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Executive Summary
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The technology being used to manage the investment proposition among large financial advice businesses and DFMs is 
ripe for disruption. 

This report details some of the challenges of managing an investment proposition across multiple platforms and the need 
for more sophisticated tools to support information sharing to drive better investment decision-making. 

Client journeys are often 
disjointed with custody 
statements lacking context 
on portfolios. 

Large financial advice 
businesses that are 
able to pursue a single 
platform strategy see big 
operational wins.

Financial advice firms struggle to 
get consistent cost and charges data 
from platforms due to inconsistent 
interpretation of MiFID II disclosure 
requirements. 

Data and MI to DFMs is limited 
making it difficult to report to internal 
stakeholders. 

A limited fund universe 
and the inability to 
consistently access ETFs 
means that DFMs often 
have to compromise from 
their ‘best ideas’ and 
revert to more ‘vanilla’ 
versions of portfolios. 

Inconsistencies in platform 
interfaces and functionality 
add risk and cost to managing 
portfolios on platform. DFMs 
are in some cases limiting 
platform availability to 
avoid compromising their 
proposition. 

Firms use a wide range of tools and 
systems to research and manage 
investment portfolios but remain 
heavily reliant on spreadsheets and 
Word documents to track decision-
making.

Financial advice firms are looking for 
solutions to reach new client segments 
– younger clients and those with 
smaller portfolio values. 
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Operational efficiency and risk reduction are key business drivers for large financial advice firms and discretionary fund 
managers (DFMs). This report considers the technology solutions in place to reduce risk and improve efficiency in these 
businesses and to identify gaps. 

The research is supported by Ada Fintech - Redington’s technology business, Allfunds, Bravura Solutions, Multrees and 
SS&C.

Introduction
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Research Methodology
The research is based on interviews with senior executives in technology, operations and investment teams in large financial 
advice businesses and DFMs and discussion at an event on 18 May at the Royal College of Physicians. In total we spoke to 
29 firms. In depth interviews were conducted with 31 individuals at 24 firms in April and May 2022. We also include input 
from 21 individuals from 18 firms from our May event.

We’d like to thank the following firms for taking part:

• 7IM

• Abrdn 

• AJ Bell

• Betafolio

• Bordier

• Brewin Dolphin

• Charles Stanley

• Compass Wealth

• Cooper Parry 

• Copia

• Eden Park / Clifton

• Helm Godfrey

• iBOSS

• LGIM

• Mazars

• Momentum

• Morningstar

• Nucleus

• Paradigm Norton

• PortfolioMetrix

• Progeny

• Sanderson House

• Sandringham

• Sarasin

• Schroders Investment Solutions

• SquareMile

• Tatton Investments

• True Potential

• Waverton



How can technology help to manage the investment proposition?

Acting as the custodian for our clients’ money is a huge responsibility, and one we take very seriously. As an industry, we’re 
entrusted to protect and grow our clients’ assets with the same care we’d give our own money. So what’s the best way to 
do this, and how can technology enable better outcomes for your end beneficiaries?  ‘AdviceTech’ has received considerable 
attention of late. The emergence of better fact-finding, risk assessment and investment modelling tools has improved the 
advice process and enhanced the quality of advice delivered to investors.

But what about the tools supporting the investment solution providers themselves? Have we seen advances in ‘InvestTech’ 
that enable CIOs and their teams to better serve investors?

The systems used to support the investment process are often lacking. Not only does this present a risk to the business, 
but also a missed opportunity to demonstrate the robustness of investment processes. Senior management rightly expect a 
comprehensive oversight of their investment function, including the data and rationale that supports investment decision-
making. In the words of the regulator: “Don’t tell me. Show me.”

We believe more needs to be done to support investment functions to operate efficiently and demonstrate the controls 
they have in place. Ada Fintech supports CIOs and investment teams by providing a comprehensive research and portfolio 
management system. It allows investment professionals to create a single source of truth, allowing them to manage their 
investment process with clarity, consistency and confidence – and to demonstrate this to stakeholders. 

Our industry is constantly evolving; our clients expect more, and so do the regulators. The integration of technology into the 
investment process will increase efficiency, reduce risk and allow us to deliver better solutions to our clients. This report has 
enabled us to listen to the market and gain an in-depth understanding of the role technology plays in their businesses, both 
now and in the future.

If you’d like to discuss the report or hear more about Ada Fintech, we’d be delighted to pick up the 
conversation.

Nick Blake, Managing Director, Wealth, Redington

Letter from Ada Fintech - Redington technology business
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Allfunds was delighted to sponsor the research into Technology to Manage the Investment Proposition.  Allfunds is at the 
forefront of innovative technology within the fund-platform and wealthtech space. We continually invest in new technology 
to enhance client service and drive the firm’s digital transformation. Part of this proposition is understanding the challenges 
for our clients in each of the regions we operate. This research enables us to see what challenges the UK industry is facing and 
feeds into our internal digital improvement plan.

The Allfunds Digital Team consist of over two hundred staff, providing services to over one hundred clients. The Allfunds 
services is a full 360° solution that goes from “off-the-shelf” products into fully bespoke front-to-back projects and integrations. 
The team look at 4 aspects, personalised user journeys, client automation, Advanced analytics, and market intelligence data 
centralization to collaborate with our clients to produce the best digital solutions for their requirements.

We aim to remain at the forefront of technology and help drive the market towards an increasingly digital delivery of services 
through Allfunds Connect. Our shift to digital aligns with our goal to meet current client needs, whilst also leading to multiple 
operational efficiencies.

Allfunds will reinforce its platform with stronger functionalities in multi-asset capacities and new features in multi-data 
connectivity by acquiring WebFG and Instihub and by launching Nextportfolio3. InstiHub provides bespoke 
data solutions to derive distribution-focused commercial insights. The existing product range provides a 
solid database and thorough market insights that support trend analysis and distribution planning. WebFG 
provides bespoke digital solutions for the wealth management industry by harnessing sophisticated data 
management, cutting-edge technology, and industry leading expertise

If you would like to learn more or see our digital solutions and capabilities, please contact Jose Perez Sales 
Manager for Digital UK & Ireland Region on joseantonio.perez@allfunds.com

Simon Shapland, Head of the UK & Ireland, Allfunds

Letter from Allfunds



Round peg, square hole? 

Since the very inception of the Retail Distribution Review (RDR) in 2012, the exponential growth of model portfolios on 
platforms is no doubt incurring unintended consequences. The increased professionalism and regulatory burden that weighs 
heavy on the shoulders of financial advisers has seen the rise of a new player in the traditional platform-adviser-client 
relationship – a fourth wheel, if you may, and that is the DFM. 

The underlying technology of many platforms in the UK was not originally architected to cater for the DFM – and it is now 
having to adapt to accommodate all parties. Commercially, the relationship between the platform, the adviser and the client 
remains the same, with the needs and aspirations of DFMs, unsurprisingly, not being front and centre of the platforms’ minds. 
The result is a fragmented marketplace, with the DFMs grappling to manage a growing area of their businesses, while relying 
on manual inputs and processes already in place.

At Bravura, we think that it’s important to continue this conversation and, crucially, find pragmatic solutions to this imperative 
issue. The ‘Tech to Manage the Investment Proposition’ paper helps to lay the groundwork – it identifies 
new areas that are ripe for improvement and validates part of our technological roadmap.

Tim Williams, Business Development Director – FinoComp, Bravura Solutions

Letter from Bravura Solutions
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Nextwealth’s research is important to Multrees because we have supported the Investment Management sector with various 
technology and custody solutions since our inception.

It is, therefore, an area where we have a great deal of experience and interest.

The Tech and the Investment Proposition report gave us the opportunity to understand the challenges our clients and 
potential clients face even more fully.  This insight allows us to further develop and enhance our services to the Investment 
Management market

Multrees helps Investment and wealth managers control and deliver an even better client proposition through technology and 
service.

Our open architecture approach allows us to integrate our best-in-class technology with our clients’ specific needs. 

As an independent digital platform technology provider, rather than a vertically integrated platform, our proven modular 
technology was developed to support the sophisticated demands of firms offering wealth management services. 

We believe it continues to offer something truly different to other platforms in today’s market. Since inception over 10 years 
ago, our biggest and longest standing clients are family offices, private banks, Institutions, wealth managers and DFMs and 
advisors.

This experience has shown us that Investment and Wealth Managers require services with the range and sophistication to 
meet both clients with complex investment requirements and those with simpler needs. 

That’s why we take a flexible, modular, approach with open architecture technology, which allows us to build individually 
configured platform and support services entirely around the requirements of the clients with which we work. 

This is what makes Multrees really stand out against the traditional ‘one size fits all’ technology and 
platform providers, which expect DFMs to fit around the limits of their platform proposition and services. 

At Multrees, we never expect a client to change their business model or confine their ambitions because 
of the limitations of a single system. Instead, we closely collaborate with DFMs from the very outset, 
giving them the control, they need to create a white labelled customer-focused proposition that is also 
scalable, in line with regulatory requirements, and reduces operating model risk and business complexity.

Andrew Back, Chief Commercial Officer, Multrees Investor Services

Letter from Multrees



The wealth management industry is going through significant change. Changes in investor behaviour, regulatory change and 
a strong focus on the investor and advisor experience. Technology innovation is at the heart of future thinking and is driving 
the need for transformation across the value chain.  This was evident from the key findings from the NextWealth research. 

At SS&C we are investing for the future of wealth across the spectrum of services that support our community of advisers and 
wealth managers by delivering components that can create differentiation. Our programs include digitisation of onboarding, 
new financial planning techniques using machine learning and AI technologies whilst helping to remove the burden of 
administration by delivering outsourced services for investment administration.

Being part of the NextWealth research initiative is an important feedback channel for our wealth business and the report 
provides vital insights into the challenges and opportunities identified by the participant firms. The most important priority for 
all of us in the industry is to ensure that the investors are well served across the accumulation and ‘at retirement’ phases of life 
and that the clients we serve have the tools and infrastructure to be able to deliver high standards of care, a broad range of 
products and a level of interaction that delivers service excellence to their existing and new wealth creators and their trusted 
advisers.

SS&C can offer a broad range of services for DFMs and IFAs across the spectrum of portfolio management for model portfolios 
and for collective investment schemes which includes:
• Drift Monitoring
• Advanced modeling
• Portfolio customization
• Flexible order creation
• Rebalancing
• Tax awareness
• Pre & post trade compliance

In addition, we offer the full service outsourced administration service for wealth operations including trade management 
for a broad range of asset classes, investment record-keeping, settlements, regulatory and client reporting. Our investment 
administration platform can support multiple products ( life, tax and pension wrappers) and is full multi-currency.

For further information on SS&C Wealth solutions please contact Business Development Director, Darren Bayley @ Darren.
bayley@uk.sscinc.com or visit our website https://www.ssctech.com/

Darren Bayley, Business Development Director, Wealth BPO

Letter from SS&C
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Technology to scale and grow a business while minimising 
risks are among the top business challenges facing all 24 
firms we interviewed for this research. At the same time, 
firms are under intense pricing pressure. 

Modern wealth management businesses must have 
access to technology that supports collaboration across 
growing teams, better investment decision-making and 
compliance.

“Keeping pace with client expectations 
and industry expectations is our biggest 

challenge. We have to invest a lot more 
in technology than perhaps what wealth 
managers have done historically. There are 
a lot of challenges in future around legacy 
technology and how that impacts on the 
ability to scale up and grow in an ever-
changing environment.”

“We have 170-200 portfolios. That would not 
have been possible without technology and 
our small team.”

Why tech to manage the investment proposition
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Tech today
Firms are using a wide range of tools and systems to 
research and manage portfolios. The word cloud on 
this page displays the tech tools mentioned in our 
interviews, highlighting the wide range of tools used and 
also the frequency with which proprietary systems and 
spreadsheets were mentioned. 

Investment management tech can be categorised into 
tools for investment research and implementation. 

1. Investment research

Most firms use at least one of Morningstar, Bloomberg, 
Refinitiv and FE Analytics for investment research. 

DFMs tend to use a portfolio management system and 
some also have a separate order management system. 
These are often built in-house. Several large firms are 
using Charles River.

2. Implementation

Most firms also use proprietary systems to support 
implementation of portfolios on platform, typically 
spreadsheets with macros. Some firms have in-house 
developers with systems created using SQL, Python or 
Matlab. These are used to build proprietary systems and 
to stitch systems together. 

3. Tracking invetsment decision making

Spreadsheets, Word documents and SharePoint are 
typically used to track investment decision-making. 



DFMs are unable to control the entire client journey 
relying on platforms to make funds available and to ease 
the rebalancing process. Most platforms don’t offer 
API links to portfolio management systems or even the 
facility for a CSV upload of a rebalance. This increases 
the risk of clients being out of market and of data entry 
errors. Financial advisers choose the platform, the DFM 
is appointed to manage the money. DFMs feel they lack 
influence with the platforms making it difficult to push 
for change. 

Investment teams at large financial advice businesses 
that manage money across a large number of platforms 
expressed similar concerns. This has been one of the key 
drivers to launch a bespoke platform in some large firms. 
In fact, the only firm without issues rebalancing model 

portfolios on platform has a single platform strategy. 

The main challenges of managing model portfolios on 
platform were:

1. Rebalance across multiple platforms 

2. Investment universe

3. Data and MI 

4. Client Reporting 

Each is addressed in turn in the following sections, 
followed by sections on bespoke or white label platforms, 
wealth transfer, tracking investment decision-making 
and effective use of data. 
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Working with platforms 



Firms typically need to log into individual platforms to 
update models for a rebalance. In some cases, this can 
mean hundreds of models across multiple platforms. 
This introduces significant business risk. 

• Inconsistencies across platforms: Each platform has 
a slightly different layout – even those powered by 
FNZ or Bravura are all slightly different. Inconsistent 
procedures for each platform increases the risk of 
error. The risk mentioned most by interviewees was 
someone in-putting information into the platform 
incorrectly – the wrong ISIN number, for example. 
The other risk was someone leaving the business 
that is familiar with the platforms: a new individual 
will need to be trained up, increasing risk of error. 

• Rejected trades: DFMs said they need to check 
manually to ensure the rebalance has gone through 
and that no trades have been rejected. Two added 
that this can only be done at the portfolio level, 
not the client level. Sometimes a rebalance will 
happen at the portfolio level but a trade will fail for 
a specific client. Only the adviser or client will have 
that visibility. 

“We are at the mercy of platforms and 
their user interfaces. This inconsistency 
of interfacing and the inability to upload 
instructions is frustrating. Doing a rebalance 
in 13 platforms, you could have 13 different 
processes to rebalance that model. That is 
inefficient for us.”  

“The trouble with model portfolios is I have to 
log into each platform to update the models. 
There is operational risk and investment risk. I 
don’t know if there is a solution from tech – if 
there is a way to apply the weights once and 

key it in across the board once and execute 
across all platforms.”

“The process falls apart when it comes to 
implementation. Some platforms are better 
than others. Everyone has their own process 
and the risk is quite large actually, if we 
have to change someone here. There is also 
the audit trail - some of those audit trails 
are not good enough to see who has done 
what. Especially when you are depending on 
someone at the platform to do something.” 

Working with platforms: 
Rebalance
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Solutions in place today

The two most common solutions in place today were 
‘four eyes’ and screen recording.  

• Four eyes: About half of the DFMs interviewed said 
they have a ‘four eyes’ strategy to check trades and 
weights before they are implemented.

• Screen-recording: Three DFMs take a video screen 
recording when entering rebalance instructions to 
have an audit trail in case of a discrepancy with the 
platform.  

“We record the rebalance to ensure all 
instructions we submit are correctly 
submitted. Have recording to show that we did 
what we were supposed to do. We also have 
a checklist with 40 stages for that. It’s like a 
pilot before take-off. All videos are checked 
and stored. From a governance point of view, 
we think this is best practice for a DFM.” 

One large financial advice business is unitising two 
multi-asset funds to use as the building blocks for their 
models. Rebalancing will take place within the fund 
structure, rather than on individual platforms. 

“We are unitising two multi-asset funds that 
will be the core of our model portfolios. The 
platforms did this really well - we were able to 
unitise for thousands of clients because that 
works.”

Another financial advice firm said it uses the back-office 
system to run a check each week to ensure client money 
has been invested properly. The process is fairly manual 
but manageable across the client set. This may not be 
scalable in a larger business.

More advanced solutions that 
require limited platform availability

The most robust solution was from a DFM that has 
built an upload facility that works across most of their 
platform partners. The firm has limited the number of 
platforms it works with, but the upload facility means it 
does not need to log in to platforms to make changes, 
reducing risk and driving efficiencies. 

One large financial advice firm has narrowed down their 
platform choice to three and has built API links into two. 

“We've built links from iMiX into our preferred 
platforms via an API link. We mark down a 
trade, hit rebalance in iMiX and then hit a 
button and it executes across the platforms.”

This solution is not seen as practical by most DFMs 
as they can’t influence platforms to the extent that 
financial advisers can. 



All DFMs said that there is a limited fund universe 
available on platforms, presenting a challenge to 
running a consistent proposition across multiple custody 
providers. Most said that this has led to more ‘vanilla’ 
offerings and limits the ability to be nimble and tactical 
when allocating capital. 

The main issues were funds availability and availability 
of ETFs. 

Working with platforms: 
Investment universe
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Consistency of funds available 
Platforms all have a slightly different range of funds 
available. Among the DFMs and financial advice firms 
interviewed, one third use the ‘next best’ fund and two 
thirds require a consistent proposition across platforms. 

“Fund availability can be an issue - 
particularly when it comes to newer impact 
funds. We might get a fund on 8 out of 
13 platforms but we have to wait for it to 
available on all. That can slow you down.”

“There isn’t perfect fund availability. We 
sometimes have to use the next best fund.”

The obvious solution is to ask platforms to add missing 
funds, but this can often take months by which time the 
investment case for the fund has changed. Interviewees 
said this was a particular challenge for Luxembourg 
based funds and newer impact funds.

“Challenge of onboarding new funds and share 
classes, especially Lux based funds.  Product 
availability is pushing us to a more vanilla 
offering.”

“For example, with Lux domiciled funds, the 
legal agreements for some platforms can take 
ages - it can take up to a year.” 
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Solutions in place today

To help the investment team quickly gauge fund 
availability, one DFM has built a tool in-house to extract 
data from platforms that feeds into reports in Tableau. 
Portfolio managers can see the footprint of a fund on 
the platforms the firm uses and also equivalent funds. 
The firm has had to limit distribution to a select few 

platforms to support these operational advantages. 

One DFM we interviewed is considering unitising a 
multi-asset fund to act as a component in the portfolio 
that can hold ETFs and investment trusts. 

Access to ETFs
DFMs say it is not practical to access ETFs on many 
platforms due to higher transaction costs and issues with 
fractional share dealing. The same applies to investment 
trusts and listed securities but there was not as much 
interest in accessing these vehicles.  

As above, four of the 17 DFMs interviewed said that 
the inability to effectively access DFMs results in 
compromising the investment solution for the client. 
DFMs are pushed to a more vanilla solution, making it 
hard to differentiate. 

“Working with platforms restricts our product 
universe... Our investment proposition 
depends on the platforms those advisers are 
using and that restricts our universe. Some 
platforms are not efficient at trading ETFs.”

“On discretionary fund management we only 
use funds because ETF platform trading is too 
expensive. They sound brilliant but it's just 
too costly to clients. From a macro perspective 
there have been times when we wanted a 
certain ETF, but we just can't trade them in 
our models.”

None of the financial advice firms we interviewed 
expressed any desire to access ETFs, in fact, one said 
that his firm stopped using ETFs.

“We have moved away from ETFs because 
of LEIs which create quite an admin burden, 
particularly for the trusts we manage.” 



DFMs expressed frustration about the data and MI they 
receive from platforms. The challenge is two-fold – 
internal reports and reporting to clients. 

Working with platforms: Data and MI
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Consistency of funds available 
Some DFMs we interviewed are part of listed businesses. 
Others are owned by private equity firms. All are under 
pressure to report sales and growth to their owners but 
they struggle to get data from platforms to meet these 
obligations. They want sales data (net and gross sales, 
not just assets).

“Our goal is to improve client outcomes 
through tech solutions, but we need to get 
the platforms involved. We can provide a 
lovely fact sheet but getting that in front of 
the customer is typically through the custody 

provider. That is a real puzzle. If the industry 
could fix that…”

“We've got targets on how much we need to 
sell into models. Most only give AUM, not net 
and gross sales.”

“What comes back in terms of MI is a 
challenge across the industry. Not being able 
to see the intermediary on the funds, net 
new business flows of funds on platforms 
- the inconsistency of what you get - it's a 
nightmare. Standard MI would be great.”

External data requirements
Financial advisers complained that the cost and charges 
disclosures from platforms are inconsistent making it 
difficult to report fees to clients. 

“MiFID II costs are charges are a nightmare. 
Aggregating that together is almost 
impossible. Platforms provide different data 
at different times. Where you are using a 
single platform provider it's easy but where 

you have a multi-platform strategy, like we 
do, you are beholden on individual platform 
interpretation of the regs. I'm not blaming the 
platforms, they tried to get a clear steer from 
the regulator.” 

“We struggle to get fees from platforms 
that make any sense for clients. They are all 
inconsistent.”
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Client reporting

Related to data and MI is a challenge raised by two DFMs 
about client reporting. One described how disconnected 
the client journey is for an advised client holding a 
discretionary MPS on platform. The client receives a 
custody statement but there is no mention of the DFM 
and no reference to the portfolio, just a list of holdings. 

“Clients only get a custody statement with an 
itemised list of holdings (names, units, value). 
It's very dry and there is no context as to why. 
There is no context to the overall headwinds, 
etc... The client gets a custody statement from 
Transact but they get their ISA from another 
platform. It gets fragmented really quickly.”

Another remarked how hard it is for DFMs to put the 
portfolio into context. 

“We could offer better reporting if we could 
work better with platforms. Clients only get 
a custody statement with an itemised list of 
holdings (names, units, value). It's very dry 
and there is no context as to why. There is 
no context to the overall headwinds, etc... 
The client gets a custody statement from 
Transact but they get their ISA from another 
platform. It gets fragmented really quickly... 
It's something that could help end clients 
understand what we are doing.”

“We try to do the reporting for the clients, but 
we are beholden to the quality of data from 
providers. Reporting is really tricky. There isn't 
a silver bullet for reporting across all clients. 
We are only one part of the puzzle. Clients 
have things elsewhere - they have EIS', VCTs, 
etc.”  



We asked interviewees if they plan to launch a bespoke 
or white label platform. 

Bespoke or white label platform
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Financial advice firms
NextWealth has tracked appetite among large financial 
advice businesses to launch a bespoke or white 
label platform since January 2021. Among the firms 
interviewed for this research, seven are financial advice 
businesses. One has a platform already, one is planning 
to launch one and one considering it. The others have 
decided, at least for now, not to introduce a platform. 

The case to become a platform operator

The financial advice firms with their own platform did 
not have the same operational or data challenges of 
those pursuing a multi—platform strategy. 

Why not? 

The reasons for not launching a platform were to spread 
custody risk, previous negative experience of a platform 

migration from a senior team member and a view that 
the compliance and operations overheads outweigh the 
benefits. 

Consolidators and networks also question whether 
launching a platform will solve the big challenges. As the 
firm buys other financial advice businesses or recruits 
them to their network, those businesses will bring 
existing platform relationships.

“As you acquire firms, you acquire platforms.”

“We have three preferred platforms, but we 
have assets on all players. Advisers come to us 
with stuff.”

DFMs
No DFM we interviewed is planning to launch a white 
label platform. One, Tatton, has a platform with Hubwise. 
Several of our interviewees said that the adviser chooses 
the platform and it’s hard to disrupt that relationship. 

“No. We've looked at it, but advisers want to 
choose the platform. We would need a really 
compelling case for the adviser to change.”

Some of the DFMs interviewed have legacy custody 
relationships. 

“We have legacy book of business where we 
can provide our MPS through our own custody. 
It's not something we necessarily actively 
market.”



We asked interviewees whether wealth transfer to 
younger clients or the spouse of the main client is 
an important driver of technology investment. We 
wanted to understand whether firms are investing in 
tech to deliver a better customer experience or reduce 
operational risk and drive efficiency. 

“Part of our plan with launching a platform 
and CRM is to be able to target a younger 
audience with lower initial amounts to 
invest. We might push out some blogs and 
information to focus on education. Ultimately, 
they need it most. “

All DFMs put operational efficiency and risk management 
top. They are looking to service the needs of the 
financial adviser not the end client. Some said that 
they would build tools to support advisers reach new 
client segments. Among the financial advice businesses, 
results were more nuanced.

Six of the eight financial advice businesses interviewed 
are actively looking to technology to support their 
business growth with new client segments, often multiple 
segments, including clients with smaller portfolio values, 
younger clients, and higher net worth clients.

“We are the best at what we do but clients 
still need to sign 10 paper forms to become 
clients. Compare that to a Starling where I can 
send a video to open an account.” 

“We are looking to build a digital offering 
with the ability for investors to self-serve a 
bit more. Some clients have built up an ISA for 
their children, but those kids are not engaged 
and they're now in their early 30s. We are 
looking to build something for them.”

Wealth transfer
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The most common place to store investment decisions 
is in the minutes of the investment committee meetings. 
Firms said that recommendations to change a holding or 
to change a rating for a fund would need to be made by 
the investment committee and that is where decisions 
and their rationale are tracked. 

“The investment committee - this is where 
decisions are made and reported and 
documented. Any changes will be minuted as 
part of those meetings.”

“Decisions are tracked in a spreadsheet 
and in notes circulated to the investment 
committee and in the meeting minutes from 
the investment committee.” 

Many firms also used Office products to store and track 
decisions.  

“Decisions are tracked in Microsoft, Excel, 
Word, Teams, and OneNote. We are in the 
early stages of developing a database based in 
SharePoint”

“Portfolio Committee meetings - the 
presentation pack and the committee meeting 
minutes would document that.” 

Five of the larger DFMs also use portfolio management 
systems to track decision making. Two financial advisers 
also use portfolio management systems, one of these 
built it in-house.  

“We track portfolio decision making in iMiX.”

“We use a bit of CRIMS [Charles River 
Investment Management System].”

Tracking investment 
decision-making

18



The DFMs and financial advice businesses we 
interviewed were all satisfied with their current data 
governance model. Most said there is always room to 
improve. The real issue with data was the ambition for 
some firms to make better use of data. 

Need to centralise and share data

“We could make better use of data, for sure… 
We are looking at a wall of data coming into 
the business and thinking about how we can 
maximise use of that data. First we  need the 
ability to centralise that so we can all use it.” 

“Challenge around data is less about security 
and more about how easily it is shared and 
stored. Our current model works well but 
we're looking to finesse that with a database. 
If we are going to use AI and ML to pick up 
signals, we need a consistent data store.” 

Investing in systems or people to make better use of 
data.

“We don't use it as well as we could. We are 
investing in data analysis and data engineers 
to bring data forward. We are keen to extend 
our business knowledge.” 

“Trying to consolidate the masses of 
information you have not just for investment 
management but trying to use data in a 
more efficient way to make faster decisions. 
Previously you've had people providing data 
to different parts of the business. We tried to 
consolidate that. We're trying to make sure we 
have pooled resource for data so we can use 
that information - whether from 3rd parties 
(Morningstar or fund managers) or client 
behaviour.” 

Financial advice businesses seem to be struggling more 
to make use of data. Several mentioned that they have 
legacy clients and pulling together a picture for those 
clients and aggregating that for business MI is an on-
going challenge. Two of our interviewees have recently 
changed back office system. Both felt they are now in a 
better place for data and MI. 

Effective use of data
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Technology is critical to building and scaling an investment business. It is essential for compliance, risk management, decision-
making and good customer experience. There is room to go in terms of integrating technology solutions into investment 
businesses. Most rely on spreadsheets to manage models and investment committee meeting minutes are used to track 
decision-making. 

The implications of the current approach to managing models on platform include: 

• Inconsistent processes resulting in higher cost and risk of error.

• Constrained investment universe mean DFMs have to substitute funds, resorting to ‘next best’ options and compromising 
their best ideas. DFMs say this leads to a more ‘vanilla’ offering. 

• DFMs and financial advice firms are unable to reliably report to shareholders on gross and net flows of discretionary MPS 
on platform. 

• Financial advice firms struggle to get consistent data on costs and charges to comply with MiFID II reporting requirements. 

• Custody statements lead to disjointed client journeys. 

Some DFMs and financial advisers limit platform availability to focus efforts on platforms that support their operational 
requirements. Some financial advice firms will limit that to a single platform. 

As DFMs and large financial advice businesses continue to grow, they will need technology solutions to help them scale. 
Among the top business challenges facing these firms is cost pressure. Technology solutions should help firms deliver better 
and faster propositions to clients. 

Technology companies play an important role in supporting this innovation. With that, we would like to thank Ada Fintech, - 
Redington’s technology business, Allfunds, Bravura Solutions, Multrees, and SS&C for supporting this research. We hope DFMs 
and financial advisers will consider their solutions when reviewing options to grow and scale their investment businesses. 

Where could you start

Targeted tech, 
bespoke solutions, 
increased appeal

Refine solution strategy

Assess tech capability and model 
management pain points

• Consider taking on custody of assets.

• Technology – to deliver a better client proposition – is seen as 
important for advisers working with and attracting younger 
clients.

• Limit availability or manage your range (unitise)

• Rebalancing is a nightmare

• Product availability and ETFs (though not 
among advisers)

• Data and MI for shareholder reporting

• Disjointed client journey
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