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This is general advice only. It’s not based on your personal objectives, financial situation or needs. So, think about 
those things and read the relevant Product Disclosure Statement and Target Market Determination at 
art.com.au/pds before you make any decision about our products. 

This presentation and all products are issued by Australian Retirement Trust Pty Ltd (ABN 88 010 720 840, AFSL 
228975) (‘Trustee’), trustee of Australian Retirement Trust (ABN 60 905 115 063) (‘the Fund’ or ‘ART’). 

Any advice given is by representatives of Sunsuper Financial Services Pty Ltd (ABN 50 087 154 818, AFSL 227867), 
wholly owned by the Trustee of Australian Retirement Trust (ART). As representatives, they may recommend ART 
products from time to time. So read the relevant Financial Service Guide at art.com.au/fsg to tell you about that 
advice and how they’re paid.

The opinions and comments shared by people in this are theirs alone, and they’re not necessarily shared by the 
Trustee. We don’t take responsibility for how accurate any of this information is and we suggest getting advice 
tailored to your personal circumstances. You can only use this material for yourself and can’t sell it or otherwise 
use it for commercial reasons. If you want to use or distribute this information for any other reason, you’ll need 
our written consent first.
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Legacy o f 
wo r k in g  wit h  
fin an cia l ad vis er s
• Building on a strong legacy of working with 

advisers.

• Using our size and scale to aim for strong long-
term returns.

• Promoting the value of quality financial advice as 
one of Australia’s largest funds.



Tr u s t

Relia nce on  the in tegrity, strength , 
a bility, surety, etc., of a  person ; 

con fidence.

Confidence in  the certa in ty of 
future pa ym en t for goods received.

Rela t io n s h ip

The wa y in  which  two or m ore 
people or th ings a re connected 



Wh at  we a r e  d is cu s s in g

Un d e rs t a n d in g  t h e  r e se a rch1

2

3

4

5

Wh a t  ou r  a d vise d  m e m b e rs  
a re  t e llin g  u s

How  t h is  com p a re s  t o  w h a t  
you  a re  t e llin g  u s

Th e  fu t u re  op p or t u n it ie s  t h e  
r e se a rch  h ig h lig h t s

Ke y re fle ct ion s



We  w a n t e d  t o  e xp lo re  a n d  
u n d e r s t a n d :
• Key cha llenges for advise rs a round  

working  in  a  com plex (lega l/ tax) 
environm ent,

• Difficu ltie s engag ing  the  younger 
gene ra tions and  bu ild ing  trust with  
them , and  m anag ing  fam ilia l 
conflicts, com pe ting  needs and  
p rioritie s.

• Conside ra tions of trust and  loya lty

Wh a t  wer e  we s eek in g  t o  lea r n ?

We know tha t the  im portance  
of e sta te  p lann ing  and  wea lth  
transfe r is  unde rapprecia ted  
by m any, even  those  aged  
ove r 65… 

…fe w e r  g e t  t h e ir  b e n e ficia r ie s  
in vo lve d  in  t h is  p la n n in g .



Wh o  a r e  o u r  ad vis ed  m em ber s ?

16% 15%

23%

46%

Under 40 40-49 50-59 60+

Th e ir  a g e

16%

12%

24%

32%

15%

Under 50k 50-99k 100-199k 200-499k 500k+

Th e ir  b a la n ce



Th e advice  in s igh t s  
we o bs er ved



Q. Which  best describes your p ractice? Q. Are  you  se lf-licenced? Q. Which  best describes your clien ts?

Ad vis ed  m em ber s  t en d  t o  be  m id d le- aged  
o r  r e t ir ed  co u p les  wit h  ch ild r en

22%

78%

Single Couple

Relationship status

60%

25%
18%

12%

40%

62%

7%
0%0%

13%

42%

7%
0%

6%

40%

84%

Under 30 30-50 51-64 65+

Family unit

No children Young children

Adult children 18-30 Adult children 30+

2%

29%
38%

31%

Under 30 30-50 51-64 65+

Age

44%
35%

16%

5%

Already
retired

Next 5
years

Next 10
years

Next 20
years

Retirement intention (51+)

M
em

be
r



• 40% w e re  e xis t in g  ART 
m e m b e rs

• 29% have  ba lance  of $500k+
• 32% have  2-5 yea rs tenure
• 48% p lan  to  re tire  in  next 5 yea rs

• 19% w e re  e xis t in g  ART 
m e m b e rs

• 48% see  the ir advise r a t lea st 
ha lf-yea rly

• 41% have  $200-500k ba lance
• 52% have  tenure  of 1-5 yea rs
• 76% a lready re tired
• St ron g e s t  r e la t ion sh ip  w it h  

a d vise r

• 49% w e re  e xis t in g  ART 
m e m b e rs

• 62% have  ba lance  of <$200k
• 27% have  tenure  of m ore  than  10 

yea rs, 23% 5-10 yea rs
• le ss tenure  with  advise r (81% le ss 

than  5 yea rs)
• Gre a t e r  e n g a g e m e n t  w it h  ART 

a n d  a p p e t it e  fo r  com m s
• Te n d  t o  b e  m ost  loya l

Th r ee  dem o gr ap h ic g r o u p s  m ak e u p  ¾  o f o u r  advis ed  m em ber s

30 %  

Ag e d  50-64 
w it h  a d u lt  ch ild re n

27%  20 %  

Ag e d  30-50 
w it h  ch ild re n

Ag e d  65+ 
w it h  a d u lt  ch ild re n

M
em

be
r
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Retirem en t Long-te rm
stra teg ic
investing

Insu rance
needs

Low-cost
index

investing

Esta te
p lanning

Other (p le ase
specify)

Focu s  o f a d vice

Re t ir em en t  is  
t h e  fo cu s  fo r  
m o s t  ad vis er s  
wit h  t h e ir  
clien t s .

Q. What would  you  say your focus is  with  the  m ajority of your clien ts?

Ad
vi

se
r

33% 
among advisers with 

50+ ART members



Q. Besides super, wha t kind  of financia l advice  have  you  rece ived  from  your financia l advise r?

Bu t  n o t  n eces s a r ily wh a t  is  p r o vid ed  –  d ep en d in g  o n  age

35%

20%

65%

25%

75%

35%

5%

39%

22%

67%

23%

58%

26%

14%

76%

26%
32%

22%

44%

32%

12%

82%

28%

11%

30%

39%
34%

10%

Retirement Estate planning and wealth transfer Insurance Product selection Investments Portfolio construction Other

Advice received from adviser

Under 30 30-50 51-64 65+

M
em

be
r



Th e im p o r t an ce  
o f t r u s t



What do members value the most when it comes to advice?

a) Acting in their best interest 

b) Portfolio construction

c) Support in getting to retirement 

d) Selection of fund mangers 

17
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Q. What do you  va lue  m ost in  your re la tionsh ip  with  your advise r? 

M em ber s  va lu e  ad vis er s  fo r  t r u s t  an d  act in g  in  
t h e ir  bes t  in t er es t s . 

78%

64%

46%

38%

25%

4% 4%

82%

67%

46%
41%

26%

4% 4%

Acting in my best
interests

Simplicity and trust Support in getting to
retirement

Product advice Portfolio construction Selection of managers Other

Value of adviser
2024 2022

M
em

be
r

59%  
among men



Q. Fina lly, wha t is  the  best th ing  about your advise r?

Tr u s t  was  t h e  # 1 bes t  t h in g  abo u t  ad vis er s

Tr u s t

Loca l

Ava ilable

Hon es t y

Exp er t

Kn owled geable

Tr an sp a ren t

Tr an sp a ren t

Reliab le

Approach -
able

Easy t o  t a lk  
t o

Easy t o  
u n d er s t an d

Easy t o  
dea l wit h

Person able

M
em

be
r



What is the most important fund feature to members? 

A. Low fees 

B. Strong performance

C. Profit for member’s fund 

D. Customer service

21
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Th e ea s e  o f d ea lin g  wit h  a  s u p er  fu n d  is  o f h u ge 
im p o r t an ce  t o  ad vis er s

50%
46%

38%

32%
28% 26%

20% 20%
15%

10%
5% 5%

44%

50%

41%

15%

34%
30%

17%

24%

12%
7% 6%

Strong
performance

Ease of
transacting /

speed of
processing

Value for
money

Low fees Enabling
strategic
advice

Good
technology

Simplicity Portfolio
construction

A trusted
brand

Nice
reporting

Ability for
clients to
self-serve

Other

Importance of fund attributes

2024 2022

Ad
vi

se
r



Q. What is  m ost im portan t to  you  when  conside ring  a  super fund? Please  se lect up  to  3.

Clien t s  o f d iffer en t  ages  d es ir e  
vas t ly d iffer en t  fea t u r es  fr o m  a  fu n d

73%

51%

40%

32%

24%
19% 17%

10% 8% 7%

70%

44%

57%

23%
20% 18%

23%

15%
11%

2%

60%

37%

55%

20%
16%

19%

41%

16%
13%

1%

Strong
performance

Low fees Secure and safe
place for your

money

Profit for
members

Easy to deal
with

A trusted brand Recommended
by my adviser

Customer
service

An ethical fund Good
technology

Fund features

30-50 with kids 50-64 with kids 65+ with kids

M
em

be
r



…bu t  a r e  ad vis er s  an d  t h e ir  clien t s  a lign ed ?

67%

60%

26%

9%

50%

41%

24%

34%

Strong performance Low fees A trusted brand Good technology

2024 Fund features
Member Adviser

Ad
vi

se
r
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68%

60%

26%

9%

44%
41%

24%

34%

Strong performance Low fees A trusted brand Good technology

2022 Fund features
Member Adviser



Th e im p o r t an ce  fo r  
In t er gen er a t io n a l 
Advice



Fam ily u s e  o f ad vis er s

No, 36%

Not sure, 
23%

Yes, 41%

Family accessing financial advice

33%

22%

28%

18%

14%

My parents or parents
in-law

My siblings My adult children Partner (coded) Other family members

Family members using financial advice

Q. Do othe r m em bers of your fam ily un it a lso rece ive  financia l advice? Q. Do you  often  provide  advice  to  severa l people  in  a  fam ily un it?

44% of those who have 
family members 

receiving advice have 
the same adviser

M
em

be
r
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se
r



Havin g  an  ad vis er  t h a t  is  t r u s t ed  by yo u r  fam ily is  
ver y im p o r t an t  fo r  m em ber s .

21%

9%

11%

3%

32%

15%

18%

26%

19%

48%

Used by your family

Trusted by your family

Importance of adviser

Not at all important Not very important Neutral Important Very important

Q. How im portan t is  it  to  you  tha t your advise r can  be  ...? Q. Do you  foresee  any cha llenges a rising  from  your fam ily having  d iffe ren t advise rs to  you  when  it com es to  esta te  p lann ing  and  
wea lth  transfe r?

M
em

be
r



2%4% 17% 48% 29%Wealth transfer / planning is important to my clients

Wealth transfer advice

Strongly disagree Disagree Neutral Agree Strongly agree

Ad
vi

se
r

Q. To wha t exten t do you  agree  or d isagree  with  the  following  sta tem ents?

An d , a lt h o u gh  wea lt h  t r an s fer  is  an  im p o r t an t  fam ily 
ad vice  co n s id er a t io n  fo r  ad vis er s …



...in vo lvin g  ben eficia r ies  in  d is cu s s io n s  is  n o t  

Q. Q. To wha t exten t do you  agree  or d isagree  with  the  following  sta tem ents? How im portan t a re  these  factors when  provid ing  advice  to  an  extended  fam ily?

6% 29% 35% 21% 9%Clients actively involve their beneficiaries

Involvement of beneficiaries in discussion around estate planning 

Strongly disagree Disagree Neutral Agree Strongly agree

Ad
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Q. How im portan t is  e sta te  p lann ing  and  wea lth  transfe r to  you  in  your curren t situa tion?

Th er e  is  a  p er cep t io n  gap  in  t h e  im p o r t an ce  
o f es t a t e  p lan n in g . 

46%

29%

0%

17%

22% 21% 21%

16%

Important when
providing advice

Is important to my
clients

Aged under 30 30-50 50-64 65+ Has kids Has no kids

% saying estate planning / wealth transfer is ‘very important’

MemberAdviser

M
em

be
r
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se
r



26% 25%
27%

21% 20%
22%

26%
28%

21% 22%

30%
28%

32%
35%

Total Young
children

Adult
children

No children Under 30 30-50 50-64 65+ 0-100k 100-200k 200-300k 300-500k 500k+ Estate
planning

and wealth
transfer is
important

% receiving advice about estate planning and wealth transfer

Q. Besides super, wha t kind  of financia l advice  have  you  rece ived  from  your financia l advise r?

Wh ile  t h e  p r o p o r t io n  o f m em ber s  r eceivin g  advice  abo u t  es t a t e  
p lan n in g  in cr eas es  wit h  age  an d  ba lan ce , t h er e  is  n o  s ign ifican t  
d iffer en ce  bet ween  co h o r t s .

M
em

be
r

AgeFamily Balance



Com p le x 
e n viron m e n t

• Tax system

• Lega l system  

• Diverse  /  b lended  fam ily 
un its  

• Uncerta in ty of tim e line  

En g a g in g  w it h  a n d  b u ild in g  
t ru s t  a n d  re la t ion sh ip s  w it h  
you n g e r  g e n e ra t ion s

• Difficu lty engag ing  younger 
gene ra tion  who don’t see  
va lue  in  advice  

• Build ing  trust 

• Build ing  re la tionsh ips 

• Geograph ica l loca tion  

• Diffe ren t life  stages - young  
fam ilie s a re  tim e  poor 

Diffe re n ce s  b e t w e e n  
g e n e ra t ion s  a n d  
com p e t in g  n e e d s , 
p r io r it ie s , fin  lit e ra cy e t c 

• Young  gen  wan t $$ for deb t 
reduction  /  paying  off 
m ortgage , while  olde r gen  
wan t it  to  stay invested  

• Diffe ring  leve ls of financia l 
lite racy in  fam ilie s 

• Com pe ting  needs and  
p rioritie s be tween  pa ren ts 
and  bene ficia rie s 

Q. What a re  the  key cha llenges you  face  when  dea ling  with  in te rgenera t iona l wea lth  transfe r with  your clien ts?

Key ch a llen ges  wh en  d ea lin g  wit h  wea lt h  t r an s ferAd
vi

se
r



50%

37%

3%
0%

5%

35%

60%

5%
0% 0%

51%

36%

3%
0%

5%

Pay off mortgage Invest Pay other debts Charitable donations Other (Please specify)

Intentions with inheritance – beneficiary

Total Age under 30 Age 30-50

Q. If you  were  to  rece ive  m oney from  your pa ren ts (an  inheritance), wha t would  be  your p rioritie s?

Th e  in t en t io n s  o f ben eficia r ies  a r e  clea r  –  t h ey wo u ld  u s e  
an y in h er it an ce  t o  p ay o ff d eb t  an d  in ves t .

M
em

be
r

7% among HNW 
(>1m balance)



52%

39%

3%
0%

5%

60%

20%

7%

1%

11%

Pay off mortgage Invest Pay other debts Charitable donations Other (Please specify)

Intentions with inheritance – giver vs beneficiary

Beneficiary Donor

Q. If you  were  to  leave  your inheritance  to  your ch ild ren , wha t would  the ir p rioritie s be?

Th e  p er cep t io n s  o f d o n o r s  an d  ben eficia r ies  o n  h o w t h e  
la t t er  wo u ld  u s e  an  in h er it an ce  a r e  s o m ewh a t  a lign ed . 

M
em

be
r



In fo r m a t io n  t o  h e lp  yo u  
p lan  ch ild r en ’s  fu t u r e

• Estab lish ing  the  vita l ro le  of 
tru st

• Help ing  clien ts see  the  
im portance  of wea lth  
transfe r

• Sta rting  the  conve rsa tion

• Managing  com plex 
environm en ts

• Build ing  re la tionsh ips across 
gene ra tions

• Crea ting  stra teg ie s for 
engaging  d iffe ren t 
gene ra tions
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