PRIVATE EQUITY (PE) + MUTVAL FUNDS (MF) CASE STUDY

PROBLEM STATEMENT (PE)

How might we - streamline our internal deals subscription process in order

to grow our market acquisition of Bank of Singapore’s clients for

alternative investments?

+90% untapped client accounts for alternative investments in
the bank currently

X5 in potential AUM growth based on financial growth projection

of past 3 years

PROBLEM STATEMENT ( MF)

How might we - create a more impactful business by improving the

efficiency and scalability with data at the core of advisory and an all-in-
one digital platform to create seamless access to information.

‘20,000 hours/yr can be saved fro

m digging information so

that RMs can focus more on sales activity instead

Regulatory errors will be reduced by implementing our in

house suitability risk engine

WHAT PROBLEMS ARE WE TRYING TO SOLVE?

“Unavailable forms to sign digitally...”

“600-pages PDF documents to pack and share with clients”

“No standard means to track clients’ investment preferences”

“Paper sign-up process takes up to 1 week”

“Numerous excel spi

|

maintained

“FOs spend in average 1 hour on searching product information from

m

ultiple sources for each deal”

“FOs easily miss regulatory data and manually conduct suitability

m;

atching ”
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TARGETED SOLVTION WITH 100% DIGITAL PLATFORM
<1 day per subscription process

ENTICE ENTER ENGAGE EXECUTE EXTEND

Product advisory and client
introduction to PE & MF baged on
rigk exposure and investment
timeline

Product curation and onboarding,
product sharing via one-stop
platform

Client browses and reviews
products on platform, decides on
investment

Self-gervice digital signing

After-sales support and

process & order ution

portfolio ps
tracking on same platform

~0 hrs for RMs with

~Paper-free = hassle

self-gervice for clients

free!

1 RMFE & CFE, integrated portfolio

1 analytics tool, automated email
otifications

~ On-demand

INCREASING REVENVE GAINS FOR PE + MF

PE has relatively higher upfront fees with long-term recurring revenue (> 10 years)
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After-gsales analytics
dashboard / alerts
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Self-service access to
product info,
investment ideas

Secured and instant
communication with
RM support

Personalised watchlist
and on-demand
updates
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