
 
Rep Managed at NFS or Pershing 

 
If your office currently has Rep Managed advisory accounts at NFS or Pershing, or is considering adding 
this type of account in the future, today’s tip is for you. 
 
Recently there have been a number of emails regarding updates to pricing and program changes.  If you 
have missed any of these emails you can find the page devoted to the topic at 
https://eoffice.saionline.com/pricing_program_changes 
Yesterday you should have received an email titled ‘Important Policy Changes for Advisory Accounts – 
Periodic Monitoring & Inactivity’.  If you didn’t get a chance to read it yesterday, please go back and 
review it.  I am just going to cover highlights and try to provide clarity, so the original information 
disseminated by Securities America should be reviewed by yourself. 
 
As we all know, Mike is a strong advocate for everyone in his group and negotiated Managed Ops/FAP 
pricing before joining Securities America.  The strength of his negotiations on your behalf is clear when 
we look at the new announced reductions compared to your locked in Rees group rates. 
 
For those with existing Managed Ops accounts you are accustomed to this tiered fee (AMP Wrapped) 
schedule 

Account Value 

Rees group 

tiered  

Non-Rees 

group reduced 

$0-$250,000 16 26 

$250,000-$750,000 15 22.5 

$750,000-$1,750,000 10 14.5-18 

$1,750,000 + 5 6.5-11 

 
So for those in the Managed Ops program there are no changes of note.  You are hard coded to the Rees 
group rates and will continue with that better rate.   
 
For advisors who are using the FAP platform, this will become AMP Unwrapped.  You had to declare 
when onboarding whether you were paying ticket charges or client was paying ticket charges and that 
became the default for all accounts you opened on the platform.  With the movement away from 
advisor-paid ticket charges you will now make the decision on an account by account review of 
suitability to determine whether client will be in a wrapped or un-wrapped fee structure.  Effective 
December 18, 2020 you can no longer open accounts and pay ticket charges so this determination needs 
to be made at account opening going forward from today.  If you have generated FAP paperwork prior 
to December 18 under the old process, you have until January 31, 2021 to submit the completed 
paperwork and fully fund the account.  Again, you are hard coded to the Rees group rate because it 
beats the published rates so that piece remains the same.  You will just have to determine whether 
there is enough activity with ticket charge expense to justify going to a wrap fee or whether it makes 
more sense to select unwrap. 

https://eoffice.saionline.com/pricing_program_changes


Account Value 

Unwrapped, 

linear 

Wrapped, 

tiered 

$0-$250,000 10 16 

$250,000-$750,000 10 15 

$750,000-$1,000,000 10 10 

$1,000,000-$2,000,000 9.5 5-10 

$2,000,000-$5,000,000 7 5 

$5,000,000-$25,000,000 4.5 5 

$25,000,000 + 3.5 5 

 
For clarification Managed Ops wrap fee is tiered so reduction only applies to the value of the account at 
each tier.  Unwrap is a linear schedule so as the account value grows the fee is applied to the entire 
account balance. 
 
With an Unwrapped account the client pays the ticket charges, with a wrap account the client does not 
pay ticket charges. 
 
For existing accounts coded rep pays ticket charges, you may choose to switch the accounts to un-
wrapped passing ticket charges to client with a signed acknowledgement.  This form is currently going 
through final review so keep an eye on emails to announce availability.  Once it does become available 
you will have until end of March to submit them to remove your client from the list for mailing 
notification on changes. If you do nothing, these accounts will default to (Rees Pricing 16, 15, 10, 5) 
AMP-wrapped on June 28, 2021. 
 
Although the Policy Changes indicated in yesterday’s email from SAI don’t take effect until 6/1/21 you 
should keep these policy changes in mind when you are establishing new accounts.  Don’t set yourself 
up to fail by opening an account that isn’t going to meet these policies in 6 months. 
 
A wrap account is suitable for investors who wish to have an actively managed strategy.  If we refer back 
to the description in NBS Add Account ‘Actively managed accounts must consider the volume of trading 
activity that will occur.  If trade by trade, the aggregate commissions exceed what a reasonable asset 
based fee would be then a fee based account should be considered.’  By extension, the volume of 
activity can also serve as a determinant for selecting wrap.  In a wrap account, a single or “bundled fee” 
is paid to the IAR which covers both the investment advice provided to the client as well as the trading 
costs generated by transactions undertaken in the account.  A wrap account generally charges a higher 
fee because it includes transactional costs incurred in the account regardless of the amount of trades 
placed per year.  If you recommend these accounts to your clients you must be able to demonstrate a 
level of trading activity that justifies charging a wrap fee. 
 
A non-wrap account is preferable for investors who do not require an actively managed strategy but 
rather prefer a passively managed strategy.  As noted within NBS Add Account, passive management is 
appropriate for accounts that you anticipate activity levels to align with annual rebalancing and fund 
benchmarking.   Non-wrap advisory account has separate advisory fees and transaction charges, a client 
would not be charged transactional costs if there was no trading activity.   
 



Beyond the rule of thumb examples presented by SAI you also need to consider what your model 
consists of.   

If you are using all NTF funds (No Transactions Fees) then using unwrapped may be less expensive 
for the client since the model is built on funds that don’t have a ticket charge.   

Conversely, if your model includes surcharge funds and you have a wrapped fee structure, the client 
is going to incur additional fees.  The $10 surcharge on these funds is not covered under the wrap fee 
agreement and has to be paid by the client.   
 
Additionally, fee for confirmations cannot be absorbed by advisor so client will pay $1.50 per 
confirmation, unless: 

Client signs up for edelivery 
Or client signs up for quarterly confirmations, in which case they will still get their confirmations 

mailed to them, but only quarterly, and they will not pay a fee for this option. 
 
In case you need additional motivation to ensure maximum client participation in electronic delivery 
option, if your clients are receiving paper prospectuses in the mail you will be charged $1.50 per 
prospectus with the cumulative charges assessed quarterly. 
 
As always, if you have questions after digesting all this information, please call our office. 

 


