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Merkle Commentary

“In this 2015 edition of Marketing Insights Wealth Management, we examine the change in one of the 
most attractive sectors within financial services. Investments and Wealth Management offerings are 
essential to attracting and retaining high-quality, profitable retail bank customers. Mass affluent 
customers can typically represent 80% or more of the net income generated by retail banks, and they 
often regard their relationship with a provider of Wealth Management services as their most important 
financial relationship. Many retail banks are diversifying to double down investment more heavily into 
Wealth Management business. The additional investment is driven by greater growth prospects, lower 
capital requirements, and a higher return on equity (ROE) than most other retail bank businesses, hence 
their appeal to diversified financial services firms at a time when capital is viewed as more expensive, 
growth is hard to come by, and equity returns for the banking industry are close to the cost of capital.

“The mix of additional investments coupled with a new generation of investors has placed the Wealth 
Management industry in the midst of change. From low cost fee structures, to automated capabilities, 
the tools and services available to the new generation of investors today offer many advantages over a 
dedicated broker or financial advisor. The growth and general acceptance of mobile banking, social 
media, and everyday financial management are making it easier to learn and start investing. In addition, 
these technologies have brought new standards to the Wealth Management industry in terms of how 
advice and investment products are being delivered. These new investors will control an increasing 
share of U.S. retail assets over the next decade to come.”

Brian Campbell
Senior Director of Marketing Strategy 
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• The Wealth Management industry is in the midst of significant change. A new generation of investors and 
shifting demographics in combination with a challenging environment are making it harder for advisors to 
generate superior investment performance for clients.

• A new generation of investors is bringing new attitudes and expectations to the industry. Millennials are 
impacting the industry and forcing companies to revamp their marketing efforts. As the largest generation in 
history continues to accumulate assets, investment companies are working to promote a seamless experience 
across the digital channels, keeping in mind that convenience and speed are important to younger investors. 

• New firms and new business models are driving higher intensity of competition. Robo advisors are growing 
in popularity and present the potential for significant market disruption. Changes in technology and the needs 
of consumers are creating opportunities for new firms to grow market share at the extent of incumbent firms, 
while some traditional firms are partnering and buying smaller fin-tech firms. 

• A personal touch and catering to individuality. Investors have complex needs that change depending on their 
personal circumstances and comfort levels over the course of their lives. They are looking for someone who is  
willing to help build a plan for their entire financial life, not just investing alone. Firms that can create products 
and services people can customize to fit their own needs will benefit from this trend. 

• The investment world has been adapting to changes in technology and the needs of its customers. 
Investment firms that are creating engaging mobile content— whether educational games, serious research 
tools, or sophisticated trading tools— can grab some of the “down time” people increasingly like to avoid and 
use it to strengthen their relationships with their customers.
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Industry Updates
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North America Shows Continued Growth for High-Net-Worth Markets

Source: World Wealth Report 2015 (WWR) by Capgemini and RBC Wealth Management 
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HNWI Population, North America HNWI Wealth, North America

North America’s high-net-worth individual (HNWI) population grew by 8.3% to 4.68 million and their wealth by 
9.1% to $16.2 trillion, driven largely by strong equity market performance. North America continues to have the 
greatest amount of HNWI wealth, but was surpassed by Asia-Pacific in terms of HNWI population and now ranks 
second with 4.68 million (vs. Asia-Pacific’s 4.69 million) HNWIs.

HNWI Population: 4.68 million                                       HNWI Wealth: $16.23 trillion
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Ultra-High-Net-Worth Individuals in U.S. Account for Third of Global Wealth

Sources: Wealth-X’s Report: “American Ultra Wealth Ranking 2014-2015”;                                                                                                                     
www.luxurydaily.com/ultra-high-net-worth-individuals-in-us-account-for-third-of-global-wealthy-wealth-x

6

The U.S. has the world’s largest ultra-high-net-worth (UHNW) population and more UHNW wealth than any other 
country. The U.S. is also home to the largest population of billionaires in the world. There are more UHNW 
individuals worth $30 – $49 million in the U.S. than there are UHNW individuals of all wealth in any other country.

UHNW Population

UHNW Wealth
The U.S. is home to 69,560 UHNW individuals, more 
than any other country in the world. 

The United States’ ultra-wealthy population is defined 
as those with net assets of $30 million and above.



© 2015 Merkle. All Rights Reserved. Confidential

Ultra-High-Net-Worth Individuals in U.S. Account for Third of Global Wealth

Sources: Wealth-X’s Report: “American Ultra Wealth Ranking 2014-2015”;                                                                                                                     
www.luxurydaily.com/ultra-high-net-worth-individuals-in-us-account-for-third-of-global-wealthy-wealth-x
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• 65% of the U.S. UHNW population 
reside in 30 cities

• Top 5 cities are New York, San Francisco, 
Los Angeles, Chicago, and Washington

• California has the largest population of 
ultra-high-net-worth citizens, growing 
5% from last year, due largely in part by 
its tech and biotechnology businesses

• New York City’s ultra-high-net-worth 
individuals also grew in 2014 and has 
the largest wealthy population of any 
city in the world, but is only home to 
12% of the U.S. ultra affluent

• Florida’s ultra-high-net-worth 
individuals grew by 10.3%, due to 
strong growth in its financial and real 
estate sectors

The Richest States by UHNW Population
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Top 10 Largest Wealth Management Firms by Assets

Source: www.barrons.com/articles/americas-top-40-wealth-management-firms-1443243713
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According to Barron’s Ranking of America’s Top Wealth Management Firms, the top five spots on the list remained 
unchanged and accounted for over 64% of the list’s total assets. The biggest surprise came from Citigroup, which 
moved up two spots to #10, with a 19% increase in assets. For a full list click here.

Barron’s Ranking of America’s Top 10 Wealth Management Firms

http://online.wsj.com/public/resources/documents/PentaTop40WealthManagersTable.pdf
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Disruptive Trends in Wealth Management
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Source: “10 Disruptive Trends in Wealth Management" Deloitte (2015)

Deloitte identified 10 principal sources of disruption in the Wealth Management (WM) industry today. WM firms 
will need to adapt to these disruptors and find new ways to create value for their clients.
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The Rise of Robo Advisors in the Wealth Management Industry

Wealth Management start-ups are targeting high-earning (but not yet rich) Millennials through viral customer 
acquisition strategies, differentiating themselves through automated advising and lower fees. By keeping them 
engaged as they grow older and need to manage more cash, start-ups plan to have by that point, scaled up client 
services to better compete with the bigger players.
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While the traditional firms continue to draw 
multimillion-dollar clients, robo advisors are 
attracting “high-earning-not-rich-yet” clients. 
Betterment, Wealthfront, FutureAdvisor, and 
Personal Capital are among these new firms.

Startups differentiate 
themselves with lower fees 
than the incumbents.

Implications: With wide distribution capabilities and access to large pools of investors, established and well-
funded companies have the ability to develop in-house capabilities and/or partner with tech companies to 
create new expectations for the rest of the market.

Source: “Robo-Advisers Are Marching Into the Wealth-Management Industry" Business Insider (3/17/15)

Comparison of Advisory Fees Across Managed Portfolios:
Advisory fee as % of first $100k managed
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Catering to Individuality
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Source: Mintel Comperemedia

As investors’ needs change depending on their personal circumstances and comfort levels, they may fit many 
different profiles over the course of their lives. Companies creating products and services that people can customize 
to fit themselves and their own needs will benefit from this trend.

By offering a range of solutions that allow customers to 
pick and choose what fits for them at any given time, 
Fidelity is able to successfully attract customers and retain 
them as their investment profiles change over time.

Fidelity’s Future Timeline Facebook App intend to help 
customers envision the future and save for their goals.
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Gamification Fuses Entertainment and Education
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Source: Mintel Comperemedia

Implications: Investment firms that create engaging mobile content, whether educational games, serious research 
tools, or sophisticated trading tools, can grab some of the “down time” people increasingly like to avoid and use it to 
strengthen their relationships with their customers. These games and exercises would also help investment firms 
capture people while they learn and increase the odds that they will become customers.

Consumers of all ages buy into the idea of fusing entertainment and education, a trend that has emerged to make 
learning more fun. These online games help novices learn the general basics of investing and are available from both 
third parties as well as investment firms.
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Mobile Apps: More Than Just an Add-On Feature

The proliferation of mobile devices has made it possible for consumers to utilize every second of every day, including 
the time they might otherwise have spent in transit. This opens the door for investment firms to engage people 
even more via their mobile devices, whether through advertising, research, account access, or trading functionality.
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Source: Mintel Comperemedia

Implications: It is highly apparent that the customer experience within the mobile channel has increasingly become 
a game-changing competitive factor for marketers.

TD Ameritrade Speaks Directly 
About the Smartphone

Scottrade Introduces its New 
Mobile App, with QR Code

CMC Markets Uses a Tablet Visual, 
But Not Message

E*Trade Promotes a Specific 
Feature of its Mobile App
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Consumers Demand Omni-Channel Experiences
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Source: Mintel, Self-Directed Investing - US, May 2014 

37%
computers

6%
mobile

5%
tablet

Share of Investors That Execute More 
Than Half of Trades on Each Device

Implications: Institutions need to develop an omni-channel strategy that provides a consistent user experience and 
seamless transition across all channels. This will be crucial if companies want to increase their customer base, 
especially among younger consumers. 

“How important are the following features to you
when deciding which online investment company to use?”

According to Mintel data, 37% of self-directed investors execute more than half their trades on their computers, 
while 6% execute more than half their trades on their smartphones and 5% on their tablets. For investors between 
the ages of 18 and 34 who own a smartphone or tablet, the ability to access their investment account on their 
mobile devices is a must, with 80% saying the ability to track their account via a mobile device is important.



© 2015 Merkle. All Rights Reserved. Confidential

New & Noteworthy
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Citi Private Bank In View Uses Mobile to Fullest Potential

Source: BAI; American Banker
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Firms are continuing to refine their approach to effectively use online and mobile channels to deepen 
relationships with current clients and drive revenue. The use of online and mobile has expanded to Wealth 
Management, with examples that include booking appointments and conducting personalized communication 
(i.e., video chatting) through mobile apps.

Citi Private Bank’s app for customers with at least 
$25 million in net worth is a prime example of a 
bank using mobile to its fullest potential.
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Wells Fargo Adds Enhanced Digital Element to Connect Advisors with Consumers

Source: “Wells Fargo Taps Mobile to Connect Financial Advisors with Consumers" Mobile Commerce Daily (06/04/15)

Wells Fargo Advisors is bringing conversations with clients out of the office and onto mobile as it expands its 
Smart2Go application. Wells Fargo Advisors has made the mobile app accessible to more than 1,000 of its 
financial advisors who may use their personal devices to communicate with Wells Fargo customers. 
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Wells Fargo’s Smart2Go app offers a user-friendly interface 
for advisors to leverage when meeting with clients, and 
enables them to offer Envision plan reviews, read propriety 
research, review current account holdings, compare asset 
allocation models, and read branded Wells Fargo reports.



© 2015 Merkle. All Rights Reserved. Confidential

Betterment Automates Investing with SmartDeposit

Source: “Betterment Makes Investing Easier With SmartDeposit.” PRNewswire. July 14, 2015. 

This summer Betterment announced the release of SmartDeposit, a feature that intelligently checks in on a 
customer's bank account balance and, based on a customer's personalized settings, determines when it's 
appropriate to invest — automatically.
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SmartDeposit transfers money from a bank account into Betterment 
if the balance is above a set threshold, removing excess cash sitting 
in a low-interest bank account and putting it into a globally 
diversified portfolio of ETFs that's customized by financial goals. 
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Vanguard Group Expands “Personal Advisor” Service

Source: “Financial Advisers Don't Care About Millennials, and the Feeling Is Mutual" Bloomberg (05/11/15); Compermedia

In May, Vanguard Group expanded its “Personal Advisor” service to clients with more than $50,000 in assets. 
Previously restricted to clients with more than $100,000, the two-year-old service offers advice to clients via the 
Web and over the phone for 0.3% of assets per year, or $150 on a $50,000 portfolio. 

Vanguard’s move follows rapid growth by several new online investment advisors that charge similar fees for 
automated portfolios. 
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Vanguard offered guidance to 
its advisors on how to provide 
financial advice to affluent 
investors through its “Affluent 
Investor Research Report.”
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BlackRock Acquires Robo Advisor Platform FutureAdvisor

Source: “BlackRock Snaps Up FutureAdvisor: Could Wealthfront or Betterment Be Next?” Think Advisor (8/26/15)
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The $4.7 trillion Wealth Management giant BlackRock recently acquired FutureAdvisor, a robo advisor platform 
with $600 million under management. 

• BlackRock said in a statement that FutureAdvisor will “enable financial institutions to grow 
their advisory businesses by leveraging technology to meet a growing consumer trend.”

• “The acquisition of FutureAdvisor is an extension of BRS’ mission to help clients solve their 
most complex investment challenges through technology,” said Robert Goldstein, chief 
operating officer and global head of BlackRock Solutions. 

• Tom Fortin, head of retail technology at BlackRock, said the acquisition will “accelerate partner 
firms’ ability to serve the mass affluent in a convenient, scalable way.”
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Thank You!

merkleinc.com

Alison Berman
Senior Market Research Manager
aberman@merkleinc.com
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www.merkleinc.com
Twitter @merkleCRM
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