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U.S. Adviser Landscape and Trends

▪ RIAs continue to be the fastest growing part of advice segment

▪ Shift from product sales to client-centric advice and acceleration of move 
to fee-based

▪ Leading to fee pressure and unbundling

▪ Largest players disrupting the disrupters

▪ Technology, scale and distribution

▪ Hybrid Approach winning the day: digital and human interaction



Fee Pressure and Unbundling
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Fee Pressure

▪ Unbundling

▪ Asset management is being pried apart from distribution and advice

▪ Hastened by regulation, this has spurred adoption of unbundled vehicles

▪ Fund fees being displaced to pay for other services like advice
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Driving Flows into Lowest Cost Products….

• The cheapest 20%
of active funds
have seen inflows
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…and those where the distribution fee is unbundled

Source: Morningstar Direct

• A key distinction is
bundled vs.
unbundled



Largest Players Disrupting the Disruptors
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Largest Players

▪ Owning the stack to own the customer. Technology enabled and low cost.

▪ Asset managers deploying technology to envelop the client

▪ Banks entering advice

▪ Competition for customers driving down fees
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Disintermediation

Product manufacturers leveraging their scale, hybrid advice proposition and diverse line-ups to 
direct-sell
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Banks Entering (Not Exiting) Advice

Leveraging their balance sheets, customer base and technology.
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More competition. Lower Fees. Further Disruption.

“Freemium” models emerging—need scale, network effects to support a wealth-management 
ecosystem. Short term revenue hit for long term customer relationships.



Morningstar’s Response
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Leverage Our Strength in Data and Research

▪ Not just investment data and research

▪ Client data alongside product data

▪ Retirement research. Academic research on value of advice.

▪ Behavioural science

▪ Insights from data and research surfaced in our software. Focus on design 
and user experience.
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Research: Retirement and Value of Financial Planning
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Behavioural Science: Nudges, Guidance and UX

Behavioral Science in Practice

▪ When investors understand how short-
term reactions affect long-term goals,
they’re more likely to stick with their
investment strategy.
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Focus on setting 
personal, 

meaningful goals as 
quickly as possible

Understand clients’ 
tolerance and 

capacity for risk, goal 
by goal

Power investment plans 
and proposals with 35 
years of independent 

research & data

Goal Bridge connects goal planning to investment 
planning in one straightforward workflow
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Goal Bridge Helps Clients with Goal Prompts and Personalized Goals
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Establish Scenarios and Goal Plan Summary
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Next-Gen Risk Assessment



Plans to Acquire AdviserLogic
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Plans to Acquire AdviserLogic

In a shifting landscape where independence, open architecture and the 
provision of client-centric advice is the new standard, our vision is to enable 
the adviser with Morningstar’s institutional grade capabilities−integrated 
data, analytics, research, asset allocation and software −and our trusted 
brand to deliver quality advice and empower investor success.
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Why AdviserLogic?

Growing market share in IFA segment

Focused on advice process and user experience

Recognised for customer support, training and ease of use

Modern technology stack and client data aggregation capability

Speed to market
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Complimentary Capabilities

CRM
Cash Flow Modelling

Financial Planning
Advice Documents & Compliance

Revenue Management
Client Data Aggregation

AFSL Dashboards

Global Investment Data
Global Investment Research

Portfolio Analytics
Investment & Goal Planning

Client Portal
Behavioural Science

Investor-Centric Mission and Brand
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Any Morningstar ratings/recommendations contained in this presentation are based on the full research report available from 

Morningstar or your adviser. 
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