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WealthPortal is pleased to be the major sponsor of this fantastic initiative developed by
Money Management and Pinnacle Practice.
The aim of this book is to guide readers through the difficult due diligence process
of choosing an administration and investment platform, how to understand what’s
available via digital solutions and thinking beyond business use to client engagement.
The common question we get asked is: ‘Why would I use WealthPortal?’ The fact is
that all platforms have strengths and weaknesses; the trick is to be able to ask the right
questions to be able to decide which one is best suited to you and your clients. This
book will help you understand the jargon, the common features and has a case study
that highlights the way certain product features can assist to create quality outcomes
for your clients.
WealthPortal is pleased to get involved in the Little Black Book as it gives us an
opportunity to showcase our unique capabilities side-by-side with the institutional
incumbents, and it provides a quality forum to reach out to like minded financial
planning professionals that are looking for an independent partner.
This capability is demonstrated by a transactional product reach across over 800
wholesale managed funds, over 20 SMAs, any asset on the ASX (including the recently
released M Funds), over 27 cash and term deposit providers, multiple retail insurance
options, full residential and commercial property reporting, reporting across multiple
ownership and tax structures to be able to truly consolidate a clients’ overall position.
This depth of capability provides advisers with the breadth of investment product
choice that enables advisers to meet the needs of their clients, particularly for SMSF
trustees, without the imbedded conflicts of vertical integration. Combined with the
ability to hold assets in the clients’ ‘own name’ or in custody allows ease of asset
transfer plus the hosting ‘non administered assets’ for the more bespoke assets of
these SMSFs.
The ability to tailor the investment menu to replicate a dealer group APL provides
some additional compliance comfort in the products being recommended, designed to
meet the stringent regulatory requirements of a licensee.
With this sort of information available to dealer groups and advisers, with practical
examples of how product features and benefits translate to client outcomes, the Little
Black Book of platforms becomes the bible for new and existing advisers looking to
either select their first platform or review their current provider/s.
We hope you enjoy the contents of the book and it truly does assist in helping
advisers in making the right Platform choice in their quest for success.
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A

re you hearing all the hype and jargon
about the new generation of platform
solutions? Are you wanting to know
more about what all the acronyms mean and
whether they are right for you - SMA, IMA, MDA,
UMA?
The hype….
Maybe you are drawn to the hype and are
thinking the new generation of platforms sound
incredibly transformational for your business in
the new generation of FoFA world. Maybe you are
thinking they are far more innovative than a plain
old wrap.
Maybe you are frustrated by the clunky
administration of your business at the moment?
You might be blaming your dealer group or
platform provider or even both for this.
Or maybe following FoFA, you are reviewing
\RXU YDOXH SURSRVLWLRQ UHGH¿QLQJ \RXU LGHDO
client and then seeking to marry up a smart
WHFKQRORJ\ VROXWLRQ WR SURGXFH ḢFLHQW
professional, accurate and scalable reporting
IRU \RXU FOLHQWV WKDW EHWWHU UHÀHFWV \RXU VHUYLFH
promise?

;OLILZ[PU[LYLZ[[LZ[¯
You may also be concerned about how you are
meeting best interest duties for clients and how
this going to be interpreted when it is eventually
and inevitably tested in court.

;OLYPNO[KLHSLYNYV\W¯
And, if you didn’t have enough on your plate to
consider, you may be thinking that your dealer
group is no longer right for you. You may not be
seeing eye to eye and may have even come to blows
– especially when it comes to their Approved
Product List (APL) and platform strategy.
A few of you may also be sitting on the side
lines – accountants and mortgage brokers –
trying to work out whether you want to get into
WKH ¿QDQFLDO DGYLFH EXVLQHVV 'R \RX ZDQW WR
HPEDUNRQEXLOGLQJDIXOOVHUYLFHDGYLFHR̆HULQJ
for your clients or is it falling into the too hard
basket?

>OH[L]LY`V\YZJLUHYPV¯
If any of these situations resonate, this Little
Black Book is worth keeping close. Used as a
companion to the Little Black Book of Dealer
Groups, this book will guide you through the
critical questions about platforms that you will
need to be clear on before you change platforms.
You must remember, there is no right or
wrong answer when you are choosing a platform.
You just need to make sure you go into the decision with your eyes wide open and consider all the
implications of a change in platform strategy to
your business.
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“You must remember, there
is no right or wrong answer
when you are choosing a
platform. You just need to
make sure you go into the
decision with your eyes
wide open and consider all
the implications of change
in platform strategy to your
business.”
– Anne Fuchs

DEFINE YOUR

Client base

*SPLU[IHZL$
7LVWSL
,_WLYPLUJL
:RPSSZ
=HS\L
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+LÄUL`V\YJSPLU[IHZL

T

he biggest and most important consideration to make when thinking
about changing platforms is to consider your clients and what they
need. At the end of it all it isn’t more complicated than this.

'HDOHU JURXS PRGHOV WKDW R̆HU DGYLVHUV D FKRLFH RI SODWIRUP DUH YHU\ SRSXODU DW
the moment. But if you are going to move dealer groups because of platform, take
WKHWLPHWRWKLQNDERXWZKDWSODWIRUP\RXQHHGIRU\RXUFOLHQWV¿UVWDQGWKHQ\RXU
business second. Depending on the type of clients your business serves, and/or the
portfolio construction methodology that you follow, you may not actually need a
FKRLFH RI SODWIRUP ,Q IDFW ZKDW \RX PD\ QHHG LV D SODWIRUP R̆HULQJ ZLWK D PRUH
ḢFLHQW UHOLDEOH DGPLQLVWUDWLRQ VHUYLFH FRPELQHG ZLWK D PRUH WUDQVSDUHQW DQG
competitive schedule of fees.
Since time began in financial services, the industry has been built off the back
of charging clients an ongoing trail or adviser service fee for an annual review
and portfolio management service. But this is changing.

:[VWMVYHTVTLU[HUKHZR`V\YZLSM[OLMVSSV^PUN!
+DV WKH FRVW RI WKH FOLHQWV¶ LQYHVWPHQW SURGXFWV FRPELQHG ZLWK WKH FRVW RI
platform administration and the cost of the annual adviser service fee eaten
into any surplus return a client may have generated because of the advice
given?
:RXOGWKLVFOLHQWKDYHEHHQLQWKHVDPHILQDQFLDOSRVLWLRQLIWKH\ZHUHLQDORZ
cost index fund with low cost administration fees?
You may be answering both “yes” and “no” to both of these questions. The
answers depend on so many variables – the clients’ risk profiles, investment
time frames, their financial goals they are working towards, the complexity of
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DEFINE YOUR

Client base
their personal situations, and how strategy and planning plays a role in generating
a better financial position.
So to best work out what platform is
best for you and your clients, you must
work out who your clients are, or who
would you like to target.

º4\THUK+HK»JSPLU[Z
Do you have mainly ‘mum and dad’
clients who are without complexity in
their personal or financial life? These
clients have simple but incredibly important goals – dignified retirement, maximise and protect their savings as much as
possible whilst not compromising their
current standard of living.
Most want to know how much is going
to land in their bank account every month.
They want to know they can afford to pay
the school fees or to take a holiday, or visit
one of the kids living overseas. They want
to be able to buy a gift for a grandchild’s
birthday and know they are prepared for
unexpected medical expenses.

/PNO5L[>VY[OJSPLU[Z
Or do you have clients who are high-net
worth individuals with more complicated structures and needs? They may
have a self-managed super fund (SMSF),
direct shares and property, and other
more complex advice needs. These clients
though are no different to mum and dad
clients in that their goals are emotive,
personal and deeply important to them.
You may be promising as part of your
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value proposition to them that you will
proactively monitor their investments
and manage the downside risk via a more
dynamic asset allocation to investing.
Your choice of platform should reflect
your client base. The new generation of
platform options offer functionality that
may suit the needs of high-net worth
clients. Conversely, they may not be suitable to mums and dads which might better
suited to a low-cost, no frills platform
solution, or potentially no platform at all.
+DYLQJ VDLG WKLV WKH QHZ JHQHUDWLRQ RI
platforms with the additional options and
functionality does not necessarily correlate to expensive and if fact, some of these
offer more for less.
Take a good hard look in the mirror
and be really honest about your business.
Ask yourself these questions:
:KDWLV\RXUEXVLQHVVYDOXHSURSRVLWLRQ"
:K\GRFOLHQWVVHHN\RXUDGYLFH"
, V \RXU YDOXH SURSRVLWLRQ VXVWDLQDEOH LQ
the new world of advice?
:KDWW\SHRIFOLHQWVGR\RXZRUNZLWK"
+RZROGDUH\RXUFOLHQWV"
:KDWDUHWKHLUJRDOV"
+RZFRPSOH[DUHWKHLUQHHGV"
' RWKH\KDYH606)V"'RWKH\KDYHGLUHFW
shares and property and if so, do they
add value to their financial position?
: KDWSURPLVHVGR\RXPDNHWKHPDERXW
how you will invest and manage their
money?
The bottom line is you need to choose the
right platform that suits your client base.

LOOK IN THE MIRROR

LOOK IN THE MIRROR

Self assessment

Self assessment

“Choosing the right
technology depends on
what clients you look after.
The industry is prone
to overcomplicating the
process. The reality is we
need to strip it back and
keep clients needs front
and centre, even when
sometimes this impacts our
ability to grow revenue as
an industry.”
– Anne Fuchs
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Case study

.YV^`V\YJSPLU[Z»^LHS[O
)LJVTLHYL[PYLTLU[
JVUZLY]H[PVUPZ[
0[»ZUL]LYILLUTVYLPTWVY[HU[MVYHK]PZLYZ[V
KLSP]LY]HS\L[VJSPLU[ZHUK[OLYVSLVMHK]PJL
PZJYP[PJHS[VLUZ\YPUN(\Z[YHSPHUZJHUSP]L
JVTMVY[HIS`PUYL[PYLTLU[^OPSLUH]PNH[PUN
PUJYLHZPUNJVZ[ZHUKYLN\SH[VY`JOHUNL
>P[OOHSMVMHSS(\Z[YHSPHUZZL[[VV\[SP]L
[OLPYYL[PYLTLU[ZH]PUNZI``LHYZP[»Z]P[HS
[VILOH]PUNVWLUHUKOVULZ[JVU]LYZH[PVUZ
HYV\UKOV^[OL`JHUHJOPL]L[OLJVTMVY[HISL
YL[PYLTLU[[OL`KLZLY]L

43*^VYRZJSVZLS`^P[OHK]PZLYZ[VOLSW[OLT
ZLJ\YL[OLPYJSPLU[Z»WSHUZMVY[OLM\[\YL)LSV^
HYLÄ]LZPTWSLZ[LWZ`V\JHU[HRL[VOLSW`V\Y
JSPLU[ZZH]L[OLPYYL[PYLTLU[

,_WHUK`V\YJSPLU[»ZPU]LZ[TLU[
OVYPaVUZ
*SPLU[Z^HU[JOVPJL;OL`»YLSVVRPUNMVY
PU]LZ[TLU[WVY[MVSPVZ[OH[HSPNU[V[OLPYYPZR
HWWL[P[L^P[O[OLÅL_PIPSP[`[VJOHUNLHJJVYKPUN
[V[OLPYSPMLZ[HNL;OLYPNO[WSH[MVYTJHUVMMLY
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JSPLU[ZL_[LUZP]LPU]LZ[TLU[VWWVY[\UP[PLZ
PUJS\KPUNTHUHNLKM\UKZ(:?SPZ[LK
PU]LZ[TLU[Z[LYTKLWVZP[ZHUKPU[LNYH[LK
:LWHYH[LS`4HUHNLK(JJV\U[Z
(K]PZLYZZOV\SK[\YU[VWSH[MVYTWYV]PKLYZ
^OVVMMLYZLY]PJLZ[OH[IYPUN[VNL[OLYH^PKL
YHUNLVMVW[PVUZPU[V[OLVULHJJV\U[[VOLSW
L_WHUK[OLPYJSPLU[»ZPU]LZ[TLU[OVYPaVUZHUK
KLSP]LYVU[OLPYNVHSZ

7YV[LJ[`V\YJSPLU[»ZYL[PYLTLU[
ZH]PUNZ
@V\YJSPLU[»ZZ\WLYPZNLULYHSS`[OLPYZLJVUK
SHYNLZ[HZZL[HM[LY[OLPYOVTLHUK[OLULLK[V
WYV[LJ[HUKI\PSKP[VUS`NYV^ZZ[YVUNLYHZ[OL`
HWWYVHJOYL[PYLTLU[0UH]VSH[PSLTHYRL[SVZZLZ
JHUILKPMÄJ\S[[VYLJV\W^OPSLVU[OLÅPWZPKL
SV^YPZRHUKSV^YL[\YUPU]LZ[TLU[ZTH`UV[
LHYULUV\NO[VOLSWJSPLU[ZV\[WHJLPUÅH[PVU
HUKKLHS^P[OSVUNL]P[`YPZR
3VVR[VWYV[LJ[`V\YJSPLU[»ZZH]PUNZ^P[O
ZWLJPHSPZ[JHWP[HSVYPUJVTLWYV[LJ[PVUZLY]PJLZ

Case study
Retirement facts
Your clients will need a lump sum of
$744,000 to fund a comfortable retirement.1
Your clients have a 50% chance of outliving
their retirement savings by 13 years.2
Your clients could have $8,300 or more
sitting in lost super.3
48% of Australians have two or more super
funds.4
HUKZLJ\YLWVY[MVSPVZVS\[PVUZ
.YV^`V\YJSPLU[»ZYL[PYLTLU[^LHS[O
4VYLYL[\YUZSV^LYMLLZHUKHKKP[PVUHSZ\WLY
JVU[YPI\[PVUZHYLHS^H`Z[VWWYPVYP[PLZ[VLUZ\YL
`V\YJSPLU[»ZULZ[LNNPZZ\IZ[HU[PHSYLNHYKSLZZVM
^OL[OLY`V\YJSPLU[ZOH]L VY TPSSPVU
PUZ\WLY:LSLJ[PUN[OLYPNO[PU]LZ[TLU[VW[PVUZ
JVUZVSPKH[PUNZ\WLYHJJV\U[ZHUKTHRPUN
HKKP[PVUHSJVU[YPI\[PVUZJHUWSH`HRL`YVSLPU
HJOPL]PUN[OPZ
)`\ZPUNWSH[MVYTZ^P[OL_[LUZP]LTLU\ZHUK
SL]LYHNPUNHKTPUPZ[YH[PVUZLY]PJLZZ\JOHZ43*
:\WLY4H[JOP[»ZLHZPLYMVY`V\[VKLSP]LY[OLILZ[
YL[\YUZHUK]HS\LMVY`V\YJSPLU[Z

7YV[LJ[`V\YJSPLU[ZMYVTH[H_PUN
M\[\YL
0[»ZPTWVY[HU[`V\YJSPLU[ZTHRL[OLTVZ[VM[OLPY
Z\WLYHUKV[OLYZH]PUNZPU[OLSLHK\W[VHUK
K\YPUN[OLPYYL[PYLTLU[
(U`KLJPZPVUZ[OH[YLZ\S[PU[H_JVUJLZZPVUZ
[VPTWYV]LHJSPLU[»ZYL[PYLTLU[HYLJYP[PJHS
JVUZPKLYH[PVUZ[VOLSW`V\YJSPLU[ZPUJYLHZL
[OLPYZH]PUNZ;H_Z[YH[LNPLZ`V\JHUSVVR[V
ZL[\WPUJS\KLI\`PUNPUZ\YHUJL[OYV\NOZ\WLY
VYNHUPZPUNZHSHY`ZHJYPÄJPUNHUKTHRPUN[H_
KLK\J[PISLJVU[YPI\[PVUZ

*HZLZ[\K`!
(JVUZLY]H[PVUPZ[
PUHJ[PVU
>PSSPHTHNLWSHUZ[VYL[PYLPU`LHYZ
/L»ZWHPKVMMTVZ[VMOPZTVY[NHNLHUK
^HU[Z[V\ZLOPZWH`YPZLVM [VIVVZ[
OPZZ\WLY>PSSPHT»ZHK]PZLYZ\NNLZ[LK[OH[
>PSSPHTMVJ\ZVUI\PSKPUNOPZZ\WLYUV^
[OH[OPZTVY[NHNLPZ^LSS\UKLYJVU[YVSHUK
Z\NNLZ[LK[OLMVSSV^PUNZ[YH[LNPLZ!
:HSHY`ZHJYPÄJLJVU[YPI\[PVUZ
;OLHK]PZLYHUK>PSSPHTJYLH[LKH`LHY
ZHSHY`ZHJYPÄJLWSHU;OLILULÄ[VM[OPZ
Z[YH[LN`PZ[OL[H_LMMLJ[P]L[YLH[TLU[VM
THRPUNZ\WLYJVU[YPI\[PVUZMYVTWYL
[H_ZHSHY`0U>PSSPHT»ZJHZL[OLZ\WLY
JVU[YPI\[PVUZHYL[H_LKH[HTH_PT\TVM
 YH[OLY[OHUOPZTHYNPUHSYH[LVM

;OLILULÄ[[V>PSSPHTPZ  
PUHKKP[PVUHSM\UKZ>PSSPHT^PSSOH]LMVY
YL[PYLTLU[PMOLZHSHY`ZHJYPÄJLZOPZ 
WHWH`YPZLMVY`LHYZYH[OLY[OHU
YLJLP]PUN[OLWH`YPZLHZHM[LY[H_ZHSHY`
HUKPU]LZ[PUNV\[ZPKLZ\WLY
7YV[LJ[PUNOPZHIPSP[`[VLHYUHU
PUJVTL
>PSSPHT»ZHK]PZLYHSZVYL]PL^ZOPZ
PUZ\YHUJLZHUKYLJVTTLUKZHKKP[PVUHS
;7+[YH\THHUKPUJVTLWYV[LJ[PVUJV]LY
PU[OLL]LU[[OH[OLZ\MMLYZWLYTHULU[
KPZHIPSP[`JYP[PJHSPSSULZZVYZOVY[[LYT
KPZHIPSP[`[OH[WYL]LU[>PSSPHTMYVT
^VYRPUNHUKLHYUPUN[OLTVUL`[VI\PSKOPZ
YL[PYLTLU[ZH]PUNZ
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Case study
7YV[LJ[`V\YJSPLU[ZMYVT[OL
\UL_WLJ[LK

+LHU;OVTHZ
General Manager,
Retail Wealth Platforms
+LHUPZ[OL.LULYHS4HUHNLYVM43*9L[HPS
>LHS[O7SH[MVYTZ^OPJOJVUZPZ[ZVM[OL43*
>YHW43*5H]PNH[VYHUK43*4HZ[LY2L`
WSH[MVYTZYLWYLZLU[PUNV]LYPU]LZ[VYZ
HUK IPSSPVUPU-\UKZ<UKLY4HUHNLTLU[
-<4
+LHUPZHTLTILYVM[OL0U]LZ[TLU[
7YVK\J[HUK.V]LYUHUJL*VTTP[[LLHUKPZ
HIVHYKTLTILYVM(\Z[YHSPHU:\WLY-\UK
(ZZVJPH[PVUZ(:-(HUK[OL(MÄSPH[PVUVM
:\WLY7YHJ[P[PVULYZ(:7+LHUOHZILLU
HZ[YVUNHK]VJH[LMVYYLN\SH[VY`YLMVYTPU
Z\WLYHUU\H[PVUHUKOHZ^VYRLKJSVZLS`^P[O
(79((:0*;YLHZ\Y`HUKPUK\Z[Y`IVKPLZ
SVVRPUN[VPTWYV]LOV^V\YZ\WLYHUU\H[PVU
Z`Z[LTVWLYH[LZHUKKLSP]LYZMVY(\Z[YHSPHUZ
PUYL[PYLTLU[
(ZZ\TW[PVUZ!
(`LHYJVTWHYPZVUIHZLKVU 
WHVMWYL[H_ZHSHY`)V[O[OLZ\WLYHUK
UVUZ\WLYPU]LZ[TLU[ZLHYUH[V[HSYL[\YU
VM WHZWSP[ PUJVTLHUK 
NYV^[O0U]LZ[TLU[PUJVTLPZMYHURLKH[
 (SSPU]LZ[TLU[PUJVTLPZYLPU]LZ[LK
)V[OPU]LZ[TLU[ZHYLJHZOLKV\[H[[OL
LUKVM[OL`LHYWLYPVK(SSÄN\YLZHYL
HM[LYPUJVTL[H_H[ PUZ\WLYHUK

PUJS\ZP]LVM4LKPJHYLV\[ZPKLZ\WLYHUK
JHWP[HSNHPUZ[H_PUJS\KPUNKPZJV\U[PUN
;OLZLYH[LZHYLHZZ\TLK[VYLTHPUJVUZ[HU[
V]LY[OLPU]LZ[TLU[WLYPVK>PSSPHT»ZZHSHY`VM
WHPZU»[PUKL_LK
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>OL[OLYP[»Z[OLPYSPMLMHTPS`I\ZPULZZVYZ\WLY
HJSPLU[JSVZL[VYL[PYLTLU[JHU»[HMMVYK[VSVZL
V\[4VZ[WLVWSL\UKLYZ[HUK[OLPTWVY[HUJLVM
SPMLPUZ\YHUJL^OLUP[JVTLZ[VWYV[LJ[PUN[OLPY
ÄUHUJPHSM\[\YL¶I\[KVU»[HS^H`ZHJ[
(Z[OLPYHK]PZLY`V\JHUOLSWLUZ\YL`V\Y
JSPLU[ZHYLPUZ\YLKHWWYVWYPH[LS`HUKJVZ[
LMMLJ[P]LS`HUKI`JOVVZPUN[OLYPNO[WSH[MVYT
JSPLU[ZTH`ILLU[P[SLK[VT\S[PJV]LYKPZJV\U[Z
VU[VWVMLSPNPISL[H_JVUJLZZPVUZ

:H]L`V\YJSPLU[Z»M\[\YL
;OL^LHS[OPUK\Z[Y`JVU[PU\LZ[VL]VS]LHUK
[OLYLYLTHPUZHZ[YVUNULLKPU[OLJVTT\UP[`MVY
X\HSP[`HUK[Y\Z[LKHK]PJL¶WHY[PJ\SHYS`MVYJSPLU[Z
TV]PUN[V^HYKZVY[YHUZP[PVUPUN[VYL[PYLTLU[
)`\UKLYZ[HUKPUNJSPLU[ULLKZHUKHSPNUPUN
[VHZVWOPZ[PJH[LKWSH[MVYTWYV]PKLYHK]PZLYZ
JHULUZ\YL[OL`HKK]HS\LHUKYL[HPU[OLPYJSPLU[Z
[OYV\NOV\[[OLPY^VYRPUNSP]LZHUKPU[VYL[PYLTLU[
43*PZJVTTP[[LK[VOLSWPUN(\Z[YHSPHUZZH]L
[OLPYYL[PYLTLU[;OLILZ[^H`[VHJOPL]L[OH[PZ
[VZ\WWVY[HK]PZLYZ[V[HRL\W[OLJOHSSLUNLHUK
ILJVTLYL[PYLTLU[JVUZLY]H[PVUPZ[Z
-VYTVYLPUMVYTH[PVUVU[OL[VVSZ
^LVMMLY[VZ\WWVY[`V\WSLHZL]PZP[
TSJJVTH\ZH]L[OLM\[\YL
Sources 1 Assumes couple, retiring at age 65 who will live to an
average life expectancy of about 85 and desiring a comfortable
lifestyle. ASIC Money Smart, August 2014. 2 Source: December 2012
Retirement Income Report - Investment Trends. 3 Source: Derived from
the lost uncontactable and lost inactive figures as at 30 June 2014
from the Australian Taxation Office website (ato.gov.au). 4 Source:
Australian Taxation Office, Tax Institute National Superannuation
Conference ‘ATO audits and reviews of large super funds in 2014’,
John Shepherd, August 2014 5 Applies in 2014/15 financial year and
includes the Medicare levy. 6 When compared to receiving the $5,000
as after-tax salary and investing outside super.

Save the future.

Become a retirement conservationist.
Your clients are facing some risks to their future lifestyle – volatile markets,
inﬂation, uncertain life events, unexpected calamities.
MLC’s suite of solutions can help you save your clients’ retirement.
Visit mlc.com.au/savethefuture or call us on 133 652.

LET’S SAVE RETIREMENT
MLC Companies are part of the National Australia Bank Group of Companies. An investment with MLC is not a deposit or liability of, and not guaranteed by, NAB.
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¸+V`V\^HU[HIVIVYHILLOP]L&
7PN[HPSZVYHWLYT&¹
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*\[[OYV\NO[OLQHYNVU

T

o help you make an informed decision
about what is the right platform for
you and your business, you have to
first make sure you understand what all the
jargon and acronyms actually mean. Below is
a list of all the terminology flying around when
describing different platforms.1

;OLIPNWPJ[\YL^VYKZ¯
(:?T-\UK
The mFund Settlement Service enables you
to buy and sell units in selected unlisted
managed funds directly with the mFund issuer
via a stockbroker or advisory services used to
transact shares or other ASX products.
7KH VHUYLFH XVHV &+(66 WR DXWRPDWH DQG
track the process of buying and selling units
in these managed funds. The holdings in these
IXQGV µP)XQGV &+(66 KROGLQJV¶  DUH KHOG
electronically and can be linked to the same
+ROGHU ,GHQWLILFDWLRQ 1XPEHU +,1  XVHG WR
hold other investments transacted through
ASX, such as shares.

0+7:Z
IDPSs, Investor Directed Portfolio Services,
are unregistered management investment
schemes that hold and deal with one or more
investments selected by investors. They are
typically marketed as master funds and wrap
accounts and clients make all the investment
decisions. The client has the sole discretion to
decide what (but not necessarily when) assets
will be acquired or disposed of.
ASIC takes the approach that IDPSs are
managed investment schemes and IDPS
operators are regulated by ASIC as providers of
financial services.

0+7:SPRLZJOLTLZ
IDPS-like schemes are IDPSs that are
structured like managed investment schemes,
but they are registered managed investment
schemes.

04(
An IMA – Individually Managed Account – is



;OL-VSK3LNHS
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a platform where investment portfolios are
individually managed for each individual
client.
In an IMA, the manager recommends to
clients when to buy and sell securities based
on each client’s stated investment strategy
and/or objectives.
Typically, IMAs are more suited to
wholesale clients as a portfolio is advised
unique to client needs. The investor makes
decisions on each transaction or may authorise
a specialist to execute transactions subject to
an agreed investment strategy.
Depending on the structure, IMAs may fall
within ASIC’s definition of an MDA therefore
IMAs regulated in the same manner as MDAs.
The benefits of an IMA include:
F OLHQWV FDQ FXVWRPLVH HJ WKH\ DOORZ DQ\
existing shareholding to be incorporated;
F OLHQWV KDYH EHQHILFLDO RZQHUVKLS RI DVVHWV
and in some cases, clients can have legal title
over assets;
WD[DGYDQWDJHVIRULQYHVWRUV

4HZ[LY;Y\Z[
According to ASIC, a master trust is an
investment structure that allows an investor
to hold a portfolio of managed funds under
the one umbrella. 2 It provides centralised
reporting and is often used by financial
advisers as an easy way to manage their
client’s portfolio.

(:0*9.
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4+(
An MDA – Managed Discretionary Account
– is an arrangement that involves operators
managing a portfolio of assets for a retail client
on an individual basis. MDA operators have
the discretion to make investments without
referring to the client for each transaction.
Clients’ assets are managed as a discrete
portfolio belonging to that client and held in a
manner that clearly identifies them as assets
of the particular client. In MDAs, there is no
pooling of clients’ portfolios.
ASIC takes the approach that MDAs are
managed investment schemes and MDA
operators are regulated by ASIC as providers of
financial services.

7SH[MVYT
A platform is an online administrative service
that allows financial advisers to manage
their clients’ investment and superannuation
portfolios. Some platforms can be used by
customers directly. In its most basic form, a
platform aggregates data from several sources
to provide a consolidated view of the client’s
total investments.
2ULJLQDWLQJLQ$XVWUDOLDDQG1HZ=HDODQG
platforms were created to simplify the
investment process for both investors and
investment advisers. They are designed to
consolidate investment performance and tax
reporting and administration.

CUT THROUGH
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“The financial
services industry is
full of acronyms and
jargon. Sometimes,
it just gets a bit too
much and we have to
stop, think and say
µ:DLWRQDVHFRQG
:KDWGRHVDOOWKDW
mean and how does
it add meaningful
and demonstrable
value to clients?’”
– Anne Fuchs

:4(
In a SMA – Separately Managed Account
– individual securities are picked for the
investor’s portfolio based on model portfolios.
Investment decisions are made by the
investment manager and executed on behalf of
all investors by the managed account operator.
SMAs tend to be more suited to retail
clients because it is portfolio model driven.
Depending on the structure, some SMAs may
fall within ASIC’s definition of an MDA and
would therefore be regulated in the same
manner as MDAs.
Typically though SMAs are structured either as
a registered managed investment scheme or as an
IDPS-like scheme. Often the operator’s Australian
¿QDQFLDO VHUYLFHV OLFHQFH DXWKRULVDWLRQV ZLOO
dictate which structure is used.
A SMA requires a constitution and a PDS.
Some of the benefits of an SMA include:
W KHDVVHWVDUHKHOGRQEHKDOIRIWKHLQGLYLGXDO
i.e. client has beneficial ownership of assets;
W KHVWRFNLVFRQWUROOHGRQEHKDOIRIWKHSRUWIROLR
WHFKQRORJ\DOORZVLQYHVWRUVWRDFFHVVSRUWIROLR
models created by managers;
LQYHVWRUV FDQ ORJ RQ WR DQ RQOLQH VHUYLFH
and view their underlying stocks as a single
portfolio, even where stock is invested over
more than one model portfolio within the SMA;
or if managed on a more advanced platform,
investors and their advisers can drill down and
see the individual stock and parcel holdings
W D[ DGYDQWDJHV IRU LQYHVWRUV HVSHFLDOO\ LI WKH
SMA is made up of listed securities versus
managed funds.
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9.

A UMA – Unified Managed Account – is a
professionally managed, consolidated, private
investment service that may be individually
tailored for an individual client’s circumstances
and tax position.
The UMA service is tax structure agnostic.
This means that investors can hold investments
directly when advantageous or via other means
when it is not.
The benefits of a UMA include:
L QGLYLGXDOFOLHQW¶VSRUWIROLRDGMXVWPHQWVPD\
be automatically traded in a manner that is
most tax advantageous to that person’s needs
providing additional value when compared to
equivalent wrap accounts, managed funds or
direct share portfolios.

RG 148 is ASIC’s Regulatory Guide which
monitors and reviews the platform sector. The
guide was released in June 2013 and explains
to platform operators ASIC’s objectives when
regulating platforms, the requirements for
operating a platform and the disclosure
obligations of platform operators.
It also explains some of the obligations
when issuing investments through platforms,
and of financial product advisers who give
advice about platforms. 4
This regulation is linked with the growth
of vertical integration in the sector and the
blanket use of platforms for all investment
clients regardless of the complexity of their
financial position.

>YHW

)LZ[PU[LYLZ[K\[`

The terms wrap and platform are used
interchangeably.
:UDSV UHFHLYH UHPXQHUDWLRQ IURP SURGXFW
providers and also charge a separate fee for
their services which is paid directly from the
customer’s cash account on the platform.
According to ASIC, a wrap is similar to a
master trust but it allows an investor to hold
direct shares as investments not just managed
funds, under the one umbrella.3 It is also used
by financial advisers to provide centralised
reporting and flexibility which may allow the
investor to save costs.

Best interest duty is the new obligation by ASIC
for financial advice providers to act in the
best interests of the client. These obligations
are contained in Division 2 of Part 7.7A of the
Corporations Act 2001.
According to the CPA, the new obligations
meld the mechanics and motivation of
providing advice and prescribe how an adviser
should approach them.5 :KHQ SURYLGLQJ
advice, an adviser has three separate duties:
1) a duty to act in the client’s best interests.
2) a duty to provide advice that is appropriate.
3) a duty to prioritise the client’s interests in
the event of a conflict.

(UKHML^L_[YH[LYTZ¯
You’re probably hearing about these terms too
so here they are defined.
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(:0*9.
(:0*9.
*7(

Federation Managed Accounts, a contemporary and
competitively priced investment administration platform
that delivers powerful adviser and client outcomes.

(\UPX\LLX\P[`ZOHYPUNVWWVY[\UP[`
MVYPU]LZ[VYZ[VWHY[PJPWH[LÄUHUJPHSS`PU
-LKLYH[PVU(SSPHUJLHUKP[ZM\[\YLZ[YH[LN`

(WSH[MVYTZVS\[PVU[OH[Z\WWVY[ZHUK
LUOHUJLZ`V\Y]HS\LWYVWVZP[PVUPU
YLZWVUZL[V[OLJOHUNPUNYLN\SH[VY`
LU]PYVUTLU[HUKL]VS]PUNJSPLU[ULLKZ
7YV]PKLZNYLH[LYÅL_PIPSP[`PUWVY[MVSPV
JVUZ[Y\J[PVUI`HJJLZZPUNHIYVHKLY
JOVPJLVMPU]LZ[TLU[ZTHUHNLKM\UKZ
SPZ[LKKVTLZ[PJHUKPU[LYUH[PVUHSZLJ\YP[PLZ
WYVMLZZPVUHSS`THUHNLKHJJV\U[Z[LYT
KLWVZP[ZHUKJHZO

+YP]LZPUJYLHZLKWYVK\J[P]P[`HUKLɉJPLUJ`
PU`V\YI\ZPULZZNP]PUN`V\TVYL[PTL[V
MVJ\ZVUOPNOLY]HS\LHJ[P]P[`

-LKLYH[PVU(SSPHUJL»ZL_WLYPLUJLK[YHUZP[PVU
[LHTVɈLYZOHUKZVUHZZPZ[HUJLHUKZ[HɈ
[YHPUPUN

-PUKV\[TVYL
*VU[HJ[[OL-LKLYH[PVU(SSPHUJL[LHTVU VYPUMV'MLKHSSPHUJLJVTH\
This information was prepared by Federation Alliance Limited ABN 99 155 709 809 AFSL 437400, the promoter.
Federation Managed Accounts is issued by Australian Unity Funds Management Limited ABN 60 071 497 115
(-:3;OPZPUMVYTH[PVUPZNLULYHSHUKPZUV[IHZLKVU[OLÄUHUJPHSVIQLJ[P]LZZP[\H[PVUZVYULLKZVMHU`
WHY[PJ\SHYPU]LZ[VY0UKLJPKPUN^OL[OLY[VHJX\PYLOVSKVYKPZWVZLVM[OLWYVK\J[`V\ZOV\SKVI[HPUHJVW`VM[OL
current Product Disclosure Statement (PDS) and consider whether the product is appropriate for you. A copy of the
7+:PZH]HPSHISLH[MLKHSSPHUJLJVTH\

Case study

7SH[MVYTZHJVTWSL_
PU[LYTLKPHY`WYV]PKPUN
ZPTWSPJP[`MVYHK]PZLYZ
HUK[OLPYJSPLU[Z
;OLÄUHUJPHSZLY]PJLZPUK\Z[Y`OHZUL]LY
L_WLYPLUJLK[OLSL]LSVMSLNPZSH[P]LYLN\SH[VY`
HUKTHYRL[JOHUNLZVM[OLWHZ[ML^`LHYZ
^OPJOOH]LYLZ\S[LKPU[OLJOHSSLUNLZILPUN
L_WLYPLUJLKI`ÄUHUJPHSHK]PZLYZ[VKH`
(ZHYLZ\S[[OLPUK\Z[Y`PZ\UKLYNVPUN
ZPNUPÄJHU[Z[Y\J[\YHSJOHUNLHUKUL^[YLUKZ
OH]LLTLYNLKHZ[OLYLHSP[`VM-V-(]VSH[PSL
THYRL[ZHUKTVYLLTWV^LYLKJSPLU[ZOH]L
MVYJLKI\ZPULZZTVKLSZ[VILYLL]HS\H[LK
TVKPÄLKVYL]LUHIHUKVULK
>P[O[OPZPZTPUKP[PZWY\KLU[[VYL]PL^HSS
HZWLJ[ZVM`V\YI\ZPULZZ`V\YWYVJLZZLZHUK
[OLIHJRVMÄJLZ`Z[LTZ[OH[Z\WWVY[[OLT
4VYL[OHUL]LY[VKH`»ZÄUHUJPHSHK]PZLYZ
ULLKHOPNOWLYMVYTPUNZ\WLYHUU\H[PVU
PU]LZ[TLU[HUKTHUHNLKHJJV\U[WSH[MVYT
[VOLSW[OLTYLHJO[OLPYNVHSZHUK[VIL[[LY
LUNHNL^P[O[OLPYJSPLU[Z
6U[OLZ\YMHJLHWSH[MVYTTH`HWWLHY[VIL
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HZPTWSLHUKZ[YHPNO[MVY^HYKHKTPUPZ[YH[PVU
HUKYLWVY[PUN[VVS/V^L]LYWSH[MVYTZHYL
HJVTWSL_PU[LYTLKPHY`YLX\PYLK[VKLSP]LY
HK]HUJLK[LJOUVSVN`HO\NLYHUNLVM
PU]LZ[TLU[HUKPUZ\YHUJLVW[PVUZHUKLMÄJPLU[
HUKHJJ\YH[LHKTPUPZ[YH[PVU0UHKKP[PVU[OLYL
HYLZ[YPJ[HUKJVTWSL_SLNHSHUKJVTWSPHUJL
Z[HUKHYKZ[OH[ULLK[VILHKOLYLK[V^OPJO
HYLNV]LYULKI`(:0*(79((:?HUK[OL-:*
[VUHTLHML^
0U(\Z[YHSPHWSH[MVYTZHYL^PKLS`\ZLK
I`ÄUHUJPHSWSHUUPUNHUKHK]PJLI\ZPULZZLZ
HZ[OL`VMMLYJVUZPKLYHISLI\ZPULZZILULÄ[Z
(JJVYKPUN[VYLJLU[YLZLHYJOI`0U]LZ[TLU[
;YLUKZWLYJLU[VMHSSUL^JSPLU[PUÅV^ZHYL
WSHJLKVUWSH[MVYTZ0U[LYLZ[PUNS`[OPZKVLZ
UV[TLHU[OH[VULHK]PZLY\ZLZVULWSH[MVYT[V
THUHNL[OLPYLU[PYLWVY[MVSPVVMJSPLU[Z(K]PZLYZ
VM[LU\ZLT\S[PWSLWSH[MVYTZ^P[O[OLH]LYHNLH[
WSH[MVYTZWLYI\ZPULZZ

Case study
;OLIPNMV\YIHURZHUK(47OH]LJYLH[LK
[OLPYV^UWSH[MVYTZ^OPJOHYLLP[OLYZLTPVY
M\SS`HSPNULK[VHWYHJ[PJLVYKLHSLYNYV\W^P[OH[
SLHZ[V[OLYWSH[MVYTWYV]PKLYZPUJS\KPUN
UL[^LHS[O
;OLKPMMLYLUJLZPU[OLZLWSH[MVYTWYV]PKLYZJHU
ILKLZJYPILKI`!
;OLHSPNUTLU[[VHIHURVYHKLHSLYNYV\WVY
UV["
;OLPYJHWHIPSP[PLZHUKMLH[\YLZL[
)HURVYKLHSLYNYV\WHSPNUTLU[PZH
JVUZPKLYHISLKYP]LYVMHKVW[PVU(JJVYKPUN[V
YLJLU[0U]LZ[TLU[;YLUKZ9LZLHYJOVUS`WLY
JLU[VMWSHUULYZJOVVZLMYVTHU`WSH[MVYT
WYV]PKLY[OL`^HU[
(UV[OLYRL`JVUZPKLYH[PVUPZHWSH[MVYT»Z
JHWHIPSP[PLZHUKMLH[\YLZL[^OPJOPULZJHWHIS`
[\YUZPU[VHKYP]LYVMJ\Z[VTLYZH[PZMHJ[PVU
4VZ[WSHUULYZYLS`VUWSH[MVYTZ[VJYLH[L
LMÄJPLUJPLZPU[OLPYWYHJ[PJLHUK^PSSZLLRX\PJR
[\YUHYV\UK[PTLZVUHWWSPJH[PVUZYLKLTW[PVUZ
HUKZOHYL[YHKLZ
;OPZPZUV[Z\YWYPZPUNNP]LUTHU`
WYHJ[P[PVULYZHYLOHUKZVUY\UUPUN[OLPY
I\ZPULZZHUKHWSH[MVYT»ZW\YWVZLPZ[V
WYV]PKLNYLH[LYZJHSL[VKLHSHUKZLY]PJL[OLPY
L_PZ[PUNJSPLU[ZIL[[LYHZ^LSSHZH[[YHJ[TVYL
JSPLU[Z
(UV[OLYRL`LSLTLU[KYP]PUNHKVW[PVUPZ
[OLYHUNLHUKÅL_PIPSP[`PUPU]LZ[TLU[VW[PVUZ
(JJLZZ[V(:?LX\P[PLZTHUHNLKM\UKZ
THUHNLKHJJV\U[ZPU[LYUH[PVUHSLX\P[PLZHUK
[LYTKLWVZP[ZHYLHSSOPNOS`KLZPYHISLOV^L]LY
THU`VM[OLSHYNLYIHURV^ULKWSH[MVYTZVUS`
WYV]PKLHJJLZZ[VHML^VM[OLHZZL[[`WLZHUK
Z[Y\J[\YLZH]HPSHISL

>O`4HUHNLK(JJV\U[ZHYL
PTWVY[HU[&
4HUHNLK(JJV\U[ZHYLUV[UL^HUKOH]LILLU
ZWVRLUHIV\[HUKVMMLYLKPU]HYPV\ZN\PZLZPU
(\Z[YHSPHMVY[OLIL[[LYWHY[VM`LHYZ
0U]LZ[TLU[;YLUKZYLZLHYJOZOV^Z[OH[PU
WLYJLU[VMWSHUULYZ\ZLKZLWHYH[LS`
THUHNLKHJJV\U[Z:4(^OPJOPZ[OLZHTL
U\TILYHZPUZV[OLYLOHZILLUUV
PUJYLHZLV]LY[OPZ[PTL/V^L]LY[OLZHTL
YLZLHYJOPUKPJH[LZ[OH[[OLWLYJLU[HNLVM
WSHUULYZPU[LUKPUN[VZ[HY[\ZPUN:4(»ZOHZ
PUJYLHZLKMYVTWLYJLU[SHZ[`LHY[VWLY
JLU[[OPZ`LHY
:V^O`HYL4HUHNLK(JJV\U[ZIHJRPU[OL
ZWV[SPNO[&(UK^PSS[OLJ\YYLU[MVJ\ZYLZ\S[PU
HKPMMLYLU[V\[JVTL[V[OLSHJRS\Z[YLHKVW[PVU
HUKZ\JJLZZVM[OLWHZ[&
)LMVYLKLS]PUNPU[V[OLKL[HPSSL[ZX\PJRS`
YLJHWVU^OH[H4HUHNLK(JJV\U[PZ
4HUHNLK(JJV\U[ZHYLWYVTV[LK
\UKLYH]HYPL[`VMUHTLZ^OPJO[`WPJHSS`
YLÅLJ[[OLSLNHSZ[Y\J[\YL[OL`HYLNV]LYULK
I`;OLTVZ[JVTTVUZ[Y\J[\YLZPUJS\KL
:LWHYH[LS`4HUHNLKHJJV\U[Z¸:4(»Z¹
4HUHNLK+PZJYL[PVUHY`(JJV\U[Z¸4+(»Z¹
VY0UKP]PK\HSS`4HUHNLKHJJV\U[Z¶¸04(»Z¹
-VY[OLW\YWVZLVM[OPZHY[PJSL0^PSSYLMLY[VHSS
Z[Y\J[\YLZZPTWS`HZ¸4HUHNLK(JJV\U[Z¹
(4HUHNLK(JJV\U[WYV]PKLZPU]LZ[VYZ
^P[OHJJLZZ[VVULVYTVYLWYVMLZZPVUHSS`
THUHNLKTVKLSWVY[MVSPVZ^OPJOHYLHJ[P]LS`
YLIHSHUJLKHUKPU]LZ[LKIHZLKVU[OL
KLJPZPVUZVM[OLJOVZLUPU]LZ[TLU[THUHNLY
4VKLSZTH`ILJVTWYPZLKVMKVTLZ[PJ
LX\P[PLZ,;-ZTHUHNLKM\UKZPU[LYUH[PVUHS
LX\P[PLZVYHJVTIPUH[PVUVMHSSHZZL[[`WLZ
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>OPSZ[4HUHNLK(JJV\U[ZZOHYLJLY[HPU
JOHYHJ[LYPZ[PJZVM4HUHNLK-\UKZ[OL`KPMMLY
PU[OLMVSSV^PUN^H`Z!
(ZZL[ZPUH4HUHNLK(JJV\U[ZHYLOLSK
KPYLJ[S`VYILULÄJPHSS`I`[OLPU]LZ[VY
WYV]PKPUNNYLH[LY[YHUZWHYLUJ`
0U]LZ[VYZHUK[OLPYHK]PZLYZJHUZL[
PU]LZ[TLU[WHYHTL[LYZHUKY\SLZHYV\UK
OV^[OLPYWVY[MVSPVPZTHUHNLKPUJS\KPUN
PU]LZ[TLU[L_JS\ZPVUZHUKZ\IZ[P[\[PVUZ
[YHKLZPaLZHUK[H_WYLMLYLUJLZ
0U]LZ[VYZKVUV[I\`PU[VHU`LTILKKLK[H_
SPHIPSP[`[OH[TH`L_PZ[PUHWVVSLKTHUHNLK
M\UK
(S[OV\NO[OLHIV]LPZVUS`HOPNOSL]LS
V]LY]PL^[OLILULÄ[ZVMH4HUHNLK(JJV\U[[V
HUPU]LZ[VYHUKHK]PZLYZ[HY[[VILJVTLJSLHYLY
(\[VTH[PVUHJJLZZ[VWYVMLZZPVUHS
THUHNLYZHUKNYLH[LYJVU[YVSVM[H_HUK
WLYZVUHSWYLMLYLUJLZJYLH[LHZVSPKMV\UKH[PVU
I\[[OLYLHSKYP]PUNMVYJLILOPUK[OLYLZ\YNLUJL
VM4HUHNLK(JJV\U[ZPZHSZVHJVTIPUH[PVUVM
THYRL[[LJOUVSVN`HUKPUK\Z[Y`MVYJLZ
;VKH[L[OLWYV]PKLYZVM4HUHNLK
(JJV\U[ZOH]LILLUUPJOLWYV]PKLYZ^P[O
SPTP[LKHJJLZZ[VJHWP[HSHUKKPZ[YPI\[PVU
UL[^VYRZ/V^L]LY[OLYLHYLHU\TILYVM
THPUZ[YLHTWSH[MVYTZ^OVHYLPUJYLHZPUNS`
WYV]PKPUNJHWHIPSP[PLZ[VPU[LNYH[L4HUHNLK
(JJV\U[ZPU[V[OLPYIYVHKLYWSH[MVYTVMMLYPUNZ
;OLPU[LNYH[PVUPU[V[OLZLTHPUZ[YLHT
WSH[MVYTZHUKHK]HUJLZPU[LJOUVSVN`
HYLHRL`ZOPM[HUKVUL^OPJO^PSSZ\WWVY[
H^HYLULZZ\UKLYZ[HUKPUNHUK[O\ZNYLH[LY
HKVW[PVUHZHK]PZLYZZLLR[VZPTWSPM`[OLPY
IHJRVMÄJLHUKYLK\JL[OLU\TILYVMZ\WWSPLYZ
[OL`KLHS^P[O
28 | MONEY MANAGEMENT | LITTLE BLACK BOOK

;OPZJV\WSLK^P[O[OLHIPSP[`MVYKLHSLY
NYV\WZHUKHK]PZLYZ[V[HRLVU[OLYVSLVM
PU]LZ[TLU[THUHNLYPZHSZVHUPTWVY[HU[
L]VS\[PVUHUK^OLYL[OL`WVZZLZZ[OLYLX\PYLK
PU]LZ[TLU[ZRPSSZWYVJLZZHUKJVTWSPHUJL
YLNPTLZ[VY\UWVY[MVSPVZVM[OLPYV^UJHU
OLSWHK]PZLYZKLSP]LYH[Y\S`J\Z[VTPZLK]HS\L
WYVWVZP[PVU[V[OLPYJSPLU[ZHUKUV[[VTLU[PVU
HSZVJYLH[PUNHYLJ\YYPUNYL]LU\LZV\YJL[OH[PZ
-6-(MYPLUKS`
;OLILULÄ[ZVM4HUHNLK(JJV\U[Z[V[OL
PU]LZ[VYOH]LHS^H`ZILLUL]PKLU[I\[[OLPY
HJJLZZOHZILLUSPTP[LK[VUPJOLWYV]PKLYZ
HUKHZLSLJ[U\TILYVMHK]PZLYZ5V^^P[O
HK]HUJLZPU[LJOUVSVN`HUK^P[OTHPUZ[YLHT
WSH[MVYTWYV]PKLYZMVJ\ZPUN[OLPYLULYNPLZVU
4HUHNLK(JJV\U[ZP[PZHUHWWYVWYPH[L[PTL
MVYHK]PZLYZ[VYLJVUZPKLY[OLTMVY[OLPYV^U
I\ZPULZZ
:LSLJ[PUNHWSH[MVYTWHY[ULYPZHU
PTWVY[HU[KLJPZPVUMVYHU`WYHJ[PJLHUK^OLU
L]HS\H[PUN[OL]HYPV\ZVW[PVUZH]HPSHISLP[PZ
PTWVY[HU[[VWYPVYP[PZL^OH[PZPTWVY[HU[[V`V\
HUK`V\YJSPLU[Z[VKH`HUKJYP[PJHSS`^OL[OLY
VYUV[P[^PSSZ\WWVY[`V\YI\ZPULZZHUK[OL
KPYLJ[PVU`V\HYLOLHKPUNVY^HU[[VOLHKPU
[OYLL[VÄ]L`LHYZHUKIL`VUK
)`4H[[/LPUL,_LJ\[P]L+PYLJ[VY
UL[^LHS[O0U]LZ[TLU[Z3PTP[LK

*HSSUL[^LHS[O[VKH`[V\UKLYZ[HUK
OV^^LJHUOLSWM\[\YLWYVVM`V\Y
I\ZPULZZHUK^O`HWSH[MVYTULLKZ[V
ILMYLLVMPUZ[P[\[PVUHSJVUÅPJ[
+PZJSHPTLY!;OL]PL^ZL_WYLZZLKPU[OPZHY[PJSLHYL
[OVZLVM[OLH\[OVYVUS`HUKKVUV[ULJLZZHYPS`YLÅLJ[
[OVZLVM[OLUL[^LHS[ONYV\WVYP[ZZ\IZPKPHYPLZ

UNDERSTAND THE

Hype

<UKLYZ[HUK
[OLO`WL

T

he hype around the new environment
is rife. Many experts share their opinions and evidence to encourage advisHUVWRFKRRVHRQHSODWIRUPRYHUDQRWKHU+HUH
are some of the current opinions.
The Investment Trends May 2014 Planner
Technology Report indicates that in the new
FoFA environment, financial advisers have
greater freedom on choice of platform selection. And according to this report, more advisers are using this freedom to change the mix
of platforms they use focusing even more on
the platforms that best address their business
needs.6
Despite adviser increased satisfaction,
however, the report also indicated that 18 per
cent of advisers would be looking for a new or
additional platform in the next 12 months. The
report indicated that when asked which platforms they plan to use, wraps lead the way.
The report also indicated that while platform providers made many new enhancements
relating to FoFA, the new lower-cost and flexible pricing platform models have been most
popular among advisers.7
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Some advisers were also considering moving “off-platform” and administering clients themselves, according to a recent
Colonial First State report 8 however managing the overarching tax consequences across a
clients’ overall portfolio can pose a challenge
that must be considered.

UNDERSTAND THE

Hype

considered to ensure the full picture of the
client’s financial position is understood.
And according to ASIC, some of the issues
and risks that the platform market are facing
during this changing FoFA period include:
7 KHHPHUJHQFHRIOHVVPDWXUHDQGOHVVH[SH
rienced platform operators
, QFUHDVLQJFRQVXPHUGHPDQGIRUQHZLQYHVW
ment types on platforms
7 KH ODFN RI VSHFLILF H[SHULHQFH NQRZO
edge or training requirements that advisers are obliged to have to give advice about
platforms
)RU ODUJHU SOD\HUV LQFRQVLVWHQF\ LQ FRPSOL
ance requirements.9

According to online investment company
Stockspot, some independent financial advisers are looking at options to avoid the high
cost of platforms including ASX mFunds and
SMAs however once again, the management
of the overarching tax consequences across
a clients’ overall portfolio still needs to be

The bottom line is don’t be drawn into the
hype of the new platforms. Take the time to
understand your clients and their needs and
understand the jargon. The right platform will
then be obvious.



-PUHUJPHS7SHUUPUN4HNHaPUL(\N\Z[
4VUL`4HUHNLTLU[1\S`

4VUL`4HUHNLTLU[(WYPS

*SH`[VU<[a 4HYJO
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4HU`JSPLU[ZI\[VUS`VUL
WSH[MVYT!PZP[HJOPL]HISL&
;OLI\ZPULZZ

>O`JOHUNL&

;OLI\ZPULZZILPUNJHZLZ[\KPLKPZWHY[VM[OL
4HKPZVU-PUHUJPHS.YV\WHUK^HZLZ[HISPZOLK
V]LY`LHYZHNV[VTLL[[OLÄUHUJPHSULLKZ
VM(\Z[YHSPHUMHTPSPLZ0[OHZZ\Y]P]LK[OLLYH
VMPUK\Z[Y`KVTPUH[PVUI`[OLSHYNLSPMLVMÄJLZ
HUKSPTP[LKWYVK\J[H]HPSHIPSP[`]PHYL[HPSM\UKZ
;VKH`P[JVU[PU\LZ[V[OYP]LHUKOHZHZ[YVUN
LTWOHZPZVULZ[H[LWSHUUPUN;OLILSPLMPZ
[OH[JVTWYLOLUZP]LLZ[H[LWSHUUPUN^PSSKYP]L
[H_Z[Y\J[\YLZHUK[OLZ\IZLX\LU[WYVK\J[
ULLKZVMJSPLU[Z;OLI\ZPULZZOHZHSHYNL
:4:-IHZL^P[OHKP]LYZLYHUNLVMHZZL[ZPU
M\UKZPUJS\KPUNSPTP[LKYLJV\YZLIVYYV^PUN
HYYHUNLTLU[Z

;OLWYHJ[PJLSPRLTVZ[\ZLZT\S[PWSLWSH[MVYTZ
KLWLUKPUNVUJSPLU[ULLK;OPZPZ^OH[»ZKYP]PUN
[OLI\ZPULZZ[VHZZLZZP[ZVW[PVUZ;OLJ\YYLU[
WSH[MVYTZ^LYLZLSLJ[LKV]LY`LHYZHNVHUK
OH]LYLJLU[S`Z[HNUH[LKPU[OLPYKL]LSVWTLU[
(ZHYLZ\S[TLL[PUN[OLPUJYLHZPUNKLTHUKZVM
[OLTVZ[S`OPNOUL[^VY[OJSPLU[Z[OH[MVYT[OL
JSPLU[IHZLVM[OLWYHJ[PJLOHZILJVTLTVYL
HUKTVYLKPMÄJ\S[
>OPSZ[^LHJJLW[[OH[WSH[MVYTZOH]L[OLPY
Z[YLUN[OZHUK^LHRULZZLZP[»ZPTWLYH[P]L
[VÄUKVUL[OH[HSPNUZP[ZJHWHIPSP[PLZ^P[O
[OLULLKZVM[OLI\ZPULZZ;OLJOHSSLUNLPZ
[VZLSLJ[HWSH[MVYT[OH[JHUVWLYH[LHJYVZZ
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Case study

[OLJVTWSL_[H_LU[P[`ZWLJ[Y\TVMYL[HPS
Z\WLYHUKWLUZPVU:4:-HUKPU]LZ[TLU[Z
0[ULLKZ[OLHIPSP[`[VHKTPUPZ[LYVYH[SLHZ[
YLWVY[VUHSSVM[OLHZZL[[`WLZOLSKPU[OL
:4:-ZPUJS\ZP]LVMSVHUZHUK[OLJHZO
ÅV^ZHZZVJPH[LK^P[OKPYLJ[YLZPKLU[PHSHUK
JVTTLYJPHSWYVWLY[`0[[OLYLMVYL^PSSULLK
[VILHISL[VYLWVY[VUWYP]H[L[Y\Z[ZHUK
JVTWHUPLZHZ^LSSHZZ[Y\J[\YLKWYVK\J[Z

;OLZLSLJ[PVUWYVJLZZ
;OL7/(96:.YV\WOH]LILLUKL]LSVWPUN
[OL>LHS[O7VY[HSWSH[MVYTMVYZL]LYHS
`LHYZ0[»ZTHKLH]HPSHISLHZHUVW[PVUMVY
HK]PZLYZIV[O^P[OPUHUKL_[LYUHS[V[OL
NYV\WHSVUNZPKLV[OLYWSH[MVYTZSPRL);
HUK4HJX\HYPL0[OHZ[VILHISL[VVMMLY
JVTWHYHISLVYIL[[LYMLH[\YLZMVYHK]PZLYZ
HUK[OLPYJSPLU[Z[VILJVUZPKLYLKHZH]PHISL
VW[PVU

>OH[KV^L^HU[MYVT[OL
WSH[MVYT&
<UKLYZ[HUKPUN[OLULLKZVM[OLI\ZPULZZPZ
JY\JPHS(SSPU[LYUHSZ[HRLOVSKLYZPUJS\KPUN
[OLZ\WWVY[Z[HMMVM[OLWYHJ[PJL[OLWHYH
WSHUULYZHUK[OLWSHUULYZ^LYLJHSSLK
[VNL[OLY;OLI\ZPULZZJVUZ\S[LK^P[O[OLPY
HJJV\U[HU[YLMLYYHSWHY[ULYZHZ[OL`^V\SK
HSZVULLK[V\ZL[OL[H_YLWVY[PUNMYVT
[OLWSH[MVYT[VKV[OL[H_YL[\YUZMVY[OL
WLYZVUHSHZZL[ZHUK[OL:4:-Z0UWHY[PJ\SHY
34 | MONEY MANAGEMENT | LITTLE BLACK BOOK

[OPZWYHJ[PJLULLKZHWSH[MVYT[OH[JHUYLWVY[
HJYVZZT\S[PWSL[H_LU[P[PLZ0[HSZVULLKZ
[VILHISL[VYLWVY[VUV[OLYUVUMPUHUJPHS
HZZL[Z[OH[MVYTWHY[VM[OL[V[HSHZZL[ZVM
[OLJSPLU[Z[VMHJPSP[H[L[OLLZ[H[LWSHUUPUN
WYVJLZZ
(ZWHY[VM[OLL]HS\H[PVUWYVJLZZ[OL
WYPUJPWSLZVM[OLI\ZPULZZKPKHJVTWSL[L
HZZLZZTLU[VMP[ZWYVK\J[ZVU[OLKLHSLY
NYV\W(73;OLHUHS`ZPZJVTWHYLK[OL
WYVK\J[MLH[\YLZHUKILULMP[ZHNHPUZ[LHJO
V[OLYHUK[OLU[OLWYHJ[PJLHWWSPLKHU
V]LYSH`VMP[ZULLKZHUK[OLUTH[JOLK[OL
JHWHIPSP[`HNHPUZ[^OH[HZZL[[`WLZ^LYL
OLSKPU[OLJSPLU[»ZM\UKZ
0[PZ[OPZZLJVUKWOHZLVM[OLL]HS\H[PVU
[OH[PZKYP]PUN[OLKLJPZPVUTHRPUNWYVJLZZ
HZ[OPZPZ[OLTLHZ\YLVMZ\P[HIPSP[`MVY[OL
WYHJ[PJL

:V^L»]LTHKL[OLKLJPZPVU
[VJOHUNL
5V^[OLKLJPZPVUOHZILLUTHKL[OLYLHYLH
U\TILYVMZ[LWZ[OH[LMMLJ[[OL[YHUZMLY-VY
THU`HK]PJLI\ZPULZZLZ[OPZPZWHY[PJ\SHYS`
VULYV\ZHUKP[»Z^O`[OLZLKLJPZPVUZJHU»[
ILTHKLSPNO[S`>OLU^L^LU[[V[OL[LHT
H[>LHS[O7VY[HS[VKPZJ\ZZ[OL[YHUZP[PVU[OL`
^LYLPUJYLKPIS`OLSWM\S
;OL`^LYL[OLYL[VOLSW^P[O[OLJSPLU[
PUL]LY`Z[HNLVM[OL[YHUZP[PVU(KKP[PVUHSS`
[OL`OLSWLK[OLI\ZPULZZ[YHUZP[PVUHJYVZZ

Case study

“:KLOVWZHDFFHSW
that platforms have
their strengths and
weaknesses, it’s
imperative to find
one that aligns its
capabilities with the
needs of the business.
The challenge is to
select a platform
that can operate
across the complex
tax entity spectrum
of retail super and
pension, SMSF and
investments.”

V\YL_[LYUHS[V\JOWVPU[ZVM?7SHUHUK[OL
KH[HMLLK[V).3MVYV\YHJJV\U[HU[WHY[ULYZ
[VMHJPSP[H[LHKTPUPZ[YH[PVULMMPJPLUJ`HJYVZZ
HSSLSLTLU[ZVM[OLI\ZPULZZ
>LHS[O7VY[HSMHJPSP[H[LK[OLJVTWSL[PVU
VMHSS[OLVMMLYKVJ\TLU[ZI`OH]PUN[OLT
WYLWVW\SH[LKHUKOLSWLK^P[O[OLHK]PJL
KVJ\TLU[H[PVUHZHZ[HNLKWYVJLZZVM
[YHUZMLY;OL`WYVQLJ[THUHNLK[OL[YHUZP[PVU
MVY\Z[OH[THKLP[ZVT\JOLHZPLY
;VWYV]PKLJVUZPZ[LUJ`PU[OLKLSP]LY`VM
PU]LZ[TLU[V\[JVTLZ[OLT\S[PHZZL[T\S[P
ZLJ[VY7YVHJ[P]L7VY[MVSPVZ:4(ZHYL\[PSPZLK
[VWYV]PKLV\YJSPLU[Z^P[O[OL[YHUZWHYLUJ`
VMHSVVR[OYV\NO[V[OL\UKLYS`PUNKPYLJ[
HZZL[ZOLSKPU[OLWVY[MVSPVZ;OLWVY[MVSPVZ
HYLWYVMLZZPVUHSS`THUHNLKI\[[OLHZZL[Z
HYLOLSKPUJ\Z[VK`^P[O[OLJSPLU[ILPUN[OL
ILULMPJPHSV^ULYI\[^P[OV\[[OLPUOLYLU[S`
[H_PULMMPJPLU[\UP[[Y\Z[Z[Y\J[\YLVMTHUHNLK
M\UKZ>OLUJVTIPULK^P[O[OLSV^[\YUV]LY
VM[OLWVY[MVSPVZ^LHYLHISL[VHJOPL]L
LUOHUJLKHM[LY[H_YL[\YUZ

/V^JHU>LHS[O7VY[HSOLSW`V\&
0M`V\»YLSVVRPUN[V\[PSPZLH[LJOUVSVN`
WSH[MVYT[OH[»ZPUKLWLUKLU[[OLU[OPUR
IL`VUK`V\YI\ZPULZZ;OPURHIV\[`V\Y
JSPLU[ZHUKSVVRH[[OLVWWVY[\UP[`[VOH]L
VULWSH[MVYTPU`V\YI\ZPULZZ0M`V\JOVVZL
[OH[KPYLJ[PVU[OLUZWLHR[V[OL[LHTH[
>LHS[O7VY[HS
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¸>LZOV\SKZ[HY[ZOVWWPUN
H[(SKP[VZH]LZVTLTVUL`¹

¸0RUV^I\[0OH[L
WHJRPUNT`V^UIHNZ¹
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<UKLYZ[HUK[OLZ[Y\J[\YHS
SPURIL[^LLUKLHSLYNYV\WZ
HUKWSH[MVYTZ

D

espite FoFA’s reigning in of volume
bonuses and other conf licted revenue payments which have traditionally subsidised the cost of the advice and
dealer group services, advisers must realise
that the link between dealer groups and platforms is still very real in many cases.
For as long as platforms have existed, they
have paid volume bonus payments to the dealer
groups as clients have not been prepared to pay
the true cost for advice.
As a result of FoFA, vertically integrated dealer groups now limit advisers’ choice of
SODWIRUP (VVHQWLDOO\ WKLV LV QRW D SUREOHP LI
the platform suits your clients’ needs.
But there’s no free lunch. It becomes a
problem if the platform’s offering doesn’t suit
your clients’ needs.
As an alternative, independently owned
boutique offering dealer groups are offering the next generation platforms with model
portfolios structured to manage your client’s
down side risk, otherwise described as dynamic asset allocation, along with a new level of

consolidated reporting. This is often suitable
for sophisticated and high-net worth clients.
But don’t be fooled by the fancy names and
offerings because they might sound like the
next best thing.
The majority of dealer groups using this
next generation of platforms have conflicts
that exists within their model, which again
may not be a problem as long as it adds value to
the client and is understood. They own a platform and charge a licensee advice fee for the
operation of the investment management or
model portfolio service just like vertically integrated groups albeit they have broad Approved
Product Lists to ensure choice and flexibility
for their advisers and generally manage this
conflict well.
([SHUWV KDYH DOZD\V JLYHQ DGYLFH RQ KRZ
to choose the best platform and how to avoid
unnecessary adviser fees.10 It’s no different
today. Just be aware that different platforms
may now call the fees by different names.
Make sure you clearly understand all the
fees and charges that will apply to your clients’


+PYLJ[0U]LZ[
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portfolio so that you are comparing apples with
apples, not apples with oranges.
Some of the fees to look out for and understand
how they impact your clients are:
'HDOHUVHUYLFHIHH
, QYHVWPHQWPDQDJHPHQWIHHDQGRU
model portfolio fee
3ODWIRUPDGPLQLVWUDWLRQIHH
&XVWRG\IHHV
([SHQVHUHFRYHU\IHHV
0HPEHUIHH
0LQLPXPIHHV
If you are thinking about moving dealer
groups to access a new platform offering to
better service the needs of your clients and
your business make sure you understand and
are aligned with the investment philosophy
for the model portfolio’s you will be investing
in for your different client segments. This will
give you a better understanding of the platform’s ability to satisfy your clients’ needs.
Rightly or wrongly, as you now understand, dealer groups still make money off the
platform they provide. Therefore, if there’s an
opportunity to recruit a new adviser or transition funds under management, there’s a financial incentive for the dealer group and platform
provider to do so.
As an adviser, you must be aware of
these incentive payments which motivate
a small number of dealer groups to encourage advisers to change platforms. In making
your decision, advisers should consider the

actual benefits of the new platform to your
clients, not incentive payments that may still
be made. Think about it, if your clients knew
about this incentive payment for the switch
what would their reaction be? Use this to
frame your decision making process when
being courted by dealer groups and platforms
to switch your business.
And if there wasn’t enough to consider,
don’t forget ASIC’s updated Regulatory Guide
148 (RG 148) that requires advisers to include
in statements of advice (SOA) why a particular platform and particular investments are
recommended.11
Some advisers wrap their advice including strategies, investments and the platform
used into one piece of advice. ASIC and RG148
reminds us of the need to unbundle the recommendations and to specifically consider whether or not using a platform is in the interests of
the client.
RG 148 also states that advisers provide
clients with a list of the features and services of the recommended platform, the investments available, the fees and cost of the underlying investments, any tax implications and
what will happen if the client wants to leave the
platform.
If in doubt go back to the basic question of
“what do your clients need?” and does this new
platform facilitate this?
Don’t test best interest duty by trying to
sell services to your clients they don’t need.
Be conservative and cautious! If it ain’t broke,
don’t fix it!


38 | MONEY MANAGEMENT | LITTLE BLACK BOOK

4VUL`4HUHNLTLU[:LW[LTILY

“If in doubt go back to the
basic question of ‘what do your
clients need?’ and does this new
platform facilitate this?
Don’t test best interest duty
by trying to sell services
to your clients they don’t
need. Be conservative and
cautious! If it ain’t broke,
don’t fix it!”
– Anne Fuchs

Case study
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WHY WE PUT YOU
AND YOUR CLIENTS
AT THE HEART
OF EVERYTHING
WE DO
Whether you are looking to grow your business,
retain clients or maximise efficiency, you should
never underestimate the importance of having
an ally at your side. Someone you have
confidence in to be with you at each step
along the way.
It’s by working together towards a common
goal that unlocks the untapped potential.

AD

We work hard to form stronger working
relationships with advisers. This is all about
listening to your needs and creating greater
value to deliver bigger and better opportunities
for your business.
So, how do we help you confidently move
forward by finding efficiencies that lead to
greater productivity, stronger growth and
unlock your true business potential?
We do it together.

colonialﬁrststate.com.au/together

TOGETHER
For advisers only. This is general information only and does not take into account any individual objectives, ﬁnancial situation
or needs. Investors should consider the relevant PDS, available from colonialﬁrststate.com.au, before making an investment
decision. Colonial First State Investments Limited, ABN 98 002 348 352, AFSL 232468, is owned ultimately by Commonwealth
Bank of Australia ABN 48 123 123 124 through the Colonial First State group of companies.
CFS2168_MM_FP_01

Case study
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SHORTLIST POTENTIAL OPTIONS

The shortlist
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SHORTLIST POTENTIAL OPTIONS

The shortlist

T

ransitioning clients from
one platform to another is a
big decision that will create
a large amount of administrative
work and headaches for you and your
staff. If your current platform isn’t
as administratively efficient as you
need it to be then the end result will
be worth it.
But it is important to stay pragmatic at this time and thoroughly analyse the pros and cons of each
platform provider and offer. To know
for sure, it is important you stresstest their offer to ensure the benefits
really exist.
If the platform provider is reluctant to provide you with the information you want, alarm bells should ring.
As a minimum, in addition to understanding the cost structure, ensure
that you fully understand -

6 WUXFWXUDO FDSDFLW\ HJ ZKDW FDQ
the platform manage/support, IMA,
0' 60$ ,'36 'LUHFWO\ +HOG
$VVHWV 1RQ /LVWHG $VVHWV HWF  ERWK
administratively and the extent of
tax reporting provided across all
classes
, QYHVWPHQW $3/ HJ LQYHVWPHQW
product scope and/or agnosticity)
6 HUYLFH /HYHO $JUHHPHQWV 6/$¶V 
and performance against same
Another great way to really
stress-test the platform’s offering is
to telephone a few advisers already
using the platform for a reference –
but chose advisers from your own
research and not just those provided
to you by the platform provider as a
referee! Make sure you identify referees that will allow you to compare
like with like. Asking an adviser who
works with Mum and Dad investors
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when you work with high net worth
isn’t going to help you.
$VN WKHP RSHQ DQG VSHFL¿F TXHVtions to help you understanding how
the platform performs. Don’t just ask
“Are you happy?”
Ask them:
 :KDW W\SH RI FOLHQWV GR \RX ZRUN
with?
+RZZRXOG\RXGHVFULEHWKHSODWIRUP"
:KDWGR\RXOLNHDERXWWKHSODWIRUP"
:KDWGRQ¶W\RXOLNHDERXWWKHSODWIRUP"
+RZ FRXOG WKH SODWIRUP LPSURYH"
Are they working on this?
+RZUHVSRQVLYHLVWKHLUVHUYLFH"

:L[HKLHKSPUL
If you have reached this point and
are serious about looking at other
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options, it is extremely important to
set yourself a deadline to conduct your
due diligence and make a decision.
Three months should be ample time
to thoroughly review the options.
Remember, when you are spending time considering your options to
change platforms, you are not spending time with clients. And when you
are not with clients, you are not
making money.
Do not underestimate the time it takes to change
platforms.
But if you work through this
GXH GLOLJHQFH SURFHVV ḢFLHQWO\ DQG
PHWKRGLFDOO\ \RX ZLOO ¿QG WKH ULJKW
platform that will improve your business and your value proposition to
clients.

SHORTLIST POTENTIAL OPTIONS

The shortlist

“If you are pretty sure that
your current platform no
longer meets your clients
needs and you’ve done the
research, stress test the
options to make sure that
you aren’t going from the
frying pan into the fire.”
– Anne Fuchs
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TALK TO YOUR STAKEHOLDERS

Stakeholders
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TALK TO YOUR STAKEHOLDERS

Stakeholders

;HSR[V`V\Y
Z[HRLOVSKLYZ

Y

ou would realise by now that changing platforms is a major decision
and you must talk to those who the decision will impact most – your
staff.
:KHQ\RXDUHORRNLQJLQWRGLIIHUHQWSODWIRUPSURYLGHUV\RXPD\OLNHZKDW
you see. But your staff may have a completely different perspective.
It is vital to talk to key stakeholders to make a fully informed decision:
6WDII±VXSSRUWVWDIIQHHGWREHFRPPLWWHGWRWKHSURFHVVRIVHWWLQJXSRU
transitioning from one platform to another. They can road test platform logins,
reporting functionality and the call centre to give a different point of view.
&OLHQWV±VRPHFOLHQWVPD\EHVLJQLILFDQWO\LPSDFWHGE\DQHZSODWIRUPVR
talk to key clients if necessary.
 %XVLQHVV SDUWQHUV ± VWUDWHJLF DOOLDQFHV VXFK DV UHIHUULQJ PRUWJDJH
brokers, accountants, or lawyers can give you vital perspective in this decision.
Part of the reason they might be referring to you is because they are comfortable with your current licensing and platform model. Changing this could upset
the apple cart.
An open and honest attitude at this stage will help you make the best
decision.
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Decisions
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Decisions

4HRLHKLJPZPVU

I

f you have followed this advice and done your research properly, your decision should be relatively easy.
You’ve clearly defined your client base and looked at both your existing
and your potential clients. You’ve looked at your current platform and
checked out their pros and cons.
You better understand the jargon and what it means to you and your
business.
You understand the hype and the new FoFA environment and how it
affects you, dealer groups and platforms.
You understand the structural link between dealer groups and platforms.
You’ve shortlisted potential options and tested their offerings.
You’ve talked to your staff, your referrers, and your existing clients.
If the pros for changing platforms far out way the cons, and you are weighing up between a few, your gut instinct should point you in the right direction.
If you still can’t decide, go back to the number one reason you are in business, your clients. Apply the family test. If you are comfortable recommending
this change of platform to your mother, sister or grandmother then you’ve made
the right decision. Other commercial promises will be short-term.
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FIND THE RIGHT PLATFORM FOR YOUR COMPANY

Platform Directory

Colonial First State
Phone enquiries for adviser
and planners
8am – 7pm, Monday to Friday
AEST
T: 13 18 36
F: 02 9303 3200
1 Source: Investment Trends April 2013
Planner Technology Report, based on
responses from over 1,400 financial
planners. 2 Source: 2014 Wealth Insights
Platform Service Level Report

Federation Alliance Limited
Level 23, 307 Queen Street
Brisbane Q4000
GPO Box 2466
Brisbane Q4001
T: 07 3188 0808
F: 07 3188 0809

Colonial First State offers advisers two platform options: FirstWrap - a full service wrap
aimed at more sophisticated clients that provides advisers with greater control over their
business; and FirstChoice known for its value for money, fast, reliable service and great
range of investments.
FirstWrap is a full service wrap, designed to drive efficiencies for advisers and
businesses and help advisers deliver outstanding service to their clients. Its investment
choice, features and flexibility enables advisers to effectively implement and manage
sophisticated investment solutions. There are a number of reasons why FirstChoice
is Australia’s most widely used platform1, and was ranked best overall platform in the
2014 Wealth Insights Platform Service Level Survey2, but we can explain the FirstChoice
difference with just three words: simplicity, efficiency and value.
We promise you a simple, easy-to-use platform to help you service your clients with
straight-forward investment needs. You’ll experience market-leading efficiency through
our unique mandate structure and powerful online tools. And your clients will benefit
from our award-winning value for money.
That’s the FirstChoice difference.
adviserservices@colonialfirststate.com.au

A COMPELLING OFFER
Federation Alliance is a cooperative-style model with shares representing a 90%
ownership offered to investors.
ABOUT THE PLATFORM
Federation Managed Accounts is a convenient and transparent investment
administration platform with powerful Adviser and Client outcomes.
Federation Managed Accounts was launched in 2013 between a group of
financial services veterans and Australian Unity. The partnership brings together
the long-standing experience of the Federation Alliance key principals and
Australian Unity, an independent mutual with a history spanning more than 170
years.
The platform provides easy access to a broad range of investment options,
including but not limited to:
| SMA’s/model portfolios | Cash and Term deposits | Fixed Interest Securities |
ASX Securities | International Equities | ETF’s | Suitable for SMSF
info@fedalliance.com.au
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Platform Directory
PRUDENT PERFORMANCE
MLC is the wealth management division of the National Australia Bank
(NAB) and provides investment, superannuation, insurance and private
wealth solutions to corporate and institutional customers.

MLC Head office
105-153 Miller St
North Sydney
NSW, 2060

MLC Retail Wealth Platforms which consists of the MLC Wrap, MLC
Navigator and MLC MasterKey platforms representing over 350,000
investors and $60 billion in Funds Under Management (FUM).
MLC is committed to growing and fostering relationships with
independently owned and licensed advisers who choose MLC’s
financial solutions to meet the needs of their clients.

www.mlc.com.au

WealthPortal
Level 5, 10 Spring Street
Sydney NSW 2000
PO Box R1926
Royal Exchange NSW 1225
T: 1300 379 762

WealthPortal has been established specifically to deliver specialised products
and services to the wealth accumulation/wealth management market.
WealthPortal has developed a sophisticated online fully-integrated administration
and reporting service with a single point of entry utilising a Unified Managed
Accounts (UMA) as its core.
Recognising that long-term success in any industry ultimately depends on
the continuous delivery of an ever-improving and dynamic offering, WealthPortal
prides itself on client focus and service delivery which will remain a key driver
into the future.
Our aim is to offer you a fully-integrated Managed Account service thereby
eliminating difficulties in integrating tax reporting across other financial products
and/or the inefficiencies of duplicated administration fees that have served as a
disincentive to the take-up of Managed Accounts in Australia .
Our Managed Account Service is the first of a number of strategic financial
services WealthPortal is developing for financial planners, accountants and
investors alike.
enquiries@mywealthportal.com.au
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In 1999 netwealth Investments Limited (“netwealth”) was founded to provide
astute investors and the wealth management industry with a better way to
invest and protect current and future wealth and financial wellbeing.

For more information visit
www.netwealth.com.au or call us
on 1800 888 223 to speak to a
netwealth BDM.

netwealth provides a range of innovative and award winning investment,
superannuation & advice solutions to more than 30,000 members and
investors.
netwealth is privately owned and is not constrained by institutional ownership.
It is a member of the Heine Brothers Group (Heine), a privately owned group
that originated in Europe in 1865 and has a long history in international trade
and finance.

www.netwealth.com.au

Subscribe to our free email newsletters on a range of topics delivered
straight to your inbox
Money Management: Australia’s leading source of news and analysis for
financial planners, dealer group principals and investment professionals.
Super Review: The Super Review newsletter provides the latest news and
analysis for all segments of the dynamic and rapidly changing superannuation
and institutional investment industries.
SMSF Essentials: Launched in 2011, SMSF Weekly has established itself as a
leading source of news and strategic information for the fastest growing space in
superannuation, self-managed super funds.
People and Products: Money Management’s weekly round-up of the latest
developments for the industry’s complex and ever-growing array of products and
services.
www.moneymanagement.com.au/membership/newsletters
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Further reading
ASIC looks at revising regulation of
platforms - 29 March 2012

Low-cost platforms a hit with planners 10 July 2013

www.claytonutz.com/publications/edition/29_

www.moneymanagement.com.au

march_2012/20120329/asic_looks_at_revising_

/news/financial-planning/2013/

regulation_of_platforms.page

investment-trends-low-cost-platforms-hit-planners

+RZWRFKRRVHWKHEHVWZUDSDFFRXQWDQG
eliminate unnecessary adviser fees - Feb
2011

3ODQQHUVFRQVLGHUPRYLQJR̆SODWIRUP
4 April 2013

www.2020directinvest.com.au/Resources/FileLibrary/

/news/financial-planning/2013/

MFL-Wrap-Article-mar11.pdf

financial-planner-investment-platforms-questioned

A platform for growth - 28 Sept 2010
www.smh.com.au/money/on-the-money/a-platform-

Platform satisfaction at 11 year high –
12 August 2014

for-growth-20100922-15lwr.html

www.financialplanningmagazine.com.au/news/

www.moneymanagement.com.au

platform-satisfaction-at-11-year-high

Master trusts and wraps - 24 April 2014
www.moneysmart.gov.au/investing/financialadvice/meeting-with-a-financial-adviser/
master-trusts-and-wraps

Planners have greater freedom of platform
choice: Planner Technology Report 13 August 2014
www.adviservoice.com.au/2014/08/planners-greater-

FoFA - Best Interests Duty, Guidance for
CPA Australia public practitioners July 2013

freedom-platform-choice-planner-technology-report/,
13 August 2014

Document/professional-resources/financial-planning/

Regulatory Guide 148: Platforms that are
managed investment schemes – June 2013

best-interests-duty.pdf

www.asic.gov.au/asic/pdflib.nsf/LookupByFileName/

www.cpaaustralia.com.au/~/media/Corporate/AllFiles/

rg148-published-28-June-2013.pdf/$file/rg148-

SOAs set to grow as platform choices fall
under best interest duty 6 September 2013

published-28-June-2013.pdf

/news/financial-planning/2013/

Regulation Impact Statement - Future of
Financial Advice: Best interests duty and
related obligations – December 2012

soas-set-to-grow-as-best-interest-kicks-in

www.asic.gov.au/asic/pdflib.nsf/LookupByFileName/

www.moneymanagement.com.au

RIS - FOFA - Best Interests Duty and Related
Obligations.pdf/$file/RIS - FOFA - Best Interests Duty
and Related Obligations.pdf
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