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JOHANNESBURG – An increase in the regulatory compliance burden and the upcoming introduction of the 
Retail Distribution Review (RDR) have been overwhelming for a lot of smaller independent financial advisors. 

This is the view of Wouter Fourie, director at Ascor Independent Wealth Managers and the Financial Planning 
Institute’s (FPI’s) Financial Planner of the Year 2015/16. 

“They don’t know how to comply and 
do business. They don’t necessarily 
have the business structures in place 
so a lot of them are selling out to the 
bigger corporates,” he says. 

RDR aims to change the way financial 
advice is given and products are sold in 
South Africa. 

Fourie’s comments follow a recent visit 
to Australia where he met with industry 
bodies, financial planners and 
representatives of the Financial 
Planning Association of 
Australia (FPA) with whom the FPI has a 
professional affiliation. 

According to one large financial institution in Australia, there are only 27 truly independent financial advisors left 
in Australia. The rest all have some form of affiliation with a financial service provider, bank or insurer. 

Fourie says this has an effect on the type of financial advice given, as non-independent advisors would typically 
endorse their own company’s products and services. 

The small number is largely the result of stricter legislation in Australia, which saw a lot of independent firms 
being bought by bigger corporates as it became too onerous to adhere to all the legislative and compliance 
requirements. 

Fourie says this is also a danger for South Africa as regulations increase. 

The Financial Services Board is trying to protect the integrity of the independent advisor, as it is important for the 
industry to have a strong independent advisor base as well, he argues. 

There are an estimated 30 000 financial advisors in South Africa of which around 5 000 are members of the FPI. 
(The FPI is the only professional body for financial planners in South Africa.) The latter figure includes a mixture 
of tied agents and independents. 

Fourie says although independent advisors in South Africa remain the minority, the local situation is far healthier 
than in Australia. 

At the moment however, it is not clear what the FSB’s exact definition of an independent advisor will be. 

Fourie says one of the discussion groups is currently debating whether an independent advisor has to be clear 
of any control or enforcement from product suppliers or whether the advisor should not be owned by the product 
supplier. 

“So the whole definition around that is still debatable at the moment.” 



For this reason, the formation of the South African Independent Financial Advisors Association (SAIFAA) will be 
important to represent the independent advisor in South Africa, he argues. 

As the regulatory and administrative burden in Australia has increased it has also led to the establishment of 
networks of financial advisors. 

These networks share a trading license and handle much of the admin, risk and regulatory assessment centrally 
and allow financial advisors to focus on servicing their clients, Fourie explains. 

“I also think in South Africa we are going to see an increase in networks going forward as well, especially in the 
independent side as well so that people will join a specific network and start sharing resources within the 
network,” he says. 

A few of these networks already exist locally. 

Interestingly these networks often co-develop robo-advice services that are available to all financial planners in 
the network, he says. 

Some of the dealer networks in Australia are already developing robo-advice sites, mostly to support the 
financial advisors (as opposed to competing with them). 

Fourie says in South Africa the market for robo-advice is still small, but competition will be tough going forward. 

“If you have two or three or four or five different robo-advice offerings they are going to compete for a very small 
market.” 

As a result, he expects that it will be difficult for standalone local robo-advisors to make a living from their 
offering. 

 


