
I N T I G E R  G R O U P

A S X : I A M
The future of Australian Financial Planning, Insurance & Stockbroking 
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D I S C L A I M E R  &  F O R W A R D  L O O K I N G
S T A T E M E N T S  

Important Notice and Disclaimer  

These presentation materials and the accompanying verbal presentation (together, the Presentation Materials) have been prepared by Intiger Group Limited (Company).  

By receiving the Presentation Materials, you acknowledge and represent to the Company that you have read, understood and accepted the terms of this disclaimer. 

NOT AN OFFER 

These Presentation Materials are for information purposes only. 

The Presentation Materials do not comprise a prospectus, product disclosure statement or other offering document under Australian law (and will not be lodged with the Australian Securities and Investments Commission) or any other law. The Presentation Materials 

also do not constitute or form part of any invitation, offer for sale or subscription or any solicitation for any offer to buy or subscribe for any Securities nor shall they or any part of them form the basis of or be relied upon in connection therewith or act as any 

inducement to enter into any contract or commitment with respect to Securities.  

NOT INVESTMENT ADVICE 

The Presentation Materials are not investment or financial product advice (nor tax, accounting or legal advice) and are not intended to be used for the basis of making an investment decision. Recipients should obtain their own advice before making any investment 

decision.  

SUMMARY INFORMATION 

The Presentation Materials do not purport to be all inclusive or to contain all information about the Company or any of the assets, current or future, of the Company.  

The Presentation Materials contains summary information about the Company and its activities which is current as at the date of the Presentation Materials. The information in the Presentation Materials is of a general nature and does not purport to contain all the 

information which a prospective investor may require in evaluating a possible investment in the Company or that would be required in a prospectus or product disclosure statement or other offering document prepared in accordance with the requirements of 

Australian law or the laws of any other jurisdiction. 

The Company does not undertake to provide any additional or updated information whether as a result of new information, future events or results or otherwise. 

FORWARD LOOKING STATEMENTS 

Certain statements contained in the Presentation Materials, including information as to the future financial or operating performance of the Company and its projects, are forward looking statements.  Such forward looking statements: 

(a)  are necessarily based upon a number of estimates and assumptions that, while considered reasonable by the Company, are inherently subject to significant technical, business, economic, competitive, political and social uncertainties and contingencies; 

(b)  involve known and unknown risks and uncertainties that could cause actual events or results to differ materially from estimated or anticipated events or results reflected in such forward looking statements; and

(c)  may include, among other things, statements regarding estimates and assumptions in respect of prices, costs, results and capital expenditure, and are or may be based on assumptions and estimates related to future technical, economic, market, political, social 

and other conditions. 

The Company disclaims any intent or obligation to publicly update any forward looking statements, whether as a result of new information, future events or results or otherwise. 

The words “believe”, “expect”, “anticipate”, “indicate”, “contemplate”, “target”, “plan”, “intends”, “continue”, “budget”, “estimate”, “may”, “will”, “schedule” and similar expressions identify forward looking statements. 

All forward looking statements contained in the Presentation Materials are qualified by the foregoing cautionary statements. Recipients are cautioned that forward looking statements are not guarantees of future performance and accordingly recipients are cautioned 

not to put undue reliance on forward looking statements due to the inherent uncertainty therein.  

NO LIABILITY 

The Company has prepared the Presentation Materials based on information available to it at the time of preparation.  No representation or warranty, express or implied, is made as to the fairness, accuracy or completeness of the information, opinions and conclusions 

contained in the Presentation Materials. To the maximum extent permitted by law, the Company, its related bodies corporate (as that term is defined in the Corporations Act 2001 (Commonwealth of Australia)) and the officers, directors, employees, advisers and agents 

of those entities do not accept any responsibility or liability including, without limitation, any liability arising from fault or negligence on the part of any person, for any loss arising from the use of the Presentation Materials or its contents or otherwise arising in 

connection with it. 



I N T I G E R  G R O U P

C O R P O R A T E  V I S I O N

The dominant AI driven back office process provider to the insurance, financial planning & 

stockbroking industries. 

I N T I G E R  G R O U P
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O V E R V I E W

E S T ’ B  2 0 1 3  T O  
R E S O L V E  I N D U S T R Y

C H A L L E N G E S :  

• Increased regulation

• Downward pressure on commissions

and revenue

• Declining practice profit as compliance

costs rise

High quality compliant advice for Licensee’s 

High volume, low cost, profitable advice production for Practices 

S T R O N G  T R A C K
R E C O R D :  

G O A L :

• Artificial Intelligence (AI) &

Offshore Processing solutions,

dramatically cutting back office

costs

• Reduced back office costs &

compliant advice

• 3 years of proven delivery with a

national client base; Australia’s

largest retail bank to local

Practitioners



5 

|
 

I
N

T
I

G
E

R
 

G
R

O
U

P

Ongoing media spotlight &  industry 

following 

IAM’s client wins Financial Planning 

Association (FPA) Practice of the Year 

Award 

N A T I O N A L  M E D I A .  H I G H  P R O F I L E
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S U C C E S S

Recognised nationally as the catalyst for industry change and consolidation 



I N T I G E R  G R O U P

6 

I N S U R A N C E ,  F I N A N C I A L  
P L A N N I N G  &  S T O C K B R O K I N G
Industries under pressure 

I N T I G E R  G R O U P
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W H A T  N E E D S  T O  C H A N G E ?

• Client facing Financial Planning, Stockbroking & Insurance Advisory firms must not  be

burdened with time consuming, expensive back-office processing or  administration.

• Adviser time should be focused primarily on revenue generation on a dramatically lower

cost base.

• All back-office and administrative processing must be delivered 24/7 and  leverage AI-

driven software and offshore processing.

• Output must be high volume, high quality, low cost, compliant and personalised.

M R  P A T R I C K  C A N I O N
Chairman 

Intiger Group Limited 

7 

J E T T I S O N  E X P E N S I V E  P R O C E S S I N G
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T H E  P R O B L E M  I S  W E L L  K N O W N

F A S T E R ,  C H E A P E R  P R O C E S S I N G … O R  E X I T

~4 Advisers in 10 will exit the Industry 

What is the most significant change you will seek to implement in your risk business in response to the New Life Insurance Framework? 

7 
http://riskinfo.com.au/news/2015/07/21/lif-three-advisers-in-ten-will-leave-the-industry/ 

5% 

7% 

8% 

20% 

22% 

38% 

Other

Specialise in advising higher net worth clients

Not sure

Deliver more holistic, broader advice solutions

Increased focus on business efficiencies

Leave the industry

60% will exit the

industry or look for 

efficiencies to lower cost 



I N T I G E R  G R O U P

S T A T U S  C H E C K :

• Regulation and the rise of the back office

• Artificial Intelligence (A.I.)

• Robo-advice

I N T I G E R  G R O U P
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• 90%  focus

• Revenue

• People/sales  industry

H I S T O R I C A L

• 50% focus

• Why sell more if you’re making less for each

unit sold?

• 50% focus

• Practitioners must be  processing experts

• Back office productivity

determines success

• 10% focus

• Limited investment 

• Processing is not a profession

R I S E  O F  T H E  B A C K  O F F I C E

C L I E N T  F A C I N G  S A L E S
B A C K  O F F I C E
P R O C E S S I N G  

•Why are Broking & Financial Planning firms investing time & $ in processing?

C U R R E N T  
&  F U T U R E
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2  D I F F E R E N T  B U S I N E S S E S  E M E R G E

I N S U R A N C E  &  F I N A N C I A L
P L A N N I N G  F I R M S  

H I S T O R I C A L
1 firm, all in house 

F U T U R E
2 firms 

S A L E S  &  C L I E N T
M A N A G E R S  

2 

B A C K  O F F I C E
P R O C E S S I N G  

2 different businesses and 2 different skill sets 

B U S I N E S S  1 B U S I N E S S  22 1 
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F U T U R E

• People and sales

• Relationships

• Client management

• Marketing

1 

D E L I V E R A B L E S

2  D I F F E R E N T  S K I L L  S E T S

B U S I N E S S  1
Sales & Client Managers 

B U S I N E S S  2

Processing 
2 

1 

• Revenue

• Client satisfaction

S K I L L S

• A.I. + Offshore Processing

• Algorithms/regression

• Variance and standard deviation

• For Licensees: compliant

high quality advice

• For Practices: low cost

per unit, scalable

Broking & Financial Planning firms  should be client facing – not processing 

I N T I G E R
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R O B O - A D V I C E

I N T I G E R  I S  N O T  
D E L I V E R I N G  R O B O -

A D V I C E .  

Robo-Advice removes the adviser from the 

client relationship  completely - it devalues the 

adviser's role in the process. The  Robo-Advice 

market is overcrowded with too many jumping 

on a  bandwagon – and has not delivered 

internationally as expected. 

Intiger does not compete with advisers or 

create Robo-Advice.  

It supports them - by  removing time consuming, 

expensive processing, and allowing  them to 

increase margins, scale their businesses and 

provide  advice to more Australians. 

M R  P A T R I C K  C A N I O N

Chairman 

Intiger Group Limited 
7 
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I N T I G E R  G R O U P

T H E  I N T I G E R  S O L U T I O N

Industry pioneering Artificial  Intelligence (A.I.) + 

Select 24/7 offshore processing 

I N T I G E R  G R O U P
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L I C E N S E E
Example: CBA, AMP, ANZ, Dover 

L I C E N S E E  

P R O B L E M :

• Liable for advice but little control

over advice given by network

• Offer their network little/no solution

to reduce back office costs

NEED: Control advice quality across 

network 

S E L F - E M P L O Y E D  
P R A C T I C E  P R O B L E M :

• High back office costs, margin & profit

erosion

• Licensee offers little/no solutions to

reduce their back office costs

NEED: Low cost, scalable back office to 

restore profits 

1 2 

Practice/Bank Branch Practice/Bank Branch Practice/Bank Branch Practice/Bank Branch Practice/Bank Branch 

Licensee problem = quality of advice 

Practice problem = cost of advice & low licensee assistance 

O N E  I N D U S T R Y ,  T W O  P R O B L E M S
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• High commissions, low compliance

• Low complexity 

• Low investment in efficiency,  productivity, 

offshore solutions and technology

• Sales focus

• Margins falling

• Compliance breaches,  falling public confidence,  industry

reform

• Low investment in  efficiency, offshore  solutions and

technology

• Sales focus

 

• Increased regulations

• Falling margins

• Advisers leaving, profits  falling

• Few/little efficiency,  technology or offshore 

solutions to cut costs

• Capped commissions

P R O F I T A B I L I T Y  I S  F A L L I N G

1 5  Y E A R S  A G O

5  Y E A R S  A G O

P A S T  
Y E A R  T O
T O D A Y  
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1  S O L U T I O N  –  I N T I G E R  A . I .

Licensee controls (centrally) the quality of advice - reduces advice risk 

1. Licensee pre-sets advice parameters/compliance in A.I. Brain (BOOM2).

2. Licensee: central control over advice quality & compliance.

3. Reduces quality of advice risk.

S T E P  1  

LICENSEE CONTROL 

LICENSEE 
Example: CBA, AMP, ANZ, WESTPAC etc 

BOOM2 
A.I. Brain

BOOM2 
A.I. Brain

Licensee pre sets advice controls/compliance 

BOOM2 A.I. BRAIN 
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1  S O L U T I O N  –  I N T I G E R  A . I .

4. Every Practice & Branch interconnected.

5. A.I. Brain learns perpetually from all advice given to all clients in network.

6. A.I. Machine Learning perpetually improves quality of advice.

7. BOOM2 delivers all Back Office processes. Reduce Practice cost ~ 80%.

S T E P  2

MACHINE LEARNING & 

PRACTICE COST REDUCTION 

LICENSEE 
CBA, AMP, ANZ, WESTPAC etc 

BOOM2 
A.I. Brain

BOOM2 
A.I. Brain

Licensee pre sets advice controls/compliance 

All Practices/Branches continually ‘feeds’ AI Brain 

AI Brain perpetually learns & improves 

advice quality & compliance 
BOOM2 AI. BRAIN 

Practice/Bank Branch Practice/Bank Branch Practice/Bank Branch Practice/Bank Branch 

Practice/Bank Branch Practice/Bank Branch Practice/Bank Branch 

All Branches/Practices interconnected & feeding the A.I. Brain 

Brain perpetually learns. Quality of advice continually improves, compliance risk continually falls 
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F O R  S T O C K B R O K E R S
VIRTUAL FINANCIAL PLANNING SOLUTION FOR STOCKBROKERS 

S T O C K B R O K E R S
C H A L L E N G E :  

• Execution only or limited scope advice

• Want to provide Financial Planning advice but:

‒ Processing costs are too high

‒ Extensive time commitment

Stockbrokers can offer insurance, super, 

investment & retirement planning advice with no 

back office 

I N T I G E R  S O L U T I O N

Stockbroker logs 

into BOOM2 

Emails client Online 

Fact Find 

Stockbroker & Client 

Meeting 1 

Client Completes at 

home 

Complete Remaining Fact 

Find Queries 

Stockbroker Orders Full 

Advice in BOOM2 

BOOM2 completes full Financial Advice 

process including all administration, 

documentation & SoA. Delivers to 

Stockbroker. 

Stockbroker/Client Final 

Meeting/ Present 

advice/ SoA 

Low cost, full suite financial planning solution for stockbrokers 
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K E Y  N E E D S  M E T

• Lower back-office processing costs

• Higher margins & profit

• Reduced compliance risk

• Scalable back-office

• AI Brain Machine Learning connects every

practice & improves advice quality

• See value in licensee’s delivery of low cost,

optimised back-office functions

• Top down oversight across its network

• Set & control advice compliance centrally

• Deliver practices faster, cheaper, compliant back-

office solution

• AI Brain Machine Learning every practice  benefits

from the advice given by another

• Quality of advice improves

• AI Brain flags non-compliant advice

AI Brain perpetually learns from all advice given to all clients 

L I C E N S E E P R A C T I C E S
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A R T I F I C I A L  I N T E L L I G E N C E  A . I .

H I S T O R I C A L I N T I G E R

Cost per unit of advice $1,500 - $5,000 ~$199 

Time to complete advice 1 to 3 months ~2 days 

Compliance Risk Very High Very Low 

Scalability Very Low Very High 

Need for expensive CRM 
i.e. XPLAN, COIN

Very High Very Low 

* 1st to deliver AI to Financial Planning & Insurance industry to the best of the Directors knowledge.Excludes delays caused by 3rd parties. All numbers are approximates

Industry pioneering AI solution 
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B O O M 2  T H E  A . I .  P L A T F O R M

The future of Australian Financial Planning & Stockbroking 
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• Perth and Sydney  based leadership 

• Industry respected professionals  and Tier-1 service 

providers 

• Philippines ~35 experienced paraplanners 

• In-country, hands-on Australian leadership 

• Australian trained and certified 

• Growth market and attractive  margins

• Client base, Australia – initially  large practices, now

targeting  national licensees 

• National footprint: NSW, WA, SA, NT,

VIC

• All core back-office processes

• Three-year track record 

• Reputable management team 

• Vietnam targeting ‘low-cost  growth 

centre’ 

• Intiger first-mover advantage 

• Investigation underway 

A U S T R A L I A ' S  F I R S T  A N D  L A R G E S T  O F F S H O R E

INSURANCE & FINANCIAL PLANNING SOLUTION 

High volume, low cost, compliant, scalable 



I N T I G E R  G R O U P

T H E  F U T U R E  I S  C O N S O L I D A T I O N

IAM facilitates industry consolidation 

I N T I G E R  G R O U P
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F U T U R E  I N D U S T R Y  L A N D S C A P E

• Un-scalable, slow, high risk human

processing

• Low volume, high cost per unit

• High compliance risk

• 1-3 month turn around

• High ratio of back-office staff and higher

costs

• High cost to income ratio

• High reliance & cost on expensive CRM  (XPlan,

Coin etc)

• 24/7 scalable, instant response operation

• High volume, low cost per unit

• Compliance confidence

• 72-hour turn around

• more client facing advisers, less back-office

staff & costs

• Low cost to income ratio

• Low reliance or cost on CRM (XPlan, Coin etc)

Changing the cost to income ratio of Brokers & Financial Planners nationally 

P R A C T I C E S  W I T H  I A M P R A C T I C E S  N O T  W I T H  I A M

* All numbers are approximate.



I N T I G E R  G R O U P

C O R P O R A T E  P R O F I L E

• Board

• Share price and chart

• Securities on Issue

• Major shareholder(s)

I N T I G E R  G R O U P
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B O A R D

P A T R I C K  C A N I O N
Chairman 

• Winner, Financial Planning Practice of The Year Award 2017 

• Chief Executive Officer and co-owner of ipac WA, one of WA’s

largest and most awarded financial advice firms 

• Over 30 years in financial services and is nationally 

recognised for his leadership and innovation in financial 

planning 

• Certified Financial Planner and holds a Master of Applied 

Finance and Investment degree 

• Graduate member of the Australian Institute of Company 

Directors 

• Former member-elected director of the Financial Planning 

Association 

• Past President of the Western Australian Club 

• Current director of the Future 2 Foundation 

M A R K  F I S H E R
Founder and MD 

• Over 20 years global senior executive experience and 

delivery for the worlds most respected Tier-1 investment, 

retail and commercial banking and management consulting 

firms including Barclays International Retail and 

Commercial Bank (Spain, France, Portugal, Italy, South 

Africa), Lloyds of London, Lloyds TSB, HSBC Global  Banking 

and Markets (Hong Kong, UK, LATAM), Royal Bank of 

Scotland, GE Capital (Hungary, UK, Switzerland,  USA, 

Czech Republic), Bank of America, Barclays Capital 

Investment Bank (UK, USA). 

• Specialising in large-scale global change programs, 

offshore processing, cost reduction strategies and 

institutional  restructuring within financial services 

T O N Y  C H O N G
Non. Exec. Director 

• Partner, Lavan 

• Practises in the areas of corporate business services, 

FIRB and tax. Six years as head of tax & group counsel 

for a  major corporate group, as well as operating in 

private legal practice. Numerous Director positions on 

ASX listed and  not for profit boards. 

• Tony speaks Chinese-Mandarin and Cantonese. 
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Business 

Description 

Ordinary Fully 

paid 

Day Year Ratios 

Open 0.018 Previous Close 0.017 P/E - 

Day high 0.021 52 week high 0.080 EPS -0.004 AUD 

Day low 0.017 52 week low 0.008 
Annual 

dividend yield 
- 

Day volume 25,411,803 
Average 

volume 
8,741,535 

Bid 0.016 

Offer 0.017 

Number of 

shares 
1,377,895,817 

C O R E  D A T A
7 T H  F E B  2 0 1 8

C O R E  D A T A
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C O R E  D A T A S H A R E  P R I C E
7 T H  F E B  2 0 1 8
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C O R E  D A T A S H A R E  P R I C E
7 T H  F E B  2 0 1 8
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C O N T A C T  U S

M A R K  F I S H E R
Managing Director 

Integrity House 

67 Howe St 

Osborne Park 6017 

Australia 

Email: mark@integraassetmanagement. 

com.au 

Tel: +61 404 975 411 

C O R P O R A T E  A N D
I N V E S T O R  
E N Q U I R I E S :  

mailto:mark@integraassetmanagement.com.au
mailto:mark@integraassetmanagement.com.au
mailto:mark@integraassetmanagement.com.au

