
Busines improvement 
via managed accounts
Potholes and roadblocks 
on the journey

June 2022 Brent Bevan
Head of Asset Consulting
MLC Asset Management



This information has been prepared by MLC Asset Management Pty Ltd (MLCAM) 

(ABN 44 106 427 472, AFSL 308953), a part of the Insignia Financial group of 

companies (comprising Insignia Financial Ltd ABN 49 100 103 722 and its related 

bodies corporate) (‘Insignia Financial Group’). No member of the Insignia Financial 

Group guarantees or otherwise accepts any liability in respect of any financial product 

referred to in this communication or MLCAM’s services.

This publication is intended only for financial advisers. This publication and any 

information contained in it must not be distributed or communicated to “retail clients” 

as defined in the Corporations Act 2001 (Cth). 

This information may constitute general financial advice. It has been prepared without 

taking account of an investor’s objectives, financial situation or needs and because of 

that a financial adviser and investor should, before acting on the advice, consider the 

appropriateness of the advice having regard to the investor’s personal objectives, 

financial situation and needs.

Any opinions expressed in this communication constitute our judgement at the time of 

issue and are subject to change. We believe that the information contained in this 

communication is correct and that any estimates, opinions, conclusions or 

recommendations are reasonably held or made as at the time of compilation. In some 

cases the information has been provided to us by third parties. While it is believed the 

information is accurate and reliable, the accuracy of that information is not 

guaranteed in any way.

Any projection or other forward looking statement (Projection) in this document is 

provided for information purposes only. No representation is made as to the accuracy or 

reasonableness of any such Projection or that it will be met. Actual events may vary 

materially.

MLC Managed Accounts Strategies are available via investment platforms. Please refer 

to the MLC Asset Management website (www.mlcam.com.au) for a full list of platform 

availability. You should obtain a Product Disclosure Statement relating to the investment 

platform and consider it before making any decision about whether to acquire or 

continue to hold interests in the Model Portfolios. 

MLCAM may use the services of the Insignia Financial Group where it makes good 

business sense to do so and will benefit customers. Amounts paid for these services are 

always negotiated on an arm’s length basis. 

Important information



The managed account journey
A simplified roadmap
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Speedbumps
Slows the progress of transition 

but still on the right course

Detours
Introduces tangent routes and 

longer transition delays

Roadblocks
Present significant delays and/or risks  

the ability to reach intended destination 

Idea

Phase

Select/build Start journey

Destination
High quality, efficient, consistent and 

scalable investment offering



A managed account roadmap
Example build out process
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Explore & 
Align

Consult & 
Collaborate

Validate & 
Solve

Propose & 
Implement

Support & 
Review

• Establish investment 
objectives

✓ Required returns

✓ Liquidity profile

✓ Cash flow profile

✓ Tolerance and 
capacity for ‘risk’

• Establish portfolio 
preferences, constraints 
or restrictions

✓ Preferred investment 
styles or vehicles

✓ Fee budgets

✓ Transition 
considerations

✓ Taxation implications

✓ ESG, SRI or ethical 
requirements

• Establish governance 
and execution 
requirements

✓ Development of formal 
investment policy

✓ Engagement with 
preferred platform(s)

• Agreement on ongoing 
service and support 
required

• Periodic reporting and 
insights

✓ Market and portfolio 
performance 

(monthly and quarterly)

✓ Rebalance and trade 
notifications 

✓ Access to real time 
portfolio holdings and 
valuations (managed 
account implementation)

• Periodic review

✓ Formal review of 
established objectives, 
risk and return 
assumptions, portfolio 
structure and 
performance

✓ Attendance and/or 
representation at required 
committees, boards and 
management forums

• Additional consulting 
support as required

• Validate requirements 
against forecasts

✓ Required vs forecast 
returns

✓ Desired vs required 
risks

✓ Probability of 
achieving objectives 
under multiple market 
scenarios

✓ Portfolio stress testing

• Reconcile conflicts

✓ Returns, risks, 
preferences or 
constraints - are trade-
offs required?

✓ Assist in stakeholder 
engagement

• Identify investment 
solutions 

✓ Asset allocation, 
manager/security 
selection and optimal 
implementation 
structure

✓ Availability of rebates

✓ Avoid unnecessary 
turnover

✓ Quantify expected 
outcomes – what is 
being gained vs lost

• Understanding you and 
your practice

✓ Client types and advice 
model

✓ Current investment 
approach

✓ Key drivers behind shift 
to managed accounts 

✓ Preferred go forward 
operating model 
(delegate, collaborate 
or control)

✓ Key expectations

• Understanding MLC

✓ Our investment 
approach

✓ Our capabilities and 
resources

✓ Our tailored offer  
(what it is and isn’t)

✓ Investment team 
meetings

• Can we move forward?

✓ Alignment of 
investment 
philosophies and 
beliefs

✓ Confidence in the MLC 
team and processes

✓ Ability to deliver on 
your preferences and 
expectations 

• Portfolio proposal and 
acceptance

✓ Document and agree 
on recommended 
solutions

✓ Finalise portfolio fee 
elements

✓ Formalise investment 
policy and agreements 

✓ Supply relevant 
support 
documentation, 
collateral and agreed 
communications

• Transition planning

✓ Engagement with 
required platforms

✓ Construct a plan and 
timelines for efficient 
and cost effective 
portfolio transition of 
existing portfolios

• Execution phase

✓ Delivery of agreed 
portfolios on platform 

✓ Provision of support 
for practice level 
operational and 
transition activities

Advice 
Transition

• Advice Systems

✓ Holdings and costs 
available in preferred 
advice tools

• Advice process and  
documents

✓ SOA and ROA content

✓ Marketing collateral, 
websites, FSG etc 

✓ Segmentation 
(standard vs tailored)

• Segmentation planning

✓ Reconfirm original 
book estimates

✓ Thresholds (for clients 
in or out)

✓ Timing (normal review, 
out of cycle etc)

• Communications

✓ How/when (review 
cycle or out of cycle)

✓ Dealing with 
objections

Idea

Phase



The managed account roadmap
Potential speedbumps
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Client segmentation 

• Over or under segmenting

• FUA or existing service offering focused

Operational detail

• Platform level (transactions, corporate 

actions, tailoring, reporting)

Change overload 

• Client or adviser level

• Link to service offering review

• Rethink old segmenting – embrace the 

scale managed accounts offers

• Due diligence – understand SMA/MDA and 

model tech limitations

• Talk to the platform or talk to managers and 

consultants that use it

• Hard to avoid in many instances 

• Ensure the advisers and support staff are 

comfortable

• Test batch of clients before full rollout

“Slows the progress of transition but still on the right course”



The managed account roadmap
Potential detours
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Lack transition planning

• Moving from current to end state too 

quickly (large change/turnover) or

• Embedded too many compromises day 

one

Client hoarding

• Look for reasons not to

• Loss of control

Market timing 

• “I’ll move them, after this recovers”

• Must be addressed in build out phase 

• What drove the portfolio and platform 

changes?

• Presents challenges with BID, value prop 

and addressing client objections

• Behavioural and cultural

• Are you ready? Is your team?

• Can quickly go from detour to roadblock

• Same factors as above?

• Sunk cost investments

“Introduce tangent routes and long transition delays”



The managed account roadmap
Potential roadblocks
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“Present significant delays and/or risks the ability to reach intended destination” 

BID Challenges

• Too many compromises

• Adviser vs client outcomes

• Articulating cost vs value

Adviser value proposition

• Improved or compromised?

Underestimating cultural change

Failure to meet expectations

• Consultant mismatch

• Performance or service levels

Licensee requirements

• Compromises = long term challenges

• What is being gained not just what it is costing

• Understand your licensee view (if relevant). If it’s narrow, work to 

amend it, enlist your consultant to support

• Structures don’t have to be rigid, plenty of HNW firms 

operating SMA style programs.

• Are you highly niche or specialist? If not, don’t re-invent the 

wheel, seek out similar examples

• Ask

• Specifically manage this (training sessions etc)

• Get buy-in – beyond key stakeholders if you can

• How are you conducting your DD/tender process?

• What did you actually want from the partnership?

• Ask consultants and platforms - what are your weaknesses



Key takeaways
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Are detailed roadmaps available?

• Why: Business efficiencies and value proposition

• What: Structures available (pros and cons)

• How: buy, partner or build?

• Who: selecting providers and partners

Where can I find help?

• Licensee (if relevant)

• Existing consultant or fund manager

• Platform provider (current or target)

• Plenty of online content from all of the above

The biggest potential obstacles

• Evolving your value proposition 

• Not getting transition planning right

• BID focus is too narrow

• Wrong consultant or platform

• Underestimating cultural change

How do I avoid them?

• Be aware of them

• Make sure your build out specifically 

addresses the points raised

• A quality due diligence process

• Seek external advice and experience



Questions?



Thank you


