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Client Profile & Business Context. Digital
transformations in the FinTech domain are all
about challenging the status quo & accelerating

technical innovation.

Client Profile: North-American FinTech group founded in 2014 specializing in digital

wealth management and building powerful and intuitive technology for financial

advisors. They serve over 15,000 users across 1,500 firms with over $600 billion in

network assets.
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My experience with the
RIA Solutions Group team
has been that they’ve
been able to quickly
understand the business
domain and then use that
knowledge effectively

in our application
development efforts. I've
worked with a number of
remote devshops and the
RIA Solutions Group is one
of the better ones in this
respect.

— CTO

riasolutionsgroup.com
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High-quality development, top-notch
skills, and seamless collaboration
characterize the client’s partnership
with RIA Solutions Group. The team
has become fully integrated with

the client’s onsite development

team, joining meetings, working
after hours, and taking ownership

of tasks as needed. I appreciate

their willingness to drive direction.
They can contribute to architectural
decisions, have ownership, and

lead the way without me holding
their hand. Compared to my past
experiences, they’re terrific. It’s been
a joy working with RIA Solutions
Group; I wish them great success.

— DEVELOPMENT MANAGER

Cluteh

This review it’s available online on RIA Solutions Group
profile page on clutch.com. Please click here to visit the page.



https://clutch.co/profile/ria-solutions-group#review-1441472
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Challenges. Enable financial advisors to serve
traditional wealth management clients.

Being a pioneer in digital wealth management technology, our client envisioned a
solution that would enable financial advisors to serve traditional wealth management
clients and fully digital clients entirely from a single platform.

As a digital acceleration partner, we supported the customer in their journey and

successfully overcame the following challenges:
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Our Approach & Solutions. We have been
a highly trusted technology partner to our
customer for over two years

and, through this exciting shared journey, our teams have proven that we greatly
and passionately serve our mission of redefining the experience of working with a
software development provider.

Our passion for technology, drive towards excellent results, and high degree of
alignment with customer goals and objectives complemented our client’s internal
capabilities and significantly accelerated the pace of progress and speed of delivery.

The solution we contributed to is a CRM that thinks like an advisor, a platform that is
focused on financial planning and on allowing advisors to manage relationships with
simplified, streamlined workflows. The CRM involves the following functional areas:

01 Centralized client information
capturing important client demographic
and financial information in one place.

02 Workflow automation
managing workflows to ensure tasks
are communicated and completed.

03 Reporting
creating helpful internal reports and
providing attractive reports to clients.

04 Customized search
ongwith utomised seareh critntn. CRM
05 Key integrations . that thl.n ks
reliably capture client financial data I I ke a n ad‘"so r

from top technology providers.

The sections below describe these high level features in detail:

riasolutionsgroup.com
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Activity Tracking / FEATUREA

Keeping track of all tasks, activities performed, or any other notes related to a client.
From the most simple of tasks to the most complex, the CRM helps to ensure that the
right tasks are being completed by the right people at the right time.

Advanced Workflows and Automation / FEATUREB

The platform enables the possibility to easily manage the entire flow of a firm’s
processes from start to finish by easily automating to-do items at specific intervals
and setting reminders to keep employees on top of client service interactions.

O selected Select All Select Page Select None

+
+

UlActi...¥ Record Name Y Action Type Y Action Subject Y Action Note

13831 Thompsan Family Leatter Not assigned action no action requirad

13830 Hartfieid - Bob and Jane Note Note Note

13820 Holmes Family TO Veo Alerts Accaunt Closure If this is a single account b

account as closed on the |
thé positions in that accou
this has not been done thr
import. Un-check the Man
account on the Asset Tab
Account Action Sequence
terminating the relationshi
added the Ex-Client actior
Add a Category and any a
Tags.

13828 Andrews - George & Sally Gift to Client Who gift to: (Client or Spor
for gift: (example: birthday

Tamily) What gift: (exarmple

i certificate) Order or purch:
Workflow Setup and Edit cliant Add any Action Key

i Wendiow Canagosy ® Moy Mowamen. Status®  Active

§  Workfiow Name®

| WorkBow DescriptionTrigger

| Summary -

= o Epand A Colapse A
& (5] Acsoust Traater i - Dotsiy

riasolutionsgroup.com



RIA SOLUTIONS GROUP — CASE STUDY

Client Data Segmentation and Reporting / FEATUREC

Various search options allow users to quickly find exactly what they’re looking for

while forming the foundation for a wide range of reports. From meeting and client

summary reports to last contact and birthday reports, the tool gets a wide range

of pre-built reports with convenience. Additionally, reports can be expanded and

customized to fit any firm's needs.

Client Communication / FEATURED

Robust and intuitive tools help gather lists of contacts, helping advisors more

proactively communicate with clients. The ability to create email and letter templates

make it easy to create and send personalized correspondence in bulk, or to individual

clients. In addition, emails from clients are automatically imported in the client

history for future review.
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Customized Fields and Search /FEATUREE

The tool is built to store the unique types of information and data that an advisory
firm needs in their CRM. Data stored can be easily expanded by creating user-defined
fields with no need for additional overlays or coding knowledge.

Third-Party Integrations / FEATUREF

Integrations with 25+ portfolio custodians and financial providers allow the exchange
of data to reduce time and effort. Such providers include: Docupace, Evestnet,
MoneyGuidePro, OrionAdvisor Tech, Riskalyze, Schwab and many others. The system
allows easy update of accounts and positions through import capabilities, and sync
contact data to easily update information in various sites.
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ANALYSIS HISTORY

Example Partfaolio 2020-02-12 02:246:42 PM Maximize Performance DON, IWV, FTA, EFA
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The system integrates with numerous technical providers such as Citrix Share File,
DocuSign, LaserFiche, MyRepChat, Office365, WorldOx and many others. Throughout
these providers, Office365 and DocuSign are relevant for the complexity of flows and
the security challenges that are addressed in the application.

Outlook365 is meant to easily manage emails and compose correspondence to many
individuals in a contact list.

DocuSign enables the transfer of client data not just into a fillable PDF but then
directly queuing up the document for electronic signature. The client is using this
service in the digital onboarding of its clients, obtaining this the appropriate level of
compliance and security in electronic signature.

riasolutionsgroup.com
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Technologies. Below is the technology stack
used across the solution landscape.

Empowered by great technology choices we managed to support our customer into
creating a Cloud-enabled CRM, capable of integrating various portfolio custodians and
financial providers. To ensure all the business goals were successfully reached,

we used the following technology stack:

ASP.NET .NET Core Microsoft SQL Server Amazon S3
Amazon EC2 Elasticsearch Amazon ElastiCache Amazon Route 53
Amazon Cludfront Redis Kubernetes Docker

Helm Logstash Serilog Kibana

Git Bitbucket PHP Symfony
PostgreSQL DocusSign Office 365 Java

TestRail Selenium Cucumber

riasolutionsgroup.com
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Looking for a business solution? Find out
how we can put solutions like this to work
out for you. Get in touch with us.

US Headquarters European Headquarters
511 Shepherd Street 102 Bucuresti Street, Floor 3
Suite 203, Winston Salem, NC 27103 Cluj-Napoca, 400613, Cluj County
USA Romania

+1 888.803.8164 +40 264 442 440
contact@riasolutionsgroup.com contact@riasolutionsgroup.com
Tim Starets Andrei Chirila
tim@riasolutionsgroup.com achirila@riasolutionsgroup.com

Visit our website for more insight into our business and technical capabilities, what
fuels the energy behind our talent and other ways we strive to make an impact in the
lives of our customers and their businesses.

riasolutionsgroup.com

linkedin.com/company/ria-solutions-group

o R I A where IT happens
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