
FABRICK AND MONEYFARM, 
when the Italian fintech 
heavyweights join forces



The fintech industry 
is today one of the most 
dynamic all around the globe, 
thanks to new technologies 
and new business models, as 
well as new regulations, such 
as the European PSD2. 

Italy is contributing to this 
growth thanks to companies 
that in a short time have 
managed to establish 
themselves on the national 
and international stage.
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The partnership signed by Fabrick and Moneyfarm will 
help bring to the fore two Italian fintech players, that 
are doing their utmost to define and enliven the entire 
ecosystem. 

Where Fabrick is a national pioneer in open banking 
solutions, fostering the collaboration between financial 
institutions and traditional operators with new 
technological harbingers, Moneyfarm is a leader in 
providing digital wealth management solutions, fostering 
financial education through innovative investment 
practices, in Italy and throughout Europe.

Coming together



The joint effort is the result of a unique opportunity and a strong 
synergy, considering the stories and characteristics of the two 
realities.

“We are complementary - explains Alberto Mussinatto, Fabrick’s 
Strategy & Business Development - because the partnership 
represents the union of a platform and an enabling service with 
a strong distinctive verticality.”

Fabrick contributes with its own platform and infrastructure 
that already sees 97% of Italian banking institutions integrated.

“The dynamics of the B2B market are different from those 
of the consumer market - continues Mussinatto - an effort is 
needed, not only to integrate the technological and software 
components, but also to manage the different methods of 
engagement and integration between the Fintech world and 
that of traditional banking institutions.”

Moneyfarm, for its part, adds a new and interesting 
use case for Fabrick, completing the offer that the 
platform offers to banks with a new advanced asset 
management service that has established itself as a 
market leader at the national level, and among the main 
operators at the European level.

“The fact that Fabrick is already integrated with almost all 
Italian institutes gives us the possibility in a very effective 
way of extending our service in the B2B2C segment and 
reach the widest possible audience - says Sebastiano 
Picone, Head of Commercial Partnerships at Moneyfarm. 
Fabrick allows us to intercept almost all of the Italian 
market, with good prospects also for the United Kingdom”.
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Complementarity



The realization of the partnership from a purely technical 
point of view is based on an already established architectural 
concept: Moneyfarm makes its APIs available on the Fabrick 
platform, which implements them and inserts them in its 
modular offer to financial institutions. 

In this way, Fabrick speeds up the integration between 
Moneyfarm and the customer bank and consequently the user 
experience of the final customer.

In its simplest solution, the Fabrick / Moneyfarm 
integration can have a go-to-market of about six months, 
including the possibility to manage customized features 
for the bank, may these be modified or brand new.
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Integration from a technical point of view

C
USTOMER’S BANK

Final customer Customer’s bank  
backend  Fabrick

API  Moneyfarm
Backend



However, the union of these two realities is not limited to a 
matter of code and APIs.

As mentioned above, the benefit of Moneyfarm’s digital wealth 
management system is in it being a hybrid model, which adds to 
the technological component a human component of relevant 
expertise in management and asset allocation and in financial 
advice provided by teams of experts, which is a distinctive 
feature.

“In this partnership, on top of the technological apparatus and 
the management of the portfolios - Picone says - to the banks 
that request it, we can also make our know-how available for the 
human component of the service. We help the customer create 
teams from scratch, or to train the existing team, for digital 
management solutions.”

04 |

Human touch
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For banks, the advantages 
of the combined                       
Fabrick / Moneyfarm solution 
are manifold and concern 
multiple dimensions across 
the board: reduced costs, 
shorter times, improved user 
experience and superior 
quality of services already 
tested on the market.

The benefits for customers

“The development of a project like this - Mussinatto adds 
- given the onerousness and complexity of the system, 
can only be accessible to institutions of significant size; 
while through the platform model that we are going to 
offer with Moneyfarm, it will be accessible to almost all 
institutions both in terms of time and costs.”



The advantage is substantial, not only for large banking institutions, 
but also especially for nimbler players or with a challenger position, 
who can benefit from this new solution. Indeed, this initiative is 
aimed at precisely this target

Because if the most relevant players can offer alternative solutions 
at lower costs and with a faster time-to-market, thus representing 
a clear advantage; for smaller banks it can mean the difference 
between offering or not offering a digital management service for 
advanced savings.

“Our solution makes the asset management service more 
democratic for banks and more accessible to end customers 
- Mussinatto explains. Thus, in so doing we are building a new 
competitive arena in which all institutions will be able to offer in 
their app a Fintech solution for wealth management.”
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The target
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Moneyfarm, through a virtuous revenue sharing mechanism with 
institutions,triggers a virtuous cycle in which the end customer 
pays the same convenient fee and the bank is remunerated with 
part of the management fees. 

This “win-win” mechanism is to the benefit of all players in the 
supply chain (Moneyfarm, Fabrick, the Institution and especially 
the end customers): as they say in the States, it’s a win-win 
relationship for both the end customer and the bank.

The business model of the solution is as follows: the asset 
management is completely independent of chargeback fees, and 
is structured with ETF portfolios diversified according to the risk 
profile, where the fee will be based on the client’s assets under 
management.

The cost requested from the Bank’s customer is in line with that paid 
by Moneyfarm customers, which, already today, is much lower than 
the cost presented by traditional management solutions.

Cost efficiency, independence, transparency and the digital approach 
make Moneyfarm one of the most competitive and innovative asset 
managers on the market today.

The first to feel the benefits will therefore be the end customer, who 
can enjoy the Moneyfarm service directly from their bank’s app, and 
avoiding duplicating apps and accounts. 

A win-win business model



THANKS

@fabrickplatformFabrick.com @fabrickfinance


