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True or false? Wealth managers will 
one day be replaced by robo 
advisors. 

Antony: False. Robo advisors have a role 

to play in this field but will not replace 

human interaction. Investments and 

decisions around investments are 

growing more and more complicated, 

especially with the shift towards ESG 

(environmental, social and governance), 

and automated advice engines may be 

more suited to deal with the complexity 

of that. But you’ll never be able to 

replace the advisory knowledge and 

personal touch from a relationship 

manager. Clients need to feel 

comfortable with the investments that 

they are making, and robots just don’t 

have that same empathy and ability to 

give complicated advice, which needs 

explaining and reassurance.

April: False. Robo advisors can take 

some of the routine, repetitive tasks 

away by automating them. But what 

they can’t do is the holistic financial 

planning that’s become so much a part 

of wealth management. They’re not 

good at helping people set goals, 

helping them fulfil their aspirations - 

the emotional side of wealth 

management. After all, wealth 

management is a relationship 

business.

True or false? Wealth managers can 
differentiate themselves and remain 
competitive without relying on 
technology. 

April: False: If this was 1978, that 

would be true. But since this is 2021, 

this is a false statement. Everyone 

needs to use digital. Everyone needs 

to figure out what their value 

proposition is and communicate that 

to clients. There is plenty of 

technology out there to really help 

advisors reach potential clients and 

create some visibility around 

themselves.

Antony: False. The outlook about five 

years ago was very much based on 

differentiating by reducing fees, 

having flashy marketing events and 

treating the clients like royalty. Look at 

what’s happened with Covid-19, the 

way that investments are changing 

more toward ESG, the way that 

governments are going to have to 

change post-Covid-19 to really address 

the economic and financial 

imbalances across demographics in 

countries and around the world. The 

currency now is no longer fees, the 

currency is data. The wealth managers 

that can take the data that they 

capture on their prospects and clients, 

analyze that data and really look for 

the deep insights will be the winners.

True or false? With the great transfer 
of wealth, wealth managers should 
prioritize engagement with the 
millennial generation. 

April: True. Absolutely. Wealth 

managers are late to prioritizing 

engagements with millennials and 

other upcoming generations. The 

statistics tell us that something like 

98% of wealth inheritors change 

advisors. About 75% of widows change 

advisors within the first year of their 

husbands’ deaths. Something like 65% 

of millennials will become 

entrepreneurs. It’s very important, 

particularly for advisors as their client 

base is ageing out, to make sure that 

they’re supplementing their practice 

by marketing and creating 

relationships with new generations. 

And if 98% or some huge number of 

investors are really changing advisors, 

it creates an opportunity for those 

investors who are looking for new 

relationships.

Antony: False. Millennials are not the 

only generation inheriting the wealth. 

There’s an estimated $68 trillion to be 

inherited by millennials from baby 

boomer parents by the year 2030. But 

Gen Z’s are not far behind, projected to 

hit about $33 trillion in income by 2030 

Make Or Break: Understanding The Role 
Of Technology In Wealth Management
A discussion with April Rudin, WealthTech influencer and Founder of The Rudin Group 
and Antony Bream, MD – UK, Northern Europe and Americas at Wealth Dynamix

As the wealth management industry continues to evolve, the need for 
technology as a key tool for client service and relationship management has 
become increasingly apparent. Recently April and Antony debated some of the 
facts and fiction around the role technology plays in the industry. They 
confronted a series of statements about the wealth management industry 
today, debating whether these assumptions are true or false and why.

A
R

TIC
LE



39
The US Wealth Technology Landscape Report   |  March 2021TWM Insight Report

- that’s more than a quarter of all 

global income - and pass millennials in 

spending power the year after. There’s 

a huge shift in demographics; there’s a 

huge shift in where that money is going 

to sit and how that money is going to 

be invested. And again, technology is 

key to help advisors personalize their 

engagement and communicate with 

the right audience, at the right time, 

with the right message, and also 

through the client’s choice of channel. 

True or false? Clients choose their 
wealth managers based on 
investment performance. 

Antony: False. Investors are now 

looking at a multitude of different 

factors when selecting a wealth 

manager, not just investment 

performance. You might have the best 

performing portfolio in the world but if 

suddenly your details are lost, or funds 

are stolen, then investment 

performance goes by the wayside. If 

you look at Capgemini’s World Wealth 

Report, 91% of high-net-worth-

individuals consider service quality to 

be an essential wealth management 

selection criteria. Advisors want to 

provide that bespoke personalized 

service, but they need the technology 

to support them.

April: False. In the past, many clients 

did make that selection based on 

investment performance but today, 

because of data and because of more 

enhanced financial planning, it’s 

something much broader than just 

investment advice. There’s so much 

more involved in financial planning, 

particularly if you think about today’s 

volatile times. This has been one of the 

really positive changes that’s come 

out of wealth management; less 

emphasis on investment advice and 

more emphasis on goals-based 

investing.

True or false? The digital acceleration 
caused by the pandemic is only 
temporary.  

Antony: False. Last year the CEO of 

Microsoft said there’s been two years’ 

worth of digital transformation in just 

two months. To a certain degree, firms’ 

hands are being forced because they 

have to obviously onboard and engage 

with clients more remotely now. But 

that’s only really the tip of the iceberg. 

There’s still a large amount of 

inefficiency in these processes. And as 

we talked about before, there’s a huge 

amount of wealth shifting across the 

demographics and the age groups that 

will also require different approaches 

to communicating with clients. We’ve 

definitely seen a lot of digitization in a 

short amount of time, but I think over 

the next five years there is still a lot 

more to be done throughout the client 

lifecycle.

April: False. It makes me think of the 

end of the movie, The Wizard of Oz, 

where Glenda the Good Witch comes to 

Dorothy Gale and says to her, “It was 

always within your power to go to 

Kansas. You just didn’t do it.” So, I think 

that the pandemic has really been a 

push or a shove in some cases toward 

digital, but all of the systems and 

technology has always been there. I 

think 2021 will show an enhancement 

of those systems and technology to be 

smoother, and to be easier to use and 

more highly integrated. Wealth 

management has had the impetus on 

the need to really move digital 

transformation. There’s no going back.
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Technology is key to help advisors 
personalize their engagement and 
communicate with the right audience, 
at the right time, with the right 
message, and also through the client’s 
choice of channel

“

“
Antony Bream   
MD – UK, Northern Europe and Americas
London, United Kingdom
anthony.bream@wealth-dynamix.com
+44 20 3725 7549    

https://www.linkedin.com/in/antonybream/
https://www.thewealthmosaic.com/vendors/wealth-dynamix/
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Business overview
With the need for speed, quality and personalization at an all-time high, it 
is increasingly difficult to deliver exceptional client service with current 
tools. The number and frequency of touchpoints has spiraled, the variety of 
client journeys and channels used is diverse, and the volume and 
complexity of regulatory requirements has outpaced all expectations.

With the lens now firmly focused on productivity and how best to meet 
client expectations, agility is the game-changer. Wealth Dynamix clients 
are seizing the opportunity to convert client service into a responsive and 
forward-looking function, resulting in significant AUM growth and improved 
cost-to-income ratio.

Wealth Dynamix was the first WealthTech firm to transform Client Lifecycle 
Management (CLM) processes with innovative applications of data 
modelling, predictive analytics and sentiment analysis.

WDX1 is a multi-award winning, fully integrated, end-to-end digital CLM 
solution that addresses the complex requirements of client acquisition and 
engagement, digital onboarding, regulatory compliance, relationship 
management, and ongoing client servicing. 

WDX1 comprises of the following three key modules which help financial 
institutions drive service excellence, integrated technology journeys and 
relationship management, as well as client engagement from the very 
beginning of the relationship:

• Engage: enhances client acquisition and helps identify and nurture 
prospects into the sales pipeline through marketing and integrated event 
management tools

• Onboard: enables clients and intermediaries to self-serve KYC and 
onboarding, create service requests and streamline expensive and 
time-consuming processes whilst reducing lengthy processes which 
achieve same day onboarding for private clients, 25x faster than the 
average

• Manage: optimizes client servicing and connects the business, enabling 
firms to pass processes between the front and middle office, including 
processing of client requests

With over 400 open API‘s, WDX1 strengthens the wealth managers’ 
enterprise-wide digital transformation strategy, and integrates with all 
relevant existing systems, from secure messaging to video conferencing 
and digital identification.

Solutions overview
The multi-award-winning, fully integrated, end-to-end Client Lifecycle 
Management (CLM) solution, WDX1, addresses the key industry challenges 
presented by the complex requirements of client acquisition, client 
engagement, digital onboarding, regulatory compliance, and ongoing 
relationship management. 

WDX1 comprises of three modules that support wealth managers 
throughout the entire client journey; Engage, Onboard and Manage.

These modules streamline time consuming administrative processes, 
which in turn increase advisor productivity and drive overall company 
efficiency, stronger compliance and business growth.

Leveraging Microsoft’s industry leading Dynamics 365 platform, WDX1 
delivers benefits throughout the whole client lifecycle and transforms the 
way firms manage client wealth and deliver excellence. 

Headquarters: London, United Kingdom
Wealth Dynamix factfile
Website www.wealth-dynamix.com

Telephone number +44 20 3725 7549

Email address connect@wealth-dynamix.com

US HQ address 41 Flatbush Avenue, Brooklyn, 
NY 11217, United States

US telephone number +44 20 3725 7549

US email address connect@wealth-dynamix.com

Year company founded 2012

Number of employees 51-200

Number of global offices 7

Regional office presence Asia, Eastern Europe, North 
America, Western Europe

Client regional presence Asia, North America, 
Western Europe

Contacts

Name:
Antony Bream

Name:
Lucy Heavens

Business title: 
MD – UK, Northern Europe 
& Americas

Business title: 
Marketing Director

Email address:
As above

Email address:
As above

Telephone number:
As above

Telephone number:
As above

Social Channels

Click here to access 
a full profile on the 
Wealth Mosaic

https://www.linkedin.com/company/wealth-dynamix/
https://twitter.com/Wealth_Dynamix
https://www.youtube.com/channel/UC7LUd-IZ3ONWDFlYC8Jc4SQ
https://vimeo.com/user103645629
http://www.thewealthmosaic.com/vendors/wealth-dynamix/
http://www.thewealthmosaic.com/vendors/wealth-dynamix/
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22-25 Portman Close
London W1H 6BS
United Kingdom

+44 20 3026 1587
office@thewealthmosaic.com

http://www.twitter.com/TheWealthMosaic
http://www.vimeo.com/thewealthmosaic
http://www.linkedin.com/company/the-wealth-mosaic/
http://www.brighttalk.com/channel/17492/the-wealth-mosaic
http://www.thewealthmosaic.com/

	01 Foreword
	02 Table of Contents
	03 Introduction
	04 Market Thinking Articles
	Article 1: Docupace
	Article 2: FIS
	Article 3: Global Relay
	Article 4: InvestCloud
	Article 5: Moxtra
	Article 6: Orion
	Article 7: Practifi
	Article 8: SEI
	Article 9: TechRules
	Article 10: Wealth Dynamix 
	Article 11: WealthHub
	05 Solution Provider Directory
	5A Business Need Categories
	5B Featured Profile Directory
	Profile 1: Appway
	Profile 2: FIS
	Profile 3: InvestCloud
	Profile 4: Moxtra
	Profile 5: Orion
	Profile 6: Practifi
	Profile 7: SEI
	Profile 8: Wealth Dynamix
	Profile 9: Arctic Intelligence
	Profile 10: Delio
	Profile 11: Docupace
	Profile 12: ETNA
	Profile 13: Fresh Finance
	Profile 14: Global Relay
	Profile 15: Ortec Finance
	Profile 16: Summitas
	Profile 17: TechRules
	Profile 18: WealthHub
	5C Full Directory
	06 Report Methodology
	07 About TWM

	Button 203: 
	Button 309: 
	Button 180: 


