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Introduction
It’s no secret the Royal Commission left the fnancial advice industry in a state of confusion and
shock – both because of reputational damage and the wave of reforms now being enacted.
Combine these issues with the reportedly thousands of advisers either leaving the industry (or at least
considering it) due to the FASEA regime, and it may seem unclear how fnancial advice is going to
survive this period of chaos and turmoil.
For those who do choose to stay, though, there is an obvious opportunity – with a lower number of
practitioners in the industry and a massive unadvised cohort entering retirement, there are more
prospective clients than ever. The question, of course, is how advisers are going to be able to service
them.
In this eBook, we explore those issues alongside our Future Talk partner, UBS Asset Management. The
costs, regulatory issues and opportunities for collaboration: through shining a light on the issues facing
advisers now, the industry can work together to fnd a way forward.
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Can we fnd ways to reduce
the cost to serve clients?
Sally Loane, Financial Services Council
“The advice industry across the board has been enormously disrupted, and it’s really a concatenation of
a lot of things – the FoFA reforms, the FASEA exams and now the end of the grandfathering. It’s also the
end of the old sort of bank-owned bottle of advisers as well. So, the advice sector is undergoing
enormous disruption and a lot of pain for advisers in the whole sector.
“I really hope that people support advisers. There are 700 Australians retiring every day and they need
advice. I hope that everybody thinks about a trusted adviser, thinks about getting advice and thinks
about how they will maximize that money that’s going to have to last them until basically they peg out.
You need experts to help you.
“But I was only reading recently about the story of somebody setting up their own license, and the cost
and the complexity was eye watering. And, of course, that all gets passed back to the consumer. We
cannot price advice out of the reach of ordinary Australians.
“80% of Australians go through life earning

“There are 700 Australians retiring every

around $80,000. That’s a vast bulk of Australians.

day and they need advice.” - Sally Loane

They will retire with more super than they
probably ever dreamed of. They do need advice.
How we come up with a model that actually
caters to that vast group of Australians is critical.
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“It’s imperative that we have a system that is fair,
operates fairly and is not a two-spade,
three-spade system. We actually need a system
where people are going to be confdent that
wherever they go, they will get the right level of
advice, and it must be fair across the system.”
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Can we fnd ways to reduce the
cost to serve clients?
Bryce Doherty, UBS Asset Management

“What we’re seeing with our clients is that for a large proportion of them, the cost of opening a fle with
a new client is between $12,000 and $20,000 now. That’s not being spurious; that’s the cost of running
their business, and with that in mind, there are a number of large adviser clients we work with who are
just not taking on new clients.
“They basically have not been able to take on new clients in that cost paradigm. Advisers have always
tried to deliver advice in the most cost-efective way, and although the value chain’s been fragmented
and the super system has matured, the cost hasn’t come down that much.
“So what I’m seeing advisers doing at the moment is working out how they squeeze down the cost of
each step in the value chain. They’re talking about how technology can help, and in some cases they’re
self-licensing because in that instance the only stakeholders in the business are their clients and
themselves, whereas previously it was dealer groups and platforms and so on. I think we’re going to see
the simplifcation of a lot of advice business structures.”
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It’s time to rebuild personal
and general advice
Geof Lloyd, MLC
“All the macro conditions for serving members and clients in Australia are better than they’ve ever been
in my career. But the industry has to look at itself, refocus and get clarity and ensure that sustainable
business models will be there – and sustainability actually means proftability.
“I think in the current model, most Australians are going to get advice via their super fund, and that’s
going to be needs-based advice all the way through to full advice. However we should be taking this
conversation away from structure and provider back to client and member and go back to their needs
and their preferences.
“Obviously, our frst priority is to restore all of our clients who needed to be remediated – not just the
majors, but the second and third tiers, too. But then I think we as an industry and profession have to
really get together, maybe a summit with the right research, and ask: “How would we start with a blank
sheet of paper?”
“Because we’ve had decades now of tinkering around advice, decades of inquiries, and the reality is the
general and personal full advice spectrum doesn’t work; it is not serving Australians today. It’s not going
to serve them tomorrow.
“So instead of continuing to tinker, let’s throw

“I think in the current model, most
Australians are going to get advice via

it out. Let’s work together and start with a new
baseline. There’s lots of great examples ofshore

their super fund.” - Geoff Lloyd

around that. This is a great time for us to stop,
revisit where we’re at and reset again to go for
another 50, and that’s the opportunity that’s
before us.”
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It’s time to rebuild personal and
general advice
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Bryce Doherty, UBS Asset Management
“We’d like to see the ability for general advice to be provided to Australians consistently across the
whole industry.
“It’s important to have that level playing feld; we know from Morningstar data that super members have
some of the lowest fees in the world. There’s a lot of competition driving those costs down but it’s very
important in our view that there’s a level playing feld.”
This is especially important because there are a number of advisers who have spent the majority of their
careers in large institutional models, and that’s not going to be as prevalent going forward. A lot of big
dealer groups have disappeared even just this year.
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The onus is on the whole
industry to restore trust
Andrew Bragg, Liberal Senator
“Look, I’m very sympathetic to some advisers who feel that they’ve had their business models changed
overnight. But I think the reality is that’s not quite true. If you go back 10 years, we had the Storm
Financial collapse, and we had a serious fnancial review undertaken by the Parliamentary Joint
Committee on Corporations and Financial Services.
“There’s been a long kiss goodnight here. And so I think the Treasurer’s decision to push through the
Royal Commission implementation quickly was important to restore community confdence. I have to say
that as someone who had opposed the Royal Commission, the scale of malfeasance inside that industry
truly shocked me. To see it all outlined there in gory detail really was quite shocking.
“On the other side of the coin, of course we want people to get advice, so we want it to be afordable.
But we want it to be good advice, so that is now the challenge for us.
“It’s devastating for the good people in the industry. Reputations have been trashed. If we had consumer
research today it would show us that people don’t diferentiate between diferent parts of the fnancial
sector; they’ll just say, “They’re all crooks.” The brand damage has bled right through the whole fnancial
sector.
“Personally, I use a fnancial adviser and I’ve

“People don’t differentiate between
different parts of the financial sector.”
- Andrew Bragg

found them to be very good and I would
recommend people get good fnancial advice, so
I think as these reforms are bedded down, the
industry will have to put forward its own case
for whether there should be any changes in the
future.”
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The onus is on the whole
industry to restore trust
Bryce Doherty, UBS Asset Management

“I think the majority of Australians who receive advice are very happy with their adviser.
“So, more broadly, what can the industry do as a whole to emphasise the value of advice to Australians
who are in the middle 60% of wealth?
“Andrew said the onus is on advisers to demonstrate their value, but it’s bigger than that. It’s on the
entire industry – asset managers, industry funds, advisers, everyone – to talk about the value of the
profession to people who don’t understand it.”
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Working together creates a
consistent message
Phil Kewin, Association of Financial Advisers
“There’s a clear beneft in the industry working together, especially in the follow-up from the Royal
Commission. If we can get together and make sure that the government understands that, as an industry,
irrespective of we come from diferent areas – we’ve done a lot of work with the FPA, for example,
representing thousands of advisers – that this is the dominant representation of the industry. We feel that
we’ve got a lot more impact and if it’s a singular message, it’s a lot more focused.
“It’s easy to say, when you’re an MP, “Oh, it’s not our fault because we’re getting diferent messages,” but
there is some truth in that, and that’s why we’ve produced an advocacy pack for our members, because
people think of government as this singular thing, when actually it’s a lot of individuals.
“And that’s why we’ve encouraged our members, all advisers, go and meet your local MP, humanise it.
Introduce yourself, explain to them what you do, how many people you employ, what you do to make
the lives of your clients better, because when they come back to the party room, if they’ve all got a
consistent message, they’re all more educated and they can understand what the issues are. It makes life
a lot easier for everyone.”

Bryce Doherty, UBS Asset Management

“We’ve encouraged our members, all
advisers, go and meet your local MP,
humanise it.” - Phil Kewin

“It’s an interesting case for adviser groups,
because there are 4,000 members in the AFA,
so around 20-25% of the industry depending on
who you ask.
“As asset managers we’ve had the FSC as
a single organisation to represent us, but
it becomes very difcult to convince the
crossbench of an idea if the industry – and its
representative groups – aren’t united in their
message.
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Working together creates a
consistent message

“The idea of having a whole bunch of industry bodies coming to diferent politicians is not productive.
The message we’re getting is that the Government doesn’t want there to be a crisis or proposed
legislation and all these groups come at them; what they want is for industry groups to come up with an
idea together and bring that to the table.”
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About UBS Asset Management
UBS Asset Management in Australia provides a comprehensive range of investment styles and strategies
to institutional investors, fnancial advisers, wholesale and retail investors. Drawing on its 30-year
heritage, UBS Asset Management strives to deliver outcome-orientated investment solutions for our
clients, underpinned by a team-based approach and disciplined risk management.
With AUD 50 billion1 of invested assets in Australia and approximately 50 employees located locally,
UBS is one of the largest global asset management businesses in the Australian market. Globally,
with approximately AUD 1,271 billion1 of invested assets under management and approximately 3,400
employees located in 22 countries, UBS Asset Management is a truly global asset manager.
1

as of 30 September 2019

Bryce Doherty, Head of Australia & New Zealand
Bryce Doherty was appointed Head of UBS Asset Management in Australia
& New Zealand in September 2013. In this role he has responsibility for the
management and strategic development of the Institutional and Wholesale
business in Australia and New Zealand. He reports to Raymond Yin, Head of
Asset Management, Asia Pacifc.
Bryce was previously Head of Wholesale for Australia & New Zealand, with
responsibility for growing our business across advice dealer groups and
fnancial advisers.
Bryce joined UBS in May 2011. Prior to this, he was the Head of Wholesale at BT Investment Management
in Australia where he worked for 6 years.
Bryce has held various roles within the Australian fnance industry including; Treasury analyst, Investment
Writer, Communications Manager and Business Development Manager.
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The opinions expressed in this content do not necessarily represent those of No More Practice Education
or its related entities. All content is intended for a professional fnancial adviser audience only and does
not constitute fnancial advice. To view our full terms and conditions, click here. If you are interested
in fnding out more information about No More Practice Education and our available resources, email
support@nomorepractice.com.au.
This publication is intended for persons resident in Australia. UBS Asset Management (Australia) Ltd
ABN 31 003 146 290, AFS Licence No. 222605 is the product issuer. Before making an investment
decision, you need to consider whether this information is appropriate to your objectives, fnancial
situation or needs. Any potential investor should consider the relevant PDS in deciding whether to
acquire, or continue to hold units in a fund. Please consult your fnancial adviser. Past performance is not
a reliable indicator of future performance.
Read more about our privacy policy and UBS AM Principles of Internal Governance and Asset
Stewardship.
The products, services, information and/or materials contained within these web pages may not be
available for residents of certain jurisdictions. Please consult the sales restrictions relating to the
products or services in question for further information.
© UBS 1998 - 2019. All rights reserved.

