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In the financial advice sector, there are 
upper levels of advisers whose   customers 
don’t quibble about annual  fees of $5000 
or more. And then   there is the industry 
equivalent of the penthouse suite. It’s 
called the family office.

Over the past few years as the  sector 
has moved up market in search of higher 
fee revenue, the family office group  has 
flourished. As these offices have gained  
power, they have consistently recruited 
many of the best advisers in the market.

Family offices are specialist investment 
units formed by very wealthy families who 
have at least $100m to invest. Family 
offices need lawyers and accountants but 
most of all they need the best advice that 
money can buy. 

And one more thing;   they need 
discretion. Some advisers working at 
family offices are sworn to secrecy; in 
some cases they cannot even tell their 

former employer which family they are 
heading towards.  KPMG estimates there 
are 2000 family offices in Australia and 
the majority were established in the past 
decade. What’s more, the sector employs 
up to 20,000 people; that’s more than the  
Australian population of financial advisers, 
which is about 15,500.

Earlier this year we had a rare glimpse 
into the booming business  from  the 
Australian Private Capital Market 
overview produced by the Australian 
Investment Council.

According to the AIC, the number of 
Australia- based family offices tracked to 
be actively investing in private capital is 
now eight times the number of four years 
ago.

It’s safe to assume any adviser at the 
very top of our  list of deals with family 
office clients.  We can probably even name 
one: Paul Burgon of Lipman Burgon & 

Partners. That’s based on the fact he was a 
guest speaker at this year’s invitation-only 
Family Office Investment Forum in 
Sydney.

In the main, family offices pay their 
advisers very well and part of the deal is 
that they keep mum on what their tycoon 
clients are up to in the market. 

An anecdote from an adviser who 
recently joined a leading family office in 
Sydney captures the  clout of these new-era 
“millionaire factories”.

“I’d been there about two months and 
they wanted to place funds with a 
specialist fund manager. Eventually we 
picked a two-person team from a well- 
known fund manager. They were in the 
middle of explaining their fees when my 
boss, the family patriarch, did his numbers 
and then said: ‘Forget the fees, why don’t 
you guys just come and work for me?’ And 
they did. It’s a different world.” 

Sarah Abood, CEO at the Financial Advice 
Association of Australia, has managed to pull 
off some surprises of late. She was instrumental 
in creating a coalition of 12 industry bodies to 
form the joint associations working group to 
bring a united voice to government on issues 
facing the sector. But the move that might have 
most surprised the wider public was the launch 
of a recruitment drive for financial advisers last 
year: 

According to Abood: “We’ve got a big 
problem: New entrants to the industry have 
crashed and we don’t have enough to offset 
those retiring.”

For now, the wider numbers across the 
industry are stabilising near the 15,500 mark, 
but the key issue is replacement. There are only 
about 300 new advisers joining the industry 
each year.

What to do? Alasdair Barr, (pictured) the 
founder of the Striver group, knows the 
industry better than most – he runs a personnel 
platform  that matches graduates with financial 
planning operations.

“My mission is to get 5000 new advisers into 
the industry. That would make a huge 
difference. I think we have to stop talking about 
how the industry has halved and lost 15,000 
people. They are not going to be replaced 
directly – the industry has to rebuild from here 
with a combination of talent and technology.”

According to Barr, the biggest issue for the 
advice profession is brand recognition: “I go to a 
university campus and there is simply no 
awareness of financial advice as a profession. 

“Similarly, if you go and talk to people in the 
business, again and again you will find they fell 
into the business of giving advice after working 
initially in another sector. 

“They never heard about it when they were 
studying. This has to change.”

Barr would appear to be on the money with 
this observation. 

Many of the top advisers on the Top 150 list 
were originally accountants, bankers or 
stockbrokers, or began their careers in a  
different area. 

One reason for this crossover story among 
advisers is the original lack of 
professionalisation in an industry once 
characterised by a sales commission culture and 
poor education standards.

After years of dispute, the educational 
qualifications controversy in financial advice 
has largely been settled. 

University graduates dominate a new cohort 
in the industry and older advisers who trained 
on the job are being allowed to see out their 
careers without resitting exams. As Barr 
suggests, this is an industry where supply is not 
keeping up with demand.

Looking at the top ranks or this year’s list you will see the major 
names – Morgan Stanley, Koda Capital, Pitcher Partners and 
Macquarie Investors – are not discussing what to do with a super-
annuation account that is valued at $50,000 or an inheritance of 
$100,000. Rather they are planning lifelong wealth-building with a 
partner they hope is worth the money.

At the other end of the spectrum, everyday Australians may see 
more opportunities to find financial advice more cheaply through 
some political reform.

In parliament, Financial Services Minister Stephen Jones has 
guided the passage of the first leg of the Delivering Better Finan-
cial Outcomes plan which cuts down some red tape in advice work 
and opens up a piecemeal expansion of the advice that big super 
can offer.

The more important phase of the plan is yet to be legislated. 
At issue is the particular nature of the advice that can be offered 

at  super funds, which now control the superannuation savings of 
most Australians. 

Nevertheless, some of the nation’s biggest super funds are not 
hanging around waiting for legislation,  instead they are actively 
building out advice, often with artificial intelligence capability.

A string of super funds, from AMP to REST, are making plans 
to offer enhanced services. 

Colonial First State has introduced a new advice tool for about 
500,000 (unadvised) members to  access wider advice on invest-
ments and insurance. 

Meanwhile, industry fund Hostplus has launched a service that 
it promotes as a one-stop shop for its members to find out as much 

as they can about what to do with their sayings.  Yet whether an in-
vestor is using a low-touch AI-service or sitting across the desk 
from a tailored adviser in a CBD tower, many of the issues are 
similar: what can the adviser offer and how can they add value? 

A report from the Russell Investments group, which examined 
the value added by advisers in 2024, points to asset allocation.

That’s the age-old exercise of  dividing investments among dif-
ferent classes of assets. It’s long been a  key service offered by an 
adviser along with that other chestnut “tax savvy financial plan-
ning”.

Such services will always be the core proposal from financial 
advisers on our list; the element that constantly changes is the 
 investor. 

The Russell report notes that it is only a few years since the 
pandemic prompted investors to knuckle down and ensure they 
had properly constructed portfolios that could withstand the chal-
lenges of a world turned upside down by Covid-19.

This year, with investment returns rolling in at record levels, 
the challenge for advisers at all levels seems to be keeping inves-
tors on the straight and narrow.

The  Russell  report has some words of advice.
 “The thrill of stocks reaching new peaks in 2024 – including AI 

giants like Nvidia and local stalwarts like Commonwealth Bank – 
may have proved sufficient for many investors to abandon caution 
in the belief that ‘it’s different this time’ and resist portfolio rebal-
ancing,” it says. 

“But these are the very investors most likely to panic in rapid 
market retreats. 

“It may seem counterintuitive, but the guidance of an experi-
enced adviser is just as critical in rising markets as down times.”

Continued from previous page
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19. Bernie Connolly
Morgan Stanley Wealth Management
Sydney, NSW
Years of planning experience: 18
Minimum account size: $3,000,000
Size of team: 11
Funds under advisement: $3,015,000,000

19. Patrick Regan
Morgan Stanley Wealth Management
Sydney, NSW
Years of planning experience: 18
Minimum account size: $3,000,000
Size of team: 11
Funds under advisement: $3,015,000,000

20. Ben Forrester
Macquarie Private Bank
Sydney, NSW
Years of planning experience: 15
Minimum account size: $2,500,000
Size of team: 13
Funds under advisement: $4,096,091,090

21. Chad Brendish
Morgan Stanley Wealth Management
Melbourne, VIC
Years of planning experience: 38
Minimum account size: $3,000,000
Size of team: 10
Funds under advisement: $2,622,009,976

22. Kellie Davidson
Pitcher Partners
Docklands, VIC
Years of planning experience: 21
Minimum account size: $1,000,000
Size of team: 65
Funds under advisement: $7,199,987,455

23. Matthew Smith
Altus Financial
Sydney, NSW
Years of planning experience: 21
Minimum account size: $500,000
Size of team: 8
Funds under advisement: $4,876,197,245

24. James McGregor
Apt Wealth Partners
Sydney, NSW
Years of planning experience: 33
Minimum account size: no minimum
Size of team: 85
Funds under advisement: $2,988,491,656

25. Phillip Gillard
Shadforth Financial Group
North Sydney, NSW
Years of planning experience: 25
Minimum account size: no minimum
Size of team: 8
Funds under advisement: $1,647,913,086

26. Dave Haydon
Haydon Partners
Cairns, QLD
Years of planning experience: 12
Minimum account size: $1,500,000
Size of team: 4
Funds under advisement: $382,500,000

27. Scott Girdlestone
William Buck Wealth Advisors
Sydney, NSW
Years of planning experience: 23
Minimum account size: no minimum
Size of team: 22
Funds under advisement: $1,675,847,000

28. Charlie Fraser
Shadforth Financial Group
Brisbane, QLD
Years of planning experience: 23
Minimum account size: $2,000,000
Size of team: 9
Funds under advisement: $1,615,887,924

29. Troy Theobald
RFS Advice
Bundall, QLD
Years of planning experience: 28
Minimum account size: $500,000
Size of team: 17
Funds under advisement: $1,310,500,000

30. Anita Beckers
Macquarie Private Bank
Broadbeach, QLD
Years of planning experience: 28
Minimum account size: $1,000,000
Size of team: 9
Funds under advisement: $1,660,975,000

30. Matthew Gartrell
Macquarie Private Bank
Broadbeach, QLD
Years of planning experience: 17
Minimum account size: $1,000,000
Size of team: 9
Funds under advisement: $1,660,975,000

31. Jarrod Broadbent
BlueRock
Melbourne, VIC
Years of planning experience: 28
Minimum account size: $400,000
Size of team: 9
Funds under advisement: $1,450,000,000

32. Paul Nicol
GFM Wealth Advisory
Camberwell, VIC
Years of planning experience: 25
Minimum account size: $1,000,000
Size of team: 27
Funds under advisement: $2,903,000,000

33. Jamie Cockerill
Perpetual Private
Sydney, NSW
Years of planning experience: 24
Minimum account size: $1,000,000
Size of team: 6
Funds under advisement: $2,540,000,000

34. Gregory Mifsud
Altus Financial
Sydney, NSW
Years of planning experience: 19
Minimum account size: $500,000
Size of team: 8
Funds under advisement: $4,876,197,245

35. Nick Batrouney
Morgan Stanley Wealth Management
Melbourne, VIC
Years of planning experience: 30
Minimum account size: $3,000,000
Size of team: 10
Funds under advisement: $2,622,009,976

36. Ashley Davis
Shadforth Financial Group
Brisbane, QLD
Years of planning experience: 24
Minimum account size: no minimum
Size of team: 12
Funds under advisement: $1,406,216,529

37. Brad Wira
Shadforth Financial Group
West Leederville, WA
Years of planning experience: 23
Minimum account size: no minimum
Size of team: 9
Funds under advisement: $1,130,360,834

38. Matt Koch * 
Morgan Stanley Wealth Management
Sydney, NSW
Years of planning experience: 40
Minimum account size: $5,000,000
Size of team: 5
Funds under advisement: $2,401,366,978

39. Hugh Robertson
Centaur Financial Services
Robina, QLD
Years of planning experience: 20
Minimum account size: $1,000,000
Size of team: 10
Funds under advisement: $1,247,540,000

40. David Robinson
Morgan Stanley Wealth Management
Adelaide, SA
Years of planning experience: 34
Minimum account size: $2,500,000
Size of team: 4
Funds under advisement: $2,484,624,843

41. Adam Montana
Altus Financial
Sydney, NSW
Years of planning experience: 16
Minimum account size: $500,000
Size of team: 8
Funds under advisement: $4,876,197,245

42. Ben Andreou * 
Koda Capital
Sydney, NSW
Years of planning experience: 9
Minimum account size: $3,000,000
Size of team: 4
Funds under advisement: $1,124,935,097

43. David Simon 
Integral Private Wealth
Sydney, NSW
Years of planning experience: 23
Minimum account size: $1,500,000
Size of team: 28
Funds under advisement: $1,650,000,000

44. Andrew McCracken
Shadforth Financial Group
Adelaide, SA
Years of planning experience: 22
Minimum account size: no minimum
Size of team: 6
Funds under advisement: $1,062,095,727

45. Stephen Jones
Smith Coffey
Subiaco, WA
Years of planning experience: 26
Minimum account size: no minimum
Size of team: 18
Funds under advisement: $1,060,373,209

46. Andrew Rochester
Morgan Stanley Wealth Management
Sydney, NSW
Years of planning experience: 30
Minimum account size: $5,000,000
Size of team: 3
Funds under advisement: $1,400,000,000

47. Sean Abbott 
Koda Capital
Sydney, NSW
Years of planning experience: 26
Minimum account size: $10,000,000
Size of team: 4
Funds under advisement: $949,000,000

48. Andrew Bollen
Shadforth Financial Group
North Sydney, NSW
Years of planning experience: 25
Minimum account size: no minimum
Size of team: 9
Funds under advisement: $1,052,963,369

49. Amanda Fong 
Escala Partners
Melbourne, VIC
Years of planning experience: 23
Minimum account size: $2,000,000 
Size of team: 7
Funds under advisement: $1,600,000,000

50. Andrew Barlow
William Buck Wealth Advisors
Adelaide, SA
Years of planning experience: 10
Minimum account size: $1,000,000 
Size of team: 40
Funds under advisement: $2,750,000,000

Top 150 
Financial Advisers
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51. Clint Beeck 
Shadforth Financial Group
Perth, WA
Years of planning experience: 27
Minimum account size: $1,000,000 
Size of team: 7
Funds under advisement: $889,866,582

52. Craig Raits 
Shadforth Financial Group
Melbourne, VIC
Years of planning experience: 23
Minimum account size: $750,000
Size of team: 6
Funds under advisement: $903,628,617

53. David Clark 
Koda Capital
Sydney, NSW
Years of planning experience: 22
Minimum account size: $5,000,000
Size of team: 4
Funds under advisement: $1,234,243,874

54. Will Hamilton * 
Hamilton Wealth Partners
Glen Iris, VIC
Years of planning experience: 39
Minimum account size: $2,500,000
Size of team: 10
Funds under advisement: $936,725,117

55. Peter Seldon
Morgan Stanley Wealth Management
Brisbane, QLD
Years of planning experience: 23
Minimum account size: $1,500,000
Size of team: 6
Funds under advisement: $1,108,000,000

56. Andrew Harrison
Shadforth Financial Group
North Sydney, NSW
Years of planning experience: 28
Minimum account size: $500,000
Size of team: 8
Funds under advisement: $1,054,137,384

57. Paul Lyons
Morgan Stanley Wealth Management
Melbourne, VIC
Years of planning experience: 30
Minimum account size: $4,000,000
Size of team: 5
Funds under advisement: $1,300,000,000

58. Laurel Moulynox
Morrows Private Wealth
Southbank, VIC
Years of planning experience: 20
Minimum account size: $5,000,000
Size of team: 20
Funds under advisement: $1,170,901,102

59. Philip Davison
Shadforth Financial Group
Perth, WA
Years of planning experience: 21
Minimum account size: $500,000
Size of team: 8
Funds under advisement: $970,147,316

60. Andrew Pidgeon
Shadforth Financial Group
Perth, WA
Years of planning experience: 21
Minimum account size: no minimum
Size of team: 7
Funds under advisement: $1,011,263,948

61. Mark Vignaroli 
Perpetual Private
Melbourne, VIC
Years of planning experience: 28
Minimum account size: $1,000,000 
Size of team: 5
Funds under advisement: $1,089,935,769

62. Kevin Centra
Shadforth Financial Group
Geelong, VIC
Years of planning experience: 18
Minimum account size: $500,000 
Size of team: 12
Funds under advisement: $874,345,832

63. Andrew Hudson
Morgan Stanley Wealth Management
Sydney, NSW
Years of planning experience: 18
Minimum account size: $2,000,000 
Size of team: 4
Funds under advisement: $1,100,000,000

63. Scarlet Fung
Morgan Stanley Wealth Management
Sydney, NSW
Years of planning experience: 25
Minimum account size: $2,000,000 
Size of team: 4
Funds under advisement: $1,100,000,000

64. Sally Huynh
Shadforth Financial Group
Brisbane, QLD
Years of planning experience: 21
Minimum account size: $1,000,000 
Size of team: 7
Funds under advisement: $1,054,183,853

65. Laurence Poulter
Partners Wealth Group
Sydney, NSW
Years of planning experience: 9
Minimum account size: no minimum
Size of team: 121
Funds under advisement: $4,138,745,020

66. Steven Grenda
Shadforth Financial Group
Melbourne, VIC
Years of planning experience: 23
Minimum account size: no minimum
Size of team: 10
Funds under advisement: $920,147,429

67. Glenn Fairbairn
Hewison Private Wealth
Melbourne, VIC
Years of planning experience: 19
Minimum account size: $1,500,000
Size of team: 5
Funds under advisement: $455,000,000

68. Marshall Brentnall 
Evalesco Financial Services
Sydney, NSW
Years of planning experience: 24
Minimum account size: $1,000,000
Size of team: 23
Funds under advisement: $1,392,171,000

69. David Lipari
ANZ Private 
Sydney, NSW
Years of planning experience: 20
Minimum account size: $3,000,000
Size of team: 5
Funds under advisement: $824,981,321

70. Mark Pollasky
Koda Capital
Sydney, NSW
Years of planning experience: 29
Minimum account size: $5,000,000
Size of team: 5
Funds under advisement: $1,000,000,000

71. Belinda von Knoll
Shadforth Financial Group
Perth, WA
Years of planning experience: 24
Minimum account size: $500,000
Size of team: 9
Funds under advisement: $915,227,939

72. Simon Growden
Shadforth Financial Group
Perth, WA
Years of planning experience: 28
Minimum account size: $500,000
Size of team: 6
Funds under advisement: $863,345,357

73. Olivia Maragna
Aspire Retire
Brisbane, QLD
Years of planning experience: 21
Minimum account size: no minimum
Size of team: 13
Funds under advisement: $410,000,000

74. Paul Ashworth
Cameron Harrison Private
Melbourne, VIC
Years of planning experience: 28
Minimum account size: $1,000,000
Size of team: 16
Funds under advisement: $1,487,000,000

75. Travis Pitt *
Escala Partners
Melbourne, VIC
Years of planning experience: 27
Minimum account size: $10,000,000
Size of team: 4
Funds under advisement: $778,908,278

76. Mark Bradley
Morgan Stanley Wealth Management
Sydney, NSW
Years of planning experience: 32
Minimum account size: $2,500,000
Size of team: 6
Funds under advisement: $800,000,000

77. Matthew Owen
Macquarie Private Bank
Melbourne, VIC
Years of planning experience: 17
Minimum account size: $5,000,000
Size of team: 15
Funds under advisement: $3,159,000,000

78. Michael Ogg *
Providence Wealth Advisory Group
Sydney, NSW
Years of planning experience: 24
Minimum account size: $2,000,000
Size of team: 8
Funds under advisement: $815,000,000

79. Tom Meagher *
Escala Partners
Sydney, NSW
Years of planning experience: 37
Minimum account size: $2,500,000
Size of team: 3
Funds under advisement: $600,000,000

80. Richard Felice
Belay Advisory
Sydney, NSW
Years of planning experience: 16
Minimum account size: $10,000,000
Size of team: 8
Funds under advisement: $2,500,000,000

81. Les McGuire
Future Proof Wealth
Milton, QLD
Years of planning experience: 17
Minimum account size: $550,000
Size of team: 10
Funds under advisement: $649,000,000

82. Simon Duckett
Koda Capital
Sydney, NSW
Years of planning experience: 26
Minimum account size: $5,000,000
Size of team: 4
Funds under advisement: $826,200,000

83. Nathan Lear
Hewison Private Wealth
Melbourne, VIC
Years of planning experience: 13
Minimum account size: $1,000,000
Size of team: 6
Funds under advisement: $513,906,107

Top 150 
nancial Advisers
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84. Arjang Taylor 
Morgan Stanley Wealth Management
Melbourne, VIC
Years of planning experience: 19
Minimum account size: $3,000,000
Size of team: 10
Funds under advisement: $2,622,009,976

85. Adam Griffiths
Morgan Stanley Wealth Management
Adelaide, SA
Years of planning experience: 23
Minimum account size: $1,000,000
Size of team: 2
Funds under advisement: $779,624,273

86. Campbell Sorell
Shadforth Financial Group
Melbourne, VIC
Years of planning experience: 23
Minimum account size: no minimum
Size of team: 5
Funds under advisement: $779,912,447

87. Sam Stillone 
Esencia Wealth
Sydney, NSW
Years of planning experience: 27
Minimum account size: $500,000
Size of team: 17
Funds under advisement: $729,310,000

88. Lynda McKie
Elston Private Wealth
Fortitude Valley, QLD
Years of planning experience: 35
Minimum account size: $1,500,000
Size of team: 8
Funds under advisement: $461,451,000

89. Craig Tonkes 
Koda Capital
Sydney, NSW
Years of planning experience: 22
Minimum account size: $5,000,000
Size of team: 3
Funds under advisement: $595,500,000

90. Charles Moore 
Koda Capital
Sydney, NSW
Years of planning experience: 19
Minimum account size: $5,000,000
Size of team: 5
Funds under advisement: $1,420,000,000

90. Peter Dunn
Koda Capital
Sydney, NSW
Years of planning experience: 9
Minimum account size: $5,000,000
Size of team: 5
Funds under advisement: $1,420,000,000

91. Amanda Lee
StewartBrown Advisory
Chatswood, NSW
Years of planning experience: 21
Minimum account size: $500,000
Size of team: 8
Funds under advisement: $652,100,000

92. James Wortley
Enlightened Financial Solutions
Mackay, QLD
Years of planning experience: 27
Minimum account size: no minimum
Size of team: 14
Funds under advisement: $520,000,000

93. Richard Cooper
Wilsons Advisory
Brisbane, QLD
Years of planning experience: 26
Minimum account size: $1,000,000
Size of team: 5
Funds under advisement: $988,456,751

94. Kate Golder
Alteris Financial Group
Brisbane, QLD
Years of planning experience: 22
Minimum account size: $1,000,000
Size of team: 18
Funds under advisement: $1,900,000,000

95. Joshua Blythe
Shadforth Financial Group
North Sydney, NSW
Years of planning experience: 20
Minimum account size: $750,000
Size of team: 8
Funds under advisement: $666,356,450

96. Trent Doughty *
Kelly+Partners Private Wealth 
North Sydney, NSW
Years of planning experience: 21
Minimum account size: $1,000,000
Size of team: 7
Funds under advisement: $668,525,000

97. Simon Mills *
Morgan Stanley Wealth Management
Sydney, NSW
Years of planning experience: 26
Minimum account size: $5,000,000
Size of team: 3
Funds under advisement: $776,000,000

98. Daniel Gallacher
Perpetual Private 
Perth, WA
Years of planning experience: 14
Minimum account size: $1,000,000
Size of team: 9
Funds under advisement: $1,294,000,000

99. Neil Kendall
Tupicoffs, The Independent Financial 
Planners
Brisbane, QLD
Years of planning experience: 22
Minimum account size: $3,000,000
Size of team: 22
Funds under advisement: $2,546,205,405

100. Harriet Gibb
Shadforth Financial Group
Melbourne, VIC
Years of planning experience: 12
Minimum account size: no minimum
Size of team: 8
Funds under advisement: $672,980,945

101. Todd Stanford
Stanford Brown
North Sydney, NSW
Years of planning experience: 24
Minimum account size: $1,000,000
Size of team: 6
Funds under advisement: $644,609,564

102. Stephen Shostak
Macquarie Private Bank
Melbourne, VIC
Years of planning experience: 27
Minimum account size: $1,000,000
Size of team: 15
Funds under advisement: $3,159,000,000

103. Chris Morcom
Hewison Private Wealth
Melbourne, VIC
Years of planning experience: 24
Minimum account size: $1,000,000
Size of team: 3
Funds under advisement: $432,373,781

104. Andrew Brunero 
Shadforth Financial Group
North Sydney, NSW
Years of planning experience: 18
Minimum account size: no minimum
Size of team: 6
Funds under advisement: $606,193,838

105. Ed Brooke
Escala Partners
Sydney, NSW
Years of planning experience: 18
Minimum account size: $2,000,000
Size of team: 3
Funds under advisement: $1,167,647,432

106. Tim Whybourne *
Emanuel Whybourne & Loehr
Brisbane, QLD
Years of planning experience: 12
Minimum account size: $2,500,000
Size of team: 9
Funds under advisement: $1,875,000,000

107. Simon Curtain
Hewison Private Wealth
Melbourne, VIC
Years of planning experience: 18
Minimum account size: $1,000,000
Size of team: 2
Funds under advisement: $312,000,000

108. Hamish Harvey
Stanford Brown
North Sydney, NSW
Years of planning experience: 17
Minimum account size: $1,000,000
Size of team: 6
Funds under advisement: $677,724,681

109. Andrew Parker
Perpetual Private
Adelaide, SA
Years of planning experience: 13
Minimum account size: $1,000,000
Size of team: 4
Funds under advisement: $735,000,000

110. Jared Hoddinott
Morgan Stanley Wealth Management
Melbourne, VIC
Years of planning experience: 11
Minimum account size: $2,000,000
Size of team: 3
Funds under advisement: $472,000,000

111. Brendan Peacock
Pitcher Partners
Docklands, VIC
Years of planning experience: 8
Minimum account size: $1,000,000
Size of team: 65
Funds under advisement: $7,199,987,455

112. Nicholas Carlton *
Morgan Stanley Wealth Management
Sydney, NSW
Years of planning experience: 30
Minimum account size: $5,000,000
Size of team: 5
Funds under advisement: $770,000,000

113. Grant Patterson *
Providence Wealth Advisory Group
Sydney, NSW
Years of planning experience: 24
Minimum account size: $1,000,000
Size of team: 10
Funds under advisement: $997,000,000

114. Angus Rodgers
PrimeWealth
Chatswood, NSW
Years of planning experience: 9
Minimum account size: no minimum
Size of team: 17
Funds under advisement: $712,400,000

115. Jordan Kennedy
Pitcher Partners
Sydney, NSW
Years of planning experience: 16
Minimum account size:  $2,000,000
Size of team: 12
Funds under advisement: $2,297,776,190

116. Chris Murphy
Boston Private Wealth 
Sanctuary Cove, QLD
Years of planning experience: 19
Minimum account size: $1,000,000
Size of team: 6
Funds under advisement: $610,059,200

117. Patrick Malcolm
GFM Wealth Advisory
Camberwell, VIC
Years of planning experience: 12
Minimum account size: $500,000
Size of team: 27
Funds under advisement: $2,903,000,000

118. Kathryn Humphreys
Shadforth Financial Group
Melbourne, VIC
Years of planning experience: 23
Minimum account size: no minimum
Size of team: 7
Funds under advisement: $556,059,728
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119. Finn Dorney
Shadforth Financial Group
Hobart, TAS
Years of planning experience: 16
Minimum account size: no minimum
Size of team: 6
Funds under advisement: $644,586,707

120. Liz Wheatley
Perpetual Private 
Sydney, NSW
Years of planning experience: 7
Minimum account size: $1,000,000
Size of team: 6
Funds under advisement: $2,398,550,000

121. Stuart Graham
Shadforth Financial Group
Melbourne, VIC
Years of planning experience: 16
Minimum account size: $500,000
Size of team: 7
Funds under advisement: $621,819,773

122. Peter Leggett
Arrow Private Wealth
Ivanhoe East, VIC
Years of planning experience: 41
Minimum account size: $1,250,000
Size of team: 11
Funds under advisement: $587,300,000

123. Paul Begley
Koda Capital
West Perth, WA
Years of planning experience: 28
Minimum account size: $4,000,000
Size of team: 4
Funds under advisement: $699,000,000

124. Campbell Breheny
Shadforth Financial Group
Hobart, TAS
Years of planning experience: 17
Minimum account size: no minimum
Size of team: 6
Funds under advisement: $743,031,789

125. Antony Green
Morgan Stanley Wealth Management
Melbourne, VIC
Years of planning experience: 27
Minimum account size: $1,500,000
Size of team: 3
Funds under advisement: $503,000,000

126. Simon Wotherspoon
Perks Private Wealth
Adelaide, SA
Years of planning experience: 17
Minimum account size: no minimum
Size of team: 27
Funds under advisement: $1,300,403,792

127. Alex O’Brien
Alteris Financial Group
Sydney, NSW
Years of planning experience: 12
Minimum account size: $1,000,000
Size of team: 18
Funds under advisement: $1,900,000,000

128. Kamalpreet Sarai
Modoras
Upper Mount Gravatt, QLD
Years of planning experience: 21
Minimum account size: $500,000
Size of team: 22
Funds under advisement: $863,176,257

129. Martin Fowler
Pitcher Partners
Sydney, NSW
Years of planning experience: 25
Minimum account size: $1,000,000
Size of team: 12
Funds under advisement: $2,297,776,190

130. Constantine Maglis
Perpetual Private 
Brisbane, QLD
Years of planning experience: 14
Minimum account size: $2,000,000
Size of team: 8
Funds under advisement: $845,000,000

131. Ben Woolvett
Astute Wealth Planning
Rose Park, SA
Years of planning experience: 20
Minimum account size: $400,000
Size of team: 11
Funds under advisement: $495,328,000

132. David Andrew
Capital Partners Private Wealth Advisers
West Perth, WA
Years of planning experience: 25
Minimum account size: $1,500,000
Size of team: 43
Funds under advisement: $1,791,668,592

133. Katerina Sousalis
Modoras
Upper Mount Gravatt, QLD
Years of planning experience: 21
Minimum account size: $500,000
Size of team: 22
Funds under advisement: $863,176,257

134. Peta Nunn
Perks Private Wealth
Adelaide, SA
Years of planning experience: 22
Minimum account size: no minimum
Size of team: 27
Funds under advisement: $1,300,403,792

135. Steven de Natris
Perpetual Private
Melbourne, VIC
Years of planning experience: 13
Minimum account size: $1,000,000
Size of team: 5
Funds under advisement: $1,089,935,769

136. Edward Fletcher
Pitcher Partners
Brisbane, QLD
Years of planning experience: 12
Minimum account size: $1,000,000
Size of team: 16
Funds under advisement: $1,038,788,415

137. Michael Smith
Macquarie Private Bank
Fortitude Valley, QLD
Years of planning experience: 12
Minimum account size: $1,000,000
Size of team: 6
Funds under advisement: $2,230,000,000

138. Ben Davis
Wilsons Advisory
Brisbane, QLD
Years of planning experience: 19
Minimum account size: $1,000,000
Size of team: 5
Funds under advisement: $700,000,000

138. Paul Bryant
Wilsons Advisory
Brisbane, QLD
Years of planning experience: 16
Minimum account size: $1,000,000
Size of team: 5
Funds under advisement: $700,000,000

139. David Burgess
Morgan Stanley Wealth Management
Adelaide, SA
Years of planning experience: 26
Minimum account size: $2,000,000
Size of team: 5
Funds under advisement: $1,334,104,198

139. Sam Saunders
Morgan Stanley Wealth Management
Adelaide, SA
Years of planning experience: 16
Minimum account size: $2,000,000
Size of team: 5
Funds under advisement: $1,334,104,198

140. Doug Ferguson
Morgan Stanley Wealth Management
Melbourne, VIC
Years of planning experience: 24
Minimum account size: $5,000,000
Size of team: 5
Funds under advisement: $1,150,000,000

141. Michael Bova
Family Wealth Advisory
Sydney, NSW
Years of planning experience: 17
Minimum account size: no minimum
Size of team: 9
Funds under advisement: $264,505,838

142. Luke Rathborne
Fortitude Private Wealth
Sydney, NSW
Years of planning experience: 20
Minimum account size: no minimum
Size of team: 7
Funds under advisement: $405,000,000

143. Jacqueline Kirkwood
Shadforth Financial Group
Hobart, TAS
Years of planning experience: 20
Minimum account size: no minimum
Size of team: 6
Funds under advisement: $484,739,250

144. Sarah Robinson
Macquarie Private Bank
Melbourne, VIC
Years of planning experience: 31
Minimum account size: $1,000,000
Size of team: 10
Funds under advisement: $1,228,000,000

145. Stephen Furness
MGD Wealth
South Brisbane, QLD
Years of planning experience: 30
Minimum account size: $2,000,000
Size of team: 4
Funds under advisement: $805,032,796

146. Andrew Wilson
Pitcher Partners
Sydney, NSW
Years of planning experience: 12
Minimum account size: $2,000,000
Size of team: 12
Funds under advisement: $2,297,776,190

147. Jo Potts
Findex 
Sydney, NSW
Years of planning experience: 13
Minimum account size: $500,000
Size of team: 42
Funds under advisement: $5,100,000,000

148. Brad Stewart
Evolution Financial
Townsville, QLD
Years of planning experience: 25
Minimum account size: $1,000,000
Size of team: 7
Funds under advisement: $510,000,000

149. Andrew Sherlock
Sherlock Wealth
North Sydney, NSW
Years of planning experience: 24
Minimum account size: $500,000
Size of team: 7
Funds under advisement: $145,610,000

150. Sam Hunt
Warr Hunt
Melbourne, VIC
Years of planning experience: 19
Minimum account size: no minimum
Size of team: 11
Funds under advisement: $565,000,000

Top 150 
Financial Advisers
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New South Wales Queensland

12. Chris Smith
26. Dave Haydon
28. Charlie Fraser
29. Troy Theobald
30. Anita Beckers
30. Matthew Gartrell
36. Ashley Davis
39. Hugh Robertson
55. Peter Seldon
64. Sally Huynh
73. Olivia Maragna
81. Les McGuire
88. Lynda McKie
92. James Wortley
93. Richard Cooper
94. Kate Golder
99. Neil Kendall
106. Tim Whybourne *
116. Chris Murphy
128. Kamalpreet Sarai
130. Constantine Maglis
133. Katerina Sousalis
136. Edward Fletcher
137. Michael Smith
138. Ben Davis/
138. Paul Bryant
145. Stephen Furness
148. Brad Stewart

South Australia 

40. David Robinson
44. Andrew McCracken
50. Andrew Barlow
85. Adam Griffiths
109. Andrew Parker
126. Simon Wotherspoon
131. Ben Woolvett
134. Peta Nunn
139. David Burgess
139. Sam Saunders

Tasmania

119. Finn Dorney
124. Campbell Breheny
143. Jacqueline Kirkwood

Western Australia

37. Brad Wira
45. Stephen Jones
51. Clint Beeck
59. Philip Davison
60. Andrew Pidgeon
71. Belinda von Knoll
72. Simon Growden
98. Daniel Gallacher
123. Paul Begley
132. David Andrew

Victoria

3. Campbell Vidgen
5. Charlie Viola
6. Paul Burgon
10. Frank Macindoe *
17. Tim Eustace
18. Cathy Ding *
19. Bernie Connolly
19. Patrick Regan
20. Ben Forrester
23. Matthew Smith
24. James McGregor
25. Phillip Gillard
27. Scott Girdlestone
33. Jamie Cockerill
34. Gregory Mifsud
38. Matt Koch *
41. Adam Montana
42. Ben Andreou *
43. David Simon
46. Andrew Rochester
47. Sean Abbott
48. Andrew Bollen
53. David Clark
56. Andrew Harrison
63. Andrew Hudson
63. Scarlet Fung
65. Laurence Poulter
68. Marshall Brentnall
69. David Lipari
70. Mark Pollasky

76. Mark Bradley
78. Michael Ogg *
79. Tom Meagher *
80. Richard Felice
82. Simon Duckett
87. Sam Stillone
89. Craig Tonkes
90. Charles Moore
90. Peter Dunn
91. Amanda Lee
95. Joshua Blythe
96. Trent Doughty *
97. Simon Mills *
101.Todd Stanford
104. Andrew Brunero
105. Ed Brooke
108. Hamish Harvey
112. Nicholas Carlton *
113. Grant Patterson *
114. Angus Rodgers
115. Jordan Kennedy
120. Liz Wheatley
127. Alex O’Brien
129. Martin Fowler
141. Michael Bova
142. Luke Rathborne
146. Andrew Wilson
147. Jo Potts
149. Andrew Sherlock

1. Garth Hu
2. Andrew Dunbar
4. Mathew Cassidy
7. Andrew Cowen
8. Adam Stanley
9. Benjamin Kohn
11. Ben James
13. Daniel Tome
14. David Bedford
15. Matthew Donat
16. Robert Hand
21. Chad Brendish
22. Kellie Davidson
31. Jarrod Broadbent
32. Paul Nicol
35. Nick Batrouney
49. Amanda Fong
52. Craig Raits
54. Will Hamilton *
57. Paul Lyons
58. Laurel Moulynox
61. Mark Vignaroli
62. Kevin Centra
66. Steven Grenda
67. Glenn Fairbairn
74. Paul Ashworth
75. Travis Pitt *
77. Matthew Owen
83. Nathan Lear
84. Arjang Taylor
86. Campbell Sorell

100. Harriet Gibb
102. Stephen Shostak
103. Chris Morcom
107. Simon Curtain
110. Jared Hoddinott
111. Brendan Peacock
117. Patrick Malcolm
118. Kathryn Humphreys
121. Stuart Graham
122. Peter Leggett
125. Antony Green
135. Steven de Natris
140. Doug Ferguson
144. Sarah Robinson
150. Sam Hunt

Top 150 
Financial Advisers



Among younger clients what is the single most 
common mistake they make when they look at 
their financial future?
Many have built their wealth by building a busi-
ness and/or investing in real estate. Some have 
also inherited significant wealth from family. 
These clients tend to have quite concentrated 
portfolios with a particular home bias towards 
property. As their trusted advisers, we assist our 
clients to diversify their wealth into investments 
such as bonds, equities, hedge funds, commercial 
real estate, and infrastructure, private equity and 
private credit, and provide access to a wide range 
of growth assets in markets all around the world. 

If people are good at making money in their day 
jobs, does it help them make money as inves-
tors? 
Earning a high income in your day job doesn’t 
necessarily correlate to being a good investor. 
However, a higher income can certainly help 
someone to achieve their financial goals faster. 
More important than this is having a regular sav-
ings and investment habit over a long period of 
time, and getting advice on optimal asset allo-
cation strategies over the course of the many 
economic cycles that will inevitably occur during 
the average investor’s investment time horizon. 
There is also a positive correlation between peo-
ple’s living expenses and their income levels. As 
incomes rise, generally so too do living costs, and 

so it is not a foregone conclusion that higher in-
come levels lead to greater investments or invest-
ment returns. Many of our high-income clients are 
either time poor or their training and education in 
their particular domain is not necessarily transfer-
able to the world of investments. By partnering 
with us they are able to focus on growing their 
business while leaving the complex investment 
and asset allocation considerations to highly ex-
perienced professionals who can help preserve 
and grow their wealth over time.

Rich Australians are apparently rushing into 
“private” investments. Is it too late for everyone 
else to join the party?
It is not too late to get into private investments. 
With the lower level of new issuance in public 
markets for the last few years due in part to higher 
interest rates, many companies are raising capital 
through private markets. In addition, and particu-
larly for Australia, the tighter lending laws have 
meant bank capital has largely disappeared from 
commercial deals, which has created opportunit-
ies in private credit markets. For investors, this has 
meant a larger pool of deals is available in private 
credit markets, and for disciplined and astute pro-
fessionals this can lead to higher risk-adjusted re-
turns provided disciplined underwriting standards 
are adhered to. Private equity as an asset class has 
allowed investors to gain exposure to many invest-
ment opportunities   they cannot access through 
public markets. This can also increase portfolio 
diversification and enhance returns. Seeking pro-
fessional financial advice is important here be-
cause the unlisted nature of this asset class means 
there is less liquidity and potential liquidity re-
strictions when entering/exiting investments.

Financial advice industry numbers have been 
cut in half; you are in the tiny minority that man-
aged to get on our Top 150 list. Why do you 
think you made the cut?
A strong focus on client relationships over the 
longer term and providing access to a broad range 
of investment solutions tailored to their circum-
stances and risk profiles has made us trusted ad-
visers to our clients. Many of our investors also 
have an overseas background. Investing in other 
countries can be complex. By partnering with us 
our clients have a team of professionals who can 
help them navigate the often complex and chal-
lenging investment landscape and provide ex-
posure to a wealth of domestic and international 
investment opportunities they may otherwise not 
have access to.

Financial advice industry numbers have been cut in half; you are in the tiny minority 
that managed to get on our Top 150 list. Why do you think you made the cut
Centaur started out in 2009 with not much. We built the business the way most self-em-
ployed people have – we worked crazy hours and tried to help as many people as we could.  
Over the years we have become more streamlined in our operations, but the key is we have 
built the business around our evolving client needs. There are four key components to a 
successful firm in my mind: 1. Strong investment results;  2. A holistic advice model cover-
ing tax, estate planning, risk management, debt minimisation, etc;  3. A great client service 
offering where clients are known by the whole team, and; 4. Reliable outcomes. No shiny 
new toys, just proven principles well executed.  In addition to focusing on the quality of our 
client relationships, we focus a lot on ongoing education. Qualifications and certifications 
keep you up to date with what is happening in both the academic and real world, so that we 
can deliver the best strategies and investments to continually improve our client lives. 

Rich Australians are apparently rushing into “private” investments. Is it too late for 
everyone else to join the party?
No, it’s not. But you do need expert guidance as it’s important to approach them with cau-
tion and a clear understanding of the risks. Private investments – such as venture capital, 
private equity, private credit, or direct property – traditionally have been illiquid, meaning 
your money is tied up for long periods, and they come with a higher degree of risk than 
more traditional investments. For wealthy investors, these options may represent a smaller 
portion of a well-diversified portfolio, whereas for everyday investors they could represent 
a significant risk if not managed properly. While private investments can offer high re-
turns, they aren’t suitable for everyone. Investors need to assess their risk tolerance, time 
horizon and overall portfolio strategy before jumping in. Client education is important in 
this area. There are a lot of great products coming into Australia now and semiliquid prod-
ucts could really help build more robust, all-weather portfolios for everyday Australians 
using private markets and alternative asset classes. 

For pre-retirees, what do you find to be the most important thing they need to think 
about?
For pre-retirees, the most important consideration is transitioning from wealth accumu-
lation to wealth preservation. As retirement approaches, shifting from high-risk, high-re-
ward strategies to a more balanced portfolio that helps to protect their capital becomes 
important. They need to ensure their assets will provide a sustainable income throughout 
retirement, which involves careful planning around superannuation drawdowns, invest-
ment strategy, lump-sum liquidity needs, and potential healthcare or lifestyle expenses. 
Additionally, pre-retirees should focus on understanding their ideal retirement lifestyle 
and budgeting accordingly. Knowing how much income they’ll need to maintain their de-
sired standard of living – and having a clear strategy for generating that income – is key to 
retiring with confidence. Estate planning is also an important consideration, ensuring their 
wealth is protected and passed on according to their wishes. Clients may live 30+ years in 
retirement, educating them that they maintain exposure to growth assets for the rest of 
their lives to help combat longevity risk as well as inflation risk is vitally important. One of 
the biggest tragedies I’ve seen is people who have sacrificed many years working past the 
point they could have been financially retired. Seeking advice sooner may mean that you 
can retire earlier with peace of mind you are going to achieve your lifestyle and financial 
goals for your retirement. 

When you ask first-time clients about their risk tolerance, what can these clients do to 
formulate the correct answer?
We say past performance is not an indicator of future performance, but past behaviour 
tends to be a predictor of future behaviour. Research from big institutions such as Van-
guard, Morningstar and Russell has illustrated the value of financial advisers educating cli-
ents on the behavioural side of investing. Protecting clients from their own behaviour 
turns out to be an important source of value-added return. First-time clients often struggle 
with articulating their true risk tolerance because they may not fully understand the impli-
cations of market volatility or long-term investment horizons. To formulate the correct 
answer, clients should start by reflecting on their financial goals, time frames, and emo-
tional comfort with potential losses. How would they react if their portfolio temporarily 
dropped by 10 per cent or 20 per cent? What is their ability to recover from losses based on 
their income and savings? Running through different market scenarios with an adviser can 
help clients gauge their emotional and financial resilience to risk. Additionally, clients 
should consider their investment goals – short-term savings require different risk levels 
than long-term retirement goals. A professional adviser can guide clients through a risk as-
sessment, aligning their portfolio with their comfort level and objectives. S
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