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Indepth ≈ Platforms
The direct approach gains ground, writes David Heather.
hen Sunshine Coast financial advisers
Rob McGregor and Greg Holman left
Professional Investment Services in 2011,
they had a clear vision of the type of licen
see they wanted to be part of:
◊ independently owned and run;
◊ not reliant on platform rebates or
volume bonuses for survival;
◊ not clinging to traditional methods of
portfolio construction and risk profiling.
In the end, they set up their own Austral
ian Financial Services Licence, enlisting the
help of former PIS general manager
Grahame Evans as managing director.
GPS Wealth was launched in February
2012. More than 50 advisers from 32 prac
tices have since joined the dealer group.
GPS Wealth wanted to find an effective,
efficient alternative to master trusts and
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wrap platforms, which many of the group’s
advisers felt were inflexible and expensive
and no longer served clients’ best interests.
The group decided to implement a man
aged discretionary account to allow advisers
to build bespoke portfolios to minimise
investment and administration costs. New
clients pay an average fee of between 0.6 per
cent and 0.8 per cent of assets under advice
compared with fees of up to 1.5 per cent pre
viously. There are plans to move about 60 per
cent of funds under advice into the MDA
structure over the next few years.
All assets are held in the name of the cli
ent via a custodian and changes can be made
to the portfolio without producing a record
of advice each time. For GPS Wealth advisers
this has meant less administration and more
time in front of clients.
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David Heather is CEO of managedaccounts.com.au.
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Michael Kinens and
Matthew Heine , below,
see new tools as aids,
not replacements,
for financial planners.

Vanguard’s range of exchange traded funds in the major asset
classes helps you deliver the diversification, transparency and
liquidity your SMSF clients are looking for – with management
fees that are a fraction of the industry average.1
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range of boutique and big name managers. Users will be advisers or
their clients.
Expert investment advice from the comfort of your own
desktop? Is this a threat to the advice industry?
“It’s a threat to the managed funds industry, potentially,” he says.
Advisers should see this capability as a way to enhance their skills.
Heine says a platform is a piece of infrastructure, but it is also
becoming an important tool used in client engagement. Clients can
look at their accounts online, buy and sell shares and managed funds
(provided the adviser allows access) and have mobile access.
“There are different levels of sophistication within an adviser’s
client base,” he says. “There will be those ... who want to be very much
involved and in control of what’s going on and those that want to
delegate totally to the adviser.”
It’s too early to say how the ASX mFund will affect that relation
ship, he says. Clients will be up for brokerage fees on top of fund fees
when trading, while on a platform there is typically a free switch.
Regarding any threat from increasingly sophisticated retail brok
ing sites, Heine says there may be a convergence of different services.
"I think clients are going to opt for a single solution, rather than
having their shares sitting with a discount broker, their super sitting
with a platform and their managed funds held separately. It might
mean the brokers end up offering wraps.”
The possibility of acquisitions in the future? “Absolutely,” he says. ◊

While the flexibility of MDAs has
attracted the attention of the regulators in
the past, the firm has overcome criticisms
of the structure by putting in place a risk
management framework including an
investment charter and investment com
mittee. To ensure rash investment decisions
aren’t made, the charter explicitly details
the group’s investment principles and
parameters while a number of external,
independent experts are members of the
investment committee.
The majority of clients still use
platforms, but Evans reckons this to dimin
ish over the time as clients seek greater
transparency, lower fees and more taxef
fective structures.

The perfect
vehicle for the
road to
retirement.

With over A$3 trillion in assets under management worldwide
including A$380 billion in ETFs2, The Vanguard Group, Inc. is
one of the world’s largest global investment management
companies. In Australia, Vanguard has been serving financial
advisers, retail clients and institutional investors for more than
15 years.
Connect with Vanguard™
The indexing specialist
1300 655 205
vanguard.com.au

Vanguard ETFs deliver low-cost
diversification for your SMSF clients.
1 Source: Morningstar, 2013.
2 Assets under management as at 31 December 2013.
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