


Upcoming events

•2019 Managed Account Awards

•Portfolio Management Conference 



• 2019 Managed Account Awards
• Entries Open 22 Mar / Close 19 April
• Awards 27 June

• Portfolio Management Conference 
• Sydney August – Portfolio management / asset allocation
• Melbourne October – Australian & Int’l equities and Fixed 

income Investments



|   netwealth

Meeting client objectives using diversified 
portfolios

Robert Talevski – Activus Investment Advisors
Craig Higson – Betashares
Brad Bugg - Morningstar



Portfolio Construction For 
Defensive Asset Classes 



Important Information
The information contained in this document is general information only and does not constitute 
personal financial advice. It does not take into account any person’s financial objectives, situation or 
needs. It has been prepared by BetaShares Capital Limited (ABN 78 139 566 868, Australian Financial 
Services Licence No. 341181) (“BetaShares”).  The information is provided for information purposes 
only and is not a recommendation to make any investment or adopt any investment strategy. Past 
performance is not indicative of future performance.  Investments in BetaShares Funds are subject to 
investment risk and investors may not get back the full amount originally invested. Any person 
wishing to invest in BetaShares Funds should obtain a copy of the relevant PDS from 
www.betashares.com.au and obtain financial and tax advice in light of their individual circumstances.

Future outcomes are inherently uncertain. Actual outcomes may differ materially from those 
contemplated in any opinions, estimates or other forward-looking statements given in this 
presentation.

Financial adviser use only. Not for distribution to retail clients.

Confidential – may not be distributed without the consent of BetaShares Capital 6



Asset allocation is key

Three sources of excess return:

Confidential – may not be distributed without the consent of BetaShares Capital

Equity Duration Credit 
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Investors generally allocate to fixed income for one or more of the 
following reasons:

1. Diversification against other asset classes

2. Regular and reliable income

3. Stability and/or preservation of capital

The role of fixed income

Confidential – may not be distributed without the consent of BetaShares Capital 8



Problems with traditional fixed income 
passive benchmarks

 Liability weighting

 Unstable risk profiles
o Duration creep
o Segment creep

 Inefficient
o Small, illiquid constituents
o Short dated government issues with no pickup over cash

Confidential – may not be distributed without the consent of BetaShares Capital 9



Optimising the AusBond Composite
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Confidential – may not be distributed without the consent of BetaShares Capital. For wholesale clients only – not for retail 
or public distribution. 

Source: Bloomberg and Morningstar

Reconstruct inefficiencies in AusBond Composite by adjusting risk parameters for a better outcome.
 Current AusBond Composite carries unnecessary overweight to Govies (~50% Federal and 25% State)



Is the solution to go active?

• Active can overcome the limitations of passive in fixed income in certain sectors, 
such as hybrids

• However S&P’s 2018 SPIVA report showed 98% of active managers 
underperformed the S&P Australian fixed interest index over the year

• Over 5 years, 90% underperformed and over 10 years, 70% underperformed …  
finding an outperforming manager is therefore difficult

• Active managers tend to overweight credit and lower duration which removes 
maximum diversification benefits

Confidential – may not be distributed without the consent of BetaShares Capital 11

Source: SPIVA Report 2018



CRED’s index outperformed active managers

Confidential – may not be distributed without the consent of BetaShares Capital

5-year return distribution of Australian active bond funds (74 funds)

More pertinently, CRED’s Index outperformed the best performing active manager in Australia in each 
highlighted period  to 31/5/2018 by the amount shown below (after reducing CRED Index’s performance 
by CRED’s management costs):

• 3yrs: CRED’s Index beat the best active manager in Australia by 0.69%p.a.
• 5yrs: CRED’s Index beat the best active manager in Australia by 1.39%p.a.
• 10yrs: CRED’s Index beat the best active manager in Australia by 1.24%p.a.

Source: Source: Morningstar. Past performance is not an indicator of future performance.
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Why Long Duration Corporate Bonds?

Confidential – may not be distributed without the consent of BetaShares Capital 13



Historical Performance
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Product Name: BetaShares Australian Investment Grade Corporate Bond ETF

Investment Objective Aims to track the performance of an index (before fees and expenses) that provides exposure to a portfolio of 
investment grade fixed-rate Australian corporate bonds. The Fund’s strategy will preference securities offering 
superior expected excess returns over Australian government bonds.

ASX: CRED

Confidential – may not be distributed without the consent of BetaShares Capital. For wholesale clients only – not for retail 
or public distribution. 

As at January 2019. Past performance is not indicative of future performance. Excludes impact of ETF fees and expenses.

*Inception of the Soloactive Australia IG Corporate Bond TR Index is Feb. 2008; thus data is from  Feb – Dec 2008.

CRED's Index

Bloomberg 
AusBond 

Composite

Bloomberg 
AusBond Credit 

Index

Bloomberg 
AusBond 5-10y 

Non-Govt Index

S&P/ASX 200 
Accumulation 

Index

Solactive 
Australia Senior 

Bank Floating 
Rate Bonds

Bloomberg 
AusBond 5-10-
year Treasury 

Index RBA CASH
1y 5.9% 5.5% 4.4% 6.5% 1.4% 2.1% 7.0% 1.5%
3y 5.0% 3.5% 4.1% 4.6% 10.1% 3.4% 3.7% 1.6%
5y 6.8% 4.6% 4.7% 6.3% 7.1% 3.3% 5.3% 1.9%

10y 7.3% 5.1% 5.9% 6.8% 10.0% 4.6% 5.2% 2.8%
Volatility 5.1% 3.3% 2.1% 5.0% 16.8% 0.5% 5.7% 0.2%

Max Drawdown -8.4% -3.6% -2.4% -8.8% -44.6% -0.8% -9.3% 0.0%

2017 7.6% 3.7% 5.1% 6.3% 11.8% 4.4% 3.3% 1.5%
2016 3.8% 2.9% 3.8% 3.8% 11.8% 3.5% 3.2% 1.7%
2015 3.9% 2.6% 3.0% 3.2% 2.6% 2.7% 2.8% 2.1%
2014 15.7% 9.8% 8.1% 14.5% 5.6% 4.2% 13.1% 2.5%
2013 2.4% 2.0% 4.3% 2.0% 20.2% 4.3% -1.3% 2.8%
2012 13.6% 7.7% 9.8% 15.0% 20.2% 7.7% 6.7% 3.8%
2011 13.9% 11.4% 9.1% 12.4% -10.5% 5.5% 18.3% 4.8%
2010 7.8% 6.0% 7.1% 7.9% 1.6% 6.0% 6.5% 4.4%
2009 0.2% 1.7% 6.1% -0.3% 37.0% 6.3% -4.5% 3.3%

Feb to Dec
 2008 18.8% 14.3% 10.9% 17.1% -30.5% 5.4% 21.2% 5.7%



Fixed Income Exposure Guide

Confidential – may not be distributed without the consent of BetaShares Capital

Bloomberg AusBond
Composite Bond Index 

Bloomberg AusBond
Credit Index
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Source: BetaShares



ETPs offer attractive defensive income 
opportunities

Confidential – may not be distributed without the consent of BetaShares Capital 16

Source: Bloomberg, BetaShares, RBA
1. average of 5-largest banks as per RBA website.  2. 12-month distribution yield. 3. yield-to-maturity. 4.  running yield, inclusive of franking. Not all investors will be able 
to obtain the full benefit of franking credits. *Roll return is estimated, assuming no change in yield curve over next 12 months.  

Bonds & hybrids have relatively higher risk compared to cash deposits.



QPON Fund Characteristics

Fund Characteristics

Average Yield to Maturity % p.a. 2.81

Running Yield % p.a. 2.93

Expected Roll Yield % p.a. 0.45

Expected Total Return % p.a. 3.26

Modified Duration yrs 0.17

Average Credit Rating A+

Confidential – may not be distributed without the consent of BetaShares Capital

As at 4 March 2019
Source: Bloomberg, BetaShares. Past performance is not an indication of future performance

17



CRED Index Fund Characteristics

Confidential – may not be distributed without the consent of BetaShares Capital. For wholesale clients only – not for retail or 
public distribution. 18

Product Name: BetaShares Australian Investment Grade Corporate Bond ETF

Investment Objective Aims to track the performance of an index (before fees and expenses) that provides exposure to a portfolio of investment 
grade fixed-rate Australian corporate bonds. The Fund’s strategy will preference securities offering superior expected 
excess returns over Australian government bonds.

ASX: CRED

As at 6 March 2019. Yields are variable and may be lower at time of investment.

Index Characteristics Values

Constituents 34

Yield to Maturity (% p.a) 3.65%

Running Yield (% p.a) 4.02%

Average Maturity (yrs) 7.45

Modified Duration (yrs) 6.23

Average Credit Rating A-



© 2017 Morningstar. All Rights Reserved. These materials are for information and/or illustration purposes only. Morningstar Investment Management is a division of Morningstar which includes Morningstar Associates, LLC, Morningstar Investment Services, Inc., and Ibbotson 
Associates, Inc., all registered investment advisors and wholly owned subsidiaries of Morningstar, Inc. All investment advisory services described herein are provided by one or more of the registered investment advisor subsidiaries. The Morningstar name and logo are registered marks of 
Morningstar. This presentation includes proprietary materials of Morningstar.  Reproduction, transcription or other use, by any means, in whole or in part, without the prior, written consent of Morningstar is prohibited. 

Brad Bugg

Head of Multi Asset Portfolio Management

Morningstar Investment Management 

2019 IMAP Conference
Meeting Client Objectives Using Diversified Portfolios
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Matching asset class outcomes with long term objectives is not always easy

Source: Morningstar
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Over the long term, income outcomes can vary significantly

Source: Factset, Morningstar. Data as at end-February 2019

1.50%

2.12%

2.14%

2.20%

4.40%

6.58%

6.04%

4.75%

4.41%

4.87%

5.50%

5.64%

6.75%

9.03%

Cash rate

Australian 10yr Bond

Australian Bond Portfolio

Term Deposit Specials

ASX 200

Big 4 Banks

Telstra

Current Oct-11
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Morningstar Diversified Income
Managed Account Feb 2016

A flexible multi-asset approach offers more consistent outcomes over time 

Source: Morningstar

Morningstar Diversified Income
Managed Account Feb 2019

Aust Shares, 
11.37%

International 
Shares , 5.04%

International 
Shares (H), 

2.48%

Aust Property, 
12.80%

Aust Bonds, 
21.28%International 

Bonds, 8.11%

Inflation Linked 
Bonds, 5.17%

Cash, 33.76%

Aust Shares, 
12.54%

International 
Shares , 12.62%

International 
Shares (H), 

3.70%

Aust Property, 
1.61%

International 
Property, 3.36%

Alternatives, 
3.94%

Aust Bonds, 
16.83%

International 
Bonds, 14.73%

Inflation Linked 
Bonds, 4.04%

Cash, 26.62%



Important information
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This document is issued by Morningstar Investment Management Australia Limited (ABN 54 071 808 501, AFS Licence No. 228986) (‘Morningstar’). Morningstar is the 
Responsible Entity and issuer of interests in the Morningstar investment funds referred to in this report. 

© Copyright of this document is owned by Morningstar and any related bodies corporate that are involved in the document’s creation. As such the document, or any part of it, 
should not be copied, reproduced, scanned or embodied in any other document or distributed to another party without the prior written consent of Morningstar. The 
information provided is for general use only. 

In compiling this document, Morningstar has relied on information and data supplied by third parties including information providers (such as Standard and Poor’s, MSCI, 
Barclays, FTSE). Whilst all reasonable care has been taken to ensure the accuracy of information provided, neither Morningstar nor its third parties accept responsibility for 
any inaccuracy or for investment decisions or any other actions taken by any person on the basis or context of the information included. 

Past performance is not a reliable indicator of future performance. Morningstar does not guarantee the performance of any investment or the return of capital. Morningstar 
warns that (a) Morningstar has not considered any individual person’s objectives, financial situation or particular needs, and (b) individuals should seek advice and consider 
whether the advice is appropriate in light of their goals, objectives and current situation. Before making any decision about whether to invest in a financial product, 
individuals should obtain and consider the disclosure document. For a copy of the relevant disclosure document, please contact our Adviser Distribution Team on 02 9276 
4550.





QUESTIONS



MORNING TEA



A longer term perspective on advice 
businesses

Terry Bell – Business Health



IMAP ADVISER ROADSHOW 2019

MANAGED ACCOUNT
SOLUTIONS



C O L O N I A L  F I R S T  S T A T E

ADVISER USE ONLY

DISCLAIMER
Adviser use only
This presentation is given by a representative of Colonial First State Investments Limited 
ABN 98 002 348 352, AFS Licence 232468 (Colonial First State) and Avanteos 
Investments Limited ABN 20 096 259 979, AFS Licence 245531 (AIL). It is based on its 
understanding of current regulatory requirements and laws as at 8 February 2018. While 
all care has been taken in the preparation of this document (using sources believed to be 
reliable and accurate), to the maximum extent permitted by law, no person including 
Colonial First State, AIL or any member of the Commonwealth Bank group of companies, 
accepts responsibility for any loss suffered by any person arising from reliance on this 
information. 
The presenter does not receive specific payments or commissions for any advice given in 
this presentation. The presenter, other employees and directors of Colonial First State and 
AIL receive salaries, bonuses and other benefits from it. Colonial First State and AIL 
receives fees for investments in its products. For further detail please read our Financial 
Services Guide (FSG) available at colonialfirststate.com.au or by contacting our Adviser 
Service Centre on 13 18 36.
Colonial First State is the issuer of interests in FirstChoice Personal Super, FirstChoice 
Wholesale Personal Super, FirstChoice Pension, FirstChoice Wholesale Pension and 
FirstChoice Employer Super from the Colonial First State FirstChoice Superannuation Trust 
ABN 26 458 298 557 and interests in the Rollover & Superannuation Fund and Personal 
Pension Plan from the Colonial First State Rollover & Superannuation Fund ABN 88 854 
638 840 and interests in the Colonial First State Pooled Superannuation Trust ABN 51 

982 884 624. Colonial First State also issues interests in managed investment funds 
including those made available under FirstChoice Investments and FirstChoice Wholesale 
Investments, other than FirstRate Saver, FirstRate Term Deposits and FirstRate Investment 
Deposits which are products of the Commonwealth Bank of Australia ABN 48 123 123 
124, AFS Licence 234945 (the Bank). AIL is the trustee and issues interests in a number 
of superannuation funds including Avanteos Superannuation Trust ABN 38 876 896 681 
which includes FirstWrap Plus Super and Pension, and provides custodian and/or 
administration services in relation to superannuation, IDPS, IDPS-Like and managed 
discretionary account products.  Colonial First State and AIL are wholly owned subsidiaries 
of the Bank. The Bank and its subsidiaries do not guarantee the performance of Colonial 
First State or AIL’s products or the repayment of capital by Colonial First State and AIL.
This document provides information for the adviser only and is not to be handed on to any 
investor. It does not take into account any person’s individual objectives, financial 
situation or needs. You should read the relevant Product Disclosure Statement (PDS) 
before making any recommendations. Clients should read the PDS before making an 
investment decision and consider talking to a financial adviser. PDSs can be obtained 
from colonialfirststate.com.au or by calling us on 13 18 36.
This presentation cannot be used or copied in whole or part without our express written 
consent. 
© Colonial First State Investments Limited and Avanteos Investments Limited 2018.
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C O L O N I A L  F I R S T  S T A T E

ADVISER USE ONLY

T H E  F E E D B A C K I S  C O M P E L L I N G  
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IMPROVED 
CLIENT 

ENGAGEMENT

REDUCTION
IN ADMIN87% IMPROVED 

RISK CONTROL

IMPROVED 
CLIENT 

INVESTMENT 
OUTCOMES 

73%

70%

83%

Source: Business Health and IMAP Survey Interim Results March 2018



C O L O N I A L  F I R S T  S T A T E

ADVISER USE ONLY

H O W  C A N  W E  S U P P O R T  Y O U ?
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Dedicated online adviser hub Educational material Presentation packs Implementation checklist

IMAP Business HealthCheck



A SHORT & MEDIUM TERM PERSPECTIVE
ON ADVICE BUSINESSES

MARCH 2019
TERRY BELL
terry@businesshealth.com.au
www.businesshealth.com.au

BUSINESS HEALTH PTY LTD



You’ve got < 5 years to figure out 
what you might want to change in 

your service offering, your fee 
structure, your hiring and

your role… and then implement! 



Influences

 RC, FASEA, Regulation

 Demographics - clients

 Demographics - advisers

 New, different competitors

 New business models

 Industry profile & reputation

 Economy

 The Isolated Adviser

---

(It’s only March & my head hurts!)



CLIENTS



Today’s client

80%

70%

54%

OF KIDS
will move their parents’ funds on inheritance

OF WIVES
will move funds on husband’s death

OF CLIENTS
aged 60+ 

Australian Advisory Industry

45% OF CLIENTS
are retirees



Today’s client

HIGHEST RATED AREA  
RELATIONSHIP

LOWEST RATED AREAS
COMMUNICATION           REVIEW 
PROCESS            RANGE OF 
SERVICES 

THEIR TIMES ARE CHANGING    
AND SO ARE THEIR NEEDS

TIPS
 Get to know the kids before it’s 

too late

 Regularly check client 
satisfaction levels (34%)

 Continually communicate        
(39% >10 contacts per year)

 Always hold review meetings 
(format can be optional) 

 Ensure your services align to 
clients’ needs

 It’s all about VALUE
---

Maintaining Your Client Base



STAFF



Staff

61% OF TOTAL EXPENSES                              
is spent on salaries

67% HAVE UP-TO-DATE                   
POSITION DESCRIPTIONS                                   
for all staff, reviewed within the last 12 
months

58% HAVE UP-TO-DATE             
PERFORMANCE OBJECTIVES
for all staff, reviewed in the last 12 months

Australian Advisory Practices

54% OFFER ALL STAFF INCENTIVE     
/BONUS PROGRAMME

TIPS
 Seek feedback from your staff, 

independent & confidential is 
best (6%)

 Hold regular team meetings 
(73%)

 Review contracts of 
employment

 Its not always about the salary
− Flexibility
− Work-life balance
− Personal development
− Culture
− Equity

 Don’t buy a dog and bark
---



BUSINESS



Business

7.9%

NOTIONAL 
PROFITABILITY 
OF PRACTICES 
WITH <$500K 
REVENUE

40%

25% 507

HAVE 
DOCUMENTED 
BUSINESS 
PLANS

LEAVING THE 
INDUSTRY 
OVER NEXT 5 
YEARS

NUMBER OF 
CLIENTS

Practice Management Stats & Facts

TIPS
 Consider your various ‘what ifs’ 

 Scale does matter

 Benchmark regularly

 Utilize external business coach, 
advisory board (65%)

 Working smarter, not harder

 30% - 35% profitability
---



Benefits of using Managed Accounts

Reduction in admin

87%

Improved client 
investment 
outcomes

83
%

Improved client 
engagement

73%

Improved risk control

70%



Where to from here?
(If I were you)





Overview

Invest time to work on your business

ADD TO YOUR 
ACTION PLAN 

& DO IT!…
And don’t forget to ask for help 

if you need it.

1. BOM

 Determine your 4 year view 
& implement 

 Business model

 Evaluate:

− Revenue flow

− Expenses

− Technology

− People

− Licensee 

 Cash flow + Profitability

2. Review your progress

 External accountability

 Objectively benchmark your 
practice

 Is everyone satisfied?



The isolated advisor



“Be ready for the future, or be part 
of the past “

- Michael McQueen, Author, Speaker, Futurist



Disclaimer

THE MATERIAL
contained in this presentation is based either on
information derived from our proprietary business
diagnostics (including research) or from other
sources within the market, which we believe to
be reliable and accurate.

It is general in nature and does not constitute
specific advice.

BUSINESS HEALTH
makes no representation or warranty as to the
validity, relevance or accuracy of this information
as it pertains to any specific practice or business.



QUESTIONS



Why our business model will survive

Bianca de Melo – Macquarie
Damon Bensein – Elston
John Barton – MGD 
Andrew Baker – Perpetual Private



The role of the adviser is changing

Centralised  
relationship model

Higher proportion  
of client-facing staff

Technical  
specialist

1/32/3



What will it take to be a firm of  
the future?

Systems People

Clients

Personalisation
Engaging the

next generation Referrals

Impact Integration Data  
aggregation

Proportion of  
client-facing

Reward
and retain

Upskill

Regulation



QUESTIONS



Yes, you can run your portfolios as a 
Managed Account

Tom Bignill – Mason Stevens
Damian Cilmi - Praemium



IMAP Roadshow 2019
You can still run your portfolios as a managed account
Thomas Bignill – Managing Director



Mason Stevens ABN

This presentation is owned by Mason Stevens Limited (ACN 141 447 207), (AFSL 351578). Any content provided in this presentation is for the

purpose of providing general information only. Investment in securities including derivatives involves risk. Securities by nature have rises and falls, given

that past performance is not a reliable indicator of future performance. Mason Stevens is only providing general advice in this presentation. You should

consider this information, along with all of your other investments and strategies when assessing the appropriateness of the information to your individual

circumstances. Mason Stevens and its associates and their respective directors and other staff each declare that they may hold interests in securities and/or

earn brokerage, fees or other benefits from transactions arising as a result of information contained in this presentation. Mason Stevens ensures that the

information provided in this presentation is as accurate and complete as possible but does not warrant its accuracy or reliability. Opinions and or information

may change without notice and Mason Stevens is not obliged to update you if the information changes. Mason Stevens and its associated companies,

authorised representatives, agents and employees exclude to the full extent by law, liability of whatever kind, including negligence, contract, fiduciary duties or

otherwise, to investors or anyone else in respect of any loss or damage, including indirect or consequential loss or damage, foreseeable or not, arising from or

in connection with this presentation. The relevancy of this presentation is designed to illustrate the range of products and services that Mason Stevens offer, it

may also provide potential investment outcomes for a particular investment strategy. The presentation uses a broad number of simplifying assumptions to do

this. As such the output of the presentation should not be taken as an indication of any actual performance of any particular investment. Any investment

return(s) and yield assumptions used in the presentation do not represent a prediction or forecast of actual performance of any product or service offered by

Mason Stevens Limited.

Important information



Mason Stevens ABN

Unique capability

- Global equities

- Global direct fixed income

- Global managed funds

- Global derivatives

- Multi-currency

Live execution Global reach

$ ¥       €      RMB



Mason Stevens ABN

Unconstrained investing

GLOBAL EQUITIES

GLOBAL DERIVATIVES 
& COMMODITIES

MARGIN LENDING 

Wholesale Margin
Lending

FOREIGN EXCHANGE

TD HUB 

FIXED INCOME 

Corporate Bonds, 
RMBS, Sovereign 

MANAGED ACCOUNTS
& MANAGED FUNDS 

Your clients
wealth 

One Account



Mason Stevens ABN

Global market access

• The only technology 
solution backed by 
execution from over 50 
dealing and broking 
partners across the 
globe 

Live execution

Global reach 

• Buy, sell, roll or switch 
direct assets in real 
time

• IPOs, ECMs, DCM

Value creation 
for your practice

http://images.google.com/imgres?imgurl=http://www.nfte.de/sponsoren/deutsche_bank.gif&imgrefurl=http://www.nfte.de/ueber_nfte/sponsoren.php&h=151&w=150&sz=2&hl=en&start=3&tbnid=2DDSfd5rO5_suM:&tbnh=96&tbnw=95&prev=/images?q=Deutsche+bank&svnum=10&hl=en&lr=


Mason Stevens ABN

Managed Account structure

Mason Stevens Group Limited  

Responsible Entity MDA Provider 

Global Portfolio Service Global Admin Service

PDS

Multi Asset/Multi Currency

SMA / IMA 

MDA Mandate

Multi Asset/Multi Currency

Investment Options / SMA

Responsible Entity
MDA Operator

Custodian 



Mason Stevens ABN

Your Managed Account service
A scalable risk appropriate solution for all your clients 

Growth Conservative Balanced

Investment Committee: 
Assign Asset Allocation | Select Managers 

Aus 
Equities

Int’l 
Equities

Fixed 
Income Other 

Select SMA Managers within each asset class

RE / MDA Operator:
Mason Stevens 

Program Adviser:
XYZ Financial Planning

SOA 
$300k 
Client 

SOA 
$3m 
Client 

Select SMA 
Managers within 
each asset class

Retail Super & 
Pension 
Investment



Mason Stevens ABN

Adviser group mandate set up

Meet and discuss with adviser group

2/4 of the adviser group’s Investment Committee meet/call with MS IGC to discuss strategy

Adviser group completes FSC questionnaire and provides supporting documents

Any further questions are discussed between the MS IGC and adviser group’s IGC 

An IGC meeting is held to approve the adviser group as an Investment Manager

The adviser group is approved

1

2

3

4

5

6



Mason Stevens ABN

• FSC Review

• Managed fund/SMA review, performance summary

• IGC Paper preparation and submission

• IGC ongoing review and meetings

• Managed Portfolio Disclosure Document creation 

– Stakeholder review

– Typesetting/proofreading

• System set-up and implementation

Process continues after approval



PRESENTED BY

Praemium Limited ACN 098 405 826

IMAP Adviser Roadshow
You can still run your portfolios as a 

managed account

March 2019

Damian Cilmi
Head of Investment 
Managers & Governance
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What legal structure is beneficial for my business?

Advice Group 
Considerations

Legal 
structure 
choice

MIS (SMA) 
vs MDAs

Governance 
Process & 
Ongoing 

obligations

Types of 
assets to 

trade



 You are being appointed as an Investment Manager and therefore able to meet those 
standards
 Investment Strategy
 Mandate design
 Ensure you are suitable to manage the model

 We are looking for:
 Organisational and Regulatory Governance controls
 Capability to manage the mandate and meet the objectives
 Ability to manage Mandate Compliance

67

What is required



 Parent
 Governance – use of Independent advisors
 Conflict of Interest Management –

understanding additional business lines
 Systems used in the investment process
 Specific Risk Assessment of running an 

asset management business

 People
 Calibre and Investment experience of key 

staff
 Expertise to match the areas of investment 

– e.g. Asset Allocation specialists
 Collective tenure of the investment team

 Process
 Documented
 Clear Investment philosophy logically 

implemented
 Robust and Repeatable process
 Understanding of key outsource providers
 Mandate monitoring

 Performance
 Provide Track Record
 Demonstrate sources of return
 Ability to provide attribution in the future

68

Key factors for successful RE appointment 



 Yes!

 It’s not a choice between MDAs vs SMAs, they are not mutually exclusive

 Blend these different legal structures for either
• Segmented use for different clients across your client base or 
• Use SMAs within a MDA structure

 Platforms need open architecture to support various structures

 Users are getting more discerning about holding assets on custody and looking for more 
non-custodial solutions

69

So can you run a portfolio as a managed account?
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Praemium’s holistic approach
A platform built to recognise the combined use of both MDAs and SMAs

UMA 
Blended 
solutions

Non-custodial 
solutions

Targeting MDA 
users from 2001

SMA solutions
Pioneered 
since 2005
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Disclaimer
The material contained in this document is a presentation of general information about the 
Praemium Group’s activities current as at the date of this presentation (13 August 2018) 
and is supplementary to the Group’s financial results released to the ASX on 13 August 
2018 and previous ASX filings as applicable.

It is provided in summary and does not purport to be complete. You should not rely upon it 
as advice for investment purposes as it does not take into account your investment 
objectives, financial position or needs. These factors should be considered, with or without 
professional advice when deciding if an investment is appropriate.

This presentation may contain forward looking statements including statements regarding 
our intent, belief or current expectations with respect to Praemium’s businesses and 
operations, market conditions, results of operation and financial condition, capital 
adequacy, specific provisions and risk management practices. Readers are cautioned not 
to place undue reliance on these forward looking statements. 

Praemium does not undertake any obligation to publicly release the result of any revisions 
to these forward looking statements to reflect events or circumstances after the date 
hereof to reflect the occurrence of unanticipated events. While due care has been used in 
the preparation of forecast information, actual results may vary in a materially positive or 
negative manner. Forecasts and hypothetical examples are subject to uncertainty and 
contingencies outside Praemium’s control. 

Past performance is not a reliable indication of future performance.

To the extent permitted by law, no responsibility for any loss arising in any way (including 
by way of negligence) from anyone acting or refraining from acting as a result of this 
material is accepted by the Praemium Group or any of its related bodies corporate.
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