


Not all managed account
technologyis equal

Take advantage of Netwealth's feature packed managed account
platform that is both powerful and flexible enough to meet the evolving
needs of your business.

With a robust administration and support structure, Netwealth
provides same day trading, account level netting of trades and
sophisticated client customisation options. You can blend sector
specific models and access a broad range of investment options,
including international securities, to deliver a personalised client
experience that also drives efficiency and scale for your back office.

To find out if a Netwealth Managed Account Solution is right for you
visit our website or contact us on 1800 888 223.
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ASIC and MDAs

Jane Eccleston outlines the various issues ASIC is
dedling with in the MDA sector, und expluins how
the regulator continues o work with IMAP on a
small number of trunsitional und implementation
issues.

Fintech and the future of advice

Muany fintfech solutions Might be far removed
from the current day-to-duy operations of your
work, but they ure the future of doihy business.
Gihan Perera believes it’s time you put them on
your radur,

5 drivers of profitability

Terry Bell provides some ftips around business
profitubility and the ‘not-so-common’
denominutor for audvice practices.

Fee budgeting in managed accounts
Lukasz de Pourbaix examines the nuturdl
tension between fees, investor outcomes und
investment philosophy.

What do your clients really want?

With a wider choice of providers than ever
before, toduy’s finunciul udvice clients ure
informed, selective und increusingly demanding.
Sherise Mercer discusses whut it tukes to hurture
closer client relutionships und convert goodwill
info lony-term business success.
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One of the heyutive responses that the
use of munhuged uccounts elicits is that
their udoption is simply U revenue yrub
by advice businesses.

I"'ve heurd this complaint about
revenue from u vuriety of sources

- regulutors, resedrchers and fund
maunugers, und even some plunners
themselves.

Since FoFA und the banning of
commissions und product incentives,
the udvice industry hus been forced
info un existential examination of

the services it delivers und the way

it charges for those services. And

this, despite the fuct that for ulmost
dll advice clients, the cost of the
service is cleurly disclosed to them
before commencement and then
crystul cleur every month in their cush
account stutements,

Assessing whether the value received
is worth the cost, is something that
clients cun, und presumaubly do,
undertuke for themselves euch time
they look ut their portfolio stutement.
Implementing u munuged uccounts
forogram is un ofpjportunity for
licensees to exumine the structure of
their business in u root to branch wuay.
This includes:

e Whut do we believe ubout
investments?

e Whut resources cun we bring to beur
oh making investment decisions?
And who is best equipped to muke
those decisions?

e Whut vdlue are we trying to provide
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HOW ARE MANAGED
ACCOUNTS CHANGING THE
ECONOMICS OF ADVICE?

directly or through munugement of
the decision-muking process?

e What is the role of udvisers und
how far is that from the role they
currently fulfil?

e Whut type of munuyged uccount
service best suits our business und
our client buse?

Whut paurtners or service providers
do we use currently, und cun they
continue to support our evolving
business?

e How do we munuye the
communicution process
surrounding the implementution
of the munuyed uccount service,
so that udvisers und clients are us
enhyuyed us euch feels hecessury?

e How do we ensure thut our best
interest obligutions to the client ure
uctively met?

What |'ve seen occurring ds d result,

is u dramutic improvement in the

frofessionulism of the delivery of udvice

and the munuygement of portfolios. This
has had two countervailing economic
conseyuences. Operating und

administrative costs have fallen s a

result of:

o More efficient portfolio
implementation; und

e Use of lower cost investment
dlternutives — brouder industry
econhomic drivers are ut play here.,

Portfolio munugement costs have
risen us u result of the yreuter
level of commitment of resources

fo this ared. In particular, the use

of externdul specidlists us portfolio
managers, investment munagers

und independent members of the
investment committee, huve dll udded
fo arise in the cost of investment
manugement.

In addition, munuged accounts,

of course, have d legadl structure of
either beinhy u reyistered munuyed
investment scheme — us ure most SMAs
- or munuyged discretionury uccount.
This brings with it compliunce costs und
the cost of ussuming risk.

As aresult, the increused costs
arising from greduter investment in the
portfolio munuyement process und
reyulutory overheuds huve yenerdlly
been pussed on to clients. This has
been offset by the reduction in the
cost of administration und underlying
investment products.

In ugyreyute therefore, compured to
udviser directed und implemented
portfolios, ulthough the stundurd of
service und its robustness have risen
substantidlly, there is yenerdlly no
increuse in cost to the client.

On the other hund, for advice
businesses, becuuse they ure how
beiny puid in un uppropriate way for
the services they ure responsible for
foroviding, the vulue of their business

is rising, compured fo the previous
business mModels bused on rebutes und
fporoduct payments.

Toby Potter, Chair
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Wealth Management

Partnering with Praemium enables you to focus on
what really matters - creating stronger relationships
with your clients and growing your business.

. Enhanced portfolio management capability,
personalised reporting and tailored investment
. options, combined with a superior digital investor

portal, empowers you to deliver an exceptional wealth
management experience.

Praemium SMA:
+ Select from over 500 investment options

« No minimum investment - manage all your
clients in one place

« Lowest brokerage fees in the market
further reduced by netting of trades

« Market leading client digital experience

Praemium Portfolio Management:

« 31 reports - performance, asset allocation,
taxation and transaction

« Over 150 customisation options

« Report Publisher for efficient and flexible
report production and delivery

« Unrivalled corporate actions capability
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IMAP ANNOUNCES INAUGURAL
AWARDS

IMAP has announced it will be organising the inaugural
IMAP Munuged Accounts Awards in August 2018, to
coincide with the 2018 IMAP Portfolio Munagement
Conference on 2 August 2018 in Sydney.

The awards will cover both single sector usset clusses und
multi-asset cluss programs, which generdlly have u range
of risk profiles or other goul-bused objectives.

In addition, there will be Dedler Group Awurds specificully
for managed account programs offered by advisory firms
that are integrated into the udvice process.

The cuteyories that recoynise individuul AFSL or practice
munuyged uccount programs will cover both those that
ure fully munuyged internally, us well us those where
portfolio munagement or investment manugement is
outsourced.

Both SMA and MDA programs, ulonyg with the other legal
structures used by munuged uccount providers, will be
included in the uwurds.

“Munuyed uccounts are becoming d significant part

of the udvice profession, with many munagers how
offering portfolios. The munhuyged uccount programs

that are offered by udvice firms are dlso un importaunt
development that we waunt to recoynise,” suid IMAP chdair,
Toby Potter.

*We want the IMAP Munhuyged Account Awards to be u
recoynition of excellent practice umony udvice firms. The
munuged uccount programs they offer ure operated largely
out of sight und the best ure well resourced, curefully thought
through, have a cledr investment philosophy with decent
frack records, and deserve to be recognised.”

To udjudicute the awards, IMAP hus convened u punel
of independent researchers, each of whom consults to
udvice firm investment committees. Finuncial Express will
provide the dutu analysis cupubility that will underpin the
yuuntitative aspect of the awards.

The Dedler Group Awdards are the most
important s they represent best practice in
advice businesses.

“Munuyged auccount programs can be more complex to
evdluute than funds,” Potter suid. “This is partly becuuse
of the variety of leyul structures that are used but dlso
becuuse they are intrinsicully linked to the udvice process.

“That’s why it’s important o recognise udvice firms that are
doing u good job. At IMAP, we believe we cun help brouden
the understunding of what industry best practice looks like.”




MILLMAN JOINS IMAP
FOR CENSUS

Globudl actuuridl firm, Milliman, has
unhounced its parthership with IMAP
in delivering the next updute of the
Munauged Account FUM Census.

Wade Matterson

The Muhuged Account FUM Cehsus is a bi-
annuadl study of the FUM invested through the main forms
of munuged uccounts, including SMA, MDA und IDPS-like
services. The lust June 2017 survey showed over $47 billion
wus invested through these vehicles.

In muking the announcement, Milliman (Australia) practice
leader, Wade Mutterson suid: “*Munhuyged uccounts ure
onhe of the key ureus of product development for udvisory
firms, so by parthering with IMAP, it seemed natural for us to
bring our deep Market insights und rigorous methodoloyy
to the Munaged Account FUM Census,” Matterson said.

IMAP chuir, Toby Potter welcomed the unnounhcement,
suying he wus delighted to have Millimun assist IMAP in
developiny the FUM Census.

As purt of its involvement with the census, Milliman will
assist IMAP develop deeper andilysis of the underlying
investment types, such us ASX-listed securities, ETFs und
maunuyed funds, while dlso identifying the product
development opportunities that munuged account
providers und udvisory firms ure tauking.

According to IMAP data munager, Craig Dewhurst, o hew
section hus been audded to the questionnaire that looks
at asset types, which will endable IMAP to get an overdll
maurket view of the ussets beiny invested in via munuyed
accounts.

“*We dlso ure uskinyg purticipunts two hew opinion
yuestions,” he suid. “These ure: "What will be the key
developments in mMunuyed uccounts in 20187°; und "What
is the most useful hew yuestion(s) we should ask in future
surveys to provide better market insights for all?’

“Responses to the IMAP Managed Account FUM Census
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aure due buck by late February. We will them begin our
compilution aund unualysis of the results.”

For more informution or to purticipute in the next census,
contuct Cruig Dewhurst on (02) 8003 5077 or at
crdiy.dewhurst@imup.ash.au

WORKING GROUP KICKS OFF WITH
DATA STANDARDS

The IMAP-led industry working group to develop duta
stundards for the exchunhyge of munuyed uccount model
data has kicked off, with the inaugural meeting tuking
place on 11 November 2017, with a follow-up meeting on
15 February 2018. Over 20 compdnies were represented at
the meetingys.

The industry working group wus set up by IMAP to develop
u common stundurd for the definition or formauts of model
dutu beiny electronicully distributed between puarticipunts
in the Managed accounts sector.

"With the rupid growth of munuged accounts in

the financidl services Industry, model datu is beiny
electronicdlly distributed between dll participunts.
However, no stundard is in place for the definition or
formats for this duta,” said Toby Potter, Chuir of IMAP.

“This leuds to bespoke development, greuter risk of error
and higher cost of integration. That’s why this industry
working group is so important in developiny dutu
standuards for munuged uccounts.”

Accordiny to IMAP co-ordinutor of the Dutu Stundurd
Project, Murk Pericu, the two meetings of the industry
working group resulted in robust discussion between
platform providers und fund munugyers.

The key outcome of the meetinys were o estublish un
uyreed set of priorities. The first priority wus to review the
model chunyges dutu sharing. To that end, participunts were
usked to submit their examples of this file. IMAP hus since
compiled and compured these, und made notes on the
files und their use. From this, IMAP developed u sugyyested
standard for this file for review und discussion by the
industry working group.

The following compdnies ure members of the industry
working group: AMP, APIR, Benhelong Funds, Blackrock,
BT, Colonidl First State, Copiu/Ralton, Elston, Financial
Express, Frunklin Templeton, Hub 24, IOOF, IRESS, Lonhsec,
Macquarie, Morningstar, NAB, Netwedlth, Powerwrap,
Praemium and Schroders

For more informution, contuct Toby Potter at
foby.potter@imup.asn.cau or Mark Perica at
mark.perica@imap.asn.au.
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Managed Accounts:Central at SMSFA

From 14-16 February, IMAP rolled out its Maunauged Accounts Cenftral to
industry professionals affending the annudl Self Managed Super Fund
Associution (SMSFA) conference in Sydney. Deleyutes showed ygreut interest
in Munuged auccounts uand the key providers at Maunuged Accounts Centrdl
showcusing their cupubilities.

A< MANAGED ACCOUNT CENTRAL 1114+




PRAEMIUM ADDS
INTERNATIONAL TO SMA

Maunuyed uccounts provider
Praemium has enhanced its SMA
offering in Australia with the auddition of
infernational securities.

Michael Ohanessian - According to Pruemium chief executive
officer, Michuel Ohunessiun, with increusing demaund for
globudlly diversified portfolios, the addition of international
model portfolios to the Praemium SMA will provide greuter
choice for udvisers und their clients, providing them direct
access to quulity globdl investment opportunities in a cost-
effective munner.

Severdl model munugers, including Arnhem, Joseph
Pdlmer & Sons und Watershed have been upproved to run
international models in the SMA scheme. The hew models
provide access to 26 developed international markets on
the MSCI World Index.

“We are very excited to have udded un internationdl
capdbility to the Praemium SMA,” Ohadnessian says. “With
estublished expertise in corporute uctions und reporting
for international securities, it’s o natural evolution of our
froposition and further strengthens our position us a
leading munuyged auccounts provider.

“The internationadl portfolios offer access to high-cdlibre
globdl investment munugyers, professionally munauged
portfolios with direct international share ownership, und the
tax efficiencies and cost savings that munhuged accounts
offer.

“This provides advisers with the ultimate choice in
diversified portfolios bucked by first-cluss reporting and
ferformunce unalysis.”

The sehse of prepuredness by Australians
for their retirement has improved slightly
o over the last 12 months, incredsing by 2
foer cent to 46 per cent in 2017.

]
King Loong Choi “Fewer Austrdliuns ure worried ubout
externul factors, such as market performance and
regulatory chaunges eroding their super savings, compured
to 2016, und this hus led to more individuuls feeliny
equipped to fuce refirement,” sauid Investment Trends

Senior Anadlyst, King Loonyg Choi.

Yet, despite this improving sentiment, retirement remains <
concern for muny Australians, with the Investment Trends

IMAP 8>

‘Retirement Income Report’ revedling that only one-in-
four people believe they will be uble to live comfortubly in
retirement.

“Muany Australiuns ure concerned they will not be duble

to reuch their retirement gouls, and ohly one-in-three
believe they cun do so without the help of professiondl
ussistunce,” sauid Choi. “This highlights the importunt role
that advice providers play in helping Australians alony
their retirement journey, und in helping them achieve their
retirement godls.”

Key findinys of the report showed that when seeking help
with their retirement gouls, Australians were most inclined
to turh to d financidl planner (33 per cent) or their super
fund (25 per cent) for assistance.

According to Choi, individudls with < super balance less
than $100,000 were just us likely to seek help in uchieving
their retirement gouls from planners, us they were to

seek help from their super fund. However, he suid it waus

u different story for people with u super bulunce yreuter
than $100,000, where finuncial planners were “sighificantly”
preferred.

Further unalysis of the "Retirement Income Report’ showed
there were three distinct segments of reftirees:

1. Active retirees, who dre in good hedlth;

2. Semi-active individuuls, who enjoy decent heulth but
may reyuire d little ussistance; aund

3. Dependent retirees, defined us those individudls in poor
hedlth reguiring ussistunce.

“The needs und wunts of each segment are distinct.

For instunce, uctive retirees ure most likely to be worried
ubout the udeyuaucy of their retirement savings, while the
key need for dependent retirees is informaution aubout the
financial considerations of aged cure,” suid Choi.

“*While uge is un obvious driver of the lifestyles represented
by these segments, it is hot the only contributing factor.

A key insight from this research is the heed for advice
providers und product munufucturers to be more bespoke
in their service und product design to cuter for the lifestyle
chuaracteristics of their retiree clients.”

The eighth edition of the ‘Retirement Income Report’
provides an unalysis of Australian adults und their attitudes
tfowurds retirement und post-retirement issues. This report is
bused on u lurge-scule survey of 7,305 Australians over the
aye of 40, and wus conducted between September and
October 2017.




David Court (left) and Frank Varga (right)

ATTENTION: MDA SERVICE
PROVIDERS, DEADLINES
APPROACHING

By David Court and Frank Varga
Holley Nethercote

here are still scores of udvisers who operate their

MDA service through u regyuluted platform and ure

not reudy to comply with ASIC’s aumended policy in
relation to Maunaged Discretionary Accounts (MDAS).

ASIC’s 2016 umendments to its policy in relation to MDAS
included the removual of its "no-action’ letter position for
those udvisers who provided un MDA on u reguluted
platform holding d limited power of attorney. This ho-
uction letter wus very populdr and muny udvisers took
udvantage of it over the pust 13 yedars, us they structured
their business to meet the terms of the ho-uction letter.

To continue to provide MDA services, those udvisers who
relied on the no-uction letter will need to apply for u
variution of their AFSL to provide MDA services und be
upproved by 1 October 2018.

In addition to the requirement to
be appropriately authorised, there are
new disclosure and reporting obligations
that will require changes to existing
documentation.

The humber of existing licensees trunsitioning to u licence
enubling them to provide MDA services hus beeh quite

IMAP<§>

low to dute. As with previous licensing transition periods,
it is likely there may be da rush of applicutions beiny
submitted with ASIC in the first half of 2018.

However, unlike previous transition periods, such us margin
lending, ASIC ussessment periods ure how yuite lengthy,
with most upplications taking approximately six months to
be finulised.

On 28 November lust year, ASIC notified licensing experts
that it is pushing out its decision fimefrumes for 70 per cent
of upplicutions from two months to five months, und for
Q0 per cent of upplicutions from three months to eight
months.

Therefore, licensees upplying to udd MDA services

will need to ensure they freut the upplication process
seriously by submitting qudlity applicutions; otherwise the
applicutions may be rejected prior to ussessment or they
mauy have un extended ussessment period.

Advisers should dlso consider hew ASIC ‘fee-for-service’
regulutions beiny proposed by Treasury from 1 July 2018.
Current fees to vary an AFSL are approximately $300. Fees
proposed by Treusury may see the cost of u variution
upplication increuse to us high us $11,305.

In addition to the reguirement to be uppropriutely
authorised, there ure new disclosure und reporting
obligutions thut will require chunyes to existing
documentution.

However, it’s hot dll bad hews, as ASIC will allow
fransitioning licensees to count their experiences

in operating under the no-action letter us relevant
Responsible Munuger experience for the licence variation.

In light of this extended ussessment period und the new
fees from 1 July 2018, there is u heed for udvisers to
commence their prepurdtion to comply with the new
policy (including prepuring the licence upplicution).

We have been helping industry parficipants’ fransition
into an MDA-licensed regime, and would welcome
current licensees who offer MDA services to contuct us
ut Holley Nethercote to discuss their needs in relation to
licensing und documentution updutes. Just go to the
AFSL Applicutions und Variations puge on the Holley
Nethercote website ut www.hnlaw.com.au.

David Court is a Partner and Frank Varga is a Licensing
Specidalist at Holley Nethercote Commercial and Financial
Services Lawyers and Compact Compliance and Training.
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IMAP’s inaugurdl InvestTech 2017 conference showcused some of the
industry’s leading technology experts, with delegafes taking away valuuble
insights that will help improve client engagement and business efficiency.
Over 200 deleyutes uttended the 5 December event.




Looking back, looking forward
Perspectives usks four industry professionuls the following guestion:

Q: Knowing what you know how, what would you do differently if you
were rolling out g Managed account service agdin?

JULIA SCHORTINGHUIS
CFP®

Redchiny out to peers cun
help to build un "objective,
redlistic und practical’
viewpoint.

For unyonhe who is looking to

yuin pructice efficiencies by
implementing un MDA service, |
would emphusise the heed for robust
buck-office processes und systems.

Operauting un MDA service enubles
you to reduce the production of
ROAs und other udvice documents,
whilst simultaneously opening u
window for more tdilored und
relevunt client communicutions.

It is essentiul to huve u cleur
understunding of whut you ure wunting
to uchieve und how you will deliver it.
Enhancing the client service experience
hus underpinned our decision fo
operute under un MDA model.

Take the time to understand pending
chanyes under ASIC’s Reyulutory
Guide RG179 reissued in September
2016, which sets out un overview

of the MDA policy, how it defines

MDA services und the muin policy in
reyuluting MDA services.

| have noticed there is generdlly u
tendency to promote the positive
uspects of operutionul solutions und
undersell the heyutives. One wuy to
yget u cleurer picture is to huve u teum
member spend u day in the office of
unother practice that is successfully
operuting un MDA service.

Reuchiny out to peers cun help to
build un ‘objective, redlistic und
practicdl” viewpoint, This will endble
you to guin un understunding of the
day-to-duy redlities, tuke u deeper
dive info the buck-office systems und
see exumples of how others reinvest
the time savinys.

| have found this upprouch to be
redlly helpful and for the most part,
have found that other businesses ure
open to shuring.



PETER MCVEIGH

Executive Chairman, Elston

We have dlwuys offered munaged
uccount services, so for us, it's been
u process of continudl improvement.,

Offering a munuged account solufion
is not only ubout yuining practice
efficiencies but ubout providing un
exceptiondl experience und superior
investment outcomes for your client.

Another driver for Elston hus been

our clients desire to have greuter
franspurency and control over their
direct investments, which diso endbles
after-tux investment manugement.

The frunspurency is u huyge plus,
but from u practice munugement
perspective, it caun create issues

if it’'s not uddressed correctly. This
is purticularly the cuse if you ure

investing in direct ussets und nhot ETFs,

or wholesule munuyed funds.

For exumple, with a service focused
on direct ussets, |'d recommend
practices consider how they are
goihy fo commMmunicute chunhyes
within portfolios. Communication
needs to be prouctive ruther

than reuctive. Efficiency yuins

cuh soon be lost if advisers start
fielding cuills from clients usking
why ‘investment A" wus sold und
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‘investment B* wus bought.

To wssist with this, it is vital to have

u defined investment philosophy
und process that can be

eusily urticuluted to clients. Without
this, investment decisions will
dppeur to be mude in u vacuum., If
an investment philosophy hus been
communicuted, und uyreed to, it
cun be referenced when having
client conversutions ubout portfolio
movements, which in turh will re-
enforce the investment philosophy.

Don’t underestimute the fime

and effort it fukes fo mMunuye the
investments. If you don’t have u
dedicuted usset munuygement teum,
outsource to un external. Idedlly,
udvisers ure 100 per cent dedicuted
to mMunuying client relationships

or yuthering hew clients — hot
maunuyiny investments part-tfime.

PATRICIA CHAN CFP® CA

Managing Principal,
DFS Advisory Services

With the benefit of hindsight and
experience, improvements cun
ulwuys be made. For DFS, it wus

the redlisation that our clients were
more reudy to embruce technoloyy
than what we gyuve them credit for.
Knowing thut, our transition plun
could huve been ‘bolder’.

To put this into perspective, our clients
were dlreudy in our model portfolios,

dlbeit on wrup plutforms. The move
to u munuged uccount sfructure
delivered greuter efficiencies und
improved portfolio munuygement
fimeliness; however, this only
becomes optimal under a fully
implemented portfolio service.

But in 2008, munuyed uccounts
were hot widely used aund we
weren’t entirely sure whether our
clients would be open to having
their portfolios munaged under d full
discretionary service.

We erred on the side of caution und
took greut care und time to ensure
that clients were comprehensively
ehyguyed ulony the entire way.
We stugyered the frunsfer process
intfo phuses und invested in infernal
resources to munage the project.
We successfully completed the
munuged uccount platform
chunyeover for dll our clients over
four months. We subseqyuently
fransitioned u lurye proportion of

this client-buse to our flugship Risk
Profile Models (our fully implemented
portfolio service) u few yeuars later.

In hindsight, our roll-out plan wus
largely unnecessury for every client;
we could have ‘cut to the chuse’
und sfill achieved the saume outcome
for many. Some common feedbuck
from clients was:

i. there is trust in whut we do,
ygiven we dlreudy munuage their
investments; und

ii. moviny to u fechnoloyicully
udvunced platform is viewed us
beiny very positive.

So, our concern dround client
reservation wus ultimately not there.

Reyurdless, significunt goodwill waus
yenherated from the exercise. Clients
suw that the fransition effort wus
ygenuinely ubout dlleviuting euch
potential concern. Goodwill, how
ever guined, is ulwuys u good thiny.



JOHN MCILROY

Director, Crystal Wealth Partners

We believe that our MDA
service hus provided d
high deyree of flexibility for
different client scenarios
und is u very efficient

way of running g modern
practice.

Our MDA services provide two main
options for clients. The first option

is for clients to have their portfolios
munuged under u custodidl structure
using model portfolios. Portfolios

dre munuyed strictly in line with the
models. The second option is for client
portfolios o be munuyged with MDA
ussets reyistered in the client’s name.

There ure four thinys | would do
differently if | was rolling out our
service uyuin. | would:

1. Have developed soffwure internally
to munuye the portfolio rebuluncing
of client portfolios, which were not
under custody. There wasn’t soffware
avdiluble atf the fime we started the
service thut would do this well und
there is sfill very limited functionality
avdiluble in the market. This would
have mude portfolio rebuluncing for
these clients more efficient.

2. Promoted the use of the model
portfolio/custodidlly held ussets
dpprouch more, rather than being
more heutrdl with clients. It is  more
efficient structure und generdily leuds
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to better investment performunce
outcomes for clients.

3. Have hud better processes

for munaging individudl client
preferences, muinly in regard to ethicul
overlays, Clients with ethical and

other specific overlay requirements do
not use our model portfolio/custody
opftion. However, munaging these
requirements cun be problemutic
without the right software.,

4. Huve promoted our direct ylobul
eqyuity model portfolio more. It has
performed very well und apurt

from providing clients with direct
exposure to some of the world’s best
compunies, it is highly franspuarent
and cost comparative with an
Austrdlian equities model portfolio.

We believe that our MDA service has
frovided u high deyree of flexibility
for different client scenarios and is

u very efficient wuy of running u
modern pructice. Most of the ubove
items would huve extended thut
efficiency to a higher level.
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ASIC and MDAs

June Eccleston outlines the various issues ASIC is
deuling with in the MDA sector, und expluins how
the regulutor continues to work with IMAP on a smul
number of transitiondl and implementation issues.

JANE ECCLESTON

Senior Executive Leader, Investment Managers and
Superannuation, ASIC

Once viewed us u boutiyue offeriny, the munuged
discretionury uaccount (MDA) industry hus experienced
significant growth in recent years. The growing
sighificance of the MDA industry means that ASIC’s
intferaction with the industry is expunding.

In September 2016, ASIC infroduced the Corporations
(Munaged Discretionary Account Services) Instrument
2016/968 and revised RG 179 Manhaged Discretionary

Accounts.

We thouyght it fimely to raise a few issues that have
emeryed us u result of ASIC’s work on MDAs.

Cure needs to be tuken not to creute
unredlistic expectutions. While important,
it is not sufficient to only draw attention
to the fuct thut pust performaunce is not
indicative of future performance.

Emerging issues

There dure some reyulutory issues that ure unigue to MDA
products und the MDA industry.

ASIC recently intervened to improve disclosure on u
number of web sites ubout the pust performunce of
certuin MDA services. The sites promoted MDAs offering
tfrading in foreign currency, futures und/or commodities.
Each site contuined the usudl discluimer that “past
performance is ho ussurunce of future performunce’ und
the risks of investing.

Some of the cluims included: “over 630 per cent growth
since inception”; "30 per cent returh per anhum”; and
“the system haus achieved good averdge returhs ranging
from 5-20 per cent per month”,

On onhe web site, u "Cuse Study: 20 per cent returh

in ohe week” recounted how un investor who hud u
neyutive experience with unother firm, invested $300,000
und mude sufficient profit in u week to obliterate their
frading loss.

Enguiries mude by ASIC ubout the busis for these claims
led to u runyge of responses.

One explunation wus that the frader’s auctual
returns were upproximately 180 per cent over a



three yeur period, however, the firm did not want to
overemphusise the benefits und used u 30 per cent
figure instead.

In another instunce, the cluimed returns were suid to
be bused on u single uudited brokerage uccount with
u frading history prior to the introduction of the relevunt
tfrading strateygies of the MDA.

ASIC did hot uccept the explunutions provided und this
udvertising ceused following ASIC’s intervention. Part of
ASIC’s role is ensuring thut investors ure provided with
disclosure thut complies with the law aund ussist them in
mauking informed investment decisions.

From un industry perspective, u key component of u
firm having u sustainuble business is its ubility to match
investor expectutions with the benefits thut a financial
froduct or service cun uctudlly deliver. Poor disclosure
practices — particularly around disclosure of pust
performance - is detrimental to the investor and can
ultimately prove detrimental to the firm, too.

These mutters focused ASIC’s uttention on the issue of
whdat is the upprouch of the MDA industry to disclosure of
pust performunce, purticularly given the unigue feutures
of MDA:s.

In muny instances, MDA providers und advisers ure
offering u bespoke service. Even where u model portfolio
is used, there mauy be scope for the portfolio to be further
tdilored to the client’s heeds.

Then there is the variety of underlying finuncial products
that cun be provided through MDA services. Some MDA
services ure offering a vehicle to invest in securities or
munuyged investment schemes, while other services

ure essentidlly offering the trading skills of their foreign
currency or futures fraders.

ASIC’s good pructice guidunce on advertising (see
Reguldtory Guide 234: Advertising financial products
uhd services) stresses thut udvertisements need to yive u
bulunced messuye ubout returns, benefits und risks.

Cuare needs to be tuken not to creute unredilistic
expectutions. While important, it is not sufficient to only
draw attention fo the fact that past performance is not
indicutive of future performance. The nature of MDAs
meun there will be redl chullenyges, in paurticulur, in giving
the right baulunced messuyges ubout pust performaunce in
product advertising.

Goiny forwurd, ASIC will be enguying further with the
MDA industry on this und other issues unigyue to the
industry.
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Current issues

ASIC hus been working with IMAP in relation to u humber
of frunsitionul und implementation issues arising from
some of the policy or procedurudl refinements infroduced
by the Corporations (Munuyged Discretiondry Account
Services) Instrument 2016/968 in September 2016.

This engugement is important, us it enubles us to provide
further feedbuck in relution to a humber of policy
chunyes und refinements.

Prohibition on investing in unregistered managed
investment schemes

The regulutory framework for MDAs how prohibits the
inclusion of unreyistered munuyed investment schemes in
investment portfolios offered to a retdil client through un
MDA. This requirement fook effect on 1 October 2017.

We recently confirmed thut there is ho grandfuthering

to dllow retuil clients to retuin existing investments in
uhreyistered munugyed investment schemes us un usset in
their client portfolio under the MDA service ufter

1 October 2017.

However, ASIC muy consider relief upplicutions from an
MDA provider where there is u compelling reuson to
depurt from this reguirement in circumstunces where
ASIC’s policy objectives ure met. For exumple, ASIC
recently granted individudl relief o dllow an MDA
provider to continue to include certuin offshore Exchunye
Traded Funds in its portfolio.

Obligation for MDA providers to review SOAs of external
advisers

One issue ruised with us is in relation fo the obligutions for
MDA providers who ure using un externul MDA adviser to
prepure an investment program for retdil clients.

The requirement is for the MDA provider to review the
Stutement of Advice (SOA) in relation to that investment
progrum before entering into the MDA contract, und
not enter intfo the contract if they have reuson to believe
that the MDA is hot uppropriate to the client’s relevant
circumstunces.

MDA providers ure not expected to ‘second yuess’ the
uppropriateness of the udvice provided in the SOA by the
externul audviser. MDA providers dure, however, expected
to draw on their own knowledyge und experience both
ubout the service they are offering und their clients/client
profiles when reviewing the SOA.

The MDA provider is hot to enter into the contract if they
have reuson to believe thut the MDA is hot uppropriate
to the client’s relevunt circumstunces.



MDA Contracts and the handling of assets on termination

One of the reyuirements is that an MDA contract is to
muke provision for how und when u client’s portfolio
ussets will be disposed of, or tfrunsferred to the client,

if those ussets ure not held directly by the client. This
reyuirement is imposed by the Corpordtions (Muhaged
Discretionary Account Services) Instrument 2016/968.

ASIC ucknhowledyes thut ut the time un MDA confruct is
entered info, it is not ulways possible for an MDA provider
tfo know whut assets will be in a client portfolio at the time
the contruct is eventudlly terminated.

ASIC uccepts thut it is sufficient for most MDA contracts to
specify that, on termination of the portfolio services, the
ussets are to be transferred to the client, or their nominee,
us sooh Us it is reusonuble, having regard to the liquidity
of ussets.

Ongoing issues

There are still a smull number of fransitional und
implementation issues that ASIC will confinue to discuss
with IMAP. These issues concern various disclosures:

* Whether it is possible to streumline the disclosure of
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information ubout the investment proyrum offered, yiven
there muy be duplicution of informution in the investment
program, MDA contract und statement of advice;

* The inclusion of external MDA adviser detdils in an MDA
provider’s Finunciul Services Guide (FSG), which may
pose difficulties if the FSG is hot un individudlly-tdilored
document; und

* Whether further clurity cun be infroduced uround the
Mmeuninyg of ‘tfotul munuyement costs’.

The regulutory regime in the Corporations Act has
reyuired uduption for the MDA industry.

Part of ASIC’s role is business facilitution. In exercising its
powers, ASIC takes appropriate account of investors to
promote investor frust und confidence.

The releuse of the instrument and the revised Regulutory
Guide provide a policy frumework us the MDA industry
grows, und dlso provides un opportunity for businesses to
exumine their operutions und udupt to the future.

Jane Eccleston, Senior Executive Leader, Investment
Managers and Superannuation, ASIC.
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Finteéh i " orrow

and the |

ure of advice

As Gihan Pererca writes, fintfech should be seen us un
opportunity for planners to improve their service offering

to clients.

s Henry wailks from the train stution to his office

in Georye Street, his eye is caught by the black

cushmere french cout on display in the Burberry
store. It's exuctly whut he heeds for his trip to Prague next
month! The store ish’t open, but Henry holds up his phone
cumerd to the shop window, and starts a virtual redlity app
that shows him wedring the jucket, ‘trying it on” with other
items from his wardrobe.

The dpp dlso shows him the price — just over $4,000 — which
is more thun whut he would usudlly spend on u jucket, but
is not beyond his reuch.

As he closes the upp, unother upp uutomuticully starts,
beeping und flushing in red, "Warning — Exceeds budyet!’
This financial plunning upp, connected to his bank
accounts, credit curds und finuncial plan, has noticed his
uctivity und determined that he cun’t ufford to buy the
jacket this month — ut leust, if he wunts to stay on tfrack
with his plan.

Henry is startled, but not unnoyed, becuuse he instulled
the upp himself.

Henry is u high eurner — hot rich yet, but working towards
it. He knows he cun ufford to buy the jucket, but he’s
ulso uwure of his other responsibilities. He's u single futher
with fwo teenhuyge daughters, he has a mortguge on his
owh home und un investment property, he’s enguged to
be muarried again, and he wants fo continue thriving for
many decudes. So, he hus engaged d highly prouctive
finunciul audviser, Futimu, who offers finunciul udvice with
technoloyicul inteyration of money und other ussets.

Henry redlly wants the jucket, so he clicks the *Advice’
button on the upp to usk Fatimu for help. Within two
minutes, she responds with u text messaye (At leust, he
thinks it’s Fatima, but he wonders whether it’s one of her
teum or even an Al chutbot).

“Henry, you cun’t ufford it this month,” she says.

“But it’s only the 5th, and | have hardly spent anything,” he
points out. But Futimu knows better, und replies with u list
of other expenses due luter in the month, leaving him well
short of funds for discretionary spending.



Finfech compunies truly ygive their
customers power over their money — how
they access it, use it and conftrol it.

“But I'll make it up hext month,” he writes buck.
“"We both know you won‘t,” she shoots buck immediutely.

Henry knows she’s right. His financial DNA profile indicates
u preference for short-term rewards over long-term
investment. Besides, his pust spending putterns ure
avdiluble to him und Futimu, und — combined with biy
dutu unulysis of clients with a similar finuncial profile — they
both know thut Henry is unlikely to stick to his resolution.

"Other options?” he asks, still determined to own that jacket.
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This fime the response tukes longer — ubout 30 seconds -
but Fatima has a sugyestion.

He cun buy the sume jucket online using points from his
bank’s loydlty rewards program. He doesn’t have guite
enough points, but cun transfer some of his uirline frequent
flyer points to top up the bulance, und then pay $450
(which is within this month’s discretionury spending budyet)
to muke up the difference. There’s a small fux implication
becuuse he's using business funds for a personal purchuse,
but Futima ensures this is recorded uccurutely, so it will be
reflected in his tax return.

Henry clicks ‘Confirm’ to proceed with the string of
fransuctions, und continues his walk to work.

In Futimu’s office, the Al chutbot - for it wus indeed u
chutbot, not Fatima herself — makes d file note in Henry's
blockchuin record, und moves on to the next client ...




FUTURIST

The future of fintech
Virtuul redlity ... augmented redlity ... Al ... DNA profiling ...
biy dutu ... instunt udvice ... blockchuin ...

These miyht be fur removed from the current duy-to-day
operutions of your work, but they ure the future —und in
some cuses, the present — of fintfech. And that meuns they
need to be on your radar us well.

Most banks and other financial institutions are struggling to
come to terms with the fintech revolution, und ure caught
unauwares when smart, savvy, agile fintech companies
start infruding on their turf — sometimes seemingly with hot
much more thun u smartphone upp und smurt buck-end
softwure.

But finfech — an obvious combination of the words
‘finance’ and ‘technoloygy’ —isn’t just ubout fechnoloyy.
And it's hot redlly ubout money, either.

For finuncidl institutions, fintech is ubout three fundumental
shifts in the way they do business:

1. From Finance to Money: Ordinary people don’t cure
ubout ‘finunce’, but they do cure ubout money. Fintech
compunies help them with their money - budgeting,
saving und spending it. Yes, und even investing it, but

in smuller portions (such us the Acorns upp for investing
rounded-up credit curd umounts) or for shorter terms (such
us socidl enterprises like Kiva, for lending money to people
in developiny countries).

2. From Controlling to Empowered: Truditionul finuncial
institutions Might claim to be tdiloring bunking to

your heeds, but they just play around the edyes of
customisation, stopping when they think they have enough
of un edye over their other traditionul competitors. Fintech
compunies truly give their customers power over their
monhney — how they uccess it, use it aund control it.

3. From Private to Connected: Traditional financial
institutions have kept everything privute, tightly controlled,
and hidden behind multiple layers of security. Fintech still
provides privacy und security, but dlso gives customers the
ubility to selectively connect other people to their money.

In summary, fraditional finuncial institutions are ubout
privately controlling your finanhces, und they are beiny
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disrupted by fintech companies empowering and
connectinyg clients with their money. This is u profound
chunye in the world of personul finunce ... err, money.

As just one exumple, today’s customers don’t care that
their bank sponsors the Australiun cricket tfeam, but they
wunt a banking app that lets them make micro-payments
to selected Fucebook friends who want funding for their
ownh junior cricket teums.

What fintech means for financial advice

The finuncidl planning industry is one step removed from
finuncidl institutions, so it husn’t been us disrupted by
fintech ... yet. But it is only one step removed, so the
disruption isn’t far away.

In fuct, the three feutures of ‘old” finuncidl institutions are
common to traditionul finunciul planning pructices us well:
finance, control und private. In other words, you creute

u privute Stutement of Advice for u client’s finances, und
keep the ussets under your control.

But clients will wunt the sume three feutures that fintech
compunies offer:

1. Tell them how to do more with their money (ruther than
just advising them about ‘finance’).
2. Give them u suite of tools thut empowers them to

manuge their monhey every day (noft just a static SOA
they only review ohce u yeur).

3. Help them connect dll their financial instruments —
not just super und lony-term investments, but bank
uccounts, credit curds, loydlty points, store discount
curds und the like.

Here’s the test: If Henry wus your client und wunted

that jucket, could you huve provided the sume level of
financial advice us Fatimu? If not, what would you heed to
chunge to yet there?

Gihan Perera is a futurist, conference speaker, author
and consultant who gives business leaders a glimpse into
what’s ahead - and how they can become fit for the future.

Fintech still provides privacy und security, but dlso gives customers

the dbility to selectively connect other people to their money.
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Developing the resources to implement

a managed account program

When implementing a maunaged account program, it’s critical that advisers
und licensees develop und use the right resources to ensure the success of
their new service, writes Toby Potter.

n deciding to implement u munuyed uccount program,

advisers und licensees should not underestimute the
resources that they need to huve, in order fo muke u
success of their new service.

Let’s focus on the issues reluting to implementing u
munuyged uccount program on plutforms. There ure other
models, such as individual client HINS or wholesule custody
arrungements, but they ruise the complexity further and
ure outside the scope of this urticle.

The nuture und extent of resources reyuired will depend
on the type of proyrum thut udvisers or licensees ure
planning to implement. The main choices that are likely to
be considered ure:

e Recommend u portfolio comprised of SMAs offered by
the preferred plutform;

e Licensee specific SMAs issued in conjunction with the
platform;

e Become un MDA provider; or

e Act us u portfolio munugyer in purthership with an MDA
provider.

Whichever of the choices ure considered, resources ure
ygoiny to be required in severul key ureus:

e Munuyement uttention;
e Investment upprouch; und
e Compliunce.

And in uddition, depending on the plutform cupubility,
there muy dlso be u requirement to tuke on some of the
operutions of the service.

Management attention

I've pluced this first becuuse before dll else, the decisions
that maunagement muke determine the structure of the
program, und the decisions made early on will determine
the churucteristics und structure of the progrum. This will
include decisions ubout:

e |nvestment approuch;
e Target clients;
e Operuting model und costs of the proyrum;

e Priciny; und



RESOURCING

e Purtners or service providers.

A cleur set of objectives for the munuged uccount
frogram und the metrics for success heed to be
determined before uny other operationul decisions cun be
mude.

Of course, the conseyuence of this is that once these

meusures ure ugreed, they should be reported on und
medusured on u regular busis fo determine whether the
service is uchieving the objectives which were seft for it.

Investment approach
This is often thought of us the most sighificant areu in which
resources will heed to be increused.

Apurt from the first munuged account type listed above

- simply adding a humber of the plutform’s SMAs to the
Approved Product List (APL) — the other three ure gyoiny

to reyuire u significant focus on the investment areu,

us the licensee und its udvisers move from a model
portfolio — yenerdlly puper-bused — to u process thut tukes
responsibility for developing investment models through
which actudl client portfolios will be managed.

While this is sometimes viewed us simply ‘beefing up’ the
investment committee, in redlity it is a mMore significunt tusk.
Key questions here will be:

e Do we have the expertise to tuke responsibility for
portfolio munuyement within our current structure and
resourcing?

e Do we huve purthers in reseurch houses who we cun rely
on for portfolio construction?

e Who will be responsible for the duily monitoring of the
portfolios und recommendution of uny adjustment?

o Whut will be the costs of portfolio munugement und who
will bear this?

o Whut continuity will there be between our current
upprouch und the munuyged uccount portfolios?

These yuestions invite u full review of the investment
frocess within the business. This will include:

e review of the documentution of the firm’s investment
philosophy;

e development of the investment charter for the
investment commiftee und determination of its
membership;

o Specific ullocution of key responsibilities for individual tusks
— for exumple, usset ullocution, mMunuger selection und
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review, and security selection if this is undertuken in-house;

e Selection of purthers to provide inputs, such us usset
dllocation, for euch portfolio; and

e Documentution of policies, such us conflicts of interest
und performunce meusurement methodoloyy.

Cleurly, the scope of these tasks will require significant
input if they are to be properly curried out. The Responsible
Entity (RE) of the plutform’s SMA program, or un externdl
MDA provider, is yoing to require thut dll these cupubilities,
und the resources to deliver them on un ohyoinyg busis, ure
in pluce.

Compliance

Finully, once the munuyged uccount program is in pluce,

the resources in the licensee’s compliunce teum heed to be
reviewed to ensure that they, und the procedures they follow,
dre udeyuute to monitor the implementution of the service.

This is in two Muin ureus:

1. Is there an independent process that confirms the
portfolios ure being munuyged in uccordunce with
the SMA product disclosure statement of the MDA
investment program?

2. Is the udvice process consistent with the regulatory
requirements?

Muintdining un independent process to confirm that the
portfolios ure compliunt with their mandate is a responsibility
that the SMA responsible entity, or MDA provider, is primarily
responsible for. They dre likely to insist that the portfolio
manuger has uppropriute internal resources to curry this out.

In the cuse of udvice, purticulurly for MDA services,

the licensee will heed to implement d specific process

for checking thut the correct document set hus been
provided to the client und that the annudl review process
is undertaken.

Summary

Unlike simply approving u hew product on un APL, the
decision fo implement a munuyed account program
where the licensee or adviser is involved in portfolio
maunugement, is going to require significunt resourcing.

This may dlready exist in the firm, but will heed checking
aguinst the reyuirements of the SMA responsible entity or
MDA provider.

Toby Potter is Chair of IMAP.
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Adviser Roadshow 2018:
Building better business

The annudl IMAP Adviser Roaudshow will be rolled
out across Melbourne, Brisbane and Sydney in
Muarch, The roudshow will focus on the practicul
implementdtion of Muhuyged account programs
in estublished adyvisory businesses, demonstrating
how to muke manayged accounts fruly effective
for advisers and clients.

Highlights of the Adviser Roadshow 2018 include:

o Building < private lubel platform.
e Using mMunaged accounts to meet the retirementincome challenge.

o Whut determines practice profitability? Are managed accounts a puth
to improved profits?

e Bestlinterest: Whatrole can managed accounts play?
e Manuyed uccounts for direct securities oriented advisers.

o Usiny your program to- improve client engagement.

For more on the IMAP Adviser Roadshow 2018,.Perspectives magazine has
publishe collection of white papers and analysis that will be discussed
at the conference. Read on.

IMAP %
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5 drivers of profitability

Terry Bell provides some tips around business
profitability and the ‘not-so-common’ denominautor
for advice practices.

T the IMAP Adviser Roudshow, Business Heulth will check the *hedlth’ of their business, benchmarking it
A be presenting its lutest findings on the topic of aguinst peers und colleugues. And, from our consolidated

business profitubility, with specific reference to the unalysis of their results, we cun stute with some
emeryence of munuyged uccounts over recent times. confidence that the bigyest drivers of profitubility within

Over the course of the lust two years, almost 300 udvice pructices ure the ones outlined in Tuble 1.

Austrdliun practices® have utilised Business Heulth’s unique Out of the 20 business aureus we ussess, these are the
fpractice ussessment tool, the HeulthCheck**, to redlity top drivers of profitubility in udvisory practices today.

Invest in your people — not just with a competitive remuneration
puckuyge but dlso by recoynising their career plans, professional
development gouls und perhups even their equity uspirations.
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Table 1: Profit drivers
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Profit Driver % of Australian practices Profit Impact
Business Plan (12 month operational)
No 24% -
Yes, fully documented 38% +121%
Effective (Documented, reviewed ut leust six monthly, track progress monthly) 5% +209%
Client review process
No documented regular review process 15% -
Cleurly documented review process 85% 192%
Personalised client communications
Use personulised muil meryges/broudcust functionulity
No 33% -
Yes 51% +166%
People management
Lust stuff performunce reviews
more than 12 months ugo 20% -
within last 12 months 80% +154%
Stuff with documented job descriptions
None 22% -
More than 75% 67% +130%
Client segmentation
No 23% -
Yes, effective 33% +148%
(Differentiated services, reviewed regularly, involve stuff, 'A’ clients widely known)

Unfortunutely, us Tuble 1 dlso cleurly shows, u significant
number of Australiaun practices have yet to take full
udvuntuye of these profit drivers.

As to the reusons behind why some businesses do tuke full
udvuntuyge of these profit drivers (the most profituble) und
some businesses don’t, well, in our experience, there is
ohe hot-so-common denominutor for those practices that
do, und thut is... strong and committed leadership from o
frincipul who invariably hus:

e Developed u clear view of what he/she wants their
business to look like in, suy, 3-5 yeurs.

e Cleurly und consistently communicutes this view to stuff,
clients und business purtners dlike.

o Tukes positive uctions to implement the vision — ‘doiny
the do” us our US clients say.

e Are prepured to spend fime, money und resources —
investiny especidlly in their people und their technoloyy
buse.

25 / PERSPECTIVES / AUTUMN 2018

e EMmbraces chunye whenever it occurs und ‘got on
with it” — it will be particularly interesting to see how this
plays out with the emergence of ‘munuyed uccount’
solutions.

If the ubove profit stuts huve encouruyed you to think
aguin ubout these areus (for example, how do you
compure?), here are five fips to help you:

1. Business planning

e Open u good bofttle of red und consider: What do you
want your business to look like in, say, 3-5 yedars? What
will be your role in this business? And oh the personnel
front?

e Objectively ussess where your business stands today.
Benchmark it against similarly positioned practices,
und seek feedbuck from staff and clients (warts and
alll).

e Invest fime in pufting fogether u plun for your business
oh two levels:

CONTINUES >>
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— For the lonyger term (3-5 yeurs) — to flesh out your
view (vision).

— For this yeuar. Include your clearly defined gouls,
strateyies, accountubility and timeframes.

— Muke sure both pluns complement euch other,
ure documented und shured with your key
people.

- Work with someone you respect over the course
of the yeur to mMeusure proyress uyuinst your
plun und to hold you uccountuble.

2. Client review process

e Recoynise thut this is the perfect opportunity for you to
demonstrute the value you're delivering to your clients
(for the fees they're puyiny you).

e Schedule meetings in udvance und don’t let them be
postponed.

e Prepure beforehund und seek the client’s input info the
Mmeetiny ugendu,

o Wherever possible, conduct these meetings in your
office und look to involve other personnel in the
‘experience’ - for example, client service manager und
junior adviser.

3. Personalised client communications

e This is un ubsolute must for client-centric businesses — No
one likes to be uddressed us ‘Deur vulued client” (if |
wus so ‘vulued’, surely you'd know my hamel).

e And, of course, ensure ull hnumes ure spelled correctly.

e Findlly, ull communicution Must be relevant to the client.

For exumple, weulth accumulators don‘t redlly want to
know ubout retirement income streums just yet. And the
ohly wuy to guarantee this is through u CRM that holds
the key relutionship building duta needed to build out
und muintuin the relationship.

4. People management

e Appreciute your stuff for who they ure — one of your
most vuluuble ussets,

e Respect stuff by ensuring they huve up-to-dute job
descriptions, co-written by the person currently doiny
the role. After dll, they ure the person best pluced to
druft und review.

e Ensure they huve ut leust one formual review of their
performunce euch yeur - surely, that’s not u big usk!
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e Invest in your people — nhot just with a competitive
remuneration puckuge but ulso by recoynising their
cureer pluns, professionul development gouls und
perhups even their equity uspirations.

5. Client segmentation

¢ While every client deserves to be treuted fuirly and with
respect, hot every client is equul. Evuluute your clients
bused on the contribution (how ever you define it) they
mauke to your business.

e Differentiute your service offering to euch segyment.

e Seymentution is hot u ‘set und foryet’ exercise — review
client dllocution, the services offered, us well us the cost
of service delivery, ut leust once u yeur.

e Seek feedbuck from your clients us to their level of
sutisfuction on u regular busis (say every 18-24 months).

As we enter the end of the first quurter of 2018, | hope
you'll find the time to reflect on the above und commit
to ut leust ohe specific profit driver for the next yuurter.
Were sure that your efforts will be rewarded.

Terry Bell is a Partner of Business Health. For more
information, go to businesshealth.com.au

*A mix of dlighed und hon-dlighed, city und regiondl, small aund lurge
practices, us well as u portion of ‘better” practices that have been
pdarticipants in various licensee premier practitioner programs or were
entrants in severul Best Practice competition initiatives.

**The HeulthCheck is u web-bused business ussessment und benchmarking
tool specificully desighed for advisory businesses. Its comprehensive report
provides the perfect platform for business planning.

Objectively ussess where your business
stands today. Benchmark it against similarly
positioned practices, und seek feedbuck
from staff and clients (warts and dillt).
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Fee budgeting in managed accounts
Lukusz de Pourbuix examines the natural tension
between fees, investor outcomes und investment
philosophy.

key themutic impaucting most parts of the wedlth

munugement industry in recent yeurs hus been

the increused focus on fee disclosure und the
onygoiny downhwurd pressure on fees ucross investment
manugement fees, advice fees or plutform fees.

Within the investment world, we huve seen the regulutor
seek to provide clients with greuter tfranspurency uround
investment reluted fees in Product Disclosure Stutements
via RG 97, which has caused much debdate in the industry.

The onhygoiny focus on fees in the industry is likely to
continue from u reyulutory perspective, which has led
to the onyoiny evolution of low cost product options
entering the market. The mMunuged account sector is no
different, with various luyers of fees involved dependiny
on the munuyged uccount structure udopted.

Amidst this buckdrop, there is u haturdl tension between
fees, investor outcomes und investment philosophy, which
wdarrant further exploration.

Fees
If we take the fees in u sepurately managed uccount
structure (SMA) outside of plutform and brokerdage fees,
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the key fees reluting to the investment structure include:

e the model munuygement fee, which is the fee puid to
the appointed entity managing the SMA portfolio;

¢ the underlying investment fees, which relate to the
indirect cost ratfios (ICR) for the underlying investment
options used within the portfolios, such us munuyed
funds und ETFs; und

e the responsible entity (RE) fee, where the RE plays the
dudl role of tfrustee und manugyer of the investment
scheme.

Where u “private lubel’ solution hus been developed

(u tdilored SMA solution specific to d financidl plunning
dedler group), the model munugement fee muy be

split between the model maunager und the respective
financidl planning dedler group offering the SMA. Under
this fee construct, the fees will vary muteridlly between
SMA portfolios. The key vuriuble being the fees ussociuted
with the underlying investment vehicles used.

In developing un SMA portfolio, it is common practice
for u fee budyet constrauint to be in pluce limiting the
uygyreyute underlying product investment manugement

CONTINUES >>
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Historicully, the dbility to neyotiute fees
with investment munagers hus been the
domuin of institutionul clients, however,
with the growth in mMunuyged uccounts,
we’'ve seen un ‘institutionulisation” of the
wholesule spuce.

fees. This is purticularly common for private label portfolios,
where the deuler yroup is looking to munuge the *dll-in’
cost ussociuted with investing in their SMA offeriny.

In my experience, the common rule of thumb investment
fee figure used by finuncidl plunniny deuler yroups us u
reference point us an ‘dll-in” investment cost is 1 per cent
foer unnum. This fee comprises of the model munugyer fee,
underlyinyg investment fees und RE fee.

Fees vary ucross the industry depending on scule, portfolio
structures und plutform providers, but u sensible proxy for
the fee breukdown is un RE fee of upproximutely 0.10 per
cent per annum, u model manugement fee of circa 0.10
per cent per annum to 0.30 per cent per unhum, leaviny
upproximately 0.60 per cent to 0.80 per cent per unnum
to construct u diversified portfolio.

This does not include uny margin the dedler group may
look to generute under u private label structure, which
would generdlly be incorporated within the model
munuygement fee.

Fee budget
In setting u fee budyet, there ure severadl things to
conhsider.

A key considerution is whether the fee budyget constrauint
dllows the model munuyger enouyh scope to execute
oh the investment philosophy the munuayger hus adopted
und ultimately, whether the model munager will be dble
to uchieve the portfolio objectives within the stuted fee
budget.

For exumple, if the investment philosophy stutes that

the model munugyer believes in uctive munuygement,
then credting u portfolio largely consisting of pussive
strateyies in order to reduce cost is ot consistent with that
investment philosophy.

Ultimately, the objective of setting the fee budyet is
to keep the model munugyer focused on executiny
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the investment philosophy und investment objectives
at a reusonuble fee point, rather then constraining
the portfolio to such u deyree thut the portfolio does
not reflect the investment philosophy und investment
objectives ure not met,

In mMunuying to u fee budyet, there are two muin levers
model munuyers have ut their disposul,

The first is to prioritise the ureus where they dare prepured
to pay more and where they ure comfortuble to seek
lower cost options.

Typicdlly, this will be determined by identifying which
sectors und investment strategies ure deemed to be
‘high dlphd’ segments or investments that offer a unigue
exposure to diversifying ussets hot uccessible in lower
cost structures. Examples may include lony short equities,
dlternative strateyies, uctive small caps und absolute
return strategies.

Conversely, the model maunager may seek lower cost
options to uccess market bety, be it in the form of u
pussive murket cup weighted index exposure or ‘smart
betdu” upprouches thut seek to exploit u purticular
muarket fuctor, such d ‘quuality’, ‘value’ or un equul weight
upprouch o investment.

Interestingly, we have dlso seen some fruditional active
strateyies reussess their fee model, recognising the
dowhwurd pressure on fees in some usset clusses by
lowering their investment munuygement fees.

The other increusingly common upprouch to manuying
investment fees is to heyotiute fee rebutes with fund
munagers.

Historicully, the dbility to negotiute fees with investment
manayers hus been the domuin of institutionul clients,
however, with the growth in munuyed uccounts, we've
seen un ‘institutionulisution” of the wholesule spuce.

There ure vurious upprouches fund munugers tuke
tfowurds fee rebutes, runying from maunugers not offeriny
fee rebutes, u tiered fee model bused on scule, through

The other increusingly common
Jpprouch to munaying investment fees
is to heyotiute fee rebutes with fund
Munugyers.

CONTINUES >>
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to uccess to the institutionul cluss of u fund.

The drivers for munuyers neyotiuting fees will vary
significantly. Considerations such us fund cupdacity, scale,
client servicing reyuirements, und where u product is in its
product lifecycle, will dll have un impuact in munuyer fee
neyotiutions.

From un investment perspective, the fundumental
cohsiderution in building u portfolio should be the
quulity of the underlying munagers und the het of fee
oufcome for clients. Any fee rebdte discussion should fall
out of the process, rather than being d primary driver of

munuger selection decisions. The muin situution to avoid is

compromising yuulity for fee rebutes, us over the lony-
term, it will ultimutely compromise the overdll portfolio
outcomes for the client.

Ongoing focus
The ongoing focus on fees within our industry is unlikely to
subside uny time soon.

The muain focus in constructing a munuyed account
portfolio should be the consistent execution of the stated
investment philosophy und achieving the investment
objectives over the relevunt investment time horizon.

The underlying investment munugement fees should be

IMAP <&

The muain focus in consfructing u
munuyged uccount portfolio should be
the consistent execution of the stuted

investment philosophy und uchieving the
investment objectives over the relevunt
investment time horizon.

cohsidered from the context of whether the relevaunt
investment strategy is achieviny the desired risk und return
fprofile on u het of fee busis.

However, there ure un incredsing humber of investment
options that ure avdildble to portfolio constructors fo
ussist in the munugement of fee budyets, und the
growth in managed uccounts hus certainly seen the
institutiondlisution of the wholesule market with respect to
the dbility of hegotiating fees with fund managers.

Lukasz de Pourbaix is Chief Investment Officer at
Lonsec Investment Solutions.
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The retirement riddle: Solving it

with data and algorithms

Australia’s retirement industry is the envy of the world,
yet few Australiauns know if they’re on track for u
comfortable retirement. Wade Matterson suys dutu
und dlgorithms are du key purt of the solution,

ustralians hold an incredible $2.3 trillion in

retirement savings — more than the country’s

uhnhuul GDP - and yet few people khow if they’ll
have enough tfo live the life they want in retirement.

[t's no surprise given the confusing und contradictory
udvice directed ut couples suving for retirement. Mediu
publicutions regularly yuote retirement nest eyy turyets
ranging anywhere from $640,000 to $2 million.

A key problem is the input datu - it’s based on yudlitative
surveys of retirees thut have only u tenuous relationship
with their actuul heeds, wants und desires. We know this
becuuse big dutu hus shone u light on investors” auctudl
lives and shownh just how inuccurate even their own
estimutes ure when compured to their reul-world choices.

Khowing who people redlly are is just the first step —it’s
equdlly important to know how to help them uchieve their
ygouls. Understunding people tukes time, but when biy
dutu is combinhed with powerful ulgyorithms, it cun fust-
tfrack the process by creuting direct und cleur investment
strategies linking investors und their gouls.

Just us we use Gooyle Mups to help us identify the best

way of yetting from point A to point B, biy dutu combined
with powerful dlgorithms cun identify where retirees ure
now, where they wunt to go und the best way of making
sure they yet there.

[t's time for datu, analytics and findlly, appropriate
products, to form the busis for yood financial udvice,
leuding the wuy towards personulised retirement gouls,

Clients: Know thyself with big data

Finunciul plunning yuestionnuires fend to usk clients how
they believe they will reuct in different circumstunces
(‘stuted’ preferences) but good udvisers know this rarely
yives the full picture.

‘Revedled’ preferences — either redl-world data or
simuluted events thut trigyer reul-world responses — ure fur
more uccurute,

Without u deeper understunding of decision theory und
behaviourdal economics, udvice that uppedars sound cun
eusily misdirect investors towurds the wrony youls.

For exumple, more than two-thirds (69 per cent) of
seniors in u recent ASIC survey (Building Seniors” Financial
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Cupubility) suid *having enough money to enjoy life und
do whuat they wunt fo do’ wus u finuncial priority. Yet

more than hdlf of retirees spend less than the Aye Pension,

uccording to the Millimun Retirement Expectations and
Spending Profiles (Retirement ESP) andlysis of more than
300,000 retirees” uctuul spendiny putterns.

This contradiction may be expluined by u fear of outliving
their retirement savinygs (hot helped by out-of-reuch
retirement savings turgets) or u desire to leave something
for the next generaution.

Similarly, many retirees state their strony desire for
consistent income but few will buy unnuity-type products:
u lutent desire to have more flexibility with their savings
(und other drivers) offen tukes precedence.

A good udviser cun befter understund these
discrepuncies by using big duta, which helps reveadl not
only whut retirees ure doing how, but what they are likely
to do in the future.

While super suvings turgets vary widely, we know that
retirees aged 65 to 69 uctudlly spend a median of just
$31,068 from ull income sources euch year, A suvings
target of auround $640,000 eyuautes to the top yuartile of
investors (ulthough muny of these will be the ones who
seek persondl financial udvice).

More importuntly, biy dutu ullows udvice to be tuilored
across wedlth bunds, uyge, locution und other filters.

IMAP &>

...we know that retirees aged 65 1o 69
uctuully spend u mediun of just $31,068
from dll income sources euch yeur,

For exumple, u client may plun for their retirement
expenditure to remuin constunt or even rise over
retirement, whereus the Milliman Retirement ESP shows
that, in practice, it tends to drop.

This type of redl-world datu can help recdlibrate
retirement expectutions und behuaviour, so that it better
matches personul godls.

Algorithms power personal advice rather than replace it
Bigy dutu meuns little if it doesn’t carve a clear path that
brings investors closer to their godls.

Financidl planning is a complex business. At its heurt is
maunaging clients” ussets and income needs to meet
their chanying expenses over time. It's un usset-liability
problem, und one thut hus been successfully munuyed
by large businesses und institutional investors for decudes.

Algorithms cun bridye this divide und, thunks to powerful

cloud-bused technoloygy, households can how use the
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It’s fime for dutu, unulytics und finally,
dppropriate products, to form the busis for
ygood finunciul udvice, leudiny the way
tfowards persondlised retirement godls.

sume institutional grade analytics as globdl firms. Risk
tolerance, which wus once the centrepiece of simple,
froduct-bused udvice, is just one component of this
holistic, godls-bused approuch.

This upprouch is inherently more complex, but a gouls-
modelling engine should be uble to run whut if, trade-

off, tracking und optimisution anadlyses that incorporate
client preferences und risk profiles. It should dulso dllow for
feedbuck loops und intelligent leurning, ultimutely offeriny
redl-time household usset-liubility unalysis ucross multiple
udvice chunnels.

Advice dlgorithms must be accurute, complete,
conhsistent, fust (redl-time), supported und bucked by u
strong compuny.

This confidence then dllows udvisers to focus on
differentiution, their business strateygy und the user
experience. The result is more customised youls,
which can radicdally change investment advice and
recommended products.

Products: Beyond investment returns and closer to
personal goals

The Milliman Retirement ESP has revedled many surprising
uspects ubout retirees, including that more thun half
spend less thun the Age Pension. While we don’t yet know
the full yudlitative reasons behind this behaviour, we know
that risk is u key concern.

Longevity risk is a reusonuble feur for many people, given
that a 60-yedr-old mun is how expected to live for u
further 26.4 yeurs und u 60-yedr-old woman for 29.1 yeurs,
uccording to the Government’s 2015 Intergenerational
Report.

Many investors would prefer to huve more suvings before
they retire, given these yrowing lifespuns. It reyuires suving
more, spending less or boosting returns.

Unfortunately, cush and other sufe-haven investment
returns, like interest rates, have been slushed in muny
purts of the world. Asset returns ure expected to be more
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subdued, us centrul bunks beyin reining in the loose
monetary policy that hus powered murkets in recent yeurs,

Mdany investors dlso heed o balance the desire for higher
returns with a deep sense of loss uversion, given they

no longer have time to recover from extended market
downturns.

Seyuenciny risk describes the heightened risk that an
investor with u large bulunce upprouching retirement,
or in refirement und drawing down d pension, fuces.
Younger investors, by way of contrust, are often muking
contributions (rather than withdrawdals) and cun benefit
from aun eventuul market rebound.

An advice journey that beyins with big data and
continues with ulgorithms uims to uchieve u defined
personul goul und strateyy for the investor, rather than
u reuctive struteygy bused on selling reldtively short-term
onhe-yedr investment performaunce.

When investors cun cleurly see their five to 15 yeur
persondl godls, explicit risk management strateyies muke
sehse.

Avoidinyg lurge und sustuined murket downswings means
investors are more likely to meet their actual godls. Firstly, it
minimises sequencing risk and, secondly, it mukes investors
less susceptible to muking poor decisions under stress.

For exumple, u post-GFC study by the Centre for
Retirement Incomes und Finunciul Educution Reseurch
found u surge of industry fund super switching beyinniny
in October 2008 und endiny in Murch 2009, just us the
market reached its low point. The market then surged
more than 44 per cent, but the report’s uuthors found
investors still remuined in their low-risk investment options
by September 2009.

Millimaun’s *Even Keel” model portfolio strateyy is one

new offering that dllows deuler yroups und platforms

to upply un institutiondl-grade, rules-bused market risk
management overlay o any model portfolio’s underlying
eyuity investments. It dllows investors to retuin u strony
exposure to growth ussets, while the downhside risk is
maunuged ucross their own unigyue portfolio.

Innovautive products, built on big dutu und dlgorithms,
mark the findl step in the holistic udvice journey. It is only
by bringiny toyether these dispurute elements to underpin
yuulity personul udvice thut investors cun uchieve their
desired retirement gouls.

Wade Matterson is Practice Leader, Australia at Milliman.
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Do you know what your
clients really want?

SHERISE MERCER

Head of Macquarie Virtual Adviser Network
Macquarie Group

With a wider choice of providers thun ever before, toduy’s
financiul advice und uccounting clients are informed,
selective und increusingly demundinyg. What does it fuke
to hurture closer client relutionships und convert yoodwill
info long-term business success?

Euch year, Macyuurie conducts in-depth analysis of around
1,500 clients from specidlist and multi-disciplinary firms
ucross Australiu — 1o revedl the key drivers behind client
enhyuyement. The robust survey diys behind the customer
sutisfaction headline to look ut what drives propenhsity to
recommend, stuy und increuse share of wallet,

The findings of the most recent Propensity Project Report
yive udvisers und uccountunts plenty of food for thought
in ferms of whut customer-fucing uctions will move the diul
to improve business outcomes.

Importuntly, the survey focuses on ‘uctudl’ rather than
‘stuted’ drivers. For exumple, if you usk clients directly ubout
fees, people will tell you that’s important, However, if you
look ut client behaviour, in compurison to other uttributes or
drivers, fees have u very low propensity to drive sutisfaction.

Top 5 drivers of satisfaction
The survey found the top factors that actually drive
sutisfuction, across dll ages, are:

1. My adviser manages my porifolio for best risk and return
outcomes

This is hot surprising, us it tulks to the heurt of why people
ygo to u finunciul udviser in the first place.

This is u tuble stuke for udvisers, demonstrating how
important it is to link what you do, back to u client’s gouls
und strateyy. It's not so mMuch ubout ubsolute returns,
but ubout yetting the bulaunce right. Clients want you to
understund them us u person — whut’s importunt, what
they’re frying to achieve out of life, their uppetite for risk
and how to manage their feurs.

This finding tells us that un adviser’s primary role is to fruly
understund whut will drive confidence und comfort in their
clients.

2. | receive the right level of information about my progress

Over the lust six yeurs, this has become increusingly important.
Communication usudily fdlls in the top 5-7 drivers. But how
yetting the frequency, yudlity and clarity of that information
right hus become un even yreduter priority. The buseline is
mauking sure your clients uren’t wuking up in the middle of the
night becuuse they don’t know whut’s going on.

This driver becomes even more importaunt us people
upprouch the end of their eurning cupucity yeurs,

People want to know: 'Will | have enough to live on? Will
| run out of monhey?’ The key is o mMuke sure people have
enouyh informution to be confident ubout how they're
tracking towards their gouls.
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3. My adviser identifies my needs and connects me to
other experts as required

This is unother driver thut’s been cominyg up the list over the
last few yedars.

As people become increusingly time poor, clients expect
to huve u single relationship with one udviser who tukes
u macro view of whut heeds to happen to protect their
financial wellbeing.

Clients typicully don’t understund the regulatory framework,
so they don’t redlly distinguish between tux udvice und
wedlth muhagement. They want advisers to take a holistic
view of their needs und either provide everything or
recommend someone in their network to fill uny gups.

There’s u redl risk of dissutisfaction if un adviser or uccountunt
just does their bit, without tuking into consideration the client’s
brouder youls und financiul situation.

4. My adviser proactively manages my affairs

Clients want to be more than a humber. They expect
udvisers und accountunts to look out for them, understand
their chanyging heeds, think ubout what’'s cominy up and
yet uheud of it.

Client relationship munaugement has moved from pulling
out the file once u yedar, to prouctively checkinyg in bused
on life events (buyiny u house, suving for u big frip,
planning u weddiny) or even just regular *heulth check’
contuct to usk: 'Is there anything | heed to know?’ It's

u simple thing to schedule, but it will muke the world of
difference to how vulued the client feels.

5. My adviser helps improve my financial knowledge

This driver is particularly relevant for younyger clients

Chart 1: Top satisfaction drivers by age
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(under 46) in the uccumulation phuse. These clients don’t
necessurily wunt u detuiled explanution of how the share
market works, but they do want o get a handle oh how
best to structure their finuncidl life.

There’s u redl uppetite in younger generutions to tuke
persondl responsibility for achieving their gouls. They want
to understund their options and participate by actively
considering different strategies with their advisers.

[t's a distinct generational change from many retirees,
who offen put an expert on d pillar and tuke their udvice
without more robust scrutiny.

What does it mean for my practice?

The report explores four key dimensions of customer
sutisfaction: people, process, personulisution und
perception of vulue — und the biy shift is in the importunce
of personulisution.

This yeur, for the first time, four out of the top five drivers ure
around ‘persondlisation’: an adviser’s ubility to customise
the entire client relationship.

So, this is where you're going to yet u redl uplift in
ehygugement.

[t"s dll ubout giving clients u truly persondlised experience
bused on their needs und youls, und beiny prouctive
around commMmunicution und regulur check-ins to build a
frusted relationship.

There’s u redl opportunity for firms to refocus on the client
experience to deliver what clients redlly want, See Chart 1.

How do we achieve this?

Well, munhuyged uccounts is u gyood sturt,

<45 46-60

>60

1. My udviser helps improve my
finuncial knowledye

1. I receive the right level of
information ubout My proyress

1. My udviser munuges my portfolio
for best risk und return outcomes

connhects me to other experts us
needed

2. My adviser identifies my needs und 2. My udviser munuges my portfolio
for best risk und return outcomes

2. Professionulism

informution ubout My proyress

3. | receive the right level of 3. Communicution style

3. My adviser values my business und
relutionship with the firm

relationship with the firm

4. Aftention to detdil (from support 4. My adviser completely understands 4. My adviser proactively munayes
stuff) my personadl finuncial needs my uffairs
5. My udviser gives me confidence 5. My udviser values my business und 5. Inteyrity
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By using munuyged uccounts 1o systemautise administration
und compliunce tusks, udvisers cun free up time, which
cun be better spent on delivering a thorough and
personulised experience to their clients.

[t’s fime to move the conversution from administration.
Without munayged uccounts, the process to muke
chunges to u client’s portfolio cun be slow, cumbersome
und reyuire hours of buck-office administration.

The process not only involves excessive puperwork, it cun
ulso meun that the vust mujority of your client interactions
ure bused daround tedious puperwork concerns. The
focus on stock selection und trude execution decisions
cun keep the client conversation at a more redctive
level. The focus is usudlly on: *How ure your investments
performing?’, rather than the more strategic, und
ultimately more helpful, ‘How dare we tracking against your
goulls?’.

Managed duccounts dllow a more strateyic focus. With
munuyged uccount solutions, depending on whether

you buy, purther or build, the investment process is either
performed in-house or outsourced to fund munugers or
reseurch houses, und the rebuluncing is performed by the
platform.

Regardless, you ho longer have to spend fime oh stock
selection or frade execution, enabling you to be more
prouctive und have more compelling conversations with
your clients.

Maunuyged uccounts provide udvisers with u different
discussion und u different relutionship with their clients.

Maunuyed uccounts cun position you, the adviser, us u
specidlist, with fime to provide holistic investment udvice
and have more strateyic conversations. You'll be dable to
help your clients make well-informed financial decisions
dlighed to their godils, creating u puth to reuch finuncidl
success und security in the future.

Sherries Mercer is Head of Macquarie Virtual Adviser
Network at Macquarie Group.

By using munuyged uccounts to systemautise administration und

compliance tusks, advisers cun free up time, which can be beftter
spent on delivering u thorough and personulised experience to

their clients.
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EVENTS CALENDAR

MARCH 2018
IMAP ADVISER ROADSHOW -
BRISBANE, MELBOURNE, SYDNEY

MELBOURNE

When: 19 March, 2018

Where: Commonwedulth Bunk of Austrdliu, Level 19,
Tower 1 Collins Syuare, 727 Collins Street, Melbourne

BRISBANE
When: 22 March, 2018
Where: At Royul on the Park, 152 Alice Street, Brisbune

SYDNEY

When: 27 Murch, 2018

Where: Whiteley Ballroom, Amora Hotel Jumison,
11 Jumison Street, Sydney
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This yeur’s highly unticiputed IMAP Adviser Roudshow
will be rolled out ucross three city locutions in Murch —
Brisbune, Melbourne and Sydney.

The aunnudl IMAP Adviser Roudshow is u specidlist event
for dedler principuls, udviser group Munugement teums
und udvisers. It focuses on the pructicul implementution
of muhuged account programs in estublished advisory
businesses und how to muke this truly effective for udvisers
und clients.

Topics being discussed by leading experts at the IMAP
Adviser Roadshow include:

« Building a private label platorm.

Heur from Lonsec und Netwedlth ubout the requirements
to build a munuyed account program for your business.

¢ Using managed accounts fo meet the retirement
income challenge.

Hedr how managed uccounts dre enubling udvisers to
uddress the most important task of dll — Meeting investors’
retirement income gouls. Millimun — one of Austrdlia’s
leudiny retirement income experts — sets the scene for

CONTINUES >>



specidlised munuyged account portfolios.

» What determines practice profitability? Are managed
accounts a path to improved profits?

IMAP und Coloniul First State commissioned Business
Heulth to develop u specific Munuged Account
HedlthCheck. Learn how advice practices that use
manuyged uccounts uchieve higher practice profitubility.

* What resources will you need to be the porifolio
manager?

Whut cupubilities will you heed to tuke the step up to
portfolio munugement? Heur what platforms, external REs
und MDA udvisers heed to successfully fill this role.

» Best interest: What role can managed accounts play?

This Mucyuaurie hosted session will help you understund
how to meet the best interest obligutions througyh u
munuyged uccounts program.,

 Managed accounts for direct securities oriented advisers

Heur udviser cuse studies on developing munuyged
uccount progrums using ASX-listed investments in direct
investing oriented pructices.

¢ High-net-worth clients: How different is it to serve this
group?

In this session, you'll heur how udvice businesses serve this
murket with discretionary portfolio munagement.

In addition, Sum Henderson — uuthor, mediu commentutor,
und CEO und senior financial adviser at Henderson
Maxwell — will share his business secrets in a presentution
fitled, "Building u Practice of Value’.

Sam’s insights will help guide you in fransforming your own
business. However, this session will only be avdiluble dt the
Sydney roudshow.

MANAGED ACCOUNTS
ADVISER ROADSHOW 2018

IMAP <&

For more information on this event or to register your
attendance, go to imap.asn.au/events

Principal sponsor

First State

Supporting sponsors

¢8T HUB

Lonsec

Investment
Solutions

h MASON
counts| STEVENS
Lom.au

managedac
| netwealth

Q‘ BetaShares

Exchange Traded Funds

4

2 %Ironbark © vacouarE

MAORNINGTAR

STATE STREEL
GLOBAL ADVISORS.

RALTON cppnr ZURICH“

IMAP hosts leading munuged account educutionadl
events, including webinurs for dedler principuls und
advisers, udvice roudshows, pructitioner forums aund
the Responsible Manager Masterclass. For more
informution, go to imup.ush.au

For delegutes uttending the IMAP Adviser
Roudshow, there will dlso be plenty of peer
networking opportunities to discuss munuyed
uccounts in what is the fustest growiny sector of
financiul services.

MELBOURNE 19 MARCH *| '‘BRISBANE 22 MARCH | SYDNEY 27 MARCH

IMAP <¢
I,\\

Institute of Managed Account Professionals 4



https://imap.asn.au/program-overview
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IMAP kindly acknowledges its 2018 sponsors
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