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Building the business case 

From experience, the implementation of a private label 
managed account represents a whole of business 
transformation that can take many months (if not years) 
for advice businesses to fully transition clients and 
recognise the true business benefits. 

For many the business benefits are huge, but before 
embarking on such a project an examination of your entire 
business is required and the development of a sound 
business case should be the starting point. 

The business case itself will look to justify the private label 
in terms of its expected commercial benefits. Each 
business will go about this differently pending the 
investment philosophy, complexity of portfolios and 
internal resourcing to support but there are some 
questions or considerations that are fundamental and 
should be examined as part of the business case. 

Question 1 - What benefit are you looking 
for in a managed account service? 

According to the 2018 Netwealth Advice Tech report, of 
those that use managed accounts, 73.73% indicate the key 
benefit they derive is improved efficiency. 

What business benefits do you receive from 
managed accounts? {Business who use them) 

Improved efficiency 

Better trading efficiency 110.17% 

Better client engagement I 8.47% 

Clients have improved I 3.39%understanding of their ... 

Better tax outcomes for 
clients 

Additional revenue stream 

I 3.39% 

I o.ss%

73.73% 

But what is efficiency in terms of business case? How 
much time savings can you expect? Is it one hour a day or 
multiple hours per day? You will need to do a close 
examination of your advice process and how will it change, 
especially regarding the time advisers spend administering 
client's model portfolios. 

Feedback from some managed account adopters has 
indicated that advisers can save over one day per week 
through not having to rebalance portfolios manually, 
switch assets, advise on corporate actions etc. 

Another key business benefit to advice businesses is the 
improved ability to more fairly manage investment 
portfolios, which may translate into more satisfied clients. 

Managed accounts can provide an improved fiduciary 
outcome for clients as all portfolios are implemented and 
managed simultaneously. With model portfolios, changes 
are usually implemented at the clients' annual review and 
hence clients' portfolios can generate very different return 
outcomes. This problem is removed under a managed 
account structure. 

Other often cited client benefits are an improved client 
experience through improved tax optimisation and 
portfolio transparency which itself can lead to improved 
financial literacy. 

A private label managed account may allow you to lead to 
service more clients through a more automated, scalable, 
repeatable and systematic investment process, with the 
ultimate business benefits a larger more profitable client 
base. 

Lastly, managed accounts can also provide a revenue 
stream to offset the costs to the advice businesses in 
establishing and managing the private label managed 
account portfolios. Given professional portfolio 
management requires time, governance and use of 
investment experts, a fair and equitable model fee could be 
charged to offset these costs. 

In short, when managed accounts are viewed as a whole of 
business solution, there are numerous benefits that should 
be examined and quantified as part of the business case. 
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So how long does it all take? 

With so many different private label business models 

available it's difficult to categorically provide a view on how 

long it takes to establish a private label managed account. 

Our experience has been that given the advice process, 

technology and customer experience transforms, it can 

take many months (if not years) for advice businesses to 

build the business case and then establish their 

investment governance structure and fully transition their 

client-base to the private label managed account. 

To this end, implementing a private label is not a decision 

that should be rushed, and we encourage you to discuss in 

detail the above requirements with your chosen platform 

partner. This will also provide you with a good 

understanding in how seriously the platform treats 

governance but the broader support that you and your 

business can receive. 

With that said, private label managed accounts are 

providing many of our clients significant business benefits. 
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6 questions 
to ask yourself
Managed accounts are a 'whole-of-business' solution that may add consistency 
and reliability to your entire business, transforming the way you do business.

01. What are your business 
objectives?
A managed account is more than just an 
investment option. It is a whole of 
business solution addressing a number 
of business needs. It can offer you the 
ability to attract & retain clients, increase 
business efficiency and even generate 
new revenue streams.

04. What types of managed 
accounts should you consider?
You will have plenty of options for running 
your investment strategies: MDA, IMA, 
SMA, model portfolios, managed funds, 
etc. How do you make sure you 
understand the pros and cons of each for 
your business?

02. Who are your customers?

Identify which of your client base is 
suitable for a managed account based on 
their attitudinal profile. Demographic 
profiles are sometimes misleading as life 
stage is not always an indicator of 
appropriateness.

05. Should you establish a private 
label managed account?
It is important that you properly 
understand the implications of 
establishing your own private label and 
resultant requirements to your business 
model such as resourcing, processes and 
costs.  Setting up a private label is not for 
everyone.

03. What is your investment 
philosophy?
Having certainty and clarity on your 
businesses investment philosophy is 
critical in determining whether a 
managed account solution is suitable for 
you and your clients. This includes 
understanding the key drivers for asset 
allocation and portfolio construction for 
your clients and your approach to 
segmenting your investment approach 
for your clients as managed accounts 
may not be suitable for them all.

06. How to choose your managed 
account solution provider?
To be truly beneficial to advisers and their 
clients, it is important that the solution or 
platform provider has a simple yet robust 
procedural and administration structure. 
There are a lot of things that happen 
behind the scenes that make running a 
managed account seamless experience 
for advice practices and dealer groups, 
that are important to understand.

Is the timing right for you to consider a managed account solution for your business? To determine this, there 
are at least six things you will need to consider:



Netwealth Managed Account: 
A whole of business solution

Greater flexibility for your clients

In the age of the Internet, transparency is a given. Managed 
Accounts offer your clients greater control and transparency, 
giving them a tailored investment experience, all in a tax efficient 
investment vehicle.

Improve your business efficiency and profitability

You have more and more things to do, but less and less time to do 
them in. Managed Accounts can make managing client 
investment portfolios more efficient because there is less time 
spent on ROAs, SOAs, and associated paperwork.

Access to a wide range of investment managers

Netwealth has made choosing a managed account provider 
easier by carefully selecting a range of sector and diversified 
investment managers for you to use with your clients.

Your private label managed account solution

With more and more pressure on margins, advice practices, 
licensees and private offices are looking at new business models. 
Netwealth’s private label managed account solution makes this 
opportunity a reality by offering a fully branded investment 
solution.

Scale and grow the profitability 
of your business

Take advantage of 
Netwealth’s robust and fully-
featured managed account 
platform that is both 
powerful and flexible enough 
to meet the evolving needs 
of your business.



Not all managed account 
technology is equal

Impressive computation power

Consider the computation power and sophisticated algorithms 
required to manage our Managed Account models with their 
many underlying investments, rules and exceptions used by 
thousands of investors.

A robust legal, admin and support structure

To be effective a managed account must run seamlessly for 
advice practices, licensees and private offices. We set ourselves 
apart by not only focusing on our technology, but on ensuring 
a robust legal, administration and support structure.

Easy to use online access

Simply login to your Netwealth account to view a client’s current 
investments, allocation to Managed Account models and suite of 
integrated reports. Buy and sell online and update investment 
preferences or suspend rebalances.

Integrated with non-managed account assets

We provide you access to both managed account and non-
managed account investment options from an individual super 
or investment account, helping to make portfolio management, 
performance reporting and client engagement easier.

Efficient investment trading

With our Managed Account, implementation is quicker and cost 
effective with same day trading, account level netting of trades 
and floating model capability. We specialise in minimising 
investment implementation risk and reducing tracking error.

Customise with rules and exceptions

With our investment parameters and rules, you and your client 
can exclude, lock or substitute investments and set minimum 
trade sizes and holding amounts.

A broad variety of investment models

Options available include ASX 200, small, mid-cap and income 
models as well as diversified and direct international securities 
models from a range of managers and asset consultants.








