tend beyand finanaal suceess
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