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Creating a digital eCosystem 
for wealth management
Lawrence Grinceri of aG DeLta articuLates the process of creatinG reLevant DiGitaL 

pLatforms, anD expLains their roLe as a cataLyst for reform within 

weaLth manaGement. 

The digital disruption taking place in 
wealth management has the ability to 
create a venue in which the consumer 
can enjoy a much deeper engagement 
with their wealth adviser, says Law-
rence Grinceri in an interview. He adds 
that this development should lead to 
banks interacting with their consumers 
more via digital channels, using a so-
cial media-style approach to promote 
investment ideas and channel services. 

usinG DiGitaL channeLs

Through digital channels, for example, 
banks would be able to send to their 
client’s investment advice which has 
been analysed against each individual 
portfolio in terms of risk suitability, 
asset allocation requirements and 
areas of investment interest. This 
allows institutions to create a far 
more relevant and effective client 
experience, explains Grinceri.

The other benefits, he adds, include: 
creating personalised advice for clients 
without the demands of face-to-face 
interaction; and allowing clients to 
have easier access to information from 
other areas of the financial institution 
– and possible external sources as well. 
Grinceri believes that this style of 
advice, without the costly requirement 

of physical meetings, will be invaluable 
in the future. He even predicts that the 
traditional style of client interaction 
will become redundant and in some 
cases be perceived as unsophisticated 
by the emerging generation of online 
consumers. Grinceri also believes 
there will be a commoditisation of 
advice, which will allow customers to 
view rankings of wealth managers and 
their respective institutions, based on 
the performance of the investment 
ideas published to the market. In the 
same way other websites do for more 
consumerist goods, it is only a matter 
of time before wealth managers will be 
measured in how their ideas perform 
based on risk rated returns and across 
each asset class. 

Moreover, he says technology can 
create a supply chain for these 
institutions that is much more efficient 
and productive. As manual processes 
are replaced with digitally-driven ones, 
banks will find it far easier to process 
their customer requests, he adds, 
and in a much quicker and compliant-
controlled manner, leading to an 
improved quality of service overall. 

Fundamentally, Grinceri says that 
banks need to be able to optimise 
and automate their supply chain, 
thus freeing the relationship manager 
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from time-consuming administration 
work. Not only will this reconstruction 
improve customer service, explains 
Grinceri, it will let organisations focus 
on more important tasks. For example, 
he says they can explore more 
enhanced ways of targeting products 
to individual customers and scaling 
their business accordingly to raise 
income while containing costs. 
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