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TECHROLOGY

SURFING THE WAVE OF
WEALTH MANAGEMENT

Exploiting the opportunities of Wealth and Investment Management sector growth
requires a strategic paradigm shift, explains Luigi Marciano, CEQ of ObjectWay

H Up umtil now, Wealth and Investment Man-
agement (W] has been a fairly srahle husiness
im all the key areas ssch as market evolstion, cli-
ent behaviour, investment performance, compe-
trtvon, regulation and techmological movatson.

However, a series of different faciors are re-
shaping this industiry. Firstly, demography and
wealth distribution are changing. As the over-
&4 world population holds around 34 percent
of weakh, morality and inheritance will gho-
bu.||_lr shift am estimated $18 trillion market foa
mew generation of people. Another 30 percent
of wealth will be owned by the baby boomer
generation, currently aged approximately 55 to
&4, They will gradually shift from accumula-
tion mode o retirement mode, and will be guite
equally distributed in Europe. In the USA, Asia
and Pacific regions, they will ako bring new
needs into the market place.

A secomd factor stems from the global finan-
cial crisis of 2008, Poor imvestment perform-
ance, increasing onshore and offshore competi-

tiom and new regulations - such ax MIFID in the
Euwropean Union - have dramatically changed
the scenario for the WM sector. Clients have
become musch more careful and selective 2howt
financial service providers. These changes have
had a stromg impact on mvestment protecticon
and risk management strategy and decions.

Additionally, the fast pace of technology ev-
odution is radically changing the way relation-
ship managers, advisors, private bankers and
clients interact. For example, computing plat-
farms are quickly shifting from the web dient
oriented to mohile operations. The use of smart
phones and tablet devices & imcreasing rapidly.
It is estimated that the end of 2011, there will
be 400 million users, with this Sgure likely o
double over the subsequent three years.

Az a result, clients will challenge the finan-
cial advisors with madically mew expectations
in terms of product needs, service demands,
customer relationship and experience. A high
performance WIM strategy will therefore re-
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quire two main imperatives: a shift to an advi-
sory approach to chents using targeted business
mesdels, and the adoption of 2 new information
technology platforms.

AN ADVISORY AFPFROACH TO CLIENTS
Fimancial sector operators nesd to foces on a
new set of actions. Thess inchide-

developing a broad and desp knowledge of
dient’s values, risk atfitude and priomties;

creating new tailored product amd service
bndles;

shifting the paradigm of WIM professionals
from relationshap managers to trusted advisors;

investing in traditional and innovative dis-
tribution chanmels: and

impraving each client’s relationship and ex-
perience by enhancing integration and person-
alisatiom across different channels.

In order to kesp up with the changes and im-
plement a high performance WIM strategy,
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tailored busines modeds become esential for

ific customer segments. The first level of
rﬁcummm is between the Private Wealth
Mamagement and the Retmil Advisory Sales
business model.

The Private Wealth Management business
muodel targets three sectors with tailored oper-
ating models. The first, Afluents, requires anm
assessment and a financial planning process ws-
ing am underlying open product catalogue ar-
chitecture approach. Financial advisors should
quickly understand the client’s balance sheet,
their needs, the risk profile and potential invest-
ment approach.

High Net-Worth [HNW) i the main target
area of all private banking operators, and de-
manids a sophisticated and tailored global ad-
able to deliver holistic, integrated imvestment
advice, spanming across asset allocation and
drawing upon cutside expertise in areas such as
legal, trust, tax optimization.

Finally, the Ultra High Met-Worth (UHNW)
sector represents the top level private hanking
operators. This reguires a trusted advisor deliv-
ering an imtegrated exclusive investment advi-
mrzmsmgm:nﬂnlmhm,

estate, orporate management, ars and
philanthropy and draws upon sutside expertise
in all these areas.

Retail Advisory Sales business model ad-
dresses retail customers who ask for Basic
products foossed on their nesds, such as loans,
mortgages, saving products and ‘simple” in-
vestment solutions. The challenge is to ==t up
a 'light’ advisory service with a low cost-to-
serve approach, which emahbles the relationship
manager to exploit the combination of bank
suhsidiary face-to-face chanmel and internet chi-
ent portal channel to and quickly map
customer needs and serve with the right

blend of banking products.

HIGH PERFORMANCE NEEDS
INMNOVATIVE SOFTWARE

WIM information technodogy platforms must
change from the current conventional applica-
tion 'silos” ma:mgknmtndphﬂmm_ﬂb
jectWay has therefore desy

For ardvisars, the analytical tools within OF5
help develop a maore predictive imsight
inio Cashomer allowing advisors to gain
& umigue view of the customer and a context-
based understanding of their needs, not easily
replicated by competitors. Advisars also have a
powerful integration betwesn decision-making

, execution sy and ch ks
This system generates several business ben-
efitz, making it easier to acquire and retain ous-
‘tomers, IMmprove CUSOMETs EXPErEncE, increase
efficiency and reduce costs. These factars are
vital for serving all cestomers, from the larg-
et retail and Afflsents segments to the smallest
HNW and UHNW dients, aven if the work =
complex and sophisticated .

These business applications are available
across different sales chanmels, whether advi-
through warious interfaces, such as the web,
tablets and smartphones. In the last year Ob-
jectWay has extended the OFS with a st of mo-
bile business applications, OWeakh Portfolio
and OWealth Studin, to suppart both advisors
and clients.

Three business solutions are osrrently avail-
able through OFs:

OFS Private Wealth Management: designed
for high and wltra high net worth cestomers
and fooused on a global advice approach. h
supparts giobal portfolio accounting, analysis
and performance attribution,, personalised asset
allncation strategies and tax optimisation

(F% Premiere Wealth Management: tailored
for affluent cstomers and focmsed on the di-
ent’s accounting and advice in terms of finan-
cial plamming, portfolio allecation, retirement

and health management.

OF5 Advisory Retail: for retail osstomers
and fooused o customer data aggregation,
housshold budget and needs analysis. The soft-
ware fextures specific simulators and estima-
tors for loans sving products, hife mswrance,
pension gap analysis, retirement fulSlment and
simple imvestment products. The whole sales
process is included in the solution, from the
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in nrder to support this.

From a business perspective, OFS platform
5 a suite of specific business applications,
which wark together to support each process
area of the WIM lifecycle. From a technology
nents share 2 common data model, integration
and infrastrecture lapers. OFS therefore ena-
ke=y sucorsx factors of an efective service and
operational model .

OF5 also affers comprehensive support of
Htlhnkm'lpmom. from the client and
contact management through o order fulfil-
ment. The software offers real-time access by
and products.

| to the comtract signature.

Thﬂz platforms are cstomised by Object-
Way for each Gnancial institution with a col-
labarative approach,, to obtain a tailored appi-
cation platform that im the institution
specific operational | according o its po-
sitioming, its product and service offering and
its organisation.

THE CHOICE FOR SUCCESS
OhjectWay has supported several private and
resail hanks in Europe, induding Barclays and
Unicredit-Fineco, reshaping and miloring their
wealth management services.

The implementation of the OFS platform al-
lowed Barchays PLC to promptly enter the af-
fluemt wealth nt market in

position in the first top 10 global banks for the
first time and has won the swper-affluent cat-
egory in Western Europe.

Barclays PLC adopted the OF5 Premiere
Wealth Management busines solution to sup-
port the financial advisory services in the West-
em Europe Dhvision. This focused on Haly,
France, Spain and Portugal amd met with the
rummemnfﬂrEMIFmrhmcuw_ Using a
unique platform, Barclays set up the service in
these four different countries, acoording to the
and idioms and fully integrating the solution
with the bank s core legacy systems.

Fineco, part of the Unicredit Group and
an ltalian leader in advisory services, has im-
plemented OF5 Premiere Wealth Management
Business Solution in Italy. Fineco delivers inde-
pendent and stromg qualified advisory services
on a fes-only hase. Fineco Advwice is based on
2 multi-brand open architecture product cata-
logue and om a direct procesing of analysis,
recommenidation and order execution process,
with each customer receiving 2 tailor-made
solution according to the individual objectives
and risk profile.

'ﬂumugzp_pmdﬁumlﬂ therefore as
dems | by these successful

[umpemp.lst:.fzw]'ﬂn. H:Dnrdmgtu'Eu-
romoneys 2001 Private Banking and Weakh
Money survey, Barclays was able to reach a
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emmples, is
tuulectmdzdnptmﬂmgedgeﬁmlngdm
is able to suppont the new customer relation-
shiip and experience model. G



