
How to grow your business and your  
client’s wealth?
A Genpact report



Growing profitably with outdated technology  
and increased client expectations is a  

challenge for all wealth managers.
Next generation investors embrace the digital age, while their parents still look for traditional 

channels. This creates a complex situation, especially when factoring in the digital upstarts, 
such as robo advisors, attempting to disrupt the traditional advisor/client relationship.

The following insights examine how technology, applied as part of a digitally enabled 
operating model, can help wealth managers deliver revenue opportunities and cost 

reductions while also improving the client experience.

Using technology to scale efficiently  
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A greater demand for digital services must be balanced against 
a lower fee base.

Increasingly sophisticated clients are 
driving demand for new products and 
features, such as house-holding, tax-loss 
harvesting and account aggregation. 

Wealth managers need to meet these 
demands, but must do so against a 
backdrop of more competition and the 
emergence of robo advisors, which have 
driven fees down.

Legacy systems are too inefficient to 
meet the dual challenge of rising digital 
expectations and tighter cost controls, 
which is why banks, broker dealers, wealth 
managers, and insurers need to look for 
centralized and consolidated systems  
that can scale without disrupting  
day-to-day business.

  

Solutions that can help deliver the 
biggest returns:

• Using unified technology streamlines 
processes and increases capacity, without 
disrupting advisors or their clients

• Providing a full range of products in a  
silo free operating model enhances  
advisor productivity

• End-to-end account servicing, advanced 
portfolio management tools, and 
outsourced back office processes  deliver 
greater efficiency

What are the key benefits?

Customizable solutions that scale and 
greatly reduce back office efforts can double 
capacity, without the need to increase 
staffing levels.

For example...

How do you grow profitably without 
sacrificing client experience?

When a bank implemented a managed account 
platform that provided advisors with the end-
to-end capabilities needed to manage the 
entire investor lifecycle, it grew assets under 
management (AUM) with a 5 Year CAGR of 76%, 
including greater than 144% in the first year 
through the enhanced platform and greater 
advisor productivity.  

The streamlined operations also enhanced 
risk management and alerts-based compliance 
monitoring across all advisor activities.
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Aging platforms can impede growth by 50% or more.

Fragmented legacy platforms 
create highly inefficient  
operating environments and  
limit top-line capacity. 

After decades of bolted on 
solutions, disparate systems cannot 
provide a streamlined customer 
experience, are difficult to use, 
and costly to run. In some cases, 
they can even hinder talent 
recruitment and retention.  

Solutions that can help deliver the 
biggest returns:

• An end-to-end solution that sits on a 
single platform and supports complex 
products, high automation, and centralized 
management control can reduce the need 
to grow the back office

• Consolidated technology can streamline 
processes, letting advisors focus more on 
their clients and less on administrative 
tasks or toggling between systems 

 

  

What are the key benefits?

Advisors who adopt this type of unified 
technology grow their accounts at over 
twice the rate than those who stick to legacy 
systems and spend less time navigating 
disparate systems and experience greater 
customer satisfaction. 

For example...

How do you move beyond your legacy systems 
while achieving growth goals? 

A rapidly expanding wealth manager required a highly 
flexible solution that could scale at speed with the 
business. Retail and institutional programs were deployed 
on a single platform, and standardized processes were also 
supported across geographies, practices and products. 

The firm lowered its total operating costs while also 
improving its staff on-boarding processes. As a result  
it was able to add multiple teams and doubled its AUM in 
a year. 



Integrating physical and digital channels is a critical challenge.  

Without a digital presence  
growth can be stymied. Incumbent 
firms need to adapt in order 
to meet the threat of digital 
disruption head on. 

Integrating physical and digital 
channels to provide a full service 
to their customers is the key,  
but it requires a combination  
of advanced digital technologies 
and design thinking in order  
to succeed.

   

Solutions that can help deliver the 
biggest returns:

• Platforms that embrace the diverse ways 
clients wish to engage with advisors, 
and which can provide seamless advice, 
regardless of interaction channels are the 
only way to meet customer demands

• Solutions that leverage common 
infrastructure and integrate different 
business models are the most  
effective option

 

What are the key benefits?

Incumbent firms that are able to service their 
client base in a multichannel and on-demand 
manner, while also leveraging their powerful 
brands and deep client connections, offer the 
most compelling option to potential clients.   

For example...

How to avoid being replaced by digital 
solutions like a robo advisor? 

An established wealth manager had to react to a rapidly 
evolving disruptive trend in order to thwart losing its 
asset base and address the underserved mass market.  
By leveraging a common infrastructure it was able to 
offer a mixture of physical and digital advice. 

Customers can self-serve if they wish, or engage an 
advisor to assist or direct the process. Investors also 
have the benefit of account aggregation and can 
seamlessly access advice at the level that best suits 
their needs. 
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In action: Leveraging robust presence  
across North America and Europe

We service more than $50+ billion worth of assets in 
North America and Europe alone and have enterprise-level 
scalability that can drive rapid business growth  
in the shortest possible time.

Our knowledge and experience of 
implementing wealth management technology 
solutions is significant, and we’ve played a 
major role in helping our clients grow  
and succeed in disruptive and  
competitive environments.

We would welcome the opportunity to talk you 
through examples of best practice and case studies 
that illustrate the potential to achieve impressive 
cost, efficiency and growth objectives.  

In the meantime, please take a look at 

genpact.com/home/industries/banking-
financial-services/ 

for more information on Genpact and our 
experience in the wealth management sector. 
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About Genpact
Genpact (NYSE: G) stands for “generating business impact”. We architect the Lean DigitalSM enterprise through a unique approach based on our patented Smart Enterprise Processes (SEPSM) framework that reimagines 
our clients’ middle and back offices to generate growth, cost efficiency, and business agility. Our hundreds of long-term clients include more than one-fourth of the Fortune Global 500. We have grown to over 
70,000 people in 25 countries, with key management and a corporate office in New York City. We believe we are able to generate impact quickly and power Intelligent OperationsSM for our clients because of our 
business domain expertise and experience running complex operations, driving our unbiased focus on what works and making technology-enabled transformation sustainable. Behind our passion for technology, 
process, and operational excellence is the heritage of a former GE Capital division that has served GE businesses since 1998.
 
For additional information, visit www.genpact.com.
 
Follow us on Twitter, Facebook, LinkedIn, and YouTube.


