
What Is Driving Change In The Wealth Management Industry?
The  first few years of the current decade has seen changes in environment, market, customer, & technology 
elements that have significantly impacted the Wealth Management (WM) business.

Environment
Pandemic time & 

post pandemic economic 
policies, & performance of 

major economies.

Market
Emerging new economic 

order & increasing
fintech competition.

Customer
Change in customer 

demographics & 
evolving customer 

expectations.

Technology
Developments in 
transformational 

technologies.



How Does Wealth Management Business Need To Transform?

Operations

Operational efficiency 
through technology 

transformation.

Business

Remain competitive 
with organic &

inorganic growth.

Customer

Reimagine internal & 
external customer 

experience.

Leverage Technology for Wealth Management Transformation 

Technology is a key enabler for a holistic approach to WM transformation along the dimensions of customer 
experience, business, & operational transformation.

Customer experience expectations are being driven by 
changing customer demographics – increasing 
proportion of women & younger customers, and digital 
technology redefining customer experience in other 
businesses. Consequently, customer expectations are 
shifting in WM business.

Reimagining Internal & External Customer Experience 
Studies indicate customer preference for a hybrid 
model of engagement with their wealth managers, 
comprising of both digital channels with self-service 
capabilities and advisor-led engagements. Digital 
transformation needs to be a key element of WM 
IT strategy. 

Key components of a digital transformation would be:

Reimagine each customer journey 
enabling self-service capabilities & 
engagement with advisor through 
digital channels.

Enable customers & advisors to 
seamlessly switch from one 
channel to another.

Digital tools for effectively 
engaging with customers & 
executing transactions without 
locational restrictions.

Digital Channels

Advisor Enablement

Omnichannel Experience



Remain Competitive Through Organic & Inorganic Growth
Factors impacting business performance:

To counter this, WM firms will have to look at opportunities for diversifying into new offerings with better margins 
and acquiring new customers & markets, through organic & inorganic growth.

Emerging technologies and technology architecture models could be profitably adopted to bring in efficiencies in 
operations & reduction in operational costs to improve profitability. Some examples are:

• Fall in assets under management and client business volumes at the industry level,  and decline in portfolio 
performance due to macroeconomic factors.

• Momentum of growth in wealth shifting to emerging economies.
• Reducing profitability due to changing investment preferences, competition from fintechs & increasing 

operational costs .

ESG Compliant Investing:

Alternative Assets Investing:

Being spurred by:

Considering the time to market involved in acquiring new capabilities 
through organic growth, inorganic growth through mergers & acquisitions 
has emerged as a serious option.

• Increasing social awareness & responsibility.
• Potential risk involved in non-compliant businesses.
• Opportunities provided by emerging businesses based on new 

technologies for clean energy, pollution control etc.

• Fintech & startup ecosystems providing new avenues for investment.
• Provide significantly higher returns for investors with deep pockets &        

a higher risk appetite.
• Investors in the UHNI segment and at family offices seeking 

diversification in their portfolios are looking to increase their allocations 
in these alternative assets.

Growth Requires:
• Acquiring specialised talent & technology platforms required for new 

product offerings like ESG Compliant Investing & Alternative Assets 
Investment.

• Accessing new customer segments, markets, and distribution channels.

Operational Efficiency Through Technology Transformation

Cognitive Technology For Improving Productivity

Growth through new 
product offerings

Organic Growth Vs 
Inorganic Growth

Advisor Marketing & 
Communication
Gen AI for automating 
generation of  personalized 
communications to clients 
& prospects relating to their 
portfolio, financial 
education, etc.

Investment Assistance
AI-powered tools for market 
analysis & forecasting to 
assist advisors & customers 
on investment
opportunities & decisions.

AI-Powered
Robo Advisors

Machine Learning to create 
the best fit portfolio for the 
customer and automate use 
of customer financial data 
for tax loss harvesting, an 
enabler for offering 
personal indexing at scale.



Digitisation of Processes

Way Forward

Analyzing macroeconomic environmental changes and 
impact on business and responding to them.

Identifying & actively considering 
opportunities for organic & inorganic growth.

Identifying opportunities to leverage emerging 

Modernizing technology architecture that will optimize 
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ABOUT MAVERIC

Maveric Systems (Corporate Office):
2nd floor, Block 5, DLF IT Park, 1/124, Nandambakkam Post, Ramapuram, Mount Poonamallee Road, Chennai,

Tamil Nadu 600 089, India.

Established in 2000, Maveric Systems is a niche, domain-led, BankTech specialist, transforming retail, corporate, payment, 
lending and wealth management digital ecosystems. Our 3000+ technology specialists use proven solutions and frameworks to 
address formidable CXO challenges across regulatory compliance, customer experience, wealth management and 
CloudDevSecOps.
 
Our services and competencies across data, digital, core banking and quality engineering helps global and regional banking 
leaders as well as FinTechs solve next-gen business challenges through emerging technology. Our global presence spans across 
3 continents with regional delivery capabilities in UK (London), Europe (Warsaw, Amsterdam, Stockholm), India (Bengaluru, 
Chennai, Pune), USA, (Dallas, New Jersey), Middle East (UAE, KSA), Singapore. Our inherent banking domain expertise, a 
customer-intimacy-led delivery model, and differentiated talent with layered competency – deep domain and tech leadership, 
supported by a culture of ownership, energy, and commitment to customer success, make us the technology partner of choice 
for our customers.

https://www.facebook.com/mavericsystemsltd
https://www.linkedin.com/company/maveric-systems-limited/
https://www.instagram.com/mavericsystemsltd/
https://twitter.com/mavericsystems
https://youtube.com/@MavericSystemsLtd?feature=shared



