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For career advisers, the biggest opportunity in financial planning in over 30 years is here. Is your AFSL helping 
you take full advantage … or slowing you down?
 

 “My AFSL has done a complete U-Turn” – MN, Vic.

FASEA’s new standards combined with the fallout from the Royal Commission has AFSLs in ‘self-preservation’ 
mode.

“It’s almost like my AFSL is totally unclear on what ASIC wants, they’re not
sure what their job is.” – MP, Vic.

Although AFSLs are saying they’re there to support advisers, advisers are having a different experience 
altogether. AFSL fees are skyrocketing, new SoA ‘Look-Back’ programs are being launched and draconian 
compliance measures are being imposed like never before.

“There’s a lot of arse-covering going on, I reckon.” – BD, Qld.

There is a famous saying that at some point in your life you either have the things you want or the excuses 
why you don’t.

“I don’t feel as though our AFSL is interested in supporting us. These changes 
are all for them, not us, nor our clients. It’s become a mental health issue, to

be honest with you.” – BP, WA.

Has your AFSL got your back?

Earlier this year the government released a Law that you as a financial planner must declare to your client – in 
writing – whether you meet the legal test of independence and, if not, to explain why not.

Is your AFSL aligned with a bank, fund 
manager or insurance company? If this is 
you then you might have experienced the 
manager who seems to think you exist to 
force product down your clients’ throat, and 
you’ve grown tired of having your integrity 
constantly put under that pressure.

Does your AFSL permit you to be
independent?

Independence test #1
Is your AFSL not aligned with a product provider, but you 
can’t call yourself independent because your AFSL still 
allows at least one adviser under the license to pocket 
commissions or charge asset fees? If that’s you then you 
might be familiar with the anxiety that sooner or later 
one of those advisers is going to drag the AFSL into a 
scandal and your reputation will be dragged in with it.

Independence test #2
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Use it as something of a roadmap – what follows is the ‘why’, the ‘what’ and ‘how’ of independent financial 
planning – and it shouldn’t take you more than 30 minutes, cover to cover ...

To help you build the financial planning practice you’ve always wanted. Starting now.

Comfortable? Let’s go!

Partnership with the right AFSL can make all the difference between having the wind at your back or 
swimming against the current. We have distilled a few key lessons we’ve learned, crafted out of painful 
mistakes and hard-won experience, intended for a very specific purpose:

Are you swimming upstream?

Part One:
the
why …

Part Three:
the
how …

Part Two:
the

what …

Part Four:
the

when …

There are three
pathways – which is
right for you?

How your AFSL
can help you or
hinder you.

What will your
independent
practice look like? 

What service
do I do as
an IFA? 

How do I
articulate the
value I provide?

How do I
price that
service?

What is an
IFA?

Why become
an IFA?

Exploding the myths
around becoming an IFA.

Getting started
– first steps.

Getting support from people
who believe what you believe.
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Part One: the why …

Do these words sound like yours?

Financial professionals act in the interests of their clients. That’s the gig you signed up for and it’s how you 
practise every single day you come to work. But the public doesn’t recognise you for it.

Why not?

Because they’re so battered and bruised from scandals you had nothing to do with. Face it, the client ‘trust 
rating’ of financial professionals is at an all-time low.

“I can’t offer 
the type of 
advice I really 
want to give 
where I am.”

“I feel like a 
salesperson.”

“It doesn’t feel like I’m really 
delivering value – it’s a bit 
like I’m charging $3000 for an 
annual cup of coffee, to roll 
out cookie-cutter advice.”

“I don’t know when’s 
the right time, and 
whether or not I 
should set up my own 
AFSL.”
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Why are more and
more advisers asking
the question?

A little while ago a not-for-profit public company called the Profession of Independent Financial Advisers 
surveyed consumers aged 40 to 55yo on what appeals about independent financial advice. You can actually 
download your own copy right here: www.pifa.org.au/australia-speaks. More than three-quarters said they 
want their adviser to be genuinely independent. Even more said they’d value an ongoing relationship with an 
adviser like that.

This explains why – these quotes are taken from live interviews with new prospects …

The two biggest reasons we 
hear that advisers -- aligned 
and non-aligned alike – are 
reconsidering their careers is 
because they aren’t feeling 
professionally satisfied with 
their current AFSL, and that 
they feel like they’re just 
producing advice designed to 
cover the AFSL’s backside …

They want to make a 
difference, while 
building something 
they actually own.

You do a good job and always act in the interests of your client yet you are being tarred with the same brush 
as the product-floggers.

“My adviser is a nice 
person and I like him, but 
I need someone who’s 
impartial.”

“My bankie can’t advise 
me, all she can do is sell 
me things.”

“I need a second opinion on 
my adviser’s advice from 
someone who’s 
independent.”

Although they act 
with integrity every 
day, often they don’t 
get the credit for it 
and sometimes even 
have to justify their 
advice.

They want more 
fulfilment and 
professional 
satisfaction.

They can see the 
writing on the wall 
and don’t want to 
become a dinosaur.

Why does the public want independent advice?
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A dinosaur? Surely that’s a bit harsh! No, the fact is there’s a worldwide move in the developed nations 
towards a model of independence in financial advice.

Independence = trustworthy

The demand for independence

As financial planners, we realise that the word ‘independence’ is solid gold commercially because it’s 
synonymous with trust.

Whenever a public scandal is to be investigated, invariably an independent inquiry or an independent 
commission is set up to do the sleuthing. Why? Because if it’s independent we can rely on there being a 
strong process, that we’ll get to the bottom of the matter, as ugly as it might be, and that the truth will be 
outed, with neither fear nor favour.

‘Independent’ means ‘trustworthy’.

The bottom line is that advisers feel that something is missing, they’re not happy with the status quo and, 
what’s more, they’ve been feeling this way for a while. One easy-to-identify missing ingredient is that they 
want to be able to call themselves genuinely independent and they can't do that with their current AFSL.

There are so many myths floating around about becoming an Independent Financial Adviser (IFA), mostly to 
do with whether the model is financially viable.

In-house members surveys conducted by the Profession of Independent Financial Advisers have shown that 
there is a very healthy supply of unsolicited enquiries from Google searches for independent financial advice. 
Members report an average number of leads between 3 and 12 per month, completely unsolicited.

Imagine that – calls out of the blue from people ready to do business and expecting to pay a fee for your 
advice. Sounds fanciful? Call any adviser in that association’s member directory, you’ll find it here: 
www.pifa.org.au/member-directory.

Regularly quoted stats are that only 1 in 5 adult Australians seeks financial advice. This means that in a 
country of 20 million people, of whom 4 million are adults, the potential market is 800,000 strong. Your share 
of this is waiting for you as an IFA.

In Canada 
legislation 
has been in 

place since 2016 in 
response to concerns 
around the unclear 
and incomplete 
disclosures that were 
being made, mainly 
around 
remuneration. They 
call it “Client 
Relationship Model” 
and it’s designed to 
‘out’ conflicts of 

The following year the USA drafted a new regime called 
“Fiduciary Standard”. Under this standard, in order for an 
intermediary to accept a commission, the client needs to sign a 

‘best interest contract exemption’ … an you imagine the conversation you’d 
have to have with a client where you want them to sign a form called ‘best 
interest exemption’? This law has evolved further since but parts of it are 
still alive and well in a 5-part ‘Fiduciary Test’.

Over in the UK commissions have effectively been banned for 
years now. The Retail Distribution Review required that advisers 
declare their advice to be either being ‘restricted’ or 

‘independent’. The laws says that in order to call yourself an independent 
financial adviser, you need to provide “unbiased and unrestricted advice” 
based on a “comprehensive and fair analysis of the market”.
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What does independence actually mean?

Independence Law #1

Section 923A of the Corporations Act says that to use the term ‘independent’, ‘unbiased’, or ‘impartial’ 
to describe our services, as financial advisers we …

“Why not? What’s wrong with gifts, commissions, 
and asset fees?”

They’re incentives to sell something. 

“But surely asset fees are alright – they’re just 
fees for service charged as a percentage of 
assets under advice.”

What if real estate agents started calling their 
sales commission a ‘fee for service’? After all, it’s 
certainly a fee they earn for a service they 
perform. The trouble is the new name ceases to 
describe the true nature of the payment. It’s still 
an incentive. Incentives are the working tools of 
product manufacturers and their salespeople, 
not advisers.

Here’s another example: ‘health management’, 
the equivalent of ‘wealth management’ but in the 
weight loss industry. Interestingly, the way they 
get paid – their ‘fee for service’ – is a percentage 
of how much you spend on the supplements and 
other products they recommend. Sends a pretty 
clear message about whether you’re going to get 
impartial advice about their pills and potions, 
doesn’t it?

An asset fee is an incentive and incentives are 
what salespeople receive to sell phone plans and 
gym memberships. Incentives have no place in 
the world of professional financial advice.

Imagine if your doctor didn’t charge you a consult 
fee, instead she pocketed a share of whatever 
pills she prescribed!

“Why?”

When we give advice we do so basically as agents 
of our AFSL. The party responsible for the 
individual planner’s conduct is the AFSL therefore 
if it allows incentives then the individual may too, 
whether or not they choose to.

This means that if your AFSL allows any adviser 
under the license to receive commissions or 
charge asset fees then nobody at all can call 
themselves independent, even if – as an 
individual – they don’t.

• must not receive commissions [s923A(2)(a)(i)]
• must not receive asset fees [s923A(2)(a)(ii)]
• must not accept gifts from a product issuer that might influence them [s923A(2)(a)(iii)]

A few years ago Roy Morgan Research surveyed 40,000 people on the perceived independence of their 
financial planner. The survey showed that a disturbing number are totally confused on the subject. But as it 
turns out, many financial planners are confused on the subject too…

“XYZ Financial Planning is truly independent in the sense that we have no institutional shareholders and no 
investors such as banks or investment groups. Independence means no product of our own.”

Exactly when are we able to use this word and others just like it, such as ‘impartial’ or ‘unbiased’? Just because 
your business card doesn’t display the logo of a bank or insurance company doesn’t mean you can use the 
term ‘independent’ to describe your services …

Independence Law #2

Section 923A, goes further than just incentives, though. It says that the individual adviser is deemed to 
be in breach if his or her AFSL permits any other representatives to pocket incentives [s923A(2)(b)].
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Funnily enough, it’s not the public who’s complaining; just financial planners who don’t satisfy the law. The 
most common objections from advisers fighting against the change seem to be:

At the heart of these objections lies a desire to have one’s cake and eat it too: “I want to be called 
‘independent’ but I won’t change my business model to do so”. To put it another way: “I’m not going to step 
up, you lower the bar”.

As for the first option, good luck with that. 

As for the second option, the notion of turning independent conjures up a host of imagery and fears – many 
of them unfounded, you’ll be pleased to hear. The real question is how to actually accomplish independence 
and the good news is there is now a way.

So let’s get into the nitty gritty of how, by exploring what an independent financial planning practice looks like …

Bit harsh? Maybe. The bottom line is this: IF you want to call yourself independent AND you currently don’t 
satisfy the Independence Law then you have two options. Either …

Objections to the Independence Laws

You can’t eliminate all 
conflicts so it makes 
no sense to prohibit 
independently-owned 
financial planners 
from using the term 
(i.e. the ‘throw out the 
baby with the 
bathwater’ reaction).

I run my own licence 
and am not affiliated 
with a bank or 
insurance company 
and therefore I should 
be able to call myself 
independent (i.e. the 
‘I’m halfway there so 
spot me the 
difference’ objection).

Charging asset fees on 
a wrap platform 
doesn’t actually breach 
the law (are you brave 
enough to test that in 
the Courts?).

Hardly any financial 
planners satisfy this 
law so it should be 
changed (umm 
…what?)

• must not have any additional product restrictions imposed on them by their Licensee [s923A(2)(d)]
• must not have any association with either a financial product or a financial product issuer [s923A(2)(e)]

Independence Law #3

But the Independence Law goes further still. Financial advisers …

“Why not?”

To be independent is to have professional freedom 
within the bounds of the law, and limitations result 
in dependence, not independence.

Insofar as the law is concerned, the effect of 
Section 923A’s rules entitles the public to a high 
level of confidence that their adviser is free from 
any conflicts of interest that really matter.

orChange the Law1 Change your business model2
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Part Two: the what …

Which – in combination – determine 
your unique signature as an IFA, and 
how you come across to your 
clients. These binary decisions – are 
your ‘IFA DNA’. And your individual 
choices determine your unique 
fingerprint. It’s distinctly YOU.

This will shape everything about 
your practice -- what you do, how 
you do it, what you charge, and the 
value your clients get. These 
considerations give rise to 10 key 
‘chromosomes’ of your IFA DNA. 

The Service
you offer

The Client
you offer it to

Technician or adviser
Bespoke or low end
Transactional or relationship
Comprehensive or limited
Selling or advising
‘Fix it’ advice or ‘outcomes-based’ advice
Heavy infrastructure or light infrastructure

What they
pay for it Charging structure options10

8
9

1
2
3
4
5
6
7

No profile (random)
Clear profile (clear)
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There are actually 10 simple choices you make about how you
interact with the world as an independent financial adviser



Your IFA DNA

1. What role?

2. What positioning?
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Do you want to be respected as a technical expert with deep knowledge in a narrow field? Or do you want to 
be admired as a trustworthy advisor with impressive people and communication skills? Which one is more 
important to you? Choose only one -- either be the expert in some technical area like tax or investment, or be 
the trusted ‘go-to guy’ who knows people and communicates with great effect.

Do you want to earn a premium for a highly valuable service to a small number of clients with whom you 
have a deep relationship, or do you want to roll out a low-fee, lesser value service to lots of people you don’t 
have that sort of relationship with?

TECHNICIAN SAGEOR

BESPOKE VOLUMEOR
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Do you want to roll out advice as one-off transactions or do you want an enduring relationship which pays 
fees that renew each year in exchange for an ongoing service?

Do you want to deliver holistic, comprehensive financial services or limit your work to one area like wealth 
management or insurance or SMSF, for example?

3. What structure?

4. What breadth and depth?

TRANSACTIONAL RELATIONSHIPOR

COMPREHENSIVE LIMITEDOR
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5. What approach?

6. What commitment?

Do you simply tell them it’s possible or do you make it happen? Your title is ‘financial adviser’ but how you 
show up as an adviser can be very different in practical terms. Taken literally, as a financial adviser, you’re 
providing your professional opinion and that’s that – it’s the client’s responsibility to put that advice into 
effect. The alternative is to take responsibility for a desired outcome and partner with the client, so to speak, 
in driving that result. One choice is to make the right path available, the other choice is about making sure 
they walk the right path.

MAKE IT AVAILABLE MAKE IT HAPPENOR

Are you helping your clients get to their destination or are you just giving directions? Is your advice going to 
be focussed on improving an existing client scenario or will it be starting with the end in mind, and working 
backwards to what they need to do today (and tomorrow) to give themselves the highest probability of 
achieving their objectives?

‘FIX IT’ ADVICE OBJECTIVE-BASED
ADVICEOR
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Do you want a corner office in the CBD with lots of in-house employed staff or are you comfortable versus 
getting client results produced through contracted associates on a fee-on-delivery basis?

Life with no client profile means everyone’s a prospect -- anyone who can pay the fee is acceptable as a client. 

This gives you a much broader market but also means it will be difficult to systemise your business. You run 
the risk of responding to whatever the client needs and run the risk of having as many sub-businesses as you 
do clients.

7. What delivery?

8. No client profile?

HEAVY
INFRASTRUCTURE

LIGHT
ON YOUR FEETOR

RANDOM



TARGETED
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Life with a clear client profile means learning how to say ‘no’. It means …

• There will be lots of people who ‘get it’. They see the value, they want to hire you, but they don’t have the
 money. These are not clients.

• There will be lots of people who ‘sort of get it’. They want to hire you but sort of adapt what you do to suit
 what they think their needs are. These are not clients.

• And there will be those who ‘totally get it’. They see the value, they want to hire you, they have the money, 
 and the service was ‘made’ for them. These are clients – Ideal Clients – and it’s your job is to find these folks,
 and only these folks.

That overviews the first 9 simple choices that affect your client experience of your independent financial 
advice practice. The next and last choice is one of issues that costs advisers the most heartache and navel 
gazing. Let’s now unpack your charging structure options …

9. Clear client profile?

The Service you offer

The Client you offer it to

Technician or adviser
Bespoke or low end
Transactional or relationship
Comprehensive or limited
Selling or advising
‘Fix it’ advice or ‘outcomes-based’ advice
Heavy infrastructure or light infrastructure

What they pay for it Charging structure options10

8
9

1
2
3
4
5
6
7

No profile (random)
Clear profile (clear)
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Although everyone presumes that as an IFA you charge by the hour, this doesn’t have to be so. We have 
experimented with every charging option available and they boil down to five types:

This is simple – you clock your time and invoice accordingly, either when the job is done, or in 
instalments (particularly if it’s a long or big project). Particularly useful if each job is scoped 
based on the circumstances of the particular client, which lends itself well to the circumstance 
where you have no target client profile. The advantage of this option is that it’s transparent, easy 
to measure, and evidence that work was done; the disadvantage is that often you’ll be writing 
time off.

This is pretty much a defined output for a defined input, for instance “hiring me costs $XXX and 
we cover the following deliverables”. Sometimes you’re behind and sometimes you’re in front 
but basically your business still works. This requires knowing in advance what the service is and 
usually means having an ideal client profile.

This is often a ‘back office’ calculation so its method of calculation is cover to the client. There are 
consultants around who recommend you charge a flat fee as a foundation fee, plus a project fee, 
plus some sort of ‘uplift’ based on a particular variable. For instance, the base fee you charge to 
be retained for someone is $XXX, plus there’s a particular project the client needs done this year 
which will cost an additional $YYY and these add together to be $ZZZ. However you also reserve 
the discretion to apply a premium in this particular client’s case because they’re a notorious 
‘financial bed-wetter’, so it’s going to be $AAA.

This is a fee that increases based on some metric, such as complexity or funds under 
management. Although it’s not true that someone with twice the money requires twice the time 
and attention, there can be some method to this madness. For instance, higher net worth clients 
stand to lose more and can run the risk of having the capacity to sue your pants off if you get 
something wrong. So you would be wise to consider what the issues are going to be around 
achieving a profitable set of tiers.

This works a bit like a Chinese menu. It requires that you have systems for delivering each type 
of dish but is very workable. The disadvantage often is that the client’s main goal will be to eat as 
much as possible for the lowest cost, and it requires you’re being pretty clear about what the 
client should be choosing off the menu.

Charging structure options
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The biggest issue to be aware of when you are considering your options is not price so much as value. Most 
people are reasonable and reasonable people don’t mind paying for a service that is clearly explained and 
that they want or realise they need. Where things come unstuck is when the price of the service exceeds its 
perceived value.

And wherever a disparity exists between price and value, your options are pretty simple:

Assuming the price has been arrived at intelligently and fairly, we recommend against option 1. Option 2 is an 
always nice but it’s entirely likely that you’ve already added in all the value to make the original offer as 
compelling as possible so it’s probably not likely a realistic option. And that leaves option number 3.
In the marketing world, it’s the ‘go-to’ option.

Assuming the price has been arrived at intelligently and fairly, we recommend against option 1. Option 2 is an 
always nice but it’s entirely likely that you’ve already added in all the value to make the original offer as 
compelling as possible so it’s probably not likely a realistic option. And that leaves option number 3.
In the marketing world, it’s the ‘go-to’ option.

So whatever you do, make sure that your preferred charging structure is easily explainable in terms of the 
results you obtain for the client, not the effort you expend in achieving it. That’s the cardinal rule when you’re 
offering an intangible service like planning for someone’s future.

A final consideration in putting together a bottom-line price, regardless of your chosen charging structure, 
has to do with the all-important distinction between cost and value. In coming up with a number, the ‘cost’ 
approach is to ask what your competitors charge and consider your fee in that context. What are your client’s 
other options, what do those options cost, and how effective are they?

While entirely business-like, most marketing and advertising executives would have a ‘pink fit’ about this 
approach.

The alternative is to think about what the value is to your client of achieving the results that you promise. 
How much time do they save? What’s their time worth? What potential risks does it avoid? If one of those 
avoided risks actually happened what would it cost the client in financial and non-financial terms? If you 
extrapolate that saving or cost into the future, what’s the compound value, in aggregate?

Reduce
the price1 2 Add more

value 3 Educate
the customer



Part Three: the how …

Your three independence options

If you’re still reading this it’s a pretty good bet you’ve made the decision to become an IFA but can’t see how. 
You need to know what your next move is.
 
Basically you have three options …

Change the Tiger’s stripes 
(ask your current AFSL to 
turn independent);

2. Get into the 
Compliance & Supervision 
game (leave and set up 
your own licence).

3. Join a Community of 
like-minded folks (find an 
AFSL that believes what 
you believe)

1 2 3
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That is, get in front of the CEO of your AFSL and have a heart to heart, hoping to convince him or her 
that losing the conflicted planners under the license is not going to hurt their balance sheet. Conflicted 
AFSLs claim that advisers should have the choice about how they charge but this is really just a 
convenient truth.

So good luck with that.

This is certainly cheaper than it used to be although there are noises that ASIC intends to make this 
more difficult than it has been in the past. The fact is that self-licensing is, for most advisers, a risk.
 
Why? The problem is that this move is a major distraction. Plus once you’ve got your own license, 
there’s an ongoing distraction. Sure, people do it, but at what hidden cost? It’s the cost of mediocrity.

To explain: focus is everything in business. Lose it and you’re on a slippery slope. Bottom line is 
anything that dilutes or distracts your focus in business ought to be avoided with extreme prejudice!

So get very, very clear on your vision from day one – either you want to deliver great financial advisory 
services to the public … or AFSL services for financial planners. Whichever the choice, devote yourself 
100% to making that business sing because serving two masters means you do both at less than your 
full ability … the end result of which will be a mediocre business that took a lot longer to build than it 
should have. 

These days you can still be a ‘master-of-your-own-destiny’ financial adviser AND build a great business 
WITHOUT the ball-and-chain of running an AFSL as well.
 
Finding the right AFSL is a trick though. There are AFSLs who use the word ‘independent’ in their 
marketing material but a little digging soon shows that they permit asset fees and commissions, and 
many of them have their own white label platforms and products. In truth they’re far from 
independent, they’re a train wreck waiting to happen.

In any event, signing on with an AFSL who is ‘just giving this independence thing a try’ will only work if 
their experiment works. Still looks like a train wreck.

Instead, seek out those souls who believe what you believe – connect with a Community that also 
treasures independence and all that it embodies. You want to find an AFSL who wouldn’t dream of 
practising financial planning any other way. AFSLs like this simply ‘get it’ and, in their company, you’ll 
feel like you’ve found ‘home’ rather than feel like an outsider.

Option 1

Change the tiger’s stripes

Option 2

Get into the compliance & supervision game

Option 3

Find a Community of like-minded souls
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Your AFSL’s real purpose
As far as the law is concerned it’s an AFSL’s role to ensure compliance, training and supervision. This has 
fallen off the rails a bit. Any of these laments sound familiar?

Is that how AFSLs are dealing with the changing landscape? To use their advisers as a ‘problem dumping 
ground’?

This is the wrong approach entirely.

The purpose of an AFSL to help you build a great financial advisory practice. What does that mean?

“The stuff my AFSL insists 
I put in my SoAs is just for 
their benefit. Nothing in 
there for me or my 
client”.

“My APL is getting even 
narrower, and although 
my AFSL says I can add to 
it, the amount of red 
tape they put in the way 
is ridiculous.”

“My AFSL has a BDM who 
hasn’t been involved in 
financial planning in 
years and this guy is 
telling me what to charge 
and what clients to take 
on.”

“Meanwhile, I’m still left 
to solve all the problems 
of being in business, all 
on my own.”

“All the compliance rules 
are aimed at the lowest 
common denominators 
under the licence. I feel 
like my PI premium is 
subsidising other crappy 
advisers who are under 
the licence.”
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Part Four: the when …

There are financial advisers leaving the industry in droves right now, and they’re leaving because they don’t 
want to meet the new ethical, educational and independence standards. However for career advisers looking 
to build a valuable practice, we see this as the biggest opportunity in financial services in an entire 
generation.

If now’s not the right time, when is?!

Certainly we hope that you use the ten ‘IFA DNA’ steps from Part Two to create your vision of what your 
future business should look like. Together, these steps can give you a clear picture of where you are now, 
where you want to be, and specific milestones towards your vision.

There is a famous saying that at some point in your life you either have the things you want or the excuses 
why you don’t. The question is: is your current AFSL a help or a hindrance to that goal?

Support, with a capital ‘S’?

Sure, the promise might be there of templates and software discounts and flexible APLs … but if your AFSL is 
aiming at the ‘lowest common denominator’ adviser who wants to pocket commissions and charge asset fees 
producing cookie-cutter advice, you could be forgiven for feeling like the square peg in a round hole.

What’s missing in your current AFSL?

Our role as an AFSL is to help you as an adviser to plug into our systems and people so you can get the 
support you need to build the business you’ve always wanted.

The support of people who believe what you believe

Contact us at admin@ifa-aust.com.au to see if there’s a fit.

Do you qualify?



FAQ

That’s a long one. Certainly the things you’d expect such as document templates, research, the tech stack, and 
so on, but our real value add is our philosophy: we see our job as helping you build a great financial advisory 
practice. As an AFSL we are here to support the safety and success of our community of independent 
financial advisers.

What does the AFSL provide?

We don’t have one. Instead we have a Financial Product Research Policy, the ‘cardinal rule’ of which is 
“evidence first”. Most advisers tell us that this experience was like a new-found feeling of freedom coupled 
with an empowering sense of responsibility.

Is your APL open or closed?

The process from go to whoa can be as quick as a few weeks depending on variables like how many clients 
you have, the types of products you’re used to using, and how you collect your fees, among other things. 

How complicated is it to change AFSLs?

No, you don’t have to change your business name. We believe that you should be supported to build your 
business and your brand, so that you and your clients can prosper.

Do I have to change my business name?
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No we don’t. Apart from exceptional circumstances, just changing Licensees is not grounds for having to 
reissue advice you already have on foot with your client.

Do you require us to send a new SoA to all clients?

There is a way. It’s actually not that complicated. But this industry makes it virtually impossible to do. We have 
done it and once you’ve seen the benefits of professionalism and enthusiastic client endorsement, you’ll 
never look back. We’ll show you how. 

How do I become genuinely independent?

There is a small but growing community of financial advisers who feels the way you do. We felt this way and 
blazed a trail. We can help you walk that same path but without the scratches and bruises.

Join a community of independent financial advisers



Yes, we forged the path and have the battle scars to prove it. We can show you the path but don’t get the 
wrong idea, there’s work involved. This isn’t a luxury coachliner plying the highway to Easy Street. There is 
some hard work to do and you can’t job it out to anyone else. But here’s the support we can offer to make the 
journey as comfortable and direct as possible! The question is “are you ready?”

We’re here to support your Safety and Success

Call us and explain where you’re at. We’ll tell you what you can do and give you a run down on what we see as 
your options.

Have you had enough anxiety about being dragged into scandals you had nothing to do with? The next step is 
yours ...

How do I get started?

• You are no longer a product conveyor belt for the banks. You will have clients from all walks of life and from
 all points on the socio-economic spectrum. You can specialise if you like or you can remain a generalist, the
 choice is yours.
• You will feel more professional. Now you get to focus on the problem, not the solution. Your ‘product’ is
 your intellectual property, the value you can add, rather than your investments or insurance policies.
• No more sales. This is advice you’re providing, not sales you’re making.
• You will get unsolicited calls from prospects. We haven’t done any advertising since we started. Our leads
 come from being members of the Profession of Independent Financial Advisers and from our new best
 friend, Mr Google.

What are the benefits to becoming more professional in this
way of independence?
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Have you had enough
anxiety about being
dragged into scandals
you had nothing to do with?

The next step is yours ...

(02) 6162 0492
admin@ifa-aust.com.au

www.ifa-aust.com.au




