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Wealth Management 3.0 : 
The "Phygital" Advantage



What is Wealth Management 3.0?
Wealth Management 3.0 - An Amalgamation Acros s  the  Following Ke y Tre nds

Broade ning to inc lude  c lient 
s e gments  in lowe r we alth bands  
as  we ll as  s e gments  with more  
d ive rs e  or cus tomis able  ne e ds

Ke y Are as  o f 
Evo lut ion

We alth Manage me nt 1.0 Wealth Management 2.0 Wealth Management 3.0
Client Scope

HNW UHNW
Family Offices

HNW UHNW
Family Offices HNW UHNWFamily Offices

Affluent Next Gen Women

Channels & Modes of 
Coverage
Evolving into digital - led 
propositions with hybrid models

Only One Model
Human Only

Mainly One Model
Human Only with digital support 

via e/ m-banking

Model 1
Digital- Led

Model 2
Hybrid

Model 3
Human Led

Products & Asset 
Classes
Continuing to broaden and widen 
access and scope

Traditional Active Passive Some Alts Some 
ESG/ 

Impact Inv

Direct 
Indexing

Pvt 
Mkts

ESG/ 
Impact

Digital 
Assets

Source : Oliver Wyman Analysis



Discretio
nary

Back Office

Core  
Banking 
Sys te m

Ope rations

What is Wealth Management 3.0?
We alth Manage me nt 3.0- An Amalgamation Acros s  the  Following Ke y Tre nds

Continuing to  modularis e , the re by  
provid ing for be tte r cus tomis ation 
and  pe rs onalis ation to  be tte r 
s e rve  niche  Clie nt ne e ds

Ke y Are as  o f 
Evo lut ion

We alth Manag e me nt 1.0 Wealth Management 2.0 Wealth Management 3.0
Solutions & Services

Operating Model & 
Technology
Continuing to broaden and widen 
access and scope

Highly Tailored & Manual
Individual Approach towards Each 

Portfolio

Distinct Business Models

Execution 
Only

Advisory
High 

Touch 
Services

Execution Only

Advisory

Advisory
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Highly Modular

Asset 
Manager

Internal
Operations

Risk
Compliance
Investment AM 

Partners
Online/ 

Mobile App
RM/ Service 

Layer
Helpdesk

Integration layer
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Core Banking System - IP

Integration Layer

Source : Oliver Wyman Analysis



Finance Te chnology Finte ch

What is a Fintech?

Ke y Bus ine s s  Mode ls

⚬ Se rvice s / produc ts  offe re d dire c tly to  e nd us e rs  via  
own channe ls  of dis tribution

⚬ Large s t opportunity for us e r volume  and s cale  

⚬ Se rvice s / produc ts  offe re d to  anothe r bus ine s s  to  in 
turn s e rvice  its  own e nd cons ume rs

⚬ Opportunity to  ge ne rate  highe r trans ac tion volume

⚬ Bringing toge the r the  B2C and B2B mode ls , the  B2B2C 
provide s  s e rvice s / produc ts  to  othe r bus ine s s e s  
e nabling the m to focus  on the ir core  ac tivitie s

⚬ Opportunity to  capture  us e r and trans ac tion volume

Bus ine s s  2 Cons ume r (B2C)

Bus ine s s  2 Bus ine s s  (B2B)

Bus ine s s  2 Bus ine s s  2 Cons ume r (B2B2C)



Purpose of Fintech’s

Enabling 
Bus ine s s es  to  

Scale

Enhancing Financ ial 
Se rvice s

Innovating 
Ins urance / He alth/ 
Payme nt Se rvice s

Inc re as ing Financ ial 
Inc lus ion

Improving Scalability Re duc ing Cos ts Improving 
Effic ie ncy

Enhancing Se curity



Exclusive investment products 
acros s  multiple  as s e t c las s e s  & 
ge ographie s  with minimums  as  low 
as  USD 25,000 

Active  advis ory ove rs ight from the  
in-hous e  inve s tment committe e  to  
incorporate  marke t tre nds

Acce s s  to  as s e t a llocation through AI-
bas e d algorithms  and quant mode ls  

bas e d on the  c lie nt’s  ris k profile

Provide  attrac tive  pric ing for marquee  
funds  while  enabling acces s  to a mix 

of global, pas s ive , ac tive , ins titutional, 
and hedge  funds

Value Proposition of Fintech’s in Wealth Management
Frac t iona lis a t ion Acce s s  to  Globa l Marke ts

Ac t ive  Advis o ry Art ific ia l Inte llige nce

FinTe ch Pla tfo rms



Other Helpful Attributes of Fintech’s in Wealth Management

Eas y | Te c h-e nab le d  

Affo rd ab le

Trans pare nt

Care  | Human Touc h 

Lic e ns e d  & Re g ula te d

Cura t ion & Ad vis ory

Dive rs e  Ac c e s s

Pe rs ona liza t ion

Ac tive  Eng ag e me nt



What is the “Phygital”  Model?

Hi Te c h
Hi Touc h

Physical Digital Phygital

Phygital is  the  conce pt of us ing te chnology to  bridge  the  digital world with the  phys ical 
world with the  purpos e  of providing a unique  inte rac tive  e xpe rie nce  for Clie nts .

True  Omni Channe l Approac h

• Important to  unde rs tand that Phygital is  the  s e amle s s  inte gration of 
phys ical and digital compone nts  for the  be ne fit of the  cus tome r.

• Whils t te chnology plays  a  ke y role  in de live ring on the  Clie nt 
age nda, it is  the  phys ical inte rac tion that is  the  ce ntre  of de live ring 
the  Clie nt e xpe rie nce



How can Fintech’s Coexist with Traditional Wealth Advisors

• Partnership - Traditional wealth players partner with Fintech’s often to 
leverage on technology, artificial intelligence capabilities, advisory and/ 
or execution based services and product access

• Business Enabler- Allows traditional wealth players to focus on their 
core competence such as investment advisory and relationship 
management

• Road to Scale- The ability to service a larger Client segment, with 
technology support, increases the average number of Clients, a 
relationship manager can efficiently and effectively manage

• Potential Challenges - Such as legacy systems and resistance to 
change that both sectors face when coexisting

• Different business models bring out different efficiencies
• B2C- Healthy competition brings about innovation and more efficient 

methods of product delivery
• B2B2C- Fintech’s play the role of a business enabler, hastening the 

path to scale and monetisation

B2B2C Coe xis tance  with Trad it iona l We alth Advis ors



Thank you!

s wanze l@kris ta l.a i

De live ring  Your Right  to  Inve s t  with 
the  Right  Inve s tme nts

Disclaimer : The  recomme ndations  containe d he re in are  for the  e xc lus ive  us e  of the  inve s tors  and prohibits  any form of d is c los ure  or re production. The  
conte nt cannot be  re lie d  upon by any othe r pe rs on for any o the r purpose . The  re comme ndations  are  information provide d to  the  inve s tors  and are  subje c t to  
ris ks . Any re comme ndations  inc luding financ ia l advice  provide d by Kris ta l.AI or its  affiliate s  s hall be  s ubjec t to  contractual unde rs tanding, ne ce s s ary 
docume ntation, applicable  laws , approvals  and re gulations . Though the  re comme ndations  are  bas ed  on information obta ine d from re liable  s ource  and are  
provide d in good fa ith, the y may be  valid  only on the  date  and time  the  re comme ndations  are  provide d and s hall be  s ubje c t to  change  without notice . Kris tal.AI 
or its  affiliate s , doe s  not make  any re pre s e ntation, unde rtaking, warranty, guarante e , or othe r as s urance  as  to  the  time line s , comple te ne s s , corre c tne s s , 
re liability, or accuracy of the  re comme ndations  he re in. The  inve s tme nts  made  by the  inve s tors  may s uffe r los s es  and the  inve s tor s hall be ar all the  los se s  in 
conne c tion with an inve s tme nt. Kris ta l.AI and its  affilia te s  acce pt no  liability or re s pons ibility whats oe ve r for any d ire ct or cons e quentia l los s  and/or damages  
aris ing out of or in re la tion to  any us e  of opinions , fore cas ts , mate rials  and data containe d he re in or o the rwis e  aris ing in conne c tion the re with.
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