
Model citizens 
Model portfolios align firms,  
advisors, and client goals. 
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As US wealth managers broaden their focus from providing  
investments to delivering comprehensive financial planning, model  
portfolios are helping to streamline the investment process for advisors  
and provide clients with more consistent investment experience.

Wealth managers facing  
increased regulatory focus on suit-
ability see models as providing an 
extra layer of due diligence; 77% say 
models help them manage risk, all 
while providing more customized  
client experience.1

Advisors who need to balance 
business growth expectations with 
growing demand for expanded  
services from clients are finding that 
models can afford them more time  
to address the challenge without  
compromising on investment quality.

Clients who are presented with  
a more complex financial picture  
are getting access and institutional- 
quality investment management and  
a more holistic advisory relationship.

A win-win-win proposition

1. Natixis Investment Managers, Global Survey of Fund Selectors conducted by CoreData Research in November and December 2022. Survey included 441 respondents in 28 countries   
    throughout North America, Latin America, the United Kingdom, Continental Europe, Asia and the Middle East. 152 of these respondents are from the US.
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Models offer  
enhanced  
efficiency for 
wealth managers
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One end of the spectrum, wealth managers are faced with the 
challenge of overseeing the investment decisions of thousands  
of advisors who are often managing investments for hundreds of 
clients. On the other, they’re faced with helping clients stay invested 
when markets are uncertain and volatile. Fund selector sentiment 
suggests that model portfolios can help to address both concerns.

Models can help address critical concerns
Wealth managers face key business challenges  

in today’s complex investment environment  
and rapidly changing economic landscape: 
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Models  
help enhance  
investments and 
relationships
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Natixis Investment Managers, Global Survey of Fund Selectors conducted by CoreData Research in November and December 2022. Survey included 441 respondents in 28 countries 
throughout North America, Latin America, the United Kingdom, Continental Europe, Asia and the Middle East. 152 of these respondents are from the US.

Firms say models provide a more unified approach,  
making it easier to explain performance:

Firms also find that models are a basis  
for a more holistic client relationship:

Models make UMA  
implementation  
more efficient

Models give clients  
a more consistent  
investment experience

Models help  
manage risk

Models provide  
an extra layer of  
due diligence

82% 77%

77% 69%
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Platform plans  
emphasize  
specialty models

W
EA

LT
H

 M
A

N
A

G
ER

S

How firms will grow their platform
More than half (51%) of fund selectors say their firm will  

add to third-party offerings on their model portfolio platforms.

Natixis Investment Managers, Global Survey of Fund Selectors conducted by CoreData Research in November and December 2022. Survey included 441 respondents in 28 countries 
throughout North America, Latin America, the United Kingdom, Continental Europe, Asia and the Middle East. 152 of these respondents are from the US. 

High-net-worth/Tax-efficient models 

Income

Alternative sleeves

ESG

Thematic

46%

44%

43%

34%

26%

58%

Fund selectors say their  
firms are finding greater  

need for speciality models
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Advisors today face three key challenges

Models help  
advisors focus 
on growth  
activities

Natixis Investment Managers, Global Survey of Financial Professionals conducted by CoreData Research in March and April 2022. Survey included 2,700 respondents in 16 countries.

They’re increasingly called to provide expanded financial planning services.  
In fact, financial planning advice tops the list of investor needs, with 45%  
of individuals saying that’s one of their key concerns. 

Advisors have lofty growth goals and they know they need new clients.  
In 2022, many reported that they planned to grow their practice by an  
average of 14.2% annually through 2025. That’s quite a challenge,  
considering they say they can only spend 9% of their time prospecting  
each week. Models give them more time to address these challenges  
without compromising on investment quality.

Managing clients

Meeting with clients

Managing client investments

Prospecting

Marketing

Regulatory compliance

27%

25%

15%

9%

3%

4%

Managing clients

Meeting with clients

Managing client investments

Prospecting

Marketing

Regulatory compliance

27%

25%

15%

9%

3%

4%

How advisors spend their days
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manage their  
investments

run and grow  
their business

manage  
their clients
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Advisors  
apply models  
for efficiency  
and growth
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Natixis Investment Managers, Global Survey of Financial Professionals conducted by CoreData Research in March and April 2022. Survey included 2,700 respondents in 16 countries. 
300 are from US.

Models offer a solution for advisors as they look to enhance  
efficiency and streamline the investment process.  
63% of advisors say demonstrating their value beyond asset allocation is 
critical to their success – something that more than 2/3 (67%) say is a  
challenge. 60% say it’s key to establish a relationship with their clients’  
families, which 8 in 10 (81%) say is difficult. 34% say client retention will  
be instrumental to their growth, which 61% find challenging.  

42%
say they use models 
for retirement  
account rollovers 
(for an easy and  
efficient way of  
allocating holdings)

29%
say they use models 
to transfer assets 
into their practice 
when they win  
new clients

Two opportunities for introducing models into a practice
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Models help  
bolster client 
confidence
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Natixis Investment Managers, Global Survey of Individual Investors conducted by CoreData Research in March and April 2023. Survey included 8,550 individual investors in 23 countries. 
750 are from US.

Roughly half of investors surveyed are already invested in models. In terms of 
assets, they span the wealth spectrum – from 37% of mass market investors and 37% of 
mass affluent investors to 35% of high-net-worth investors. 

Overall, 78% of those invested in models say they look at volatility as an investment oppor-
tunity, while just 47% of non-model clients do. Similarly, 70% of model clients say they should 
invest more to keep pace with inflation while only 40% of non-model clients agree. Model  
clients also feel that inflation has underscored the need for professional advice (80% vs. 48%).

Model clients are  
nearly twice as likely  
to say they are  
confident in the state  
of their finances (45%) 
compared to those  
not in models (24%)

Model clients are  
half as likely to say  
they are stressed  
about their finances 
(11%) compared  
to those not in  
models (23%)

 
 

 
 
Clients invested in  
models are more likely  
to say they trust  
their financial advisor  
when making financial  
decisions (97%)  
than those who are  
not in models (73%)

97%
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Model clients  
more likely to be  
interested in broader  
advisory services
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Retirement income                                         

Financial planning                                           

Sustainable investments                                 

Tax-efficient investments                                

Private investments                                        

Estate/Generational planning                         

Lending/Credit solutions

62%
53%

59%
42%

50%
35%

41%
32%

38%
23%

37%
24%

19%
12%

Model Users          Overall

What services are you most interested in?

Model clients 
think the most 
important facet  
of their advisor 
relationship is 
that they are  
getting financial 
planning advice

Natixis Investment Managers, Global Survey of Individual Investors conducted by CoreData Research in March and April 2023. Survey included 8,550 individual investors in 23 countries, 
750 are from US.
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A win-win-win  
solution

Models align firms, advisors, and clients 
•	 Firms are wise to orient their service offering to a wider set of client financial 	
	 objectives than investments alone as they are much in demand — and still 	
	 provide the models option on their platform.  

•	 The opportunity for advisors is to align themselves with these two market  
	 forces. They have to go beyond asset allocation to earn new assets form  
	 new clients or win more assets from current clients. Right now, many  
	 are challenged by the time it takes to deliver. But model adoption shows  
	 that it may provide the time advisors need, without compromising on  
	 investment quality.

•	 Clients want additional services – not just an asset allocation strategy from 	
	 their advisor.
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Additional Information

The views and opinions expressed may change based on market and other conditions. This material is provided 

for informational purposes only and should not be construed as investment advice. There can be no assurance 

that developments will transpire as forecasted. Actual results may vary.

All investing involves risk, including the risk of loss. No investment strategy or risk management technique can 

guarantee return or eliminate risk in all market environments.

All investing involves risk, including loss of principal. Registered investment products are offered through Natixis 

Distribution, LLC, 888 Boylston Street, Boston, MA 02199. Member FINRA / SIPC. Natixis Advisors, LLC provides 

advisory services through its division Natixis Investment Managers Solutions. Advisory services are generally  

provided with the assistance of model portfolio providers, some of which are affiliates of Natixis Investment  

Managers, LLC. Natixis Advisors, LLC does not provide tax or legal advice. Please consult with a tax or legal  

professional prior to making any investment decision. Not FDIC insured – May lose value – No bank guarantee.

Copyright © 2023 Natixis Distribution, LLC – All rights reserved
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