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Financial advice can help your 
clients prepare for retirement 
As well as improving financial outcomes, our 2017 Value of advice report showed that the value 
of advice extends far beyond monetary benefits. 

We know that most Australians have a dream for retirement and our research showed that 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 
this major life shift. And clearly, those who receive advice think it’s “worth it” – for their lifestyle, financial security and 
peace of mind.

Specifically, we found that of those people who had received financial advice:

Source: These research findings first appeared in the Sunsuper 2017 Value of advice report.  
The findings are from an online survey developed and hosted by CoreData on behalf of Sunsuper in November and December 2016.

believed advice 
had helped them 
feel prepared for 
retirement.

believed they had a 
better understanding 
of what to expect in 
retirement.

believed advice had 
given them more 
peace of mind.

believed the advice 
they received was 
worth more than 
it cost.

77% 72% 80% 75%

The 2018 Banking Royal Commission highlighted two things we already knew at 
Sunsuper about financial advice – that poor advice can cause significant and irreparable 
financial and emotional harm, and that great financial advice can truly change people’s 
lives for the better. That is, financial advice provided by trustworthy experts with their 
clients’ best interests at heart contributes significantly to the financial wellbeing and 
retirement preparedness of a vast number of Australians.

The research in our inaugural Value of advice report in 2017 highlighted the value 
of advice in improving the lifestyles of Australians at all ages. And not just in terms of 
monetary outcomes. In fact, our research clearly showed that the vast majority of people 
who receive financial advice concur that advice gave them more confidence in making 
financial decisions, prepared them more for retirement, and enabled them to better 
deal with unexpected expenses. 

Two years on from this inaugural report, we again commissioned CoreData to conduct 
modelling research to help us better understand the quantifiable and qualitative value 
that financial advice can provide. The focus of this latest research was the value of 
financial advice in preparing people for their “best possible retirement”. 

I encourage you to review the case studies that follow in this report. We know that 
clients often struggle to appreciate the benefits of financial advice, which, in turn, 
can lead them to question the upfront investment in great financial advice. We think 
you’ll agree that the modelling of the outcomes of advice on the financial lives of 
three everyday Australian households at various stages of retirement preparedness 
provides clear evidence for the undeniable tangible and intangible benefits of advice.

In my mind, this research validates the value of the services we provide to clients 
in helping them achieve their best possible retirement. So I also encourage you to use 
this report within your practices, among your professional associations, and, importantly, 
in discussions with your clients. 

Anne Fuchs, Head of Advice and Retirement



Case study 1: The independent woman

Lisa is 58 years old. As a senior nurse, Lisa feels it’s the right time 
to step back and transition into retirement. But the process of 
easing into retirement is a little daunting for her, so she feels her 
best chance at achieving her best possible retirement is with the 
help of a financial adviser.

Case study 2: The resilient couple

David and Jenny are both 60 and close to retirement. David is a 
self-employed tradesperson, and Jenny is a part-time teacher. 
The couple seek a financial adviser to remove the burden of 
management off themselves, which is fortunate as David is 
suddenly forced to retire early due to an injury.

Case study 3: The winding down couple

Susan and Kevin are both in their early 70s and enjoying 
retirement. They’ve received financial advice in the past to manage 
their affairs, but feel that they need another check-up to free up 
their time and ensure they are on track to wind down comfortably.

Case studies
The following case studies model the 
outcomes of financial advice on the lives 
of three everyday Australian households at 
various stages of retirement preparedness. 
The milestones in the case studies reflect 
those many Australians experience. 

By also modelling the households’ 
outcomes without financial advice, the 
modelling shows the difference between 
the advised and unadvised scenarios, and 
highlights the financial and lifestyle benefits 
of financial advice – today and for the future.

Financial advice can help your clients 
achieve their best possible retirement 
Our “best possible retirement” research modelled the outcomes of financial advice on the lives of three 
everyday Australian households at various stages of retirement preparedness. 

By also modelling the households’ outcomes without financial advice, the modelling shows the difference between the advised 
and unadvised scenarios. The summary findings below and in the case studies that follow in the remainder of this report are based 
on modelling conducted by CoreData on behalf of Sunsuper.

In summary, across the three case studies, we found the value of advice is: 

A comfortable retirement 

A core goal for each of the case study households was to maintain 
a specific level of spending, allowing for inflation, to ensure their 
living standards – including regular holidays – didn’t change. 

More superannuation 

In each of the case studies, the recommended advice strategies 
incorporated additional contributions to the tax-efficient 
superannuation environment, equating to hundreds of thousands 
of dollars more in retirement for the households. 

Less government reliance 

Each of the households was less likely to rely on the government 
age pension to supplement their income after implementing the 
advice recommendations. 

Less risk 

After implementing the advice strategies, the households 
achieved a more balanced risk profile across their asset portfolios, 
had more insurance cover in case they needed it, and were less 
likely to run out of savings should they live longer than expected. 

Less tax 

Each of the households paid less tax after implementing the 
advice recommendations. 

Better asset allocation 

The advice recommendations resulted in the households investing 
in a more productive mix of assets that earned higher returns 
throughout their retirement. 



Lisa’s goals
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enough to retire fully at age 65.

• Maintain current standard of living: Lisa doesn’t spend lavishly so she 
doesn’t want to face any reduction in her spending, which would see 
her standard of living diminish.
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• Be debt free in retirement: Lisa doesn’t want to have to worry about 
mortgage repayments once she’s retired.

• Minimise the tax that she pays: Lisa doesn’t want to pay more tax 
than she has to because her money isn’t allocated efficiently.
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• Diversify away from property: Lisa is worried about the impact of a 
sudden property downturn on her financial position.

• Reduce longevity risk: Lisa wants to ensure she isn’t on track to run 
out of money, no matter how long she lives.
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Lisa’s income has dropped due to her part-time status and will remain at 
this level to full retirement (although increasing with inflation). She also 
has $350,000 in mortgage debt and $10,000 in credit card debt.

Lisa’s financial position

Income: $60,000 p.a.

Living expenses: $35,000 p.a.

Additional expenses: $5,000 for holidays every two years

Superannuation balance: $250,000

Non-super financial 
investments: $30,000

Home ownership: Yes, with mortgage outstanding

Investment property: $500,000

Mortgage: $150,000 (residential)  
$200,000 (investment)

Other liabilities: $10,000 credit card debt

Insurance: $29,000 Sunsuper default life + TPD cover

Future lump sum: $100,000 inheritance in 10 years’ time

The independent woman
Meet Lisa

Lisa is 58 years old. She works as a senior, full-time nurse.  
It’s a tough job – physically demanding and emotionally challenging. 

Now that her two kids have both moved out of home, Lisa feels it’s 
the right time to step back and transition into retirement by reducing 
her hours. But the process of easing into retirement is a little daunting 
for her, so she feels her best chance at achieving her best possible 
retirement is with the help of a financial adviser.

I want to ease back on 
my working hours but I’m too 
busy with work and family life 
to research how I can do this. 
Plus all the information seems 
to be cloaked in jargon.



Lisa paid significantly less tax over her lifetime.

Lisa didn’t reduce her spending in retirement  
and also paid for two holidays each year.

Lisa retired at age 65, comfortable that she had  
enough in savings.

Had Lisa not sought financial advice, she would  
have paid more tax and interest.

Lisa would have experienced more  
financial pressure during retirement as she  

would have had fewer financial assets to utilise.
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Lisa paid for financial advice: $3,000 up front + $1,500 each year from age 58 until her life expectancy of 87.

The value of 
advice for Lisa 
is a comfortable 
retirement, with 
more super, and less 
government reliance.

The value of advice for Lisa from age 58 
until retirement – age 65.

The value of advice for Lisa from age 58 
until life expectancy – age 87.
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–$45,000
Total tax saved

+$3,000
More draw-down from Retirement  
income account in first year of retirement

+1.7%
Additional average return on investments

+$24,000
Additional net assets at retirement

–$9,000
Total interest payments saved

+$17,000
Additional net earnings on superannuation balance

–$75,000
Total tax saved

+$12,000
More draw-down from Retirement  
income account each year of retirement

+3.1%
Additional average return on investments

+$213,000
Additional net assets at life expectancy

–$168,000
Less required reliance on government age pension payments

+$306,000
Additional net earnings on superannuation balance

The advice Lisa received
Case study 1: The independent woman

Pay credit card 
debt using cash in 
bank account.

Salary sacrifice 
income net of living 

expenses and mortgage 
repayments to super 

accumulation account. 

Move superannuation 
accumulation account 
to a Transition to 
Retirement (TTR) 
account to begin 
income draw-down. 

Move superannuation 
TTR account to an 

Income (account-
based pension) 

account to use for 
income draw-down. 

Sell the 
investment 

property after one 
year of retirement 

(for CGT purposes). 

Use proceeds of 
investment property 
sale to pay what’s 
remaining on 
mortgage. 

Use proceeds of 
investment property 
sale and pension 
draw-down to pay 
what’s remaining on 
residential mortgage. 

Non-concessionally 
contribute inheritance 

to superannuation 
and then transfer into 

Income (account-based 
pension) account. 

NOW

DURING RETIREMENT

AT RETIREMENT



David and Jenny’s financial position

Income: 
David $180,000 p.a. (self-employed)  
Jenny $60,000 p.a.

Living expenses: $55,000 p.a.

Additional expenses: $8,000 p.a. in retirement for holidays 

Superannuation balance: 
David $100,000  
Jenny $250,000 

Business value: $700,000

Non-super financial 
investments: $150,000

Home ownership: Yes

Investment property: $700,000

Mortgage: $350,000 (investment)

Other liabilities: $10,000 car loan

Insurance: 
Both David and Jenny have $25,000 
Sunsuper default life + TPD cover

David and Jenny’s goals
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longer needs to worry about the physical demands and financial 
management. 

• Retire aged 65: David and Jenny have planned to retire at the same 
time so they can begin the next phase of their lives together. 
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• Maintain comfortable standard of living: David and Jenny want to enjoy 
their retirement in style after both working all their adult lives. 

• Leave a bequest: David and Jenny would like to leave something 
behind for their three children and grandchildren. 
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• Reduce management burden: David and Jenny want to make the right 
decisions and spend less time doing it all themselves. 

• Lower their financial risk: David and Jenny want to diversify their 
assets so they are protected financially during retirement.
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ES David’s work involves a high risk of injury, and two years into the scenario, 

the model assumes that David is forced into early retirement. They 
therefore want to sell their business and invest the proceeds effectively, 
but also diversify away from property. The couple has $350,000 in 
mortgage debt and $10,000 in a car loan.  

The resilient couple
Meet David and Jenny 

David and Jenny are both 60 and close to retirement. David is  
a self-employed tradesperson, and Jenny is a part-time teacher. 

Although the couple are comfortably heading into retirement, 
they want to be as prepared as possible for the changes coming 
in their lives. The couple seek a financial adviser to remove the 
burden of management from themselves, which is fortunate as 
David is suddenly forced to retire early due to an injury.

We’re aware David’s work involves 
a high risk of injury – it’s already 
taking a toll physically. We want 
to be as prepared as possible for 
retirement, no matter what might 
happen in the future.



Jenny was still able to retire at 65 even though 
her husband was forced into early retirement.

David sold his business once forced into  
retirement and invested proceeds into  
superannuation.

Both were able to live comfortably and take  
annual holidays.

Had David and Jenny not sought financial advice, 
they would have been unable to leave a  

sizeable inheritance.

They would have retained their investment  
property into retirement which would have  

carried more financial risk and higher  
management burden.
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–$34,000
Total tax saved

+$54,000
More draw-down from Retirement  
income accounts in first year of retirement

–$39,000
Less in total debt to pay off

+$465,000
Additional net assets at Jenny’s retirement

+$269,000
Additional net earnings on superannuation balances

–$20,000
Less loan liability outstanding

+$227,000 
Additional investment income outside of super

+$45,000
More draw-down from Retirement  
income accounts each year of retirement

+$353,000
Additional Total & Permanent Disability payout to David

+$695,000
Additional net assets at age 88

+$802,000
Additional net earnings on superannuation balance

David and Jenny paid for financial advice: $3,000 up front + $1,500 each year from age 60 until Jenny’s life expectancy at 90.

The value of advice 
for David and Jenny 
is a diverse and 
secure future, even 
with David having 
to retire early.

The value of advice for David and Jenny from 
age 60 until Jenny’s retirement – age 65.

The value of advice for David and Jenny 
from age 60 until age 90.
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The advice David and Jenny received
Case study 2: The resilient couple

Pay car loan debt 
using cash in bank 
accounts.

Pay investment 
mortgage using 
remaining cash.

Sell non-super 
investments and 
contribute non-
concessionally to 
super accounts. 

Salary sacrifice 
excess income net 
of expenses and 
mortgage repayments 
to individual super 
accumulation accounts

Upgrade TPD 
insurance to 

$400,000 
of cover. 

Transfer Jenny’s 
superannuation 

accumulation account 
into Income (account-

based pension) 
account and begin 

income draw-down.

Equalise David’s 
and Jenny’s separate 
superannuation 
accounts to have 
similar balances. 

Claim TPD 
insurance for 

David and invest 
proceeds into 

superannuation.

Sell investment property 
two years into retirement 
(for CGT purposes) and 
contribute proceeds non-
concessionally to super 
accumulation account then 
transfer to Income (account-
based pension) account for 
draw-down (over two years 
if necessary due to caps). 

Combine Income 
(account-based 
pension) accounts 
into one account 
to simplify income 
draw-down. 

Transfer David’s 
superannuation 
accumulation account 
into Income (account-based 
pension) account and begin 
income draw-down.

Sell business and 
use small business 
rollover concession 

into superannuation.

NOW

DURING RETIREMENT

AT DAVID’S RETIREMENT

AT JENNY’S RETIREMENT



Susan and Kevin’s financial position

Living expenses: $45,000 p.a.

Additional expenses: $5,000 p.a. in retirement for holidays 

Superannuation balance: $ 450,000 in a self-managed super fund

Non-super financial 
investments: $20,000

Home ownership: Yes

Additional funds: 
Receive $400,000 from downsizing  
their home

Susan and Kevin’s goals
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Y • Leave at least $320,000 as a bequest: Susan and Kevin want to be 
able to pay for all their grandchildren to have private schooling.

• Take a step back: Kevin, in particular, who manages their SMSF, would 
like to limit financial decisions due to health reasons and spend more 
time enjoying retirement, rather than managing their assets.
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a long time so that they can travel, a privilege they want to ensure 
continues into retirement. 

• Maintain comfortable standard of living: Susan and Kevin are willing 
to cut back on some spending but would prefer to live the rest of their 
lives as comfortably as they do now.
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as a bequest to fund their grandchildren’s education. The couple also want 
to explore alternatives to their SMSF for their superannuation savings 
during retirement.

The winding down couple
Meet Susan and Kevin

Susan and Kevin are both in their early 70s and enjoying retirement. 

Kevin’s desire to manage their investments has taken a back seat. He is 
also somewhat unsure if their current savings are enough to maintain 
their lifestyle and leave a bequest to fund their grandchildren’s private 
schooling. They’ve received financial advice in the past to manage their 
affairs, but feel that they need another check-up to free up their time 
and ensure they are on track to wind-down comfortably.

We’re just not as willing and 
able to manage our retirement 
investments and savings anymore. 
But we worry we won’t be able 
to support our grandchildren’s 
education.



Sunsuper’s 
adviser services
At Sunsuper, we want the same thing as you – to help your 
clients achieve their financial goals and their retirement dreams.

In fact, our purpose is to inspire and empower Australians to fulfil their retirement 
dreams. And this purpose permeates every aspect of our organisation: the way 
we invest members’ money, the investment performance we strive to achieve, the 
fees we charge, the member services we offer, the technology we use, and the 
governance that holds us accountable.

Who is Sunsuper?
We’re one of Australia’s largest and fastest-growing, top-10 super funds, with our 
1.4 million members at the heart of everything we do. At June 2019, we had $67 billion 
in funds under management and we’ve been recognised as the best of the best when 
it comes to superannuation. 

Our purpose is to inspire and 
empower Australians to fulfil 
their retirement dreams. 

Morningstar Analyst Rating™ effective 9 July 2018.
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+$25,000 More draw-down from Retirement income account 
each year of retirement

+2.7% Additional overall return on investments

+$197,000 Additional net assets at life expectancy

–$2,000 Total tax saved

+$334,000 Additional net earnings on superannuation balance

NOW

The advice Susan and Kevin received
Case study 3: The winding down couple

Close the SMSF, which has become 
less economically beneficial and 
less interesting, and transfer 
their superannuation savings to 
superannuation and their Income 
(account-based pension) account.  

Invest the proceeds released 
from downsizing their residential 
property into superannuation and 
transfer to an Income (account-
based pension) account to begin 
income draw-down. 

The value of advice for Susan and Kevin from 
their early 70s to life expectancy.

Susan and Kevin were comfortably 
able to take annual holidays, as 
their Sunsuper Retirement income 
account worked hard for them.

They could leave more than 
$300,000 as a bequest for 
their grandchildren.

Closing their SMSF and rolling into 
Sunsuper allowed them to focus 
more on enjoying their retirement.

Had Susan and Kevin not sought 
financial advice, they would  

have been unable to meet 
their bequest goal, so their 

grandchildren could not have 
attended private school.

They would have retained 
their SMSF, leaving them having 

to manage their own super.

UNADVISEDADVISED

VS

Susan and Kevin paid a one-off fee of $2,000 for financial advice.

The value of advice for 
Susan and Kevin is that 
they can maintain their 
lifestyle while putting 
away money for their 
grandchildren.



Modelling methodology
Case study scenarios: The three scenarios were developed by CoreData to reflect the financial circumstances 
of ordinary Australians, as informed by their research experience, ABS data and in conjunction with Sunsuper.

Advice provided: All three scenarios were provided with mock “financial advice” by a qualified CFP® Professional 
(a CoreData employee).

Scenarios modelled: An external paraplanner then modelled the three sets of scenarios with XPLAN, with and 
without the financial advice provided. The differences between the unadvised and advised models for each of 
the three scenarios was then analysed.

Modelling assumptions
Consistent return: Superannuation funds and banks do not earn a different rate of return between the advised 
and unadvised scenario.

Consistent livelihood: The advised scenarios do not earn a greater livelihood from employment by 
switching jobs, etc.

Consistent living expenses: Living expenses (excluding insurance and advice) are assumed to be the same in both 
the advised and unadvised scenarios.

Excess income distributed to bank account: In both the advised and unadvised scenarios, income (net of expenses 
and salary sacrifice) is distributed to bank account, unless specified otherwise through advice.

Cost of advice: The cost of advice was assumed in advance for each scenario based on the breadth of advice 
and whether an ongoing relationship was relevant. This is obviously only expensed in the advised scenario.

Conservative outlook: The model has erred to conservative estimates by assuming the advised households 
are not advised to take on more risk. 

About CoreData
CoreDataResearch is a global specialist financial services research and strategy consultancy, founded in 2002 
and headquartered in Australia, with operations in Sydney, Perth, London, Boston and Manila. 

It provides clients with bespoke and syndicated research services through a variety of data collection strategies 
and methodologies, along with consulting and research, database hosting and outsourcing services.

CoreData provides both business-to-business and business-to-consumer research, while the group’s offering 
includes market intelligence, guidance on strategic positioning, methods for developing new business, advice 
on operational marketing and other consulting services.

How can Sunsuper help 
you, and your clients?
Our package of adviser services has been developed with the aim of 
making it as easy as possible for you to manage your clients’ finances 
on their behalf. Talk to us today about:

• Fee payment flexibility, including the ability to request an initial and ongoing 
adviser fee payment for advice services provided to clients. Fees must meet the 
sole purpose test. That is, advice related to your client’s Sunsuper account and 
retirement plan. 

• Our secure online portal Adviser Online, including the ability to transact online 
on behalf of your clients.

• The value we can offer your clients, including our account-based pension product. 

• Our unique investment philosophy, including our approach to investing 
in unlisted assets.

Contact us today
We have a team of dedicated Business Development Managers across the country who 
will make working with Sunsuper easy and rewarding. Contact one of our team members 
today for more information on how Sunsuper can help you and your clients. 

Contact the Retail Advice Distribution 
team at rad@sunsuper.com.au



For ratings and awards information, visit sunsuper.com.au/ratingsagencies

The Lonsec Rating (assigned as follows: Sunsuper Growth; Sunsuper Balanced; Sunsuper Retirement; Sunsuper Conservative; 
Sunsuper Balanced Index; – June 2019) presented in this document is published by Lonsec Research Pty Ltd ABN 11 151 
658 561 AFSL 421 445. The Rating is limited to “General Advice” (as defined in the Corporations Act 2001 (Cth)) and based 
solely on consideration of the investment merits of the financial product(s). Past performance information is for illustrative 
purposes only and is not indicative of future performance. It is not a recommendation to purchase, sell or hold Sunsuper’s 
product(s), and you should seek independent financial advice before investing in this product(s). The Rating is subject to 
change without notice and Lonsec assumes no obligation to update the relevant document(s) following publication. Lonsec 
receives a fee from the Fund Manager for researching the product(s) using comprehensive and objective criteria. For further 
information regarding Lonsec’s Ratings methodology, please refer to our website at: http://www.lonsecresearch.com.au/
research-solutions/our-ratings

Sunsuper’s diversified Growth, Balanced, Retirement and Conservative investment options all received a Silver Morningstar 
Analyst Rating™ as of 09 July 2018. © 2019 Morningstar, Inc. All rights reserved. Neither Morningstar, its affiliates, nor 
the content providers guarantee the data or content contained herein to be accurate, complete or timely nor will they have 
any liability for its use or distribution. Any general advice or ‘class service’ have been prepared by Morningstar Australasia 
Pty Ltd (ABN: 95 090 665 544, AFSL: 240892) and/or Morningstar Research Ltd, subsidiaries of Morningstar, Inc, without 
reference to your objectives, financial situation or needs. Refer to our Financial Services Guide (FSG) for more information at 
www.morningstar.com.au/s/fsg.pdf. You should consider the advice in light of these matters and if applicable, the relevant 
Product Disclosure Statement before making any decision to invest. Our publications, ratings and products should be viewed 
as an additional investment resource, not as your sole source of information. Past performance does not necessarily indicate 
a financial product’s future performance. To obtain advice tailored to your situation, contact a professional financial adviser.

This report has been prepared and issued by Sunsuper Pty Ltd, referred to as ‘Sunsuper’, based on research conducted by 
CoreData in December 2018. 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 2019 Sunsuper Pty Ltd 2363 (06/19).

  13 11 84 (+61 7 3121 0700 when overseas)

   GPO Box 2924 Brisbane QLD 4001

   sunsuper.com.au
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