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The great wealth transfer:

A data-driven opportunity for Financial Services

Over the next 20 years, baby boomers will transfer a staggering $72 trillion to their heirst. This massive
wealth shift presents both a risk and an opportunity for financial services firms. To capitalize on this,
firms must overcome a critical challenge: data.

Baby Boomers

The heir factor

The complexity increases when considering heirs. Their data is often fragmented or inaccessible,
making it challenging to build relationships and understand their financial needs.

e Advisor turnover: More than
70% of heirs are likely to fire or
change financial advisors after
inheriting their parents’ wealth.?

e Engagement gap: Without
proactive engagement,
financial institutions risk losing
a significant portion of the
transferred wealth.
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e Data Silos: A whopping 4 in 10 financial
services executives admit to data silos,
hindering a holistic customer view.? This
extends to a view of their heirs, who are
critical to engage early to retain through
wealth transfer.
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e Underutilized Data: Despite collecting
data from various channels, less than 50% of
banking providers leverage it for personalized
experiences.* This not only impacts customers today,
but the likelihood advisors are effectively personalizing
experiences to include heirs.

Referential data and a robust reference database is mission critical.

By implementing robust identity matching and data management solutions, financial services firms can
gain a unified view of their customers, including heirs, to ensure personalized experience and proactive
engagement. Implementing referential matching technology that provides detailed relationships

and householding information can also give firms a leg up in making good faith effort to find heirs
after a customer dies. Leveraging these advanced solutions allows financial services firms to create a
360-degree view of customers and their heirs, while supporting:
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Increased customer Proactive engagement and Enhanced operational
retention personalized customer efficiency
By meeting the evolving e Streamlined data
needs of clients and their Tailor offerings to individual management processes
heirs, firms can reduce needs and preferences. can improve operational
customer churn. Build stronger, long-lasting efficiency and reduce
relationships with clients and costs.
their heirs.

Today’s financial services consumers demand exceptional service
and are willing to leave if expectations are not met. Their heirs
expect the same well ahead of impending “Great Wealth Transfer.”
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Verato® helps businesses in highly regulated industries, like financial services, healthcare, and government, solve the problem that drives everything else - knowing who is
who™. The Verato MDM platform™ enables a complete and trusted 360-degree view of customers, creating a secure, enterprise-wide single source of truth for identity.

Visit verato.com/fs to learn more.
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