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1. Internet is today the first source of information for European 
consumers looking to buy financial products.

2. Clients are more informed and Internet modifies significantly the 
relationship between a bank and its clients, the latter asking for 
more expertise.

3. By 2010, European  clients expect that more than half of their 
banking investments will be done online. 

Internet is becoming the main channel of communication between a
bank and its clients.

Key facts on Internet and financeKey facts on Internet and finance

Source: Novametrie, November 2006
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Open architecture is key to online distribution success

Distributors want to offer “the best of the market” to 
their clients

Asset managers are looking to develop their brand 
awareness through new distribution channels

Such offer is available through securities accounts 
or life insurance contracts

No-load entrance fees is the new trend

0% entrance fees has become the standard in 
online distribution 

This has a significant consequences in terms of 
collect for funds which are not distributed like that

Importance of open architecture and noImportance of open architecture and no--loadload
1 500 funds available through 

Boursorama

700 No-load

Funds collected in 2006
excluding life insurance

No-load:75%
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Retail clients have a strong focus on past performances : rankings are used to 
select funds

Other criterias of selection

Category : retail clients only buy what they understand ---> bonds or fixed income 
products have little success

Notoriety : a solid brand name is often perceived as a proof of quality

Subscription conditions : daily valuation, local currency, no exit fees…

Simplicity : structured or other complex products should only be distributed with a 
defensive bias

But performance remains the key elementBut performance remains the key element
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THE EXPERT :
Client with significant autonomy …

… looking for the best performing product at any given point in time 

This client uses all the tools and information available (multi-criteria 
search engine, S&P Rankings …)
… but for him the 0% entrance fee is a must have to allow for 

frequent turnover
Past performances and volatility are the most important criteria

THE EDUCATED INVESTOR :
Client keen to optimize portfolio performance through Internet 

management and open architecture…
… but asking for Boursorama built asset allocations

2 different type of clients2 different type of clients
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Although online distributors were initially focusing on “experts” able to 
manage by themselves their investments, recent distribution developments 
(open architecture and no entrance fees) have significantly increased the 
potential for online fund distribution.

The development of online life insurance has reinforced this trend.

As a consequence, asset managers which initially did not want to associate 
themselves with a no load distribution policy are now changing their mind and 
joining the new trend.  

ConclusionConclusion
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