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The Evolution of
Wealth Man__a e

‘ol
Why time, capacity and adaptability g’
will shape competitive advantage.

THE CENTRAL ARGUMENT

Wealth is changing hands. Client expectations are rising. Technology is changing
how expertise can be delivered. Together, these forces are reshaping the
conditions for success in wealth management.

We call this evolution DarwFin: Inveztly's perspective on a market where
adaptability increasingly determines relevance. Established relationships and
financial expertise remain essential. Firms also need the capacity to make that
expertise available to more people, more consistently.

Time is the link between rising expectations and a firm's ability to respond. If
every additional client requires the same manual effort, costs tend to grow with
the business. Technology offers a way to change that relationship: freeing time,
expanding capacity and creating room to compete.

DARWEFIN / THE EVOLUTION OF WEALTH MANAGEMENT NOVEMBER 2026 / 01



STRATEGY / WHITE PAPER InveZtly

Three forces.
One evolution.

Each force matters on its own. Their convergence changes who owns capital, what clients
value and how wealth firms can deliver their services. Products remain important, but their
relevance increasingly depends on the client's circumstances. A standard report must
become a useful explanation. A trusted relationship must be supported by accessible
information and a service that fits the individual.

Wealth transfer changes the relationship

A transfer of wealth also transfers decision-making power. New owners may bring
different priorities, family circumstances and expectations. The transition is not only
between generations: EY highlights the importance of inheritance within the same
generation, often between spouses, before assets pass to younger family members. [1]
For wealth firms, continuity depends on understanding the people who will make the
next decisions, not simply retaining the assets.

New investors raise the standard

Digitally fluent investors can expect convenient access, transparent information and
explanations relevant to their own situation. They still need trust and human
understanding. McKinsey's US-focused outlook describes how demographic change
could increase demand for immediacy, transparency and more personal engagement.
[2] The implication reaches beyond interface design: firms must make their expertise
easier to access and its value easier to understand throughout the client relationship.

Technology changes the delivery model

Data, analytics and Al can do more than make isolated tasks faster. They can connect
research, preparation, explanation and reporting into a more consistent service. PwC's
2024 industry research identifies disruptive technology as a driver of expected
revenue growth, efficiency and productivity. [3] The strategic question is therefore how
technology changes the service a firm can deliver, at what cost, and to how many
clients.

Relationships remain central. What changes is the capacity and evidence
needed to sustain them.
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Time IS money.
Capacity is the opportunity.

Deeper analysis, more personal communication and greater availability all take time. In a
service model built around manual preparation, each new client adds work. Hiring can
expand capacity, but it also adds cost and cannot by itself remove repetitive tasks.

Technology allows a firm to buy back time. Structured data reduces the effort of gathering
information. Analytics makes comparisons repeatable. Al can help turn findings into
explanations and draft material for review. The opportunity is to reduce the manual effort
required to support each client relationship.
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Conceptual comparison. Capacity gains depend on workflows, adoption, data quality and oversight.

The value of that time is a management choice. It can be reinvested in deeper analysis,
more responsive service, stronger client relationships or the ability to serve more clients.
Growth need not require the team to expand at the same pace when the manual workload
per client falls.

For firms that act well now, this can become a competitive advantage. The advantage comes
from redesigning the work, training people and maintaining sound oversight. Buying
software alone does not create it. Human judgement, suitability assessments and
responsibility remain with the relevant professionals.

Availability also changes. Digital analysis and explanations can be accessible outside office
hours, while the adviser remains responsible for the personal meeting and professional
judgement. Around-the-clock access to intelligence does not mean around-the-clock human
staffing. It means expertise can reach further without every interaction requiring a new
appointment.
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Your expertise.
Multiplied.

Inveztly combines Strategy, Insight and Technology. Our experience spans wealth
management, investment analysis, quantitative methodology and software development.
Working alongside advisers, asset managers, product providers and financial platforms helps
us connect strategic choices with the realities of daily work.

Strategy: identify where changing expectations put pressure on your business. Define
which clients you want to serve, what value you want to deliver and where time limits your
ability to do so.

Insight: turn financial information into useful comparisons, clear explanations and decision
support. Analytix supports the evaluation of instruments, portfolios and markets; Aroz helps
make analysis accessible through questions, explanations and reporting.

Technology: put those capabilities into practice through a browser-based platform,
selected modules or integrations shaped around your workflows and brand. Start with a task
that consumes time, establish a baseline and assess both time released and the quality of
the result.

The aim is to make more personal investment intelligence available at scale while
preserving the judgement and relationships that give it meaning. DarwFin is our case for
adapting the business now: meet rising expectations, create capacity and build a stronger
competitive position. The practical starting point is a clear question: where would an extra
hour create the most value for your clients and your business? Use that answer to set
priorities, test a workflow and decide what to scale next.

More time for clients.
More room for growth.

inveztly.com | support@inveztly.se
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