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The new dynamics 
of advice
Responsive, personal, powered by tech



Learning outcomes
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1 Understand how execution quality shapes client trust – Be able to explain 

why, in planning, service is limited by execution and can weaken confidence.

2 Recognise how client expectations have shifted in a real - time world –

Understand why advice must match the immediacy of modern experiences.

3 Evaluate the growing demand for investment personalisation – Be able to 

describe the drivers behind hyper - personalisation.

4 Identify the characteristics of a modern platform – Be able to assess 

platforms using four diagnostic (and hidden) questions.
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Why Fundment 
exists

01



Your service level is capped by your execution layer
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  Advice   Execution

Plan agreed!

Done improperly, this is where client trust slowly breaks

Initial 

meeting

Making 

progress

Transfer 

delay

Snail’s pace 

updates

“What is 

going on?!”
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Fundment is built for modern advice
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As one of (very) few home-grown 

platforms, we are agile and responsive

Ease of use is the #1 cited benefit of 

using Fundment by hundreds of users

A fifth of the UK advisory market trusts 

Fundment

The #1 ranked platform by Defaqto and 

The lang cat in 2026

100% proprietary tech Celebrated for simplicity

Trusted by 1,000+ firms Highest-rated for service



Fundment is built for modern advice
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The new dynamics 
of advice

02
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Client expectations have shifted...
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Advice must match clients’ rhythm
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XX XX XX XX

XX XX XX XX XX XX XX

XX XX XX
Annual

review XX XX XX

XX XX XX XX XX XX XX

XX XX XX XX XX

March
2026

Mon Tue Wed Thu Fri Sat Sun

• Life events don’t wait for your next 

annual review

• Markets don’t pause for paperwork

• Responsiveness is now respected, 

not admired
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Moving faster: Pay by Bank
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• A faster way for clients to fund their 

future

• The familiarity of clients’ own bank; the 

speed of open banking; the confidence 

of money moving in real time

• Fewer instructions, fewer delays
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The rise of 
personalisation

03
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The rise (and lure) of investment personalisation
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66%
of high - net - worth investors want more 

personalisation in financial planning and 

investment strategy

https:// www.pwc.com /us/en /industries/financial - services/asset - wealth - management/high - net - worth - investor.html
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But costs can be... prohibitive
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0.5 - 2.5%
plus custody, performance, and 

transaction fees – meaning total costs 

can reach 4.0%

https://top10privatebanks.com/private - banking - fees.html
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The cost of hyper - personalisation...
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0.1% (& no trading fees)
(Excluding platform, adviser charges)

https://top10privatebanks.com/private - banking - fees.html
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What hyper - personalisation looks like
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Set a base 
universe

Specify index 
features

Apply any 
exclusions

Global, US, UK, 
Euro equities

Weighting; 
Universe size

Screen for 
countries

Asset class: 
Equities/Bonds

ESG ‘flags’

Industries

1 2 3

Market cap size

Custom/ select range

Style preference

Custom/ select range

Securities
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What hyper - personalisation sounds like (cont’d)
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Matt Pitcher , Altor Wealth

What has been interesting from the conversations we are 

having with clients is the sheer variety of what they are 

interested in investing in.

Clients can be very particular about the companies they are 

unwilling to entrust their hard-earned money to.
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What hyper - personalisation sounds like (cont’d)
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Matt Pitcher , Altor Wealth

"We have had ‘non-ethical’ clients exclude gambling because 
someone in their family had this addiction, and tobacco because 
they lost a friend to lung cancer.”
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How to spot a 
modern platform

BONUS
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Platform cheat codes: How to spot modern
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(Are you masquerading 

as modern?)

(Will we need constant 

re-training?)

(When I need you, will 

you pick up?)

01 02 03 04

(Are you in full control of 

developments?)

What do clients still 

have to sign?
What ongoing 

training do you offer?

What are your average 

call answer times?

Who owns your 

technology?

Ask these four simple questions as part of your DD (plus what you’re really asking)...

The New Dynamics of Advice



Fundment  Limited  is  authorised  and  regulated  by  the  Financial  Conduct  Authority  (FCA)  under  firm reference  number  732727  and  is  an  

HM Revenue  & Customs (HMRC)  approved  ISA  plan  manager.

Our registered  office  is  58- 60  Berners  Street,  London,  W1T 3NQ,  UK, and  our company  is  registered  in England  and  Wales  under  company  number  08884918. 

VAT Registration  Number:  212 3804  49.

This  document  is  created  for  information  purposes  and  is  intended  for  use  by  financial  planning  professionals  only.  It is  not  intended  for  distribution  to  retail  clients.

Investments  carry  risk.  The  value  of  investments  can  go  down  as  well  as  up,  and  you  may  get  back  less  than  you  originally  invested.  Past  performance  is  not  a reliable 

indicator  of  future  results.  Tax  treatment  depends  on  individual  circumstances  and  may  change  in the  future.  Fundment  does  not  provide  investment  advice.
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