WT Interview

THE FUTURE OF
PRIVATE CLIENT WEALTH
MANAGEMENT SYSTEMS

Tom Brady - CEO of Investmaster
talks with Wealth Technology about
PRIVATE CLIENT WEALTH
MANAGEMENT SYSTEMS

WT: What do you see today’s private client
manager asking of a wealth management
system?

Compliance is the number one priority for wealth
managers with a host of regulation now impacting their
business. Add to this demanding clients and increased
competition for business and many wealth managers are
now realising the benefit of investing in systems and
solutions to drive efficiencies across the company.

Historically, a wealth manager and client would perhaps begin
by having an informal conversation about their expectations.
Nowadays, there is a need to be quite specific about an
investor’s financial objectives and how the wealth manager is
going to meet those objectives, including providing financial
reporting in a readable and comprehensive way. | believe there
has been a loss of trust in the market and people now want
more visibility of what is happening with their money.

As a wealth manager you must ensure that you clearly
understand your client’s objectives by asking the right
questions such as return on investment expectation, and then
demonstrate that you have followed these objectives with the
right investment portfolio. Of course, this doesn’t necessarily
mean that the client is always going to get the results they
want, but it does mean that the wealth managers are more
protected than they have been in the past.

Investmaster has recognised the shift over the past few
years from back office processing - getting the basics in
place, such as trading and settlement - to a more holistic
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