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Missed Opportunities: Re-onhoarding is a ‘WIN - WIN’

What is Re-Onboarding?

If your investment model and supporting services have not evolved in the
last 5-10+ years, then you are stuck in the past. Both managers and
providers are incented to evaluate existing relationships and take a ‘re-
onboarding’ approach to modernize their operating model, optimize
technology enhancements, and better manage costs and fees. Re-
onboarding is essentially about evaluating current investment services,
optimizing for todays needs, and building an ideal environment as if it
were a new setup, fit for purpose.

The idea of re-onboarding is gaining traction in the investment servicing
industry. Relying on outdated platforms or clinging to “the way it’s always
been done” is becoming inefficient. Many mangers and providers are even
using technologies that are no longer supported by vendors or IT teams
familiar with these platforms. Investment services were often
implemented years ago for many firms under conditions that do not
reflect modern operations and technological capabilities. In many cases,
firms adopted processes and technology meant for one asset type, to
solve for another, only because it was the closest solution for solving issue.

Benefits of Re-Onboarding for Asset Managers

Asset managers have an obligation and a fiduciary responsibility to
operate in the best interest of the investors. To fulfill this responsibility, it
is essential they establish a model that reduces risk, ensures high-quality
service, and promotes scalability and cost efficiency. Too often, managers
focus solely on provider fees year after year without taking a holistic view
of their service model, operations, and technology. While issuing an RFP is
one approach, exploring the benefits of re-onboarding within the existing
framework can have a greater impact and be implemented more
efficiently. Re-onboarding also allows firms to retain what works well,
avoiding the need for a complete overhaul or transitioning to a new
provider. The benefits for managers are substantial - not only does it
present economic opportunities, but it also facilitates service and
technology upgrades, enables the leveraging of additional provider
capabilities, and supports scalability and growth with a familiar partner.
Annual renewable contracts must be phased out as they merely kick the
can down the road. Managers should take proactive steps with their
provider(s) to keep up with the latest operations and technology
enhancements, ensuring that provider costs remain competitive and in
line with the market.

Benefits of Re-Onboarding for Service Providers

Service providers who overlook the importance of re-onboarding
should not be caught off guard when client RFPs surface. Re-
onboarding is a proactive approach to stay ahead of aging client
processes and technology. Often, managers will question why
incumbent providers did not introduce new solutions years earlier. As
the industry evolves with new tools for workflow automation, complex
processing, real-time reporting, and data management, it is imperative
for providers to transition their clients from outdated practices to the
forefront of technology. Sticking to old methods can hinder growth,
reduce profit margins, and worst of all, result in substantial losses and
expenses when issues arise that necessitate costly solutions. Annually,
companies lose millions due to outdated approaches and the
subsequent provider switches, high maintenance costs, and scalability
limitations that follow. Key benefits for providers include: 1) enhanced
client retention (avoiding RFPs), 2) reduced long-term costs, and 3)
improved scalability and sustained revenue.

Bringing an Independent View

Re-onboarding also involves gaining insights into the market and
understanding industry trends. Partnering with Aliter, which brings
extensive industry expertise and best practices, can accelerate the
process and help you avoid the typical challenges of a traditional RFP.

“We continuously challenge the status quo as
we look to develap solutions In Another Way”
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