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Anne
  Fuchs

Committing to the 
value of advice

Foreword from Anne Fuchs, Sunsuper 
Head of Advice and Retail Distribution

It seems Australians have a problem with money. 

Most people have dreams for their retirement but a lack of financial literacy could 
be to blame for the apparent gap between what many consumers believe they can 
achieve in retirement and what their actual financial situation will realistically be. 

As well, we’re often brought up in Australia not to speak about money. We’ll happily talk to our 
friends and family about most things. But how much money we earn and want, and what we’re 
doing to protect and promote what we have, can be considered off the table when it comes to 
BBQ conversations, or even what we are willing to confide to our nearest and dearest. 

As a result, while as financial professionals we know financial advice can make a marked 
difference to our clients’ financial and emotional wellbeing, many people end up too scared 
to reach out to a financial adviser for fear they don’t know enough, don’t have enough, 
or might be told their dreams just aren’t achievable.

This can leave many people to suffer in silence, not knowing what to do or who to turn 
to for help. So how do we break down these barriers?

At Sunsuper, our sole purpose is to inspire and empower Australians to fulfil their 
retirement dreams. A key part of fulfilling our purpose is our commitment to promoting 
the value of great financial advice to our members. 

This is why we recently commissioned CoreData to conduct research and modelling to help 
us better understand the quantifiable and qualitative value that financial advice can provide. 

Apart from illustrating the tangible and non-financial benefits of financial advice in a 
meaningful way, we also wanted to present the outcomes to you for use within your practices, 
among your professional associations, and, importantly, in discussions with your clients. 

In my mind, this research validates the value of the services we all provide to our clients 
in helping them achieve their future goals and their retirement dreams. We hope this report 
is as useful for you as it has been for us at Sunsuper.

Anne Fuchs, Sunsuper Head of Advice and Retail Distribution
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The current state of 
financial advice in Australia

Our financial lives are becoming increasingly complex. 
Government legislation around taxation, superannuation 
and estate planning is constantly changing; family situations 
are becoming more diverse; career paths are increasingly non-
linear; and strategies to build wealth and plan for retirement 
are numerous and broad, depending on a person’s situation 
and goals. As a result, expert financial advice is becoming 
increasingly valuable in helping people navigate their 
financial life, improve their lifestyle outcomes, and 
enhance their overall wellbeing. 

There is an increasing appetite for financial advice

It seems this financial stress is prompting many Australians to consider financial 
advice as a potential solution. But while Australians’ appetite for advice is on the 
rise, many are uncertain who to trust and where to turn to obtain it.2 

Financial stress is 
affecting people’s lives

Amidst this complexity, poor financial 
literacy and a lack of financial security are 
causing Australians financial stress. Close to 
three quarters of people who haven’t received 
financial advice rate their financial literacy as 
poor. And less than half feel financially secure. 

As shown in the graphic to the right, 
the resultant financial stress this causes is 
impacting people’s lives in a number of ways.1

Advisers can change people’s lives for the better 

As an advice and adviser community, we can change people’s lives for the 
better: by breaking down barriers to accessing financial advice, and ultimately 
helping to relieve our clients’ financial stress and achieve their financial goals. 

The modelling and research findings presented in this report clearly 
show that people’s lifestyle outcomes are better after receiving financial 
advice. What’s more, the vast majority of those who receive advice believe 
it benefits their broader wellbeing – giving them more financial confidence, 
control and resilience. 

2 million Australians don’t 
know where to turn for 

sound, affordable advice.

8.7m 2.5m 2m

While research has shown 
8.7 million Australians have 
unmet advice needs.

And 2.5 million Australians 
intend to seek financial advice 
within the next two years.

RELATIONSHIPS 
AT HOME

PRODUCTIVITY 
AT WORK

HEALTH

ATTENDANCE 
AT WORK12%

22%

23%

28%
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The value of advice: 
improving lifestyle 
outcomes 

By modelling a number of scenarios around 
milestones many Australians experience during life, 
our research demonstrates the financial and resulting 
lifestyle benefits that financial advice can provide. 

These milestones reflect real, day-to-day 
financial aspirations, including sending children to 
private school, accessing trauma cover in case of 
serious illness, and enjoying annual family holidays. 
All of these can contribute to sustaining a higher 
quality of life, greater peace of mind, and being 
better prepared for retirement. 

Lifestyle



Case study
one:Adam and Mara: 

keeping their heads down 

Adam 33 years old, Nurse
Mara 36 years old, IT Project Manager 
Adam and Mara are married, in good health, and have two young children. 
Their careers are starting to take off, their lives are busy, and consequently they are time poor.

Lifestyle goals:  children in private school, regular family holidays.

Financial goals:  finance school fees and holidays, pay down debts, grow investments.

Joint income:  $161,160 p.a.

Savings:  23%

Expenses:  $124,328 p.a.

Assets:  $731,000

Liabilities:  $405,000

Risk appetite:  Growth

Insurance:  Private health, life, total and 
permanent disablement, 
income protection
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Advice received

Adam and Mara’s financial adviser aimed to allow them to plan 
for known future discretionary spending. The adviser optimised 
their debt to reduce interest and create surplus funds for 
children’s school fees and annual holidays.

A
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• Withdraw $8k from bank now to pay down credit card.

• Draw down $47k on home loan to pay out remaining high interest.

• Start gearing loan using home equity; drawdown $20k p.a. 
for 5 years to add to managed fund.

• Make withdrawals as required from geared investment 
to cover school fees and holidays.

• Review super, if justifiable consider consolidation.

• Implement trauma cover ($50k each) for short term until 
income protection (IP) cover commences.

• Review insurances in super, retain if adequate.

• Allocate surplus to home loan.

The value of advice
Staying on their current path without advice sees Adam and Mara falling short of their personal 
and financial goals. Acting on the advice they received sees them sustaining a higher quality of life, 
having greater peace of mind about their finances, and feeling better prepared for retirement 

Outcome Unadvised Advised

Assets at retirement (present value) $1,400,292 $1,455,012

NPV of total inflows (income) $4,676,451 $4,806,301

NPV of total outflows (expenditure) $4,468,534 $4,837,662

Years of trauma cover 0 32

Number of holidays prior to retirement 24 30

Private schooling for children Commence high school Commence primary school

Adam and Mara: 
keeping their heads down 

Adam and Mara’s financial adviser recommended they:

Net lifestyle improvements after implementing advice:



Case study
two:Amanda and John: 

on the home straight 

Amanda 53 years old, Accountant
John 54 years old, Plumber 
Amanda and John are married, in good health, and have two non-dependent children. 
While they are now at the peak of their careers, retirement is clearly on their horizon. 

Lifestyle goals: travel regularly, retire at 65, and enjoy the journey.

Financial goals:  make a final push for wealth accumulation but in a considered manner, 
enjoy a financially comfortable retirement, and look after children in will. 

Joint income:  $191,400 p.a.

Savings:  15% 

Expenses:  $162,627 p.a.

Assets:  $1,883,000

Liabilities:  $648,000

Risk appetite:  Defensive

Insurance:  Private health, life (default only), 
income protection (default only)
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Advice received

The advice Amanda and John received aimed to allow them to better 
plan for retirement, manage their debt and optimise their risk strategy, 
giving them peace of mind and the flexibility to travel each year.
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• Withdraw $18k from bank now to eliminate car loan.

•	 Start	a	holiday/travel	fund	with	$5k	p.a.	from	surplus	cash	flow,	indexed.

•	 Start	salary	sacrificing	to	super	with	surplus	cash	flow,	50%	each.

•	 Review	super,	if	justifiable	consider	consolidation.

•	 Increase	existing	life	and	total	and	permanent	disablement	insurance	
in super to cover debts and income needs.

•	 Take	out	new	income	protection	cover	outside	super	for	75%	of	salary;	
cancel IP in super. 

• Implement trauma cover ($50k each) for short term until new 
IP cover commences.

•	 Consider	at	regular	review:	transition	to	retirement	pensions	at	age	60,	
increase	salary	sacrifice	if	limits	permit,	any	surplus	to	home	loan.

The value of advice
Staying	on	their	current	path	without	advice	sees	Amanda	and	John	without	protection	for	
unexpected	events	and	not	servicing	their	debt	effectively.	Acting	on	the	advice	they	received	means	
they	can	look	forward	to	a	financially	comfortable	retirement,	and,	once	they	die,	setting	up	their	family	for	
greater	financial	security.	Retaining	an	investment	property	means	their	assets	at	retirement	are	lower	than	
pre-retirement;	however,	their	expenditure	lowers	dramatically	late	in	retirement	and	the	strategy	serves	
their desire to pass on wealth to their family. 

Outcome Unadvised Advised

Assets at retirement (present value) $1,152,166 $1,075,787

NPV	of	total	inflows	(income) $1,964,116 $1,987,864

NPV	of	total	outflows	(expenditure) $1,663,079 $1,720,708

Interest paid $315,065 $313,267

Years of trauma cover 0 10

Number	of	holidays	prior	to	life	expectancy 17 34

Amanda and John: 
on the home straight 

Amanda and John’s financial adviser recommended they:

Net lifestyle improvements after implementing advice:



Case study
three:Lou and Jocelyn: 

living their retirement dreams 

Lou 68 years old, retired
Jocelyn 68 years old, retired 
Lou and Jocelyn are married, in average health, and have three non-dependent children. 
They have both transitioned into full retirement. 

Lifestyle goals: avoid being a burden to children, travel and enjoy retirement 
as fully as possible.

Financial goals: pay off debt, leave inheritance for children, pay required medical 
costs, manage concern over longevity risk.

Joint income:  $49,900 p.a.

Savings:  (29%) (drawdown)

Expenses:  $64,250 p.a.

Assets:  $2,323,000

Liabilities:  $50,000

Risk appetite:  Conservative

Insurance:  Private healthCU
R

R
EN

T 
SI

TU
AT

IO
N

18 2017 Value of Advice Report 2017 Value of Advice Report 19



20 2017 Value of Advice Report 2017 Value of Advice Report 21

Advice received

The advice Lou and Jocelyn received aimed to help them sustain their 
simple but comfortable lifestyle while ensuring their money lasts through 
retirement without relying on the full government age pension or selling 
assets they hope to eventually leave to their children.

A
CT

IO
N

 P
LA

N

• Withdraw $25k from bank and $25k from investments to eliminate debts.

• Start a holiday/travel fund with $5k p.a. from surplus cash flow, indexed.

• Reduce living expenses to $49k p.a. (+ $5k p.a. holiday fund) for 
longevity of assets to keep investment property for beneficiaries.

• An alternative advice option for Lou and Jocelyn (not included in the 
modelling results) would be to sell the investment property to eliminate 
debt, surplus to managed fund to provide liquidity for income needs from 
age 79 onwards, leave capital for beneficiaries, meet living expenses, 
and increase age pension amount compared to retaining property.

The value of advice
Staying on their current path without advice sees Lou and Jocelyn relying on the age pension for 
half their retirement. Acting on the advice they received will ensure their assets last through their life, 
and allow them to live comfortably and provide for their children in their will. 

Outcome Unadvised Advised

Assets at life expectancy (present value) $1,454,827 $1,462,028

NPV of total inflows (income) $1,178,196 $1,194,218

NPV of total outflows (expenditure) $1,195,973 $1,198,248

Interest paid $47,250 $0

Number of holidays post retirement 10 21

Lou and Jocelyn: 
living their retirement dreams 

Lou and Jocelyn’s financial adviser recommended they:

Net lifestyle improvements after implementing advice:
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The value of advice: 
enhancing wellbeing

As well as improving lifestyle outcomes, our 
research clearly shows the value of advice extends 
far beyond monetary benefits. The vast majority of 
people who have received financial advice concur 
that advice has given them more confidence in 
making financial decisions, prepared them more 
for retirement, and enabled them to better deal 
with unexpected expenses. 

Overall, those who receive advice are generally 
more “well” in life due to the greater financial 
literacy, control and peace of mind advice provides. 
What’s more, overwhelmingly, those who receive 
advice believe advice is worth more than it costs.

Wellbeing
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Financial confidence 

50% 72% 71%

79%

80% 69% 40%46% 69%
have strong financial 
literacy (compared to 
27% never advised).

have saved more money 
for the future since they 
received advice.

have a rainy day 
fund (compared to 
34% never advised).

feel financially 
secure (compared to 
47% never advised).

regularly monitor their 
investments (compared 
to 41% never advised).

know their super 
balance to the nearest 
$1,000 (compared to 
17% never advised).

are very confident 
making financial 
decisions (compared to 
34% never advised).

have a formal retirement 
savings plan (compared 
to 18% never advised).

of those currently advised 
believe advice has given them 
more confidence in making 
financial decisions. 

of those currently 
advised believe advice has 
given them more control over 
their financial position.

Control of the future

80% Financial literacy is a key barrier for 
many people taking control of their 
financial situation. Financial advice 
can help overcome this barrier by 
providing the knowledge and tools 
to build financial confidence and 
achieve financial security. 

With only one in three people 
surveyed happy to manage their 
finances by themselves, financial 
advisers and advice have a key role 
to play in supporting people to take 
control of their future finances 
and help them achieve their 
financial goals. 

“15 years ago when I retired I was assisted 
by financial advice on taxation and pension 
issues which we implemented. Since then I 
kept myself informed on current economic 

and investment advice.”

Informed
“I feel better knowing that someone who 
understands insurances etc has organised 
this for me; if anything were to happen to 

me I know we would be covered.”

Knowing
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Retirement preparedness

72% 64%54% 32%58% 93%7% 84%
have a better 
understanding of what 
to expect in retirement 
because they received 
advice.

follow a budget and 
save regularly (compared 
to 42% never advised). 

believe they will have a 
good standard of living in 
retirement (compared to 
16% never advised). 

have income 
protection insurance 
cover (compared to 
11% never advised).

are making before-tax 
contributions to super to 
help build their balance 
for retirement (compared 
to 16% never advised).

are sure they could fund 
three months out of work 
(compared to 77% never 
advised).

believe they will 
have to rely on the 
government age pension 
in retirement (compared 
to 42% never advised).

always pay off their 
credit card each 
month (compared to 
60% never advised).

Economic resilience

“As I had to leave work aged 44 due to cancer, the 
advice has helped me enjoy the life that I have now. 

I am aged 64 now. I have enough to pay my bills, 
go on holidays and have a good social life.”

“[I feel better] actually knowing what 
amount of money I need to retire 

comfortably and how to work out how much 
I need each year and how long it will last.”

Comfortable Equipped

Most Australians have a dream 
for retirement and financial advice 
can help ensure suitable retirement 
planning strategies are put in place 
early enough for those dreams to 
be achieved. Advice can also help 
support people to understand 
what their retirement will look like 
financially, and put their mind at 
ease during such a major life shift.

Through the information, 
support and accountability 
it imparts, financial advice can 
help people establish better 
debt management strategies 
and contingency plans to deal 
with unexpected events. 

of those currently advised 
believe advice has helped them 
feel prepared for retirement. 

of those currently advised 
feel advice has made them 
more equipped to handle 
sudden, one-off costs.   

77% 67%
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Financial wellbeing

75% 67% 64% 79%
believe advice is worth 
more than it costs. 

feel secure in their job 
(compared to 32% never 
advised).

believe they have 
enough money to do 
what they want in 
life (compared to 24% 
never advised).

have enough money to 
pay for any recreational 
activity they want to 
do (compared to 39% 
never advised).

“I feel confident that with the adviser’s help 
I am doing well enough to be without major 

financial worries.”

About CoreData

CoreData is a global specialist research and strategy consultancy, with a head office in Sydney, Australia. Our primary focus is 
providing clients with research insights to help their businesses grow. Founded in 2002, we are independently owned with the 
capabilities and expertise to conduct bespoke and syndicated research on six different continents. Our aim is to deliver clients 
with timely and actionable research and market intelligence that will drive transformational change in their business.

Qualitative research

Based on an online survey developed and hosted by CoreData in November and December 2016. 

A representative sample of the Australian population were surveyed about their experiences with advice and financial 
wellbeing in general. More than 1,000 people responded to the survey (N=1,002).

The sample allows the statistically significant comparison of those who are currently advised and never advised to assess 
the likely outcome from receiving advice. This gives us robust data to numerate advice value in the consumer market.

The results of this survey were self-reported. When reading this report, keep in mind that behavioural biases, such as social 
desirability, may influence the results.

The sample has been weighted to reflect the Australian population. The weighting was conducted based on age 
and gender of respondents.

If not otherwise stated, level of significance used in any hypothesis test is 5% (P<.05).

Responses have been cross-tabulated by “Advised” and “Never advised”, defined as:

• Advised: Indicated that they are: “Currently receiving advice from a financial adviser”.

• Never advised: Indicated that: “I have never received financial advice from a financial adviser, and I would/would not consider it”.

Quantitative research

Scenarios were designed based on the different life stages of typical Australians. Assumptions were built on the likely path 
that someone of their financial situation would take to retirement and modelled this over a number of years. 

The scenarios were given to a CFP® designated financial adviser, who then provided financial advice to the hypothetical couple as 
if they were a client. The scenarios were then modelled through XPLAN, incorporating the financial advice offered by the adviser. 

After the advised scenarios were modelled, the never advised models were adjusted to ensure consistency across the never 
advised and advised couple for each scenario. The only differences between the two couples’ financial history were based on 
the financial advice provided. 

We then compared the advised and never advised couples based on the outcomes and goals achieved by each scenario and 
measured the value of financial advice against their initial financial and personal goals. 

The models were reviewed by a third party econometrics firm, the Director of Research and the Director of Financial Services.

The following modelling assumptions were used:

• Methodology guided by three peer reviewed studies. 

• Tax calculated based on ATO’s 2016-17 tax rates.

• Aged pension calculated based on the Department of Human Services online calculator. 

• Retirement age of 65.

• Accounted for wage, insurance and property inflation.

• Cost of advice was a one-off $3,000 payment.

Research methodology 
The research presented in this report was conducted 
by CoreData on behalf of Sunsuper in December 2016.

Confident

Clearly those who are 
currently advised think financial 
advice is “worth it” – for their 
lifestyle, financial security 
and peace of mind. 

of those currently advised 
believe advice has given 
them more peace of mind.

80%



Sunsuper: helping you 
change people’s lives
At Sunsuper, we know that you can change people’s 
lives for the better, and we’re here to help you do that. 

“To inspire and empower 
Australians to fulfil their 
retirement dreams.”
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Most super funds see themselves in the retirement business. At Sunsuper, we see 
things differently. To us, super is all about helping our customers make their dreams 
come true, by showing them how to achieve the kind of retirement they’ve always wanted.

As at 31 August 2017 we had more than 1 million members, almost 100,000 employers 
and $45 billion in funds under management. We also partner with more than 1,800 advisers 
across Australia who advise our members to achieve their retirement dreams. We’re delivering 
an industry leading member service model at a low cost that has been recognised by 
ratings agencies time and time again.

Recently our dedication to delivering great products and services was recognised 
at the Chant West Super Fund Awards 2017 where Sunsuper took home the Super Fund 
of the Year 2017, Corporate Solutions Fund of the Year and Best Fund: Member Services. 
We were also awarded Super Review’s Super Fund of the Year 2017.3

Talk to us today about partnering with a super fund that has:

• competitive fees
• industry leading super and retirement products
• wide range of investment options
• solid investment performance
• Lonsec Recommended products: Sunsuper for Life Capital Guaranteed, 

Conservative, Balanced, Growth, Retirement and Balanced Index products4 

We are also committed to offering dedicated adviser services, including:

• request ongoing advice fees 
• adviser online
• dedicated business development team 

Call us on 13 11 84 to find out more about partnering with Sunsuper.

Super Fund of the Year 2017

https://www.sunsuper.com.au/
https://www.sunsuper.com.au/awards
http://www.lonsecresearch.com.au/research-solutions/our-ratings
https://www.sunsuper.com.au/awards
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  13 11 84 (+61 7 3121 0700 when overseas)

   GPO Box 2924 Brisbane QLD 4001

   sunsuper.com.au

   twitter.com/sunsuper

 facebook.com/sunsuper

     linkedin.com/company/sunsuper

Sunsuper Pty Ltd Sunsuper Superannuation Fund
ABN 88 010 720 840 ABN 98 503 137 921 
AFSL No. 228975 SPIN SSR 0100 AU

sunsuper.com.au/valueofadvice

1. PWC, Employee financial wellness survey 2017. 
2. Investment Trends, Financial advice report 2015. 
3. For ratings and awards information, visit sunsuper.com.au/ratingsagencies 
4. The Lonsec Rating assigned 1 August 2017 presented in this document is 
published by Lonsec Research Pty Ltd ABN 11 151 658 561 AFSL 421 445. 
For further information regarding Lonsec’s Ratings methodology, please refer 
to http://www.lonsecresearch.com.au/research-solutions/our-ratings. 

This report has been prepared and issued by Sunsuper Pty Ltd, referred to as 
“Sunsuper”, based on research conducted by CoreData in December 2016. While it 
has been prepared with all reasonable care, no responsibility or liability is accepted 
for any errors, omissions or misstatements however caused. All forecasts and 
estimates are based on assumptions. If those assumptions change, our forecasts 
and estimates may also change.

Sunsuper Pty Ltd ABN 88 010 720 840, AFSL No. 228975, is the Trustee and issuer 
of the Sunsuper Superannuation Fund ABN 98 503 137 921, USI 98 503 137 921 
001. This report contains general information only. Any advice does not take into 
account your personal objectives, financial situation or needs. You should consider 
the appropriateness of any advice having regard to your personal objectives, 
financial situation and needs before acting on that advice. A copy of the Product 
Disclosure Statement (PDS) can be obtained by visiting sunsuper.com.au/pds or 
calling 13 11 84. You should consider the PDS in deciding whether to acquire, or 
to continue to hold, the product. Copyright 2017 Sunsuper Pty Ltd 2095 (09/17). 

https://www.sunsuper.com.au
https://www.sunsuper.com.au
https://twitter.com/Sunsuper
https://www.facebook.com/Sunsuper/
https://www.linkedin.com/company/sunsuper
http://www.sunsuper.com.au/valueofadvice
https://www.sunsuper.com.au/ratingsagencies
http://www.lonsecresearch.com.au/research-solutions/our-ratings
https://www.sunsuper.com.au/pds

