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CoreData Research 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.

ABOUT US GLOBAL PRESENCE, LOCAL FOCUS
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Licensees included

*Qualified licensees
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The analysis

• The analysis in this report focuses on the percentage of respondents who gave a rating of between 7 and 10 on each 
attribute, rather than on the average rating.

• This semantic anchoring reflects the reality that licensees need to score a rating of at least 7 (preferably higher) to exceed 
adviser expectations and therefore satisfy, engage and retain them.
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EXECUTIVE SUMMARY

Institutions take a massive hit

Compliance support critical in adviser minds 

Increasing costs, decreasing value 

Independents the shining light of the industry

Likely exodus of advisers from institutions 
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Institutions take a massive hit

Trust down in a post-royal commission environment 

Trust for traditional financial institutions has taken a beating, following the Banking Royal Commission. The licensee 
industry average NPS has been dragged down by institutions, especially by those institutionally branded who recorded 
an NPS score over ten times worse than last year at -79.5. 

The overall industry is diverging away from the institutions. Sentiments for licensees were relatively equal a year ago 
but the feeling has dropped enormously for both institutionally branded and affiliated licensees. 

Of the advisers with institutionally branded licensees, only:

• 22.0% feel their licensee is a growth partner

• 16.7% feel their licensee is focused on their needs

• 21.2% feel valued as an adviser from their licensee

• 28.8% experienced profit growth in the past 12 months

In contrast, of the advisers with independent licensees:

• 56.1% feel their licensee is a growth partner

• 68.8% feel their licensee is focused on their needs

• 77.1% feel valued as an adviser from their licensee

• 63.4% experienced profit growth in the past 12 months

Institutional brands are now becoming a weakness rather than a strength 
for advisers. They feel less support, less value and less overall satisfaction. 
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Compliance support critical in adviser minds 

Dissatisfied with the institutions

The industry sentiment around licensees has shifted dramatically from last year with advisers feeling less overall 
support and satisfaction. This is especially evident with institutionally affiliated and branded licensees, suggesting 
advisers are re-examining their current licensee situation. In every single type of support category, including technical 
services and marketing support, institutionally branded licensees have dropped significantly in satisfaction. 

Compliance support a key influential driver for 
adviser switching 

An alarming proportion of institutionally branded advisers 
do not have confidence that their licensee will provide 
enough support to meet regulatory obligations. 

Fear of consequences from not meeting regulatory 
standards has grown following the Banking Royal 
Commission, which highlighted misconduct in established 
financial institutions. Advisers want support from their 
licensee to successfully navigate through the regulations.

What would tempt advisers in 
the industry to switch licensees?

Advisers are increasingly 
concerned by what the new 
model of adviser will look like in 
the future.

Key switching triggers include:

• Compliance support

• Adviser technology 

• Product independence and 
choice
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Independents the shining light of the industry

Advisers more likely to promote independent licensees

In the past year, there is mounting evidence of a divergence away from the institutions and a trend of advisers 
moving towards independent licensees. This was the only subsector of the licensee industry that boasted a increased 
and positive NPS of 17.1. 

Almost all advisers authorised by independent 
licensees believe their licensee is committed to the 
advice industry

We see strong loyalty, a sense of value and a feeling that 
their needs are being met from advisers authorised by 
independent licensees. 

The tangible benefits see a greater profit growth for 
these practices which in turn has a flow on positive 
impact on the industry. 

Advisers authorised by independent licensees 
satisfied across the board

In almost every support category, independent 
licensees are in the lead for satisfaction by advisers. 

In adviser minds when compared with institutions, 
independent licensees offer greater support in key 
categories:

• Licensee revenue payments 

• Compliance support

• Education and training 

• Business planning 

• Adviser technology

Happier, more satisfied and profitable advisers can 
lead to greater commitment to the industry, and 
produce a net benefit for the end client as the 
industry can provide more choice, value and wider 
access to financial advice services. 
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Likely exodus of advisers from institutions 

Independent licensees the likely destination for advisers 

A likely exodus of advisers from the institutions is on the horizon. Independent licensees are becoming more popular 
and are outperforming their institutional counterparts in almost all aspects. Advisers are far more likely to 
recommend and remain loyal to an independent licensee.

A potent mix of factors prompting advisers to reconsider institutional 
licensees

Institutional advisers feel they are paying more while receiving less from 
their licensee. A combination of

• Devalued brand names

• Increasing costs

• Less overall support and

• Less overall satisfaction 

has pushed the advisers in the industry to a tipping point. The value 
proposition has diminished and there is a trend of advisers moving 
towards independent licensees, where they could experience increased 
support and feel more valued in their profession. 

More than half of 
institutionally branded 
advisers and two out of 
five institutionally 
affiliated advisers are 
likely to switch to a new 
licensee in the next 12 
months, a precursor to a 
massive change within 
the licensee industry.
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The institutions are dragging down the industry average 
overall satisfaction

Overall how satisfied are you with your licensee?

n = 205 (independent,2019), 310 (institutionally affiliated, 2019), 132 (institutionally branded, 2019), 647 (industry, 2019)
n = 303 (independent,2018), 381 (institutionally affiliated, 2018), 303 (institutionally branded, 2018), 987 (industry, 2018)
n = 394 (independent,2017), 1,059 (institutionally affiliated, 2017), 326 (institutionally branded, 2017), 1,779 (industry, 2017)
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A sizeable exodus from the institutions is likely to occur in the next 
12 months

How likely are you to switch to a new group/licensee in the next 12 months?

n = 205 (independent,2019), 310 (institutionally affiliated, 2019), 132 (institutionally branded, 2019), 647 (industry, 2019)
n = 303 (independent,2018), 381 (institutionally affiliated, 2018), 303 (institutionally branded, 2018), 987 (industry, 2018)
n = 394 (independent,2017), 1,059 (institutionally affiliated, 2017), 326 (institutionally branded, 2017), 1,779 (industry, 2017)
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FOR MORE INFORMATION
For more information, to obtain a full copy of the 

Licensee Industry Report, or to discuss obtaining a licensee-specific report, 
contact Andrew Inwood or Simon Hoyle

mailto:andrew@coredata.com.au?subject=Licensee%20Industry%20Report%202019
mailto:simon.hoyle@coredata.com.au?subject=2019%20Licensee%20Industry%20Report
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