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You may not recognise our name. But as a leading 
provider of wholesale investment solutions, 
we’re already at the centre of more than 10,000 
advisors and 400 dealer groups, as well as some 
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So why put us at the heart of your operation? 
Mostly because we can help you meet your 
clients’ increasing demands. From equities 
trading to gearing, portfolio administration  
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Just as online brokers 
revolutionised share 
trading for DIY investors, 
those with dedicated 
wholesale solutions  
are leveling the playing 
field between managed  
funds and direct  
share investors.
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over the Past 20 years, online share trading has progressively become  
an integral component of the services provided by financial planners. 

The ease and speed with which comprehensive share market information 
can be accessed and the lower cost base associated with executing trades online 
has transformed how financial planners do business.

As a result, a handful of online share trading service providers – operating 
at the wholesale level nationally – are rapidly becoming the preferred direct 
shares option by financial planners. 

Complementing the fee-for-service model that financial planners are 
moving towards is the growth of online share trading services with solutions 
specifically catering for the financial planning community.

Just as online brokers revolutionised share trading for DIY investors,  
those with dedicated wholesale solutions are leveling the playing field between 
managed funds and direct share investors.

Competing head-on with full-service brokers as providers of direct share 
advice, fast trade execution, real-time access to market data, stock research and 
client reporting services – online share trading services are now used by over  
a third of all financial planners.

According to a 2010 Planner Direct Equities Report by researcher 
Investment Trends, 38 per cent of financial planners now use online share 
trading as one of numerous interfaces to access stock research and execute 
trades. Contributing to this uptake is the integration of online broking data 
within financial planning software and the rapid growth of self-managed 
superannuation funds (SMSFs). 

Higher levels of transparency, dividend imputation credits and fewer  
CGT impacts – compared with managed funds – have also aided the popularity 
of online share trading. While share market trading volumes were depressed  
during the economic downturn, there are now 650,000 Australians operating 
online share trading accounts.

Much of this growth is attributed to the explosion in SMSFs, up 23 per cent 
last year. Excluding branch networks, Investment Trends research found that around 
two-thirds of financial planners currently provide advice around direct shares. 
Assuming the SMSF sector continues to grow rapidly, the uptake of online share 
trading by financial planners is expected to jump another 10 per cent by 2012.

This guide explores the opportunities in online share trading and 
practical applications for financial planners who are considering adding these 
wholesale services for their existing and prospective clients.

industry snaPshot
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Online share trading 
service providers can  
also offer ‘model portfolio’ 
recommendations.
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financial Planners are in the driver’s seat of share trade execution 
thanks to the tools now available through wholesale end-to-end online trading 
solutions. Over the next few years, the growth of direct shares as an asset class 
can only guarantee more features and better services.

Despite this, many financial planners are only starting to scratch the surface 
of the diverse and sophisticated toolsets now at their fingertips. Among them are:

– Market pricing data.

– Company announcements.

– Share market related news services.

– Research and recommendations on ASX-listed stocks.

– Recommendation compliance. 

– Real-time streamed market data.

– Quotes on equities and derivatives.

– Enhanced charting abilities with added indicators/drawing tools.

– Extensive market-watch and alerts capabilities.

– Customisable watchlists and custom keys. 

These days, online share trading service providers can also offer ‘model 
portfolio’ recommendations. Provided to online share trading service providers 
by third party research houses, model portfolios are selected to complement a 
client’s individual requirements, investment time horizon and appetite for risk.

Once financial planners have registered with an online share trading service 
provider and sought the necessary client authorisations, ongoing paperwork to 
execute the trades is minimised through a centralised control system.

Given that keeping track of all their trades through numerous interfaces 
is at best unwieldy, financial planners are expected to gravitate to this central 
control provided by online share trading service providers over time. 

online tools



The more streamlined the administration and 
execution of share trades, the more efficient  
and profitable their overall practice becomes.
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given that Many financial Planners are gravitating towards a  
fee-for-service remuneration model, the more streamlined the administration 
and execution of share trades, the more efficient and profitable their overall 
practice becomes. Greater participation and transparency into their share 
holdings, and net tax position, can give clients with direct shares a better 
outcome than one exposed to shares through managed funds.

Online share trading service providers complete the missing link in the 
quest by financial planners to offer a full suite of financial services. Now that the 
financial planning community is able to make investment decisions independent 
of asset classes and lifestyle position, the value has refocused on the quality of 
the underlying advice. By commoditising the administration and execution  
of share trades, the value of the advice is expected to become increasingly  
more important.

Given that the Australian economy is in recovery phase, and consensus 
forecasts expect robust corporate earnings for 2011, shares as an asset class is 
expected to continue growing. The pending entry of lower-cost rival trading 
platforms to the ASX, together with new products continually being introduced 
to the market is expected to be a ‘net positive’ for financial planners offering 
advice on direct shares.

In addition to delivering better tax outcomes, and more engaged clients 
with fewer complaints, online share trading toolsets will continue to evolve along 
with an increasingly better educated base. Having just come through the worst 
financial market in 70 years, there’s greater pressure to find low-cost investment 
vehicles. A case in point, the growth in SMSFs, along with other popular 
platforms will continue to boost the growth in direct shares – all of which  
will need supporting with quality advice. 

oPtiMising the benefits 
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investMent theMes  
and oPPortunity sets

What’s coMe to ProMinence along with the rise of SMSFs is the  
popularity of investment platforms. According to an Investment Trends 2009 
Small Self Managed Super Fund Investor Report, 72 per cent of investors used  
an investment platform.

Mark Johnston, the researcher’s founding principal, expects regulatory 
changes to add to the financial planner uptake of lower-cost platforms, including 
those below, for their clients:

Wrap platforms
Wrap everything into a consolidated bundle, making it easier for the financial 
planner to see the entire portfolio and to handle the accounting. In addition to 
streamlining corporate actions, such as share splits and rights issues, wraps also 
offer financial planners investment and risk tools that would otherwise be 
unaffordable. 

self Managed super funds (sMsfs)
One of the biggest types of super by value, Australia’s 600,000-plus SMSFs 
manage $332.3 billion in total account balances in the year to June 2009, and 
accounted for 31 per cent of the $1.07 trillion held in the super system. A key 
driver of their popularity is the control members have over their investments.

index funds
Designed to track the performance of a benchmark stock market index like  
the S&P/ASX 200, index share funds have lower fees than active managed funds, 
and are better suited to investors who recognise that shares outperform most 
other asset classes over time.

exchange funds trading (etfs)
Typically trading within 1 per cent of NTA, ETFs are expected to become 
increasingly popular with financial planners as a cost-effective way of diversifying 
a client’s portfolio. 

financial standard guide to direct shares trading series 7.  no. 1
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listed investment companies (lics)
Despite being less transparent, LICs are still twice as popular as ETFs in  
terms of volume traded, and trade at a more significant discount or premium  
to their NTA. 

australian real estate investment trusts (a-reits)
Allow investors to purchase an interest in a diversified and professionally 
managed portfolio of real estate assets.

Managed accounts
Individually managed accounts (IMAs), separately managed accounts (SMAs) 
and unified managed accounts (UMAs) are portfolios of securities that are 
beneficially owned by the individual investor but managed by professional 
managers or ‘model portfolio’ managers. Unlike managed funds, the securities 
in managed accounts are visible and portable with the investor owning the 
underlying shares. As well as better managing their tax position, investors  
don’t accrue capital gains associated with unit prices in managed funds.

hybrids
Higher risk investments paying a predetermined rate of return or dividend  
until a certain date.

By commoditising the administration and 
execution of share trades, the value of the 
advice is expected to become increasingly  
more important.
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sponsored statement
Pete steel, general Manager, core equity services

the end of certainty
It often takes a cathartic event like the global financial 
crisis to expose the erroneous assumptions which 
underpin industries. The great bull run enjoyed by global 
stock markets between March 2003 and November 2007 
enabled a culture of advice that cynics may say lacked 
analytical rigour. The pressure of the market downturn 
has subsequently left a sour taste in the mouths of many investors. In the 
aftermath, consumer behaviour and the conduct of industry participants are 
changing. The GFC has marked an end to certainty for investors. Many have 
since embarked on a new conservative path where prudence and control look  
to become the strategy du jour. At the same time, regulators, under pressure from 
consumer groups, seek to plug regulatory holes and redefine the role of the 
financial planner. 

facilitation – the new mantra for financial planners
With consumers yearning for transparency, financial planners must reconsider 
their position and the limitations of their own advice models in order to balance 
the changing needs and tolerances of investors. Tired of being shackled to fund 
managers, the unpredictability of markets has led many investors to believe that 
a self-directed approach, rather than a managed approach, will best suit their 
needs. In this environment, the adviser still has an important role to play. 
However, it is a role that may revolve around facilitation, rather than advice per se. 
The financial planner can still sit in the middle of the client’s financial world but 
they will be expected to design and oversee an entire strategy rather than play 
the role of investment advisor.

client deMand to drive future groWth
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direct shares – an opportunity for advisers to remain relevant 
Australians have long been enamoured by the idea of direct investing. Our love 
affair with property is testament to this phenomenon, however, the direct investment 
philosophy is increasingly being applied to how we invest in shares. Financial 
advisers are under increasing pressure to be able to deliver such solutions for clients. 

Direct shares trading solutions provided by wholesale providers are not 
new, although Australia’s first online trading platform for financial planners met 
with mixed results when launched in 1999. The internet was in its infancy at the 
time and issues such as speed and reliability were a major concern for business 
users. Financial planners found it difficult to provide a complete “in house” 
direct share offering and were very reliant on their relationships with full service 
brokers for company research and share execution. The lack of easily available 
market information, attractive commissions and little data consolidation ensured 
managed funds were the preferred investment option for financial planners.

As the industry developed, the delivery of dedicated online trading services 
enabled financial planners to compete head-on with full service brokers for the 
provision of equities advice, execution and reporting services. Improvements to 
the speed and reliability of internet technology and the integration of online 
trading data with financial planning software has ensured a rapid take up of 
direct equities trading across the financial planning industry. 

looking ahead – future looks strong for direct shares
Client demand for direct shares looks set to grow, and as advice models move 
towards fee for service, direct shares will continue to provide cost effective access 
to equity markets for investors. For advisers looking to embrace this trend and 
review their product offering, online equities trading provides a solution to help 
meet their clients’ demands. 

The growth in do-it-yourself superannuation funds has also further 
enhanced the take up of direct share investment recommendations to clients. 
Benefits such as higher levels of transparency, dividend imputation credits and less 
CGT impacts compared with traditional managed funds have also created an 
increase in demand and awareness from investors towards direct equities portfolios. 
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Over the next few years the growth of this asset class within the financial 
planning community will ensure tool sets and information flows rapidly develop. 
Growth areas such as model portfolios, IMAs and dealer group-driven MDA style 
services will dramatically change the investment landscape in Australia. Online 
trading platforms may soon be seen as real alternatives to the traditional master 
fund or wrap platform with integrated margin lending facilities, tax reporting 
and corporate action management tools.

how can core equity services help advisers  
capitalise on this opportunity?
We understand advisers are facing unprecedented pressure to clearly articulate 
their value proposition – clients expect to know what they are receiving for their 
fees. Core Equity Services is a leading provider of direct shares solutions for 
advisers. From equities trading solutions to gearing and portfolio administration, 
our role is to help facilitate our clients’ relationships, and support advisers in 
providing valued financial outcomes.

To date, we’ve partnered with more than 10,000 advisers and 400 dealer 
groups, and helped them provide the best very for their clients. 

If you would like more information on Core Equity Services and we can 
support your practice, please phone Steve James on (02) 8292 8721.
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While Most financial Planners use More than one channel  
– on average 1.5 – to execute share trades, it’s wholesale online service providers 
that are experiencing the biggest growth trajectory. Based on Investment Trends 
research, more than two thirds of all financial planners now advise on direct 
shares. Interestingly, this group expects their allocation to direct shares to rise 
from 23 per cent of their funds under advice (FUA) today to 34 per cent by 2013.

Unsurprisingly, inflows into unlisted managed funds dropped from  
62 per cent to 50 per cent compared to the year before. According to the 
research, the planners that poured more than half of their recent client inflows 
into direct listed investments only invested 7 per cent into managed funds.

Underscoring what’s regarded as a massive shift in planner behaviour – 
towards more direct shares – is a combination of poor returns from some 
managed funds and lower costs of non-managed fund alternatives. Direct shares 
spiked to 20 per cent of new inflows invested for clients, with growth also seen  
in the proportion going into ETFs, REITs and SMAs.

“Direct shares, once the domain of stockbrokers are now a core part  
of a planner offering,” said Mark Johnston, founding principal of researcher 
Investment Trends.

“Planners currently advising on direct shares expect to increase the 
proportion of their clients using this advice to grow from 30 per cent to  
43 per cent over the next three years.”

Acting as a kind of counterpoint to the migration towards direct shares, 
all major fund managers now offer planners what are now known as ‘model 
portfolios’. While they look exactly the same as their own portfolios, they’re  
not managed within a unit trust structure. 

Interestingly, the synergies embedded within this relationship benefits 
both parties equally. Planners pay them fees for their ‘intellectual property’ and, 
in return for lower fees, the fund manager successfully avoids all the administration 
typically associated with the average fund.

Growth areas such as ‘direct share model portfolios’, individually managed 
accounts (IMAs), and dealer group-driven managed discretionary account (MDA) 
style services – tailored to a client’s individual requirements – are expected to 
dramatically change the investment landscape in Australia. 

trends in direct shares investing
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Many financial Planners are increasingly seParating their advice 
from product placement. This has opened them to identify solutions that are  
no longer based from pre-determined product-based solutions.

Steve James, head of Adviser Trading Solutions from Core Equity Services 
and a long-time share investing expert, said investors are more accepting of lower 
performance if they’ve had a greater say in the decision-making process. 

Investors also questioned the value of simply investing in managed funds 
following the disappointing performance of many fund managers during the 
global financial crisis. Post-GFC, Investment Trends research shows financial 
planners are placing more new client money into direct shares and towards a 
growing array of low-cost platforms. 

The clarion call from many financial planners is that the benefits of 
online share trading are becoming much easier to demonstrate to end clients. 
Having unleashed a basket of tools that were once the exclusive domain of 
full-service brokers, the benefits of online share trading are becoming much 
more evident. 

choosing the right solution
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early in June 2010 asX announced the lowering of its headline equity 
market trade execution fees by 50 per cent. Later in the same month a range  
of new order-type trade execution functionality was introduced (including 
large order matching capabilities) designed to minimise market impact costs 
for trading participants and end-users in the equity market. The introduction of 
alternative share trading venues onto Australia’s stock market in 2011 is expected 
to see fees fall even further. 

Instead of a flat per-trade pricing, online share trading service providers 
fees are now moving towards a fee structure based on the bundle of services a 
financial planner is using. As financial planners move towards a fee-for-service 
model, the cost of individual share trades is also based on a projected bundle 
of services financial planners are offering end clients.

The fees incurred by financial planners on share trades vary depending 
on the method chosen. As a rule of thumb, the rates charged by online share 
service providers are comparable with wrap brokerage fees – at between 0.10 per cent 
and 0.11 per cent. This translates to a minimum indicative fee of between $33 and 
$39 per trade. However, a “transaction cost” also incurred on wraps can add 
between $10.00 and $20.00-plus to the total cost.

By comparison, full-service retail brokers typically execute trades at 
between 0.75 per cent and 1.00 per cent-plus if no other arrangements are in 
place between the parties. Based on these ratios, the difference in fees incurred 
between an online trade at 0.10 per cent and 1 per cent on a $25,000 trade can 
be $25 versus $250 respectively.

Client who chose to go direct to “online discount brokers” can expected 
to pay around between $15 and $20 per trade, depending on whether it’s 
completed over the phone or online. Brokerage on trades in excess of $50,000 
can go as high as $30–$50 across the spectrum.

Arrangements governing how brokerage costs are dealt with are typically 
stated within individual client agreements. While some clients pay brokerage  
fees direct to the provider used, a financial adviser may undertake to cover a 
predetermined number of initial trades within their annual fee. 

fees
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the taX office has issued a coMPrehensive guideline associated  
with a whole range of share trading, not least being the distinction between 
a share trader and share investor. While the share trader conducts business 
activities for the purpose of earning income from buying and selling shares,  
a share investor invests in shares with the intention of earning income from 
dividends and capital growth but does not carry on business activities. 
Myriad other tax issues include:

– receiving dividends, 

– participating in dividend reinvestment schemes, 

– bonus shares,

– inheriting shares,

– giving or receiving shares as gifts,

– selling shares, and

– demergers.

It’s important that financial advisers provide full disclosure on tax 
considerations pursuant to share trades made. Special attention also needs  
to be given to the varying tax considerations relating to a client’s transition into 
retirement. Similarly, clients need to be reminded of tax consideration when 
investing in shares for a partner who may be on another marginal tax rate.

During the initial [licensee-developed] data gathering process, the 
financial adviser needs to ascertain the client’s overall appetite for risk. This will 
indicate whether their portfolio best complements direct equities or some other 
investment strategy. Regardless of investment performance, financial planners 
need to provide an audit trail of all correspondence given to the client – 
including supporting research – along with the underlying advice provided.

taX and coMPliance
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case study 1: facilitating the execution
andrew height, financial Planner, lachlan Partners

as a More recent addition to numerous broking arrangements, online 
share trading services are another way a full-service financial planner like Height 
delivers wealth creation solutions. While around 60 per cent of Height’s clients 
hold direct shares, he says around 99 per cent prefer him to buy and sell shares 
on their behalf. 

By the time a statement of advice and financial plan is prepared, Height can 
gauge which channel – full-service broker, a platform structure or direct shares 
– best complements a client’s needs and objectives. “To determine how share trades 
should be executed, I need to find out: (a) what level of information flow/research 
investors require; (b) how much they plan to invest in shares; and (c) how personally 
involved they wish to be in actively managing their portfolio,” says Height.

While the value is in the advice, he says the form of service delivery 
typically determines the ease of trade execution. “As a financial planner I can’t 
perform a transaction at a stock exchange, but I’m approved to offer a broad 
spectrum of advice – including shares,” says Height. “So an online share trading 
service providers acts as the interface between advice and implementation.”

Once an account is opened and the necessary authorisations are signed 
off, Height is then able to buy/sell shares on his client’s behalf – subject to their 
ongoing approval. Given that Height is more concerned with the after-tax 
outcome, he says share turnover within any financial year tends to be under  
20 per cent.

Height says while some clients choose to use their own full-service broker 
to execute share trades, added flexibility and lower costs are attracting greater 
numbers to online solutions. While they don’t all provide a full range of services 
and back-up, like access to research, reporting, data analysis and information 
flow, he says some online brokers have successfully packaged specific solutions 
for financial planners. 

Given that providing the best possible solution to clients is how he makes 
money, Height says it’s important to understand how the capabilities provided 
by any online share trading service provider help to not only inform, but 
cost-effectively implement the advice and risk management. “The most flexible 
part of any online broking solution is an easy to use electronic platform,” says 
Height. “Financial planners need to understand the intricacies of the online 
services, and how the benefits flow on to clients.” 

case studies
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case study 2: embedded in the process
Mike summers, financial Planner and Managing director, My advice Pty ltd

noW that delivering suPerior financial services at competitive  
prices is a commercial reality, Summers says online share trading services are 
now embedded in the DNA of his firm’s business. He says the desktop execution 
of share trades, plus the accessibility of research, reporting tools, and analysis 
offered by many online share trading services means financial planners no 
longer have to withdraw from advising on direct shares. 

He says the cost, speed and ease with which share trade transactions can 
now be executed means that as planners they no longer have to relegate direct 
share advice to the ‘too hard’ basket. 

“In years past we had to pick up the phone and tell a broker to buy “x” 
amount of ABC shares with settlement taking up to a week, instead of the  
48 hours it now takes online,” says Summers.

He says full-service online share trading services fill the void between DIY 
share traders and high net-worth share investors – who have traditionally preferred 
to deal through full-service share brokers. According to Summers, many online 
share trading services now support the execution of a share trade with the types of 
services previously only available through full-service brokers, like comprehensive 
research and analysis. “This could mean providing diversification through a small 
parcel of shares, detailed research towards a stock a client may be leaning towards 
or the opportunity to participate in an IPO,” says Summers.

He says the efficiencies offered via online share trading services add 
another dimension to his suite of financial services, without additional overheads. 
As financial planners, Summers says his firm will always be an early adopter of 
technology that eases service delivery and reduces costs. 

“Investors now recognise that the ‘full services’ of a financial planner  
who has access to online share trading services, extend well beyond those of 
‘full-service’ brokers – without compromising the cost or quality of the underlying 
advice,” says Summers. 

Desktop share trading facilities and research aside, Summers says some 
online share trading service providers also offer comprehensive portfolio review 
services for those with major share portfolios. “The efficiencies of online share 
trading services help us make money,” says Summers. “The seamless extension  
of these online share trading services to our clients also enhances our reputation 
as a provider of comprehensive financial services – without any downside.” 
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easy guide

financial Planners can stay on top of their client’s direct shares portfolio 
using the platform provided by their direct shares solutions provider. 

The following screenshots are for illustration purposes only and are 
sourced from Core Equity Services.

client holdings suMMary
A snapshot of your clients’ holdings, showing you key portfolio information  
at a glance.
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set uP your clients’ accounts online
Follow the easy step-by-step process to add a new client account.
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Quotes 
Look up share prices and access detailed share data using interactive charting 
features for a more in depth analysis.
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Watchlists
Watchlists allow you to keep track of the securities you are interested in.   
Track up to 1,000 stocks and create up to 10 watchlist groups.

order Pad
Place orders online for fast straight-through processing.
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rePort centre
Use the Report Centre to generate timely and accurate reports on your entire 
client base, or for individual clients. 
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Beneficial ownership  When an investor has a vested and indefeasible interest in the assets held  
in their personal portfolio.

Blending  When an investor chooses a number of model portfolios, in the proportions 
of their choice, to construct their personal portfolio.

Compulsory cash The percentage of cash held within the account to facilitate trading and  
component  cash component payment of fees.

Corporate actions  An action taken by an entity for the purpose of giving an entitlement to 
holders of a class of the entity’s securities.

Individually managed A managed account where the professional investment manager manages  
account (IMA)   account (IMA) investment portfolios and implements different investment 

decisions across the accounts based on the personal circumstances and 
objectives of each investor.

In specie transfer  When an investor’s existing stocks are transferred into their personal 
portfolio. Intellectual property From an SMA perspective, this is the stock 
picking strategy of the model provider.

Managed discretionary An umbrella term used to refer to any services where the clients hand in 
account  account (MDA) their money or other assets to the MDA operator and give 

that operator the discretion to manage those assets on their behalf.

Managed Also known as managed funds, pooled investments‚ or collective scheme 
investment scheme  (MIS) investments. It is a scheme where money is pooled together with  

that of other investors in exchange for an interest in the scheme.

Minimum trade size  When securities in a personal portfolio are only traded if the trade size 
meets the specified size. It is the smallest trade that can be done in a 
personal portfolio.

Model portfolio  An investment strategy selected by the adviser and managed by a model 
portfolio manager on an ongoing basis.

Model portfolio manager  The manager of the model portfolio (referred to as the model portfolio 
adviser, model provider or the fund manager).

Netting  When buys and sells are matched and off-set against each other.  
Can be done at both portfolio and scheme level.

Nominated Generally a financial adviser, or professional adviser, who will provide all 
representative instructions to the SMA provider on behalf of the investor.

Non-beneficial ownership  As opposed to beneficial ownership. Usually when the clients invests in 
shares within a unitised managed fund.

Personal portfolio  An investor’s account into which their investments are allocated within an 
SMA. A personal portfolio is generally constructed using a selection of 
model portfolios and a compulsory cash component.

Rebalancing  The process where a client’s actual holdings are compared to the updated 
model portfolios and changed accordingly.

glossary
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Rebalancing date Usually each business day before the market opens.

Responsible entity  The licensed entity or body that operates a managed investment scheme  
or managed account.

Sell-down When securities are sold at the client’s discretion.

Separately managed A portfolio made up of securities that are beneficially owned by the 
account   individual account (SMA) investor and managed by professional managers  

or model portfolio managers. Unlike investing in a managed fund, an SMA 
investor can add, delete or lock shares in an SMA.

Substitution  When an investor substitutes an individual security with another ASX listed 
security, cash, or pro-rates across the other securities in the personal 
portfolio.

Unified managed account  Comprehensive portfolios of individual separate accounts and packaged 
account (UMA) products, such as mutual funds and exchange-traded funds 
(ETFs), with a complete asset allocation in a single account.

glossary continued
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Disclaimer: Share trading through Core Equity Services is a service provided by Australian Investment 
Exchange Ltd (“AUSIEX”) ABN 71 076 515 930 AFSL 241400, a Participant of the ASX Group. Core Equity 
Services is a trademark of the AUSIEX. AUSIEX is a wholly owned, but non-guaranteed, subsidiary of the 
Commonwealth Bank of Australia (“the Bank”) ABN 48 123 123 124 AFSL 234945. The Bank and its subsidiaries 
do not guarantee the obligations or performance of AUSIEX or the products or services it offers. AUSIEX is not 
an Authorised Deposit Taking Institution and its obligations do not represent deposits or other liabilities of the 
Bank. This information has been provided for Australian Financial Services Licence holders only. Please consider 
the appropriateness of the information provided in the PDS/T&C’s in regard to your client’s individual needs 
and circumstances. Products under the Colonial Geared Investments brand are provided by the Bank. CSL0028/FS

Equities Trading
Gearing
Debt Consolidation
Portfolio Administration
Tax Reporting
Cash
Portfolio Construction
IPOs & Placements

Whether driven by the rise of self-managed 
super, the increasing popularity of ETFs or 
simply the demand for greater transparency of 
advice, clients are increasingly questioning the 
value of managed funds. With our Core Trading 
Platform (formerly Virtual Broker), you can 
broaden your offering of advice and provide 
clients with timely portfolio recommendations. 

From one convenient platform, you can easily trade 
Australian equities, options, warrants and ETFs. 
Helping you not just to meet the requirements 
of the changing market but giving you an 
opportunity to grow your own business, too. 

For more, call 1300 360 896  
or visit coretrading.com.au 
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