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Case Study - Designing Trust into Wealth
Transfer Strategies I




To see how structure can actively reinforce trust, consider the example of an
HNW family seeking to simplify succession planning and reduce the emotional
and administrative challenges of passing wealth between generations.

Context

A family with approximately $5 million in investable assets, diversified across
superannuation, discretionary trusts, and direct equities, wished to transfer
part of their wealth to adult children without triggering tax inefficiencies or
immediate family disputes. Their financial adviser recommended using a
tax-paid investment bond structure for a portion of their surplus capital, a
vehicle designed to combine disciplined long-term investing with the ability to
predetermine future ownership and beneficiary arrangements.

Mechanism

Investment bonds are governed under life-insurance legislation, with earnings
taxed internally at a maximum of 30 per cent (although some issuers, such as
Generation Life, employ strategies to bring the average effective rate of tax
down to about 10%-15%* over the long-term).

Unlike superannuation, there is no cap on the initial investment, and provided
additional contributions stay within the 125% rule (which allows the investment
owner to make additional contributions annually up to 125% of their previous
year’s contributions) and the investment remains for at least ten years — the
investment bond owner can generally make withdrawals fully tax-paid with no
personal tax payable.

Unlike conventional family trusts, with the investment bond the investor
nominated beneficiaries directly, bypassing the estate and probate
requirements, and for proceeds to transfer smoothly according to documented
intentions. Where features such as future-event transfer arrangements or
age-based access rules are used, the investment bond owner can specify
restrictions on future distributions to intended recipients to align them with the
owner’s values, while reducing the potential for conflict or ad-hoc decision-
making later on.

This approach provided several advantages:

+  Clarity and control: beneficiaries or recipients were named explicitly,
reducing ambiguity.

+  Tax certainty: With no tax payable on future investment bond transfers or
death benefit payments.

+  Administrative efficiency: The structure limited discretions and minimised
the potential for dispute and estate litigation costs.

+  Continuity of trust: clear documentation meant the financial adviser’s
guidance would continue to shape decisions even after control passed to
the next generation.

. Emotional reassurance: the investment bond owner could see, in advance,
how and when their wealth would pass to their nominated beneficiaries,
helping reduce anxiety about both misuse and unfairness between siblings.
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Outcome

The family enjoys increased confidence that their wealth plan was set up to work as intended, and by designing a
strategy that removed a lot of uncertainty, the financial adviser’s role evolved from portfolio manager to trusted steward
of continuity.

The structure itself became a trust mechanism embodying transparency, consistency, and foresight.

Crucially, the product choice felt like an extension of the family’s intentions —not a constraint on them - which further
deepened trust in both the plan and the financial adviser.

L

'O' Financial Adviser insight

I think investment bonds are one of the top strategies that’ll come out of
Division 296 once it is enacted.”

Troy Chapman
Financial Adviser | Country Wide Wealth

Investment bonds tick so many strategy boxes... At the higher end, bonds can
act almost like testamentary trusts...”

Michael Bova
Managing Director | Family Wealth Advisory
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The Trust Acceleration Framework
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gL

'O' Financial Adviser insight

You can’t shortcut trust, but you can structure for it, with process,
with transparency, and with education”

Troy Chapman
Financial Adviser | Country Wide Wealth

Trust was once considered something that emerged over years. Today, it can be designed, measured, and accelerated. Trust
follows a predictable chronology, progressing from understanding and communication to demonstration and reaffirmation.
When financial advisers move systematically and deliberately through these stages, by building trust cues into communication
and processes, the growth of trust can be accelerated.

Trust acceleration framework:

Step 1 - Understand the client

Outcome: Trust begins with understanding. The first signal of credibility is curiosity, taking time to understand not just
financial goals, but motivations, fears, and aspirations. This early empathy lowers perceived risk and replaces evaluation
with connection. Genuine understanding will always precede influence.

Step 2 - Communicate clearly and often

Outcome: Clients trust what they can see and understand. Regular updates, transparent reasoning, and proactive outreach
transform uncertainty into predictability. Frequency and quality of financial adviser communication are stronger predictors of
trust and loyalty than technical expertise alone.

Step 3 - Demonstrate competence with context

Outcome: Competence builds confidence only when clients can follow the logic. Explaining the ‘why’ behind
recommendations in plain language shows respect and transparency. It shifts perception from “they know more than me” to
“they’re helping me know more.” Competence without context feels like control, but with context, clients feel empowered.
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Step 4 - Reassure through consistency

Outcome: Consistency is the quiet language of trust. Keeping promises, being available, and following through,
especially during uncertainty, signal reliability. Consistency turns professionalism into dependability and transforms
reassurance into habit.

Step 5 - Reaffirm and renew

Outcome: Trust fades without reinforcement. Regular reviews and reflection points sustain engagement and show that the
relationship is active, not static. Even when little changes, reaffirming goals and progress preserves confidence.

Step 6 - Reaffirm and renew

Outcome: Each step strengthens the next. Understanding shapes communication; communication validates competence;
competence enables reassurance; and reassurance earns renewal. When this sequence is intentional, trust becomes more
than a feeling it becomes systemised client confidence.

L

-O- Financial Adviser insight

It’s never about products; it’s about education, strategy, and structure.
If you focus on those three, trust takes care of itself.”

Troy Chapman
Financial Adviser | Country Wide Wealth
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Conclusion x

Trust runs through every dimension of advice, behavioural, structural, and emotional, but it no longer depends
on time alone. Financial advisers who systemise trust-building behaviours can accelerate it by embedding
transparency, communication, and consistency into process.

Different generations build trust differently: older and high-net-worth clients value stewardship and stability, while
younger investors respond to accessibility and alignment with values. Adapting to those cues is critical for financial
advisers seeing to engage multiple generations and play an effective role in the intergenerational wealth transfers.
The risk of legislative changes, often seen as a threat, can equally serve as an opportunity to turn uncertainty into
reassurance. By implementing clear structures, diversified ownership frameworks and transparent governance,
financial advisers can reduce complexity and transform risk into a source of confidence.

Generation Life’s investment bond and retirement income solutions provide the practical tools financial advisers :
need to do exactly this. Investment bonds offer a simple, tax-effective structure for long-term wealth accumulation,

estate planning and intergenerational transfers, providing transparency and control across generations. Retirement .
income solutions can help advisers design income strategies that help manage longevity risk and deliver certainty,

including reversionary pension arrangements to support continuity of income for surviving spouses or dependants. i

Together, through their simplicity, structural flexibility and tax efficiency, these solutions help advisers make trust
tangible—giving families visibility over how their wealth is managed, built and transferred over generations.

In an environment often defined by ongoing change, Generation Life enables financial advisers to turn trust from
an abstract ideal into a demonstrable, enduring foundation for HNW client relationships.
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About Generation Life

generation
@ N

At Generation Life, we are award-winning market leaders
in tax-aware investing, intergenerational wealth transfers,
succession planning, and retirement income solutions.
Today, we have over $5.2 billion invested through us.

As a wholly owned subsidiary of Generation Development
Group (ASX:GDG), we are proud to be part of a broader
group that includes Lonsec Research and Ratings and
Evidentia Group.

Our support and approach

We specialise in our investment designs, support and
products tailored across generations. Our services are
underpinned by three key strengths:

Innovation, support and market expertise

We design innovative products that use the power of
financial markets to help generate greater wealth and
better lifestyles for all Australians. Our leading investment
menu provides your clients with a choice of investment
management styles and objectives to cater for different
goals across all major asset classes.
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About Ensombl

ensombl:

Ensombl goes beyond visibility - it creates a pathway
for expertise to drive adoption and advocacy within the
adviser community.

As Australia’s largest and most engaged network of
financial advisers, Ensombl fosters peer-led influence
that cuts through a saturated marketplace. In an industry
overwhelmed by sales-driven interruptions, advisers trust
insights from respected peers over traditional corporate
messaging, making Ensombil the ideal platform for
authentic engagement.

Through data-driven content, adviser-led discussions, and
a highly engaged digital ecosystem, Ensombl doesn’t just
connect brands with advisers, it embeds them in relevant

conversation, driving connection and adoption.
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Disclaimer:

Generation Life Limited AFSL 225408 ABN 68 092 843 902 (Generation Life) is the product issuer, provides general financial product advice and other services
related to investment life insurance products and life risk insurance products. Any superannuation general financial product advice provided is by Generation
Development Services Pty Limited ABN 14 093 660 523 (GDS) as Corporate Authorised Representative, No. 001317211 of Evidentia Financial Services Pty

Ltd AFSL 546217 ABN 97 664 546 525 (Evidentia). The information provided is general in nature and does not consider the investment objectives, financial
situation or needs of any person and is not intended to constitute personal financial advice. The product’s Product Disclosure Statement (PDS) and Target
Market Determination (TMD) are available at www.genlife.com.au and should be considered in deciding whether to acquire, hold or dispose of the product.
Superannuation products’ PDSs, offer documents and TMDs are available via the websites of their product issuers. Generation Life’s products are considered
as able to provide certainty and protection as its investment bonds are governed by legislation that has changed infrequently and they can be appropriately
structured to bypass an estate and be protected in case of bankruptc]y of the life insured, and its Lifelncome product provides a re?ular income for life.
Investments carry risks. Past performance is not a reliable indicator of future performance. Generation Life, GDS and Evidentia exclude, to the maximum extent
permitted by law, any liability (including negligence) that might arise from this information or any reliance on it. Generation Life, GDS and Evidentia do not make
neither any guarantee or representation that they will derive any particular level of investment returns nor as to the currency, completeness, availability or suitability
of any information provided. Generation Life does not accept any responsibility or liability for superannuation general financial product advice provided by GDS.
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