Case Study: From Early
Mover to Market Leader
in Private Wealth
Distribution

How an innovation partnership with InvestorFlow
turned a decade of private wealth expertise into
scalable, purpose-built technology

February 2026

) InvestorFlow



From Early Mover to Market Leader in Private Wealth Distribution

Executive Summary

The Challenge

A global private markets firm — one of the earliest large-scale
alternative asset managers to invest in private wealth
distribution — needed purpose-built technology to match the
complexity of the channel. Traditional institutional systems
couldn’t handle the volume, hierarchy, or workflows required
to manage thousands of financial advisor relationships across
wirehouses, RIAs, and private banks.

The Solution

Through a long-standing innovation partnership, the firm and
InvestorFlow co-built a comprehensive Private Wealth
platform spanning a purpose-built data model, advisor
intelligence layer, third-party data enrichment, sales and
marketing automation, and selective CRM data activation — all
designed specifically for the private wealth distribution
channel.

The Impact

The firm now operates with unprecedented visibility into
advisor relationships, dramatically improved operational
efficiency, scalable data infrastructure, and real-time reporting
— enabling accelerated capital formation through data-driven
advisor relationship management. This partnership didn't just
solve one firm's challenges; it helped shape InvestorFlow's
Private Wealth product for the broader market.

InvestorFlow co-built a
comprehensive Private
Wealth platform spanning a
purpose-built data model,
advisor intelligence layer,
third-party data enrichment,
sales and marketing
automation, and selective
CRM data activation — all
designed specifically for the
private wealth distribution
channel.
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Company Overview

A global alternative asset management firm operating
at significant scale across multiple investment
strategies has been a pioneer in private wealth
distribution, investing in this channel for more than a
decade — well before many peers recognized the
strategic importance of the wealth management
channel.

This early commitment to private wealth meant the firm was
among the first large-scale alternative asset managers to
confront the operational complexities of distributing private
market products through financial advisors, wirehouses, RIAs,
and private banks. While this early-mover position created
competitive advantages, it also meant they faced challenges for
which purpose-built solutions didn't yet exist.
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The Private Wealth
Distribution Challenge

A Fundamentally Different Operating Model
The firm's decade-long journey in private wealth O O O/
revealed a fundamental truth: the systems built for 4 - 5 O
institutional investor relationships were completely
inadequate for the wealth channel.

Private wealth could
account for 40-50% of the

The institutional model that the firm had refined over decades firm’s total AUM

with InvestorFlow was designed to enable fundraising and
relationship management with:
e 32,000 global endowments, pensions and other
institutional-grade investors
o Large direct commitments of $10M-$100M+
« Direct relationships with ClOs, capital allocators and
consultants
« Relatively stable personnel structures and decision-makers
« Manageable transaction volumes

Foreseeing a future where private wealth could account for 40-
50% of total AUM, the firm needed to think through a
technology approach designed to manage:
« Tens of thousands of individual financial advisor
relationships
« Smaller individual commitments of $250K-$S1M+
« Multiple layers of distribution organizations (wirehouses,
private banks, and RIAs), with complex regional, office and
team structures underneath
« Frequently changing advisor affiliations and team structures
e Massive transaction volumes
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Four Critical
Questions Emerged

As the firm’s private wealth business matured and
partnerships grew, four interconnected challenges
emerged:

1. Advisor Attribution:
Who's Actually Driving Capital?

The Problem
The firm had limited visibility into which advisors were
actively allocating versus not allocating. With thousands of
financial advisors across multiple wirehouse partnerships,
RIAs, and private banks, they couldn't easily answer
fundamental questions essential to their success:
o Which advisors are our top producers?
« Which high-potential advisors (large books, low allocation)
should we prioritize?
« Which previously active advisors are at risk of going
dormant?
« How should we deploy our regional sales teams?

Why It Mattered

Without clear advisor attribution, the sales team couldn’t
efficiently prioritize their time and resources. High-performing
advisors might not receive appropriate attention while
resources were spent cultivating relationships with advisors
who were never going to allocate.
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2. Manual Data: Why It Mattered
ST Thi | effort t:
Can Reconciliation Be More s Mantial eriort mean -
« Data was always out of date by the time it was
Accurate and Automated? ready
« Human error introduced inconsistencies that
The Problem constantly required rework
The firm faced time-consuming, manual ingestion, « Operations resources were consumed by

repetitive tasks rather than strategic work
« Leadership couldn't get real-time answers to

and reconciliation of intermediary data. Data
arrived from multiple sources — transfer agents,
wirehouses, custodians — in different formats, at time-sensitive questions
different frequency, with inconsistent naming

conventions.

The Reality
Operations teams spent significant time each
month:

« Downloading files from multiple sources

« Reconciling advisor names and affiliations

« Matching transactions to the correct funds and

legal entities
o Aggregating data across partnerships
« Building reports for leadership
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3. Relationship Management
System

Can the Institutional System Be
Used for Private Wealth?

The Problem

The firm’s institutional CRM was not fit for
purpose for the data model, data providers, and
workflows for the Private Wealth business.

The Mismatch

Institutional CRM systems were designed around:

« Company/contact relationships
« Large, discrete commitments

« Linear fundraising processes

« Direct LP engagement

@,

Private wealth has long required:

Firm — Office = Team — Advisor hierarchies
map how coverage and influence actually flow
across the wealth channel

Advisor wallet share, enriched with third-party
intelligence such as SS&C WalletShare, to
enable teams to prioritize coverage

Books in/out tracking to show true sales
momentum

Partnership-specific trade attribution
Wirehouse data integration to support scalable
ingestion and reconciliation

Campaign management to support coordinated
outreach across thousands of advisors
Territory and coverage assignment logic

Why It Mattered

Every workaround created to force private wealth
workflows into institutional systems added
complexity, reduced usability, and limited
visibility.
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4. Data Explosion:
Can Support and Capitalize on New
Data & Emerging Data Sources?

The Problem
Private wealth generates massive datasets due to
high transaction volumes, making data

management across partnerships extremely
difficult.

The Scale

« Thousands of individual trades per month,
resulting in inflows and outflows

o Hundreds of advisory teams across dozens of
offices

o Multiple wirehouse partnerships with
different data formats

« Complex re-attribution based on partnership
structures

« Historical data spanning years of relationship
activity

Why It Mattered
Existing systems couldn’t handle the volume:
o Queries took minutes or failed entirely
e Reports couldn't be generated on demand
« Pattern recognition required manual analysis
« Strategic questions went unanswered
because the data was inaccessible

The Business Impact
These operational challenges translated directly
into strategic constraints:

« Growth was difficult to scale - Each new
partnership or fund added exponential
complexity

o Opportunities were missed - High-potential
advisors weren't being identified and
cultivated systematically

o Resources were misallocated - Sales teams
couldn’t prioritize based on data-driven
insights

o Decision-making was slow - Leadership
questions took days or weeks to answer

« Competitive disadvantage was emerging -
Peers with better systems were winning
advisor mindshare

The firm needed a purpose-built platform that
understood the unique data model, workflows,
and intelligence requirements of private wealth
distribution at scale.
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The InvestorFlow Solution: A True
Private Wealth Infrastructure

The firm and InvestorFlow collaborated as innovation partners to
build a comprehensive solution addressing every layer of the private
wealth challenge. This wasn't simply a vendor-client relationship —
it was a partnership where the firm’'s deep private wealth expertise
combined with InvestorFlow’s technology capabilities, resulting in a
Private Wealth Distribution platform built on lessons learned and
best practices realized.

Implementation Approach
Rather than attempting to solve every problem at once, the firm and InvestorFlow
took a phased approach to implementation:

01 Foundation
Requirements gathering across Private Wealth and Investor Relations
teams, data deduplication and field mapping, and CRM organization
setup.

02 Build & Integration
Configure campaign management, integrate custodian trade feeds
and third-party data sources, build Books In/Out tracking and FA
tiering logic, and develop organizational dashboards.

03 Testing & Training
System Integration Testing with all 20+ connected systems, User
Acceptance Testing with the Private Wealth sales team, and change
management rollout.

04 Post-Launch Enhancements
Al Assistant for relationship intelligence, Investor Request Platform,
Investor Portal for LP self-service, and predictive analytics.
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The Architecture: Five Integrated Layers

Private Wealth Data Model
Advisor Intelligence
Data Enrichment
Sales & Marketing Automation

Selective CRM Data Activation

Layer 1

Private Wealth Data Model
InvestorFlow implemented the foundational data structure required
for private wealth operations:

Organization Hierarchy
« Wirehouse/RIA firms at the top level
« Offices and locations within each firm
o Teams within offices
« Individual financial advisors within teams
« Proper relationship mapping across all levels

Trade Aggregation
« Automated consolidation of trade data across funds, legal entities,
and time periods
« Proper attribution to advisor, team, office, and firm levels
« Partnership-specific re-attribution based on deal structures

Books In / Books Out
« Comprehensive tracking of advisor book composition
o Automated Books In/Out data feeds
« Position-level visibility into what advisors hold

360-Degree Channel Visibility
o Complete view of relationships, transactions, and engagement
across the entire private wealth channel
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Layer 2:

Advisor Intelligence Layer
With clean data in place, InvestorFlow built intelligence capabilities on top:

FA Tiering
« Systematic segmentation of advisors based on historical allocation
patterns, book size and composition, engagement levels, growth
trajectory, and strategic importance

Dormancy Detection
« Automated identification of advisors showing declining engagement
o Early warning signals before relationships deteriorate
o Systematic re-engagement targeting

Campaign Attribution
« Clear connection between marketing efforts and advisor response
« Measurement of event ROI, content effectiveness, and outreach impact
« Optimization of future campaigns based on what works

Coverage Logic
« Systematic assignment of advisors to sales team members
« Territory management based on actual capital flows, not just geography
« Visibility into team capacity and workload distribution

Contact Center & Job Monitoring
« Real-time tracking of advisor job changes, team moves, and firm
transitions
« Alerts when key relationships are affected by organizational changes

The Data Flywheel Effect
Together, these intelligence capabilities create a compounding data
flywheel that increases in value over time:
« Capture: Log advisor interactions, Books Out requests, webinar
attendance
« Analyze: Identify patterns (e.g. advisors who attend events but don't
allocate)
o Act: Target dormant relationships with personalized re-engagement
e Measure: Track conversion from Books Out = Books In = Trade
« Optimize: Refine targeting criteria and campaign tactics based on ROl
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Layer 3:

Data Enrichment
Rather than relying solely on internal data, InvestorFlow integrated
external intelligence:

3rd Party Data Enrichment
« Firmographic data on wirehouse entities
o Advisor team composition and hierarchies
« Market data on wallet share and competitive positioning

Custodian Feeds
« Direct integration with transfer agent systems
« Automated reconciliation of positions and transactions
« Elimination of manual data downloads

The platform integrates with 20+ systems spanning core trading and
operations (custodian platforms, fund accounting, workflow automation),
advisor platforms (LP portals, subscription management), sales and
marketing tools (marketing automation, event management, email), and
reporting and analytics infrastructure (Bl platforms, cloud data warehouse,
custom dashboards).
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Layer 4

Sales & Marketing Automation
With intelligence in place, InvestorFlow enabled action:

SmartLists
« Pre-built and custom advisor segments for targeted outreach
« Dynamic lists that update automatically based on advisor activity
« Segmentation based on any combination of attributes, behaviors, or
performance metrics

Interaction Logging
o Comprehensive tracking of meetings, calls, emails, and events
« Complete interaction history across entire sales team
« Context for every advisor relationship

Bulk Upload
« Ability to quickly onboard large datasets
« Mass updates to advisor information
« Efficient data management for thousands of records

Marketing Automation Integration
« Connection to email marketing platforms
o Personalized outreach based on InvestorFlow data
o Closed-loop measurement from campaign to allocation

Email and Engagement Capture

o Capture of advisor and partner email communication across coverage
teams

« Association of email activity to the correct advisor, team, office, and
firm records

« Complete engagement history to support coverage execution and
reporting

« Visibility of advisor communication alongside meetings, events, and
campaigns
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Layer 5: Selective CRM Data Activation
Recognizing that not all users need all data, InvestorFlow implemented:

Precise Data Control
e Role-based data access
« Regional filtering for distributed teams
o Product-specific views
« Compliance and privacy controls
« Performance optimization through selective data loading

This approach ensured users saw only relevant, actionable information while
maintaining system performance and governance requirements.
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The Impact: From Opacity to
Intelligence

Operational Transformation Scalable data infrastructure:
o Platform handles millions of transactions

without performance degradation

« New partnerships onboarded in days rather
than months

« Additional funds automatically integrated
into reporting

o Growth no longer constrained by system
limitations

InvestorFlow's implementation fundamentally
transformed how the firm operates in the private
wealth channel:

The firm gained unprecedented visibility into
advisor relationships:
« Single daily execution workspace showing
where to focus
« Complete history of every advisor
interaction and transaction
o Clear line of sight into which advisors drive
capital versus those who don't
« Real-time tracking of engagement trends and
relationship health
« Instant answers to questions that previously
took days or weeks

Automated data enrichment:

« Advisor profiles continuously updated with
third-party data

o Team structures and hierarchies
automatically maintained

« Job changes and organizational updates
flagged in real-time

« Competitive intelligence integrated into

. s s visor view
Improved operational efficiencies: advisor views

« Automation eliminated significant manual
data reconciliation time

« Reports generated in minutes rather than
days

« Data quality improved through automated
validation and enrichment

« Operations team freed to focus on strategic
work rather than manual processing

Real-time reporting:
o Leadership dashboards update continuously
« Sales teams access current data on mobile
devices
e Ad-hoc analysis possible without IT or
operations support
« Strategic questions answered immediately

The end result: Accelerated capital formation
through data-driven advisor relationship
management.
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Measuring Success
The firm now tracks measurable KPIs across three
categories to quantify the platform’s impact:

Operational Metrics

1.Data Accuracy: Elimination of manual
reconciliation breaks

2.Process Efficiency: Reduced time from Books
Out request to fulfillment

3.System Adoption: Percentage of the Private
Wealth team logging interactions in the
platform

Business Impact Metrics

« Advisor Coverage: Percentage of active
advisors with assigned relationship owners

o Re-engagement Conversion: Dormant advisors
who return to allocating capital

« Pipeline Velocity: Time from first interaction to
initial trade

« Campaign ROI: Capital raised per roadshow
and webinar investment

Strategic Outcomes

« Channel Diversification: Balance between
wirehouse and RIA allocations

« Advisor Retention: Tracking advisors through
firm transitions

« Early Fund Access: Increase allocations to
earlier fund vintages versus mature funds

« Competitive Intelligence: Benchmarking
against peers using market data

Competitive Advantages Gained
Beyond operational improvements, the firm
achieved strategic advantages that differentiate
them in the market:

First-Mover Insight

As one of the earliest adopters of sophisticated
private wealth technology, the firm gained early
visibility into Private Wealth channel growth
trends that competitors lacked.

What this enables

« Understanding which advisor segments are
growing versus declining

« Identifying and capturing emerging wirehouse
partnerships before competitors

« Recognizing product trends across the channel

« Anticipating regulatory or market shifts
affecting distribution

This intelligence informs not just sales tactics but
strategic decisions about where to invest, which
products to develop, and how to position in the
market.

Proactive Relationship

Management

The firm can now identify top producing advisors
to prioritize where to spend time, and at-risk
advisors before they go dormant.

The before state
« Reactive approach: realize an advisor stopped
allocating after 12-18 months of inactivity
o (Geographic coverage: sales teams assigned by
region regardless of advisor activity
« Limited intelligence: rely on individual
relationships rather than systematic data

The current state

« Proactive engagement: automated alerts when
advisor behavior changes

« Data-driven prioritization: sales time allocated
based on potential impact

« Systematic re-engagement: dormant advisors
targeted with specific campaigns

« Predictive intelligence: identify advisors likely
to increase allocation
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Territory Optimization

Rather than assigning sales coverage based solely on
geography, the firm can deploy regional teams based on
actual capital flow data.

Better data drives better
products, better products
drive better performance,

What this means better performance generates
« Sales resources concentrated where capital is actually more data
coming from

« Coverage gaps identified and addressed systematically

« Team capacity aligned with advisor count and activity
levels

« Performance measured against potential rather than
arbitrary quotas

Product-Market Fit

With comprehensive data on advisor preferences and
allocation patterns, the firm can launch new funds to
advisors with demonstrated appetite for specific
strategies.

The advantage

« New fund raises start with intelligent targeting rather
than broad outreach

e Product development informed by actual advisor
demand signals

« Fund structures optimized for channel distribution
requirements

o Pricing and terms calibrated to channel expectations

This creates a virtuous cycle: better data drives better
products, better products drive better performance, better
performance generates more data.
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The Innovation Partnership Model

This relationship represents more than a client implementation —it's an
innovation partnership that shaped InvestorFlow's Private Wealth product.

How It Worked

The firm brought:

Decade of private wealth operational
experience

Deep understanding of advisor relationships
and channel dynamics

Real-world requirements and use cases
Willingness to collaborate on product
direction

InvestorFlow brought:

Technology expertise and platform
capabilities

Private markets domain knowledge

Rapid development and iteration capacity
Vision for purpose-built private wealth
infrastructure

Together:

Identified gaps in existing solutions
Prototyped new capabilities

Tested features with actual users

Refined based on real-world feedback

Built a platform that serves this firm and now
benefits others

The Broader Impact
This collaboration with InvestorFlow has
influenced the entire private markets industry:

Validated the need for purpose-built private
wealth technology

Demonstrated the ROl of data-driven advisor
relationship management

Raised the bar for what's possible in private
wealth operations

Accelerated innovation by providing real-
world testing ground for new capabilities

Other GPs now entering or scaling private wealth
benefit from the infrastructure that this
partnership helped build.
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Key Success Factors

What Made This Partnership Successful

1. Mutual Commitment to Innovation
Both organizations approached this as a
partnership rather than a transaction. The firm
wasn't just buying software; they were investing in
building the infrastructure their business needed.
InvestorFlow wasn't just implementing a product;
they were co-creating the solution with a
sophisticated user.

2. Deep Private Wealth Expertise

The firm’s decade of private wealth experience
meant they understood the challenges at a
granular level. They could articulate not just what
they needed but why, providing InvestorFlow with
the context necessary to build the right solution.

3. Phased, Iterative Approach

Rather than attempting to solve every problem at
once, the firm and InvestorFlow took a phased
approach: start with foundational data model,
layer on intelligence capabilities, add automation
and enablement, and continuously refine based
on usage. This allowed value delivery at each
phase while building toward comprehensive
capabilities.

4. User-Centric Focus

Features were designed for specific user
personas: Operations teams needed automation
and efficiency. Sales professionals needed
actionable intelligence. Executives needed
strategic visibility. Compliance needed controls
and governance. By addressing real user needs
rather than theoretical requirements, adoption
followed naturally.

5. Data Quality as Foundation

The firm and InvestorFlow invested heavily in
getting the data right before building features on
top. Robust integration, validation, enrichment,
and quality controls created a foundation for
reliable intelligence and automation.
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Looking Forward

This partnership continues to evolve as private wealth

distribution grows in strategic importance.

Near-Term Roadmap

Advisor Hub Iterations:
« Enhanced whitespace analysis
« Improved targeting capabilities
« Additional automation

Al Assistant for Private Wealth:

« Automated extractions from documents
and communications

e Summarizations across the advisor
hierarchy (firm, office, team, advisor)

o Meeting intelligence and preparation

« Potential Teams agent integration for
private wealth workflows

Wallet Share Integration:
o Deeperintelligence on advisor book
composition from SS&C or FinTrx
« Competitive positioning analysis
o Market share tracking

Data Pack Integration:
« Additional third-party data sources
o Customer-driven enrichment requirements
« Continuous intelligence enhancement

Long-Term Vision

As private wealth distribution matures as a channel,
the firm and InvestorFlow are targeting Al-powered
capabilities resident in our other solutions,
including:

Predictive Analytics:
« Which advisors are likely to allocate to new
funds
« Early warning signals for relationship risk
« Opportunity scoring and prioritization

Prescriptive Guidance:
« System recommending next best actions
« Automated workflow suggestions
« Intelligent campaign targeting

Network Intelligence:
» Anonymized insights from across InvestorFlow
client base
« Industry benchmarking
o Best practice identification
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Key Takeaways

Private wealth distribution demands purpose-
built infrastructure. The systems designed for
institutional fundraising — no matter how
robust — cannot support the volume,
hierarchy, and workflow complexity of the
wealth channel. GPs that try to force-fit
legacy systems will fall behind.

Data-driven advisor intelligence is a competitive
differentiator. The firms that win in private wealth won't
be those with the best products alone — they'll be
those with the best visibility into which advisor
relationships drive capital and where to focus next.

Scaling private wealth requires operational

infrastructure, not just headcount. As the channel grows,

adding more people to manage manual processes is
unsustainable. Automation, enrichment, and real-time
reporting are the foundation for scalable growth.

The right technology partner matters. Purpose-built
private wealth infrastructure — developed through
deep collaboration with firms that have been operating
in this channel for over a decade — delivers value that
generic CRM platforms cannot.

Purpose-built private wealth
infrastructure — developed
through deep collaboration
with firms that have been
operating in this channel for
over a decade — delivers
value that generic CRM
platforms cannot.
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Next Steps

If your firm is entering, scaling, or optimizing
private wealth distribution, InvestorFlow can
help. Here's how to get started:

Request a Private Wealth Platform Demo

See how InvestorFlow's purpose-built data model, advisor
intelligence, and automation capabilities work in practice.
Contact your InvestorFlow representative or visit
investorflow.com to schedule a walkthrough.

Assess Your Private Wealth Readiness

Not sure where you stand? InvestorFlow can help you
evaluate your current systems, data infrastructure, and
operational workflows against the demands of the private
wealth channel.

Join the Conversation

Connect with our team at upcoming industry events to
learn how leading GPs are building their private wealth
distribution capabilities.

For more information, contact InvestorFlow at
investorflow.com or reach out to your account
representative.

For more information,
contact InvestorFlow at
investorflow.com or reach

out to your account
representative.
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InvestorFlow is an Al-powered front office suite designed specifically for fundraising, deal
team, and client services professionals in the private markets. With over a decade of
experience serving IR teams, InvestorFlow understands the unique challenges and
opportunities facing investor relations professionals and delivers purpose-built solutions
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