
	  	  	  	  	  	   	   	   	  

Class Notes 
Unified Managed Household 

	  
I. Unified Managed Account UMA 

A. One of the fastest-growing segments of the managed investment solutions  
B. Currently viewed as both a solution and a technology capability.  
C. Definition: it is one account registration that holds multiple investment vehicles 

1. Registration defines the type of account  
2. One IRA + one 401(k) + one taxable account = three registrations 
3. Typically has an overlay manager overseeing all the investments (sleeves)  
4. Example - one sleeve could be an SMA, another, an ETF, another, a 

mutual fund, and another a liquid alternative 
5. All sleeves roll up to serve the objective of one or more clients 
6. The overlay manager coordinates ongoing research and rebalancing 
7. One client statement 
8. One 1099 tax form for each registration 

 
II. Sample Visual UMA Structure with Overlay Management: 
 
 
 

 

 
 
 
 
 
 
 

 
 
 

A. The above visual holds many different types of investment vehicles being 
overseen (managed) by one overlay manager. All of these investments are 
taxable, and they all have the same account registration.  

B. Another example of a UMA would be an account holding various investments 
within a client’s IRA. These would be held in a separate UMA. All of the assets 
held in these sample accounts are typically custodied at one place. 
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III. Unified Managed Household UMH 

Attributes: 
A. The attributes of a UMA across multiple account registrations 
B. Ability to oversee a client’s entire breadth of accounts, down to the holding level 
C. The ability to coordinate the management of a 401(k), an IRA, a taxable account, 

stock holdings, stock options, basically anything with a current market value, no 
matter where they are held 

D. The ability to coordinate the management of multiple accounts regardless of the 
type of assets, the registration of the account, or where they are held 

E. UMH account could hold a client’s 401(k) and IRA assets as well as mutual 
funds, alternative investments and ETFs 

F. These assets could be custodied at various places but the assets are managed all 
together. Therein lies the difference between the UMH and the UMA. 

 
IV. The retirement needs of high net-worth households 

A. In pursuit of investor’s #1 goal (saving for retirement) investors may accumulate 
a variety of investment products, taxable and non-taxable 

B. The financial plan must allow for long-term client goals & must align these goals 
with income sources based on investor needs 

C. Asset allocation should be at the household level, regardless of where all of the 
assets are held 

D. At some point, decisions regarding SS payments must be factored in  
E. Taxes must be minimized 
F. Accounts must be properly titled  
G. In the distribution phase, plan must create, in effect, a monthly paycheck of 

income for their clients 
 
V. Technology Components of the Unified Managed Household Capability 

A. During account setup process, financial planning tools should integrate with 
investment proposal tools 

B. All account registrations must be looked at as essentially one pool of assets for 
strategic allocation purposes, then split back into the appropriate registration for 
tax minimization 

C. Paperwork and pricing should cover the advice on the entire household, no 
matter where the assets are held 

 
VI. Tools used by overlay manager (may be one tool or separate tools) 

A. Automated rebalancing 
B. Asset allocation calls across account registrations down to the tax lot level 

1. Example - overlay manager may want to make a change in a portfolio but 
sees the client has several securities that have been held for ten months at 



	  	  	  	  	  	   	   	   	  

a gain. The overlay manager may affect the change for the rest of the 
portfolio but wait until the short-term securities go past the one-year mark 
in order to reduce the tax consequences for the client). 

C. Income drawdown 
D. Optimized income generation  

1. Important in the distribution phase: technologies are available to best 
choose how/when to capture income from each account registration in a 
tax-efficient manner 

E. All accounts rolled up into one consolidated household report  
 
VII. Benefits to both the investor and the advisor: 

A. Comprehensive management of assets 
B. Coordinated investment management 
C. Rebalancing 
D. Withdrawal efficiency 
E. Consolidated performance reports  

 
VIII. Conclusion 

A. UMH is a capability that reflects a major shift in breaking down traditional 
product-centric programs in favor of integrated client-centric investment 
solutions. 

 
B. It is important to remember that the UMH is not a product; rather it is a 

technology infrastructure that allows for the simplification of managing a 
complex high net worth household. 

 
C. With comprehensive management across multiple household accounts, the 

advisor has much greater control over achieving outcomes that are beneficial to 
meeting client goals. 

 
 


