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Disclaimer

This presentation is issued by PM CAPITAL Limited (ABN 69 083 644 731 AFSL No. 230222, ‘PM CAPITAL’).

The presentation is given for the exclusive and confidential private use of licensed financial advisers and it is not to be shared with any other person or

organisation.

It does not constitute advice or a recommendation of any kind, and is not made being made available in any jurisdiction in which it would not be lawful to do so.

The presentation contains general information only, and does not take into account the objectives, financial situation or needs of any party. Past performance is

not indicative of future performance. The opinions and the information herein are subject to change without notice. You should not rely, or act, on any

information contained herein.

While the presentation has been prepared with all reasonable care, PM Capital, the Company, and their respective directors, employees and/or consultants do

not accept any liability (whether arising in contract, in tort or negligence or otherwise) for any error or omissions, or for any resulting loss or damage (whether

direct, indirect, consequential or otherwise) suffered by the recipient of this presentation or any other person to which the presentation is given.

Certain statements in this presentation may constitute forward looking statements. Such forward looking statements involve known and unknown risks,

uncertainties, assumptions and other important factors, many of which are beyond the control of the PM Capital and which may cause actual results,

performance or achievements to differ materially (and adversely) from those expressed or implied by such statements.



Who gives out a brick?
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Why
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Value

EfficiencyProtection

Increased demand to demonstrate real 

value to client – upfront & ongoing

Significant time and cost involved in 

advice drives the need for greater 

efficiency 

High compliance & business risk

CVP

A strong (investment) CVP helps 

address all three areas



Investment Approach
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• Passive

• Multi-asset

Complexity
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• Bespoke
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Portfolio

• Multi-manager

• Core & 
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The Four P’s
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Product

People

Process

Philosophy

Combine to form 

your Investment 

Value Proposition



Philosophy
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Your investment philosophy outlines your key investment beliefs and 

restrictions; it is the foundation of how your portfolios will be invested. 

Investment Beliefs: Investment Restrictions:



Here’s one we prepared earlier
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Investment Beliefs:

• Diversification

• Dollar Cost Averaging

• Active or Passive

• SAA or TAA or DAA

• Listed or Unlisted

• ESG

• Time in the market

• Tax Matters

• Fees

Investment Restrictions:

• APL

• Asset Allocation variance

• Liquidity

• Product:

• Type

• Limits

• Availability 

• Rebalancing 

• Fees

A documented Investment Philosophy 

should not be underestimated



Value Efficiency Protection

Investment 

Philosophy

• Attract & retain 

aligned clients

• Focus

• Filter products & 

services quickly

• Alignment with all 

parties (including 

clients)

• Documented

• Client education

• Basis for advice

Snapshot
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Process
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Process – PM Capital
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STEP 1

STEP 4 STEP 2

STEP 3

IDENTIFY THE 

GOOD BUSINESS

ENTRY/EXIT
DISCIPLINE

DETERMINE THEIR 
FAIR VALUE

IDENTIFY 
MISPRICING

Broad market correction

Industry re-calibration

Specific company 
news

Dominant franchise 

Part of a duopoly

Low cost producer 

Understand how the 
business works

Understand 
management’s 
philosophy in 

managing the business

Understand the 
characteristics of 
the business that 

determine its 
intrinsic valuation

What is the 
reasonable price a 
rational business 

person would pay for 
the business?

“The best way to preserve and enhance your 
wealth is to buy a good business at a good price”



Process
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What’s your process?



Process
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Documented 

process is a must 

regardless of 

Investment Approach

Research

Portfolio 
Construction

ImplementationMonitoring

Review



Value Efficiency Protection

Investment 

Process

• Demonstrated 

ongoing research, 

monitoring and 

review

• Proactive not 

reactive

• Batching of tasks

• Reduce multiple 

touch points

• Research & 

product selection 

• Documented

• Repeatable – skill 

vs luck

• Minimise risk of 

error and/or 

oversight

Snapshot
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People
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• Investment Committee

o Right mix of skills

o Availability

• Dealer Group/Compliance

• Research

• Portfolio Construction

• Product

Who?

• Staff member

• Dealer Group

• Peer

• Consultant

• Client?

• BDM?

Insource vs Outsource



Product
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• Product Selection

• Documentation

• Education

o Upfront

o Ongoing

• Information



Value Efficiency Protection

People & Product • Depth & strength 

of broader team

• Access to 

knowledge, skills, 

insight

• Significant support

• Outsource

• Education

• Reporting

• Support

• Documented

• Strong governance

• Manage key 

person risk

• Support

Snapshot
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Talking the talk
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Source: Carl Richards – Behavior Gap



Who gives out a brick?
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Communication
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• Face to face

o Reviews

o Change of circumstance

o Ad-hoc

• Seminar, Webinar & Video

• Newsletter & Social Media

• Website & Client Access

• Office



Another sketch
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Source: Carl Richards – Behavior Gap



Value Efficiency Protection

Communication • Retention of 

education and 

information

• Informed decisions

• Reduce risk of 

behaviour gap

• Peace of mind

• Standard approach 

& resources

• One to many

• Reduced enquiries, 

complaints and 

client exits

• Documented

• Educated, 

informed & 

educated clients

• Regular and 

consistent contact

Snapshot
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Value Efficiency Protection

Investment 

Philosophy

• Attract & retain aligned 

clients

• Focus

• Filter products & services 

quickly

• Alignment with all parties 

(including clients)

• Documented

• Client education

• Basis for advice

Investment Process • Demonstrated ongoing 

research, monitoring and 

review

• Proactive not reactive

• Batching of tasks

• Reduce multiple touch 

points

• Research & product 

selection 

• Documented

• Repeatable – skill vs luck

• Minimise risk of error 

and/or oversight

People & Product • Depth & strength of 

broader team

• Access to knowledge, skills, 

insight

• Significant support

• Outsource

• Education

• Reporting

• Support

• Documented

• Strong governance

• Manage key person risk

• Support

Communication • Retention of education and 

information

• Informed decisions

• Reduce risk of behaviour 

gap

• Peace of mind

• Standard approach & 

resources

• One to many

• Reduced enquiries, 

complaints and client exits

• Documented

• Educated, informed & 

educated clients

• Regular and consistent 

contact

Summary
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Thank you


