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Any advice contained in this presentation has been prepared without taking into account your objectives, financial situation or 
needs. Before acting on any advice in this presentation, WealthHub Securities recommends that you consider whether the advice is 
appropriate for your circumstances. 

WealthHub Securities recommends that you obtain and consider the relevant Product Disclosure Statement or other disclosure 
document available at nabtrade.com.au before making any decision about a product including whether to acquire or to continue to 
hold it. 
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VIHARI ROSS
Head of Research
Magellan Financial Group

Don’t forget, you can submit questions at any time. 

You can also download the presentation

What we’ll discuss

• How the direction of interest rates is a key swing factor in identifying the best 
opportunities into 2020 and beyond

• How lower long-term rates have favourable implications for the value of certain 
companies

• Examples of these tailwinds and stock ideas that stand to benefit

• What the wealthiest members of society are spending more on

• Why the demand for luxury products is at an all-time high and expected to 
continue, and

• Which products and services do relatively well in recessions.

Q&A Session

45 minutes

GROWTH OPPORTUNITIES IN 2020 WEBINAR 

GEMMA DALE
Director, SMSF and Investor 
Behaviour
nabtrade

TIM SAMWAY
Executive Chairman
Hyperion Asset Management

15 minutes
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Growth in 2020 (and beyond)
Luxury is the new black

Tim Samway, Executive Chairman



The Disappearing Middle Class is Another Brake on Growth

Sources: Hyperion, Emmanuel Saez & Gabriel Zucman. NBER working paper 20625
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The wealthy are now uber wealthy

Wealth of the top 0.1% now equals the wealth of the bottom 90% 
% of Total Net Household Wealth



Ferrari

• During the GFC, Ferrari’s order book dropped only 4%

• Other luxury car companies’ books dropped 40%+

• Most high-end Ferraris are really just collectors’ items 

• >40% of Ferrari owners own more than one Ferrari

Long waiting lists, loyal customers, and rising prices

Images source: unsplash.com 6



Hermes

• Increased sales during the GFC

• Birkin and Kelly bags resell for more than they sell new

• The Kelly bag has appreciated 500% in the last 35 years

• The high-end products are not found in store

• Hermes control all parts of production to control quality

Long waiting lists, loyal customers, and rising prices

Images source: unsplash.com 7



Moncler

• Virtual scarcity drives demand

• The best-selling Maya jacket (3700 USD) not displayed in store

• Sales driven through social media

• Not much competition to the brand

Moncler was a near bankrupt French skiwear 
producer until Remo Ruffini took over in 2003

Images source: unsplash.com 8



LVMH

• Everything from Château d’Yquem to Sephora, Cloudy 
Bay to Bulgari, Louis Vuitton to Dom Pérignon

• In the process of taking over Tiffany

• Many of these brands are aspirational

• Focused on building the Asian market but with a  solid 
base camp in the USA

Moët Hennessy Louis Vuitton is a luxury brand 
conglomerate that owns nearly 80 different brands 

including wines and spirits, fashion and 
leather goods, perfumes and cosmetics, 

watches and jewellery

Images source: unsplash.com 9



Kering

• The “Street Luxury” segment is for the wealthy young

• Gucci is their main brand now focussed on Millennials

• Gucci grew sales during the GFC, driven by store rollouts

Kering holds a number of apparel, jewellery and 
footware brands including Gucci and Balenciaga, 
Stella McCartney, Pomellato just to name a few

Images source: unsplash.com 10
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11Returns are net of fees. Past performance is not a reliable indicator of future performance. 
As at 31 October 2019. Source: Morningstar. 

Top quartile performance from Hyperion at a below average cost

Hyperion Global Growth Companies Fund (Class B)

Management Fee 0.70% p.a. 

Performance Fee 20% p.a.

Hyperion Global Growth Companies Fund is available as HYN04 on ASX mFunds



The information contained in this presentation is for information purposes only and has been prepared for use in conjunction with a verbal presentation
and should be read in that context.

This communication was prepared by Hyperion Asset Management Limited (‘Hyperion’) ABN 80 080 135 897 AFSL 238 380. Any opinions or forecasts
reflect the judgment and assumptions of Hyperion and its representatives on the basis of information at the date of publication and may later change
without notice. Any projections contained in this presentation are estimates only and may not be realised in the future. The information is not intended
as a securities recommendation or statement of opinion intended to influence a person or persons in making a decision in relation to investment. It has
been prepared without taking account of any person’s objectives, financial situation or needs. Any persons relying on this information should obtain
professional advice relevant to their particular circumstances, needs and investment objectives. Past performance is not a reliable indicator of future
performance.

Interests in the Hyperion Australian Growth Companies Fund (ARSN 089 548 443) and Hyperion Global Growth Companies Fund (ARSN 611 084 229)
(‘Funds’) are issued by Pinnacle Fund Services Limited, ABN 29 082 494 362, AFSL 238371. Pinnacle Fund Services Limited is not licensed to provide
financial product advice. Hyperion Asset Management Limited is the investment manager of the Funds. Please read the Product Disclosure Statement
for the Funds in its entirety before making an investment decision. You can obtain a copy of the latest PDS of the Funds at www.hyperion.com.au or by
contacting Hyperion at 1300 497 374 or via email to investorservices@hyperion.com.au.

Pinnacle Fund Services Limited and Hyperion believe the information contained in this communication is reliable, however its accuracy, reliability or
completeness is not guaranteed and persons relying on this information do so at their own risk. Subject to any liability which cannot be excluded under
the Competition and Consumer Act 2010 and the Corporations Act, Hyperion and Pinnacle Fund Services Limited disclaim all liability to any person
relying on the information contained in this communication in respect of any loss or damage (including consequential loss or damage), however caused,
which may be suffered or arise directly or indirectly in respect of such information.

The information contained in this presentation is not to be disclosed in whole or part or used by any other party without the prior written consent of
Hyperion. Unauthorised use, copying, distribution, replication, posting, transmitting, publication, display, or reproduction in whole or in part of the
information contained in this presentation is prohibited without obtaining prior written permission from Hyperion.

Disclaimer
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Growth opportunities in 2020 with nabtrade
Vihari Ross
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Important Information
• This presentation (‘Presentation’) has been produced by Magellan Asset Management Limited (‘Magellan’) ABN 31 120 593 946, AFS Licence No 304 301 and has been prepared for informational

and discussion purposes only and does not constitute an offer to sell or a solicitation of an offer to purchase any security or financial product or service. Any such offer or solicitation shall be
made only pursuant to a Product Disclosure Statement, Information Memorandum or other offer document (collectively ‘Offer Document’) relating to a Magellan financial product or service. A
copy of the relevant Offer Document relating to a Magellan product or service may be obtained by calling Magellan on +61 2 9235 4888 or by visiting www.magellangroup.com.au. This
Presentation does not constitute a part of any Offer Document issued by Magellan. The information contained in this Presentation may not be reproduced, used or disclosed, in whole or in part,
without the prior written consent of Magellan.

• Past performance is not necessarily indicative of future results and no person guarantees the performance of any Magellan financial product or service or the amount or timing of any return from
it. There can be no assurance that a Magellan financial product or service will achieve any targeted returns, that asset allocations will be met or that a Magellan financial product or service will be
able to implement its investment strategy and investment approach or achieve its investment objective.

• Statements contained in this Presentation that are not historical facts are based on current expectations, estimates, projections, opinions and beliefs of Magellan. Such statements involve known
and unknown risks, uncertainties and other factors, and undue reliance should not be placed thereon. Additionally, this Presentation may contain “forward-looking statements”. Actual events or
results or the actual performance of a Magellan financial product or service may differ materially from those reflected or contemplated in such forward-looking statements.

• Certain economic, market or company information contained herein has been obtained from published sources prepared by third parties. While such sources are believed to be reliable, neither
Magellan or any of its respective officers or employees assumes any responsibility for the accuracy or completeness of such information. No person, including Magellan has any responsibility to
update any of the information provided in this Presentation.

• This Presentation must not be regarded as advice or a recommendation in relation to a Magellan financial product or service, or that an investment in a Magellan financial product or service is
suitable for you or any other person. This Presentation does not take into account your investment objectives, financial situation or particular needs. In addition to carefully reading the relevant
Offer Document you should, before deciding whether to invest in a Magellan financial product or service, consider the appropriateness of investing or continuing to invest. Magellan strongly
recommends that you obtain independent financial, legal and taxation advice before deciding whether to invest in a Magellan financial product or service.

• Any trademarks, logos, and service marks contained herein may be the registered and unregistered trademarks of their respective owners. Nothing contained herein should be construed as
granting by implication, or otherwise, any license or right to use any trademark displayed without the written permission of the owner.
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The direction of interest rates
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Rates and Markets
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Near Term Risks are Driving Lower Interest Rates

Probability

12 month 
change

~50%

Broadly unchanged

~20%

↓

~30%

↑

No growth or 
inflation shock

(modest Fed cuts)

- Bifurcated market
- Defensive and growth 

assets likely to do well
- Financials/cyclicals more 

challenged

Scenario one Scenario two

Inflation shock
(Fed tightens)

20-30% market 
correction conceivable

Scenario three

Negative growth 
shock

(Fed eases 
aggressively)

Uncertain market impact 
(depends on severity)

An inflation shock remains the largest risk for markets

Market 
implications
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Sources: Datastream, MFG Asset Management.
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Implication of lower long-term interest rates



Lower Interest Rates Lifts Valuations

Sources: MFG Asset Management.

Lower rates have a positive valuation impact 
for businesses that can sustain growth
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Implications for Valuation

Lower long-term interest rates

Disruption Risk

Lower Quality

Cyclical

High Quality

Defensive

Structural Tailwinds
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Structural Tailwinds



What is a secular growth trend?

• Sources: istock.com, fona.com, littlehotelier.com, Waymo.com/press, anthillonline.com,  louisvuitton.com.au, sydneycriminallawyers.com.au, sti-group.com, jcsocialmarketing.com

Secular growth or mega trends are societal or demographic shifts 
that are unrelated to cyclical factors
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Cloud Computing Platforms

Sources: Company disclosures, Gartner, Magellan estimates, Google Images. Company revenue figures in 2017, estimated addressable in 2030.

Google Cloud 
a massive 

opportunity 
for Alphabet

Cloud infrastructure
~$800bn
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China Consumption Growth

Source: Euromonitor International Limited 2019 © All rights reserved. Bain, BCG, EIU, McKinsey, MFG Asset Management. Annual incomes: Middle class = $10,000-30,000; Mass affluent = $30,000-50,000; 
Affluent > $50,000.
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Alibaba case study



Alibaba Investment Overview
• Dominant Chinese platform with sustainable growth and significant upside optionality

China e-commerce is an attractive industry with significant growth tailwinds

Alibaba’s profitable e-commerce business supports investment in new ventures

Significant upside from nascent businesses exists

Alibaba represents compelling value
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Largest e-commerce platform globally 
• Advantaged position to capture growth in Chinese consumer expenditure

US$850 
billion

Gross Merchandise 
Value

>2x larger than

#1 

e-commerce 
marketplaces 

in China

Annual Active 
Customers

>3.5x larger than

674 million

Source: Euromonitor International Limited [2019] © All rights reserved. E-commerce market share based on Euromonitor. Alibaba Annual Active Customers as at June-19, eBay (182 million) as at June-19, 
per company disclosures. Alibaba GMV as at FY19 year-end (Mar-19), converted to USD at 6.7112, per company disclosures. Amazon GMV based on company disclosures and Magellan and third-party 
estimates for the 12 months to Mar-19. 

28



Favourable industry tailwinds
• Growing addressable market for e-commerce in China

Source: Based on Company disclosures and Magellan estimates. 
1 Core China Marketplaces refers primarily to Taobao and Tmall (excludes New Retail ventures and cross-border).
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Expansive ecosystem
• One of the most diversified and expansive ecosystems globally

Cloud Computing (7%1)

Digital Media & Entertainment (6%1)

Innovation Initiatives and Other (1%1)

Investments (<50% ownership2)
e-commerce platforms  

Physical retail stores 

Food Delivery

Logistics

Core Commerce (86%1)

1 Percentages reflect segment % of Alibaba Group revenue in FY19 (Mar-19).
2 Selected investments. Not consolidated within Alibaba’s group financials.
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Valuable databank
• Extensive consumer touchpoints and unique ID technology creates valuable databank

Data integration across 
all channels

Precise consumer 
profiling

Superior consumer 
insights

Unique Identity

Across 674 million 
active customers

“…we know in the future no company, no country, no business can survive without data, so we have to focus on data.” 
Jack Ma, Alibaba founder, 2017 Investor Day 

Source: asiatimes.com
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Significant upside potential from nascent businesses
• Profitable e-commerce business supports investment in new ventures

US$23,100

US$(200) US$(900)
US$(2,300)

US$(3,600)

Core
Marketplaces

Cloud
Computing

Innovative
Initiatives

Digital Media &
 Entertainment

New Initiatives
(Commerce)

Profitable
Loss-making

Alibaba EBITA1

0

Nascent and loss-making businesses provide compelling upside optionality

1 Based on FY19 (Mar-19) result. Alibaba-defined EBITA excludes impairment, amortisation of intangible assets and stock-based compensation.
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Alibaba’s valuation is compelling
• High quality, high growth business at an attractive valuation

Source: Magellan estimates, including stock-based compensation expense. Based on Bloomberg pricing and estimates as at 6-Sep-19.
1 Removes losses. Assumes value of ~US$65bn for Alibaba Cloud and US$100bn for Ant Financial. 
2 Magellan adjustments for New Retail (Hema), Lazada, Ele.me, Digital Media and Entertainment, Innovative Initiatives and minority investments. 
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Portfolio Positioning



Portfolio Implications

Decreased cash

Increased exposure to defensives

Reduced cyclical risk

Increased exposure to China 
consumption

Cash: 18%
0.71 Portfolio CRR*

Defensive Portfolio: 32%

China Revenue: 3%

Cash: 8%
0.79 Portfolio CRR *

Defensive Portfolio: 40%

China Revenue: 5%

June 2018 June 2019

* Combined risk ratio. Magellan Global Fund.
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Q&A!
Please don’t forget to complete the feedback 

form after the webinar concludes
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Disclaimer: The nabtrade service (nabtrade) is provided by WealthHub Securities Limited ABN 83 089 718 249 AFSL No. 230704 
("WealthHub Securities, us, we, our"). WealthHub Securities is a Market Participant of the Australian Securities Exchange Limited (ASX) 
and Chi-X Australia Pty Ltd (Chi-X), as defined in the ASIC Market Integrity Rules, and a wholly owned subsidiary of National Australia 
Bank Limited ABN 12 004 044 937 AFSL 230686 (NAB). NAB doesn't guarantee the obligations or performance of its subsidiaries or the 
products or services its subsidiaries offer. The nabtrade cash products are issued by NAB, and are to be used in conjunction with the 
nabtrade service. 

Any advice contained in this presentation has been prepared without taking into account your objectives, financial situation or needs. 
Before acting on any advice in this presentation, WealthHub Securities recommends that you consider whether the advice is 
appropriate for your circumstances. WealthHub Securities recommends that you obtain and consider the relevant Product Disclosure
Statement or other disclosure document available at nabtrade.com.au before making any decision about a product including whether
to acquire or to continue to hold it. 

This presentation is intended only for attendees and contains information which may be confidential. Where you download or print
copies of any information contained in this presentation, you acknowledge that it is for your personal and private use, and that it may 
not be reproduced, republished, broadcast or otherwise distributed without WealthHub Securities prior written consent. WealthHub 
Securities doesn't guarantee the integrity of this communication, or that it is free from errors, viruses or interference. 
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