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First, you will notice a few changes to this edition. We have 
surveyed our readers and made some changes to the 
format, focusing on topics that are of more general 
day-to-day interest as well as the more complex 
economic drivers affecting markets.

While overshadowed by the various conflicts, 
the big focus for all investors is the rising 
rate of inflation. If it is transitory then all is 
good. However, if it persists it’s important to 
understand the impact it could have on your 
financial goals and plans.

In this issue we also look at the legal and 
financial considerations behind moving into 
retirement villages and the effect on the transfer of 
intergenerational wealth that it can have.

Also in this issue our resident expert on KiwiSaver 
discusses long term strategies for investors to maximise 
their investment benefits and we look at collaborative 
methodologies and how this is changing the way financial 

advice is delivered to consumers. We also have a piece on 
bond markets and the wider implications these might have 

for understanding financial markets.

Even while the Omicron Covid variant sweeps 
through the country we are beginning to see 
the removal of restrictions for New Zealanders 
and the possibility of reengaging with friends 
and family overseas. It has undoubtedly been 
a tough two years and, while not there yet, 
we can look forward to a degree of normalcy 

returning to our lives.

To all our clients and readers, stay safe, well  
and positive.

As always if there is anything here that you wish to discuss 
in greater detail then please talk to your financial adviser. 
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Welcome to this edition of Extra Mile 
What a chaotic world we live in! At the time of writing, we have Russian forces invading Ukraine and, back home,  
the NZ police have reclaimed parliament grounds from its 23-day occupiers. For our investors the start of 2022  
has been a similar rollercoaster of a ride with markets reacting to geopolitical and economic events.
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So far, the bond market is indicating no. But, both in  
New Zealand and offshore, there are some interesting 
messages in yield curves.

Hikes in interest rates and reduction in liquidity may pose 
challenges for economies and markets until such time as the 
path of monetary tightening becomes clear and the market 
believes inflation risks are addressed. With recent policy 
announcements and market adjustments you could argue  
that we are already significantly down that road.

However, global GDP consensus forecasts are still strong 
at 4.3% for 2022 – although this is off the peak of 4.5% 
recorded through most of 2021. This consensus GDP forecast 
translates into an expected growth in global profits to $168.16 
per share from the peak pre-covid level of $134.60, a 25% 
rise. There is no sign of a global recession in either GDP 
forecasts or earnings forecasts.

The bond market is providing the same story. Yield curves 
around the world get a lot of attention from investors and 
interpreting them has become more challenging over recent 
years, due in part to the advent of very large quantitative 
easing (QE) policies.

But right now, there are some clear signals embedded in yield 
curves and some interesting interpretations that we can infer.

• An imminent and relatively rapid path of rate hikes is 
being anticipated in many countries. This includes NZ 
and the U.S (where signalling has been forthcoming, and 
also Australia and the Eurozone where markets have 
priced official rate rises despite the RBA and ECB giving 
the skimpiest of acknowledgement that change is afoot.

• New Zealand is the most hawkish-looking bond market. 
Here this is an expected OCR rate of 2.95% relative to  
a neutral estimate of 1.75% – 2.0%.  

• No bond market has a negatively sloped yield curve; 
a recession is not being signalled. Indeed, consensus 
GDP growth for 2022 and 2023 in NZ is slowing, but to 
levels of 3.5% and 2.9% respectively. Negatively sloped 
yield curves occur when longer term bond yields fall 
below short-term interest rates, effectively assuming  
a need for rate cuts in the future.  

So, what happens next?
Our view is that central banks will likely move fairly quickly 
away from extremely low (or negative) official interest rates 
towards something near neutral. This step change is largely 
already priced into yield curves. Arguably in some jurisdictions, 
the pace of implied interest rate rises may be stretched.

However, policy makers are expressing concern that inflation 
expectations are at risk of becoming unanchored with a risk 
that inflation-expectations move to a sustained higher level. 
Persistently higher inflation is the greatest threat to markets 
and asset prices.

And this is the risk. We know that households, firms and 
governments around the world have much larger debt 
positions these days. Higher interest rates will impact on 
spending faster than in prior tightening cycles. It could be that 
economists are too sanguine on the outlook for economic 
growth given the potential for interest rate increases. If that  
is the case, it could also be that corporate profit forecasts  
are too high.

The most at-risk companies would be those most geared 
to the cyclical economic cycle, for instance consumer and 
banking stocks. It could be that the current volatility in growth 
stocks, those with more secular prospects, are actually  
more sought after by investors should economic growth 
prospects cool.

For now, central banks have only signalled a move away 
from very low rates and the step into actual tight monetary 
conditions may not be a necessity. Central banks will want 
some time to see what the first round of rate hikes does  
to activity and the inflation outlook, with the mantra here  
all about data dependency. Accordingly, we expect a much  
slower pace of rate hikes as time progresses. 

No, the bond market is not signalling a recession
In recent months the abrupt signalling from key central banks about the removal of monetary stimulus has both  
increased volatility and raised questions about the global economy’s ability to withstand higher interest rates.  
A common question has been whether the US Federal Reserve and others might overreact to surging inflation  
and trigger a recession in 2023. This market insight is provided by Harbour Asset Management.

There is no sign of a global  
recession in either GDP forecasts  
or earnings forecasts.
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Collaborative financial advice and planning is fundamentally 
changing the way ‘things have always been done’. It is a 
revolution in philosophy and methodology that is resulting in 
empowerment and achievement for clients. It is undoubtedly 
an idea whose time has come – a future-forward way of  
doing things.

However, before we understand the future of financial advice, 
we must first look to the past.

What is the issue with traditional investment advice?
Traditionally an advisor/client relationship has been more 
akin to that of a teacher and student in the 1950s. In this 
respect, once the advisor had created trust with the client 
(who recognised the expertise and authority of the advisor), 
the process was essentially ‘one way’. A relationship of this 
nature was based upon:

• the teacher having more information than the pupil  
and restricting the flow of information

• the teacher having ‘all the answers’ or, at least, access 
to these answers

• the teacher setting the environment and way things are 
to be done

• the pupil being a passive receiver of what is provided  
to them

Schools have realised that the world is changing. Answers 
can be quickly found in places other than the teacher’s books. 
Students are deluged with information and must be more 
proactive in assessing what is relevant, real and rewarding. 
So too is the modern work life changing, the future these 
students will find themselves in.

Many schools are therefore now adapting and evolving to 
provide a system more akin to a facilitative model of self-
discovery. The traditional educational model is no longer 
appropriate for schools. Nor should it be for financial advice.

What has affected this change in our work?
In most facets of life we are being challenged to change, and 
financial advice and planning is no different. The old way is 
being broken down by new and accelerating technology, better 
systems and new platforms for connecting with the world.

The disruptors to the traditional financial guidance model  
that were not around two decades ago include:

• Social media platforms
• Online risk profiling tools
• KiwiSaver and the ease of opening/switching  

between schemes
• Online direct investment platform services  

(InvestNow, Sharesies, Hatch, etc)
• Online goal calculators (Sorted)
• Online direct-to-market insurance tools
• Robo-advice and A.I. algorithms
• 24/7 information access through smart phones  

and tablets
• Overall public access to all financial information

With these tools there has been a generational emergence 
of digitally connected people ready to find the answers 
themselves. Given a problem or question their first response 
is to go online and start searching. Everything is, at first 
glance, at their fingertips and free.

However they are faced with the same issues the student 
has – accessing the appropriate information, gaining a clear 
perspective and assessing the correct way to utilise this 
information.

> Continues on page 5.

The traditional educational  
model is no longer appropriate  
for schools. Nor should it be  
for financial advice.

When the journey is as important  
as the destination
Collaborative financial advice and planning

For forward-thinking advisers the financial guidance model is changing from  
an instructive approach to a collaborative one. This means working closer with  
clients, utilising new tools and processes and,  
above all, travelling together on the journey.
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What must the financial advisor focus on now?
At once proactive and pragmatic, wide-ranging and tightly-
focused, the modern financial adviser and planner is now 
adding value in many different ways, most of which are unlikely 
to quickly be replaced by an algorithm. These include, but are 
not limited to:

• Assisting with articulating client goals and objectives  
and possibilities

• Analysis of information applicable to personalised 
circumstances

• Progress tracking and strategic adjustments according  
to changes in both the big picture and small details

• Rational, pragmatic support during financially  
emotional times

• General financial literacy guidance with personal  
insight and advocacy

• Additional support from a collective network of  
specialist expertise

To gain the full potential of this work a dynamic, united and 
collaborative approach is needed.

How does the collaborative advice process work? 
Financial planners are by nature problem solvers. In the past 
this has meant we are always trying to jump to a solution  
for a problem, which risks again falling into the teacher/
student dichotomy.

However, it is difficult to clearly define the target without first 
knowing all the possibilities – and how a change in perspective 
or circumstances can markedly affect where this target is or 
what it looks like.

“But perhaps the fundamental problem with goals-based 
planning is simply that it puts the cart before the horse; clients 
shouldn’t be selecting the goals to pursue until they understand 
what the possibilities are in the first place! Which means in 
turn, perhaps the best thing that can be done with financial 
planning software is not use it as an analytical tool to craft a 
plan to achieve hypothetical goals that may or may not even 
be realistic, but instead to use the software interactively with 
clients to explore the possibilities of multiple scenarios and 
understand the trade-offs just to arrive at what the goals should 
be in the first place. Once the possibilities have been selected, 
realistic goals can be chosen, and then a more productive series 
of financial planning recommendations can be delivered for 
implementation!” Michael Kitces

What approaches can be used?
Many of the outcomes and solutions for clients may be very 
similar in the collaborative approach. However the difference 
is in the engagement style, the delivery method and, as 
mentioned previously, the clarity and peace of mind delivered 
to the client by a non-didactic approach.

An initial collaborative planning structure of client self-
discovery will often focus on whole of life wealth planning, 
which is based on goals, objectives and possibilities.

In collaborative planning the journey is the most important part 
of the process rather than the solution. At Milestone, this role 
is encapsulated in the ‘journey’ within our tagline. It’s our job 
to facilitate the trip ahead.

With a clearly-defined, efficiently actioned self-discovery 
method, the best solutions for the client will become obvious – 
and do so in a clear and understandable manner.

Implementation of an ongoing plan is therefore far easier  
if it is in many ways client-led. Educated and empowered,  
these clients have the confidence and motivation to move  
with speed and decisiveness in their financial journey.

Why does scenario planning make sense?
Scenario planning is a dynamic and effective process that 
seeks to assess and analyse the possibilities and dreams  
of clients rather than simple goals.

The objective is to find the right possibility to aim for, rather 
than dictating a preconceived goal. In the past advisers  
may have set figures or situations – the target the client  
is aiming for.

The goals are often initially somewhat nebulous. However,  
with the coordinated and expert approach the possibilities can 
be crystalised. Scenario analysis with stress testing helps with 
correctly testing and planning here.

From here a financial lifecycle approach can utilise long-term 
planning and near-term implementation strategies. Strategy 
and communication reviews ensure the client is tracking 
towards their goals and the long-term journey.

At all stages technology can help engage and assist clients, 
ensuring they have timely and individually-specific information 
via client portals, investment platforms and plan delivery tools.

This coordinated and collaborative approach means the  
client can personally own their planning and know why they  
are embarking on the journey.

Gone are the days of the classroom. Now, with the walls of  
a rigid, prescriptive approach to financial advice having fallen, 
the future is wide open. 

With a clearly-defined, efficiently 
actioned self-discovery method,  
the best solutions for the client  
will become obvious – and do so  
in a clear and understandable  
manner.

This coordinated and collaborative 
approach means the client can 
personally own their planning  
and know why they are embarking  
on the journey.

> Continued from page 4.

When the journey is as important as the destination
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While these are challenging times they 
are certainly not unprecedented. Those 
who have been around long enough will 
remember the inflation of the late 70s 
through to the late 80s. They’ll have some 
perspective on what it can do to people’s 
retirement savings.

At 7% inflation the purchasing power of 
$100,000 will roughly equate to $50,000 
in today’s money ten years from now.  
In order to keep up with inflation your 
investments would need to return 
something like 10% gross per annum  
to give you somewhere near the 7%  
net return.

In the 1980s investors might have got 
14% on term deposit. However this was 
taxed and, if you were a superannuitant, 
you paid a surcharge tax rate of 66% on investment income 
– which reduced the net return to less than 5%. With inflation 
running at 18-20% some years many investors back then  
felt they were forced to take risks. So they piled money  
into speculative capital investments and the result was  
often carnage.

Inflation should be the biggest worry for investors looking 
ahead. But is it as bad as the numbers we are seeing more 
recently? The answer is that, for now, we don’t precisely know. 
One thing is for sure – the average NZ consumer is feeling  
it hard at the supermarket and the petrol pump.

It’s important to consider the different classifications of 
inflation. Headline inflation considers all consumption.  
As expenditure on discretionary items such as expensive 
cars, boats and other luxuries may actually have come down, 
or been diverted, average prices can drop within a headline 
inflation perspective.

The big issue is with non-discretionary spending where people 
must pay for food, shelter and transport. A headline inflation 
figure doesn’t matter to the many Kiwis who aren’t focused on 
expensive cars and boats. They just see their grocery, petrol 
and rent bills rising by 20%.

Government spending and interest rate reductions from the 
start of the Covid pandemic were designed to stimulate the 
economy in what was forecast to be a grim economic period. 
As it turned out, consumer spending just kept going.

Those who would normally have spent their money travelling 
overseas instead spent it at home on discretionary items 
like new cars, localised holidays and home improvements. 
Thanks to lower interest rates first home buyers were faced 
with greater demand for property, more competition and, 
subsequently, higher house prices.

So, while hospitality, tourism and some within the retail 
sector bore the economic brunt, the rest of the economy 
remained fairly resilient. Employment rates remained high and 
competition for skilled workers pushed up wages and salaries. 
The closure of borders put huge pressure on our seasonal 
crop harvests, with the agricultural sector putting pressure  
on the government to let in many more seasonal workers  
to fill the labour gap. Unharvested crops translate to higher 
produce prices at the supermarket.

Our political leaders point to supply chain and transportation 
issues as being a major cause of the rise in the CPI and 
that this will be a temporary situation. There are no capacity 
constraints however. The factories are still there and they are 

Sure to rise or she’ll be right
What’s going on with inflation?

Inflation is at a decade high, basically around the world. The NZ Consumers Price Index increased  
5.9 percent from the December 2020 quarter to the December 2021 quarter, the biggest movement  
since a 7.6 percent annual increase in the year to the June 1990 quarter.

Government spending and  
interest rate reductions from  
the start of the Covid pandemic  
were designed to stimulate the  
economy in what was forecast  
to be a grim economic period.  
As it turned out, consumer  
spending just kept going.

Within this current landscape  
central banks are not as relaxed  
about inflation as they were  
12 months ago. The only lever  
they have to pull is to raise  
interest rates.

> Continues on page 8.
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The Eisenhower Matrix helps you to think about priorities and 
goals and determines which of your activities are important 
and which are, essentially, distractions or noise. The same 
principle should be applied when thinking and acting with your 
KiwiSaver investment.

For most, KiwiSaver is a long-term investment. Even if you are 
turning 65 today, some of this investment could be in place  
for at least another 20 years. Having a strategic plan in place 
for the lifetime of your KiwiSaver investment is vital for its  
long-term success. 

So, what is important?
1. Planning long term
2. Making the most from your contributions
3. Making sure to collect all the benefits on offer
4. Getting good advice

... and what is noise?
1. Looking at your account balance every day
2. Acting impulsively on bad news
3. Taking advice from well-meaning but uneducated  

(in a financial sense) people
4. Letting emotions take over control of investment  

making decisions

Strategies for KiwiSaver Long Term Success (pre 40)
For the young, use your KiwiSaver investment to save for 
retirement as well as helping with the deposit on your first 
home. Key points to remember:

• If you are looking to purchase your first home within the 
next 6 to 12 months, it can be a wise move to switch 
your KiwiSaver investment into a cash or conservative 
fund to preserve the current value. A sudden drop in 
value just as you are withdrawing for your first home 
could reduce your deposit amount and jeopardise  
the purchase.

• Apart from the first home purchase, think long term 
growth for your KiwiSaver investment. Volatility (ups and 
down in the investment markets) can be your friend. 
A decline in your KiwiSaver value at any time can feel 
emotionally uncomfortable, but over time history shows 

that markets – your KiwiSaver investment included –  
will bounce back and perform well for you. 

- ‘Dollar Cost Averaging’ (investing regular amounts) can 
lessen the effect of ups and downs with your investment. 
This strategy works well in the early years of investing 
when you are contributing on a regular basis. Have a  
look at this video for a simple explanation on ‘Dollar  
Cost Averaging’: 

 https://www.youtube.com/watch?v=QDiq5D7KOHw 

• Increase your regular contribution. An increase from  
3% to 4% KiwiSaver on a salary of $50,000 is only 
$10.00 a week (about two coffees). This could equate  
to thousands of extra dollars at retirement time. 
Remember also, each time you get a pay rise, both your 
KiwiSaver contributions and your employers KiwiSaver 
contributions will rise accordingly.

• A clear example of this can be found by using the 
‘Sorted’ online calculator. Using this, you can see that a 
30-year-old with an income of $50,000, retiring at 65, will 
increase their KiwiSaver balance by over $29,000 at age 
65 by just increasing their KiwiSaver contribution from 
3% to 4%:

 https://sorted.org.nz/tools/kiwisaver-calculator/ 

• Always top up your KiwiSaver contribution to at least 
$1,043 by the end of June each year to receive the 
maximum government contributions of $521.43.  
This is the easiest money you will ever make.

Strategies for KiwiSaver Long Term Success (past 65)
For the mature investor, your KiwiSaver investment does 
not need to cease at age 65. While the strategy can change 
slightly the intention is still to maximise the benefits from your 
hard-earned savings while also enjoying income additional 
to your NZ Super entitlements. Remember NZ Super is not 
means-tested like other state benefits.

• If you are still working, keep contributing to KiwiSaver. 
While most employers will generally keep contributing 
(although there is no compulsion for them to do so),  
the government will stop their contribution.

• If you are retired and require money from your KiwiSaver 
to top up your lifestyle spending, there are several 
strategies you could apply. 
1. Set up a regular (fortnightly, monthly, or quarterly) 

withdrawal programme for the amount which will fulfil 
your needs.

2. Withdraw a lump sum at the beginning of the year 
which will meet your spending requirements for  
that year.

3. Use it for special purposes such as an overseas 
holiday, car purchase or home improvements,  
and withdraw only what you need at the time.

Sage advice
KiwiSaver: Important versus urgent

President Eisenhower’s renowned principle, known as the Eisenhower Matrix, uses levels of urgency and  
importance to prioritise workload. Tasks that are both important and urgent must take first priority. If a task is  
neither urgent nor important it should be shelved or deleted from your task list. This is an excellent tool for efficiently  
and effectively managing your day-to-day life – and it can also be applied to how you approach investment.

1 2 3 4 5 6 7 8 9 10 11 12 13 14 15 16 17 18 19 20 21 22 23 24 25 26 27 28 29 30

Conservative

Balanced

Growth

Time to take on more Risk

- 'Dollar Cost Averaging' is 
your friend
- Time is on your side
- Small amount of your 
capital at risk

Time to take on less Risk

- Need to preseve  the capital from 
large dips
- Less time to recover from  market 
downturns
- Your contributions at this point  
have little effect  on capital values

> Continues on page 8.

https://www.youtube.com/watch?v=QDiq5D7KOHw
https://sorted.org.nz/tools/kiwisaver-calculator/
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as big as they were last year and the year before. It’s just that, 
often, workers haven’t arrived to fire up the machines because 
they were sick or forced to isolate.

Globally our capacity utilisation is sitting at around 80%.  
So we have a lot of money chasing fewer goods, which 
inevitably pushes up prices. The invasion of Ukraine by  
Russia and the imposition of severe sanctions will push up 
commodity and oil prices.

Within this current landscape central banks are not as relaxed 
about inflation as they were 12 months ago. The only lever 
they have to pull is to raise interest rates.

So what does this mean for investors? In the short to medium 
term you might need to adjust your expectations, accumulate 
more and maybe spend less in retirement.

You may have to cut your cloth a bit to suit more constrained 
economic circumstances. Higher inflation generally means 
that businesses become less profitable as they initially absorb 
inflationary costs and eventually are forced to pass them on to 
consumers. Expect higher interest rates to also put pressure 
on property values. If these rates persist we may see a lot 
more mortgagee sales as overextended property owners are 
forced to sell.

Let’s all hope that the current inflationary pressure is 
transitory and not persistent.

As in the late 1980s, chasing higher returns is not the answer. 
There are still many areas of opportunity to be positioned 
for. This is a good time to sit down with your financial adviser 
and explore possibilities, reset your goals, and refine your 
investment strategy. 

> Continued from page 6.> Continued from page 7.

Sure to rise or she’ll be rightSage advice

What does this mean for  
investors? In the short to medium 
term you might need to adjust  
your expectations, accumulate  
more and maybe spend less in 
retirement. You may have to cut  
your cloth a bit to suit more  
constrained economic  
circumstances. 

• Unsure on your spending needs? Use the ‘Bucket’ 
approach illustrated below to allocating your KiwiSaver
investments in different sectors to continue to maximise 
the long-term potential.

Break up your investment into different components. 
Conservative fund. This is for possible spending requirements 
over the next 1 to 3 years, such as topping up everyday bank 
accounts, vehicle updates or overseas trips (when Covid 19 
allows). Withdraw only when you need to, for those purposes.

Balanced fund. This strategy is mainly to preserve the real 
value of your KiwiSaver investment over time (to keep up with 
inflation). You will, from time to time, transfer some money into 
the Conservative fund for future spending needs. This time 
frame could be between 3 to 10 years.

Growth fund. This has a time frame of 10 years plus.  
The strategy here is to boost the overall return of your 
KiwiSaver portfolio to keep ahead of inflation. This will be  
the last money (if at all) you will use. The returns will be more 
volatile than the ‘Balanced’ and ‘Conservative’ part of your 
KiwiSaver investment but over time, history tells us, this 
should give the best return.

Above all, it’s important to think long term…
The goal is to enjoy your retirement, to have resources to 
fulfil all the desires on your spending ‘wish list’, and to enjoy 
the peace of mind that comes with a wellplanned KiwiSaver 
investment. 

- If you are still working, keep contributing to KiwiSaver. Employers will generally also 
keep contributing to your KiwiSaver (although there is no compulsion for them to do 
so). The government will stop their contribution.

- If you are retired and requiring money from your KiwiSaver to help ‘Top Up’ your 
lifestyle spending, there are several strategies you could apply. 
1. Set up a regular (fortnightly, monthly, or quarterly) withdrawal program for the 

amount which will fulfil your spending needs.
2. Withdraw a lump sum at the beginning of the year which will meet your 

spending requirements for that year.
3. Use it for special purposes such as overseas holidays, car purchase or home 

improvements and withdraw only what you need at the time.

- If you are unsure on your spending needs, use the ‘Bucket’ approach to allocating 
your KiwiSaver investments in different sectors to continue to maximise the long-
term potential.

 

  Spending 
$$$ 

Break up your investment into different components.

Bank 
Bucket 

  

Bank 
Bucket 

Growth 
Bucket 

Balanced 
Bucket 

KiwiSaver Portfolio 

Drawings when required 

Conservative 
Bucket 

Bank 
Bucket 

George Hill has provided this Sage Advice article. George is a 
KiwiSaver advice specialist with over thirty years’ experience 
advising clients on investments, superannuation and, since 
its inception, KiwiSaver. He provides advice to individuals, 
employers and their employees and is recognised by his peers 
as the man to talk to about regular contributory investments.
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David Boyle Mint Asset Management

Benjamin Franklin once said "By failing to prepare, you are preparing to fail." It was a quote that came  
to mind when I started writing this article.

While dealing with all the emotional issues of a parent’s death there are so many other elements that you 
need to be aware of – many of which you may not have taken into consideration before the actual event.

It was a normal lazy lockdown Saturday morning when I got the call from the doctor that Mum had suffered 
a severe stroke and was in hospital with only days to live. The doctor said she had suffered a “catastrophic 
event” and wanted to know if we had a “do not resuscitate” order in place.

Wow, back the truck up, I thought. From one 
simple call my life had changed. I went from 
having a Mum to being asked “do you want us 
to keep her alive?”, as it was unlikely she would 
survive the next few days. My life stopped for a 
moment and all other worries dissipated into  
thin air.

Thankfully, a lot of the difficult questions my 
sister and I needed to address in the following 
hours and days had already been discussed,  
so we knew what to do.

I’ve listed them here to help other people  
be prepared.

• Have an up-to-date will. No ifs or buts. 
Without one, things can go off track very 
quickly and may cause insurmountable 
damage not only to the value of the estate, 
but also to family relationships. A will lists 
your wishes and allocations of your assets.

• Have an enduring Power of Attorney. 
Simply put, this is a legal document giving 
someone the power to act for you, if you 
lose the ability to make decisions for 
yourself. Again, everyone should have this 
over the age of 18 as it gives peace of mind 
for all concerned.

• Have a conversation with all direct family 
members. This should preferably be 
documented too. While family dynamics can 
be difficult to navigate, it’s important to do 
this if you can. A will can cover off the main 
wishes regarding assets, but you should 
also consider the following questions:
– Cremation or burial?
– Private or public service?
– What music or songs you want to be played at your funeral. I’ve already written my songs down,  

in case you were wondering 
– Non resuscitate order – would you want to be kept alive if you had no chance of enjoying any quality 

of life?
– List any charities or services that you might like to support
– Make a list of items you would like to gift to family members. Remember that a family member may 

have emotional attachment to an item that you do not see value in.

Navigating the inevitable
Your to-do list before and after losing a loved one

Losing a parent is one of the most difficult things to deal with, especially if they are the last parent and  
meant the world to you. I can talk about this experience first-hand – recently I lost my mum. It can be extremely  
difficult to navigate the curve balls being thrown at you (in many cases at the same time) while in the midst  
of such a stressful event. By sharing my story I hope to help others to prepare.

> Continues on page 10.
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– Have a file that contains all your current accounts 
like phone, power, rates, insurance, copies of wills, 
Family Trust, Enduring Powers of Attorney, or any other 
documents that are important to have in one place.  
Trust me, this is a huge benefit and was the first thing 
I went to when I got home.

– Declutter the family home and garage if you can. Never 
easy but it helps others when you are gone. Check 
before you throw the stuff away because someone in 
the family, as mentioned before,  
might treasure it.

Having these conversations and getting the paperwork in place 
is so important to help with the work the family needs to do.

Covid-19, of course, complicated the process of getting to 
see Mum, who lived a plane ride away from me. If you’re in the 
same position and need to book a last-minute flight, the first 
thing you need to know is that Air NZ offers a compassionate 
ticket for family emergencies. Click this link to know more;  
the maximum flight cost is $169.00: 
https://www.airnewzealand.co.nz/compassionate-fares

I was able to make it home to spend some time with her until 
she passed away four days later. It was incredibly emotional 
but also a wonderful time of reflection. Those were long days 
and evenings. While she probably didn’t know I was there,  
it made me feel good that I was.

I spent some of that time writing Mum’s eulogy. A little hint 
here, don’t feel the need to write a long dissertation.  
Mum didn’t want to have a fuss, but my sister and I wanted  
to celebrate her life from our perspectives and I think we  
gave her a good send off, without too much fluff and a little 
humour along the way.

I also used some of that time to organise photos for Mum’s 
service (and asked extended family members for photos they 
would like added), which leads me to the steps that you need 
to be aware of when your next-of-kin dies.

• Contact your local funeral director. Ours was excellent 
and helped with:
– The planning of the service
– Casket choice
– Funeral programme (you will need to choose a photo 

for the front and back)
– Notices in the local papers
– After match function: ours included the mandatory 

sausage rolls, club sandwiches and lolly cake

• Make contact with their lawyer. Really important to do 
this as quickly as you can. This then triggers a series 
of events that you need to be mindful of, in particular 
getting the death certificate and starting the probate 
process. A really important point to remember when 
the probate process starts is that all their savings and 
investments, including bank accounts, will be frozen.  
So it is hugely important that you complete the following 
at the same time:

• Make contact with service providers. By that I mean 
go to that file we talked about earlier and contact the 
council, insurance companies and other organisations 

to see what needs to happen around maintaining or 
cancelling their accounts. This is not as easy as it 
sounds, so be prepared to have verification of your 
parent’s death and other letters of confirmation.

• Call close family friends. Never easy but we did have 
a list and, being part of a small community, word got 
around pretty quickly.

• Sell the family home. This is a likely outcome that will 
need some thought. The point earlier around decluttering 
really does help with that process when the property is 
eventually sold.

• Seek some financial advice. Depending on the size of 
the estate and assets, it may be worthwhile to get an 
registered financial adviser specialising in investment 
advice to help you with the best direction for these funds, 
for your own sake and the financial wellbeing of future 
generations.

• Take time out for yourself. Probably the hardest part  
I found. But it's really important to keep things together 
while juggling a lot of balls in the air, and time out  
really helps.

I was able to share the responsibility of the decision-making 
with my sister and, again, it was very lucky that we were able 
to talk and agree on every point and approach that we took. 
This process may not be as easy for others with more siblings, 
mixed families, and general complexities. Which is often the 
reality for most people – the Waltons (for those who remember 
the show) is not how families are in real life.

Hopefully my words here can help navigate one of the most 
challenging periods that we all have to confront at some time 
in our lives. 

> Continued from page 9.

Navigating the inevitable

Disclaimer: David Boyle is Head of Sales and Marketing 
at Mint Asset Management Limited. The above article is 
intended to provide information and does not purport to 
give investment advice. Mint Asset Management is the 
issuer of the Mint Asset Management Funds. Download 
this link for a copy of the product disclosure statement:

https://www.mintasset.co.nz/our-funds/how-to-invest/

Depending on the size of the  
estate and assets, it may be  
worthwhile to get an registered 
financial adviser specialising  
in investment advice to help  
you with the best direction for  
these funds, for your own sake  
and the financial wellbeing  
of future generations.

https://www.airnewzealand.co.nz/compassionate-fares
https://www.mintasset.co.nz/our-funds/how-to-invest/
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Office Chatter
How to manage in times of uncertainty

We are very much influenced by others around us. This is 
often referred to as our natural herd instinct. In terms of our 
personal wealth this affects our thinking. If what we see in the 
media is gloomy, pessimistic, and disturbing that is how we 
will feel, and it will dominate discussions with our friends and 
family. On the other side of the coin if everything is buoyant, 
optimistic, and aspirational this will affect the tone of our 
conversations and our outlook.

As financial advisers we know the tyranny of emotional 
investing. Just like you we must battle these feelings 
ourselves and understand the biases and preconceptions 
that we have. Training and experience have taught us that 
when things are going along smoothly, we try and bring 
the exuberance levels down. When things are gloomy and 
pessimistic, we work to encourage clients to think rationally, 
stay the course and take advantage of the opportunities. 

It is a totally counterintuitive approach; but the fact is our 
clients will get the best results by going against their natural 
instincts in times of uncertainty. As Warren Buffet, the worlds 
most renowned and arguably most successful investor, says: 
“The two imposters of successful investing are fear and greed. 
When everybody else is getting greedy I get fearful and vice 
versa”.

So how do we bolster ourselves in times of uncertainty?
• Talk to your adviser before making any financial decisions
• Filter mainstream media and understand that their job 

is to sell news and to do that they will sensationalise 
stories to grab your attention

• Don’t subscribe to conspiracy theories where small 
grains of truth are manufactured into fantastical plots 
and far-fetched conclusions

• There are a whole list of biases and preconceptions that 
we all have but seldom admit. Recognise them and push 
back against them

• Be self-aware in understanding that your feelings of 
discomfort or euphoria are part of your makeup

• Take your time over decisions and study the history  
of past events

• Try to be realistic when things are becoming 
overexuberant and be more optimistic when times  
are troubled

• Remember that crises come and go and, while they  
are disturbing at the time, they create opportunities  
and accelerate change 

• If you don’t have a good financial adviser, then find one.

A relationship with a financial adviser is pivotal in times of 
change and uncertainty. They are trained to listen to you and 
help you manage your expectations. 

In times like now people’s appetite for uncertainty or risk dissipates very rapidly. Sometimes this leads to making 
emotional decisions that will have long lasting affects on their wealth accumulation and preservation.

Older person’s bible
Below is a link to the Eldernet website where you can 
order a free copy of their handbook publication Where 
from here. This is a comprehensive guide for those 
who are contemplating making big decisions about 
their quality of life as they age. Having reviewed the 
publication we thoroughly recommend you get a free 
copy for your own information or for that of an aging 
relative. It provides a directory of services available on 
a regional basis including a database of community 
groups, organisations, home services, retirement villages 
and rest care facilities. It also gives valuable information 
about entitlements, banking, and legal considerations. 
If you need help in obtaining a copy please ring your 
financial adviser for assistance.

https://www.carepublications.co.nz/

Take me
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Retirement villages fly in the face of our national mindset  
of house ownership. Rather than buying a freehold house, 
residents buy a licence to occupy, usually called an Occupation 
Right Agreement (ORA). For a lot of New Zealanders, paying  
a fee for an ORA is a challenging concept.

So what do you need to consider before making the decision 
to move to a retirement village?

The mindset change
Fundamentally, are you happy purchasing an asset that is a 
licence to occupy a house/unit, without having ownership of 
the property? Consider if you are happy to refrain from altering 
your house/unit without the consent of the village operator.

The economics
All villages are different but there are some commonalities  
to how they operate.

When you exit, either because you choose to or on death, the 
village operator takes a percentage of your purchase price 
(often called the entry cost). This is calculated on a per annum 
basis and is generally capped somewhere between 20% 
and 30% of your entry cost. Although some village 
operators give you the capital gain when you exit, 
most do not.

Then there is the weekly fee for living in the 
village. This is a substantial cost but it covers 
rates, building insurance, and the maintenance 
of the grounds and of your house/unit. It also 
covers certain activities in the village. When 
you factor in the real cost of owning your own 
home, these weekly fees are often not as large  
as they seem.

Probably the most significant thing to consider when 
balancing the advantages and disadvantages of 
this move is the fact that the entry cost is often 
significantly lower than the market value of an 
equivalent freehold property. This means you 
may be able to live in a better house than if 
you bought a freehold property, and you may 
free up some capital.

Other than finances, there are significant 
reasons for choosing village life. Often this 
decision is made because of the collegiality  
and sense of community found in these villages,  
as well as the fact that most of the physical maintenance 
work is taken care of. Healthcare is also a significant reason.

The practical questions
Before you get to the point of looking at an ORA it makes 
sense to find out:

• How it operates from the point of view of other residents 
in the village

• How village management responds to the committee  
or the residents

• Consider how your needs might change over time, and 
whether additional care and support is available if you 
need it. You may want to choose a village that offers 
independent living alongside rest home care or  
hospital support

• What social activities the village offers
• What leisure activities are in the village itself –  

for example, food and beverage, movies, a residents’ 
garden and sports activities

• The village rules about whether you can have guests stay, 
and for how long, and whether you are allowed pets

• Whether you can modify your house/unit and what the 
rules are about landscaping and parking

• Whether you can move between houses/units within 
your village or between villages operated by the same 
operator, and the costs to do so

• How long has it taken the village to sell houses/ units. 
Bear in mind your exit money will not be paid until your 
house/unit has sold

A large part of the reason you might move to the village 
is for the lifestyle. So it is really important you work 

out whether the particular village fits your  
lifestyle goals.

The ORA is usually a lengthy document, but  
it is a really important one. It sets out all of  
the rules about how you can live in your 
house/unit and the village. It also sets out  
all of your costs.

Villages will usually have a fairly plain-English 
summary of the contents of the ORAs to read 

before you decide whether you are interested in 
moving to the village.

The Retirement Villages Act 2003 requires you 
to receive independent legal advice about the 
village and the ORA before you can sign an  
ORA and move to the village.

Many retirement villages also require you to 
have an enduring power of attorney and a will 
in place as a condition of moving to the village. 

Your lawyer will explain to you the important 
aspects of the ORA.

In spite of how technical and challenging some of 
these things might sound, most people find the process 

and technicalities of signing up to “buy” into a village relatively 
plain sailing. 

Retirement villages
Reassessing our home ownership obsession

Unlike in other parts of the world, New Zealanders tend to hold onto the belief that a freehold house is our  
predominant life investment. Recent hyperinflation in the housing market continues to lock that into our way  
of thinking. It is perhaps why many Kiwis struggle with the move later in life into a retirement village.

Want to know more?
This article was supplied by Vanessa Robb (above, top), 
Partner at Anderson Lloyd and Rebekah Mapson (above), 
Senior Solicitor. If you want to know more then talk to your 
legal adviser or contact Vanessa at: vanessa.robb@al.nz


