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“Expert partnerships are crucial for
conducting comprehensive risk
assessments that identify
vulnerabilities and prioritise
threats specific to a company’s

Cultivating a partnership with experts

In light of these challenges, implementing effective
risk management strategies has become essential.
Cultivating partnerships with expert third-party
providers can significantly enhance an organisation’s
cybersecurity posture. These providers typically offer
extensive experience and resourcing, ensuring that
companies benefit not only from their deep
understanding of information security, but from both
technological and regulatory perspectives.

Moreover, these specialist partners bring invaluable
“admin knowledge,” encompassing a thorough
understanding of compliance and documentation
related to cybersecurity frameworks. The financial
implications of these partnerships are also
noteworthy; building an in-house team can be
prohibitively expensive, especially for small to
medium-sized enterprises (SMEs), which often lack
the necessary resources and tools.

industry.”

Identifying vulnerabilities

Expert partnerships are crucial for conducting
comprehensive risk assessments that identify
vulnerabilities and prioritise threats specific to a
company’s industry. In the rapidly evolving sector of
information security, regular assessments and gap
analyses should be standard for all organisations. An
expert partner can provide an unbiased perspective
on security assessments, enriched by a wealth of
experience and knowledge.

Equally important is fostering a culture of
cybersecurity awareness and proactive risk
management throughout the organisation. This
cultural shift must be driven from the top, and
management plays a critical role in instilling a
genuine commitment to protecting information
rather than merely ticking boxes for compliance.












How has the role of financial advisers evolved
beyond traditional product recommendations?

The world of personal financial advice has made a
great shift from a more sales-driven approach to an
advice-led approach. These changes were driven by
updated financial services regulations,
advancements in information technology and social
media, as well as a more informed financial
consumer who has greater access to financial
information. With the professionalisation of the
financial advisory services industry came the first
wave of more holistic financial planning, which
involved the areas of insurance, investments and
fiduciary. Another wave followed when the concept of
behaviour-based planning was introduced. The
continued development of the field of behavioural
finance has resulted in a more personalised
approach to financial planning.

What key behavioural factors are now influencing
the financial advice process?

Social media has become an increasingly influencing
factor in consumers’ financial behaviour. This
includes the type of lifestyles people want to live,
what success looks like and the daily noise of
markets that can cause feelings of fear, uncertainty
and anxiety. The conflict between what people want
versus what they need when it comes to lifestyle
choices is making long-term planning for retirement
a greater challenge. People are battling with their
financial priorities in a world that is giving them a
false sense of what success, wealth and security are
about. The daily avalanche of socio-political
developments, corporate news and market
movements are putting investors’ emotions on a
roller coaster, making it a great challenge to stick to
their financial plans. In addition to these behavioural
challenges, financial consumers are often influenced
by common biases like herd mentality,
overconfidence, loss aversion and anchoring, which
impact their financial decisions. Making financial
consumers aware of how their emotions and
cognitive biases can influence their choices will
enable them to stick to their long-term financial
plans and investment strategies.
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How does an understanding of client behaviour
shape product design and the overall client
journey?

Understanding financial consumers’ main cognitive
and emotional trigger points and responses can
assist product providers and financial advisers in
crafting more relevant solutions and bespoke
financial plans. This includes elements such as the
level of complexity, potential volatility and pricing in
the design of financial solutions and available
information on an ongoing basis about the
performance of the solution. More tailored risk and
investment

solutions enable financial advisers to create
customised plans that not only align with the client’s
financial objectives but also address their cognitive
and emotional needs.

Can you share examples where behavioural
insights have led to improved client outcomes in
financial planning or insurance?

The issue of the risk tolerance of investors has been a
source of contention for many. Only asking the
question of how much investment risk a client can
tolerate is the incorrect question to ask as it ignores
the financial outcome that needs to be achieved. To
achieve a specific investment outcome, it is
necessary to take sufficient investment risk. This is
where the ability of an investor to save and the
investment time frame comes to mind. Considering
these elements leads to the more appropriate
guestion of how much investment risk is required and
can be tolerated. Helping investors understand the
importance of taking enough risk, the power of
compounding, and how time spreads risk can make
them more comfortable with risk-taking. This allows
the adviser to take an outcomes-based approach to
financial planning, rather than focusing solely on risk,
which may not achieve the client’s desired financial
goals.



What role do insurtech and fintech play in
enhancing personalised advice and client
engagement?

Technology not only helps advisers to collect and
analyse the most relevant data but also to model
various financial outcomes and affordability based
on the client’s preferences. It allows the adviser to be
more efficient in advising and servicing their clients
and to serve them in a more personalised way.
Insurtech and fintech also allow the financial
consumer to use self-help options providing greater
flexibility to their required service needs.

In what ways are data analytics and Al helping
advisers predict and respond to client needs more
effectively?

Having access to relevant and quality data is a
critical element for being able to design bespoke and
effective investment solutions and plans for financial
consumers. Artificial intelligence (Al) should be
viewed by the adviser as augmented intelligence
that compliments their unique human skills in
meeting the psychological and financial needs of the
client. Al can help advisers create more realistic
financial plans by modelling different scenarios
based on the client’s preferences and past market
trends, making the plans easier for clients to
understand and relate to. It also facilitates the
ongoing monitoring of the success and progress
made in achieving the client’s financial objectives
and making timely adjustments to the financial plan
as and when required.

How has the management of risk changed with the
shift towards a more holistic approach to advice?

In applying a more holistic approach to financial
planning, the financial adviser can better balance the
various risks the client may be facing. This is
achieved by considering the client’s life-stage-
specific needs and ensuring that the various risks are
addressed within the client’s scope of financial
means. Having too much insurance but not saving
enough for retirement can create future risks, such as
outliving one’s savings and running out of money in
retirement. By continually reassessing the client’s life-
stage-specific needs, the necessary adjustments can
be made to keep the various financial risks in
balance.
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What strategies can advisers implement to guide
clients towards long-term financial security and
risk mitigation?

Advisers should apply an outcomes-based advice
approach by starting with the end in mind. This
provides the client with a clear picture of the financial
goal that needs to be worked towards. Knowing how
much capital needs to be saved up for financial
independence during retirement and how much time
is available to achieve this goal provides a sound
base from which to do long-term planning. These
long-term objectives and the savings required to
meet them need to be balanced with the more
immediate risk needs like death, disability, critical
illness and income protection based on the client’s
life stage, preferences and available financial
resources.

What exciting developments in financial advice and
risk management should professionals keep an eye
on?

The most exciting development for the financial
services and advice industry is the possibilities that
the advancement of technology and

the use of Al as an enabler offers advisers and clients.
Advisers need to focus more on how technology and
Al can enhance the way they provide advice —
making it both highly personalised and efficient -

“The adviser of the future
will not only provide
financial guidance but also
act as a life coach,
addressing lifestyle, health,
and generational planning.”




























































The rise of digital business operations has
brought with it a surge in cybercrime,
making cyber liability insurance a necessity
for businesses of any size. This type of cover
protects against data breaches,
ransomware attacks, and other cyber
threats that could compromise sensitive
business or client information.

In addition to securing cyber insurance,
implementing strong, proactive
cybersecurity measures is critical. By
regularly updating software, using multi-
factor authentication, and educating
employees about phishing scams, you can
greatly reduce your exposure to cyber risks.

Business interruptions can impede
operations and lead to significant financial
losses. Business interruption insurance helps
cover lost income and higher operating
expenses during interrupted trade.

In addition to business interruption cover,
many businesses will also have high-value
assets such as machinery, and it’s vital to
ensure these items have sufficient
insurance so that you can recover quickly in
the face of theft or damage.
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Insurance is a key component of risk
management, but it works best alongside
proactive risk mitigation strategies. It's
important to conduct regular risk
assessments to identify vulnerabilities and
implement measures such as advanced
security systems, employee training, and
robust data backup protocols.





















"Today’s consumers are highly
educated and well-researched.
While the traditional role of the
financial adviser as a custodian of
information is changing, the value
of human connection and
personalised advice remains
irreplaceable."

Given the growing significance of sound financial
advice, Momentum Financial Planning (MFP)
welcomed Aldert Brink as its new Chief Executive
Officer. A man with a storied career in financial
services, Brink brings with him a fresh perspective
and a deep commitment to strengthening financial
literacy through financial planning and advice.

"We may face many challenges in South Africa, but |
firmly believe partnering with expert financial
advisers can be powerful in unlocking our collective
potential. My vision is to see financial literacy
transform from an individual necessity into a national
strength, empowering every citizen to build a secure
and resilient future,” Brink said.

A vision for 2025: reshaping financial planning and
advice

Deeply passionate about clients’ financial wellbeing,
Brink believes in the power of advice to make a
meaningful impact on individuals, households, and
the nation.

“Financial planning isn't just about numbers; it’s
about wellness. Whether you're healthy or facing
challenges, professional financial advice helps

ensure you have the resources to sustain your
lifestyle. It supports your well-being at its core,” Brink
explained.

His vision for 2025 centres on fostering an advice-led
approach to financial planning, with a goal to
significantly increase the number of clients actively
engaging with personalised life plans.

He emphasises that small adjustments in financial
planning can have profound impacts, particularly
during times of adversity. “When life happens,
financial planning and advice enable us to persevere.
The last thing anyone should worry about during
difficult times is financial security,” Brink said.

Navigating challenges and leveraging
opportunities

As Brink takes the helm, he acknowledges both
challenges and opportunities on the horizon.
Consumer behaviour is rapidly evolving, with clients
becoming increasingly informed. “Today’s consumers
are highly educated and well-researched. While the





















The changing tide of value perception

Advisers face significant challenges in meeting client
needs due to limited product and solution offerings
from their chosen FSP. This affects their ability to
provide tailored, impartial financial advice, leading to
gaps in solving client-specific problems. This
limitation can undermine client trust and confidence
in the adviser's recommendations. Furthermore,
advisers struggle with the perceived value of their
advice from clients, who may question whether the
solutions provided justify the associated costs.

Anchored in culture

When the organisational culture aligns with clear
values, supportive management and an inclusive
work environment, advisers feel more engaged and
motivated. However, gaps in these areas — like
inconsistent brand identity, lack of recognition or
sense of belonging, or inadequate support — can
undermine advisers’ sense of purpose, affecting their
ability to deliver on their mandate. A cohesive culture
not only drives adviser satisfaction but also builds
client trust and loyalty.

Thus, it is critical that we, as FSPs, look at what our
financial advisers both want and need, and then
innovate like crazy.

At Momentum, for example, we have expanded our
lucrative commission contract by adding an income
contract. Our remuneration model diversifies an
adviser's income by partnering them with another
specialist in a different product category within our
stable. This allows them to focus on their area of
expertise while ensuring all of their client’s needs are
holistically filled. They earn a referral fee, allowing
them to expand their revenue streams, while the
client is retained with the business.
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It is also critical that advisers work with providers who
offer the necessary support so they can focus on
doing what they do best— advise. Benefits like access
to legal experts who will help you keep on top of a
changing regulatory environment and resources
such as Momentum'’s BusinessLab will help give you
the support you need to progress in your career.
Success lies in steady navigation and the right
support. The financial advice landscape can be
overwhelming..but don’t drown by trying to do it all
yourself or working with a provider that doesn’t offer
the support you need.

Partners who help you tackle your daily challenges —
such as the administrative load, compliance or
meeting client demands — can make all the
difference. Look for a provider who can give you tools
to lighten your load, opportunities to diversify your
income, and a culture where your contributions are
valued.

By providing services and solutions that will help
our advisers fulfil their professional and personal
ambitions, we can journey alongside them as they
build and protect their own financial dreams.
Want to learn more about our value proposition for
aspiring financial advisers?

SMs “Advice” and your name to 31144, or send a confidential email to
advice@momentum.co.za.
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