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Today’s wealth management landscape

In 2025 AUM in wealth management
is predicted to reach

Annual growth is expected at 1.94%
by 2029, resulting in a market volume of

1.94% $181.60
$168.20 trillion
= trillion
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If you take a global view of today’s wealth management
landscape, we get a somewhat confused picture.

According to statistics:

* AUM in wealth management is predicted to reach
$168.20 trillion in 2025.

¢ Financial advisory is the “the dominant player in this
market,” with a projected market volume of $165.10
trillion in 2025.

¢ We can expect an annual growth rate of 1,94%,
resulting in a market volume of $181.60 trillion by
2029 (Statista).

o
m Increasing competition

New market entrants are making it difficult
for traditional firms to maintain their piece
of the pie.

(SQ“ Asset allocati
> ssetl allocation

Open architecture and passive investing are
making it more difficult to charge fees at the
same levels.
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By all accounts, it appears that wealth management
firms and private banks are in a comfortable position.
And yet, if we look at the Wealth Management
Industry Report 2024 by EY, we get a different picture
(EY).

The report claims that “many wealth managers
are experiencing weak net new asset growth, and
investment management margins are being squeezed.”

This is a result of:

ﬁ@ Price sensitivity

Clients look for value more than ever, driven
by increases in transparency. What’s more,
regulation is boosting fee accountability,
which squeezes industry margins.

E@D Higher concentration

There has been an increase in M&A activity
since the COVID-19 pandemic.


https://www.statista.com/outlook/fmo/wealth-management/worldwide
https://www.ey.com/en_ch/functional/forms/2024/2024-ey-global-wealth-management-industry-report

Capgemini, in a report on UHNWI, came to a similar
conclusion, stating that while there is an “emerging
positive trend,” geopolitical uncertainty, rising costs,
regulations, and more are “squeezing the bottom line”

(Capgemini).
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Client experience:
The battleground of success

Focusing on client interaction

Macroeconomic and geopolitical trends are outside of
the control of wealth advisors, relationship managers,
and their clients. Instead, WM firms need to take a

believe Al will impact the
future of financial advice

98%

of advisors

(@

believe the technology is
transforming how advice is
“created for, delivered to,
and consumed by clients”

(Accenture)

Productivity & Personalization:
The benefits for advisors

One of the greatest benefits of Generative Al
is the relationship between productivity and
personalization.

By reducing the advisor workload and giving them
access to better tools and insights, they can spend
more time with their clients - and generate more value.

According to KPMG, advisors spend 58% of their
time on client-facing work. The remaining 42% is
split between administrative tasks, investment
management and professional development.
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This means that, while the market appears to
be thriving, the financial pressures on wealth
management firms are greater than ever before.

As the market upswing unfolds, the time has
come for wealth management firms to dive
deep into clients’ evolving behavior and
expectations, and to prioritize meaningful
and timely engagements.

- Capgemini

closer look at the element that they can influence -
delivering a client interaction experience that builds
strong, enduring relationships.

Improving the client interaction
experience with Al
Offering a client experience that is efficient and

personalized requires incorporating Generative Al
into your workflow.

This aligns with advisor expectations.

Client-facing
work

P Administrative
tasks

Investment
management

® Professional
development

(KPMG)


https://www.capgemini.com/wp-content/uploads/2024/05/WWR_2024_web.pdf
https://www.accenture.com/content/dam/accenture/final/a-com-migration/r3-3/pdf/pdf-178/accenture-wealth-management-ai-all-systems-go.pdf
https://kpmg.com/kpmg-us/content/dam/kpmg/pdf/2024/ai-good-news-wealth-managers.pdf
https://www.capgemini.com/wp-content/uploads/2024/05/WWR_2024_web.pdf

What’s more, Capgemini has found that Gen Al can cut
off up to one-and-a-half hours a week in time spent on

menial tasks (Capgemini).
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WEALTH ADVISORY 2.0 {

The future is already here

Many of the reports and outlooks focus on the impact
that Gen Al will have on the industry. But the fact

is that it’s already here. There is no reason to wait

- WM firms and private banks should embrace the
technology now.

Client interaction + the power of Al

+

Al | Productivity
+7

Al | Personalization
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This extra time spent with the clients can be put to
better use thanks to Gen Al. Accenture found that
over 8 out of 10 surveyed advisors believe that Al's
greatest benefit is translating the clients’ data into
actionable insights for their benefit (Accenture).

Finally, Accenture’s study found that advisors
believe Al can help identify proactive cross-selling
opportunities.

Need more to go on?

Check out the guide

Taking our areas of productivity and personalization
as a reference point, we can look at how Gen Al
enhances digital interactions to improve client-advisor
relations.

Efficient Quick access Up-to-date
meetings to advice client profiles
Frequent, Proactive Enhanced

convenient outreach communication

interactions


https://go.unblu.com/DCIS_Buyers_Guide_Retail_Banking
https://go.unblu.com/DCIS_Buyers_Guide_Retail_Banking
https://www.capgemini.com/wp-content/uploads/2024/05/WWR_2024_web.pdf
https://www.accenture.com/content/dam/accenture/final/a-com-migration/r3-3/pdf/pdf-178/accenture-wealth-management-ai-all-systems-go.pdf
https://go.unblu.com/DCIS_Buyers_Guide_Retail_Banking
https://go.unblu.com/DCIS_Buyers_Guide_Retail_Banking

Boosting productivity with Al
as part of your digital client
interaction strategy

Frequent, efficient
meetings

Nearly one-third (28%) are willing to
take more meetings.

- Accenture

Al-specific enhancements

Meeting notes.

Automatically generate meeting notes after the client
call, which can be edited and searched through at a
later date.

Conversation summaries.
The meeting notes can be condensed into a concise

summary, which is particularly useful for long meetings.

Unresolved tasks.

The Al can detect when tasks come up in the meeting
that aren’t resolved, automatically generating an open
to-do for later.
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UK relationship managers spend only 43% of
their time on ‘golden time’ activities, including
value-added tasks such as client interactions,
investing, and business development.

- Funds Europe

Required client interaction tools

@ Video & Voice Co-Apping

. Document
13 _ A
Co-Browsing & Collaboration

The challenge

Clients are willing to have more meetings, but advisors
often find that they don’t have enough time to interact
with clients as much as they would like.

The meeting alone isn’t the only challenge. Once it's
over, the advisor needs to ensure that key takeaways
are recorded, decide how to follow up, and more.

>


https://www.unblu.com/en/video-voice/
https://www.unblu.com/en/co-browsing/
https://www.unblu.com/en/co-apping/
https://www.unblu.com/en/document-collaboration/
https://funds-europe.com/uk-wealth-managers-face-productivity-challenges/
https://www.accenture.com/content/dam/accenture/final/a-com-migration/r3-3/pdf/pdf-162/accenture-wealth-management-consumer-report-new-state-of-advice.pdf
https://www.youtube.com/watch?v=tv9g5nl_c5s
https://www.youtube.com/watch?v=tv9g5nl_c5s

6 Quick access to advice

An Al Co-Pilot as part of an
omnichannel approach to provide
real-time support along the client
journeys across a variety of platforms,
allowing relationship managers to
dedicate more time to clients.

-EY

Al-specific enhancements

Bot Sidekick.

The Bot Sidekick is the chatbot feature working on
behalf of the advisor. During an ongoing conversation
on a secure channel, the advisor can use the

chatbot to look for relevant information stored in

the company’s LLM. They can then either send the
information as it is or edit it before sending.

e Up-to-date client profiles

Only 8% of wealth management
firms update client profiles weekly,
52% monthly or quarterly, and
40% annually or less frequently.

- Capgemini
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Required client interaction tools

Secure Messenger

The challenge

Clients appreciate having their questions answered
by their advisor. But sometimes the right answer
isn't always at hand. This can quickly become time-
consuming as the advisor searches through the
database for the answer.

>

Required client interaction tools

Interaction Management Hub

The challenge

It can be difficult for advisors to remain organized,
particularly when they have a large number of
clients. They may forget previous conversations with
individuals, need to take over from a colleague, or
require other information.

Having all communications in one place, with each tied
to a specific client profile, is essential for coordination,
organization, and personalization.


https://www.unblu.com/en/secure-messenger/
https://www.capgemini.com/wp-content/uploads/2024/05/WWR_2024_web.pdf
https://www.ey.com/en_ch/functional/forms/2024/2024-ey-global-wealth-management-industry-report
https://youtu.be/N94u7Wf8Xbo
https://youtu.be/N94u7Wf8Xbo
https://www.unblu.com/en/interaction-management-hub/
https://www.capgemini.com/wp-content/uploads/2024/05/WWR_2024_web.pdf

Al-specific enhancements

Client mood.

When you take over from a colleague and want to
know what to expect with a client. Alternatively, you
are back from vacation and are unaware what has

taken place while you were away with a specific client.

The Agent Desk, which houses the client profile, can
tell you at a glance how the client is feeling overall
thanks to an Al-generated client satisfaction score.

More time for
personalization — and
extra Al tools

0 Frequent, convenient
interactions

On average, 70% of the materialin a
typical conversation “clicks” or
resonates for the client, but our
survey shows that comprehension
suffers when touch points are few
and far between.

- Wealth Solutions Report

Al-specific enhancements

Productivity.

The benefit here is cumulative. All of the Al tools
combined together result in more time for advisors
to dedicate to the most important tasks - building
relationships. Our own customers report an increase
in front-office productivity by 25% thanks to texting
and messaging services - aided by Al.

'anlu © 2025 Unblu Inc. All Rights Reserved

EMPOWERING THE WEALTH ADVISOR OF TODAY WITH Al

>

61% of advised investors strongly agreed
that their advisor had a positive impact on
the value of their investments and their
investment returns.

- Cirano

Required tools

Secure Messenger @ Video & Voice

The challenge

Advisors often find it difficult to find enough time to
dedicate to client interaction, which leads to missed
opportunities. Not only do clients feel more satisfied
when interaction is frequent, but it can lead to more
cross-sell, upsell, or investment opportunities.

>


https://www.unblu.com/en/video-voice/
https://www.unblu.com/en/secure-messenger/
https://wealthsolutionsreport.com/2023/02/21/communicate-with-clients-or-lose-them/
https://cirano.qc.ca/en/summaries/2020RP-04
https://youtu.be/NnwQrJ3Ijpk
https://youtu.be/NnwQrJ3Ijpk
https://youtu.be/ApxsKVZtWrE
https://youtu.be/ApxsKVZtWrE
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Required tools

0 Proactive outreach 74 Interaction Management Hub
&)
(Outbound messaging)

Almost four in ten respondents (39%) The challenge
in our survey wanted to hear from
their advisor more proactively.

Similarly, advisors shouldn’t wait until clients contact
them or a quarterly report is due before contacting

- Accenture their clients. Through a mixture of organization

- through features like labeling - and Al support,
advisors can become more proactive in reaching out
to their clients.

Al-specific enhancements

Al-generated insights.

Al can aid advisors in finding new opportunities, which
can be personalized to specific clients depending on
their interests and how they’ve been labeled in their

profile. °
Message creation.

Next, the advisor can use Al to create a message for
all appropriate clients, editing it if necessary, then
sending it out. This can be done in a matter of minutes
if the system is set up correctly.

Required tools

e Enhanced communication
@ Video & Voice

It’s not enough to simply deliver the

best advice; it must be received in The challenge

a way that can be understood (and Communication is difficult, particularly in regions
then acted upon) by your clients. where there are multiple languages. While English

- Wealth Management is the lingua franca for global communication, many

individuals still don’t speak it or simply don’t feel

comfortable in it.

Al-specific enhancements

Language gap.

If your client speaks a different language from you,

Al can help translate in real time. The captions °
appear on screen in the speaker’s language, allowing

for previously impossible conversations to take place.

This is particularly useful if a client needs access to a

specific expert (who is not their usual advisor) but they
don’t share a language.
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https://www.unblu.com/en/interaction-management-hub/
https://www.accenture.com/content/dam/accenture/final/a-com-migration/r3-3/pdf/pdf-162/accenture-wealth-management-consumer-report-new-state-of-advice.pdf
https://www.unblu.com/en/video-voice/
https://www.wealthmanagement.com/technology/why-mode-communication-matters-advisors
https://youtu.be/YKFPTI4_RXQ
https://youtu.be/YKFPTI4_RXQ
https://youtu.be/pQ7gFH-hAYE
https://youtu.be/pQ7gFH-hAYE

COMPLIANCE CHALLENGES

Al and regulatory challenges

Financial services is an exceptionally heavily
regulated industry. Across the board, there appears
to be a shared reticence or even exasperation with
regulations. EY claims that “regulation is boosting fee
accountability, further trimming industry margins”
(EY). Capgemini highlights the new regulations to
monitor ESG ratings that may be coming through the
European Union (Capgemini) and Deloitte bemoans the
“seemingly constant regulatory change” (Deloitte).

At times regulation - or uncertainty surrounding
regulation - can hold companies back from embracing
new technologies. This happened with cloud
technology, where heavily regulated sectors were
reluctant to use it for years until legislation caught up
and defined the parameters.

The EU Al Act’s Impact on
Financial Advisors

Encourages Al innovation, rather than
restricting it

Reduces duplicate compliance work

Aligns Al oversight with existing
financial regulations
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REGULATORY CONCERN EU Al ACT 2024

Fee accountability (EY) Lower profit margins

ESG Compliance More reporting

(Capgemini) required
Constant policy Increased

changes (Deloitte) operational burden

However, there is a shining light in the regulatory
landscape that should encourage wealth management
firms. The EU’s Al Act, which came into force in 2024,
has taken an innovation-friendly approach.

While there are boundaries and legislation like the
proposed Al liability directive will lead to more
challenges, the Act is strategically advantageous for
the financial industry. Specifically, the legislators have
sought to avoid duplication of work, meaning that
current regulations are largely sufficient.

Due diligence is always necessary - but many
obstacles have been cleared for financial institutions
looking to incorporate Al more heavily into their
processes.

Tomorrow will be too late. Now is the time for
financial advisors to fully embrace Al.


https://www.ey.com/en_ch/functional/forms/2024/2024-ey-global-wealth-management-industry-report
https://www.capgemini.com/wp-content/uploads/2024/05/WWR_2024_web.pdf
https://www2.deloitte.com/content/dam/Deloitte/us/Documents/financial-services/us-the-digital-wealth-manager-of-today.pdf
https://www.ey.com/en_ch/functional/forms/2024/2024-ey-global-wealth-management-industry-report
https://www.capgemini.com/wp-content/uploads/2024/05/WWR_2024_web.pdf
https://www2.deloitte.com/content/dam/Deloitte/us/Documents/financial-services/us-the-digital-wealth-manager-of-today.pdf

Need more information?

General Sales
Have a question? Can Unblu help you deliver an
Please email info@unblu.com outstanding personal experience?

Please email sales@unblu.com

Technical Support

Already using our products?
Support


mailto:info%40unblu.com?subject=
mailto:sales%40unblu.com?subject=
https://www.unblu.com/en/support/



