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The trends that have already begun to shape 
the future of the Wealth Management industry 
will continue to drive and accelerate changes in 
the way firms do business, from the products 
and services they offer to the ways they engage 
and interact with clients and other institutions. 
The confluence of regulation, changing 
demographics and client dynamics, aging 
infrastructure and competition and new market 
entrants over the last decade have caused even 
the most established players to reevaluate their 
strategy to reshape their future. 

Regulation 

Over the last decade, regulation has largely held 
the focus of the industry and shaped its direction.
The latest rules mandating a fiduciary standard 
have broad and far reaching implications across 
the Wealth Management landscape impacting 
Wealth and Asset Managers, Record-keepers, 
Manufacturers and service providers. Impacts  
span strategic areas including product and 
program offerings, pricing, distribution strategy, 
firm and advisor compensation, compliance and 
oversight, 3rd party agreements and digitization.

Department of Labor (DOL) Fiduciary Rule

In April 2016, the Department of Labor (DOL) 
published regulations setting a new standard 
for advice given to retirement investors that 
was partially implemented in April 2017. Under 
DOL’s new definition, any individual receiving 
compensation for providing advice in making 

a retirement investment decision will now be 
a “fiduciary.” In March 2018, the US Court of 
Appeals halted further DOL headway, ruling  
that it had overstepped its statutory authority. 
The Court issued a final mandate in mid-June 
of this year, ruling that the DOL Fiduciary rule 
would be forever vacated. Though the DOL 
Fiduciary regulation may not hold, the pull of  
the industry’s current remains strong towards 
safer harbors for investors.

Securities and Exchange Commission (SEC) 
Regulation Best Interest

On April 18, 2018, the Securities Exchange 
Commission (SEC) released its much anticipated 
“Investment Advice” proposal that could 
fundamentally change the way broker-dealers 
and their representatives do business. The intent 
is to enhance the quality and transparency 
of relationships (taxable and non-taxable) 
with investment advisers and broker-dealers 
while retaining access to a variety of advice 
relationships and investment products.

Overall, the SEC’s proposal package seeks  
to enhance disclosure for registered advisers, 
broker-dealers, and dually registered firms;  
and to disclose or mitigate conflicts of interest  
in an effort to move the industry to act in the 
best interest of investors. In order to enforce 
these new rules and interpretations, the SEC 
stipulates increased record filing, record-keeping 
and retention.

THE FORCES OF CHANGE

“It is not the strongest that survives; but the species that survives is the one 
that is able best to adapt and adjust to the changing environment in which  
it finds itself.” 

 -  Leon C. Megginson



New Competition

Along with a new generation of investors has come a  
new generation of firms seeking to serve them. The rise  
of FinTech is threatening the established business model 
and service offering by providing solutions that are 
tailored to meet the demands of the mass affluent.  
Built on and around cutting edge technology, platforms 
and concepts, the rise of the robo-advisor is a challenge 
unlike any the industry has faced. It challenges the 
fundamental business model that wealth management 
firms have built their business and infrastructure around. 
The risk of these firms breaking through the barriers 
to entry and acquiring the assets that otherwise would 
have remained with or found their way to established 
institutions has become reality.

Aging Infrastructure 

Reacting to the forces of change has exposed that  
the technological infrastructure that surrounds and 
supports wealth management firms that have been  
in business for decades is in large part outdated.  
The financial services industry has been slow to  
adapt and adopt technological innovation as there  
was relatively little competitive advantage to investing 
to do so. The importance of technology, platforms and 
infrastructure to support not only day to day operations  
in a digitized environment and prevent outages but to  
offer a competitive and attractive product and service 
has risen to the forefront of consideration for many 
firms. Heavily investing in modernizing, enhancing  
and replacing an aging infrastructure is paramount  
to supporting the underlying strategy and future  
business plans required to compete for and retain  
clients and advisors.
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1. Product to Advice Based

Brokerage To Advisory

Shifts in investor preferences, a changing 
regulatory climate, and continuing pressure 
to reduce costs are all major drivers in 
the continued movement of assets from 
product-based business models to advice-
based solutions. 

The DOL Fiduciary Rule —and specifically 
the Best Interest Contract—was a significant 
catalyst to moving clients to a Fee-Based 
model. With the SEC’s Best Interest Rule 
expected to arrive in early 2019, firms will 
continue to make significant changes to 
their business models that will provide a 
wide-range of advice-based solutions for 
their clients as they attempt to grow their 
share of advisory assets due to the higher 
ROA they present.

Goals Based Wealth Management

Financial advisors have acted primarily  
as money managers who have focused on 
accumulating assets for clients’ retirement 
savings. With the transfer of wealth to 
millennials, investment firms and advisors 
must now play a different role: financial 
planner. For the current investor base, 
they will need to develop strategies that 
account for a variety of accounts and 
products —at the individual and household 
level—tax optimization, risk tolerance and 
asset allocation. For the next generation 
of investors, the expectation is they will 
demand advice across the spectrum of 
wealth management solutions in an efficient 
and always accessible way. Goals based 
investing offers a comprehensive solution 
to clients focused on needs and goals that 
matter to them rather than benchmarks 

and markets. A successful goals based 
solution will incorporate planning, investment 
advice, execution and monitoring and will 
be integrated into the advisor workstation 
allowing for efficient transition between 
planning phases while facilitating personal 
and multifaceted conversations with clients.

2. Digitization

Firms are facing a key challenge in 
leveraging digital technology to transform 
their business and increase efficiency 
and profits. Wealth managers / Financial 
Advisors and clients are seeking services 
that allow them to leverage the convenience 
of digital technologies more so than ever 
before. Most firms do not have sophisticated 
services in place to allow access to client 
portfolios in real-time or manage them 
online and remotely, at least not in the way 
their FinTech based competitors do.

Additionally, with significant amounts  
of assets and sensitive data involved  
and accessed by proprietary and third 
party services, the wealth management 
industry is a prime target of data breaches 
and cyber threats. Clients are demanding 
more access to real-time analytics and 
more personalized solutions, requiring 
more complex and detailed data analysis 
and computation.

Automation is increasingly taking over time-
consuming mid- and back-office functions, 
shortening cycle-timelines, but also severely 
impacting the workforce. Firms must strike 
the important balance between creating 
operational and technological efficiencies 
while ensuring field and client service 
level expectations are met and security is 
maintained, as regulations are likely to get 
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stronger, holding firms accountable for lapses in 
data privacy and security. Wealth management 
firms are expected to increase spending to 
host their own private cloud platforms to 
reduce risk of data leakage and cyber attacks 
prevalent on a public cloud. While the industry 
may have been slow to adapt to the digital 
age, the repercussions and consequences of 
attacks and breaches are perhaps higher than 
any other industry. AI-based analytics platforms 
are expected to become an integral part of 
regulation risk management offerings and 
scalable, open architecture-based integrated 
data management solutions are expected to 
increase significantly.

3. Platform Transformation
The impact of digital transformation, evolving 
technology preferences and rising expectations 
of both business users and consumers has 
transformed the way in which enterprises 
interact with clients. For years, firms have  
built upon and expanded their legacy 
infrastructure by bolting on new ancillary 
components and systems to core platforms  
over time, often resulting in disparate  
workflows, disjointed user experiences and 
inefficient passing of information between silos.

The next-generation of business operations 
requires a seamless cooperation of core 
functional groups—business, strategy, 
operations, legal, compliance, technology—
working in conjunction with one another to 
deliver a best-in-class experience for end  
clients while simultaneously reducing 
operational overhead for business stakeholders. 
While no silver bullet for technology 
modernization exists, enterprise evolution 
requires firm-wide commitment to process 
and behavior change, supported by cutting 
edge technology and enabled by innovative 
development methodologies. In determining  
and working towards the ideal future state 
operating model, firms must embrace change 
and unify in their commitment to technology 
enablement permeating core procedures in  
order to deliver a differentiated experience  
and acute perception of the “modern wealth 
advisor” for end clients. 

4. Pricing Pressure and Fee Compression
The popularity of low-cost products such as 
passive ETFs and Mutual Funds, the rise of 
technologically enhanced advisors (e.g. robo-
advisors) and increased regulation have had a 
dramatic effect on the fee landscape for wealth 
management firms. The average fee as a percent 
of AUM has fallen from 1.21% in 2013 to 1.02% in 
2017. At some firms an investor can get both an 
advisor and comprehensive financial planning 
for only 0.30% of assets. The reality is clear: 
investors want more bang for their buck.

In order to maintain revenue and profitability in 
an environment of falling fees; people, process 
and technology will be key. Firms will need to 
assess whether costs can be contained/reduced 
by outsourcing and/or automating, while also 
realizing the limitations of each. Utilizing artificial 
intelligence (AI) to connect with their clients 
will make the client feel more valued and will also 
allow the advisor to focus more time on growing 
their book of business. In addition, with a younger 
client demographic and aging advisor population, 
staffing an organization with people who can 
embrace technological change is vital.  

Lastly, not all firms/advisors need to be at the 
mercy of falling fees. Those that offer more 
extensive financial planning and goals based 
investing rather than just managing assets may 
be able to justify higher fees. Most importantly,  
the more valuable a firm/advisor make a client 
feel, the better the chance they have at insulating 
themselves from falling fees.
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5. Product Innovation
With a focus on greater transparency and a shift 
in demographics, consumers’ demands for a 
streamlined approach to their finances is leading to 
the creation of new, and in many cases simplified, 
easy to digest product and investment offerings. 

Clean Shares 
As a result of the DOL Fiduciary rule, Clean Shares 
were launched as a way to improve transparency 
in mutual fund fees and commissions borne by 
investors, and to comply with new regulations. 
Clean shares thus serve to provide investors access 
to the exact same fund management as other retail 
mutual fund share classes, but typically with lower 
and more transparent costs. As more and more 
companies begin to adopt this approach and shift 
towards greater transparency, this shift is not met 
without challenges. Cost unbundling, and how fund 
companies discuss their value proposition  
with clients being paramount to adoption.

Fee-Based Advisory Products 
Products like 529s, Annuities, and Alternative 
Investments continue to be in high demand.  
Today, the range of alternative investment vehicles 
extends well beyond hedge funds, including such a 
set classes as commodities, real estate, alternative 
mutual funds, venture capital, precious metals  
and more. 

Alternative asset investing, administered via fee-
based advisory services, can provide for enhanced 
client interaction and a captive customer base.  
With increased industry competition and the shift 
from brokerage to advisory, extensive fee-based 
product offerings are a way that firms have  
sought to differentiate themselves to attract and 
retain clients.



Investment Product & Solutions
Mutual Funds, Money Markets, ETFs, Retirements, 529s, 
Insurance, Annuities, Alternative Investments, Advisory/
Fee Based Products, Foreign Exchange, Equities

Digital/Modern Wealth Management
Goals Based Investing, Self-Directed Trading, Robo-
Advisor, Next Best Action, E-signature and E-delivery, 
Digital-Enabled Distribution, Business Transformation, 
Omni-Channel Client Engagement

Regulatory
Money Market Reform, DOL Fiduciary Rule, SEC 
Investment Advice Rule, Customer Protection,  
Regulatory Readiness

Wealth Management Operations
Straight Through Processing, Process reengierneing, 
asset conversions, cost reduction, risk management, 
operational transformation

Technology & Platforms
Platform consolidation, technology and platform 
modernization, standardization and personalization, 
waterfall & agile software development life cycle,  
system integration

Making significant changes in reaction to the changing landscape  
in the Wealth Management industry can be complex. Gartland & Mellina 
Group stands ready to assist and advise across platform and product 
initiatives. Focused on helping our clients adapt to the changing 
demands of the industry while controlling costs with strategy, process 
reengineering, integration and implementation. Our Management 
Consulting services span across investment packaged products,  
on the buy and sell sides, and within the front, back and middle office.

GARTLAND & MELLINA CAN ASSIST



Governance
• Establish program and organizational 

governance an ownership
• Identify and engage stakeholders  

across the enterprise
• Establish program policy and 

procedures for requirements,  
testing, change, defect and  
release management

Communication
• Develop field and client training  

and communications strategy
• Create training and communication 

collateral
• Develop and execute engagement  

and adoption plans

Impact Assessment
• Current vs. target state /gap analysis
• Assess operational risks, affected 

processes, data structure issues and 
technology impacts

• Cost benefit analysis
• Engage industry and regulatory 

groups to monitor key industry issues

Planning & Execution
• Work with business and  

technology develop project  
plans and milestones

• Develop a detailed Implementation 
Plan that will contemplate key 
milestones, dependencies,  
and associated impact on target  
operating model

• Execute the strategy /plan in 
accordance with milestones

Product Development
• Understand target state products  

and platforms 
• Identify project portfolio including 

technology development
• Develop and gather comprehensive 

business requirements across 
stakeholder groups

Testing
• Test strategy development
• Case and script development
• Test execution
• Issue tracking and defect 

management
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1A Golden Age of Philanthropy Still Beckons: National Wealth Transfer and Potential for Philanthropy” 
Technical Report: Boston College Center on Wealth and Philanthropy, May 28, 2014)

Gartland & Mellina Group was formed by a team 
of professionals with an average of 25+ years’ 
experience within the Financial Services Industry. 
Our goals and operating objectives are:

• To partner with our clients as their “Trusted 
Advisor.” We support every engagement  
by leveraging our business knowledge 
with our operational and technological 
experiences to drive cost-effective and 
revenue-enhancing solutions.

• To be fully accountable to our clients. Every 
Partner within our organization is assigned 
to an account and is an integral part of the 
delivery team and an active participant on 
every engagement for that client.

• To collaborate with leading-edge technology 
companies. We work towards transforming 
their offerings into viable, profitable and 
operationally efficient solutions for our clients.

Headquartered in New York. Clients around the 
globe. The financial world is truly global, and GMG 
is well-positioned to meet your company’s  
global needs through our management 
consulting practice and its network of worldwide 
alliance partners.

Our Mission
Our mission is to apply our industry knowledge 
and wide range of experience to deliver viable, 
measurable, and lasting client solutions.  
At GMG, we inspire commitment, innovation 
and teamwork while providing efficient and 
effective strategies, which enhance our clients’ 
opportunities for success.

Our Approach
We are a Management Consulting Organization that 
provides a variety of services through a “Practice 
Structure”. Each practice is staffed by professionals 
who have extensive industry knowledge, diverse 
experiences and backgrounds, and program 
management capabilities, which lead to innovative 
solutions and viewpoints from different angles.

Our Responsibility
The work we perform and how we accomplish the 
work have lasting impacts to not only our clients, 
but also to the broader communities and various 
markets in which we operate.  
In addition to providing sustainable solutions for 
our clients to help them better serve their clients 
and communities, we invest in our own local 
communities through philanthropic initiatives and 
volunteering activities.

ABOUT GARTLAND & MELLINA GROUP
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