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meet the growing demand for diversification. Tax manage-
ment strategies such as tax-loss harvest and an emphasis 
on after-tax returns are top of mind following the recent 
market volatility. Finally, ESG offerings have been among 
the brightest spots in active management.

Client experience and internal collaboration: Remote 
work and reduced human contact have put a spotlight 
on new methods of client and internal communication 
and collaboration. More firms are interested in deliver-
ing an interactive electronic investor experience with rich 
data, including institutional asset managers who haven’t 
previously considered a connected client portal essential. 
Additionally, firms have quickly adopted technology to 
facilitate both synchronous and asynchronous interactions 
that typically took place in person, especially in enabling 
‘hand-offs’ between departments.

Operational leverage and scale: The pandemic has 
underscored the benefits of lean technology and operations 
groups to gain efficiencies and reduce risks. While firms 
embrace the power of technology, they want to minimize 
their footprint, paving the way for cloud and outsourcing 
rather than in-house infrastructure.  Firms also want to 
reduce the operational burdens that come with growing 
accounts and assets, launching new strategies, assimilating 
new clients, or expanding into new geographies or invest-
ment categories. As firms become comfortable with cloud-
delivered solutions and services, they expect transparency 
into the technical and operational aspects of their service, 
with both the investment manager and the outsourcing 
partner engaged in monitoring and governance.

If there is a silver lining to the recent disruption, it is 
the creativity and agility with which firms have responded. 
Wealth managers are finding smarter ways to work as they 
return to their workplaces – wherever those may be. n
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Despite the disruptions of COVID-19, asset and wealth 
managers remain focused on continual operational improve-
ment. If anything, the pandemic has helped bring their 
priorities into sharper focus. Here are some of the common 
themes we are hearing from our conversations with clients.

Front-office effectiveness: Asset and wealth managers 
are increasingly looking to leverage a comprehensive, front-
to-back technology suite that puts everyone in the firm on 
the same page. In the front office, portfolio managers need 
to manage more customized portfolios in less time with 
less risk while gaining greater insight into their portfolios 
and strategies. Relationship managers, client service and 
new business staff need to manage more relationships with 
fewer resources. In the back office, operations and account-
ing teams need to provide the front office with current and 
accurate data in actionable formats. Compliance, mean-
while, needs to ensure the right controls are in place and 
that the firm can efficiently fulfill ever-increasing regulato-
ry burdens. While each team may work in its environment, 
all require easy access to precise, timely data from other 
‘book of record’ systems, whether from accounting, trading, 
CRM, research, a custodian or market data provider.

Product Differentiation:  Firms have always looked for 
ways to differentiate their offerings. Recently, we’ve seen 
expansion into global markets as the universe of publicly 
traded U.S. securities shrinks. Asset owners and UHNW 
investors seek more alternatives to their asset mix, includ-
ing hedge, private equity, real estate, infrastructure and 
venture capital funds. Wealth managers are also looking 
to efficiently implement multi-strategy sleeve portfolios to 
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