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Introduction
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We enable people to 
manage the complexity 
of investment decision 

making

Personal initiative and
helping each other

Long-term
relationships

Belief in models

Continuous innovation

Independent and reliable

We enable people to 
manage the complexity 
of investment decision 

making

Our mission and core values
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‘’Wealth managers — like their clients —are facing a complex
and uncertain world. Economic and geopolitical instability is 
heightened, investment strategies are evolving at pace and 

industry practices are being rapidly transformed by 
technology.’’
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Perceived complexity has dramatically increased
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Clients seek more advice & through newer channels

For both Investment Services 
and Financial Planning 
clients are seeking more 
advice than before
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44% of clients plan to move assets in three years

Millennial investors are more than 
twice as likely to switch (73%) than 
Boomers (29%)
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Monitoring goals becomes increasingly important
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Factors influencing the market infrastructure industry
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Developments Authority Financial Markets (NL) 

Correct & complete information of 
investors

Realistic risk and return assumptions

ESG

Data quality

MiFIDII, Europees, AFM FCA
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Deliver good outcomes & avoid foreseeable harm (UK)
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We enable people to manage the complexity 
of investment decision making

Ortec Finance is a global technology 
and solutions provider

What we do & who we are



Mentimeter
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Q1

The questions we ask determine a risk profile on:

a) Client-level
b) Product-level
c) The difference is not clear to me
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Q2

Are ‘other’ assets taken into account when determining a risk profile of 
an investment portfolio?

a) Yes, other assets at own bank / organization
b) Yes, also other assets at other banks / organizations
c) No 
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Q3

How do you use ‘goals’ when determining a risk profile?
When answering, look at the most complex situation.

a) 1 account, 1 goal
b) 1 account, multiple goals
c) Multiple accounts, multiple goals
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Q4

We inventorize the risk-questions in the following way:

a) With advisor, without questionnaire
b) With advisor, with questionnaire
c) Online/digital, with questionnaire
d) Other
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Q5

Is data exchanged between systems in which the investment decisions are 
made? For example, CRM systems, OPAL and portfolio management 
systems?

a) Yes, between all (relevant) systems
b) Partially
c) No, we enter the data manually



Research Papers
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Market situation, research implementation Suitability
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Insight into the expected number of objectives of an investor

=> Everybody has one or more financial objectives!

Intake KC & digitization
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Different approaches to determine ability to bear losses

Quality riskprofiling & suitability
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Different approaches to determine ability to bear losses

Product
approach

Quality riskprofiling & suitability
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Different approaches to determine ability to bear losses

Product
approach

Client
approach

Quality riskprofiling & suitability
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Approaches to monitor risk of portfolios and objectives

Risk management



29Client Conference 2023 – Goal Based Planning

Different stages in riskprofiling
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Different stages in riskprofiling
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Different stages in riskprofiling
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Different stages in riskprofiling
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Different stages in riskprofiling
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Different stages in riskprofiling



Goal of next level suitability
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Why? 

Efficiency

Manage more clients

Deliver more value-add 
per client

Regulation

Digitization

Integrated advisor-client experience

Seamless integration with multiple 
platforms and add scale

Suitability

Monitoring products and goals

Suitability by design!



Suitability Framework 2.0
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Know Your Customer 
(knowledge, experience,  objectives/goals, financial position)

Assets & 
liabilities / 
income & 

expenditures

Client 
level

Suitability framework 2.0

Risk attitude

ESG 
preferences

Ability to
bear lossesAggregated risk

Questionnaire 
/ tooling
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Know Your Customer 
(knowledge, experience,  objectives/goals, financial position)

Assets & 
liabilities / 
income & 

expenditures

Client 
level

Suitability framework 2.0

Risk attitude

ESG 
preferences

Ability to
bear losses

Ability to
bear

losses

Matching 
goal(s)

& 
investment 
account(s)

Risk 
required

Product 
level

Risk 
willing-

ness

ESG 
choices

Aggregated risk

Questionnaire 
/ tooling

Quantitative
insights into 

goal 
feasibility, 
investment 

risk & return
with OPAL
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Know Your Customer 
(knowledge, experience,  objectives/goals, financial position)

Assets & 
liabilities / 
income & 

expenditures

Client 
level

Suitability framework 2.0

Risk attitude

ESG 
preferences

Ability to
bear losses

Ability to
bear

losses

Matching 
goal(s)

& 
investment 
account(s)

Risk 
required

Product 
level

Risk 
willing-

ness

ESG 
choices

Aggregated risk

Questionnaire 
/ tooling

Quantitative
insights into 

goal 
feasibility, 
investment 

risk & return
with OPAL

○ Risk attitude: risk preference of the client independent of goals
○ Risk willingness: risk a client is willing to take in relation to the goal(s)
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Know Your Customer 
(knowledge, experience,  objectives/goals, financial position)

Assets & 
liabilities / 
income & 

expenditures

Client 
level

Suitability framework 2.0

Risk attitude

ESG 
preferences

Ability to
bear losses

Ability to
bear

losses

Matching 
goal(s)

& 
investment 
account(s)

Risk 
required

Product 
level

Risk 
willing-

ness

ESG 
choices

Aggregated risk

Questionnaire 
/ tooling

Quantitative
insights into 

goal 
feasibility, 
investment 

risk & return
with OPAL

What can be done
by the client?

What will be done
by the advisor?

Monitoring:
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Process Suitability Framework 2.0

monitoring

Intake / KYC / CFR

advice

execution

risk attitude

financial situation

investment goals

insights risk & return

goal feasibility

risk willingness

product match

ongoing suitability

preferences

knowledge and
experiences

Instrument 
suitability

ESG

What can be done by the advisor, 
and what can be done by the
client?



OPAL examples



44Client Conference 2023 – Goal Based Planning

Example: Client level => Risk attitude
Difference between on product/goal level and on client level

risk willingness connected to goals 

risk attitude (client level) 

opportunity
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Example: Product / portfolio level 
=> Risk willingness

Goal feasability
Short term risk
Long term risk
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Example: ESG Communication

ESG Preferences indication
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Example: ESG Communication
Willingness to invest Sustainable

with this portfolio



What’s next?
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Efficient data usage in suitability process

OPAL PLATFORM

OPAL 
Database

OPAL GUI

OPAL Engine

Client portal / Advisory 
tool

Client 
Database(s)

Data storage 
in OPAL 

database

Dataservices API Simulation API

Realtime 
OPAL 

calculation

Clover ETL
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▪ Goals of your client
▪ Financial position of your client: ability to bear risk
▪ Risk attitude of your client: what is the risk preference
▪ Relation between the objectives of your client and the risk attitude 

Regulations in the coming years

Aggregated risk
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Why improve the quality of the Suitability process?

A solid process for the analysis of 1 and 
multiple accounts and goals

Holistic 
approach

of the choices clients make regarding risk

Client 
understanding

the choices that clients make, more efficiency 
and control

Monitoring 
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Thank you!

We support organizations with our Suitability Framework 2.0. 
& help improve the process of Suitability.

Contact your account-manager for a brainstorm-session and/or 
send an e-mail to get the whitepaper.



Thank you!
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