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“I want to have enough income to support my 
lifestyle now and in retirement”

“I don’t want my money to run out before I 
do”

“What if there’s another GFC?  How do I keep 
my money safe and get a good return?”

“My term deposit is less than inflation!”

“They keep changing the system, I don’t 
understand all of the rules now, and who 
knows what they’ll be in the future!”

Future of  Retirement Income Streams

The client’s perspective:



The current system:
The three pillars of Australia’s retirement income system

. 

Figure 1: The three pillars

Pillar 1
Government funded Age Pension

Safety net level of income including longevity 

risk protection

Means tested

Pillar 2
Compulsory superannuation

Superannuation Guarantee

Supported by tax concessions

Pillar 3
Voluntary savings

Voluntary superannuation 

contributions

Made by individuals

Supported by tax 

concessions

Other

Home, investment 

property, financial and 

non-financial assets

. 

Source: The Australian Government the Treasury. Treasury material used ‘as supplied’.



Whether clients are relying on the first pillar of Government funded age pension and other entitlements; 
are drawing an account based pension or annuity; or deriving income from investment portfolios –
retirement is complex and most Australians need some advice.

Clients preparing for retirement need advice

The standard of living in retirement is a primary concern. Clients want sufficient income to support their 
desired lifestyle now and in retirement.

Adequacy - having enough in retirement

Clients funding retirement from income streams and investments are faced with risk/return trade-offs 
of protecting capital by investing in low returning defensive assets, versus investing in potentially 
higher returning growth assets subject to investment risks and market volatility. 

Longevity

Retirement is stressful and clients generally become more conservative with age, when capital 
preservation is key. Clients want ‘secure investments’ with ‘good returns’.  Changes in legislation can 
impact long term projections and client outcomes. 

Future proofing your retirement

Understanding the goals & needs of retirees



Access to advice:

• Advice is becoming less affordable for moderately funded 
retirees. This is arguably the cohort MOST needing advice.

• FASEA standards have shifted advice to become more 
comprehensive in nature. The time required to complete the 
advice process is greater.

• Increased operating costs for Advisers including ASIC industry 
funding, increases in PI insurance, licensing, TPB, professional 
associations, software and education.  Increased operating costs 
mean Advisers need to charge more to the client.

Issues for financial advisers



Increasing balances with 
maturing system.

Primary resource to fund 
future retirement for 
many Australians.

Steps to close gaps for 
lower income and female 
members?

Pillar 2 –
Compulsory super 

Targeted to those 
who need it the 
most.  Realistically 
less accessible with 
an ageing 
population

Pillar 1 –
Government Funded 
assistance

Home ownership, investment 
properties, and wealth portfolios 
are an essential part of planning 
wealth and retirement. 

Reduced home ownership rates 
increase expenses with 
accommodation costs.

More complex products as 
providers and clients seek higher 
returns?

Pillar 3 – Voluntary 
savings

Less accessible and affordable for 
Australians with limited income and 
assets.

Improved quality with increased 
adviser qualifications and standards.

Fee-for-service approach as conflicted 
remuneration dies out.

Financial Advice

Considering the future of retirement income streams



Thank you …



Disclaimer
Warning:

This information has been prepared by MFG Advice Pty Ltd (MFG) exclusively for attendees of the 
2020 AIST/IFS Financial Advice in Superannuation Symposium and is current as at January 2020. The 
information is not personal financial advice and has been prepared without taking into account 
individual objectives, financial situation or needs. You should therefore consider the 
appropriateness of the information, in light of your own objectives, financial situation or needs 
before acting on the information presented and should seek specific personal advice. 

Our feedback is an opinion only; no assurance or warranty is provided in any part of our 
presentation. While MFG has made every effort to present accurate and reliable information, MFG 
does not endorse, approve, or certify such information, nor does it guarantee the accuracy, 
completeness, efficiency, timeliness, or correct sequencing of such information. Use of such 
information is voluntary.

MFG Advice is the holder of an Australian Financial Services Licence No 499010.


