Wealth Management FinOps 	
A periodic read for operators, CFOs, and PE teams navigating growth and M&A.

Issue #1: What is Wealth Management FinOps?

First, why this newsletter series and why now?
Quick question before we get into it. What is $40 Trillion worth to you?
That is, by some measures, approximate amount of wealth being transferred from baby boomers down, over the next twenty years - materially more than current US GDP!
Money talks, and so the growth opportunity and broader RIA succession planning is how Wealth Management M&A came to be one of dominant themes in financial services over the past few and next several years.
In first quarter of 2026, according to DeVoe RIA Deal Book[endnoteRef:1], 93 transactions closed, 24% up year on year, with greater  number of $1Bn-$5Bn firms coming onto the market. Diving deeper into the numbers, there is ever stronger buyer demand at the upper end of the market, $1Bn plus in AUM. While reasons for M&A on sell side include limited capital to fund organic growth, technology that has not kept pace with client expectations, and internal succession affordability issues, the buy side goes back to market opportunities arising from the great wealth transfer and broader worry that AI disruption will go beyond mass affluent into HNW and UHNW market.   [1:  https://www.wealthmanagement.com/ria-news/devoe-ria-deals-become-more-concentrated-at-the-top-in-q1] 

While these ‘AI-ate-my lunch’ worries are overblown, especially on U/HNW side, where accountable judgment and behavioral coaching for RIAs remains critical, the reality is that enterprise level quality operations are essential to continued development of RIAs.
Enter the Wealth Management FinOps. We are going beyond cloud cost management, to broaden enterprise-wide view of how RIAs, and specifically HNW and UHNW, should address the challenges through ‘buy, build, borrow’ strategies in finance, operations, and technology. 





Issue 1:
What is Wealth Management FinOps?


When you think about the term, what comes to mind?
The term FinOps usually means cloud cost management. That's not what we mean here. That's what the term usually means in enterprise software circles. Tracking AWS spend. Optimizing infrastructure budgets. A team of people arguing over unused EC2 instances. 
That's not what we're talking about here.
So, what is Wealth Management FinOps? It's the work of getting your finance, operations, and business teams to function as one unit — to go after synergies and build needed to successfully execute on Wealth M&A. To deliver against deal multiples, scale the business.
Advisory firms operate above the problem. Technology firms operate below it. Finance leaders inside the firm are overwhelmed running the current state. Typically, in WM firms, nobody is in the middle, internally, connecting the dots and the departments in a deep, transformational way — translating deal logic into operating architecture, connecting systems to processes to controls, making the finance function ready for the next acquisition before the last one is finished.
When we use the term 'Wealth Management FinOps,' we mean the operational discipline of aligning finance, operations, and technology inside wealth management companies to deliver bottom line impact, not cloud cost management. Discipline and cross-departmental teams that deliver cleaner data, better governed and controlled processes, integrated systems, and  infrastructure that keeps pace with M&A activity and business growth.


What is the opportunity?
Consider a $100m M&A deal, equating to ~15x multiple paid on target firm EBITDA. That is ~$6.5m per 1x of EBITDA in purchase price. Consider that an average synergy on such a deal is 4x, which is ~$26m total in this example. And that up to 20% of that synergy, on average, is in operations, technology, and finance integration in the 1-2 years post-deal close. That is ~$5m on the table, which usually is not as closely tracked as everybody focuses on the other ~80% in mostly RIA revenue and AUM growth synergies these types of deals call for. Which also has part dependencies on technology, operations, and finance. That easily adds up to 25% of deal value leakage and that is Wealth Management FinOps looks to address and minimize. While scaling the operations for future acquisitions and growth.
In most wealth management firms, especially those growing through acquisition, this is not the default state, the ability to connect all the department to deliver the deal value. Firms buy, build, and/or borrow to deliver value. There are a lot of credible third parties that can help define firms what to do post deal close. The challenge is in ‘How’ to do it and then doing it repeatedly. Business is chasing new AUM. Finance is closing the books as opposed to providing better controls and more insights. Ops are somewhere in between, managing exceptions that have been running for so long they've been mistaken for process. Technology is in the mix, enabling some but not all improvements.
The work of Wealth Management FinOps (WM FinOps’)  is closing that gap. Cleaner data. Faster closes. Revenue that gets billed correctly. Controls that don't fall apart when the next acquisition lands. 

What it's not
It's not a technology implementation. Technology is an enabler — AI included — but layering automation on a messy process gives you a faster messy process. The process comes first. Simplified, defined, with a named owner and a clear deliverable. Then you automate.
It's not a committee. Lots of cross-functional representation in the rooms where key decisions are not made. Progress measured in meeting frequency rather than outcomes. WM FinOps is about better governed processes, from how compensation framework is set up and managed, to how client billing and vendor onboarding is governed, and how reporting is done, fast and with insights.
And it's not third-party advisory led. An advisor will document what's needed – better client information, faster billing cycle, more insight in business performance. An operator has usually fixed it before, and now with WM FinOps will fix it again. WM FinOps operators go after developing the platform to address the needs, and while third party advisors will help with ‘What,’ FinOps operators go after ‘How.’

How does it work in practice?
As mentioned before, up to 20 percent of deal synergies in a wealth management transaction sit in the ops and tech stack. Not in headcount. In process gaps, system mismatches, and finance infrastructure that wasn't built to survive integration.
Both sides of the deal have skin in this game. Sellers want to show a clean, scalable operation — because buyers with good diligence teams will find the gaps and reprice accordingly. Buyers want to know what they're actually integrating, before Day 1, not after.
When the deal is signed, and before it is closed, teams typically have a good idea of where the value will come from. About 60-70% from AUM and revenue growth (and related comp synergies). Another 10-20% from the real estate consolidation, if the target is large enough and has a big office footprint. And then ~20-30% from all else, including technology, operations, finance.
When going after the 20-30% from ‘all else’ the challenge becomes more ‘how’ than ‘what’. Consolidating Ownership matters more than tooling. Bill-to-receive. Record-to-report. Source-to-pay. Each process needs a clear start, a clear end, and one accountable person or a team. Advisors can help, but internal ownership is the key. And knowing ‘How’ to do it, is the key. Ambiguity at the handoff and/or lack of clear targets and timelines is what contributes to value leakage. Bringing in project management helps, but ultimately sequencing the work, defining the fixes is all needed. Streamlining billing? It is easier to automate billing process than to change billing method. Introducing expense management? It is easier to automate expense processing with AI than to clean up vendor onboarding. Financial reporting faster? Yes, if chart of account is aligned between management and financial reporting. All are seemingly easy to fix, yet typically they add up to delayed progress and hidden value loss, showing up on the financials several quarters later. 
Progress gets measured in outcomes, not activity. Processing time cut. Error rates down. Days to close reduced. AI introduced, where it makes sense. Progress measured, failures accepted, if they are learned from. More on that in the following issues, one example at a time.


What is next?
This is Issue #1.  Issue #2 will expand on six principles of WM FinOps.
Then, over the following six issues, we'll work through the operating principles that underpin WM FinOps — explaining the logic behind every decision we've seen make the difference between an integration that holds and one that unravels. Six principles, each one with a live example. We will start the six principles series by digging into billing and revenue operations — where wealth management firms lose the money by billing inaccurately, not collecting on time, reconciling too much, and now having relevant and timely analytics to track and incentivize further revenue (and AUM) growth.
If something here resonates, or your firm is mid-integration, and the finance function is showing strain — start with a conversation. Reach out to us at🔗 finopspartners.io or to inquiries@finopspartners.io.  We look forward to hearing from you!



