
A PRESTIGIOUS
CAREER IN 

FINTECH AND
WEALTH 
MANAGEMENT  

IS IT 
FOR YOU?  



THE MARKET

One of the most appealing 

parts of working within the 

wealth management industry 

is the sheer size of the market. 

As CEO Nigel Green puts it;

“

PROVIDING ADVICE IN THE

GLOBAL MARKET PLACE

Everybody needs money for the future, 
whether they’re in the accumulation, 
or the capital preservation stage, 
everybody requires advice.

As a company, we specialise in assisting mainly 

expatriates and individuals at the top end of 

local markets. deVere’s growth over the last 19 

years has seen the company expand globally. 

At peak, the company had 70 offices located 

around the world, however, as the world has 

changed and connectivity has improved, 

deVere has begun the process of shifting to 

a regional-hub office system. This system 

is designed to allow successful advisers to 

provide advice in several jurisdictions, once 

they are qualified to do so. 



WHY DO PEOPLE NEED 
FINANCIAL ADVICE?
Nigel Green ‘Financial advice is not a nicety, it’s a necessity’

Inflation

Over time, inflation eats away at the value of people’s wealth, 

because of this, it’s important to provide access to securities that 

will help clients grow their assets in line with their risk capacity & 

appetite.

Tax

Failure to foresee and react to future taxes can lead to large tax 

liabilities. These include, but are not limited to, taxes on asset 

disposal, inheritance, property and income.  

Currency

Modern-day investors often hold assets in different jurisdictions 

and currencies. Whilst this can often aid diversification and 

expand investment opportunities, it can often create currency risk.  

Security

Before seeking advice, clients are often not sufficiently diversified 

and/or hold too large a proportion of their wealth in countries that 

offer low levels of investor protection. 

Discipline

Achieving financial independence requires more than a high 

income. Without saving, investing & protecting a portion of 

your income as it comes in, many people will be left in financial 

difficulty. 



ADVICE REQUIREMENT IN AN 
AGE OF DIY INVESTING

With a rise in trading apps, global financial markets are more accessible than ever before. 

This accessibility has led some commentators to claim the era of financial advice is coming 

to an end. Below we look at some reasons why, despite improved access, investors would be 

imprudent to forgo seeking advice.

Emotional 
Investing

Investing based on emotion (greed or fear) 

is the main reason why so many people buy 

at market tops and sell at market bottoms. 

Having a financial professional guide you 

through the peaks and troughs in the market, 

can help you to avoid making simple mistakes.

One of the keys to success in investing is ‘time 

in the market’, DIY investors often chop & 

change their portfolio too regularly.

DIY investors often lose 

confidence during bear 

periods, this creates inaction, 

and leads them to save and 

invest less than is required for 

them to meet their financial 

goals.  



Lack of 
Knowledge

Financial professionals not only spend their 

whole career developing market knowledge, 

but are also surrounded by colleagues with 

a wealth of experience. Whilst financial 

advisers gain the most credit from clients 

during periods of market expansion, their real 

value comes when markets are volatile, and 

portfolios require protection.

 

Achieving gains in a portfolio is only one part 

of the challenge. DIY investors often ignore or 

are simply not aware of other risks including: 

currency, tax & security, as mentioned on the 

previous page. 



TECH + PERSONAL
FINANCE 

deVere combines a blend of industry-leading 

financial technology (fintech) and bespoke 

personal advice. We see this as being vitally 

important.

Fintech
 

Providing clients with industry-leading fintech 

helps clients stay in contact with their wealth, 

wherever they are and whenever they want it. 

This allows clients to monitor the progress of 

their portfolio and helps financial planners by 

streamlining processes.

Bespoke Advice
 

Technology can do many things in wealth 

management, but it can’t do everything. 

When it comes to people’s money, there is a 

requirement for a personal approach. Advisers 

are trained to help clients make tough decisions 

through an empathetic understanding of their 

circumstances. Clients will always appreciate 

a personal touch in financial planning.



ASSET CLASSES THAT
WE WORK WITH
deVere believe in the importance of helping clients build a diversified 

portfolio, that matches their risk capacity and appetite. Part of the 

training process involves developing your knowledge of the following 

asset classes and when they are appropriate for clients.

 

Fixed Yield 
Instruments

Mutual 
Funds

Digital 
Assets

Property Shares Commodities



THE
CAREER 
PATH
The one thing that makes deVere stand out most, is our 

commitment to training and development. The right person 

must be someone who continuously seeks new knowledge and 

skills, but also has the confidence to use them appropriately. 

Starting as an 
Associate

When you enter the 

industry as an associate, 

you must be prepared to 

work tirelessly to learn 

the business, develop 

your product knowledge 

and build your skill set. 

deVere CEO, Nigel Green 

always coins it;“Learn and then 
remove the ‘L’.

When you begin your career, you will 

be working under the tutelage of an 

experienced adviser. During this period you 

will be assisting the adviser in two keys areas; 

client servicing and prospecting.

Client 
Servicing

Looking after and doing 

an excellent job for 

our clients is the most 

important part of our 

business. As an associate, 

you will play a key role in 

communicating with and 

assisting existing clients.



How long do new recruits spend working as an associate?

Prospecting

The second and more time-consuming part of the 

associate role is prospecting. As a business, we must 

continuously bring on new clients. Your role as an 

associate is to find and connect prospective clients with 

your adviser. To excel in this role you must be excellent 

at finding and approaching prospects.

On average, employees will spend 18 months working as an associate, before 

they are ready to become a financial adviser. This is arguably the most important 

phase of your career, where you must pass examinations, develop key skills and 

grow your industry knowledge.



THE ADVICE
PROCESS

Once a communication channel has been built between a 

prospective client and a financial adviser, the advice process 

is as follows:

THE FACT 
FIND

A financial adviser will sit down with or Zoom the 

prospective client in the “fact-finding session”. In 

this meeting, which usually takes between 60-

90 minutes, a financial adviser will get to know 

the prospect, their current financial situation and 

their short/long term financial objectives.   

Once this session is complete, the financial 

adviser, often with assistance from their 

associate, will examine the case. The adviser’s 

role is to first analyse if the client is on course to 

reach their financial aspirations, and then, if they 

are not, build a suitable pathway for the client to 

reach them.  

FACT 
FIND 

ANALYSIS



SOLUTION 
PRESENTATION

The prospective client will then once again meet 

with the financial adviser, to look at the solutions 

which are suited to their financial aspirations. 

This must assist the client in defending their 

assets from inflation, protect them from potential 

tax & currency risks and provide them with the 

highest possible levels of investor protection. 

If the prospective client chooses to follow the 

advice, they will become a deVere client.

When you begin your career as an associate, you will earn an 

income usually between $30,000 - $60,000 per annum. The 

variance of your income level is dependent on your location 

and your results. Top-level associates can earn higher income 

levels, occasionally exceeding $200,000 per annum, however, 

this is only achieved by truly exceptional associates.  

Once you have developed sufficient knowledge and skills, 

you will be ready to become a financial adviser. In this role, 

the earnings potential is far higher than the associate role, 

how much you earn depends entirely on your results.

INCOME AND
EARNINGS



SO, WHAT KIND OF PERSON 
SUCCEEDS?

Interestingly, if you put all of the companies top advisers 

in one room, as we do each year at the company’s awards 

night in London, you will find a collection of vastly different 

people. Because our market is so large, as we mentioned, 

different adviser personality types prosper, when working 

with different types of clients.

Drive and Energy
 

To succeed in this industry, you must be 

extremely driven. It takes years of hard work 

to reach the top. These years involve days of 

repetitive hard graft.

Desire to Succeed
 

Wanting to be successful is a desire shared 

by most people. But, most people are not 

successful. This is because most people give 

up when things get tough, so what’s required? 

You must have a reason why you’re willing to 

put the hours in. You need a goal that keeps 

you motivated at all times.



Confidence and 
Emotional Intelligence 
 

To succeed in the financial services industry, 

you must have a combination of confidence 

and humility. You will be working with people 

on a daily basis, to succeed in that environment, 

you must be able to consistently interact and 

assist your clients at the highest level.

Willingness to Learn
 

You must be teachable. We are not looking 

for the finished article.

DO YOU BELIEVE YOU HAVE WHAT IT TAKES?
To apply, please click the link below 

APPLY HERE

https://devere-insights.com/tokyo-landing/

