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Technology is here
to help, not hurt
ȴQDQFLDODGYLVHUV
Interview with Eugene Maree&KLHI([HFXWLYH2ɝFHU &(2 RI:HDOWKSRUW

Eugene Maree—Wealthport CEO
Eugene is the founder and CEO of
Wealthport, a FinTech company with
ȴQDQFLDOVHUYLFHVOLFHQVHVΖWKDVGHYHORSHGD
pioneering transaction-based technological
solution aimed at modernizing and futureSURRȴQJLQGHSHQGHQWȴQDQFLDODGYLFH
SUDFWLFHVLQWKHQHZHUDRIȴQDQFLDOVHUYLFHV

Deloitte: Tell us about your business
Eugene Maree: ΖQHVVHQFH:HDOWKSRUWLV
DQDGYLVHUOHGLQYHVWPHQWPDQDJHPHQW
SRUWDO:HGRQȇWOLNHWREHVHHQDVD/Ζ63
/LQNHGΖQYHVWPHQW6HUYLFH3URYLGHU 
platform, as they are primarily only unit
WUXVWSODWIRUPV:HVHHRXUVHOYHVDV
DWHFKQRORJ\SDUWQHUIRULQYHVWPHQW
PDQDJHUV:HDUHD)LQ7HFKEXVLQHVVWKDW
has planning, reporting, and execution
FDSDELOLWLHVDFURVVDOOLQYHVWPHQW
SURGXFWVWKURXJKRQHLQYHVWPHQWSRUWDO

Deloitte: Who do you see as your
main competitors?
Eugene Maree: ΖWȇVTXLWHLQWHUHVWLQJ
ZKHQ\RXDVNDERXWRXUFRPSHWLWRUV
:HGRQȇWUHDOO\VHHWKHRWKHUSODWIRUPV
as competitors because, as
ΖSUHYLRXVO\PHQWLRQHGWKH\DUHRQO\XQLW
WUXVWPDUNHWSODFHVIDFLOLWDWLQJWKHXQLW
WUXVWLQGXVWU\7KLVLVEHFDXVHWKH\ȇUH
RZQHGE\XQLWWUXVWRUOLIHFRPSDQLHV:H
VHHRXUVHOYHVDVDQLQYHVWPHQWSRUWDO
that allows you to gain access to anything
\RXZDQW%HVLGHVWKDWZHVHHRXUVHOYHV
DVPRUHRID)LQ7HFKSOD\HUWKDWSURYLGHV
the tools to facilitate planning, execution,
DQGUHSRUWLQJLQDVLQJOHHQYLURQPHQW

Nowadays there are lots of good planning
tools, but the problem with them is
that you can plan, but when you want
WRH[HFXWHWKHUHLVQRZD\WRH[HFXWH
That has been one of the failings of a
QXPEHURI)LQ7HFKPRGHOV<RXFDQSODQ
but in order to execute in a regulated
HQYLURQPHQW\RXQHHGWRFRPSO\ZLWKD
ZKROHORWRIOLFHQVLQJUHTXLUHPHQWV:H
KDYHWKH&DWHJRU\OLFHQVHWKDWDOORZV
XVWREXONWUDGHLQWKHPDUNHWZLWKDOO
LQYHVWPHQWSURYLGHUVDOORZLQJRXUFOLHQWV
WRDFFHVVZKROHVDOHSULFLQJ
7KLVFRXSOHGZLWKRXUFRPSUHKHQVLYH
SODQQLQJDQGZRUNȵRZWRROVPHDQV
you can come in, plan, and execute,
EX\LQJZKDWHYHU\RXQHHG7KLQNRIXV
DVWKH$PD]RQRILQYHVWPHQWSURGXFWVLQ
6RXWK$IULFD<RXFRPHLQWRRQHSRUWDO
you go to the cart, you say what you
ZDQWZHJLYH\RXH[SRVXUHWRWKHZKROH
LQYHVWPHQWPDUNHWWKHQ\RXEX\DOO
the things you want, add them to your
FDUWDQGR\RXJRWRFKHFNRXW%HLQJ
independent and product agnostic (we
GRQȇWPDNHSURGXFWV RXURQO\IRFXVLVRQ
JLYLQJWKHFOLHQWWKHEHVWSULFLQJDQGWKH
XOWLPDWHXVHUH[SHULHQFHΖQWKLVVHQVHZH
DUHXQLTXHDQGZHGRQȇWUHDOO\KDYHDQ\
FRPSHWLWRUVLQ6RXWK$IULFD
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Deloitte: How does Wealthport
GLHUHQWLDWHLWVHOIIURPRWKHUSODWIRUP
SURYLGHUV"
Eugene Maree: When we started
Wealthport, we were able to use newer
technology compared to what was available
back when most of the current platforms
were built. This gave us the ability to
automate, streamline, and incorporate any
product on the market. Our system isn’t as
people-heavy as others and has never had
DQ\DGPLQLVWUDWLRQHUURUVDVRXUZRUNȵRZ
takes care of processes more reliably than
humans, with humans just having to verify
processes.

We don’t like to be referred to as a LISP, as
that is the old fund supermarket model
and is only a part of what we do. We will
be adding other products to this portal
that traditional LISPs will never be able to
RHURUWKDWWKHLURZQHUVZRXOGSUHYHQW
WKHPIURPRHULQJDVLWZRXOGLQYROYH
cannibalizing their existing business.
Administration fees are going to go down,
and margins are going to get narrower,
and the better the technology, the better
your chances of being sustainable. Besides
RHULQJDQ\WKLQJDGYLVHUVRUWKHLUFOLHQWV
want in South Africa, including ETFs,
structured products, and more, we also
RHUDFFHVVWRPLOOLRQLQVWUXPHQWV
RVKRUHWKURXJKRXUSDUWQHUVKLSZLWK
Swissquote Bank in Geneva. So you have

WKHEURDGHVWLQYHVWPHQWRHULQJLQ6RXWK
Africa in one place at the lowest overall cost
on the market.
There are so many investment options
available today. If you look at the South
African unit trust market, compared to
the South African share market, there
DUHFXUUHQWO\DURXQGVKDUHVRQWKH
PDUNHWRIZKLFKSUREDEO\DURXQG
are actually liquid, and yet there are over
XQLWWUXVWV:KHQLWFDPHWRFUHDWLQJ
our platform, we knew that we needed to
consider being able to cater for ETFs, unit
trusts, and other investment vehicles such
as structured products. We also realized
we needed to make it easy for advisers to
sift through these options for their clients
and trade these instruments.
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Our platform has an entirely integrated
EDFNRɝFHPDQDJHPHQWV\VWHPLQWKH
back-end and it also has document storage
so you can manage all your documents,
and it has transactional processing
FDSDELOLWLHVWKDWNHHSWKHZKROHZRUNȵRZ
RQȴOHIRUFRPSOLDQFHDVZHOODVWUDFNLQJ
and recording clients’ investments. All of
this takes place in one environment, plus
you can service a client remotely through
screen-sharing technology.
We are trying to move away from the LISP
stereotype, because LISPs haven’t changed
in ten years. They haven’t evolved. In
just two years, our business has evolved
immensely, and if we look at what’s coming
in the next year or so, it’s going to evolve
even more. I’m not sure whether traditional
LISPs will follow what we’re doing—that
will depend on their corporate strategy,
and whether they choose to move from a
business that serves shareholders to one
that serves clients.
Deloitte: :KDWLV\RXUYLHZRQWKH
FXUUHQWLQYHVWPHQWPDQDJHPHQW
landscape, and what do you see
KDSSHQLQJLQWKHIXWXUH"
Eugene Maree: Wealthport was born out of
my concerns about what I saw happening in
the industry. We have some big, industrydominant players that have established a
huge amount of trust with clients, and who
have had money to spend on advertising,
giving them the spotlight. However, they
are becoming bigger and clumsier and, in
terms of pricing, I don’t think that clients
are always getting the best deal. I don’t
think it’s always transparent, so it’s very
seldom that you see a client get to ask
them, ‘What is it that I’m paying for? What is
your exact fee?’”
Very often it’s vague and it hasn’t been
shown. I think this kind of vagueness
DQGWKHJHQHUDOJUH\QHVVLQWKHȴQDQFLDO
LQGXVWU\DVZHOODVWKHSHUVRQDOȴQDQFLDO
planning space, have served the industry
well. The industry is driven largely by the
big brands, and a lot of people have a lot
of faith in them. They’ve had it easy, but I
think they’re going to have to start digging
deeper, particularly when they start looking

into indexation, structured products, and
that sort of thing. In many cases banks
are building better and more transparent
products than those that asset managers
and life companies are building. I believe
the investment banks are going to start
playing a bigger role, and we saw the
need to cater for them, as the traditional
platforms don’t have the capability or will
to do it.
I think a digital format will level the playing
ȴHOGDORWPRUH3HRSOHFDQDFWXDOO\JR
and look up the facts rather than just
believing the hype. I think there is going
to be a change and that we’ll see some
newer players, that are innovative, and
that are doing better things. Players that
DUHSUHSDUHGWRFRPHLQDQGRHUUHDO
YDOXHZLOOȴQGWKHLUQLFKH%XWLI\RXIDLO
you will also be exposed, which is really
nice, and I think that is something that the
industry has to watch out for, because this
is a matter of ‘when’ rather than ‘if’. We’re
starting to see that now, especially with
younger clients who are so much more
informed.

Administration
fees are going
to go down, and
margins are going
to get narrower,
and the better
the technology,
the better your
chances of being
sustainable.
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Deloitte: :KDWGR\RXEHOLHYHZLOOEH
WKHQH[WZDYHRILQQRYDWLRQWRDHFW
WKHΖ0HQYLURQPHQW"
Eugene Maree: I think that the next two
years are going to be the big, telling years.
I think you’re going to see a boost in what’s
happening in the technology space, and I
think you’ll see that some advisers will miss
this opportunity, whereas others will use
it to leapfrog their businesses, because
we all know for a fact that clients are going
to demand more for less, and that we’re
going to have to serve more clients for less.
The only way you’re going to do that is with
technology.
There are only so many working hours in
the day. Technology can help you with the
administration of your client base; help you
to manage your clients’ investments and
other products; help you to understand
ZKHUHWRDSSO\\RXUWLPHDQGHRUWDQGWR
XQGHUVWDQGZKDWLVSURȴWDEOH
If you want to run your business more
HɝFLHQWO\\RXȇUHJRLQJWRQHHGWHFKQRORJ\
there is no doubt about it. The way that
we’ve built this technology, incorporating
well-designed data architecture, as well as
transactional tools, will allow you to mine
and manage your database of clients to
give them the ultimate solutions to meet
their needs.
:HȇUHVWDUWLQJWRVHHWKHȴUVWSKDVHQRZ
where you get those who are going to
embrace technology, and those who are
going to come after the fact. People have
seen this on the horizon, people are talking
about technology, but not everyone is
taking it seriously. Many people think not
much is happening, but a lot has been
developing without them knowing, and it’s
constantly building.
I think in terms of some of the other
trends that will come out in the next few
years, you’re going to see algorithmic
trading where people can build models,
and where they can optimize portfolio
risk by taking historical measures into
consideration. I think you’re going to see
a lot of it happening around the creation
of investments. I also think a lot is going to
happen around administration.

Deloitte: How is the industry
responding to increased technology?
Eugene Maree: The wonderful thing about
technology is that it’s creating a much more
transparent industry. There are a lot more
competitors like us, that are newer and
growing, that have no product allegiances,
and that want to create a better deal for
the client. I think that will be a catalyst
for change. We’ve already seen, since we
entered the industry, how platform fees
have come down. Providers used to charge
massive platform fees, and we’ve started
to put pressure on them. We’re one of the
new players and everyone is starting to
react and having to drop their platform
fees and I think this is not the end of it. So I
do think that is going to be a good thing for
the industry, and that greater transparency
will come as a result.

I think our biggest challenge is going
to be getting those who manage the
investment landscape to embrace
technology, and not see it as a threat,
but rather as an enhancement.
People are afraid of change. You know
people say that computers will take over
from humans. Funnily enough, there are
some jobs you don’t need to worry too
much about if you do them properly. I
think our biggest challenge is going to be
getting those who manage the investment
landscape to embrace technology, and
not see it as a threat, but rather as an
enhancement. The people who get that
right, who decide that it’s a combination
of technology and touch, they are going to
win this race. Those who resist it are going
to fall by the wayside. I think that anyone
who believes this will never happen just
hasn’t really taken a good look at what’s
happening in the world around them.

3HUIRUPDQFHPDJD]LQHLVVXH
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Deloitte: :KDWLPSDFWLVURERDGYLFH
KDYLQJRQWKHLQGXVWU\"
Eugene Maree: The challenge of adopting
any of new system is embracing
FKDQJH:HȇUHRSHUDWLQJLQDKHDYLO\
LQWHUPHGLDWHGPDUNHWZKHUHWKHEURNHU
RUDGYLVHULVGHDOLQJZLWKWKHHQGFOLHQW
and in most cases there is a huge amount
RIUHVLVWDQFHWRQHZWHFKQRORJ\<RXFDQ
understand why, because the industry
KDVSLWWHGWHFKQRORJ\DJDLQVWWKHDGYLVHU
:KDWWKH\ȇYHDFWXDOO\GRQHLVVDLGWR
WKHDGYLVHUȆΖWȇVDFKRLFHEHWZHHQURER
DGYLFHDQG\RXȇΖQDFWXDOIDFWWKHUHLV
OLWWOHUHDVRQWRIHDUURERDGYLFHEHFDXVH
LWFDQRQO\SURYLGHDYHU\VPDOOSDUWRIWKH
VROXWLRQ
5RERDGYLFHFRXOGEHFRPHEHWWHUDW
SLFNLQJIXQGVLWFRXOGEHDIDFLOLWDWLRQ
tool, and it could act as some sort
RISODQQLQJWRROEXWLWGRHVQȇW
understand the human issues around
legacy planning, estate planning, or
XQGHUVWDQGLQJZKDWWKHFOLHQWȇVQHHGV
DUHRUWKHULVNVWRZKLFKWKHFOLHQWLV
H[SRVHG7KDWȇVZKHUHWKHUHDODGYLVHUV
VWHSXS$UHDODGYLVHUZLOOQHYHUEH
WKUHDWHQHGE\URERDGYLFHEHFDXVH
LWZLOOEHYHU\GLɝFXOWIRUURERWRGHDO
with the human interaction aspect of
DFOLHQWȇVQHHGVDQGMRXUQH\EHFDXVH
PRQH\PHDQVGLHUHQWWKLQJVWR
GLHUHQWSHRSOH+RZHYHULI\RXDUHD
product salesman and all you do is select
SURGXFWVIRU\RXUFOLHQWDURERDGYLFH
WRROZLOOGRDEHWWHUMREDVWKHUHZRXOGEH
OHVVHPRWLRQLQYROYHG

6RΖWKLQNZKDW\RXȇOOȴQGLVWKDW
URERDGYLFHZLOOEHFRPHDEOHQGHG
HQYLURQPHQWZKHUH\RXZLOOKDYHKLJK
TXDOLW\DGYLVHUVZKRPD\KDYHDURER
DGYLFHFRPSRQHQWWRWKHLUEXVLQHVVIRU
FOLHQWVZKRZDQWVHOIVHUYLFHEXWWKDW
the high-end clients who need more
sophisticated trust estate planning,
RVKRUHSODQQLQJRURVKRUHVWUXFWXULQJ
ZLOOVWD\LQWKHVDPHHQYLURQPHQW
2QHRIWKHUHDVRQVWKDWURERDGYLFH
has faced a challenge with adoption is
EHFDXVHFOLHQWDFTXLVLWLRQFRVWLVYHU\
KLJKDQG\RXKDYHWRZRUNKDUGWRZLQD
FOLHQWȇVWUXVW7KHURERDGYLFHVSDFHKDV
DWWUDFWHGDORWRIVPDOOHUQHZLQYHVWRUV
VR\RXȇYHJRWDORWRILQYHVWRUVZLWK
YHU\ORZYROXPHEXVLQHVVHV/RWVRI
FOLHQWVZLWKORZYDOXHVDUHYHU\FRVWO\WR
administer: it means you carry the client
DQGKDYHWRSD\UHODWLYHO\KLJKFRVWVWR
PDNHLWZRUN
Then as the client grows, unless you
SURYLGHVRPHRWKHUYDOXHDGGHG
DGYLFHOLNHHVWDWHSODQQLQJRURVKRUH
LQYHVWPHQWDFFHVVWKHPRPHQWWKH
client gets to a certain size, the client will
SUREDEO\ORRNIRUDQDGYLVHURHULQJ
DIXOOHUPRUHKROLVWLFSODQ6RΖWKLQN
the real opportunity is bringing robo
and technology into the independent
LQWHUPHGLDWHGDGYLFHODQGVFDSH
ZKHUH\RXȇYHJRWWHFKQRORJ\DQGWRXFK
FRPELQLQJDQGΖWKLQNWKDWLVJRLQJWREH
WKHGULYLQJIRUFH

Deloitte: What opportunities should
DGYLVHUVEHFKDVLQJJRLQJIRUZDUG"
Eugene Maree: ΖIΖZHUHDQDGYLVHUWRGD\
ΖȇGHPEUDFHWHFKQRORJ\DQGIRFXVRQ
LPSURYLQJWKHKXPDQLQWHUDFWLRQVLGH
RIWKHEXVLQHVV7KHSHRSOHHOHPHQWZLOO
GLHUHQWLDWHWKHWUXHZHDOWKPDQDJHU
The days of the product salesman are
RYHU7KHIXWXUHLVDERXWLQGHSHQGHQW
DGYLFHQRWVDOHVPDQVHOOLQJSURGXFWV
IRUWKHLUFRPSDQLHV$GYLVHUVVKRXOG
FRQVWDQWO\IRFXVRQLPSURYLQJWKHLUVNLOOV
in terms of estate planning, in terms of
VWUXFWXULQJRVKRUHLQYHVWPHQWVDQG
staying in touch with the regulatory
HQYLURQPHQW7KHJRRGQHZVIRUFOLHQWV
is that the industry and regulators are
increasingly concerned about their needs,
DQGHWKLFDOLQGHSHQGHQWDGYLVHUVZLOO
WKULYHLQWKLVQHZHUDZKLOHWKHRWKHUVZLOO
EDWWOHWRVWD\LQEXVLQHVV

