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Disclaimer

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 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) and Financial Services 
Guide (FSG) available from www.cfs.com.au or by calling us on 13 18 36. 

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. CFSIL is 
the responsible entity and issuer of products made available under FirstChoice 
Investments and FirstChoice Wholesale Investments. Colonial First State (CFS) is 
Superannuation and Investments HoldCoPty 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 1 November 2022. While care has been taken in preparing this 
presentation (using reliable and accurate sources), to the extent permitted by law, 
neither AIL 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. You can find the Target Market Determinations 
(TMD) for our financial products at www.cfs.com.au/tmd which include a description 
of who a financial product might suit. You should read the relevant Product 
Disclosure Statement (PDS) and Financial Services Guide (FSG) before making any 
recommendations to a client. The PDS and FSG can be obtained from 
www.cfs.com.au or by calling us on 13 18 36. 

This presentation cannot be used or copied in whole or part without our written 
consent. Copyright © 2022 all rights reserved Colonial First State Investments 
Limited ABN 98 002 348 352, AFSL 232468

Adviser use only

http://www.cfs.com.au/
http://www.cfs.com.au/
http://www.cfs.com.au/
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Today’s focus

3

Managed Accounts –
market insights

Future-proofing 
your business

Talking to your clients 
about Managed Accounts

What is your CVP, 
have you nailed it?
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Managed Accounts market insights
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Managed Accounts continue to grow in popularity
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Source: 1. https://www.professionalplanner.com.au/2022/03/most-advisers-now-using-managed-accounts-research/

2. https://www.professionalplanner.com.au/2022/09/managed-accounts-grow-another-22-during-fy22/

53%
of advisers use 

managed accounts1

15.7 hours 

per week
100 days a year1

$135.8 billion 

Growth of 22%2
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The growth of Managed Accounts
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Source: Investment Trends 2022 Managed Accounts Report (E) = Advisers’ estimates for three years’ time
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Question
Investment trends research surveyed advisers to ask what proportion of 
clients portfolios they expect to place in managed accounts by 2025. What % 
was it:

a) 15%

b) 20%

c) 25%

d) 34%

e) 45%
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Future-proofing your business
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Managed 
Accounts are 
mirroring the 
‘typical’ new 
product cycle

Source:  Rogers E. 2003 Diffusion of Innovations, 5th Edition

Innovators Early
Adopters

Early
Majority

Late
Majority

Laggards

2.5% 13.5% 34% 34% 16%
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Diversify your income
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Source: Core Data, October 2022 

The UK

• 12 client meetings per week

• Avg 157 clients per adviser
(About $1.25m revenue per adviser)

• Managed Account businesses maturing

Australia

• 8 client meetings per week

• Avg 102 clients per adviser
(About $800,000 revenue per adviser)

• Managed Account business building
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Changing needs and 
objectives

The economic 
environment

Investment sector 
performance

Taxation position

Social security issues

Managing risk 

11

AFCA Determinations 743645 & 772480 (the same complaint, across multiple licensees) 
covered many issues, specially the review process.

The service agreement stated that the 
review process should address

Investments available

Taxation position 
of investments

Fund manager and 
investment performance Had failed to provide 

ongoing advisory 
services between 
2010 and 2018 

The determination 
was in favour of 
the complainant

The adviser had left 
funds in cash after a 
term deposit had 
expired, rather than 
investing them

Outcome
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What is your client value proposition? WIIFT
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What is your client value proposition? WIIFT
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Setting goals

Accountability (tracking) and (inspiring) 
discipline around implementation of 
financial strategies to achieve goals

Help with goals

Increased retirement income 
leading to higher standards of living 
in retirement

Maximising government benefits 
and age care assistance

Intergenerational transfer of wealth

Better retirement outcomes

Increase your financial 
knowledge and confidence 
(education)

Decrease your financial 
stress, which can improve 
your quality of life

Financial Wellness

Know if there is someone 
available to help you if 
something unexpected 
happens, or you run into 
financial difficulties

Help understand and 
manage financial biases

Behavioural coaching

Asset allocation 
appropriate for a 
client’s risk profile

Selection of appropriate 
investment structures

Income management

Investment expertise

Tax-effective 
investing 

Legacy/Bequest
/Estate planning

Income streams

Help with complex 
financial situations

More efficient from a 
time and cost perspective

Better decision-making

Expert knowledge 
& experience

Grow and manage 
wealth/financial value

Wealth creation

Budgeting

Debt reduction 

Wealth protection
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What is 
your client 
value 
proposition?

Source: https://www.lonsec.com.au/wp-content/uploads/2021/09/CFS_Managed-Accounts-End-Investor.2021_reduced-file-size.pdf

Grow 
your wealth

Lifestyle goals

Peace of mind

Certainty of income

Cash for emergencies

Maintain purchasing power

Education & career goals

Bequests & donations

Financial 
independence



|  CFS  |  Adviser use only    

Question
A great value proposition involves 5 simple steps, that should be conducted as part of 
a discovery and conversation with your client. What is step 1?

a) Provide the key benefits of what you do

b) Explain why what you do is valuable for the client

c) Differentiate your services to others in the market

d) Identify the key problems and concerns of your client

e) Provide your credentials
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All clients 

Do you feel 
financially secure?

Better family life 
and improved 
mental health

Retirees

Do you have a comfortable/ 
lavish lifestyle in retirement?

Pre-retirees

Will you have enough money 
for retirement?

Communicate your value – the evidence is clear

16

Source: https://www.professionalplanner.com.au/2022/10/lavish-retirements-and-the-value-of-advice/ 

Advised clients 2/3 50% 62-85% 40%

Non-advised clients 1/3 25% 18-35% N/A
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Talking to clients about Managed Accounts
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Select an investment, 
manager or Managed 

Account provider

Communicate your investment approach

18

Suitable investment 
structure

Establish client risk 
profile – strategic 
asset allocation

Investment
philosophy
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Explain the benefits, risks and costs of Managed Accounts

19

Source: https://www.lonsec.com.au/wp-content/uploads/2021/09/CFS_Managed-Accounts-Brochure-Advisers.2021.pdf

Cost efficient Efficient and simpleResponsive 
to changes

TransparentManaged by an 
experienced team

Aligned to 
their needs
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Question
Managed accounts provide a range of benefits to clients, one of these is timely and 
compliant portfolio changes that can enhance portfolios outcomes and manage 
downside risk. If timely changes are NOT made, clients risk loosing what % of the 
benefit, if changes are not implemented within 12 weeks:

a) Cost of delay after 12 weeks is up to 30%

b) Cost of delay after 12 weeks is up to 40%

c) Cost of delay after 12 weeks is up to 60%

d) Cost of delay after 12 weeks is up to 80%

e) Cost of delay after 12 weeks is up to 100%
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Educating your clients about Managed Accounts

21

1. What is a 
Managed Account?

Short definition, avoid 
jargon, simple language

2. How they work

Infographics/diagrams 
rather than wordy 
explanations

3. Pros and cons

Provide an unbiased, 
bullet point, 
table, summary

4. Personalise to 
the client

How does this solution 
benefit your client?

Consider:

Client’s existing level of knowledge

Client preference for learning

Accessibility issues

Language

Learn about
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Responding to client questions about 
Managed Accounts



|  CFS  |  Adviser use only    

Responding to client questions

23

I already pay you for 
investment advice, 

why should I pay for 
this service as well?

I will still be managing your money for you, I will be making sure that the funds are appropriately invested to 
your risk profile and that there is enough cash to pay for Insurance – pensions etc… 

However what I do strive to do as your adviser is to get you the best possible outcome in your investments, I 
feel partnering with an experienced investment manager will do just this, this structure will also allow for the 
fund manager to be able to place trades instantaneously on your behalf meaning we don’t miss out on 
opportunities or expose your portfolio to risk for too long because I was unable to get hold of you or I was 
away for example.  

These structures help remove some of the key person risk I and you expose the portfolio to and allows me to 
work more seamlessly with you and on your behalf whilst having the administration of your portfolio handled 
by someone else.

Access to 
institutional pricing

Access to discounted 
fee arrangements
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Responding to client questions

24

I am very happy with 
your service, why 

change now? Focus on 
achieving 
your goals

Individual 
ownership 
of assets

Market insights 
and additional 
communication

Faster portfolio 
changes

Enhancement 
to our existing 
investment 
process

Efficiency
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Key takeaways

25

• Managed Accounts can help to create 
efficiency in your business

• Future-proof your business

• Check in: How do you communicate your 
investment approach?
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Questions?
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Learn more about CFS Managed Accounts

27

Visit 
cfs.com.au

Call us on
13 18 36

Speak to
your local business 

development manager
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