Conflict of Interest Identification Table


This Conflict of Interest Identification Table is to be completed as part of the formal Conflict of Interest Policy and Procedures of the business. This will involve an ongoing review and updates as an integral part of the annual Business Plan process.

All Management Plans that require specific action (as compared to ongoing maintenance) are to be included in the Implementation Section of the Business Plan.  Compliance with the Management Plan is included within our Compliance Policy and Procedures and associated verification program.
	Conflict of Interest Identified
	Comment / Explanation
	Status – Management Plan
	Start Date
	End Date

	We have entered a Profit Share arrangement with insurer XYZ effective from 99/99/99.
	The arrangement sets targets for the premium volume and the level of profitability of our portfolio on an annual basis.  The potential additional remuneration is effectively an X % increase over the industry standard commission rates.
	Advice to all representatives (refer Product Research Policy and Procedures, Broking Policy and Procedures) that selection of an insurer/product to recommend to clients is not to be based on the level of current or contingent commission/remuneration.

Advice to all representatives and inclusion in all Policies and Procedures that in all cases we are to recommend the cheapest comparable product to the client that is available to us. (Comparable takes into account such matters as claims service and switching costs etc.)

Where we are not recommending the cheapest alternative or have not adjusted our fees to compensate, disclose to the client at the time of quoting/arranging/invoicing products for this particular insurer that we receive a preferential additional rate of commission of X% from this insurer.  The percentage to be calculated based on the estimated additional benefits to be received divided by the premium generated to the insurer.
	
	

	We have entered a Binder with insurer XYZ for product ABC effective from 99/99/99
	The arrangement requires us to act as the agent and in the best interests of the insurer and not on behalf of the client.
	Advice to all representatives and inclusion in all Policies and Procedures that in all cases we are to recommend the cheapest comparable product to the client that is available to us. (Comparable takes into account such matters as claims service and switching costs etc.)

Disclosure in the FSG and any relevant SOA and in all quotation/arranging/invoicing for the product that we are acting under a binder in relation to the product and that we will be acting as an agent of the insurer and not of the client for this particular product at the time of quoting/arranging/invoicing a product subject to the binder.
	
	

	We have entered a remuneration arrangement with insurer XYZ that provides increased rates of commission over the standard commission rates available in the market and those we receive from other insurers.
	The arrangement provides a material incentive to the place business with a particular insurer to the potential detriment of the client.
	Advice to all representatives (refer Product Research Policy and Procedures, Broking Policy and Procedures) that selection of an insurer/product to recommend to clients is not to be based on the level of current or contingent commission/remuneration.

Advice to all representatives and inclusion in all relevant Policy and Procedures that in all cases we are to recommend the cheapest comparable product to the client that is available to us. (Comparable takes into account such matters as claims service and switching costs etc.)

Where we are not recommending the cheapest alternative or have not adjusted our fees to compensate, disclose to the client at the time of quoting/arranging/invoicing products for this particular insurer that we receive a preferential additional rate of commission of X% from this insurer.  The percentage to be calculated based on the estimated additional benefits to be received divided by the premium generated to the insurer.

Compliance with the disclosure requirements of the FSG (supplied to all clients) and relevant SOA’s provided to the client.
	
	

	Remuneration arrangements for representatives (including authorised representatives) that are based solely or predominantly on commission generated earnings.
	Such arrangements potentially create an incentive for the representative to focus on the commission component of the sale rather than on the interests of the client.
	Advice to all representatives (refer Product Research Policy and Procedures, Broking Policy and Procedures) that selection of an insurer/product to recommend to clients is not to be based on the level of commission/remuneration payable to the representative.

Advice to all representatives and inclusion in all relevant Policies and Procedures that in all cases we are to recommend the cheapest comparable product to the client that is available to us. (Comparable takes into account such matters as claims service and switching costs etc.).

Compliance with the disclosure requirements of the FSG and relevant SOA’s provided to the client.
	
	

	We are paid industry standard commissions by insurers whilst acting on behalf of clients.
	Such situations create a conflict as part/all of our remuneration is received from the insurer yet we have to look after the interests of the client.
	Advice to all representatives and inclusion in all relevant Policies and Procedures that our primary focus must always be on ensuring we look after the needs of the client and the commission payments from insurers have a secondary status.

Inclusion in FSG that we receive commission from Insurers.
	
	

	We are paid industry standard commissions by premium funders whilst acting on behalf of clients.
	Such situations create a conflict as the commission received from the premium funder creates an incentive for us to offer/promote Premium Funding where the client may have an alternative and cheaper source of funds or may not need funding at all.
	Advice to all representatives and inclusion in all relevant Policies and Procedures that our primary focus must always be on ensuring we look after the needs of the client and the commission payments from premium funders are of secondary status.

Inclusion in FSG that we receive commission from Premium Funders.
	
	

	Membership of a buying group, where higher commission rates have been negotiated for the business and where the buying group also receives override commission payments.
	This arrangement may create a situation where we favor products available from the buying group due to the additional commission rather than assessing the value for money such products provide to our clients.
	Disclosure in the FSG (supplied to all clients) and in any relevant SOA that we are a member of the buying group and that we and the buying group receive additional commissions when recommending such products.

Advice to all representatives and inclusion in all relevant Policies and Procedures that our primary focus must always be on ensuring we look after the needs of the client and the commission payments from insurers have a secondary status.

Where we are not recommending the cheapest alternative or have not adjusted our fees to compensate, disclose to the client at the time of quoting/arranging/invoicing products for this particular insurer that we receive a preferential additional rate of commission of X% from this insurer.  The percentage to be calculated based on the estimated additional benefits to be received divided by the premium generated to the insurer.
	
	

	Membership of Steadfast Group Limited an ASX Listed company (SDF) that owns 100% of various underwriting agencies that we use as suppliers.
	The ownership of underwriting agencies by SDF means that we indirectly receive additional potential income from these underwriting agencies placements over and above those received from other comparable underwriters.
	Advice to all representatives and inclusion in all relevant Policies and Procedures that our primary focus must always be on ensuring we look after the needs of the client and the income derived from insurers have a secondary status.

Inclusion of the following in all invoices or covering letters where we have assessed that the SDF ownership of the relevant underwriting agency business is having a material impact on our product supplier recommendations and it is not objectively verifiable that the support of the underwriting agency is the best comparable option available to us for the client.

We are a member of Steadfast Group Limited an ASX Listed company (SDF). SDF is also the major / 100% shareholder of the underwriting agency that we have placed your business with.  We have placed the insurance described in this invoice via the Underwriting Agency due to this relationship.  As a shareholder, SDF may receive dividends/rebates from the Underwriting Agency.  These amounts will indirectly contribute towards the benefits we receive from SDF.
For further information regarding our Steadfast relationship please refer to our Financial Services Guide which has previously been supplied to you.
	
	

	We have entered a remuneration arrangement with Premium Funder XYZ that provides increased rates of commission over the standard commission rates available in the market and those we receive from other funders.
	The arrangement provides a material incentive to the place funding business with a particular funder to the potential detriment of the client due to higher than industry average funding commission rates.
	Advice to all representatives (refer Product Research Policy and Procedures, Broking Policy and Procedures) that selection of a funder to recommend to clients is not to be based on the level of current or contingent commission/remuneration.

Advice to all representatives and inclusion in all relevant Policy and Procedures that in all cases we are to recommend the cheapest funder to the client that is available to us. (Comparable takes into account such matters as service, ease of documentation, settlement etc.)

Where we are not recommending the cheapest alternative or have not adjusted our fees to compensate, disclose to the client at the time of offering funding that we receive a preferential additional rate of commission of X% from the funder.

Compliance with the disclosure requirements of the FSG (supplied to all clients) and relevant SOA’s provided to the client.
	
	

	We are a member of Steadfast Group Limited an ASX Listed company (SDF) and SDF own a Premium Funder – IQumulate Premium Funding P/L.
	The arrangement provides a material incentive to place funding business with IQumulate to the potential detriment of the client due to potentially higher than industry average funding commission rates.
	Advice to all representatives (refer Product Research Policy and Procedures, Broking Policy and Procedures) that selection of a funder to recommend to clients is not to be based on the level of current or contingent commission/remuneration.

Advice to all representatives and inclusion in all relevant Policy and Procedures that in all cases we are to recommend the cheapest funder to the client that is available to us. (Comparable takes into account such matters as service, ease of documentation, settlement terms etc.)

Inclusion of the following in funding letters to clients that recommends the use of IQumulate Premium Funding.

We are a shareholder/member of Steadfast Group Limited an ASX Listed company (SDF).  SDF owns IQumulate Premium Funding P/L.  When we arrange premium funding with IQumulate, SDF will be the beneficiary of any profits generated by IQumulate.  Therefore apart from the commission we receive from IQumulate for arranging this Premium Funding contract we will also receive an indirect benefit via our shareholding / membership of SDF.

For further information regarding our Steadfast relationship please refer to our Financial Services Guide which has previously been supplied to you.
	
	

	We are partially owned by Steadfast Group Ltd (an ASX Listed Company - SDF) and they have a Shareholders Agreement with us that creates various obligations to SDF.
	With SDF as a significant shareholder there is the potential for SDF to create conflicts arising from using the various supplier companies owned either wholly or partially by SDF or from whom SDF are paid overriding commissions – e.g. Insurers, Underwriting Agencies and Premium Funding.
	Advice to all representatives and inclusion in all relevant Policies and Procedures that our primary focus must always be on ensuring we look after the needs of the client and the income derived by SDF from their relationships/ownership of insurers / underwriting agencies and funding businesses have a secondary status.

Advice to all representatives and inclusion in all relevant Policy and Procedures that in all cases we are to recommend the cheapest comparable product / supplier to the client that is available to us. (Comparable takes into account such matters as service, ease of documentation, settlement etc.)

Inclusion of the following in all invoices or covering letters where we have assessed that the SDF ownership / relationship of the business is assessed as having a material impact on our product supplier recommendations and it is not objectively verifiable that the support of SDF related entities is the best comparable option available to us  for the client.

“We are partially owned by Steadfast Group Limited an ASX Listed company (SDF).  The product that we are recommending for you is supplied by an entity that SDF have an ownership stake in or have a commercial income generating relationship with.

The benefit received by SDF due to your purchase of our recommended product therefore may potentially increase the profit of SDF however the value (if any) is impossible to quantify.

Further information on SDF and its operating model is available from www.steadfast.com.au”
	
	

	We have been provided with a claims settling authority from Insurer ABC
	Under the authority we are required to settle claims in the best interests of the insurer rather than acting in the best interests of our clients.  In some limited situations where the claims settlement process is open to varying interpretations this will create a conflict between the insurer and our client.
	All of our staff that are able to settle claims under the Claims Authority have been given written instructions (with a copy placed on their staff file) that states that where the acceptance of a claim or where the settlement amount of the claim is not absolutely clear cut (from both the insurers and clients perspective) that all such matters are to be referred to the insurer for a decision.
	
	

	We have entered an arrangement with Hollard Insurance Company that involves the appointment of an associated company as an Authorised Representative of Hollard.  This company will be able to quote and bind covers and manage and pay claims.  This company will only be accepting business from Us.
	This arrangement could potentially involve additional levels of commissions and potential profit shares creating an incentive to use the facility where it may not be in the best interest of the client. In addition some of our staff will also be working for the AR, quoting and issuing and paying and managing claims.  This dual role has the potential to create conflicts as staff are required to act in the best interests of Hollard when acting under the AR agreement.
	Advice to all representatives and inclusion in all relevant Policies and Procedures that our primary focus must always be on ensuring we look after the needs of the client and any additional income derived from this arrangement is to have a secondary status.

Advice to all representatives and inclusion in all relevant Policy and Procedures that in all cases we are to recommend the best comparable product / supplier to the client that is available to us. (Comparable takes into account such matters as service, ease of documentation, settlement, claims attitude, policy coverage, policy exclusions etc.)

Inclusion of the following in all invoices or covering letters where we have assessed that the Hollard arrangement is having a material impact on our product supplier recommendations and it is not objectively verifiable that the Hollard / AR facility is the best comparable option available to us for the client.

“We have a beneficial interest in the intermediary that we are using to place this insurance with Hollard Insurance Company.  By placing this insurance with Hollard via the intermediary we are generating an average additional xx % overall commission to that available elsewhere in the market.”

All of our staff that are able to settle claims under the Claims Authority have been given written instructions (with a copy placed on their staff file) that states that where the acceptance of a claim or where the settlement amount of the claim is not absolutely clear cut (from both the insurers and clients perspective) that all such matters are to be referred to the insurer for a decision.
	
	

	We have entered into a Premium Funding arrangement with a Funder, where we have committed to automatically offer their funding to most of our clients on our Invoices.  In return the funder will pay our broking software costs.
	The arrangement automates the funding offer and creates the risk that the Funder will charges rates to clients well in excess of industry standard as there is no review process built into the funding offer on a case by case basis.
	The business will review funder interest rate charges and other costs on a quarterly basis to ensure that they are in line with offers available from other funders.

Where costs are considered excessive, the arrangement will be terminated or specific interest rate and cost structures agreed and documented with the funder and reviewed quarterly for competitiveness.
	
	

	We have entered into a Premium Funding arrangement with a Related Party to fund a proportion of our funding arrangements.
	The arrangement with the related party involves us selecting various profile clients and offering them the funding option from the Related Party.

This creates the risk that we may not be offering the client the best value option for them at all times.
	The business will disclose the relationship in documentation provided at the time the funding is offered.

The business will review funder interest rate charges and other costs on a quarterly basis to ensure that they are in line with offers available from the related party.

Where costs are considered excessive, the arrangement will be terminated or specific interest rate and cost structures agreed and documented with the related funding party.
	
	

	The following staff / representatives YYYY also act on behalf of another AFSL - XXXX.
	Staff and or representatives that act on behalf of multiple AFSL’s create the risk that they may use their position with one AFSL to benefit the second AFSL, especially where the other AFSL is a supplier to us. This may compromise the service delivery to our end client.
	All staff / representatives are to advise the business where they act in any capacity with another AFSL.

Where the other AFSL has dealings with us as a supplier we must assess the potential impact that such dealings may have with our product and service offering and ensure that any material conflicts that arise are appropriately managed / avoided or disclosed.
In all cases staff and representatives must recommend / use products that provide the best value for money for our client regardless of any relationships they may have with other suppliers.

The use of an AFSL as a supplier in cases where a staff / representative also acts for that AFSL must be formally approved by a Responsible Manager.  Included in the approval process will be an assessment of the merits and value of the suppliers offering and any specific rules or processes that must be followed when deciding to use that supplier.
Specific management plans will always include:

1. Disclosure on all invoices / quotations / submissions / statements of advice etc. of details of the relationship where it could be objectively considered to involve a material conflict.

2. Disclosure on all invoices / quotations / submissions / statements of advice etc. of any benefits / remuneration etc. that the staff / representative may receive from the use of such supplier.
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