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Stephen D. Gresham, Arlen S. Oransky : The New Managed Account Solutions Handbook: How to Build Y our
Financial Advisory Practice Using Managed Account Solutions before purchasing it in order to gage whether or
not it would be worth my time, and all praised The New Managed Account Solutions Handbook: How to Build Y our
Financial Advisory Practice Using Managed Account Solutions:

4 of 4 people found the following review helpful. A Must Read for Our IndustryBy Michael SakraidaWhile Mssrs.


http://f3db.com/pub/links.php?id=B001BVWG04

Gresham and Oransky have oriented this great book toward helping financial advisors, it isamust read for those who
sell services to these advisors. New and experienced wholesalers, alike, should come away with ideas on how to be a
better value-added resource to their advisor clients.Specifically, hereiswhat | liked about this book:1) Provides a
quality review of the managed account industry, especially why it has evolved the way it has and the benefitsit
provides advisors and their clients.2) Looks into the future to show some of the important new trends, such as ETF's
and alternative investments.3) Guides advisors on how to be better business and sales people (hint for al wholesaers:
become an expert of these chapters and differentiate yourself by helping your advisor clients grow their businesses)4)
Very well organized, with specific and handy tools and guides.Again, thisis amust read for people in our industry.
Michael Sakraida Sales consultant for advisor-based sales programs

Industry experts share their insight and tell you why: Unified managed accounts represent the future of the managed
money industry. "No other platform offers so many options and can be customized to meet the needs of so many
different types of investors," says one of the nation's most prominent money managers. "We are able to address awide
variety of investment needs with a single product.” (Chapter Mutual fund wrap accounts are enjoying a resurgence in
popularity. "With mutual fund advisory accounts, advisors can develop a consolidated strategy for their clients
utilizing mutual funds," explains one top executive at aleading investment bank. "Investors know that proper asset
allocation produces better results." (Chapter 3) Exchange-traded funds have exploded in popularity with clients and
advisors. "ETFs have changed the landscape by offering financial advisors a new way to diversify their clients
portfolios,” says the national sales manager of one of the world's largest ETF providers. "Advisors can fully diversify
across al asset classes." (Chapter 4) Client demand is fueling the growth of alternative investments. "Larger clients are
asking for these types of investments,” says one director of investment consulting solutions at one of America's largest
banks. "Diversification to minimize risk is the key incentive for adding alternative investments to a portfolio."
(Chapter 4) They'll also teach you how to: * Determine if managed account solutions are right for you, your practice,
and your clients* Transform your financial advisory practice into a wealth management business * Differentiate
yourself from other advisors * Develop arecurring revenue stream that will enable you to grow your business *
Attract new clients and capture additional assets from existing clients* Conduct successful client meetings and host
seminars that get results * Position yourself as a provider of managed account solutions and partner effectively with
other advisors, alied professionals, and the media

"A financial advisor catering to high net-worth individualsis advised to have a copy of 'The New Managed Account
Solutions Handbook', on his desk! Fund Structures, November 2016From the Inside FlapWhile the amount of assets
held in separately managed accounts has more than doubled over the past five years, this growth palesin comparison
to what lies ahead. Over the next five years, the first wave of retiring baby boomersmdash;the richest class of peoplein
world historymdash;will fuel the need for financial advisors who can provide consolidated wealth management
solutions for complex financial needs, from innovative investments ideas and risk management recommendations to
tax-sensitive planning tips. The only platform that can provide all of these servicesis the managed account. The New
Managed Account Solutions Handbook is the definitive reference guide for wealth managers who want to expand their
financia advisory practices, attract high-net-worth clients, and establish recurring revenue streams. With a Foreword
by Christopher L. Davis, President of the Money Management Institutemdash;the national organization representing
the managed account solutions industrymdash;this reliable resource will quickly enhance your understanding of this
discipline. Throughout these pages, renowned industry pioneer Steve Gresham and Money Management Institute
executive Arlen Oransky discuss the strategies of professionals who have successfully integrated managed account
solutions into their businesses and gather insights from undisputed leaders of thisindustry. Divided into twelve easily
accessible chaptersmdash;which can be read independently of each othermdash; The New Managed Account Solutions
Handbook: Provides an overview of the managed account industry from its origins in pension reform legislation to the
new options being offered today Details the advantages of managed account solutions and offers advice on how to
determine if managed accounts are right for your practice Outlines ways to build on your managed account success
and explores what the future might hold for the industry And much more Managed account solutions represent a
higher level of service for the investment side of your client relationships, allowing you to focus more time on the vital
areas of client service and attend to the overall wealth needs of your best clients. With this book as your guide, you'll
discover why managed account solutions should be an integral part of your financial advisory practice and learn how
to transform your practice from the outdated, commission-driven model of yesterday to the fee-based, professional
practice of the future.From the Back Coverlndustry experts share their insight and tell you why: Unified managed
accounts represent the future of the managed money industry. "No other platform offers so many options and can be
customized to meet the needs of so many different types of investors," says one of the nation's most prominent money
managers. "We are able to address awide variety of investment needs with a single product.” (Chapter Mutual fund
wrap accounts are enjoying aresurgence in popularity. "With mutual fund advisory accounts, advisors can develop a
consolidated strategy for their clients utilizing mutual funds,” explains one top executive at aleading investment bank.



"Investors know that proper asset alocation produces better results." (Chapter 3) Exchange-traded funds have
exploded in popularity with clients and advisors. "ETFs have changed the landscape by offering financial advisors a
new way to diversify their clients portfolios,”" says the national sales manager of one of the world'slargest ETF
providers. "Advisors can fully diversify across all asset classes." (Chapter 4) Client demand is fueling the growth of
alternative investments. "Larger clients are asking for these types of investments,” says one director of investment
consulting solutions at one of America's largest banks. "Diversification to minimize risk is the key incentive for adding
alternative investments to a portfolio.” (Chapter 4) They'll also teach you how to: Determine if managed account
solutions are right for you, your practice, and your clients Transform your financial advisory practice into awealth
management business Differentiate yourself from other advisors Develop arecurring revenue stream that will enable
you to grow your business Attract new clients and capture additional assets from existing clients Conduct successful
client meetings and host seminars that get results Position yourself as a provider of managed account solutions and
partner effectively with other advisors, allied professionals, and the media



