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Challenges

In a competitive financial market, advisors are under pressure to provide personalized services to their clients
proactively equipped with relevant information and solutions. With a growing volume of clients to advisor ratio,
the challenges are multi-dimensional:

Financial advisors (FAs) spend 50% of their time with existing clients. Out of which, 80% of their time
is spent on meeting preparation with only 20% left for client engagement. There are multiple
challenges that FAs face:

@@ Organizational complexities with fragmented data residing in disparate systems.

1=
N—
__I%

=

Lack of real-time and collated data availability.
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Lack of simplified and summarized insight availability.

Absence of enhanced digital experience.
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LTIMindtree’s solution

LTIMindtree's Wealth Advisory Assist solution leverages Al and generative Al-led inferencing, offering
real-time portfolio impact analysis. It supports decision-making processes, providing financial advisors
with a "single lens" for a real-time overview of internal and external information summarization. Our
solution is platform-agnostic with industry-leading features like unified messaging and seamless
integration into both upstream and downstream systems through Al inferencing. The platform
delivers a digital, 360-degree personalized customer user experience in real-time, along with features
such as private meeting collaboration and information summarization. This uniquely differentiated

solution caters to a diverse range of personas.

Key benefits

@ Enhanced client meeting preparation and prioritization, resulting in a 60% increase in
{} financial advisor (FA) productivity.

LYy Customer outreach with trusted advisory services addressing point-in-time queries led to improved

\& Customer Satisfaction Scores (CSAT) and retention rates.

D) Delivered personalized, contextual 360-degree view of portfolio impact based on external market
news, sentiments, and relevant research report summaries.

Ensured compliance with regulatory standards and maintained robust governance.
32:@ Conversations between FAs and clients are recorded and audited to ensure information

security and compliance.




One-on-one hyper-personalized
customer touchpoints
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Mindset shift Move from sales-driven group campaigns
to targeted, personalized service for HNIs

~
Traditional Sales Driven 1:1 Personalized Value Driven
; Starts by selecting a product . Starts by selecting a customer to
Sales First to communicate about 9 Customer First communicate with.
Uses messages designed to sell . Uses messages designed to solve problems,
Offer products and services to customers. —  Actions like sales, service, retention, and nurture.
S t Assign customers into groups based 9 One-To-O Personalizes CX around the needs of a single
egmen on similar attributes and behaviors ne-lo-Uneé individual and empathy
i . Delivers an action to a single individual
Batch Delivers an offer to a group of Real Time A g ,
customers, when the business is ready. 9 when that person is ready.
Relies on deterministic business rules 1o 9 Uses adaptive models to pick the most relevant
Rules-Based Py . . Al Driven actions based on internal and external Market
eliminate targets from the campaign audience. signals of having customer 360.
3 ilize i i i . i ifies strategies across entire CX
Channel-Specific Utilize independent logic and strategies, Omnichannel One voice uni _ ,
P optimizing for channel specific KPI 9 optimized for all high-level KPI.
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Email us at info@Iltimindtree.com to know more.

@ LTIMindtree

LTIMindtree is a global technology consulting and digital solutions company that enables enterprises across industries to reimagine
business models, accelerate innovation, and maximize growth by harnessing digital technologies. As a digital transformation partner to
more than 700 clients, LTIMindtree brings extensive domain and technology expertise to help drive superior competitive differentiation,
customer experiences, and business outcomes in a converging world. Powered by 81,000+ talented and entrepreneurial professionals
across more than 30 countries, LTIMindtree — a Larsen & Toubro Group company — combines the industry-acclaimed strengths of
erstwhile Larsen and Toubro Infotech and Mindtree in solving the most complex business challenges and delivering transformation at
scale. For more information, please visit https:/Awww.ltimindtree.com/.




