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Disclaimer

Adviser use only

This presentation is given by a representative of Avanteos Investments Limited ABN 20 096 259 979, AFSL 245531 (AIL) and Colonial 
First State Investments Limited ABN 98 002 348 352, AFSL 232468 (CFSIL). The presenter doesn’t receive specific payments or 
commissions for any advice given in this presentation. The presenter, other employees and directors of AIL and/or CFSIL receive 
salaries, bonuses and other benefits. AIL and CFSIL receives fees for investments in its products. For further detail please read the 
relevant Product Disclosure Statement (PDS), Investor Directed Portfolio Service Guide (IDPS Guide) and Financial Services Guide
(FSG) before making any recommendations to a client. The PDS, IDPS Guide and FSG for FirstChoice can be obtained from 
www.cfs.com.au or by calling us on 13 18 36 and for CFS Edge can be obtained via cfs.com.au/cfsedge or by calling us on 1300 769 
619.

AIL is the trustee of the Colonial First State FirstChoice Superannuation Trust ABN 26 458 298 557 and issuer of FirstChoice range of 
super and pension products. AIL is also the trustee of the Avanteos Superannuation Trust ABN 38 876 896 681 and issuer of CFS Edge 
Super and Pension. CFSIL is the responsible entity and issuer of products made available under FirstChoice Investments and 
FirstChoice Wholesale Investments, and is the Investor Directed Portfolio Service (IDPS) operator, administrator and custodian of the 
Avanteos Wrap Account Service and issuer of CFS Edge Investments. 

CFSIL Colonial First State (CFS) is Superannuation and Investments HoldCo Pty Limited ABN 64 644 660 882 and its subsidiaries which 
include AIL and CFSIL. The investment performance and the repayment of capital of AIL and CFSIL products are not guaranteed. 

This presentation is based on the understanding of current regulatory requirements and laws as at August 2024. While care has been 
taken in preparing this presentation (using reliable and accurate sources), to the extent permitted by law, neither AIL and/or CFSIL, 
nor any related parties, their employees or directors, accepts responsibility for loss suffered by anyone arising from reliance on this 
information. This presentation contains general information for adviser use only and is not to be given to any investor. It doesn’t 
consider anyone’s individual objectives, financial situation, needs or tax circumstances. 

This presentation cannot be used or copied in whole or part without our written consent. 



Source: Institute of Managed Account Professionals (IMAP). Refers to Australian market 3

Managed accounts: the 30,000-ft view
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Slide 3

JW0 What is IMAP?
Jessica Walter, 2024-08-30T04:37:50.144

JW1 Can you provide more info on what this graph is talking about, e.g. are there more specifics on what "Total managed account 
FUM" includes?
Jessica Walter, 2024-08-30T04:38:32.577



Work with your value proposition, not against it
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Investment 
philosophy

Communication 
philosophy

Implementation

• Faith in 
markets

• Range of asset 
classes

• Definition of 
risk

• Outsource?

• Model 
portfolio vs 
Fund vs SMA

• Partner 
selection

• Segmentation

• Education

• Style

Value proposition

• Investment 
expert?

• Behavioural
coach?

• Source of 
‘adviser alpha’

Adviser use only

JW0



Slide 4

JW0 Why are these question marked?
Jessica Walter, 2024-08-30T04:37:30.054
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Engineering versus psychology
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Source: www.prosaictheory.wordpress.com. Psychological Moonshots 6

Reframing Transatlantic travel
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Applying this to the value chain

Value proposition

Investment 
philosophy

Communication 
philosophy

Implementation

Bias to ‘measurable’ outcomes, e.g. 
outperformance

Peace of mind, trust, understanding 
possibilities

Markets are like a machine, risk is 
quantifiable

Markets are mercurial, risk is in the eye 
of the beholder

Detailed blow-by-blow market 
commentary to build credibility

Storytelling, quotes, visuals and 
analogies

Efficiency, cost Engagement
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Reduced 
paperwork 

(SOAs)

Highlight speed 
of markets and 

cost of delay

Don’t just deliver value, display it

Cost 
savings

Brings 
portfolios 

to life

Performance

Educate: e.g. how the 
portfolio protects 

against the ‘hidden 
tax’ of inflation

Virtue of 
controlling their 
own ‘tax destiny’

Demonstrate 
diversification 

in action

Breed comfort 
via familiarity 
(manager or 
asset class in 

focus)

More engaging, 
less 

transactional 
touchpoints

Tax considerations are general and based on present tax laws and may be subject to change. You should seek independent, professional tax advice before making any decision based on this information.
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6%

16%

27%

51%

Source: Cerulli Associates (2019 data). Question: “How do you typically address the mismatch between a client’s preference and their capacity to take 
risk when determining an optimal asset allocation?” 9

Bridging risk tolerance and risk capacity

Modify AA based on combo of 
the two

Adjust AA to suit client 
preference

Seek to increase client’s 
comfort level

Other
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Slide 9

JW0 Nice to have: Does there need to be a legend of the difference between blue and red?
Jessica Walter, 2024-08-30T04:48:00.192
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Managed accounts and the client journey

Identify risk gap

Transparency

Beneficial 
ownership

Engaged, 
Enlightened, 
Enriched
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CFS Investments offer
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Index SMA Dynamic SMA Builder series
• Active Asset Allocation
• Full range of asset classes
• Blend Defensive and 

Growth to achieve 
desired risk profile

• 3 portfolios

• Active Asset Allocation
• Low-cost building blocks
• Managed Funds, 

Enhanced, Direct shares
• 3 risk profiles

• Active Asset Allocation
• Best ideas
• Managed funds, 

Enhanced index, Direct 
shares

• 4 risk profiles
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Thank you.

12


