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How to Engage Clients



Who are Praemium?

ASX Listed
• Company founded in 2001

• Listed on Australian Stock Exchange (ASX) in 2006

Global 

Footprint

• Head office in Melbourne, Australia

• Locations in UK, Jersey, Hong Kong, China, Armenia

• Over 150 staff

Services
• Wealth management software and services

• Over 700 wealth management clients covering 

£50 billion in assets



What do we do?

*CRM: Customer Relationship Management

 CRM*-centric financial planning suite 

 Built around Microsoft Dynamics

CRM & 

Financial 

Planning Suite

Investment 

Platform

 “Next-gen” proprietary model portfolio 

platform

 Best in class, award-winning platform

WealthCraft

Plum

Praemium

Investment

Management 

Solutions

Smart 

Investment 

Management

 Risk graded, multi-asset portfolios/funds 

 Experienced team, 40 years experience and a 

proven track record



The opportunity for the investment industry

 The DC giant awakes
 Auto-enrolment and recent pension freedoms should support growth of DC 

market to estimated £1 trillion by 2020*

 Estimated 9m* first time pension investors

 A global opportunity

 Focus on encouraging long term ‘saving’ 

 Investment needs of individuals go beyond pensions  

 Cash accounts for over 40%** of household assets in Europe compared with 
18%** in the US

 Fund management industry focuses on top 10% of investors -missing out on 
investable assets of €2.65tr in Europe alone

 Embrace a new approach - educate and engage investors
 Restore investor confidence

 Encourage a greater support from the regulators

* The Future Of Investing And The Great Social Shift, Marketwire May 2013 
** Beyond 10%.  MacKay Williams.  Alfi.  2013



There are a few challenges…

 Lack of Confidence
 Strong AUM figures disguise that mutual fund ownership in Eurozone 

households fell by 25% between 2006 and 2013*

 Industry scandals and short term sales strategies have damaged trust

 The ‘GFC’ continues to unsettle most investors and savers

 Lack of Time/Willingness
 Some clients like the idea of choice but don’t like to choose! Others are simply 

too busy

 Risk Aversion
 A huge number of potential investors now see funds as just too risky for their 

savings which is compounded by industry jargon

 Complexity
 Clients have wider access to information but it’s working out how it translates to 

their situation

 The industry has succeeded in making clients feel they need special information 
to invest.  The result low confidence, frustration, disengagement

 Costs 
 Cost is becoming a differentiator but its not the only one

 Clients will still pay for service

** Beyound 10%.  MacKay Williams.  Alfi.  2013



How can we engage clients?

 Innovation
 Products that target specific client needs – ‘protect my capital’, ‘I want an income 

for life’ 

 Innovation in distribution will produce the most noticeable impact

 Solutions that embed some level of ‘simplified advice’

 Communication
 Majority of clients rank support or advice over ‘top performance’

 Marketing messages should focus on the benefits or outcomes for the investor 
and not on the merits of a product or a manager

 Focus on building brands that engender values that are important to the 
investor.

 Education
 Stop selling, educate! Its time industry considered ways in which they might 

collectively achieve this

 Facilitate access to independent research and analytics – Pure Group

 Technology
 Creative use of technology is all important to the effective delivery of solutions 

as well as communication and education 

 Doing this ‘properly’ is essential or we may find we are up against some major 
‘non investment’ brands who will show us how it’s done



‘Protecting your future wealth’

A NEW fund range combining the opportunity for consistent investment returns by offering 

clients access to a choice of global risk-graded, multi-asset strategies, coupled with the 

reassurance of an ongoing minimum level of 80% capital protection. 

An investment designed to offer clients a way to protect their capital without limiting their 

ability to grow their assets to meet their goals and objectives over the long term. 

An ideal solution for investors ‘at’ and ‘in’ retirement and cautious investors who may 

otherwise not invest or be drawn towards the ‘low-risk asset classes’ of cash or fixed interest 

exposing them to the unintended risks that a lack of diversification brings.  

Introducing the Smartfund Protected range



How will Smartfund Protected work?

Protection 

Component

Risk-Graded 

Strategy

Protected Fund 

NAV

=

Risk-graded strategy

The performance engine of the fund is an actively managed multi-

asset strategy, which is diversified in the same way as the other Smartim

risk-graded investment solutions and applies the same risk controls. All

three are global strategies offering exposure to a portfolio of equities,

bonds, property, foreign exchange and alternative investments.

Protection component

Morgan Stanley will provide the protection component, which

guarantees at all times a minimum value of 80% of the highest fund

value achieved. Gains made continually increase the protected value.

The protection is delivered by an innovative mechanism using

derivatives. This enables the fund to benefit from positive performance.



A choice of three risk-graded strategies…

Smartfund 

Protected Cautious

Smartfund 

Protected Balanced

Smartfund 

Protected Growth

3%

80%

4% 6%

80%80%Protection Level

Monthly Performance Cap

Indicative weightings

25%

35%

27%

8%
5%

Equity

Fixed Income

Absolute Return

Property

Cash

55%20%

15%

5% 5%

92%

6% 2%

Source: Smartim.  



Compelling back tested returns – Growth Strategy

Source: Morgan Stanley and Smartim.  

 Back testing of the protected growth 

strategy vs the unprotected version 

of the strategy over ten years to 1 

January 2015.  

 These performance figures reflect 

what a client would have received 

after all charges.

 The performance figures reflect the 

impact of the monthly performance 

cap and the cost of the option.  
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Embrace a new approach

 There is a huge opportunity to engage with clients not only in relation to their 
retirement but also their long term savings

 A cultural shift is required. Sales strategies that focus around products and short 
term ‘wins’ rather than client outcomes can only have one result – ‘We will end up 
with the clients none of us want’

 There are challenges and it might not be a ‘quick win’ but success will go a long way 
to rebuilding trust with investors and the regulators

 But we must remember - there is a big difference between telling clients to ‘save’ for 
their future and empowering them to take responsibility for their future wealth



Important Information

This document includes pre-launch marketing information for the Smartfund Protected 

range of funds and is solely intended for the use of IFA’s and Professional Investors. 

Please note that this document should not to be forwarded to potential investors. 

Potential investors cannot have reliance upon the content of this material and should 

not treat the contents of this document as advice relating to legal, taxation, investment 

or any other matters.

This information is provided for education purposes only and is not intended to provide 

legal or investment advice. 

Subject to authorisation from the Central bank of Ireland, the Smartfund Protected Fund 

range will be sub funds of Fundlogic Alternatives plc, a UCITS fund which is based in the  

Republic of Ireland.

For use by professional financial advisers only. No other person should rely on, or act on 

any information in this document when making an investment decision. This document 

has not been approved for use with investors or other clients.


