Hccomplish

Strategy Step 1: Assess readiness Step 2: Market research | Step 3: Develop and implement | Step 4: Monitor and optimize

4. M&A and @, Identify the gaps and, 1. Identify potential *s Determine acquisition %’ Define KPIs for evaluating

partnerships therefore, the capabilities, market | targets for strategic fit: structure (full buyout, merger, or deal success, e.g. revenue
presence, or technology the deal | long-term trends, joint venture). Plan the integration: | synergies, client retention, and
should provide. Assess financial regulatory talent retention, technology cost savings.

resources, operational bandwidth,
and leadership alignment.

considerations, and
lessons learned from
industry examples.

2. Assess cultural fit and
identify key talent and
their potential impact on
succession plans.

3. Valuation and due
diligence to avoid
overpaying: financials,
risk exposure (financial
and regulatory), and
operational synergies.

integration, and cultural
alignment. Client Communication
Strategy. Secure funding and plan
capital deployment efficiently.
Phase the integration to reduce
disruption.

5. Specialize in a
niche

@, Identify a niche market where
you could build a strong edge and

have confidence in future demand.

1. Assess each
differentiation strategy as
if you were entering a
new market:

@ Develop specialized research
capabilities, hire domain experts,

and tailor investment strategies to
the niche. Establish or strengthen

hil Track performance vs.
generalist competitors; monitor
regulatory shifts; respond early to
shifts in demand.




Strategy

Step 1: Assess readiness

Step 2: Market research

Step 3: Develop and implement

Step 4: Monitor and optimize

6. Proprietary
technology and

@, Evaluate your existing Al, data
science, and infrastructure; decide

data-driven whether to build in-house or

investing partner with fintech firms.

7. High-touch @, Segment clients based on

client their needs and behaviors; map

experience out the client journey and
engagement levels; identify friction
points, engagement gaps, and
personalization opportunities.

8. Offer a @, Identify a major client pain

complementary
service

point beyond investment
performance that your firm can
solve; decide whether to build,
buy, or collaborate.

a. Who would be your
new buyers, suppliers,
regulators, and rivals?
b. How would these
parties respond to your
move?

c. How attractive would
that future market be to
you?

d. How would the move
align with your brand?

your thought leadership.

s Invest in quantitative research
teams; develop and prove
proprietary models, algorithms, or
Al-driven investment tools;
integrate them into portfolio
management processes; ensure
transparency and explainability.

%’ Continuously stress-test and
refine models; stay ahead of
evolving regulations and ethical
considerations; evaluate the
broader application of your
technology.

. Implement Al-driven
personalized marketing and
content provision, automate
onboarding and client service, Al-
driven regulatory reporting, and
improve client communication with
NLP, and offer exclusive
interactions, such as access to
senior investors.

%> Measure client feedback and
behavioral engagement; refine and
automate repetitive tasks while
maintaining human interaction.

¥ Develop or acquire technology /
tools and integrate them into your
offering; ensure seamless
integration to encourage adoption;
decide whether to offer the service
for free add-on or to charge for it.

~~ Track client adoption rates
and revenue impact; refine
features and pricing based on
client needs; ensure that the
service does not cannibalize your
core offering.







