
wealthtech solution specialist, InvestSuite. 
“We are seeing the newest talent, 
innovation, agility and flexibility coming to 
the fore within some of these fintechs,” she 
adds.

The banks are faced with a 
conundrum here. While they have a history 
and resonance, which engenders trust and 
brand strength in the market, they have to 
sacrifice some control if they want to work 
effectively with the high-tech specialists. “I 
think the control is something they have to 
look at and maybe loosen the reins a little 
bit,” says Ms Chou, who believes 
innovation thrives most when fintechs are 
given more independence from investors 
or purchasers and are available to integrate 
themselves into a much broader 
technological sphere.

“It’s not necessarily just two parties 
within an ecosystem,” she says. “There are 
many different components that can be 
embedded into an entire user experience.”

FIT FOR PURPOSE?
While the purpose of wealth management 
may seem to be a philosophical question, it 
is one which banks, their rivals and 
technology companies must urgently 
address when structuring the most efficient 
platforms to fulfil customer needs. 

The key goal for many is preserving 
their wealth across several generations and 
triggering at least a respectable investment 
return from a variety of asset classes. 
InvestSuite’s Mr Vanhaeren sums up the 
typical client’s key goal as one of 
maintaining “financial wellness”. He 
describes this as “peace of mind” 
combined with exploring “potential for the 
upside”, with ESG goals also central to a 
general sense of financial wellbeing.

This is far from a nebulous concept, 
according to InvestSuite, with today’s 
fashionable notion of “hyper-
personalisation” able to refine products for 
specific groups of clients. 

The firm has done much research, 
together with universities, on how to 

The Covid pandemic has heralded a clear 
trend to democratising wealth 
management. Not only have we seen a 
much younger set of advisers and clients 
using the services of investment firms and 
engaging with them digitally, but there is 
also a “retailisation taking place”, with a 
force of more youthful investors now 
clubbing together as a social movement.

“There is a bit of an anti-establishment 
movement taking place, that has always 
been there, but is becoming even more 
prevalent now,” says InvestSuite CEO and 
co-founder Bart Vanhaeren.

This movement, deploying digital 
channels and chat forums provided by the 
likes of TikTok and Reddit, is fast 
embracing environmental, social and 
governance (ESG) styles of investing. In 
parallel with this mindshift, we are seeing 
portfolios allocated to a much broader 
range of assets, including exchange traded 
funds (ETFs), private equity investments 
for the more affluent and experienced 
investors, cryptocurrencies and non-
fungible tokens (NFTs) associated with 
crypto platforms, powered by blockchain 
technology, in addition to traditional stocks 
and bonds. Pricing is also of the utmost 
importance, as indicated by the success of 
zero commission platforms.

This democratisation goes hand-in-
hand with increasing financial literacy, 

displayed by a more knowledgeable 
cohort of investors, who understand the 
broader menu of assets and are feeling 
increasingly empowered by this 
knowledge. Nevertheless, financial 
illiteracy remains a major issue which needs 
to be addressed, says Mr Vanhaeren.

THE EMPIRE STRIKES BACK
As investors become more knowledgeable 
about their holdings and braver about 
demanding particular services from their 
providers, a polarisation is taking place on 
the product provision side. This sees banks 
increasingly providing higher-tech, robo-
style advice and revising services in order 
to achieve a better experience for 
millennial clients. But a rival camp of new, 
digital-first firms, including the likes of 
Betterment and Robinhood, are keeping 
the traditional retail and private banks on 
their toes.

US firms have been particularly active 
here, gaining a foothold in Europe, with JP 
Morgan purchasing Nutmeg and 
Goldman Sachs seeking a toehold in the 
market through Next Capital. UBS and 
BNP Paribas are also grasping the nettle, 
and private equity money is financing 
some of the deals.

There is even a notion that banks are 
experiencing a change of mentality here, 
accepting that a larger digital ecosystem 
exists beyond their physical walls, in which 
traditional players need to work more 
closely with new-age fintechs and software 
providers. 

“More and more banks are accepting 
that not everything has to be done 
in-house, that you have got to partner and 
collaborate,” says Joyce Chou, senior 

Younger advisers and clients 
are chosing to engage with 
investment firms digitally 
while portfolios are 
embracing a much broader 
range of assets
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structure these goals-based investments, 
while also personalising products for each 
type of customer. “Investors are asking 
how to preserve their wealth and make 
more money, but every single respondent 
also wants to align their investment with 
their personal beliefs,” says Ms Chou. 

Because everyone’s beliefs are so 
different, hyper-personalisation of 
investment strategies becomes a must, she 
says, in order for an individual’s needs to be 
properly catered for. “I don’t think a cookie 
cutter or model portfolio approach is 
necessarily going to meet these needs.”

FUTURE MODELS
Commentators have laid down many 
preferred structures of how wealth 
management business models will develop 
in the second part of the 2020s. While 
some believe banks will be transformed 
digitally, others claim a new type of digital-

first financial competitor will dominate the 
landscape, while a third camp predicts the 
‘Big Techs’ will increasingly penetrate the 
financial sphere.

“I remember Bill Gates once saying 
that we need banking services, but no 
banks,” says Mr Vanhaeren smiling. “But in 
every country, the banks are still around,” 
and even 50 years down the line, he 
expects them to maintain a leading 
position in wealth management. 

There is a question mark hanging over 
the effectiveness of US players such as 
Apple, Google and Facebook in wealth 
management, and similarly over Chinese 
operators including Tencent. These 
organisations might be effective as retail 
style players, servicing investments of up to 
$10,000, but have to bow down to the 
reputation, longevity and expertise of the 
banks when it comes to overseeing 
investments in the millions.

While most services can be operated 
digitally, according to InvestSuite, it is vital 
that human input is maintained in some 
type of ‘hybrid’ formula for successful 
wealth management. The human element 
and digital provision are far from mutually 
exclusive, believes Ms Chou.

“I think you can still combine the 
human centricity approach with a digital 
platform,” she believes, even though this 
means many fewer physical meetings for 
clients with advisers. But clients are still 
looking for an element of education, 
behavioural coaching and emphasis on 
psychology in this relationship with 
investors, which cannot simply be provided 
by an algorithm. 

 “I think much of what we are talking 
about can be done completely digitally,” 
she says. “Yet we don’t have to 
compromise the psychological element 
and the human centricity.”  
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