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The data presented here should be read in context to the report
 



The analysis revealed that Advisers had the lowest scores in areas of wellbeing, mental and physical health, and higher
scores in terms of stress, burn out and work overload, than any industry we had previously studied. As a result, there
are real concerns about the sustainability of the profession. 

Specifically, 73% of Advisers are experiencing high levels of burnout from work. 33% of Advisers are seeking medical
care to manage their health symptoms caused by the stress of the role. 61% have poor sleep due to the stress. 67% of
Advisers experience some level of depression – ranging from ‘a little of the time’ to ‘all the time’. Of particular concern,
17% of Advisers said they were depressed most of the time or all the time. 

When compared to the average Australian, Financial Advisers have a 64% higher chance of being in a moderate
mental health risk group, a 51% higher chance of being in a high mental health risk group, and an 11% higher chance
of being in a very high mental health risk group. 

As a result, 42% of the Advisers we studied are considering leaving the profession due to the stress they
experience and a further 17% are unsure if they will stay in the profession.

Extract from The E-Lab and Deakin University. 2021. The Wellbeing of Financial Advisers in Australia Report. Produced by The E-Lab PL Sydney
Australia. Sponsored by AIA Australia. https://dradamfraser.com/e-lab/financial-advisers-report 

There is a growing trend in the industry where good Financial Advisers are leaving in droves. Due to higher pressures
on Advisers to submit to ongoing regulation, increased compliance, higher education requirements and the costs of
running a business, a toll has taken place on our industry professionals with many simply walking away.

Mental health issues are a huge concern for this industry. These have been documented in the Australian 
Financial Well Being Report 2021 produced by The E-Lab PL Sydney Australia and researched in conjunction with
Deakin University. 

Foreword

Good financial advice, wealth creation and wealth protection play an important role in our society, more so in the recent
few years. Since the Financial Services Royal Commission, Financial Advisers have been targeted, while the banks are
getting richer and the larger institutions are trying to replace the role of Advisers.

For years now, Advisers have needed better support to enable them to run efficiently, grow and sustain a profitable
advice business. With the ongoing challenges that Advisers are facing, the team at Australian Advisory decided to look
at the industry through new eyes. AFSL Groups and teams of likeminded colleagues decided to challenge the industry
norms. 

They created a range of solutions that would help Advisers run a more streamlined operation, allowing them to reduce
costs, improve compliance processes, help with additional leads from acquired businesses and find an easier, more
structured approach to head into retirement over several years without the additional personal educational requirements
while still maintaining quality advice for their clients.

Seeing the number of Advisers leaving the industry over the past six months, Australian Advisory wanted to expand
their offering to more Advisers before our industry lost them and their clients too.

So, in August 2021, Australian Advisory ran a webinar series. As part of the series, 160 Advisers were surveyed on
their greatest frustrations and industry challenges. This report analyses and documents those survey answers and
exposes what Advisers are really thinking right now.

And, with the right support, management team, new ideas and possibilities for Advisers, they NOW have more options. 

Deena Janes
Marketing and Business Specialist for the Financial Services Industry

https://dradamfraser.com/e-lab/financial-advisers-report
https://dradamfraser.com/e-lab/financial-advisers-report


I have never seen tougher times for Advisers than right now. 

I have worked in the industry for 20 years and currently service over 
500 clients. 

I have been in the shoes of an Adviser (personal and general), an AFSL
holder, a recruiter and trainer of Advisers. 

As part of the Australian Advisory management team, my experience
has enabled me to be able to look at the challenges we face from all
aspects of the industry and deliver options to support Advisers (and the
industry) regardless of what they want to do with their business: 
stay, sell, partner or transition.

Mark Dorling
CEO/Responsible Manager
Life Plan FP Pty Ltd (AFSL 449658)

Management Team
Australian Advisory



Australian Advisory was established to offer new avenues for Advisers to operate in a challenging Financial
Services environment.

With a range of models of operation, providing competitive fee structuring and revenue models, Australian
Advisory has unparalleled offers to ensure business success for Advisers (and Dealer Groups) who are
considering the options available to them in the future. 

We believe that with a combined focus, the right support and the continual commitment to make
improvements for our industry, together we can survive, thrive and succeed.

Australian Advisory was formed when a number of privately-owned dealer groups decided to work together
to face future market challenges by sharing resources, costs, experience and expertise to create a strong
and unique alternative to the traditional dealer group model. We believe that working more closely with
Advisers in manageable groups under the one structure should provide the support, strength and the
expertise needed to help the Advisers’ Practices within our group to be successful and sustainable
businesses into the future.

We help our Advisers with understanding and implementing compliance by supporting them in their
businesses and providing client growth from the books of businesses we are purchasing. 

In addition, one of our group members has been very successful with a strategy to generate new client
leads that we will share with our Advisers. We have been trialing new forms of automation that have
successfully reduced the work burden for those in the trial and brought a significant advantage to those who
are interested in new ways to become more efficient.

About Australian Advisory

To provide more options for Advisers 
To reduce the stress of working in this industry
To help with the retention of their existing clients
To bring new clients to their business

Australian Advisory’s aims



This research was inspired by a few industry colleagues who wanted to make a difference to the lives of
Financial Advisers as they are forced to make tough business decisions in an increasingly stressful
industry.

Watching a number of good quality Financial Advisers leave the industry has been a major concern for
years. The numbers are escalating and disturbing. Something needs to be done to support Adviser
success, reduce the stress related to this industry, lower the cost of running a business and provide better
quality support and channels to help Advisers with education, regulation and compliance.

Having found new and rapidly expanding models of business operation for Advisers, Australian Advisory
decided to run a webinar series to provide a greater awareness of their success and support for those in the
industry, including AFSL holders and licensees. Our aim was to empower those who are thinking of leaving
to consider alternate options before making the move.

As part of the webinar series, Australian Advisory wanted to understand, and perhaps even confirm, the
thoughts and challenges Advisers are facing. They created a pre-webinar survey for those interested in
participating in these discussions.

160 specialists from the financial services industry registered for the events and participated in the pre
webinar survey.

This report shares those thoughts and underpins the need for Advisers to ‘Have more options’ than they
currently do to stay in the industry.

Executive summary



What type and range of services do you offer?
What considerations have you been thinking about for your business over the past 12 months?
Are your dealer fees reasonable?
What keeps you awake at night?

In the month of August 2021, a total of 160 specialists in the Financial Services industry completed a 
pre-webinar survey with a focused series of questions:

Survey results



Only 4 of the participants were NOT Advisers. One was an Accountant and three were Mortgage Brokers
All other participants were an Adviser of some capacity and provided: Personal Advice (64%), Personal
Advice – Risk only (18%), Personal Advice – Limited (7%), and 13% General Advice
Some participants also were a Licensee/Dealer Group (12.5%)
28% of Advisers offered multiple financial services within their business. These included different Advice
type models across their business (full, limited, risk only, general) and some also offered Finance (17%)
and Accounting (3%) services

Range and services offered
Number of respondents: 160/160



What considerations have you been thinking about for your business over
the past 12 months?

It was quite surprising to see more than half of the Advisers (52%) were thinking about or have thought
about leaving the industry in the past 12 months.

Of those, 48% considered selling and a handful (4%) were likely to just walk away.

Encouragingly, up to 36% of Advisers were thinking of expanding and/or offering additional services (28%)
to improve the return on their business. However, it is noted that these decisions come with careful
considerations.

We were also heartened to see that 21% of Advisers were thinking of transferring to a General Advice
Model instead of walking out and leaving the industry.

Number of respondents: 135/160



Compliance
Cost
Educational requirements
Time spent on the business and away from client relationships, family and personal time
The future of the industry and business
Feelings about transitioning to another type of service with less educational requirements and costs

Are your dealer fees reasonable?

68% of Advisers were paying close to or more than $36,000 per annum in dealer group fees. Whether
some think that’s reasonable or not, that’s a big dent in business cash flow before other costs of running an
advice business are taken into account.

From previous discussions with Advisers, and one of its most attractive features, Australian Advisory was
already aware of the enormous expenses Advisers have while trying to run a profitable business. Dealer
Fees alone are not the only cost impediment for Advisers, and these are discussed in findings of ‘What
keeps you awake at night’.

What is the biggest concern keeping you awake at night?

This was an open statement available for the participants to write whatever they felt was contributing to the
struggle of running a viable financial advice business.

Although all individually recorded, we were able to collate the data under one of six (6) topic types:

The top three concerns for Advisers in order - and not surprisingly - were COMPLIANCE (42%), the Future
of the industry (37%), and the COSTS (25%) involved in running their business. We were expecting COSTS
to be at the top of the list of the most concerning.

What did SURPRISE us was that only 14% suggested the FASEA exams and ongoing educational
requirements were keeping them awake at night, and only 4% had time as their biggest concern.

3% were worried about transitioning to a new model (General Advice or Mortgage broking). Only 2% of
participants who answered this question had nothing keeping them awake at night. 

Number of respondents: 133/160

Number of respondents: 119/160



It has become too complex
There is too much regulation and red tape
It has added significantly to administration time, and in turn has taken away too much time from clients.
The consequence of less time has resulted in lower service levels, having to charge more for their
service, followed by a loss of some clientele
It has become increasingly difficult to keep up with the ongoing changes due to having more to do and
less time to do it
Uncontrollable from the Adviser position

Drilling down on the data
Compliance
The general and summarised feedback around compliance was:



Reduced revenue/cash flow
Having no money left after the costs
Increasing business debt
The high costs of dealer group and membership fees (too many associations/memberships required)
The increasing and inappropriate allocation of the ASIC levy
The outrageous cost of PI insurance
Having to scale to survive, but not having the cash flow/profit margins/capital to expand
Staffing costs

Cost
We are all aware of the ongoing and large costs of running an advice business. And it appears to be the
largest concern for those considering leaving or selling their business.

Not surprisingly the feature comments around the costs of funding an Advice business included, but were
not limited to:

Educational requirements
Only 14% indicated that educational requirements were one of their biggest concerns by specifically naming
FASEA exams and their qualifications post 2026. Perhaps as the FASEA higher education requirements
are still four years away, they did not appear to be as front-of-mind. While still seriously important, the
current ASIC compliance requirements have taken precedence over the pressures of their FUTURE
educational requirements.

Comments were typically about passing or having to re-sit the FASEA exams, the continual and expected
changes to educational requirements and what the business direction would look like post 2026.

Time
Only a handful of Advisers (4%) listed time constraints as a concern. However, similar to the ‘educational
requirements’ and other comments throughout the data, we expected that time could also fit under the
compliance banner due to the additional time it now takes to provide SOAs, additional work, education and
compliance tasks.

Future 
There were so many comments about the future of the industry it was decided to break the concerns into
sub-categories.
1. Future of clients
2. Future of an advice business
3. Future of financial planning 
 



Finding those who can actually afford the advice
Having to charge more fees with less contact and time for clients
Having the time, resources and cash flow to continue providing good advice at reasonable rates
Charging fairly but still making a profit
Clients leaving due to costs
Clients most needing advice are the ones who can’t afford it

How to keep running it as a viable and ongoing concern (sustainability and/or profitability)
The increased pressures on staff
The challenge of succession planning
Keeping up to date and compliant with technology
Is selling an option? 
How to value my business
Will I get gainful employment if I sell/leave?

 1. Future of clients
The most common concerns about the clients of Advisers were:

 2. Future of advice business
Advisers who commented on the future of their business had serious concerns about:

 3. Future of financial planning
The major concern about the future of the industry was the uncertainty.
Advisers mentioned they felt they have been forced into an early retirement - unsure if they should stay or
leave. 

There were also a few comments about superannuation and other institutions being in the same space as
competition, but at the same time these institutions cannot offer ‘independent’ advice.

Stress of the combined uncertainty appears to be the main reason Advisers are now considering their
options.

How to transition
Although a very small group of Advisers (3%) were considering transitioning to General Advice BEFORE
the webinar that Australian Advisory delivered, there was considerable high interest AFTER the webinar.
Data was collated post webinar via surveys and phone calls with webinar attendees.

The full results from our post webinar evaluation are yet to be released, however there was considerable
interest from Advisers to learn and understand more about options they had not considered before or were
currently not being offered within their dealer group.



FEE INCREASES: Those whose fees are reasonable at the moment have been told their fees,
however, will increase on 1 January 2022.
NOTICE PERIOD: Although some Advisers would jump ship straight away, they have to provide 90
days’ notice before they will be released by their group. Some won’t be granted approvals to move their
book until 31 December 2021.
SOFTWARE: They are forced to use software that the dealer group dictates. Software costs are often
expensive.
GENERAL ADVICE MODEL: Many do not have a General Advice model to transition to.
ADVISER SUPPORT: There were many comments about lack of Adviser support in some groups –
some having not heard anything from their group for over nine months. Others mention a two week
delay in responses from the support team.

Post webinar consultations were offered to participants and were conducted by the Australian Advisory
team. Here is a summary of some of the feedback gathered. Please note, there were no Australian
Advisory members involved in the research.

Webinar and 
consultation feedback

FEE INCREASES: Fees are good/reasonable – there will be no fee increase in 2022.
NOTICE PERIOD: Australian Advisory only requires a 30 day notice period with the intention of leaving.
Leaving options are flexible with support provided.
SOFTWARE: Flexible software options – use what you like!
GENERAL ADVICE MODEL: Love the General Advice option – Many who were considering leaving
were excited about this. More than we expected.
ADVISER SUPPORT: Immediate access to the management and support team. Compliance support
and training valued.

Feedback about the 
Australian Advisory options

You are totally on the right track.
Anonymous (Post webinar survey)



With more support and less cost
Benefit from our client book purchases and new client leads
New revenue streams 

Leave the industry on your terms and timing
Sell your book to a group that you know will look after your clients in the way you expect
You can be involved in the hand over process
Grow your business while selling
Transition to selling over time via our partnership program

Keep the relationship and ownership of your book with one of our advisers delivering the advice
Receive an income stream
Reduce educational and compliance requirements
No dealer group fees, ASIC levies, PI insurance - in fact minimal business expenses

Transition to our General Advice model
Stay in the industry without the burden of personal advice
A different way to communicate with your client, but retain the same 

From our survey and subsequent follow up conversations with these Advisers, it is obvious to see the
concern our industry professionals have about the ongoing viability and future of providing Financial
Services. There is a lot of angst, anger, frustration and stress for our industry and, quite frankly, Advisers
have had enough.

Australian Advisory was formed to give Advisers options for a sustainable income, whether they wished 
to continue being authorised to give advice or not.

Australian Advisory has come up with a number of unique solutions that many Advisers had not 
previously considered. We have opened up new possibilities and options that can be tailored to 
each Adviser’s individual circumstances. Many Advisers have already taken up the opportunities to 
Stay, Sell, Partner or Transition with us. 

Stay 

Sell

Partner

Transition

      income opportunities and relationships

It has been pleasing to see that the options discussed in the webinar series had an excellent response and
as a result there are now over 100 Advisers considering new options.

Final comments

It's good that a group is willing to think outside of the box and give different options. 
I must say that I am fatigued thanks to the constant attacks on our industry over the
last 10 years (and longer). My enthusiasm for the industry, and desire to continue to
be a part of it, in any form, is diminishing by the day.
Anonymous (Post webinar survey)
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