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Disclaimer

Information presented is current as at February 2023 unless otherwise indicated.

Praemium Australia Limited (ABN 92 117 611 784) has created this content for financial advisers for 
general information purposes only and the views expressed by the managers presenting are their 
own. Praemium does not express any view about the accuracy or completeness of information 
provided by any third parties and no liability is accepted for any errors it may contain. It is not 
intended to take the place of professional advice and you should not take action on specific issues 
covered in this content. 

Past performance is not a guide of future performance. 

Copyright © 2023 Praemium Australia Ltd. All rights reserved.



Agenda

» Understanding your client
» Key factors for building client longevity

» Digital engagement creating regular touchpoints
» Hyperpersonalisation
» Building digital empathy with big data
» Aligning strategy with values
» Single view of wealth
» Trust



Understanding your client



What is important to clients?

» 91% of clients want an 
adviser who “gets” them

» 71% need shared values 
and/or political leanings 

» 70% want to meet 
advisers face to face

» Only 17% want a digital 
only relationship

Accenture: The New State of Advice



Understand Your Customer

» Who are you serving?

» What do they value and 
need?

» How do you deliver advice 
efficiently and affordably?

» How do you build a model 
adaptable to change?



Creating opportunities for regular touchpoints

Digital engagement
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Digital service expectations 

Source: Aspect Source: Accenture Wealth Management Consumer Report
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Investor Portal Experience

» 24/7 connection to their wealth 
management service professionally 
branded by firm

» Next-generation digital client experience

» Delivers detailed, and up-to-date 
portfolio information from any smart 
device

» Digital service for online applications, 
client consent and reporting 

» Allows for high-quality client 
engagement.

» Publish documents to investors, from 
mail-merge reports and meeting 
minutes to firm newsletters



The need for a meaningful and tailored service

Hyperpersonalisation
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Personalised holistic service

Source: Accenture Wealth Management Consumer Report
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Hyper-personalised strategy - Asset Allocation 
strategy templates

Define your own asset allocation strategy templates and link them to your portfolios

• Allocation strategies can contain 
fixed or range targets or a 
combination of both

• Choose from a large range of 
indices to benchmark portfolio 
returns against

• Retain a full history 
of asset allocations 
over time



» Generate a composite 
benchmark index for your 
portfolios directly from your 
asset allocation strategies.
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Goals aligned composite benchmarks

» Composite benchmarks use the 
sum of a range of benchmark 
index returns, weighted by your 
target allocations
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Create custom reports using portfolio data

» By uploading a custom 
page in Report Builder

» You can easily add your 
own content, which you 
can generate and publish 
as a stand-alone report.
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Build your own custom reports

» Using fields from the Report 
Data Library, you can include 
performance data and charts 
in your own custom pages. 

» Such as a Word document

» The charts use your brand 
colours and are easy to resize 
and format.



Leveraging data to enhance the human interaction 

Digital empathy



» Personalisation and digital service are valued but clients want authentic 
communications

» Digital empathy is about building digital experiences that respond to the 
feelings of their user  through digital engagement, and insights.

» Technology is increasingly leveraging data to deliver digital empathy
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What is digital empathy?
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How does Praemium support digital empathy?

» Our Artificial Intelligence and 
Machine Learning Based Insights 
are designed to identify patterns of 
behavior that could indicate a need 
for additional advice or guidance. 

» Whether investor behaviour patterns 
are ultimately driven by investment 
or market performance, or a change 
in their personal circumstances, you 
have the opportunity to engage with 
your client at a time when they may 
be in need of financial advice or 
further guidance.



Expanding list of activities

» Term deposits maturing

» Closing models

» Corporate action elections

» Completion/action status 
tagging shared between 
authorised users
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Alerts & insights



Creating tailored portfolios

Aligning strategy with values
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Increasing prioritisation of ESG

Whilst millennials led the charge to ESG investing, interest is increasing across 
all demographic groups

Source: Natixis Investment Managers 2020 Global Survey of Financial Professionals and 2019 Global Survey of Individual Investors



» Praemium has created ESG 
filters and ESG insights which 
creates the opportunity for 
meaningful strategic 
conversations with your clients 
about their ethical values 

» Using the insights tool allows 
you to demonstrate how their 
current portfolio aligns with 
their ethical considerations

» Praemium has added 9 
screening filters to allow you to 
scalably and efficiently remove 
stocks that are not aligned with 
clients’ ethical values. 
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How screening can help you create a tailored solution



Simplifying the wealth experience

Single view of wealth
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Simplifying the wealth experience

Source: Investment Trends High Net Worth Report 2021Source: Deloitte Wealth and Asset Management 4.0
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Platform integration – the future of platforms

» The ability to access the full suite of investment solutions, cost-
effectively on a single platform and allow for a holistic wealth 
management service. 

» The provision of a consolidated view of custody and non-custody 
assets to meet their clients’ needs. 

» Complete outsourcing of administration services to allow for greater 
focus on advice provision. 

» Integrated technology solutions with data feeds from various 
providers to create a single source of data. 



The expectation of data privacy and security

Trust



Trust is the foundation of a long-term successful 
advice relationship

Enhancing Investors’ Trust – the 2022 CFA Institute Investor Trust Study



Data protection is a key element of trust and in meeting 
your ethical obligations

Based on case studies from ASIC and the Australian Financial Complaints Authority (AFCA)



» Data privacy and data protection 
are increasingly important in the 
wake of recent high profile cyber 
attacks

» Using digital portals to 
communicate and send personal 
information is more secure than 
email 

» Multi-factor authentication on the 
Praemium platform provides further 
security for clients using the portal. 
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Protecting your clients



subheading

Concluding thoughts



» Successful relationships are built through a solid understanding of client 
needs and aligning advice proposition to meet them

» Digital advice experience is essential and will help sustain relationships to 
encourage regular touchpoints complemented by personal face to face 
interactions. 

» Trust is built through personalisation and a feeling that their adviser 
understands them. Security of information is expected. 
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Building longevity
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Over time client satisfaction increases




