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The post-COVID economic environment is driving 
Australian businesses to be more innovative with 
a proposed new Federal Government Research 
and Development (R&D) rate receiving Royal 
Assent. 

An R&D incentive regime has been operating since the 
mid-1980s and is designed to encourage innovation 
in Australia. In recent times however, the government 
has increased its scrutiny of businesses accessing the 
benefit, and there have been a number of amendments 
to the legislation. 
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The government has recently acknowledged the 
importance of R&D by proposing the following changes 
to the R&D Tax Incentive from 1 July 2021:

• A refundable offset of 18.5 per cent plus tax rate (43.5 
per cent offset for companies with a 25 per cent tax 
rate)

• A non-refundable tax credit available via one of two 
tiers:

 » 1.  8.5 per cent additional tax credit R&D intensity 
0-2 per cent (38.5 per cent offset for companies 
with a 30 per cent tax rate)

 » 2. 16.5 per cent additional tax credit R&D intensity 
2 per cent above (46.5 per cent offset for 
companies with a 30 per cent tax rate).

In order to access the R&D Tax Incentive an eligible 
entity must conduct or plan to conduct at least one 
eligible Core R&D activity. A Core R&D activity is 
an experimental activity that is conducted for the 

PETER WIRTZ 
Director, Tax Consulting 
ADELAIDE

cont. on page 2...

R&D TAX INCENTIVE ANCHORING 
BUSINESS INNOVATION 
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purpose of generating new knowledge (including 
new or improved materials, products, devices, 
processes or services) whose outcome cannot be 
known or determined in advance on the basis of 
publicly available current knowledge, information or 
experience. However, it can only be determined by 
applying a systematic progression of work based on 
principles of established science and proceeds from 
hypothesis to experiment, observation and evaluation, 
and leads to logical conclusions.  

In accessing the tax offset, it’s critical businesses 
maintain a detailed record of all processes and 
financials, as some applications have been declined 
on the basis of insufficient documentation. 

Sectors that have benefited significantly from access 
to the R&D Tax Incentive include IT, manufacturing, 
mining and agribusiness. Discovering new deposits 
in mining in particular requires innovation so mining 
companies often meet the definition of R&D. Within 
agribusiness, creating efficiencies from products 

impacted by climate change means agribusiness-
based companies are also likely to qualify. 

Importantly, however, the Incentive can be applied 
to every industry, and with all businesses needing to 
innovate more than ever, it’s an opportune time to 
seek out such a benefit. 

Understanding whether an entity intends to undertake 
R&D activities can allow these businesses to budget 
costs more effectively as they will be reduced through 
decreased tax payments and potentially cash refunds.

R&D applications must be lodged within 10 months 
after the end of the tax year. Companies have until 30 
April 2021 to lodge an R&D application for activities 
that were undertaken in the year ended 30 April 
2020.

Contact the author: pwirtz@hlbsa.com.au

cont. from page 1...

PREMIUM RISES DRIVING 
INSURANCE REASSESSMENT

ANDREW KENNEDY
Key Risk Adviser, Insurance Services
SYDNEY 

With the insurance industry experiencing 
unprecedented premium volatility and changes 
in insurance policy benefits, now is a good time 
to assess one’s level of life insurance cover. 

Insurance cover is often either overlooked altogether 
or reviewed too infrequently, which can mean that 
insurance plans become deficient. Insurance cover 
needs to change over time to reflect any changes 
in circumstances, and protect the ongoing ability to 
earn an income. 

It’s critical to make reviewing insurances part of 
a regular routine as people transition through life 
stages. The most common triggers for changing or 
taking out life insurance are starting a family, buying a 
new home and starting a new job in a higher income 
bracket, but even self-funded retirees can often have 
insurance needs after they finish work.

Structural changes to life insurance policies have 
resulted in many policy definitions changing. 

An Australian Prudential Regulation Authority 
intervention on income protection to improve 

sustainability guidelines has resulted in many features 
and policy benefits being removed or altered. 

The government has also made changes to eligibility 
for insurance cover in super, with some members 
unaware they had been exited from the cover 
automatically, only to learn they don’t have adequate 
cover upon making a claim or when it’s too late to get 
it back. 

Existing life insurance cover needs to be reviewed 
regularly. Financial advisers, particularly risk 
specialists, are well-placed to help clients with this 
part of their overall financial strategy, and compare 
the market for policy wordings. 

They can then provide a detailed recommendation 
based on the client’s particular situation, and manage 
the application process. If a client needs to claim, the 
adviser should be acting as their advocate in making 
the claim. 

Contact the author: akennedy@hlbnsw.com.au
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The Commonwealth Modern Slavery Act 2018 
was introduced to address the risk of modern 
slavery practices in the operations and supply 
chains of Australian organisations. 

Modern slavery can occur in every industry and 
sector and describes situations where offenders use 
coercion, threats or deception to exploit victims and 
undermine their freedom. In business it may include 
forced labour, particularly of children and women, 
trafficking of people and debt bondage. It’s estimated 
there are over 40 million people in modern slavery 
conditions worldwide.

The Modern Slavery Act 2018 is now in force and 
requires larger businesses and other entities to 
prepare an annual Modern Slavery Statement, 
detailing the risks of modern slavery in their 
operations and supply chains, and actions taken to 
address those risks. 

The Act applies to entities that have consolidated 
revenue of at least $100 million for the relevant 
reporting period and is an Australian entity or carries 
on business in Australia. It applies to a wide range of 
entities, including companies, superannuation funds, 
not-for-profit entities and trusts. 

Although smaller businesses are not required to 
submit Modern Slavery Statements they may receive 
questionnaires or requests if they sit within a larger 
organisation’s supply chain.   

The Modern Slavery Statements are publicly available 
on the Modern Slavery Statements Register. 

Statement information required

A Modern Slavery Statement must set out the 
reporting entity’s actions to assess and address 
modern slavery risks in their global operations and 
supply chains. The criteria include:

• Name of the reporting entity

• Structure, operations and supply chains of the 
reporting entity

• Risks of modern slavery practices in the operations 
and supply chains of the reporting entity, and any 
entities that the reporting entity owns or controls

• Actions taken by the reporting entity and any 
entity that it owns or controls, to assess and 
address those risks, including due diligence and 
remediation processes

• How the reporting entity assesses the effectiveness 
of such actions

• A description of the process of consultation with:

 » any entities that the reporting entity owns or 
controls; and

 » in the case of a reporting entity covered by a 
statement under section 14, the entity giving the 
statement

• Include any other information that the reporting 
entity, or the entity giving the statement, considers 
relevant.

When are Modern Slavery Statements due?

Entities are required to submit Modern Slavery 
Statements within six months after the end of their 
reporting periods. However, due to the COVID-19 
pandemic, a three-month extension has been 
provided (please refer the table below). 

There are currently no penalties for non-compliance 
with the Act and the failure to submit a Modern 
Slavery Statement. However, to strengthen 
compliance rates, the government may request 
an explanation for an entity’s failure to comply or 
publicly name the entity.

While the Modern Slavery Act 2018 is a 
Commonwealth Act, NSW has passed its own Modern 
Slavery Act 2018. This Act is yet to commence.

Boards, directors and executive management 
are required to understand the Modern Slavery 
compliance and reporting obligations and how their 
business is exposed to modern slavery risks.

Contact the author: jtabone@hlbvic.com.au

Reporting period 
Original deadline for 
submission of modern slavery 
statement

New, extended deadline for 
submission of modern slavery 
statement

1 April 2019 – 31 March 2020 (Foreign Financial Year) 30 September 2020 31 December 2020

1 July 2019 – 30 June 2020 (Australian Financial Year) 31 December 2020 31 March 2021

Reporting periods ending after 30 June 2020
The six-month deadline for reporting periods ending after 30 June 
2020 remains unchanged

MODERN SLAVERY REPORTING FOR BUSINESSES

JOELLE TABONE
Partner, Business Advisory Services
MELBOURNE 
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The Australian IPO market rebounded strongly 
in the second half of 2020 with a resurgence in 
market listings. 

The IPO Watch Australia Report analyses IPO activity 
over the past 12 months on a number of key metrics, 
including listing volumes, share price performance, 
industry spread and overall trends, as well as a review 
of the pipeline for 2021.

There were 74 new listings on the ASX in 2020, 
which is an increase of 12 on the year prior. Notably, 
the second half of 2020 recorded 84 per cent of the 
year’s total listings. 

The strong end to the year reflects the resilience of 
Australia’s economy amid particularly tough business 
conditions, with COVID-19 resulting in a unique set of 
circumstances. 

The March and June quarters of 2020 saw historically 
low volumes with only 12 companies listing. The 
June quarter in particular was heavily impacted by 
falls in the wider market and high levels of investor 
uncertainty. However, by September, there were 
marked signs of improvement, and the December 
quarter then experienced a further resurgence of 
activity with volumes and funds raised being the 
highest in a single quarter since 2010. 

Total funds raised for the year were $4.98 billion, a 
significant reduction on previous years with $6.91 
billion and $8.44 billion raised in 2019 and 2018 
respectively. 

The fall in volumes impacted on total funds raised 
with the first half of the year total of $132 million 
representing just 3 per cent of the total funds raised 
for the year. The largest amount raised during the first 
quarter was $30 million by Atomo Diagnostics (ASX: 
AT1) which was also the only large cap IPO in the first 
half of the year – the other 31 occurred in the second 
half of 2020. 

Listings of large cap stocks – those in excess of $100 
million market capitalisation – performed well with 31 
new listings which was comparable to the previous 
year and above the five-year average of 29 listings. 
On average, large cap listings raised $148.65 million. 

IPO MARKET RECORDS 
STRONG YEAR-END 

At the top end, there were three new entrants with a 
market capitalisation on listing in excess of $1 billion 
compared to just the one in 2019. Small cap listings 
(being those with a market capitalisation of less than 
$100 million) saw a total of 43 new market entrants. 
This was an improvement on the 28 recorded in 2019 
but below the five-year average of 54. 

The strong end to 2020 also looks set to continue 
throughout 2021, with a healthy pipeline of new 
market entrants scheduled to list. At the time of 
publishing the IPO Watch Report in late January, 
14 companies had applied for listing at year-end, 
representing a small increase on the comparable 
period last year.

Back home in Western Australia, the Materials sector 
continues to show its strength with four proposed 
listings at the start of 2021, all related to gold projects. 
Capital market conditions across the Materials sector 
has remained strong so far in Q1 2021.

These companies are seeking a total of $172 million 
which is a substantial increase on the $111 million 
sought at the same time last year. There’s also a 
notable spread across sectors, with nine sectors 
represented. 

In a post-COVID-19 recovery environment, the 
pipeline is quite good compared to previous years, 
and this reflects the strength of Australia’s economic 
fundamentals and positive investor sentiment.

*All figures quoted are correct at the time of printing.

Contact the author: mohm@hlbwa.com.au

MARCUS OHM 
Partner, Corporate & Audit Services
PERTH

DOWNLOAD NOW:       
IPO WATCH AUSTRALIA 
REPORT 2021
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PANDEMIC CREATES OPPORTUNITY, 
DRIVES TECH FOCUS

SIMON JAMES
Partner, Corporate Advisory
SYDNEY 

A recent HLB International global survey of 
business leaders has shown confidence is 
strong despite the challenges presented over 
the past 12 months. 

The Business Leaders – Achieving the Post-Pandemic 
Vision: Leaner, Greener and Keener survey is designed 
to act as a barometer of business confidence, and 
highlights some of the opportunities and risks that 
lay ahead as global jurisdictions emerge from the 
Coronavirus pandemic. 

HLB surveyed 583 clients and other business leaders 
in C-suite positions across five continents. Australian-
based clients of HLB Mann Judd were invited to 
participate in the survey, with a total of 41 submitting 
responses. 

While 81 per cent of leaders surveyed are worried 
about the implications of the pandemic and nearly 54 
per cent expect the rate of global growth to decline 
this year, others recognise that the disruption could 
create opportunity. Forty two per cent of leaders 
plan to bring new products or services to the market 
over the coming year, and 76 per cent are confident 
in their own ability to grow revenue over the same 
timeframe. 

Many leaders also cited the role of technology as 
being key to business viability during the shutdown 

period of the pandemic. Investments in new digital 
technologies and capabilities, previously positioned 
further down as a strategic priority, have become a 
necessity to maintain operations, with 35 per cent of 
respondents identifying this as an area of weakness 
to be addressed over the next 12 months. Further 
to this, nearly 50 per cent of leaders ranked ‘cloud 
computing’ as the most important technology for 
enabling future success. 

Digital platforms have saved many businesses through 
the pandemic, however they have also introduced 
challenges. Eighty four per cent of those surveyed 
agreed it’s been difficult to foster the ‘human touch’ in 
these times of social distancing and remote working. 
The ability to collaborate (with colleagues and clients) 
is most missed, selected by over half of business 
leaders and over a third of respondents (37 per 
cent) also acknowledge the difficulties of cultivating 
creativity via digital means.

For further information on the findings or to obtain 
a copy of the report, please speak to your local HLB 
Mann Judd adviser or visit the website. 

*The author is a member of the HLB International 
Global Planning Committee which managed the 
design and implementation of the report.

Contact the author: sjames@hlbnsw.com.au
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ARE SMSFS STILL RELEVANT?

ANDREW BUCHAN
Partner, Wealth Management
BRISBANE

A self-managed superannuation fund (SMSF) 
is a tax structure used as a way for saving and 
providing for members’ retirement benefits. 

With an SMSF, members are charged with the 
responsibility of complying with super and tax laws 
plus making investment decisions as trustees. These 
responsibilities can be overseen and advised on by a 
financial adviser, accountant and or an administrator 
where a fee is paid for the services each year.

The usual alternative is a retail/ industry fund or a 
managed superannuation fund. A managed fund 
makes decisions of how to invest funds for all 
the members of the fund, which can range from 
thousands to millions of members. A percentage fee 
is paid to the trustee or fund for this service. 

In all structures, a fee is payable depending on the 
level of complexity and the tasks involved with 
running the fund. 

In 2013 Rice Warner, an actuarial firm, prepared 
a report for ASIC regarding SMSFs and how they 
compared with retail and industry funds. This report 
was recently updated, with some notable results.

It observed the following regarding SMSF accounts 
(without direct property):

For SMSFs with $500,000 or more:

• Accumulation accounts had lower fees than retail

• For pension accounts, only SMSFs with the highest 
level of complexity and administration were more 
expensive than the cheapest retail funds

• Since 2013, fees on SMSFs have become more 
competitive with retail and industry funds and on 
the lower end of complexity, even cheaper than 

retail and industry funds. 

For SMSFs between $200,000 and $500,000:

• Low administration SMSFs are cheaper on average 
than retail and industry funds

• Medium-level administration SMSFs are cheaper on 
average than retail and industry funds

• Higher administration funds are on par with retail 
and industry funds, except at the high $200,000 
administrative range.

For SMSFs with $200,000 or lower:

• In the $200,000 range, low to medium 
administration funds are on par with retail and 
industry funds

• At $100,000 or lower, retail and industry funds 
have lower fees on average than SMSFs. 

These observations support the view that those who 
have a combined balance of $200,000 or more may 
get more value from an SMSF than a retail or industry 
alternative. 

There are other benefits to having your own fund 
include:

• More investment flexibility – particularly as it 
relates investments such as direct shares, physical 
property and unlisted investments 

• Tax planning – control over assets and when to 
acquire and dispose 

• Estate planning – death benefit nominations don’t 
lapse, and you can control the type of death 
benefit you receive

• Add additional members – you can have up to five 
other members in the fund, enabling the pooling of 
assets. 

The increased flexibility is of significant benefit to 
those who want more control over their retirement 
savings. Where there are gaps in investment 
knowledge or keeping up with rule changes, an 
accountant or financial adviser can be of assistance.

Contact the author: abuchan@hlbqld.com.au

“A retail/ industry 
fund is a managed 

superannuation fund. 
It acts as the trustee, 

and sometimes, the 
investor for all the 

members of the fund, 
which can range from 
thousands to millions 

of members.”
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Many parallels can be drawn between sport and 
business and, during 2020, such analogies were 
particularly apt. A number of sporting teams 
and their coaching staff worked tirelessly in 
training and preparing for the first game of the 
season, which ultimately was never played.

In the same way, there were numerous instances 
of businesses preparing themselves for an M&A 
transaction, which was upended by the pandemic.

Time management in setting up and closing a deal 
is always challenging for all involved. In the past 12 
months there has been an expectation for businesses 
to move even faster, and completing more of the due 
diligence (DD) inquiry remotely than ever before, 
which presents its own suite of challenges.  

For those businesses contemplating or wanting 
to effect an M&A deal, management and advisory 
teams had to find ways to work under these new and 
challenging conditions to become ready for DD and 
close out the deal. In particular, working from home 
meant teams were often less able to access necessary 
information in a timely manner. They also had to 
accept the virtual world and the fact that they needed 
to create that all-important rapport virtually.

Businesses also had to find ways to restructure the 
composition of the deal consideration – for instance, 
by allocating more to earn out where the risk was 
assessed to be higher than before and still wanting to 
transact, or paying more cash upfront where it suited 
the buyer’s strategic objective. They also had to be 
more prepared than ever before to put deals on hold, 
and walk away if necessary.

Even in normal circumstances, becoming DD-ready 
is no small feat. It requires detailed and advanced 
planning, with management working through a 
number of tasks listed on their DD preparedness list.

In our experience, up to 20–30 percent of the items 
referenced on the DD preparedness list was either 
not current or simply unavailable for the counter 
party to review. Therefore, the impact of the omitted 
information on the eventual transaction value needs 
to be further quantified and managed. 

In addition, the pandemic threw further question 
marks over the historical data that was available from 
a comparability perspective. Additional consideration 

M&A DYNAMICS AND BEING 
DUE DILIGENCE READY

JUDE LAU
Partner, Audit & Assurance, Corporate 
Advisory
MELBOURNE

was required relating to supply chains (i.e. increased 
concentration risk due to a production hub/country 
being shut down due to the pandemic), the impacts 
of the evolving government restrictions, government 
support as well as a review of the business’ risk 
management strategy. Other areas, such as IT and 
cybersecurity, also required further scrutiny in the 
current “COVID normal” environment.

Once the suite of possible issues that could affect the 
transaction value has been identified and quantified, 
the team needs to formulate its strategy regarding 
how these matters are shared with the counter party 
and managed through the negotiation process. 

Based on our experience, it is best to be transparent 
and realistic regarding how ready the business is for 
sale. Both the buyers and sellers need to be pragmatic 
about the transaction value and what the market is 
prepared to pay. Equally importantly, it is critical that 
all parties involved are prepared to walk away when 
the deal doesn’t make sense anymore. This is always 
true during M&A transactions, but even more the case 
in the current environment.

Back to my sporting analogy. Sometimes despite all 
the training the season will not go ahead. However, 
the training helps the team understand its strengths 
and weaknesses as it prepares for the next season, 
and if done properly will always stand them in 
good stead.

Contact the author: jlau@hlbvic.com.au
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APPOINTMENTS 

GREG QUIN
Partner, Insolvency WA
PERTH

Mr Quin has over ten years of corporate and personal insolvency experience, and specialises 
in voluntary administrations, creditors’ voluntary liquidations and bankruptcies. His sector 
experience is within the areas of building and construction, engineering, hospitality, and mining. 
He is a member of Chartered Accountants Australia and New Zealand and a professional 
member of the Australian Restructuring, Insolvency and Turnaround Association.

PARTNERS

RICHARD WATKINSON
Partner, Audit & Assurance – TNR
LISMORE

Mr Watkinson has extensive experience in financial reporting requirements, accounting and 
auditing standards and, throughout his career, he has managed both large and small cap ASX-
listed entities, public companies, large and small private companies (including multinational 
groups), not-for-profit organisations, managed investment schemes as well as local government. 
He has worked with various entities and other professional services providers in the UK, Ireland, 
US, Indonesia, Singapore and Hong Kong.

PETER WIRTZ
Director, Tax Consulting
ADELAIDE

Mr Wirtz has considerable experience and expertise in R&D tax credits and incentives. Previously 
a director at a big four accounting firm, he has 20 years’ experience in professional services 
throughout Australia, South Africa, Brazil, China and Japan. Mr Wirtz’s remit will be the provision 
of tax consulting services to Australian-based companies, ranging from start up to multinational 
in size.

DIRECTORS

GEORGINA RIDHALGH
Director, Business Advisory Services 
SYDNEY

Ms Ridhalgh works primarily with family businesses and large high net worth family groups. Her 
focus is to preserve and protect the wealth of family groups together with aligning differing 
family interests and goals. Ms Ridhalgh is also involved in several large charitable foundations.

PETER BARDOS
Director, Tax Consulting 
SYDNEY

Mr Bardos is a tax compliance and consulting director, having joined HLB Mann Judd in 2009. 
He is highly regarded for his ability to advise on complex tax matters, combining his knowledge 
of tax legislation with an understanding of commercial and industry-specific issues.
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ANDREW ASH 
Director, Business Advisory Services 
SYDNEY

Mr Ash specialises in assisting business owners and their families with achieving strategic 
objectives. He has strong expertise across a range of industries including construction, hire and 
rental, IT, retail, manufacturing, cleaning services, design, hospitality, and marketing.

TOM ROBERTS
Director, Business Advisory Services 
SYDNEY

Mr Roberts commenced his career with HLB Mann Judd’s corporate tax division in 2008, and 
spent the early part of his career advising large corporate entities including ASX listed and 
multinational businesses. Bringing this experience to the business advisory division, he now 
focuses predominantly on advising family-owned businesses looking to grow and transition to 
the next level.

FADY NAHABIA
Director, Business Advisory Services 
BRISBANE 

Mr Nahabia is a qualified Chartered Accountant with over 10 years’ experience providing 
accounting, tax and business advisory services across a broad scope of industries and clients. 
These include corporates, SMEs, high net wealth individuals and private family groups. His focus 
is assisting clients across a broad range of taxation and business advisory issues, including the 
review of taxation implications of large commercial property transactions and organisational tax 
efficiencies. 

CHEYNE BUCKLEY 
Director, Business Advisory Services 
BRISBANE

Mr Buckley has extensive experience advising businesses across a diverse range of industries 
and sizes. In his role he focuses on understanding the business’ goals in order to deliver tailored 
practical advice and key drivers of value. He has experience working in financial modelling, 
corporate finance, board of advice services, capital raising and business structuring.

DONY KURNIADI 
Director, Audit & Assurance  
BRISBANE 

Mr Kurniadi has over 16 years of accounting and auditing experience and has worked with a 
wide range of clients and industries in Australia and overseas. He is responsible for managing 
a portfolio of clients from small private businesses to large public companies, including those 
within sectors such as not-for-profit, financial services, mining and exploration, and property and 
construction. 

LAUREN WHELAN
Director, Tax Consulting
SYDNEY

Having joined as a graduate in 2012, Ms Whelan practices in tax compliance and consulting for 
corporates. Ms Whelan specialises in transfer pricing and other international taxation matters 
and advises across a range of industries including manufacturing, property, waste management 
and freight forwarding.
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COVID BRINGS TAX 
NUANCES FOR RETURNING 
EXPATS 

PETER BEMBRICK
Partner, Tax Consulting
SYDNEY

Australian expats returning to local shores amid 
the ongoing COVID-19 pandemic will need to 
consider the tax implications of investments 
held overseas. 

ESTATE ADMINISTRATION CHALLENGES 

LITSA CHRISTODULOU
Partner, Business Advisory Services
PERTH

Although a morbid issue to deal with, it’s 
imperative to have a will in place just in case 
something unforeseen happens.

Most wills are relatively uncomplicated, with the 
spouse commonly appointed as the executor to 
deal with the estate. However, issues can arise if 
the spouse is not financially literate or has limited 
understanding of the deceased’s financial position.

The executor is also legally obliged to deal with 
the assets of the estate fairly and ensure that the 
distribution of assets occurs in accordance with the 
will.

That said, the administration required to deal with an 
estate is the last thing that a loved one wants to deal 
with, especially as they are grieving at the same time.

Regardless, a number of areas require immediate 
attention at this time – bills need to be paid and living 
costs for the spouse continue as normal, yet if all 
the bank accounts are in the name of the deceased, 
the accounts are normally frozen by the bank. This 
means any direct debits against that account will be 
stopped, no transfer of money can take place, and 
direct debit and credit cards are cancelled.

Working with your bank can sometimes prove difficult 
especially where affected family members do not 
have a relationship with a personal banker. The 
majority of Australian banks have a protocol of what 

must happen when someone dies, which often begins 
with family members advising the bank that a death 
has occurred. This may involve either phoning or 
emailing a support services team. Banks will require 
documents such as a certified death certificate or, 
where someone is an executor, a certified copy of 
the will or grant of probate. In instances where the 
executor has multiple queries, they may be speaking 
to, or emailing, various banking personnel across 
numerous departments within the same bank trying 
to obtain access to accounts.

However, the good news is any bank accounts in joint 
names will automatically revert to the survivor so you 
can still access and operate the account.

Joint home loans can also prove problematic. If 
the home loan is not going to be paid off with the 
deceased’s superannuation or life insurance, then the 
bank may be able to transfer the certificate of title to 
the surviving spouse once the estate is administered 
or, alternatively, once the loan is refinanced to the 
surviving spouse.

These are only the tip of the iceberg of financial issues 
that need to be considered to administer an estate 
properly. One way of removing the burden from the 
executor is to have a conversation with an accountant 
to see where they can assist. A professional 
accountant can help with understanding the financial 
issues, and possibly deal with the banking issues and 
paperwork required to administer the estate. They will 
also be able to assist with any tax issues associated 
with the disposal of assets.

Contact the author: litsa@hlbwa.com.au

There are tax consequences depending on the 
jurisdiction resided in and the length of time spent 
overseas; even if someone has been living and 
working abroad for a relatively short period of time, 
it can still result in a hefty tax bill on their return to 
Australia. 

The circumstances dictating a return home could also 
be quite stressful, but if expats have a sound financial 
strategy in place throughout their stint overseas, 
it could go a long way in alleviating a lot of the 
pressure. 

In addition to income tax, they will need to account 
for any share holdings, employee share schemes – 
particularly in the event of a redundancy, cash in 
offshore banks accounts, and pension funds. 
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The HLB Mann Judd Australasian 
Association comprises a number 
of independent accounting firms in 
Australia, New Zealand and Fiji. 

MEMBER FIRMS

ADELAIDE
T: (0)8 8133 5000
E: mailbox@hlbsa.com.au

AUCKLAND
T: +64 (0)9 303 2243
E: mailbox@hlb.co.nz

BRISBANE
T: (0)7 3001 8800
E: mailbox@hlbqld.com.au

FIJI
T: +679 670 2430
E: info@hlbnadi.com.fj

MELBOURNE
T: (0)3 9606 3888
E: mailbox@hlbvic.com.au

PERTH
T: (0)8 9227 7500
E: mailbox@hlbwa.com.au
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Property is another key consideration. Some countries 
charge non-residents a higher rate of transaction 
tax or tax capital gains on profits from property 
investments and, in Australia, if they’ve retained 
property while abroad, they may be better to move 
back first before selling. This applies particularly 
to the former family home, as non-residents selling 
property are now excluded from the CGT main 
residence exemption and the related “six-year 
absence” rule.

The pension system in jurisdictions such as the United 
Kingdom - where an estimated 40,000 Australians 
reside at any given time – can also create adverse tax 
consequences.

People who have been living and working in London 
for example, often on a high income, need to pay 
close attention to their pension savings and how 
to transfer the funds back into the Australian 
superannuation system. 

Shares and managed funds will also need to 
be carefully assessed, particularly if someone 
has become a non-resident for Australian tax 
purposes during their time overseas. These types 
of investments are generally treated under the CGT 
rules as having been sold at their market value at the 
time that tax residency changed, triggering deemed 
capital gains or losses. However, there would be no 
further Australian CGT implications if these assets 
are actually sold while a non-resident, but if they are 
still owned when Australian tax residency is resumed, 
they will be deemed to be re-acquired at that time for 
their current market value. This means that any future 
capital gains or losses on sale would relate only to 
the movement in value during the second period of 
Australian tax residency. 

A lot of careful planning and consideration needs to 
be factored into a possible return home, but seeking 
professional financial advice will go a long way in 
alleviating much of the stress involved.

Contact the author:     pbembrick@hlbnsw.com.au

Liability limited by a scheme approved under Professional Standards Legislation.
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The accounting profession has changed 
irrevocably since he joined some four decades 
ago, but as Brisbane managing partner James 
Henderson explains, running a firm like a family-
run business is something that will always 
remain the same. 

Ease of access to the adviser and the speed of 
delivery of information has certainly changed over 
time. When I began my career in audit with a big four 
accounting firm, there were no computers; now, with 
the internet, mobile phones and other innovations 
to come in the period since, it has made for very 
efficient, timely and seamless delivery of information 
to the client. 

On the flipside of this, these same developments have 
meant that clients are now a lot more discerning and 
informed than ever before. While the analysis of their 
financial needs and circumstances is not what they’re 
necessarily trained in, they can access information 
more readily and easily.

The COVID health crisis presented us with new 
options around client delivery. We learned that there 
are clients who are comfortable with an increased 
online delivery of information. At the same time, there 
are those clients, particularly those approaching 
retirement, who are not as comfortable with this 
approach and are still favouring in-person meetings, 
and we accommodate these clients accordingly. 
Speaking to clients adapting to their requirements is 
part of the trust we engender.  

During the height of the shutdown last year, our 
60-odd staff - including several based in India - were 
able to operate efficiently from home through firm-
provided laptops and screens. It was critical to ensure 
staff were resourced sufficiently in order to be able to 
undertake the roles we ask of them, and we received 
positive feedback from staff on the way we undertook 
the transition.

As a leader of the business, the process during this 
unique time reinforced a belief that the decisions you 
make and the actions you take effect people directly. 
We’ve got a number of family-owned and operated 
businesses as clients, and the culture they create is 
something that we, as a firm, look to emulate. From 
an ownership perspective, we’re structured very 
differently, but our objective is to get a culture of a 
family-run business running through our professional 
services business. 

The firm is well regarded for the delivery of its holistic 
business advice, and we work together to provide 
solutions for our client base. Importantly, we don’t 
work in silos and as much as possible, we service 
clients across divisions. Some of our key clients 
are across sectors of property and construction, 
hospitality, medical and aged care. 

Last year I was also appointed chair of HLB’s Asia 
Pacific region. While we are at a time where we 
must focus on the direction and growth of our own 
business, it’s equally as important to look further 
afield and collaborate with our neighbours.  

Our key focus for the remainder of 2021 is largely 
a continuation of what we’ve been doing in recent 
months, while also growing our client base either 
through the delivery of different services to our 
clients. From here onwards, a major piece of advice 
work will be related to the cessation of the Federal 
Government’s JobKeeper program, and clients 
needing to understand the impact to their business 
and financial requirements. 

Contact the author: jhenderson@hlbqld.com.au
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