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The wealth management industry has always run
on a single, unspoken trade-off: the most valuable
service a firm can offer is also the hardest to scale.
For decades, growth meant hiring more advisors,
more compliance staff, more operational overhead
to match. That model has reached its limit. Global
assets under management are scaling faster than
the infrastructure built to serve them and the firms
still managing this growth through headcount alone
are quietly eroding the very margins that growth was
meant to protect.

This whitepaper explores how Agentic Al can reshape
the economics of wealth management by enabling
scalable advice, advisor productivity and advanced
client engagement with execution-ready capabilities
that deliver a truly unified approach across the firm.
Unlike generative Al, which responds to a prompt and
waits, agentic systems reason across data, coordinate
across systems and executes end-to-end closing the
gap between insight and action that has limited every
previous wave of automation.

But that capability is only as strong as the platform
beneath it. Architecture, not ambition, is what
determines whether a firm's Al investment compounds
into advantage or stalls in pilot mode.

tri.a.da defined

The Greek word “triada” (Greek:
TpLada, pronounced tree-AH-tha)

translates to “triad”, “trio”, or “trinity”.

It is the modern Greek noun for a
union, grouping, or set of three closely
related things or people.

Profile Software's ProfileOne provides an agentic

Al orchestration platform for all financial services
activities, with advanced capabilities in wealth
management to deliver fast, accurate and integrated
user and customer experiences. From autonomous
reconciliation to real-time client intelligence,
ProfileOne demonstrates what becomes possible
when reasoning, governance and execution operate as
one unified system rather than as disconnected tools.

This whitepaper introduces the Agentic Triada, the
three scarce strands of context custody, embedded
judgment and reasoning frontier that together
determine which firms will turn agentic Al into durable
competitive advantage and which will not.
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For decades, wealth management has sold a promise:
that the right advisor, with the right insight, at the
right moment, can change a client's financial future.
Delivering that promise at scale has always been the
industry's hardest unsolved problem.

Global assets under management reached a record
$147 Tn by mid-2025, projected to surpass $200 Tn
by 2030. Yet the infrastructure delivering advice to
that growing base of wealth has not evolved at the
same pace. The result is a widening gap between

the volume of demand and the capacity of firms to
serve it profitably. The signal from within the industry
is unambiguous: 62% of wealth firms believe Al
adoption will transform their business through speed,
automation and cost savings, yet only 27 % consider
the wealth segment to be leading other financial
services in actual adoption.

Five distinct forces are converging to push the
economics of traditional wealth management toward a
structural ceiling.

* Advisor Capacity — Advisors spend upwards of
60% to 70% of their time on administrative tasks,
leaving a fraction of their bandwidth for the advice
that justifies the relationship.

* Cost-to-Serve — Margin compression across

-

-

N
13% of wealth advisors say

administrative burden is the single

biggest obstacle to growing their
client book and yet only 1in 5

firms has a formal plan to address

it through technology.
J

client tiers is structural, not cyclical, as the cost of
servicing each relationship grows faster than the
revenue it generates.

Client Expectations — Shaped by platforms that
anticipate and act, today's wealth clients expect
their advisor to be equally proactive, contextual and
always available.

Compliance Load — Expanding regulatory
obligations across jurisdictions are consuming
advisory bandwidth that could otherwise be
directed toward serving clients.

Cybersecurity and Data Protection — Al-powered
fraud and sophisticated data threats are active
risks targeting client profiles wealth firms serve,
making platform security a structural requirement,
not an afterthought.

Challenges Facing Traditional Wealth Advisors

S
©e9

Advisor
Capacity

Cost To
Serve

Source: IBSi and Profile Software analysis

Cybersecurity and
Data Protection

Compliance
Load
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Layered across all five pressures is a generational
transition that will define the industry's next decade.
An estimated $124 Tn in wealth will transfer between
generations in the United States alone by 2048. But
this is not simply a story of assets moving hands. It is
a story of expectations changing entirely.

HNI's are not resisting the shift they are redefining
it. They arrive with sharper expectations, broader
financial complexity and less tolerance for generic
service. Most are open to Al-driven tools for research
and portfolio management, yet for the decisions
that carry real consequence i.e. estate structuring,
intergenerational planning, navigating concentrated
positions through volatile markets they expect an
advisor who is not just present but prepared. The
question is never Al or advisor. It is whether the
advisor they trust is equipped with the intelligence,

@ IBS intelligence
Global FinTech Perspectives

context and precision to manage wealth at the level
one deserves.

Across the Gulf, Europe and North America, the same
pattern holds clients expectations to intelligent,
proactive digital engagement without losing the
human advisor they trust. The balance differs by
region, but the direction is the same.

The platforms underpinning most wealth operations
today were built to digitise existing workflows, not
to anticipate, reason, or act. Automating the past is
not the same as enabling the future. The structural
ceiling facing wealth management is, at its core, an
architecture ceiling.

So, what does a model built for that reality looks like?

Agentic Triada: The New Economics of Wealth Management
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03| The Rise of Agentic Wealth Workflows

Agentic Al is redefining enterprise automation.

While generative Al responds to prompts, agentic

Al is assigned an objective and autonomously
determines how to achieve it—reasoning across
data, orchestrating workflows, coordinating systems,
and executing tasks end-to-end. Rather than simply
accelerating work, agentic Al assumes responsibility
for complete business processes managing decisions
and exceptions within established governance
frameworks. Where previous tools assisted, agentic
systems execute.

From Fragmented Data to 360 Intelligence
In most firms today, that picture is fragmented.
Portfolio positions sit in the wealth platform. Lending
exposure lives in core banking. Interaction history is
in the CRM. Behavioural signals are distributed across
systems that were never designed to communicate
with one another. The result is that the advisor walks
into every client conversation knowing part of the

g The average wealth management
client receives proactive outreach
from their advisor fewer than
4 times per year.

Firms deploying agentic Al report
increasing that to over
20 contextual touchpoints
annually without adding

N headcount.

story. The rest remains invisible and Al-generated
recommendations built on incomplete data fail at
the moment of delivery, analytically coherent but
commercially incomplete.

Agentic Al Across the Value Chain

Value Chain Agentic Al in Action

Prospecting & Acquisition

Client Onboarding . .
personalizes journey

Financial Planning & Advice . .
time recommendations

Portfolio Management . )
scenario modelling

Compliance & Risk .
anomaly detection

Client Reporting & Comms

client outreach

Source: IBSi and Profile Software analysis

automates early engagement

Streamlines KYC/AML, integrates data,

Efficiency Gain

Identifies leads, personalizes outreach,

40-50% reduction in manual prospecting

50% faster onboarding; potential to double
annual client growth

Builds holistic client profiles, surfaces real-

25-35% reduction in advisory costs

Automates rebalancing, tax optimization,

40-50% reduction in operational costs

Automates surveillance, policy updates,

35-45% savings in compliance operations

Generates personalized reports, proactive

10—-20% growth in client base
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The productivity gains compound as firms deepens
their commitment. Early-stage adoption is where Al
functions primarily as an assistive tool and delivers
advisor productivity uplifts of around 32 %. As agentic
systems are embedded more deeply and governance
frameworks allow bounded delegation, that figure rises
to 57 %. At full Al-native maturity, where end-to-end
workflows run autonomously, productivity uplifts reach
103 %. At the industry level, this translates to between
$100 Bn and $350 Bn in potential additional annual
revenue capacity which is equivalent to servicing
between $10 and $35 Tn in additional client assets.

The Coordination Tax

Agentic Al does not replace judgment. It removes the
coordination tax that judgment currently pays. A firm
running 50 advisors with a five-person operations team
is not limited by the intelligence of its tools. It is limited
by how many workflows its operations team can actively
manage. Agentic systems change that ratio and that is
where the operational case becomes concrete.

This is not a new problem and agentic Al is not the
first technology sent to solve it. The previous wave
of robotic process automation was deployed against
exactly this challenge with consistent results: most
programmes delivered early wins and then stalled,
never scaling beyond a handful of automations.

The reason was structural, not technological.
Operational workload does not follow an 80/20 rule,

it follows a long tail. A small number of repetitive
processes sit at the head of the distribution and rules
handle them well, but most of the real effort hides in
the exceptions: idiosyncratic to each client, each fund,
each market convention. Rules must be hand-built for
every variant and the economics eventually force a
halt. The plateau was never a capability ceiling. It was
an ROl ceiling.

Agentic Al inverts that equation. Reasoning is a general
capability, not a per-case engineering project so the
cost of handling an exception that has never been

seen before falls from a development cycle to a single
step. The predictable processes at the head of the
distribution stay automated as before. Everything in the
tail gets absorbed without additional build. Real-world

IBS intelligence
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reconciliation deployments confirm this: most cases
resolve automatically and only a small fraction need
deeper reasoning. The tail, routed properly, is far cheaper
than the industry has assumed which is precisely what
makes the coordination tax finally collectable.

The Human Remains at the Centre
None of this displaces the advisor. It elevates them.

Around half of investors cite trusted investment
guidance as the single most important value an
advisor provides. 90 % are open to Al for research
and analysis. But the empathy, judgment and
accountability that define the relationship during
moments of uncertainty are market volatility, major
life events, intergenerational wealth transitions which
remain irreducibly human.

“Trust must be earned by both institutions

and customers before Al can play a larger

role in credit decisions.”
Najwan Alalawi, AVP FinTech Partnerships,

Mawarid Finance

The most capable agentic deployments are not those
that minimise human involvement. They are those
that direct it with precision: automating the process-
intensive work that does not require human judgment
and concentrating the advisor's attention entirely on
the conversations and decisions that do.

The question is no longer whether Al can elevate the
advisor. The evidence is clear that it can. The question
is what it takes to deliver that capability consistently,
at scale, across every client relationship a firm carries.

4 N\
The future is not Al vs. humans.

It is Al + Humans with machine
precision doing the heavy lifting,

human connection closing the deal.
\- Y
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04 | The Foundation Behind Agentic Scale

Agentic Al capability without the right platform
beneath it is potential without delivery. The question
wealth firms must answer is not whether to adopt
agentic Al, that decision is increasingly made for them
by competitive pressure. The question is whether their
technology foundation can carry it.

An orchestration layer is an active one pulling
compliance into the advice workflow, surfacing
engagement signals at the point of portfolio decision
and connecting execution back to the client record
without manual handoffs. The boundary between front,
middle and back office does not disappear. It becomes
invisible to the client and governed by design.

The Four Pillars of an Agentic-Ready
Platform
1. Connected Data Architecture
+ Unifies financial, behavioural and transactional
data across portfolio platforms, core banking,
CRM and compliance tools in real time
+ Gives every agent interaction a complete, current
client intelligence foundation
Eliminates the incomplete recommendations that
fragmented data inevitably produces

2. Governed Workflow Orchestration

« Defines what agents can initiate, what requires
human approval, what must be escalated and
how every decision is logged

+ Enables bounded delegation expanding agent
autonomy as trust is established and governance
frameworks mature

+ Makes agentic capability safe to deploy at scale,
not just in controlled pilots

3. Embedded Compliance Controls
Surfaces suitability flags and regulatory
requirements at the point of action, not after the
fact
Maintains continuous, defensible audit trails
across every automated workflow

4 I
Without a connected architecture,

Al insights stay fragmented.
Firms that cannot translate
intelligence into consistent,
governed execution will find their
Al investments generate reports

not outcomes.
- J

Reduces compliance cost while closing the gaps
that manual oversight processes consistently
leave

4. Front-to-Back Integration

+ Connects advice, portfolio management,
compliance, client engagement and execution
into a single governed flow

+  Ensures recommendations can be acted upon
end-to-end without manual handoffs breaking the
chain

+ Transforms partial automation which shifts
coordination burden into complete workflow
execution

The Four Pillars of an Agentic-Ready Platform
4 )

B
2. &
O—

Connected Data Governed Workflow
Architecture Orchestration

@

Embedded Compliance

v
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Front-to-Back

KControIs Integrationj

Source: IBSi and Profile Software analysis
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From just a Software System to an end-to- “The real barriers to agentic Al in wealth
end Operating Platform

When these four pillars are in place, the platform
ceases to be a system of record and becomes a
system of action. ProfileOne, Profile Software's agentic cost of ownership”
Al orchestration platform for financial services, is built
on precisely this architecture combining Al reasoning

with front-to-back integration so that intelligence does conversation that keeps CFOs and CEOs
not stop at insight. It executes. cautious”

management is not the technology. It's data

sovereignty and the uncertainty around total

“Unpredictable runtime costs are the

Ferenc Bole, Head of IT, National Bank of Oman

Case Insight: ProfileOne Agentic Reconciliation at a Nordic Fund Administrator

Every claim about agentic operations can be reduced to a single question: does it hold up against live data?
ProfileOne's agentic execution layer was deployed by a Nordic fund administrator business on real daily
workloads daily securities and cash reconciliation, with every break investigated, resolved and documented to
audit standard. Before deployment, the process consumed one to two hours per day, per fund client, of senior
analyst time.

The system was validated across 85 reconciliation events spanning five trading days, covering all five break
classes encountered in production. It handled every real event correctly with no missed breaks. Measured across
the event set, 36 % of cases required no Al involvement, 34 % a single model call, 19 % multi-step reasoning

and 11 % deep reasoning confirming that automation identifies breaks, but only reasoning resolves them. The
outcome: reconciliation effort reduced from hours per day to roughly an hour per week per fund client, with
labour cost reduced by approximately three quarters.

Case Insight: ProfileOne in Practice from Client Intelligence to Execution

In client intelligence, a single query "Show me the 360 of Joe Black” returns deposits, loans, investments,
portfolio performance and contact history, pulled live from the wealth platform and CRM simultaneously. Not
from a cached data warehouse. Live, multi-system orchestration in one interaction. The advisor arrives at every
conversation with a complete picture and the time previously spent assembling it is returned to the relationship.

The Al-Driven Investment Decision Engine takes it further. Advisors receive a personalised investment proposal
built on live portfolio data, behavioural history, risk profile and current market conditions executable in a single
action. And for lending, ProfileOne’ s Conversational Lending Agent transforms loan origination into a seamless
end-to-end flow. A banker states the request the system handles customer identification, application pre-fill,
eligibility checks, compliance verification and submission automatically. The paperwork runs in the background.
The banker remains focused on the client.

n Agentic Triada: The New Economics of Wealth Management
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05| Road to Agentic Advantage

What Determines Who Wins: The Agentic
Triada

When every firm and every vendor can rent the same
frontier intelligence by API, what is actually scarce?
Value is migrating from systems of record which
hold where the truth sits to systems of action, which
execute the work that truth describes.

Durable advantage belongs to whoever fuses three
scarce strands into governed, production-grade
execution. The first is context custody privileged
access to the systems of record where operational

truth lives: positions, transactions, ledgers, client data.

Operational truth does not travel to the intelligence;
the intelligence must come to it.

The second is embedded judgment an organisation’s
earned knowledge of which exceptions matter and
what regulators and auditors will stand behind, built
into operators and audit history, not into models.

The third is the reasoning frontier the engineering
discipline that turns rented intelligence into governed
execution. Because the frontier moves continuously,
that command is a practice, not a purchase.

Each strand alone is a stranded asset. Most
enterprise Al pilots produce no measurable financial
impact; over 40 % of agentic projects are forecast

to be cancelled within two years; and practitioners
consistently rank integration with systems of record
and data quality as the leading blockers to scale.
Frontier technology without custody or judgment
produces demonstrations that cannot be trusted with
production write-back. Custody without reasoning

The Agentic Triada — Context Custody,
Embedded Judgment, and the
Reasonina Frontier

Context
Custody

Embedded
Judgment

Reasoning
Frontier

AGENTIC TRIADA
ADVANTAGE

only the convergence creates
a winner

\Source: IBSi and Profile Software analysis /

leaves the system of record exactly what it has always
been a store awaiting human action.

For institutions, this becomes a practical test. Any
agentic roadmap can be measured against three
questions: where does the operational truth this
system acts on actually live and who holds custody
of it? Whose judgment defines a correct outcome
embedded in the delivery, or assumed away? And is
the engineering production-grade, or a conversational
layer over an unchanged process? The strands take
years to build, and their convergence is not a window
that closes but a head start that compounds every
audited production cycle deepening the judgment,
enriching the context and hardening the engineering
into trust and workflow integration that latecomers
cannot simply rent or replicate.

“Frontier Al will not make domain software firms obsolete. As models become commoditised,

competitive advantage will shift to what cannot be replicated overnight: decades of domain

expertise, customer context, and institutional judgment. The winners will be those who

combine that foundation with great engineering, not those chasing the newest model.”

Stefanos Athanasiadis, MD Investment Solutions, Profile Software

Agentic Triada: The New Economics of Wealth Management



X Profile

Software

From Framework to Advantage: The Firms
That Will Define the Decade

The shift from intent to measurable advantage runs
through a single architectural principle: unification.
Agentic Al that operates across disconnected systems
produces disconnected outcomes. Agentic Al that

runs through a unified operating centre where data,
compliance, advisory workflows and execution share a
single governed layer produces something categorically
different: a firm that acts as one intelligence across
every client relationship, every channel and every
market condition. The client does not see the
architecture. They feel the difference in the consistency
of engagement, the relevance of advice and the
confidence that their wealth manager understands not
just their portfolio, but their life.

The firms that have already reached this operating
model are compounding an advantage that is structural
rather than temporary. Firms redesigning workflows
around agentic Al are growing AUM four times faster
and delivering operating margins of nearly 30 %, against
22 % for the rest of the industry. That gap does not
narrow through incremental improvement. It closes
through a different kind of commitment the one that
begins not with a technology decision, but with a
business one. And it widens with every quarter that
separates the firms that have made it from those still
deliberating.

Global FinTech Perspectives
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4 )
4 O C)/ reduction in client onboarding
O time, a 35% drop in compliance
operational costs & an average of 22% more
client relationships managed per advisor

reported by wealth firms that have fully

operationalized Al
o J

Metrics that Matter

When the architecture is right and the agents are
running, competitive advantage stops being a
technology question. It becomes a business one, visible
not in deployment announcements but in the metrics
that reveal whether agentic Al is genuinely changing
how a firm operates, serves clients and grows.

Future advantage in wealth management will belong
to the firms that operationalise agentic Al, not simply
those that adopt it. The difference between those two
outcomes is not the quality of the technology. It is the
quality of the commitment behind it. The firms that
make that commitment clearly and execute it with
discipline, will not just participate in the next era of
wealth management. They will define it.

What to Measure as Agentic Al Embeds

sﬁzi}
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Client
Satisfaction

Cost to Serve

Advisor
Productivity

Source: IBSi and Profile Software analysis

Compliance
Efficiency

Revenue per
Relationship
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About Profile Software

Profile Software

Profile Software is a financial technology company specialising in software for banking and wealth management
institutions. With a long-standing presence across global financial markets, the company develops software
solutions that address the operational, advisory and regulatory demands of banks, private wealth managers and
asset managers across Europe, the Middle East, Africa and beyond.

ProfileOne Platform

ProfileOne is Profile Software’s next-generation agentic Al platform built for financial institutions. It is designed
to connect fragmented systems, workflows and data across front, middle and back-office operations into a single
governed environment, enabling institutions to move from siloed processes toward a more unified Al enabled
operating model.

The platform deploys Al agents that reason across systems and enterprise data, coordinate multi-step workflows
and execute operational tasks autonomously. Governance, regulatory controls and human oversight are
embedded into the platform’s architecture, ensuring that automation operates within defined boundaries and
that every Al-driven action remains auditable and traceable.

ProfileOne can be deployed either as a standalone operating platform or as an orchestration layer above an
institution’s existing infrastructure, allowing institutions to consolidate operations without replacing underlying
systems.

Across the front office, the platform provides relationship managers and advisors with real-time client intelligence
and contextual recommendations at the point of client interaction. In the middle and back office, it automates
end-to-end operational workflows, reducing manual coordination and the risk of error. Throughout, human
oversight is applied where decisions require it, rather than uniformly across all processes.

ProfileOne is designed for financial institutions seeking to move from fragmented, manually intensive operations
toward a model where data, decisions and execution are connected within a single governed framework.

Agentic Triada: The New Economics of Wealth Management
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About IBS Intelligence

IBS Intelligence (IBSi) is one of the world's leading specialist FinTech research and advisory firms. Established in
the UK in 1991, IBSi has built a three-decade legacy of delivering independent, data-driven research and strategic
advisory services to global technology firms, consulting organizations, institutional investors and banks.

Through deep domain expertise and authoritative market intelligence, IBSi supports critical business, technology
and investment decisions across the global financial services ecosystem.

IBSi delivers a comprehensive portfolio of products and services designed to provide actionable intelligence
to decision-makers across financial services, technology, consulting and investment communities. Since 2009,
IBSi's research platform has tracked over 34,000 banking technology system purchases across more than 5,000
technology vendors and 11,000 banks, spanning 195 countries. This extensive intelligence base helps technology
firms refine market positioning, supports consulting and investment firms with sector insights and enables
banks and financial institutions to develop technology strategies, evaluate vendors and implement systems that
strengthen long-term competitiveness. For more information, visit www.ibsintelligence.com.
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