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For many private client advisers,
their stock picks go only to their cli-
ents — but some advisers get talked
into being more public about it.

Spare a thought for the stock
pickers who supply recommenda-
tions to the Sunday newspapers,
where their tips are very, very public
— making wrong calls profession-
ally embarrassing.

For its Stock Picker of The Year
award, the Australian Stockbrokers
Foundation Awards monitored 210
recommendations from a range of
retail advisers that appeared in the
Sunday newspapers between July 1
last year and March 31 this year and
measured their absolute perform-
ance as well as performance against
the All Ordinaries.

In this format, one adviser sub-
mitted two buy, two hold and two
sell recommendations each week.
The performance of those recom-
mendations is shown in the table.

This tells us that had readers
bought the stocks that the tipsters
recommended “sell”, they would
have made money 66 per cent of the
time. Had they bought the “buy”
recommendations the success rate
was the worst, at 50 per cent.

The most popular stock men-
tion was Bendigo & Adelaide Bank,
which was the subject of no less
than seven “sell” calls over the sam-
ple period. The “BEN’’ share price is
higher now than the price it was
trading at when the “sell” was pub-
lished in six of those cases, by as
much as 20 per cent.

In retailer Myer’s inglorious
decade on the stockmarket — the
stock has never traded as high as its
issue price of $4.10 since its Novem-
ber 2009 float — slapping a “sell”
call on the stock has been mostly a
winning call, but the “sell” call made
on it by one of the Sunday-paper
tipsters at 37c in February was a rare
failure. The tip was made because
the retailer’s “promotional strate-
gies are proving less successful”.

That price turned out to be a re-
cord low, and at 59.5c when the ASF
judges ruled off the competition
books, the Myer share price had
gained 61 per cent since that rec-
ommendation appeared in the press.

Punters would not be happy, ei-
ther, with the call to sell “buy-now,
pay-later’’ star Afterpay Touch at
$14.57 in January 2019 — the stock
now trades about $26.34. Nor the tip
to sell rare earths producer Lynas
Corporation at $1.68, in February,
because “the uncertainty … is a

negative”. While that was true at the
time, as Lynas was in testy negotia-
tions with the Malaysian govern-
ment over the future of its
procession operations in that coun-
try, that situation has improved, and
“LYC” is about $2.60. Or the tip to
sell paint giant Dulux at $6.88, in
February — the stock is about $9.34.

On the other hand, a “buy” call
on Dulux at $6.45 by private-client
adviser Andrew Eddy of Morgans
delivered a 51 per cent return to
readers, second only to the 59 per
cent achieved by readers who fol-
lowed Simon Coggins of Ord Minn-
ett’s advice to buy Kiwi
telecommunications company
Spark New Zealand at $2.30.

On the sell side, if readers heed-
ed Chris Taylor of Wilsons Advis-
ory’s call to ditch hospitality
equipment hirer Silver Chef at
$1.86, they avoided a decline of 68
per cent.

The Stock Picker of the Year
award is decided by adding up all
the accurate recommendations
from each stock picker to give them
a percentage success rate. Only two
enjoyed a success rate of better than
50 per cent.

In second place was Mark Gou-
lopoulos of Patersons Securities,
with 53 per cent success with his
calls, short of this year’s winner,
Morgans’ Eddy, with 67 per cent.

Eddy says stock-picking is hard-
er than it was 10 years ago. “It
should be getting easier because of
the increased information flow, but
in some ways it’s not, because of
how quickly information gets dis-
seminated,’’ he says.

“All of the technology around
the market these days contributes to
some very wild swings in volatility
— an earnings miss or a surprise
downgrade can easily take 25 per
cent off the value of even very well-
established companies, particularly
when you have high valuations.
They can get hammered because
they’re priced for perfection.”
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The novelty never seems to wear
off for UBS, and it has again picked
up the gong for Dealing Desk of the
Year. The investment bank added
the 2018-19 title to an already
groaning shelf of prizeware, the
fourth consecutive time it has
taken out the category.

“We’re probably the biggest
desk in town. We’ve been number
one for a quite a few years, and the
scale certainly helps, but we’d like
to think that it’s not just size,” says
Stuart Brownrigg, executive direc-
tor at UBS. 

“Part of being a good dealing
desk is science, the actual services
that you can offer, but a major part
of it is ‘art’, too, in the sense of the re-
lationships that you have with cli-
ents, the depth of the understanding
you have of what they’re interested
in and how they like to trade,’’ he
says. “Because we’ve had such a sta-
ble and consistent team for so long,
that’s our great advantage.”

The dealing desk handles the
orders coming in to a broking firm:
it is the conduit to the dealers in the
institutions. Not only does the desk

transact, it brings together a firm’s
service offering such that anything
the client wants to do can be done. 

There is so much conversation
going on with clients. A good deal-
ing desk always tries to keep the cli-
ents up to date on what’s going on,
whether it is the firm’s own views
and trading suggestions, or simply
the latest market gossip.

The Australian Stockbrokers
Foundation polls about 40 insti-
tutional-investor dealing desks to
ask which sell-side dealing desks
impress them the most, and why.
UBS is a constant feature at the top.

Brownrigg says working on a
dealing desk comes down to know-
ing clients back to front. “You’ve got
to know what makes them tick, what
they might be interested in buying,
what they might want to sell; and
also how they like to trade.

“We’ve all known a lot of our cli-
ents for many years — I’ve been on
the dealing desk for 14 years myself
— and like a lot of things, relation-
ships are everything in this busi-
ness,” he says.
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Science, art and relationships
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The Australian Stockbrokers Foun-
dation Awards, presented last
week, is the largest gathering of
stockbrokers anywhere in Austra-
lia in a given year, as the profession
meets to celebrate its top achiev-
ers, and also to fulfil the mission of
the ASF — to give back to the com-
munity.

Since the foundation was es-
tablished 26 years ago, it has do-
nated more than $9.5 million to a
list of charities that ASF founding
director Danny Dreyfus jokes
“never seems to shrink”. Dreyfus
says the foundation board always
says that it intends to stick with its
chosen charities for at least ten
years, but that’s not a hard-and-
fast rule: “It’s easy to add charities,
we get a lot of approaches, but it’s a
lot harder to say, ‘OK, which one
do we want to drop off the list?’” he
says.

The foundation sprang from an
approach by John Menadue, then
chairman of Qantas, to help to
raise some funds to refurbish the
Matthew Talbot Hostel, a home-
less men’s shelter in Sydney run by
the St Vincent de Paul Society.
“That was the reason why we got
going in the first place, and we’re
still with them,” Dreyfus says.
“We’re the largest single donor to
the Matthew Talbot Hostel over
that period, we have put $3m into
that facility.”

The foundation is also a spon-
sor of the Sydney Children’s Hos-
pital physiotherapy ward — a joint
sponsorship with the Fund Man-
agers’ Association — and in the
past few years has begun to support
two Sydney women’s refuges,
Mary’s House and Lou’s Place.
(For a full list of charities it sup-
ports, see the Foundation’s website
at stockbrokersfoundation.org.au.)
The funds come from the annual
Stockbrokers Awards Dinner and
the Bulls & Bears Golf Day.

The highlight of the ASF
Awards night is always the Hall of
Fame Award, and it was no excep-
tion this year at Sydney’s Sofitel
Wentworth, with an inductee who
clearly elicits a huge amount of re-
spect across the profession. The
BetaShares Hall of Fame Award is
the pinnacle of recognition in the
stockbroking industry: a person
can be recognised as a Hall of
Famer only by their peers. Quite
simply, there is no higher accolade
within the industry.

Historically, the Hall of Fame
award has been granted to a range
of industry participants ranging
from chief executives to insti-
tutional and retail brokers and
compliance leaders in the indus-
try. Past inductees include noted
industry names such as Steve

Harker, formerly at Morgan Stan-
ley, Richard Coppleson of Gold-
man Sachs and retail brokers such
as Russell McKimm and — last
year — Dreyfus himself.

The 2019 BetaShares Hall of
Fame winner, Matthew Wigzell,
started his career in 1981 as a junior
scrip clerk and phone clerk for
stockbroking firm Johnson & We-
dell. In 1982, at the age of 20, he be-
came the first person to receive his
operator’s licence through the
then Sydney Stock Exchange’s
“under 21 with 12 months’ experi-
ence” rule. Throughout the 1980s
and 90s, Wigzell’s career pro-
gressed through Pembroke Se-
curities, Aetna Pacific, Auspac
Securities and Cameron Securi-
ties, before he joined D & D Tol-

hurst in 1996, at which firm he rose
to become national head of private
clients, in 2001.

Initially based in Sydney, Wig-
zell relocated to Melbourne in
2007, and two years later, follow-
ing Tolhurst’s merger with the
Western Australia-based Pater-
sons Securities, he was made head
of wealth, responsible for recruit-
ment, ongoing training and busi-
ness development of the adviser
network across Australia.

But while he enjoyed his man-
agement role, Wigzell always har-
boured the desire to “go back on
the tools”. In December 2017, he
decided to step down from his
management position and return
his focus to his retail client busi-
ness. “I always thought that at

some point in time I would go back
to retail broking, pure advice work,
because the thing that I enjoy most
about the industry is talking to cli-
ents and working with clients,”
Wigzell says.

“You go from being the young-
est bloke in the firm to an old bloke
and you want to see that part of the
industry again.

“I have client relationships that
go back to the early 1980s, and I
still work with the families now.
You need to have time to commit
fully to serving them.”

Wigzell admits that the
changes in the industry, from a
legislative, administrative and
physical perspectives, make it a
“little less satisfying”. “When there
was a trading floor, everyone knew

each other, it was a lot closer in-
dustry. ‘My word is my bond’
meant something to everyone, and
a handshake was as good as a con-
tract. In today’s world, everything
has to be proven by documenta-
tion and bits of paper. It takes a bit
of the soul away from it,” he says.

The democratisation of infor-
mation, and access to the market,
that has been brought about by the
internet have changed the indus-
try almost beyond recognition, he
says — for good, and bad.

“Because of the breadth of
product and of information that’s
available, clients are able to have
better-informed conversations
about what they’re looking for,
and that’s good,” he says. “Good
clients will do a lot of their own re-
search and look to you for vali-
dation and verification — if we
have information on it. I used to
pride myself on knowing at least
something about most listed com-
panies, but now, some people ask
me about a [particular] stock, and I
haven’t heard of it.”

The bad is that people, if they so
desire, can do it all themselves.

“That means some people

Eddy leads pickers
in a mixed harvest Peer reviews for market guides

think they can do it on their own,
just get a charting package and an
online account, and start trading
contracts for difference (CFDs)
and leveraged foreign exchange.
Now there’s cryptocurrency. I do
some work on a panel with the
Australian Financial Complaints
Authority, and I think there are
still too many ways for people who
are not well-enough informed to
be separated from their money,”
Wigzell says.

“The vast majority of people
don’t have the time or the ability to
make those choices. You can get all
that information online, but at
some point, you need someone to
guide you and make sure what you
think you’re seeing is what you are
seeing. Looking at charts and the
latest story on [a business website] is
not a replacement for good respon-
sible investment advice,” he says.

Dreyfus says Wigzell epito-
mises “a true contributor” to the
industry, having acted as responsi-
ble executive (RE) and responsible
manager (RM) for private clients,
advice, and designated traders;
currently serving as a Specialist
Panel member for the Financial
Ombudsman, and a member of
the Retail Broking Committee for
the Stockbrokers and Financial
Advisers Association.

He is also a veteran director of
the famous annual Diggers &
Dealers Conference in Kalgoorlie.
Wigzell holds a masters in stock-
broking from the former Securities
Institute of Australia and is a
member of the Australian Insti-
tute of Company Directors, and
has acted as an expert witness for
the commonwealth government,
the Australian Securities & Invest-
ments Commission, and privately.

Wigzell is also known for hav-
ing spent considerable time edu-
cating and mentoring younger
advisers across the industry, pass-
ing on his considerable industry
knowledge to the next generation
of wealth managers.

Outside of his significant in-
dustry contributions, Wigzell is a
past president and board member
of both the Epilepsy Association of
NSW and the National Epilepsy
Association.

“I had epilepsy as a teenager,
and I worked in the charity field
for quite a few years,” he says. “I
was always one of the people who
didn’t mind talking about it, so I
got involved in it, and it was very
rewarding,” he says.

And when he is not working,
Wigzell, 56, sings in a men’s a ca-
pella group, called Men in Suits.

“We rehearse once a week for
two hours, there’s about 30 of us,
we do gigs, anything that’s fun for
us and for the people listening to
us. Someone described it as ‘Men’s
Shed with singing’, and that’s
probably right. It’s just a fantastic
thing to do outside of work — the
members of the group are as di-
verse as there are companies on
the stock exchange,” he says.
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The Hall of Fame  
reveals that wise 
investors take counsel

Advisers’ stock-picking
performance: first three
quarters of 2018-19

Source: Australian Stockbrokers Foundation
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Buy Hold Sell

When lithium explorer Liontown
Resources Ltd was looking to raise
capital early in 2019, it approached
broking firm Taylor Collison and
Sydney-based corporate advisory
firm Bridge Street Capital Partners.

The duo took on the deal, but as
Campbell Taylor, director of Tay-
lor Collison and head of the Sydney
institutional sales desk, says, they
“knew it was a reasonably big ask”.

A company capitalised at $28.3
million was looking to raise $7.9m,
or 28 per cent of its value.

Buyers enjoy corporate deal of year after high-grade ore strike
Moreover, the lithium sector —

which had seen a flurry of new
stocks coming to the Australian
Securities Exchange (ASX) in re-
cent years — had come under
pressure as both lithium carbonate
and spodumene (lithium ore) pri-
ces had weakened on the back of
increased supply.

Liontown Resources was hop-
ing to expand the resource at its
high-grade Kathleen Valley lith-
ium deposit in Western Australia.
“It was certainly a large raising in
terms of market cap, and it was for
greenfields exploration — which
hasn’t been a great scene in the last

10 years — and in a commodity
that was under a bit of pressure,”
Taylor says. “Against that, it was a
situation where we liked the man-
agement a lot, we liked the story,
we liked the fact that management
was stumping up as well, and all of
that led us to back it despite the
tough environment.”

The capital raising, announced
in February, was for $7.9m at 2c a
share, comprising a fully under-
written $4.5m one-for-five non-
renounceable pro-rata rights
issue, a placement of 150 million
new ordinary shares to eligible
professional and institutional

investors, and a 17.5 million share
placement to directors, to raise a
further $350,000. The price was a
20 per cent discount to the last
closing price of “LTR’’ shares,
at 2.5c.

“It was split between placement
and underwriting, so we effective-
ly put them together. We probably
raised a bit more than Bridge
Street, but that’s because we’re a
slightly bigger outfit — Chris
Baker from Bridge Street did the
research, and it was a joint effort.
We underwrote the rights issue:
generally, a placement is done on a
‘best endeavours’ basis, but we

don’t launch these things without
having confidence that we’re
going to do it,” Taylor says.

“It mostly went to our national
client base, which is a fairly resour-
ces-savvy group. It was a story for
the believers. Liontown manage-
ment were certainly believers, and
they took a big chunk, which from
our point of view is always a good
sign. There was a pretty reason-
able shortfall — about 40 per cent
to 50 per cent — but despite the
tough environment, it basically
traded at the price throughout.
The deal certainly gave Liontown
more than enough money to do

the drilling that it wanted to do,
and that drilling has been very suc-
cessful,” Taylor says.

That is an understatement. A
string of thick and high-grade in-
tercepts — including a spectacular
hit of 90 metres grading 1.3 per
cent lithium oxide (or lithia) repor-
ted in May — has sent Liontown
Resources shares rocketing to 10c,
for a cool 400 per cent return in
less than five months for the share-
holders who took up the rights or
the placement. It’s no wonder that
Taylor Collison’s Liontown Re-
sources deal was the 2018-19 Cor-
porate Deal of the Year.
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