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If we said to you that there was a way that you could:

• Provide a potentially better client solution,
• Where you could implement investment advice really quickly without 

SOAs,

To the Advisers in the Room

SOAs,
• Give clients a direct investment approach,
• Fulfil your regulatory requirements, 
• Make more money, and
• Have a more valuable business

Would you be interested?
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Managed Accounts – The Next, Best Thing

• What is a Managed Account?
• Why would you use Managed Accounts ? 
• Understanding Regulatory Models
• Developing your Business Model
• Revenue Models 
• Investment Models – the final step
• Why it will grow
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Bigger than …

At least $20BN
Bigger than ETFs
About as big as the LICs
But still miniscule compared to the US
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What is a managed account?

A managed account is a service where a portfolio of 
investments is maintained for an investor with discretion
given to an investment manager/adviser to make decisions 
about that portfolio on the investor’s behalf. 

Investors delegate the day to day decision making about 
their investment portfolio
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Attacks on the Old Model
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Why Adopt Managed Accounts ?

Traditional Reasons
Better client outcomes: 

• Direct investment focus, 
• Tax planning, 
• Transparency
• Portfolio implementation speed• Portfolio implementation speed
• Good SMSF option

Differentiate the services you offer

Create efficiencies in the practice and over the whole business
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Why Adopt Managed Accounts ?

More Recent Imperatives

• Conflicted Remuneration
• Shrinking business margins 
• Best Interest requirements• Best Interest requirements
• Risk management
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Conflicted Remuneration

• Ban on giving or receiving remuneration which might 
influence:
• the choice of financial product recommended
• the advice provided 

• Has the effect of banning platform rebates and promoter • Has the effect of banning platform rebates and promoter 
payments – presumed conflicted

• Doesn’t apply on product issuer management fees
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Evaporating Margins

• Loss of platform rebates 
• Vanishing grandfathering
• Low cost investment products such as MySuper, 

ETFs, naked rate cards, TDs
• Compare the pair
• All lead to 

• Price sensitivity
• Need for value differentiation
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Best Interest 

• Applies to the adviser rather than the licensee
• Licensees have to enable Advisers to meet their 

obligations
• Is the client likely to be in a “Better Position”
• Applies to each instance of personal advice• Applies to each instance of personal advice
• “Any other step” still an issue
• Links more directly from client goals to Investment 

recommendations
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Risk Management

• Do what you do best
• Better service for clients
• Management of regulation risk 
• Substantial reduction in operational risk

• Implementation efficiencies 
• Oops I forgot to send that in
• Off the reservation
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Core Competencies

Advisers  - Advise
Portfolio Managers – Manage
Administrators – Administer 
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Working with Regulatory Models - Too 
Many Options

Managed Discretionary Account - MDA
Separately Managed Account - SMA 
Individually Managed Account - IMA
Managed Investment Scheme
Limited MDA 
Trustee’s discretion in SuperTrustee’s discretion in Super
Unified Managed Account – UMA
Unified Managed Household - UMH
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Potential Managed Account 
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Limited MDA
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Dealer Group MDA / MDA on Platform
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SMA – Managed Investment Scheme
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Managed Account Platform
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Managed Account Specialist
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Operational MDA structure
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Diversified models
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Report screen shot to go in

26"Presentation title"



Revenue Models 

• Traditional revenue models
• FoFA responses
• Managed Account revenue models
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Options to Recover Lost Revenue

• Increased Adviser Fee / increased split to Licensee
• Licensee Advice Fee / Dealer Fee charged through 

the platform
• Client directed payments
• Effective Managed Accounts program• Effective Managed Accounts program
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Changing Fee Models – Generic Examples
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Practical Difficulties 

Licensee Advice / Dealer Fees
• “ So, I’m paying this fee for what ?”

Increased advice fees / changing splits Increased advice fees / changing splits 
• “The other guy isn’t charging that much for advice”

Opt out / FDS
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Managed Account Fee Models
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How Do Managed Accounts Help?

• Different solutions for different capabilities, 
operating models and scale

• Replacing conflicted revenue with FoFA 
proof revenue

• Moving fee charging from commodity • Moving fee charging from commodity 
comparison to a differentiated offering

• Reducing Best Interest risk
• More valuable business
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Selected Benefits Achieved
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Implementing a Managed 
Accounts Program

• Decide on your client proposition
• Need to decide what role(s) you want to play
• Clearer articulation of “what we do and how 

we do it”
• Develop the managed account structure and 

processes
• Changed business processes
• Help advisers articulate the new service
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In Summary….Why it will grow

• Deliver transparent and more direct 
investment experience for clients

• Tailored to client needs
• SMSF friendly
• Professional investment expertise
• Differentiated practice business model
• More efficient solution for advice and portfolio 

implementation  
• Aligns with new regulatory regime
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Will there be changes?

MDA Operators likely to meet enhanced financial req uirements
Additional disclosure including outsourcing arrange ments
Technology is allowing a build out of investment op tions
Additional sophistication in line with US experienc e
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John McIlroy
Crystal Wealth
M + 61 411 592 118 I T + 61 2 8599 1790 I F + 61 2 8599 1799
Level 6 Swire House
10 Spring St Sydney NSW 2000
john@crystalwealth.com.au
www.crystalwealth.com.au

Toby Potter
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Disclaimer

This presentation does not purport to provide recom mendations or opinions in relation to specific inve stments or securities a nd 
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This presentation does not purport to provide recom mendations or opinions in relation to specific inve stments or securities a nd 
any information or opinions expressed in this prese ntation are subject to change without notice. Neith er IOOF Holdings Limited 
(IOOF) nor SFG Australia Limited (SFG) is under any  obligation to update or keep current the informati on contained within this 
presentation. Information contained within this pre sentation may have changed since the date of this p resentation. 
This presentation has been prepared in good faith a nd with reasonable care. Neither IOOF nor SFG nor a ny other person makes 
any representation or warranty, express or implied,  as to the accuracy, reliability, reasonableness or  completeness of the 
contents of this presentation including any project ions, forecasts, estimates, prospects and returns, or any omissions from this
presentation. 
To the maximum extent permitted by law, IOOF, SFG a nd their respective officers, employees, agents, co ntractors, advisers, and 
any other person associated with tis presentation e ach expressly disclaim and exclude all liability in cluding without limitation, 
any liability arising from fault or negligence, for  any direct, indirect or consequential loss or dama ge (whether or not foreseeable) 
suffered or incurred by any person acting on any in formation (including any projections, forecasts, es timates, prospects and 
returns and any omission from this presentation) pr ovided in or omitted from this presentation. 


