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INTRODUCTION

COVID-19 has an inconceivable impact on our lives as well as the global economy. Following

our inaugural WealthTech report from February 2019, this updated report covers our views on

the potential impact of COVID-19 on the wealth management technology industry.

Furthermore, we have verified our previous predictions and updated the profiles of our

selected WealthTech innovators.

The wealth management market is expected to see Assets under Management (AuM) grow

from $74.3 trillion in 2018 to $145.4 trillion in 2025 (+8.8% CAGR)1. However, the market is

facing tremendous challenges due to increased regulations, changing customer behavior,

accelerating digitization and now also COVID-19.

Wealth management and financial services in general have always been tech-intensive, as

large amounts of data and the push for globalization have driven tech integration. Although the

actual effects of COVID-19 are still not fully evident, we believe it will accelerate the process of

digitization in financial services mid to long term. Asset and wealth managers, in particular, will

face significant challenges in times of high volatility and market uncertainty. Software solution

vendors dedicated to the wealth managers could offer private banking departments and asset

and wealth managers cloud-based solution that help increase customer satisfaction, simplify

and digitize the entire value chain, improve reporting and restore margins.

US/UK Continental Europe Asia-Pacific

Actors Á Digital approach is 

already more advanced 

than in Europe

Á The shift of power will 

further drive 

consolidation. Mid-

sized wealth managers 

will aim to reduce costs 

or merge to improve 

margins

Á Digital approach behind 

North America and Asia 

Á Asset managers in 

Europe have been 

acquiring wealth 

managers as they seek 

to control distribution 

and improve margins 

Á Digital approach is 

already deeply 

anchored in the 

economy

Á Consolidation has 

also started in Asian 

markets 

Clients Á Millennial preferences 

around convenience 

(e.g. apps), investment 

models (e.g. passive 

and non-traditional 

investments) and 

skepticism about 

traditional finance will 

drive change 

Á The new generation 

prefers technology 

enabled wealth 

managers to their more 

traditional predecessors

Á Strong risk aversion 

shown by a demand 

shifting towards ETFs

Á Asian investors are 

pressuring asset and 

wealth managers for 

greater transparency 

into fees and costs

Trends Á There is a general 

uncertainty driven by 

Brexit, populism and 

the US/China trade war

Á AUM growth to 2025: 

+19.5%1

Á In Europe, the MiFID II 

directive will push up 

asset managersô costs 

and ban wealth 

managersô retrocessions

Á AUM growth to 2025: 

+18%1

Á In the developing 

regions of Asia-

Pacific, regulation is 

priming new 

opportunities

Á AUM growth to 2025: 

+22%1
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EXPECTED ASSETS UNDER 

MANAGEMENT 

WORLDWIDE IN 2020

$111.2 TRILLION

EXPECTED AUM GROWTH P.A. 

TO $145.4 TRILLION IN 2025

+8.8%

We have profiled 120 of the most innovative and disruptive WealthTech companies and 

conducted 10 exclusive interviews with leading executives across the WealthTech 

ecosystem, in  order to gain a deeper understanding of the trends which underpin this 

rapidly growing sector.

CLOSED IN 2020 YTD MAY WITH 

A MEDIAN DEAL VALUE OF $163M

CLOSED IN 2020 YTD MAY WITH 

A MEDIAN DEAL VALUE OF $6M

109

PRIVATE PLACEMENTS

60 M&A DEALS

EXPECTED IT SPENDING ON 

ASSET MANAGEMENT 

SOLUTIONS IN 2020

$7.5 BILLION

INCREASE IN IT SPENDING 

BETWEEN 2016 AND 2020

+33%

M&A DEAL VALUE  2020 YTD MAY 

(DISCLOSED TRANSACTIONS)

PRIVATE PLACEMENT VALUE 2020 YTD 

MAY (DISCLOSED TRANSACTIONS)

$2.0 BILLION

$27.0 BILLION

Source: Pitchbook, CapitalIQ, BCG, Celent, Arizent research, PWC



Michael Stemmle, CEO

ñDigitizationhas been gradually impacting the wealth management industry, but as a

result of the current pandemic, the speed of change has suddenly accelerated.ò

Chris Bartz, CEO & Co-Founder

ñOverthe next months and years the demand for cloud-based services will definitely

continue to grow and expand to all parts of modern asset & wealth management.ò

Gil Shapira, Chief Investments Officer

ñWehave seen that WealthTech/FinTech companies got a lot of interest from clients

since Corona started, moving even faster the process of trading via advanced

platforms.ò

Radoslav Albrecht, Founder & CEO

ñSooneror later all intermediaries who come into contact with these instruments will be

intensively involved with the topic of tokenization.ò

Ralf Heim, Founder and Co-CEO

ñCOVID-19 also showed what happens when markets are dynamic but the technological

bridge between client, advisor and portfolio management is missing.ò

Georges Hübner, Professor of Finance

ñClientswant to be reassured by a human touch and adequate communication in at least

one critical stage in the servicing process, and they also need to make sure that their

specific requirements are met in the process ï this clearly calls for enhanced

individualization of the portfolio offering, beyond model portfolios.ò

Christian Friedrich, Founder & CEO

ñWe see a need for completely new digital product concepts and product experiences.ò

Christian Schneider-Sickert, CEO

ñAtthis stage it is very hard to make any predictions. While I donôtexpect the long-term

trends driving WealthTech to be affected by Covid, our sector is at least to some extent

dependent on the capital markets and investor sentiment.ò

(Interviews in alphabetical order)

Richard Wilson, CEO

ñItis now nearly 3 months since we started operating remotely, with over 97% of the

team working from home since that time. We have proven our ability to service all our

customers remotely which, combined with our resilient operating model and strong

financial position, make us a safe harbour for investors and shareholders.ò

Rolf-Henning Hackel, Founder and CEO

ñWe believe that both a seamless user experience and generation of insights from data

will be key transformative forces for the industry and as such will play a major role for our

future development.ò
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1. THE WEALTHTECH MARKET
Drake Star Partners is excited to announce the publication of our 2nd WealthTech Sector Report. In this

report, we begin by providing an update on the Global WealthTech sector. We then discuss the rise of

the Global WealthTech market and provide a deep dive into three interconnected market trends which

have defined and will continue to shape the sector going forward. We subsequently map out the funding

and M&A landscape since 2016 and make predictions on the outlook for M&A activity. We conclude with

our own thematic predictions that will shape the WealthTech sector over the next decade. Finally, we

profiled 120 of the most innovative and disruptive companies in the WealthTech space.

THE RISE OF FINTECHS

The 2008 global financial crisis fostered the acceleration of FinTechs. FinTech companies have built

their services using online and mobile channels and have driven the digitization of key processes to

provide faster, more convenient and cheaper solutions. In the 2010s, as the global economy recovered,

FinTechs gained trust among banks, insurances, asset and wealth managers, investors and consumers.

The sector was driven by the global adoption of a high speed and secure Internet and the ubiquity of

smartphones and mobile technologies. Banks and insurances started to acquire FinTechs to restore

margins and appeal to new and younger customer segments. As venture capital and private equity

funding became more abundant, financial investors fueled the proliferation of FinTech companies often

focusing solely on hypergrowth or growth at any cost. The current COVID-19 crisis will likely eliminate

the wheat from the chaff and will put pressure on FinTechs to show strong unit economics and develop

more defensible and viable business models.

MARKET TRENDS

REGULATION, EMPOWERMENT AND DIGITIZATION DRIVE THE WEALTH MANAGEMENT

SECTOR, WITH COVID-19 ACCELERATING BEHAVIOUR CHANGE BY ALL STAKEHOLDERS

Since the 2008 global financial crisis, the wealth management market has faced a strengthened

regulatory framework and cost pressure. Various trends are driving the current and future wealth

management market, putting wealth managers under margin pressure and changing the traditional

framework of wealth management. Wealth Tech is evolving accordingly to address the challenges and

opportunities.
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1. A global increase in regulations

The regulation on financial markets has been re-framing the wealth management market:

Á Advocating absolute transparency:

Á Anti-money laundering: ensuring the investment traceability bolstered by regulations

such as United StatesôForeign Account Tax Compliance Act (FACTA), the UKôsoffshore

investments Reporting Funds Status (RFS), MiFID II, the European UnionôsGeneral

Data Protection Regulation (GDPR), etc.

Á ñKnowYour Customerò(KYC): Assessing the risk profile of the potential customer before

any transaction occurs

Á Responsibilities towards the law

Á Privacy policy and private data management

Á Preserving and ensuring cybersecurity

Á Strengthening advisorsôduties (applicable to traditional RIAs but also to Robo-advisors):

Á Substance & presentation of disclosures, which means the ability to:

Á Explain the business model, algorithms, pricing, associated risks

Á Explain and define clearly the scope of advisory services

Á Deliver a clear and tangible presentation of disclosure

Á Provision of suitable advice and tailor-made investments:

Á Meeting clientsôrequirements

Á Acting upon clientsôbest interests

Á Effective compliance programs:

Á Back testing, changing and monitoring algorithms

Á Keeping clientsôinformation safe

Á Ensuring a constant improvement:

Á Improvement of customersôservices

Á Permanent reassessment of clientsôrisk profile, and if needed re-balancing

of the investment portfolio

2. Investor empowerment & changing customer behavior

Á The regulatory changes have empowered investors, increasing transparency and accountability

and have put downward pressure on fees. The amount of fees and commissions charged by

wealth managers is more and more regulated. Laws such as the UKôsRetail Distribution Review

have flourished, limiting or even banning advisory commissions

Á The race for transparency has forced wealth managers to strive to provide customized portfolio

allocations to customers and often migrate towards passive investments with lower costs

Á The increasing availability of data and investment product information enable investors to be

more aware and critical towards investment proposals and to look for cheaper and more

innovative solutions. Investors are moving towards sophisticated and customized services that

can be achieved through technology solutions

3. Accelerating digitization & new technologies

Digitization and new technologies are impacting the entire value chain through artificial intelligence,

robotics, big data and blockchain requiring significant investments. As wealth management becomes

increasingly tech-intensive, only specialized players can thrive. Various industry participants rely on

diverse strategies including:

Á Acquisition: the WealthTech market is widely fragmented and banks or asset managers have

started to acquire start-ups and to consolidate the market. Example: Invesco acquired RedBlack

in January 2020

Á Partnership: FinTechs increasingly partner with banks and asset managers looking for new ways

to increase profitability through products and services that are low cost but easy to use and

understand
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Á Strategic investment example: ING invested $12 million in FinCompare in March 2020

Á In-house development of hybrid solutions and Robo-advisors: Vanguard, Charles Schwab and

Fidelity Investments among others have chosen to develop in-house solutions.

THE COVID-19 CRISIS WILL ACCELERATE THE DIGITIZATION OF

WEALTH MANAGEMENT

Valuation for the WealthTech sector had started to decrease at the beginning of 2020 (sector average:

5.9x revenues in Q4 2019 compared to 4.7x revenues in Q1 2020), i.e. prior to the COVID-19 pandemic.

Each sub-category was affected by this downturn: Portfolio Management Technology companies

plummeted to 7.9x revenue in Q1 2020 after reaching 10.1x revenue in Q4 2019. Financial Outsourcing

Solutions companies fell to 6.3x Revenue (vs. 7.5x revenues in Q4 2019). This correction followed a

period of strong market performance and relatively high valuation levels throughout 2019.

The Covid-19 outbreak resulted in a smooth landing for EV/revenues multiples (sector average: 4.7x

revenues in Q1 2020) compared to 4.5x revenues in April 2020). Certain sub-sectors were almost not

impacted, such as Asset Management and Digital Brokerage (2.9x revenues in Q1 2020 compared to

2.8x revenues in April 2020). As the uncertainty across global markets begins to alleviate, valuations in

the WealthTech sector would likely begin to improve. With an average of 5.8x in June 2020, the

multiples have largely recovered and are even already above the June 2019 figures in certain sub-

sectors.

Nobody questions the fact that the current crisis has triggered a change in societyôsbehavior with a

need for financial services to become fully digital. Tensions between brick & mortar traditional players

and WealthTech companies are fueled by this rush to digitalized services in order to win over new

customers online while retaining existing customers.

The recent market volatility has been viewed as an opportunity for market arbitrage and has drawn a

new inflow of clients in the digital brokerage sector. Robo-advisors, such as Wealthfront and Betterment,

have experienced more inflows than outflows, as well as an increase in new investment account sign-

ups. WealthTech companies have also demonstrated by and large a good strategy of communicating

with customers in a period of high volatility and stress while limiting fund outflows.

Source: CapitalIQ, Pitchbook
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The COVID-19 pandemic will accelerate the natural selection between WealthTech companies as most

did not exist and hence were not confronted with the last global crisis of 2008-2009. The WealthTech

sector is not immune to the renewed profitability requirement by all tech investors which may create

tensions given the reduction of margin, the depreciation of the underlying managed assets and the

uncertainty on the trading market equilibrium.

In a nutshell, the COVID-19 crisis seems to have contributed to the stabilization of valuation of a

maturing WealthTech sector. The native digital WealthTech companies are better suited than traditional

asset managers to propose the fully digital services required by customers. Most of them have

demonstrated a fair degree of resilience by maintaining adequate performance of their tech platforms

and their associated advisory services.
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What will be the mid to long term impact of Covid-19

on the WealthTech industry?

Digitization has been gradually impacting the wealth management industry,

but as a result of the current pandemic, the speed of change has suddenly

accelerated. Wealth managers need to quickly match up to the demands of

customers. Since the arrival of Covid-19 and social distancing, consumers

have suddenly become accustomed to lower cost, instant, seamless digital

service. Anything less than this post-crisis wonôtcut it. In addition, wealth

managers will have to conform to growing demands for fairness and

transparency that, post-crisis, will certainly increase as people call for better

advice and greater value-add in managing their commercial and financial

affairs. Post-pandemic wealth management will be characterised by their

ability to add value to clients by interpreting and drawing insight from

multiple datasets to deliver services that are more personalised, more

helpful, more optimised for risk, and which deliver stable and high returns

against their financial goals. As a result, we can expect a rapid acceleration

in the rate of digitalisation. This means much more than just providing

wealth management through digital channels. It entails a reappraisal of the

servicing, sourcing, and operating models to deliver greater quality at scale,

which will mean more plentiful and personalised access to wealth planning

for society at large.

Are you changing your strategy due to Covid-19?

With Covid-19, budgets for digitalization investments will be limited, at least

not without reprioritization. What is most likely happening in most institutions

is a risk of freeze on all new projects until the economic climate improves or

until hope of a recovery emerges. Nonetheless, wealth managers will need

to find a way to invest in, and accelerate, digital roadmaps. At additiv, our

core strategy has been always óeverything-as-a-serviceôallowing wealth

managers to adjust their servicing, operating and sourcing model: serving

more demanding clients whilst reducing cost significantly. With Covid-19 this

need became even more critical. In April, we decided to launch a solution to

overcome the budget constraints that financial institutions may experience

when moving to become truly digital. Our KickStarterÊ implementation

model allows easy access to additivôssolutions, including our Hybrid Wealth

Manager which offers an optimum digital customer experience; self-service,

in person or a hybrid of the two. This new model allows wealth managers to

benefit from instant digital transformation without the need for any capex

spend or any implementation costs and includes initial data loads and free

customisation. In fact, the only fees that clients pay with KickStarterÊ are

SaaS fees, there is no capex spend or implementation cost. Wealth

manager can act now quickly, and without being tied into long contracts, so

they can cancel any contract within a month, those contracts starting from

USD20,000 all in per month, which we believe is very reasonable.

Many market participants expect that Covid-19 will

strongly drive the digitization process of the wealth

management industry. What would this mean for your

company?

For the WealthTech industry this is going to be a fundamental growth case.

But a consolidation case too: only enterprise ready providers who utilise the

data available will profit in this now fast maturing industry. We are seeing a

move in wealth management from assets under management to assets

under intelligence. Post-pandemic wealth management will be characterised

by firmsôabilities to add value to clients by interpreting and drawing insight

from multiple datasets to deliver services that are more personalised, more

helpful, more optimised for risk, and which deliver stable and high returns

against their financial goals. And all this happening simultaneously. At

additiv our digital platform is a true system of networked intelligence. It is an

orchestration engine that lets financial institutions quickly launch new

propositions as well as giving them the intelligence to maximise customer

engagement. The platform also adopts an operating model that allows

providers to have easier and automated internal collaboration, as everybody

has to be able to collaborate on one platform - the clients and the bank

internally - from wherever they are and at any moment. However, to achieve

true assets under intelligence is really expensive, so we have to be able to

source via the cloud, so by creating low-cost access and base the smaller

players with less financial resources can catch up with the biggest wealth

managers, asset managers and investment managers in the world. And

there is no excuse now not to do this, as the impediments are no longer

cost and technology. In addition, additiv can bring any wealth manager

within three months into a fully omnichannel digital environment including

personalised advice, compliant high touch tools for advisors, the tools for

the advisor to construct cleverer portfolios together with the clients and for

the clients for self-service.

Other than Covid-19, what are the major trends that

are driving the growth of your company?

One trend is that leadership is changing. It is all about power to empower

our teams, and then monitor who and how people and teams are delivering

results, or not. Know-how must be democratised throughout organisations,

the information asymmetry of some of the larger organisations will no longer

work. The typical process-driven style of many organisations must change

in preference for agility, collaboration 24/7, resilience, and speed. This

means in a data-driven industry such as banking and financial services, you

need constant access to information and data through optimised models.

The data-driven platform is the future - new information means new

directions and to enable this an entirely digital solution is essential. There is

no doubt that digitization results in falling marginal cost and we will see a

dramatic trend for this. In turn, this leads to the democratization of wealth

management and therefore in a bigger addressable market; from the

UHNWIs segment to wealth inclusion in emerging markets

MICHAEL STEMMLE 

CEO

Interviewed June 25, 2020

(Interviews in alphabetical order)
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What will be the mid to long term impact of Covid-19

on the WealthTech industry?

We are convinced that Covid-19 will have a catalytic effect on

digitization. This will not only increase the speed of digitization but

also change the direction of digitization. Especially the point of

sales in the wealth management industry is still characterized by

many manual processes and personal contacts. Digital offers

were always only something for later - for the generation of heirs.

So there was still some time to prepare for this in peace. However,

Covid-19 has shown in all sectors and all age groups that there is

no need for the generation of heirs first. Digital offers and digital

business relationships are surprisingly well accepted even by the -

supposedly non-digital - customers. We will therefore see an even

stronger and faster trend towards hybrid processes at the

customer interface.

Are you changing your strategy due to Covid-19?

In the end, Covid-19 plays right into our hands. Digitisation will

find its way from back office and onboarding projects to the point

of sales and value creation with existing customers. It is precisely

this interface that we have been concentrating on for a long time

with our range of services

Many market participants expect that Covid-19 will

strongly drive the digitization process of the wealth

management industry. What would this mean for your

company?

With our platform, we have been focusing for years on the

digitalization of the point of sales in wealth management. Based

on our platform, not only individual processes can be automated.

Rather, we see a need for completely new digital product

concepts and product experiences. High scalability and easy

integration are the cornerstones of our platform. In this context,

we believe that we are not only very well prepared for the

acceleration of digitization, but also convinced that we are one of

the drivers of this development with real innovations.

Other than Covid-19, what are the major trends that

are driving the growth of your company?

An important driver is the massive change in our customers'

business environment. We see major cuts in established sources

of income, such as transaction fees or commission income. We

therefore assume that in the future banks will restructure their

business models in the direction of service-based business

models - assets under management will become assets under

service. It is precisely these services and the possible service fees

that offer great potential for digital innovation.

CHRISTIAN FRIEDRICH

FOUNDER & CEO

Interviewed June 8, 2020
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What will be the mid to long term impact of Covid-19

on the WealthTech industry?

I think first we are all reminded that external shocks could occur

again and again and have a wide variety of causes. Shocks such

as Covid-19 have a massive impact on the wealth management

industry and thus on the WealthTech industry. I believe that as a

result of Covid-19, WealthTech will provide full access and control

of wealth management even more than before, regardless of

location, at any time and from any type of computer / smartphone.

This means that investors and asset managers will be able to

perform complete control and execution of transactions and

portfolio monitoring via web applications. This also means that

settlement in the transfer of ownership of assets through

tokenization will be completely digital, faster and cheaper.

Are you changing your strategy due to Covid-19?

At the core of Bitbond's strategy is to be the leading technology

partner for banks and asset managers in the area of asset

tokenization and custody. Here we want to build on the strong

market position we pioneered with the first German security token

offering. Covid-19 will not change this. We expect Covid-19 to

help us achieve our strategic goals, as the pressure for greater

efficiency in the securities and asset management sector is likely

to increase as a result of Covid-19. Our leading market position

will help us significantly in this regard.

Many market participants expect that Covid-19 will

strongly drive the digitization process of the wealth

management industry. What would this mean for your

company?

I assume that the demand for fully digitalized processes for

securities issues and the issuance of debt instruments, funds etc.

will continue to grow. This means that sooner or later all

intermediaries who come into contact with these instruments will

be intensively involved with the topic of tokenization. Custody will

also play an important role in this process. Since the beginning of

2020, the safekeeping of digital assets has been a regulated

financial service within the meaning of the KWG. As a result,

many banks have already started to deal with the topic and to

develop offers. This is now being intensified once again. These

developments are good for Bitbond, because we provide banks,

asset managers and other intermediaries with the necessary

technology to tokenize assets, to become custodians of tokenized

assets and to digitalize related processes such as investor

onboarding or order book management.

Other than Covid-19, what are the major trends that

are driving the growth of your company?

Like probably all companies operating in a regulated market,

developments in regulatory and securities law play an important

role for us. In September 2019, the German government

published its block chain strategy and announced its intention to

make proof of ownership of securities technologically neutral.

Now, the industry is waiting for the draft bill for a corresponding

change in the law. Provided that the federal government's strategy

is implemented as planned, this will continue to have a positive

effect on our company and the digitization of securities.

RADOSLAV ALBRECHT

FOUNDER & CEO

Interviewed May 6, 2020

Add Foto: 

350072100
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What will be the mid to long term impact of Covid-19

on the WealthTech industry?

The current situation has an accelerating effect on digitization.

Most financial institutions have realized the benefits and necessity

of digitization over the last years, but now weôvereached the point

where nobody can deny anymore that a modern IT infrastructure

is key. Over the next months and years the demand for cloud-

based services will definitely continue to grow and expand to all

parts of modern asset & wealth management: from a cloud-based

IT infrastructure, to remote advisory and the actual design of

processes and workflows in client relationship and portfolio

management. Digital end-to-end processes will generate more

and better data, offers will become more individualized and

generate higher client value.

Are you changing your strategy due to Covid-19?

No. The solution which weôvebeen providing since our foundation

is a platform as a service for asset & wealth management. We

enable our partners to digitalize their business models through our

platform, connect with those selected services they need and

exchange their legacy IT with a fully regulated, cloud-based

infrastructure. Our platform is exactly what the market needs ï

now even more than ever.

Many market participants expect that Covid-19 will

strongly drive the digitization process of the wealth

management industry. What would this mean for your

company?

Yes, we also see the acceleration and a rising demand for modern

IT infrastructure, which is why the current development confirms

exactly our business model.

Other than Covid-19, what are the major trends that

are driving the growth of your company?

Besides the general trend of digitization, we also witness the

continuous development towards an ecosystem. The benefits of

partnerships and connecting with other providers in an ecosystem

have become too obvious to ignore and offer every participant the

chance to maximize their client value.

CHRIS BARTZ

CEO & CO-FOUNDER

Interviewed May 20, 2020

What will be the mid to long term impact of Covid-19

on the WealthTech industry?

We have seen that WealthTech/FinTech companies got a lot of

interest from clients since Corona started, moving even faster the

process of trading via advanced platforms. I would say that the

movement from the traditional banking/brokers to the WealthTech

industry will continue, while more and more costumers (especially

young) will see the benefits of the new way of trading.

Are you changing your strategy due to Covid-19?

Basically no, but we do offer our clients a new option to trade with

instruments that became more popular now, for example, oil

contracts, oil portfolios, food delivery stocks, and so on.

Many market participants expect that Covid-19 will

strongly drive the digitization process of the wealth

management industry. What would this mean for your

company?

The uniqueness of Etoro as a social platform enabling costumers

to trade freely and to copy other traders was a big advantage

even before, and we see a sharp increase in the numbers of new

clients with a demand to explore this option nowadays.

Other than Covid-19, what are the major trends that

are driving the growth of your company?

The number of open trades in real stocks increased dramatically

as clients understand the power of 0% commission offering on

real stocks. In addition, we found the customers valued the

popular investor program using the long-short strategy as a

reasonable tactic to manage money dealing the high volatility in

the markets.

GIL SHAPIRA

CHIEF INVESTMENTS OFFICER

Interviewed May 24, 2020
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What will be the mid to long term impact of Covid-19

on the WealthTech industry?

We expect a very positive contribution in the long term. Covid has

shown what happens when volatility increases but personal

contact between client and advisor is difficult. Covid also showed

what happens when markets change but the technological bridge

to the client's portfolio is missing. The need for end-to-end

digitization of sales, advisory and asset management processes

from client dialogue to settlement and reporting is clearer than

ever before. In the short term, institutions are just digesting the

shock. We expect budgets in the industry to be under stress in the

short term. In the medium term, a necessary consolidation will

keep sub-segments busy. In the long term, the trend towards

digitization will be strongly strengthened.

Are you changing your strategy due to Covid-19?

We will increase investment in out-of-the-box capabilities (without

implementation).

Many market participants expect that Covid-19 will

strongly drive the digitization process of the wealth

management industry. What would this mean for your

company?

For us, this means that we can support our clients even more in

digitizing their advisory, sales and asset management processes

end-to-end.

Other than Covid-19, what are the major trends that

are driving the growth of your company?

The willingness of financial institutions to use cloud-based

software. In addition, Open Banking will strongly influence

advisory and reporting processes. Another major driver is

regulation such as MiFID 2 and ESG.

RALF HEIM

FOUNDER AND CO-CEO

Interviewed May 20, 2020

What will be the mid to long term impact of Covid-19

on the WealthTech industry?

As in most other industries, we expect Covid-19 to generate a

significant push towards further digitization in the wealth

management industry. Demand for WealthTech solutions that are

industry leading in terms of user experience will accelerate. As

many new players have entered the industry recently, we think

that pressure on WealthTech players to innovate will continue to

be significant. We believe in a hybrid approach to serving wealth

management clients. While solutions like remote onboarding are

part of the ñnewnormalò,we still believe that financial advisors will

play a crucial role in the medium and long term. WealthTechs that

successfully combine advisor-led and self-service solutions will

emerge as future winners in our view.

Many market participants expect that Covid-19 will

strongly drive the digitization process of the wealth

management industry. What would this mean for your

company?

A stronger drive towards digital wealth management is in line with

our expectations. Covid-19 as such will further accelerate that

trend. Irrespective of the magnitude of the effects that Covid-19

will have, client relationship management is set to become further

digitized.

As with most digital solutions, viewing the experience through the

lens of your customer is also key for WealthTech providers like us

and we will continue to do so. As a company, we are fully

prepared to serve both hybrid and digital clients, but also to

technologically enable the advisor.

Other than Covid-19, what are the major trends that

are driving the growth of your company?

We believe that both a seamless user experience and generation

of insights from data will be key transformative forces for the

industry and as such will play a major role for our future

development. On the one hand, we will continue to invest in our

integrated advisory solution in which clients can switch from

advisor-led and user-led seamlessly. As client requirements

become more sophisticated, we expect growth to come from being

able to serve our customers both with end-to-end solutions and

with value-adding modules for their business processes. On the

other hand, we believe that data analytics will play a fundamental

role for the future of our business. Clients and their advisors will

generate valuable insights from aggregated financial data ïboth

for their current spending and their pension planning. We see a lot

of potential in helping clients and advisors to learn more from their

data in order to help them to invest better.

ROLF-HENNING HACKEL
FOUNDER & CEO

Interviewed June 16, 2020
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What will be the mid to long term impact of Covid-19

on the WealthTech industry?

We can anticipate at the same time an acceleration and a

transformation in the industry. Investors will certainly increasingly

appreciate the full-service offering of the most effective investment

advisory platforms with the comfort of a remote relation. At the

same time, I am convinced that the full standardization that some

robo-advisors have favored in recent years has not been

appreciated by most customers during the crisis. Clients want to

be reassured by a human touch and adequate communication in

at least one critical stage in the servicing process, and they also

need to make sure that their specific requirements are met in the

process ïthis clearly calls for enhanced individualization of the

portfolio offering, beyond model portfolios.

Many market participants expect that Covid-19 will

strongly drive the digitization process of the wealth

management industry. What would this mean for your

company?

Increased digitization does not mean ñmassificationò. A key

takeaway from the crisis is that the investorôsemotions must be

managed and this requires a specific care for the individual

circumstances. The tools that investors will appreciate must

address behavioral finance concepts and specific investor

concerns. The number of different portfolio allocations and

strategies should be multiplied in order to address the legitimate

customer expectations. Enhanced deep learning technology, but

also proportionate human intervention along the chain, will

probably be the winning combination.

Other than Covid-19, what are the major trends that

are driving the growth of your company?

The demand for Socially Responsible Investment (SRI) products

and solutions is exploding. This creates new kinds of challenges

regarding the types of vehicles (ETFs, funds or direct lines) but

also the composition of asset classes (e.g. SRI-compliant bonds,

commodity investments) in the portfolio offering by robo-advisors.

Also, the higher frequency of severe financial crises and the

difficulty to adequately predict them calls for a better management

of the investorsôloss aversion behavior with the use of optional or

similar portfolio protection mechanisms, that is often not part of

the current WealthTech offering.

.

GEORGES HÜBNER

PROFESSOR OF FINANCE

Interviewed May 21, 2020
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Have you changed your strategy amid the COVID-19

crisis?

Throughout this crisis our overarching priority has been and

remains the welfare of our staff. While platforms are designed to

blend into the background so that people can get on with their

lives, our business like many is defined by its people. They share

the same personal challenges as everyone, from family health to

home schooling to mental wellbeing. The team have been

amazing, so supportive of each other and the business, and we

continue to try to do all we can to support them.

It is now nearly 3 months since we started operating remotely,

with over 97% of the team working from home since that time. We

have proven our ability to service all our customers remotely

which, combined with our resilient operating model and strong

financial position, make us a safe harbour for investors and

shareholders. And our core strategy remains the same: delivering

better and better value, content and services, for a simple flat fee.

We are the only major platform to use a Netflix-style subscription

fee. Most charge percentage fees on your assets so the more

your wealth grows, the more they make, for the same work. We

donôtdo that.

In the meantime, to be able to continue to invest requires scale

which we have delivered through a number of acquisitions. We

migrated around £9 billion of Alliance Trust Savings business in

October last year. That followed a similar move in 2017 after the

acquisition of TD Direct Investing, and this year sees the

acquisition of The Share Centre. This has not been a case of

growth for growthôssake ïfar from it ïit is growth to help our

customers take control of their financial future.

With growth comes more expectation of value. How

do you meet this challenge?

We have to make things easy and convenient. Along with our

transparent, value-for-money flat fees, we offer secure, relevant

and reliable tools and technology. We do not favour one type of

investment over another, with investment trusts, funds and ETFs

all featuring on our rated lists and in our model portfolios.

Innovation is important, too. We want to do as much as we can to

make investing simple. Having permanently scrapped exit fees 2

years ago and moved to a more modern monthly flat fee last year,

we are constantly exploring ways to simplify and add value. In

January we were the first major platform to make regular investing

free.

In the past year we launched the ACE 30, the UK's first rated list

of ethical investments. These were taken from our extensive list of

more than 140 ethical investment options available on the ii

platform and broken down into three óACEôstyles ïAvoids,

Considers and Embraces ïto help customers better navigate the

sector. We have also since added an ethical model portfolio to our

ready-made portfolios range.

We need to keep creating better and better content and services,

underpinned by the same monthly subscription. To do this, again,

requires scale, and we are now the UKôssecond-largest direct-to-

consumer platform. Scale enables us to continuously invest in

technology. It also means we can migrate customers from one

platform to another with minimal fuss, while allowing customers to

continue investing without interruption. Our specialist migration

teams make sure of that ïand our customers should expect

nothing less.

Other than Covid-19, what are the major trends that

are driving the growth of your company?

We think the penny is dropping on flat fees ïconsumers are

waking up to the massive dent percentage fees can make in their

long-term wealth. The current climate has clearly prompted many

investors to be more hands-on with their portfolios and general

savings, and we have seen a big jump in the younger generations

opening accounts.

When it comes to pensions, we are seeing a big influx of investors

transferring their old life company pensions to our self-invested

personal pension (SIPP). Some pension providers have grown fat

and complacent, relying on customer inertia and exit charges to

deliver poor customer outcomes at a high cost. Many investors

are waking up to that ïand switching into SIPPs.

We still have a long way to go when it comes to delivering

engaging tools for investors. The whole industry needs to do

better at helping investors take control of their financial future.

Over 50s will start to receive so-called ówakeupôpacks from this

winter. I would wager that they will not awaken many ïthey will be

barely looked at. We should be doing so much more to exploit

available technology to engage and support the consumer.

RICHARD WILSON

CEO

Interviewed June 11, 2020
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What will be the mid to long term impact of Covid-19

on the WealthTech industry?

To be honest, at this stage it is very hard to make any predictions.

While I donôtexpect the long-term trends driving WealthTech to be

affected by Covid, our sector is at least to some extent dependent

on the capital markets and investor sentiment. Both are very hard

to project. Following the rapid recent recovery, it is tempting to

assume that we are all back to normal - but then we are only one

shut-down away from markets and sentiments going into crisis

mode again.

Are you changing your strategy due to Covid-19?

Our strategy will most certainly not be thrown off course by Covid.

However, like any other entrepreneurial business, we are keeping

a close eye on our market environment and will react quickly as

this changes. Covid has already forced us to postpone some long-

planned marketing campaigns and we will continue to err on the

side of caution when it comes to expenditure that cannot be

stopped at short notice. Thatôsonly prudent in this environment.

Many market participants expect that Covid-19 will

strongly drive the digitization process of the wealth

management industry. What would this mean for your

company?

My personal take is that Covid has finally validated the digital

wealth management model even in the eyes of its greatest

sceptics, as many digital wealth managers succeeded in both

informing and retaining their clients at least as well as the

traditional players. While a very few individual players seem to

have been hit badly by their investment approaches not delivering

the downside protection promised to clients, most have proven

that their models are robust even under the most extreme

circumstances.

Other than Covid-19, what are the major trends that

are driving the growth of your company?

We continue to believe that the low interest rate environment

creates a generally favorable long-term environment for

WealthTech firms. In addition to increasing the proportion of

investors willing to take a look at the capital markets, it is also

driving the numbers of those interested in alternative assets such

as private equity. Given that this is a core part of our offer, that is

good news for LIQID.

CHRISTIAN SCHNEIDER-SICKERT

CEO

Interviewed June 14, 2020



WEALTHTECH LANDSCAPE

The WealthTech landscape has become very crowded with many new players emerging

during the last 2-3 years. We have tried to map out a select number of players and assign

them to specific steps of the value chain such as portfolio management. Some companies

also offer solutions for more than one step of the value chain. We also differentiated between

B2C, B2B as well as hybrid business models.

B2C

Robo-Advisor

Robo-Retirement

Micro-Investing

Investing Tools Digital Brokerage

Software

Portfolio Management

B2C B2B & B2C B2B

B2C

B2B

Data Analytics

B2C B2B

B2B & B2C

B2C

B2B B2B & B2C

B2C B2B & B2C B2B

B2C

B2B

B2B & B2C
B2B

Source: Drake Star Partners
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THE WEALTHTECH EVOLUTION

WealthTech encompasses innovations consisting of any technology (in-house or outsourced)

to help wealth management related companies with their activities. WealthTech companies

focus on transforming the industry by identifying inefficiencies along the value chain. Benefits

include more effective portfolio management, better assets liquidity, improved customer

experience, cost transparency, improved advice, easier transaction technologies and opening

the market for alternative investments incl. private equity and hedge funds.

WealthTech companies tackle the entire wealth management value chain. Since our report

from February 2019, we have not seen any major changes to the value chain:

Customer profiling, 

identification, acquisition and 

engagement through digital 

channels

Client on-boarding: risk 

assessments / screening 

/ compliance / sanctions
Portfolio allocation / 

Product structuring / 

development / tools 

Trading Advice / 

Execution

Financial 

management

Client Reporting 

Digital advice / mass 

customization

Portfolio 

management

Digital Customer 

Acquisition
Automated processes, 

verification, databases

Automated 

reporting

Alternative 

investment 

tools
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KEY DEVELOPMENTS ALONG THE VALUE CHAIN

1. Customer acquisition

WealthTech enables companies to improve their customer acquisition process by becoming

more efficient and smarter. It also helps to open up new acquisition channels and target

groups. Furthermore, digital solutions drive cost reduction and allow companies to acquire a

larger number of customers in a shorter period of time. New analytics software also lets

companies leverage their data in order to get to know the customer better and subsequently

to strategically identify and address specific customer groups.

2. Client onboarding

The first 90 days of the customer relationship are essential to set a stable foundation for the

future. Technology supports advisors in conducting regulatorily conforming onboarding KYC

processes and also to gather insights and understand customersôneeds. An automated

onboarding platform allows advisors to manage customer lifecycles, centralize data and

reduce administrative burden while freeing advisorsôtime to focus on the client.

3. Product structuring tools

A personalized investment portfolio is built upon the qualitative and quantitative customer

data gathered during the onboarding process. Technology uses the data to set up accurate

investment strategies which are in accordance with the risk profile of the customers.

4. Trading advice & execution

Trading advice is shifting from a purely human-operated process to a highly automated

process. Technology is replacing brokers by offering automated trades using advanced

algorithms to identify best stocks and process bulk orders. Trades are executed without a

wealth managerôssupervision. New risk analysis software can also offer current investment

products and portfolios while identifying key weaknesses.

5. Financial management

Sophisticated financial management was only offered to high net-worth individuals in the

past. WealthTech companies are now transforming the whole industry, making customized

and automated portfolio management services available to a broader affluent market. Only

with the help of highly scalable software solutions, millions of portfolios can be checked on a

daily basis, analyzing whether the composition still mirrors the pre-defined investment

strategy and risk allocation, and subsequently rebalance portfolios automatically.

6. Client reporting

In traditional wealth management, client reporting services were a huge administrative effort,

taking up to four hours to create one client report for one customer. WealthTech solutions

enable financial institutions to automate this service, taking into account the regional

regulatory requirements and use new communication channels such as Amazon Alexa or

Google Home.

Customer 

acquisition 

Client 

onboarding

Product 

structuring 

tools 

Trading advice 

& execution 

Financial 

management 

Client 

reporting 

1

2

3

4

5

6
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WealthTech solutions address both B2B and B2C segments:

DESCRIPTION

Digital solutions drive 

cost reduction and allow 

companies to acquire a 

larger number of 

customers in a shorter 

period of time

PRODUCT

New software lets 

companies leverage 

their data in order to 

better know the 

customer, to identify and 

address specific 

customer groups and 

needs

B2B

Better customer 

acquisition via adequate 

targeting backed by Big 

Data and AI

B2C

Easier and faster access 

to the wealth 

management industryDigital 

customer 

acquisition

DESCRIPTION

Technology supports 

advisors in conducting 

automated and 

regulatorily conforming 

onboarding KYC 

processes and helps to 

gather insights

and understand 

customersô needs

PRODUCT

An automated 

onboarding platform 

allows advisors to 

manage customer 

lifecycles, centralize 

data, and reduce 

administrative work

B2B

AI, blockchain and social 

biometrics enhance and 

facilitate the collection 

and security of 

customersô activities 

B2C

Automation facilitates 

the clientôs process 

(online registration, 

investments follow-up) 

and enhances 

awareness by facilitating 

financial education

Automated 

client 

onboarding

03/2016: KYCNet, a due 

diligence analysis 

solution, is acquired by 

Equinity

05/2017: GB Group, a 

provider of identity 

intelligence solutions, raises 

an undisclosed amount of 

capital

12/2018: Fenergo, a client 

lifecycle management solution 

for banks, raises debt 

financing from Goldman Sachs

2016 2018

2019
2017

2020

02/2020: RDC, an automated 

customer screening for banks, is 

acquired by Moodyẫs Analytics

Selected developments:

04/2018: Agreement Express, a SaaS automated 

onboarding and underwriting solution, is 

acquired by Frontier Capital for $65m 

06/2018: Safened, a fully digital KYC 

solution, raises $16m in funding

04/2016: Vestmark, a wealth 

management technology solution 

including onboarding capabilities, 

raises $30m in funding

12/2018: Danal, a mobile 

identity authentication 

company is acquired by 

Boku for $112m 

05/2019: Dashlane, a mobile 

authentication application 

company raises $110m 

03/2018: Harvest (previously 

called Trizic), an onboarding 

and digital advice platform, 

raises $10m in funding

Selected developments:

Source: Pitchbook, CapitalIQ
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WealthTech solutions address both B2B and B2C segments:

DESCRIPTION

Offer facilitated access 

to alternative 

investments (private 

equity, real estate, etc.) 

usually only available to 

sophisticated 

investors/HNWIs

PRODUCT

Solutions for alternative 

investments such as 

marketplace and 

investment 

platforms

B2B

Solutions to ease the 

integration and 

management of 

alternative investments 

into global portfolios

B2C

Individuals can invest in 

alternative assets 

(crowdfunding, etc.)Alternative 

investment 

tools

DESCRIPTION

Leverage data from the 

onboarding process to 

set up accurate 

investment strategies 

according to customersô 

risk profile

PRODUCT

Algorithmic systems to 

lower costs and drive 

efficiency into building 

clientsô risk profile: 

Easier product offerings, 

new investment 

strategies, and lower 

costs

B2B

Software for financial 

companies to offer an 

automated service of 

investment selection and 

allocation to customers, 

especially retail 

customers

B2C

Similar software 

dedicated directly to 

end-users and the 

mass retail market 

Digital advice

2016 2018

2019
2017

2020

Selected developments:

Selected developments:

2017: Atom invest, a UK-

based alternative platform 

is founded

03/2020: Addepar, 

an investment 

management 

platform, raises 

$40m in funding

2016: Stash, a 

personal finance and 

investment application, 

raises $75m

Q1/2019: Yieldstreet, a 

digital wealth 

management platform 

raises $62m in funding

11/2019: Juniper 

Square, a digital 

investment 

management 

company raises 

$75m in funding

09/2017: BNP Paribas acquires 

significant stake in Gambit, a 

Belgium robo-advisor

06/2018: InvestCloud acquires 

rplan, a UK-based robo-advisor

02/2016: Asiaẫs first B2B 

robo-advisor starts 

02/2016: Che Banca!, part of the 

Italina Banca des Gruppo 

Mediobanca launches its hybrid 

advisor Yellow Advice in Feb 2016

06/2017: BlackRock invests in 

Scalable Capital a UK/ German 

robo-advisor

07/2019: MoneyLion, an 

American robo-advisor raises 

$100m in series C funding

02/2020: Bento, an Asian robo-

advisor, is acquired by Grab

03/2020: Public, social 

investing application raises 

$15m in series B funding

Source: Pitchbook, CapitalIQ
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WealthTech solutions address both B2B and B2C segments:

DESCRIPTION

Automated trades using 

algorithms.

Customized and 

automated portfolio 

management services 

available to the mass 

affluent market

PRODUCT

Investment monitoring 

and automated trade 

software

B2B

Centralize investment 

portfolio in a unique 

platform. Improve 

reporting and forecast 

performance 

B2C

Centralize investments 

of clients and monitor 

performance of 

investmentsPortfolio 

management

DESCRIPTION

Automated reporting 

considering the regional 

regulatory requirements

PRODUCT

Software that automates 

client reporting and 

client relations

B2B

Automated reporting 

tools resulting in 

improved efficiency. 

Enhanced reporting 

enabling client 

customization

B2C

Better view of financial 

position with automated 

and tailored reporting 

and reviewsClient 

reporting

2016 2018

2019
2017

2020

Selected developments:

03/2017: eToro raises 

$100m to support global 

expansion and the 

development of blockchain 

based technologies

11/2017: Dankse Bank 

announces its plans to launch 

semi-automatized digital 

wealth management tools for 

its clients 

10/2018: Mandatum Life 

insurance company 

launches a goal-based 

managed portfolio

10/2017: British 

Multinational 

financial company 

Aviva acquires a 

majority stake in 

Wealthify

09/2018: Liquid, a digital 

alternative to private 

banking, raises ἳ40m in 

Series C funding

03/2019: Ellevest, 

developer of a portfolio 

management 

application, raises 

$28m in series A 

funding

03/2020: Solovis, 

a portfolio 

management tool, 

is acquired by 

NASDAQ

04/2019: aixigo, a 

wealth management 

software, raises 

growth financing 

funds

06/2016: TIAA acquires 

WealthTech company 

MyVest  

Source: Pitchbook, CapitalIQ
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Expectations regarding the development of AUM in 2018 have not been met ï

but further strong growth is expected

300
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2. WEALTHTECH USE CASES

A growing number of senior citizensôand millennialsôincreasing financial power has instigated

a revolution in the wealth and asset management industry. Fueling that revolution is the

growing WealthTech market. Incumbents and start-ups alike are getting on the WealthTech

bandwagon, as new technology solutions transform the market. WealthTech companies are

providing a whole range of solutions, be it robo-advisory, micro-investing, impact investing or

portfolio optimization technology. The following areas are just a few examples of a much

larger and still expanding pool of use cases developed through WealthTech:

USE CASE: ROBO-ADVISORY

Robo-advisors have continued to democratize financial advice and provide financial inclusion

to previously underserved segments of the market by automating savings and advice and

often working with investments starting as low as $1. And while the level of AUM managed by

robo-advisory platforms has not yet met prior expectations, future growth and continued

evolution of robo-advice is expected to continue.

Robo-advisors are poised to capture growth in AUM and revenue by leveraging technology

for product innovation, advanced analytics, and a robust set of digital tools and platforms to

extend their reach, personalize their service, and differentiate their offering. Robo-advisors

automate the investment management process, either working completely digitally or in

conjunction with a human financial advisor. Robos can process large sets of data efficiently

and work off algorithms to create diversified portfolios that maximize investor outcomes.

Robo-advisors can work in conjunction with new software to help determine a clientôsrisk

profile for investing or identify a clientôsethical preferences and build customized portfolios

accordingly. Furthermore, robo-advisors have begun to evolve into diversified platforms

offering banking services in addition to advisory; thus solidifying their differentiated client

value proposition.

The use cases for automated advice delivered by robo-advisory platforms are increasing as

evidenced by growing adoption among traditional wealth management providers and the

related development of B2B robo-advisory solutions. Firms such as Vanguard, Charles

Schwab, Fidelity or even Merrill Lynch have successfully adopted robotic technologies as

well.

Source: Statista

ASSETS MANAGED BY ROBO-
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ADVISORS GLOBALLY EXPECTATIONS 

IN 2020 (IN úMN)
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USE CASE: DIGITIZING RETIREMENT ASSETS

Where robo-advisors are particularly needed is for future retirees. There are over $29.1 trillion

worth in 2019 in retirement assets, and by 2025, there will be more than 160 baby boomers

per 1 financial advisor. New WealthTech technologies are making it possible for people to

more effectively manage their retirement savings by using robo-advisors and automated

processes. Robo-advisors are providing those extra resources, helping retirees track the fees

they pay on their investment and providing tailored budgeting plans with little to no need for

human intervention. Increasingly popular is also the automation of 401(k) allocations in the

US, with some platforms working exclusively on helping people maximize returns from their

401(k) accounts.

USE CASE: AUTOMATION OF PROCESSES / OUTSOURCING 

The competition from direct-to-consumer robo-advisors and client preference for digital

engagement and service delivery has driven increasing adoption of WealthTech solutions by

traditional wealth management providers. Whether itôsadoption of B2B robo-advice offerings,

wealth platform solutions offered by independent technology vendors, best-of-breed

technology integrations provided by custodians, or outsourcing solutions delivered by TAMPs

(turnkey asset management platforms), WealthTech is empowering the continued drive

towards operational efficiency and greater client experience for traditional wealth managers.

USE CASE: DIGITIZED CUSTOMER RELATIONSHIP MANAGEMENT

WealthTech companies are making it easier for wealth management firms to improve their

CRM practices by digitizing client information and customizing clientsôexperiences. This is a

much-needed approach for wealth managers as only 39% of their clients are likely to

recommend their wealth manager, indicating a severe level of customer dissatisfaction.

USE CASE: RISK MITIGATION

WealthTech companies are providing software that helps mitigate risks, both to meet

customer and regulatory needs. This means helping to determine a clientsôrisk profile for

investing and ensuring secure transactions.

USE CASE: INCREASED ABILITY TO SHARE EXPERTISE

WealthTech platforms are redefining investment techniques, with expertise sharing being one

of the most successful trends. Players like eToro and NerdWallet allow users to follow and

copy the habits of successful traders. Commonly referred to as social trading, these providers

are indicating a shift from a highly secretive investment community to a more open one. The

result is that newcomers and experts alike can follow and copy the investment decisions of

successful professional traders. Increased digitization of processes and more accurate

tracking has also made it easier for investment managers and traders to share expertise

within their own firms.

Combined with micro-investing, the general idea is that individuals need neither a significant

amount of funds nor extensive expertise to begin investing.

SELECTED COMPANIES

SELECTED COMPANIES
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USE CASE: EXTENSIVE DATA ANALYSIS

New WealthTech solutions are also allowing wealth managers and consumers alike to more

effectively sift through the endless financial data relevant to making an investment. Practices

such as intelligent tagging of stocks and predictive and scenario-based analytics are

becoming more common.

USE CASE: GATEWAY TO ALTERNATIVE INVESTMENTS

WealthTech firms are also opening the market for alternative investments to individual

investors. Historically opaque markets such as PE/VC and Hedge funds, real estate or start-

up investing have been characterized by limited transparency and high barriers for most

individual investors. WealthTech firms offer key benefits for investors in the form of lower

complexity, lower investment amounts and lower costs. They also cover latest trends like

cryptocurrencies by promoting investments in cryptocurrencies as well as developing

investment management platforms that use cryptocurrencies as a means of trade.

USE CASE: PROVIDING FINANCIAL EDUCATION

Many innovations from FinTechs in wealth management have helped to democratize and

increase access to financial services. As such, technology will continue to change the

financial world, and all of these innovations could also help to increase financial literacy and

education levels. The reality is, however, very different: while the number of FinTechs and

their usage is continuously increasing, financial literacy still remains very low. Globally, only

30% of women and 35% of men were classified as financially literate in 2015. A new group of

FinTechs has started to use new technologies to make personal finance much easier and

also help to improve financial literacy.

ADDITIONAL USE CASE: TOKENIZATION OF ASSETS

Tokenization of assets is the concept of using blockchain technology to securitize assets. It is

the process of issuing a blockchain token that digitally represents a tradeable asset. The

issued ñsecuritytokensòare created through a type of initial coin offering (ICO) ïor in this

case ïsecurity token offering (STO). They can for example represent regulated financial

instruments (equities, bonds, loans and funds). The benefits of tokenization include increased

liquidity, faster settlement, lower costs and bolstered risk management. Even private

securities or illiquid assets such as fine art can be tokenized and traded on the secondary

market. Coming together in a ñtokeneconomyò,these benefits are designed to bring a more

efficient and fairer financial world that reduces the traditional barriers to creating, buying, and

selling securities.

SELECTED COMPANIES
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3. M&A MARKET ACTIVITY

The wealth management industry is seeing unprecedented levels of M&A activity primarily

driven by an aging advisor community, technological advances and regulatory actions. Since

2015, M&A transactions have remained healthy, but 2018-2020YTD had a sharp increase in

terms of deal volume and total dollar value for disclosed deals. 2020 has started on a strong

note with 60 deals during the first 5 months of the year including a $13.0 billion strategic

acquisition. Since 2018, high value deals ($1 billion plus deals) occurred more frequently, 13

in total during this period. These billion dollar deals included Intuitôsacquisition of Credit

Karma in March of 2020 for $7.1 billion, Morgan Stanleyôsacquisition of E*Trade in February

of 2020 for $13.0 billion, Visaôsacquisition of Plaid in January of 2020 for $5.3 billion, Charles

Schwabôsacquisition of TD Ameritrade in November of 2019 for $26.0 billion, the acquisition

of Refinitiv by the London Stock Exchange for $27.0 billion in August of 2019, ION Investment

Groupôsacquisition of Acuris in May of 2019 for $1.8 billion, the acquisition of eFront by

Blackrock in March 2019 for $1.3 billion, Virtu Financialôsacquisition of Investment

Technology Group in November 2018 for $1.1 billion, CDPQôsacquisition of FNZ in October

2018 for $3.2 billion, the acquisition of Eze by SS&C in July 2018 for $1.5 billion, State

Streetôsacquisition of Charles River Development in July 2018 for $2.6 billion, the acquisition

of Ipreo by Markit in May 2018 for $1.9 billion, and ABC and other investors acquisition of Du

Xiaoman Financial in April 2018 for $1.9 billion.

Globally the M&A activity has been strong since 2015 and the momentum of 2019 has

continued through the first four months of 2020. In 2019, there were 80 M&A deals ïa 38%

increase from 2018. In addition to that, 2019 was notable for two ultra large deals with the

$26.0 billion acquisition of TD Ameritrade by Charles Schwab and the $27.0 billion acquisition

of Refinitiv by the London Stock Exchange.

KEY M&A TRENDS

Most transaction activity is driven by strategic buyers acquiring firms in North America and

Europe. Majority of the transactions (90%+) since 2015 have been by strategic acquirers,

most often asset managers, software providers and other WealthTech firms. Due to

increased competition and technology improvements, many asset managers have tried to

acquire technology to become more efficient and scale their business. Software providers

that serve the financial services industry have used M&A to increase their offerings to banks

and asset managers. On a geographic basis, the two dominant regions, North America and

Europe, accounted for 91% of acquired companies.

Source: CapitalIQ, Pitchbook

M&A MARKET ACTIVITIES BY YEAR SINCE 2015 (IN $M)
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Deals)

2020 YTD 

May 31
60 15 $27,036.6 $1,802.4 $162.7 

2019 80 28 $61,306.5 $ 2,189.5 $154.6

2018 58 21 $14,449.8 $688.1 $118.8

2017 36 7 $1,023.8 $146.3 $20.0

2016 35 10 $2,948.8 $294.9 $147.5

2015 36 17 $5,370.1 $315.9 $64.0
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NOTABLE TRANSACTIONS

Goldman Sachs / Folio Financial ïMay 2020

Goldman Sachs, a multinational financial services firm, acquired Folio, a boutique wealth

management custodian and technology company, for an undisclosed amount. Folio would be

the second WealthTech acquisition for Goldman in two years, following United Capital in

2019, and would make Goldman a direct custody competitor to the dominant firms in the

space: Charles Schwab, Fidelity, and BNY MellonôsPershing.

Coinbase / Tagomi ïMay 2020

Coinbase, the cryptocurrency exchange company, acquired Tagomi, an advanced

cryptocurrency brokerage platform specifically targeted at professionals and institutional

investors for an undisclosed all stock deal. Coinbase plans to integrate the Tagomi platform

into its product suite to form the foundation for the future of its institutional trading business.

Tagomi will initially operate as a stand-alone brand but over time it would likely be folded into

Coinbase Pro, a service that caters to professional traders.

Morningstar / SustainanalyticsïApril 2020

Morningstar that previously owned 40% in Sustainalytics (bought in 2017) is to acquire the

rest to become full owner. The deal includes a cash payment of ~$60 million and additional

payments contingent on the company's 2020 and 2021 fiscal year revenues, resulting in a

total enterprise value of $184 million. The acquisition will fast track Morningstar's ability to put

independent, sustainable investing analytics at every level, from single security through to a

portfolio view, in the hands of all investors.

Franklin Templeton / AdvisorEngineïMay 2020

Franklin Templeton, a global investment management organization, acquired AdvisorEngine,

a vendor offering integrated wealth management technology to 1,200 advisory firms for an

undisclosed amount. Franklin Templeton is the latest asset manager to embrace a

technology provider role to independent financial advisors. While keeping AdvisorEngine as

an independent entity, Franklin Templeton plans to co-create new proprietary solutions,

including goals-based financial planning tools, digital portfolio construction analytics and

research-enabled practice management services to help financial advisors.

SoFi / 8 Securities ïApril 2020

SoFi, the digital personal finance company, acquired 8 Securities, a Hong Kong and Tokyo-

based consumer stock trading app for an undisclosed amount. This is SoFiôsfirst acquisition

outside of the United States to enable its international expansion. The company has

rebranded 8 Securities and launched as SoFi Invest. This is SoFiôssecond acquisition in

2020 and whilst 8 Securities adds to its internal consumer services, its acquisition of Galileo,

a payments and banking infrastructure provider for $1.2 billion earlier in April, marks SoFiôs

route into the B2B space.
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Financial 57%
34%
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Europe
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Source: CapitalIQ, Pitchbook
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Intuit / Credit Karma ïMarch 2020

Intuit, the tax filing, accounting and financial planning software giant behind QuickBooks,

TurboTax, and Mint, acquired Credit Karma, the consumer technology platform with more

than 100 million members, for approximately $7.1 billion in cash and stock. By combining

forces with Credit Karma, Intuit plans to provide customers a personalized financial

experience that could help them find the right products for their needs. The transaction

translates into a revenue multiple of 7x based on Credit Karmaôsrevenue of more than $1

billion and Intuit plans to keep Credit Karma as a standalone operation run by its current CEO

Kenneth Lin.

Nasdaq / Solovis ïMarch 2020

Nasdaq, a global technology company serving the capital markets and other industries,

acquired Solovis, a multi-asset class portfolio management, analytics and reporting

technology platform, for an undisclosed amount. Solovis solutions will now be available

through NasdaqôseVestment group and broaden eVestmentôscapabilities with portfolio

analysis and monitoring for institutional investors and consultants.

Refinitiv / Scivantage ïMarch 2020

Refinitiv, a provider of financial markets data and infrastructure, acquired Scivantage, a

provider of web-based front and middle-office technology solutions for the financial services

industry, for an undisclosed amount. ScivantageôsWealthsqope and Maxit E2E solutions

strengthen Refinitivôsrelationship with broker dealers, prime brokerage, clearing firms &

bank-brokerage firms. Last year in May, Refinitiv acquired AlphaDesk, expanding its buy-side

portfolio management and trading capabilities.

Morgan Stanley / E*Trade ïFebruary 2020

Morgan Stanley, an American financial services company, acquired E*Trade, an electronic

trading platform, for $13 billion. The acquisition gives Morgan Stanley access to digital

natives and their "emerging wealthòwhile bolstering trading fees as many banks continue to

experience a decline in their institutional sales commissions. The acquisition positions

Morgan Stanley to be an industry leader in wealth management across all channels and

wealth segments with a combined $3.1Tn client assets, 8.2MM retail client relationships and

accounts, and 4.6MM stock plan participants.

Grab / Bento ïFebruary 2020

Grab, Southeast Asiaôsleading super app, acquired Bento, a Singapore-based robo-advisory

start-up for an undisclosed amount. The acquisition enables Grab to bring retail wealth

management and investment solutions to its ecosystem of users, driver-partners and

merchant-partners. Grab plans to rebrand Bento as GrabInvest with products launched on the

Grab app in the first half of the year in Singapore.

Charles Schwab / TD Ameritrade ïNovember 2019

Charles Schwab, a U.S.-based financial institution providing brokerage and banking services,

acquired TD Ameritrade, an online stock trading platform, for $26 billion. The combination

brings together two leading firms with proud and similar histories of making investing more

accessible to all. The combination of the two biggest publicly traded brokers will serve more

than 24 million clients with more than $5 trillion in client assets.
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Square / Third Party Trade ïSeptember 2019

Fintech giant Square acquired brokerage API company Third Party Trade for an undisclosed

amount. Square current offers include payroll, business debit cards, lending and point-of-sale

solutions. Third Party Trade offers APIs to power the core functionalities of a brokerage and

Square is rolling out a commission-free stock-trading service in its Cash App in October 2019

to attract beginning investors.

London Stock Exchange / Refinitiv ïAugust 2019

As the largest deal within WealthTech London Stock Exchange, an international markets

infrastructure business, acquired Refinitiv, a provider of financial markets data and

infrastructure, for $27 billion. The acquisition will create a leading, UK-headquartered, global

financial market infrastructure provider with significant capital market capabilities across

multiple asset classes, a leading data and analytics business and a broad post-trade offering,

well positioned for future growth.

Broadridge / ClearStructure, RPM Technology and Rockall ï2019

Broadridge, a provider of investor communications and technology solutions to asset

managers and capital market firms, acquired three WealthTech companies during 2019 as

part of its growth strategy for its wealth franchise by expanding the core wealth offering for

clients. In May 2019, Broadridge acquired Rockall ($47 million), a securities-based lending

(SBL) and collateral management solutions for wealth management, and RPM Technologies

($300 million), enterprise wealth management solutions. While Rockall acquisition expands

its front-to-back wealth management capabilities, RPM Technology strengthens its Canadian

wealth management business. In November 2019, Broadridge acquired ClearStructure, a

provider of SaaS based portfolio management and trading systems to deliver front-to-back

office solutions, for an undisclosed amount. This acquisition aligns to Broadridgeôsstrategy of

providing a true cross-asset platform to enable asset management clients to have a single

view into their entire book of business and enables Broadridge to offer solutions targeting

private debt markets.

FNZ / IPSI, GBST and JHC Systems ï2019-20

FNZ, a provider of multi-channel wealth management services, has been on a consolidation

mode since its majority acquisition by CDPQ and Generation Investment Management in

October 2018. Since then, it has made three acquisition, completed its 2018 acquisition of

Ebase (July 2019) and received new funding from Temasek in February 2020 that helped the

company with its latest acquisition of IPSI, a Dublin-based third-party administration solutions

provider. The acquisition boosts its pan-European strategy. Earlier in July 2019, FNZ

acquired GBST, a provider of securities transaction and fund administration software, and

JHC Systems, a wealth management technology platform. Priced at $168 million, GBST

acquisition helps reinforce FNZôsposition as a leading B2B digital wealth management

ñplatformas a serviceòprovider for financial institutions and their customers. JHC Systemôs

acquisition consolidates FNZôsposition as one of the leading technology provider to the UK

wealth management and broking platform sector.

Goldman Sachs / United Capital ïMay 2019

Goldman Sachs acquired United Capital, a wealth counseling company firm, for $750 million.

The acquisition will give Goldman Sachsôwealth management group the opportunity to reach

more high net worth clients, namely those with $1 million to $15 million in assets. The

transaction includes FinLife CX, a digital ready-made infrastructure for independent advisors

helping them grow their business and form stronger relationships with their clients. Goldman

Sachs rebranded United Capital to Goldman Sachs Personal Financial Management in

January 2020.
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Deutsche Börse AG / Axioma ïApril 2019

Deutsche Börse, the exchange organization, acquired Axioma, a New York-based global

provider of cloud-based portfolio and risk management software solutions, for $850 million.

With this acquisition, Deutsche Börse created Qontigo, a buy-side intelligence solution

providing indexing products and analytics, by combining Axiomaôsportfolio-construction and

risk analytics tools and its STOXX and DAX indices. As part of the transaction, General

Atlantic invested $720 million in Qontigo, which was used to partly finance the acquisition of

Axioma. Deutsche Bºrseôsindex business (STOXX and DAX) was valued at $2.9 billion.

Blackrock / eFront ïMarch 2019

Blackrock acquired eFront, an alternative assets software solutions provider, for $1.3 billion.

Blackrock will combine eFront with Aladdin to help set a new standard in investment and risk

management technology, vastly expanding Aladdinôsalternatives capabilities and providing a

whole-portfolio technology solution to clients.

Envestnet / PIEtech (MoneyGuide) ïMarch 2019

Envestnet, a provider of technology-enabled investment and practice management solutions

for financial advisors, acquired PIEtech, provider of a collaborative internet-based financial

planning software that offers a unique client-centered approach, for $500 million. PIEtechôs

family of financial planning applications will expand Envestnetôsdata- and advice-centric

solutions. This would be the tenth acquisition for Envestnet who is transforming its business

into a holistic financial wellness network through a combination or organic and inorganic

growth. Envestnet will leverage the acquisition to complement its Logix and Apprise features

to provide financial planning capabilities to its clients and also enable it to offer additional

domestic and international financial wellness solutions and cross-selling opportunities.

Plaid / Quovo ïJanuary 2019

Plaid acquired Quovo, a platform that provides access for and connects financial investment

applications to wealth management accounts at traditional financial institutions, for approx.

$200 million. The combined firms now have a full range of services from payments to

investing. This comes shortly after Plaid raised $250 million at a $2.65 billion valuation.
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4. PRIVATE PLACEMENT MARKET 

ACTIVITIES

For private placements in the WealthTech space between January of 2015 and May of 2020,

we have identified 894 deals with approximately $19.3 billion in total capital raised.

Funding in the WealthTech space has been growing year on year (if we exclude the $2 billion

JD Finance funding in 2018) with the number of transactions growing each year except 2017.

2019, in particular, has been a key year for WealthTech with deal volume growing by almost

100% and witnessing ten $100 million or larger financing rounds. While the disclosed deal

value for 2019 looks flat compared to 2018, removing the JD Finance round from 2018 as a

larger outlier, deal value grew by more than 50% in 2019.

General Atlanticôs$720 million investment in Qontigo/Deutsche Börse (for Axioma

acquisition) was the largest disclosed round in 2019 while SoFi, Robinhood, Carta,

Symphony, Acorns, Moneylion were some of the companies that raised large funding rounds

to continue their growth and expansion plans. Overall, 2019 saw an increase in number of

late stage, large ticket financing rounds compared to earlier years as the industry continues to

mature.

2020 has continued the momentum from last year with more than 100 financing rounds and

over $2.0 billion in disclosed deal value during the first 5 months of the year. While Bakkt,

iCapital, Albert, Addepar and Human Interest and few others were able to complete their

significant financing rounds pre Covid-19, Robinhood, Stash, Trade Republic and Carta

surprised with large financing rounds in April and May 2020 amid mixed investor sentiment

for venture and growth investments. While some investors remain open for new opportunities,

others are currently focusing more on their existing portfolio companies and putting pause on

new deals in the near term. While the recent large funding rounds are the evidence of

investor confidence in these companies, 2020 may see some interesting new trends emerge

from funding and valuation standpoint for the WealthTech market.

Source: Capital IQ, Drake Star Partners research

Source: Statista

PRIVATE PLACEMENT MARKET ACTIVITIES BY YEAR, 2015-2020 YTD
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NOTABLE TRANSACTIONS

Carta, $180 million from Lightspeed, Tribe Capital, Andreessen Horowitz, Goldman

Sachs, Meritech Capital, Menlo Ventures, Spark Capital, Union Square Ventures,

Finsight Ventures ïMay 2020

CartaôsSeries F funding round, led by Lightspeed Venture Partners and Tribe Capital, valued

the company at $3.1 billion. The company plans to invest raised funds in launching new

product offering CartaX ïexchange for secondary trading of private companies shares. Carta

plans to launch CartaX this summer and will include shares of Carta on the platform to be

traded. The platform is still pending regulatory approval.

Robinhood, $280 million from Sequoia Capital, New Enterprise Associates, Ribbit

Capital, Unusual Ventures and 9Yards Capital ïMay 2020

RobinhoodôsSeries F funding round, led by Sequoia Capital, valued the company at $8.3

billion, up from its $7.6 billion valuation from the $373 million Series E round in July 2019 less

than a year ago. The new round brings Robinhoodôstotal funding well over the $1 billion mark

and the funds will be used to scale the platform, build new products, and accelerate build-out

of its operations. Robinhood suffered repeated outages during March 2020 market turmoil

and some of the funds from the new round are going to be used to strengthen the tech

infrastructure of the app. The company tripled its monthly revenue over the last one year and

had about $60 million in revenue in March 2020.

Stash, $112 million from LendingTree, T. Rowe Price Associates, Breyer Capital,

Goodwater Capital, Greenspring Associates, Union Square Ventures ïApril 2020

New York based banking and investing service Stash has raised a $112m Series F round led

by strategic investment from LendingTree. This round came a year after the $73 million

Series E raise in March 2019 and values the company at $700 million (Source: Pitchbook).

The company also reached a milestone of $1 billion in assets under management and now

has 4.5 million users. The company says it will use the funding to continue expanding its

customer base, marketing and adding more services.

Trade Republic, $68 million from Accel, Founders Fund, Creandum and Project A ï

April 2020

German mobile investing pioneer Trade Republic has raised a $68 million Series B round led

by Accel and Founders Fund, to further the development of a European platform for mobile

saving, investing, and trading. After successfully launching its waiting list in Austria, Trade

Republic plans to open up trading in the next few months and continue expanding across

Europe in the coming years.

Institutional Capital Network, $146 million from Affiliated Managers Group, BlackRock,

Hamilton Lane, Ping An Global Voyager Fund, Ping An Ventures, The Bank of New

York Mellon, The Blackstone Group, UBS Financial Services, West Street Capital

Partners and WestCap Group ïMarch 2020

Institutional Capital Network raised $146 million in this growth equity round. The new funding

will be used to enhance its platform technology and expand functionality in support of its

existing clients and continued growth, a diversified slate of investment offerings and a

globalized investor base, and to support its continued commitment to the international

marketplace as it solidifies relationships with partners across North America, Asia, Europe

and the Middle East.
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Addepar, $40 million from WestCap Group ïMarch 2020

Addepar raised $40 million in this growth equity round. The new funding will be used to

support continued business growth, to continue investing heavily in research and

development, market expansion and building of its platform.

Bakkt, $300 million from CMT Digital Holdings, Goldfinch Partners, Intercontinental

Exchange, M12, Pantera Advisors, PayU Group and The Boston Consulting Group ï

March 2020

Bakkt raised $300 million in this Series B financing. The proceeds will be used to acquire

Bridge2 Solutions, a leading provider of loyalty solutions for merchants and consumers and

launch Bakktôsconsumer application, which will provide digital asset aggregation, conversion

and payments through a single platform for consumers around the world.

Albert Corporation, $50 million from American Express Ventures, CapitalG

Management Company, Portag3 Ventures and QED Investors ïMarch 2020

Albert Corporation raised $50 million Series B funding. The proceeds will be used to expand

its reach and acquire more customers and to keep powering its mission of guiding

hardworking people to the right financial decisions.

PeerStreet, $60 million from Colchis Capital, Andreessen Horowitz, World Innovation

Lab and Thomvest Ventures ïOctober 2019

PeerStreet, a California based platform for investing in real estate backed loans, raised $60m

Series C funding. The company plans to continue hiring talent and scale its two-sided

marketplace with the raised funds.

Happy Money, $70 million from CMFG Ventures ïSeptember 2019

Happy Money raised $70 million in Series D funding led by CMFG Ventures (venture arm of

CUNA Mutual Group). Happy Money has also formed a strategic partnership with CUNA

Mutualôsnational sales force, (covers 95% of all credit unions in the US) expanding Happy

Moneyôsrelationships with existing financial partners. The funding will be used for continued

growth, further enables partnerships with credit unions and other ethos-aligned financial

institutions.

MoneyLion, $100 million from American Financial Group, Capital One Financial

Corporation, Edison Partners, FinTech Collective, Greenspring Associates and

MetaBank ïJuly 2019

Moneylion raised $100 million in this Series C financing. The proceeds will be used to

accelerate its growth in the United States and international market, to continue investing in its

underlying technology, finding ways to further engage members over time, to refine its

subscription offerings, finance model, and add new features to keep its existing users enticed

to the platform.

SoFi, $500 million from Qatar Investment Authority and GGV Capital ïMay 2019

SoFi raised $500 million in this Series H financing at a pre-money valuation of $4.3 billion.

The proceeds will be used to continue to invest in its products and growth while strengthening

its balance sheet.
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Wealthsimple, $74 million from Allianz and Power Financial Corporation ïMay 2019

Wealthsimple raised $74 million in this round of financing. The proceeds will be used to boost

growth across Canada, Britain and the United States, add more people and to launch more

products. In January 2020, Purpose Advisor Solution, a subsidiary of Purpose Financial

entered into a definitive agreement to acquire the business unit of Wealthsimple for an

undisclosed amount to create a combined $1.6 billion AUM wealth platform in Canada.

Combining the two platforms will create one advisor-centric business that will unlock new

business possibilities for entrepreneurial advisors and independent investment firms in

Canada.

Aixigo, double digit amount of investment from fronttrail Equity Partners ïMay 2019

Aixigo AG, provider of wealth and portfolio management software solutions, raised capital

from fronttrail Equity Partners. The double-digit amount of investment will be used to

strengthen its market position, increase marketing activities globally and extend its state-of-

the-art software platform.

Carta, $300 million from Andreessen Horowitz, Goldman Sachs, Lightspeed Venture

Partners, Menlo Ventures Management, MeriTech Capital Partners, Thrive Capital,

Tiger Global Management and Tribe Capital ïMay 2019

CartaôsSeries E funding valued the company at $1.7 billion. The proceeds will be used to

enable liquidity across the network, changing how the capital markets work and to build new

innovations. $515,000 of the proceeds are to pay certain payments to executive officers,

directors or promoters.

Point, $22 million equity from Prudential Financial, DAG Ventures, Financial Venture

Studio, Enterprise Community Partners, Andreessen Horowitz, Ribbit Capital,

Bloomberg Beta and $100 million in capital commitment from Kingsbridge Wealth

Management ïMarch 2019

Point raised $22 million Series B round along with $100 million in capital commitment. The

proceeds will be used to expand its business reach from 13 states and the District of

Columbia currently served to over 30 states by the end of 2020.

YieldStreet, $62 million from Edison Partners, Greenspring Associates, Raine Ventures

and Soros Fund Management ïFebruary 2019

YieldStreet raised $62 million in this Series B financing. The proceeds will be used to build a

fundamental expansion of the platform, to expand the funnel by creating new vehicles for

investing that will not require people to be accredited to get involved, to expand its product

offerings and audience and to recruit talent and pursue strategic acquisitions.

Raisin, $114 million from Hedosophia, Index Ventures, Orange Capital, Thrive Capital,

PayPal and Ribbit Capital ïFebruary 2019

Raisin raised $114 million in this Series D financing. The proceeds will be used to strengthen

its position as the preeminent online platform that gives Europeans access to the ñsingle

financial marketòfor savings and add more markets to its platform in 2019, for strategic

acquisitions and further internationalization, to make more hires internationally, add more

investment products to its arsenal, expand into at least two other countries this year, expand

its international team, and expand its investment product business.
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Acorns, $105 million from NBC Universal, Comcast Ventures, TPG, DST, BlackRock,

Bain Capital Ventures and MSD Capital ïJanuary 2019

Acorns raised $105 million in Series E at a valuation of $860 million. The proceeds will be

used for business growth and product offerings expansion. The company has also signed a

strategic agreement with CNBC whereby the financial business network will provide content

for the mobile platform designed to boost financial literacy.

Personal Capital, $50 million from IGM Financial ïJanuary 2019

Personal Capital raised $50 million in this Series F financing. The proceeds will be used to

further drive growth, enhance its technology platform, and invest in value added partnerships.

Nutmeg, $58 million from Goldman Sachs, Convoy Global Holdings ïJanuary 2019

NutmegôsSeries E valued the company at approximately $320 million. The company will use

the proceeds to invest in products and features as well as expand internationally. This is the

largest ever investment into a digital wealth manager in Europe and will help the company to

expand its international business to business plug-and-play partnership model which

leverages its proprietary technology and operational expertise.
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5. PUBLIC MARKET VALUATIONS
The performance of the WealthTech index has closely tracked the broader FTSE 250 and

S&P 500 indices since the beginning of 2017. The WealthTech market generated a return of

62% compared to 20% and 50% generated by the FTSE 250 and the S&P 500, respectively

and prior to the onset of the Covid-19 crisis. The S&P 500 index peaked at 3,386 on 19

February 2020 and dropped 33.92% to 2,237 on 23 March 2020. The market values have

begun to rebound since.

The WealthTech market index consists of five groups: Portfolio Management Technology,

Asset Management, Financial Outsourcing Solutions, Investment Intelligence and Digital

Brokerage. Looking at the five groups separately, the immense need for disruption and

wealth management technology is reflected in the huge upsurge of share prices. Three of the

five groups outperformed the overall market, especially Portfolio Management and Financial

Outsourcing Solutions, experiencing extraordinary growth and yielding a return of 128% and

122% since the beginning of 2017 to mid February 2020 (before the Covid-19 crisis impact on

public markets). However, the Asset Management group underperformed with low return of

only 26%. Asset managers have faced declining fees, lower organic growth, and a shift

towards passive investments such as ETFs, resulting in a decrease in revenues and

profitability. Therefore, investment in new technology is essential to improve the investment

processes, reduce costs and increase the effectiveness of sales strategies.
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WealthTech companies generally exhibit meaningful correlation between revenue growth and

EV/revenue multiple (except for the Investment Intelligence group). The size of the circle for each

company reflects the market capitalization.

PORTFOLIO MANAGEMENT TECHNOLOGY

ASSET MANAGEMENT

FINANCIAL OUTSOURCING SOLUTIONS

Source: CapitalIQ
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WealthTech companies generally exhibit meaningful correlation between revenue growth and

EV/revenue multiple (except for the Investment Intelligence group). The size of the circle for each

company reflects the market capitalization.

INVESTMENT INTELLIGENCE

DIGITAL BROKERAGE

WEALTHTECH MULTIPLE COMPARISON

Source: CapitalIQ
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The WealthTech market is expected to have an average revenue multiple of 4.9x and

EBITDA multiple of 16.8x for 2020e.

Company
Mkt Cap 

(úm)

EV

(úm)

Rev CAGR 

ó18a-ô20e

EV/Revenues EV/EBITDA

2018a 2019a 2020e 2018a 2019a 2020e

Portfolio Management Technology 18,925 20,449 12.1% 11.2x 9.4x 8.9x 34.0x 28.8x 25.1x

Temenos AG 9,363 10,278 9.0% 14.0x 11.9x 11.8x 48.8x 42.8x 26.6x

SimCorp A/S 3,696 3,735 8.6% 9.8x 8.2x 8.3x 35.1x 28.2x 30.6x

Q2 Holdings, Inc. 3,997 4,328 31.3% 20.6x 15.4x 11.9x n.m. n.m. n.m.

IRESS Limited 1,132 1,282 7.5% 4.5x 4.0x 3.9x 19.0x 17.8x 15.6x

First Derivatives plc 737 825 14.6% 3.9x 3.3x 3.0x 33.3x 26.4x 27.4x

Asset Management 133,179 132,001 -0.1% 3.5x 3.3x 3.5x 7.6x 7.5x 8.3x

BlackRock, Inc. 71,829 72,775 2.5% 5.9x 5.6x 5.6x 14.4x 13.6x 15.2x

T. Rowe Price Group, Inc. 24,041 23,657 3.0% 5.0x 4.7x 4.7x 10.8x 10.3x 10.9x

Franklin Resources, Inc. 8,134 4,668 -5.6% 0.9x 0.9x 1.0x 2.5x 3.1x 3.5x

Amundi Société Anonyme 12,411 8,368 -1.9% 3.2x 3.1x 3.3x 6.9x 6.2x 6.9x

Invesco Ltd. 3,063 9,127 -7.0% 2.0x 1.7x 2.4x 7.1x 6.2x 6.6x

Janus Henderson Group plc 3,398 2,791 -2.2% 1.5x 1.6x 1.6x 4.4x 5.1x 5.6x

AllianceBernstein Holding L.P. 2,179 2,590 5.7% 0.9x 0.9x 0.8x 3.4x 3.5x 3.4x

Federated Hermes, Inc. 1,939 2,063 13.4% 2.1x 1.7x 1.6x 6.8x 6.2x 7.4x

Cohen & Steers, Inc. 2,801 2,824 0.9% 8.5x 7.8x 8.4x 21.3x 19.3x 21.5x

Artisan Partners Asset Management 1,557 1,705 -2.3% 2.4x 2.4x 2.5x 6.3x 6.6x 7.1x

Waddell & Reed Financial, Inc. 796 218 -7.2% 0.2x 0.2x 0.2x 1.0x 1.4x 2.1x

WisdomTree Investments, Inc. 390 608 -4.9% 2.6x 2.6x 2.8x 9.4x 12.3x 13.4x

Virtus Investment Partners, Inc. 642 607 -5.2% 1.3x 1.2x 1.4x 4.7x 4.1x 4.0x

Financial Outsourcing Solutions 73,974 87,701 8.5% 5.1x 4.5x 4.3x 19.8x 17.0x 16.1x

MSCI Inc. 25,936 28,035 10.4% 22.4x 20.2x 18.4x 42.1x 38.3x 33.2x

Broadridge Financial Solutions, Inc. 12,312 14,152 5.4% 3.8x 3.7x 3.4x 20.4x 17.6x 16.6x

SS&C Technologies Holdings, Inc. 13,138 19,806 18.8% 6.6x 4.8x 4.7x 20.6x 13.2x 12.2x

SEI Investments Company 6,973 6,330 2.2% 4.5x 4.3x 4.3x 15.3x 14.4x 11.4x

Computershare Limited 4,051 5,535 3.6% 2.8x 2.7x 2.6x 11.4x 10.2x 9.5x

LPL Financial Holdings Inc. 4,909 7,008 7.2% 1.6x 1.4x 1.4x 9.3x 7.6x 9.1x

Envestnet, Inc. 3,413 3,988 11.0% 5.6x 5.0x 4.6x n.m. n.m. 21.3x

Noah Holdings Limited 1,460 968 0.4% 2.3x 2.2x 2.3x 7.5x 7.4x 8.6x

Sanne Group plc 1,075 1,205 15.9% 7.9x 6.4x 5.9x 25.4x 23.1x 18.8x

Bravura Solutions Limited 707 674 10.2% 4.8x 4.2x 4.0x 26.4x 21.2x 20.6x

Investment Intelligence 234,041 261,915 3.7% 8.2x 7.4x 7.7x 25.7x 24.0x 21.1x

S&P Global Inc. 68,967 73,601 7.1% 13.5x 12.3x 11.7x 26.6x 24.6x 22.4x

RELX PLC 40,517 47,568 3.1% 5.7x 5.1x 5.4x 18.8x 16.8x 15.2x

Moody's Corporation 44,209 49,105 5.5% 12.7x 11.4x 11.4x 26.7x 24.3x 24.5x

Thomson Reuters Corporation 30,039 32,686 6.8% 6.8x 6.2x 6.0x 34.7x 33.5x 19.1x

IHS Markit Ltd. 24,539 29,568 5.6% 8.4x 7.4x 7.5x 25.3x 21.0x 17.7x

Gartner, Inc. 9,628 12,357 2.1% 3.7x 3.3x 3.5x 23.2x 24.3x 21.3x

FactSet Research Systems Inc. 10,059 10,511 8.5% 9.0x 8.1x 7.7x 27.4x 23.2x 22.3x

Morningstar, Inc. 5,554 5,879 n.a. 6.6x 5.6x n.m. 25.0x 26.8x n.a.

Forrester Research, Inc. 528 641 10.7% 2.1x 1.6x 1.7x 23.6x 21.2x 26.6x

Digital Brokerage 99,271 93,700 5.0% 4.0x 3.5x 3.6x 10.9x 15.4x 20.3x

The Charles Schwab Corporation 38,800 25,180 1.3% 2.8x 2.6x 2.8x 4.7x n.a. n.a.

Compagnie Financière Richemont SA 27,841 28,913 13.7% 2.6x 2.1x 2.0x 12.2x 11.1x 12.7x

MarketAxess Holdings Inc. 16,785 16,514 24.7% 43.4x 36.2x 27.9x n.m. n.m. 46.9x

Matsui Securities Co., Ltd. 1,703 2,123 -8.6% 8.4x 8.5x 10.0x 13.6x 17.7x n.a.

IIFL Finance Limited 293 5,951 NA 12.4x 19.0x n.m. 13.5x 8.1x n.a.

Plus500 Ltd. 1,580 1,324 -8.5% 2.1x 4.2x 2.9x 2.7x 3.8x n.a.

Monex Group, Inc. 483 1,232 6.6% 3.1x 3.0x 2.7x 2.9x 7.2x 6.0x

CMC Markets Plc 671 636 14.8% 2.8x 4.0x 2.2x 3.7x 5.2x n.a.

VIEL & Cie, société anonyme 351 351 NA 0.7x 0.7x n.m. 7.6x 34.6x 5.4x

Yintech Investment Holdings Limited 381 371 NA 2.8x 1.7x n.m. 3.9x n.a. n.a.

Tradeweb Markets Inc. 10,381 11,105 15.2% 18.9x 16.1x 14.3x 44.5x 35.3x 30.3x

Total 559,390 595,766 5.8% 5.3x 4.8x 4.9x 15.2x 16.5x 16.8x

Source: CapitalIQ
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6. THE FUTURE OF DIGITAL WEALTH 

MANAGEMENT
Following a set of interviews with sector professionals such as Geoffroy de Schrevel, CEO of Gambit

Financial Solutions and Georges Hübner, professor of finance at HEC Liège, a set of upcoming trends of

WealthTech have been identified.

THE WEALTHTECH MODEL 1.0 NEEDS A RESET

The first generation of WealthTech companies has known strong growth since their inception basing

themselves on a simple equation:

Á Higher volumes: WealthTech start-ups have opened the wealth management universe to new

retail customers that are driven by value for money

Á Lower costs: technology has been used to lower the cost of customer acquisition. WealthTech

1.0 companies have only replicated existing wealth management services at a cheaper price

The shift from savings accounts to financial market investments coupled with the overall adoption of

WealthTech services based on the customerôsfinancial and investment literacy will prove to be two of

the sectorôsbiggest challenges in the coming years.

WealthTech 1.0 companies have made an incomplete transformation of the market for multiple reasons:

Á Reallocation of bank savings to financial markets is not fully addressed in Continental Europe

Á WealthTech companies have focused on user experience and marketing to drive their client

base

Á WealthTech companies have yet to promote true technology differentiation and innovation

pertaining to architecture, asset management, data analysis and security

Á There is still a lack of technological transparency

Traditional banks have lacked the IT know-how to drive innovation internally, with IT resources often

stuck with legacy systems. WealthTech companies that have not been able to reach significant critical

size within their segment have been acquired by larger banks. Those banks have shifted towards a

scenario of active consolidation and massification. To monetize their investment they have chosen to

drive prices up and to scale up the acquired FinTech offering through their extended client base.

WEALTHTECH 2.0 CALL FOR MAJOR INNOVATION

Consolidating banks will commoditize WealthTech products addressed to the mass market driving

margins down. The future of WealthTech will not rely on democratization as mass services. WealthTech

2.0 needs to get out of this conundrum by offering true digital personal advice to wealthy clients instead

of mere automated portfolio profiling. This transformation implies to:

Á Promote technology rather than relying on UX and marketing to onboard new clients

Á Inject technology in the KYC process: WealthTech companies have to leverage artificial

intelligence and deep-learning to sharpen profiling algorithms. In order to do so, the new

generation will have to apply behavioral finance to assess the clientôsrisk profile and its financial

goals

Á Develop truly tailored financial portfolios: there is tremendous room for improvement on portfolio

personalization. Current robo-advisors have slightly diverse portfolios and allocate customers to

one of them according to their profiles. WealthTech 2.0 should assign a tailored portfolio to each

individual client, raising the stakes in terms of technology and cost

Á Bring WealthTech closer to asset management: apply active management to WealthTech to

generate higher returns. The turning point for the WealthTech sector would be to open asset

management methods (like quantitative management) to private individuals

Á Digitize the investment decision: WealthTech 1.0 has digitized the allocation process, while

WealthTech 2.0 will help digitize the investment decision-making process

Contrary to first-generation companies, second-generation companies will require investors to invest

more on the long-term while allocating a higher amount of money than before.
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Acorns 51

Active Asset Allocation 51

Additiv 51

Advestis 52

Advisor Software 52

Advize 52

Aixigo 53

Albert 53

Allocare 53

Aspiration 54

BestInvest 54

Bitbond 54

Calastone 55

Comply Advantage 55

ComplySci 55

ComplySolutions 56

Delio 56

Digit 56

Drive Wealth 57

Elinvar 57

Ellevest 57

Estate Guru 58

Etoro 58

EQIS 58

Expersoft 59

Financeware 59

Finantix 60

Finartis 60

Finametrix 60

Fincite 61

Finizens 61

Finnova 61

Fundsaccess 62

Foreside 62

Fundvisory 62

Gambit 63

Geowealth 63

Ginmon 63

Grisbee 64

Growney 64

Guideline 64

Harvest 65

HappyMoney 65

HedgeGuard 65

HiddenLevers 66

InvestCloud 66

InvestisseurPrivé 66

Lafinbox 67

Limina 68

Liquid 68

Masuccession 68

Mieuxplacer 69

Moneyfarm 69

Mylo 69

MyWallSt 70

Nalo 70

Neo Finance 70

NeoXam 71

Nerdwallet 71

New Access 71

NeoXam 71

Nerdwallet 71

New Access 71

Nextcapital 72

Nextmarkets 72

Nutmeg 72

OneWealthPlace 73

Openfin 73

OpenFinance 73

Oranj 74

Pagaya 74

Personal Capital 74

Point 75

Prime Radiant 75

Profidata 75

Profitus 76

Public 76

QuantCube Technology 76

Quartal 77

Raise Partner 77

Raisin 77

RedOak 78

Redtail 78

RIA in a Box 78

Riskalyze 79

Robinhood 79

Sarwa 79

Sawtooth 80

Savedo 80

Scalable Capital 80

Scorable 81

SESAMm 81

SigFig 81

Smartangels 82

Smartasset 82

Smartleaf 83

SoyInversor 83

SRL Global 83

Stackinô 84

SwissQuant 84

Tindeco 84

TrackInsight 85

Trade Republic 85

True Potential 85

TrueWealth 86

Valphi 86

Vestmark 86

Vestwell 87

VisualVest 87

Walnut 87

Wealtharc 88

Wealthaccess 88

WealthDynamics 88

Wealthfront 89

WealthKernel 89

Wesave 89

Whitebox 90

Wikifolio 90

Yomoni 90
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