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An overview of our approach…

Executive Summary

2

How can Nordea leverage its Nordic footprint and universal bank competencies to attract and retain Nordic 
Ultra-High-Net-Worth clients? 

Plan a path forward Elevate future leaders Transform banking

How can Nordea alleviate concerns 
surrounding multigenerational 

wealth transfer?

How can Nordea enhance client 
communication and 

intergenerational transparency?

How can Nordea foster 
collaborative and secure family 

relationships? 

1 2 3

Full service succession planning: 
Boldly reinventing the future

Leader building initiative: 
Fostering resilient next generation 

heirs

Digital banking platform:
Tailored for transparency

Impact: ~111m EUR revenue increase for UHNWI segment by 2030



Analysis



Executive Summary Insights Strategy Impact 4

Nordea must use its balanced strengths to capture wealth transition opportunities

Company Strengths and Market Trend Overview

Generational wealth transfer is a major shake up for firms…

7+ 4 in 5 
are likely to switch 

main wealth manager

34t EUR 
concurrent WM relationships, 

2x growth in 3 years

to flow down globally 
from Baby Boomers 

Takeaway: cash events, desire for consolidation, and dissatisfaction 
with current services all offer opportunities for new entrants  
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Nordea must use its balanced strengths to capture wealth transition opportunities

Company Strengths and Market Trend Overview

Generational wealth transfer is a major shake up for firms…

The great wealth transfer is the major event for both wealth 
managers and ultra-wealthy clients for the decade to come

Generational gap: children are not closely involved, unprepared to 
take over, have distinct goals

Legacy and family at stake: 70% of wealthy families lose their wealth 
by next generation, up to 90% lose wealth by the third generation 

7+ 4 in 5 
are likely to switch 

main wealth manager

34t EUR 
concurrent WM relationships, 

2x growth in 3 years

to flow down globally 
from Baby Boomers 

Takeaway: cash events, desire for consolidation, and dissatisfaction 
with current services all offer opportunities for new entrants  

…and ultra-high-net-worth clients
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Nordea must use its balanced strengths to capture wealth transition opportunities

Company Strengths and Market Trend Overview

Generational wealth transfer is a major shake up for firms… …while Nordea can win big with the right frameworks

The great wealth transfer is the major event for both wealth 
managers and ultra-wealthy clients for the decade to come

Strong foundation to impress the ultra-wealthy clients but a 
more tailored structure is needed

Regional expertise helps win over global players:
• Know-how in domestic markets, taxation
• Local networks of advisors and business leaders
• Impact and ESG investing 

Global scale helps win over family offices: 
• Wide range of instruments
• Strong governance; consistent quality 
• Data privacy and insights

Personal approaches are not fully in place yet to best 
serve UHNWIs:
• Bespoke portfolio building
• Dedicated point-of-contact
• Cross-department collaboration for client outreach

Generational gap: children are not closely involved, unprepared to 
take over, have distinct goals

Legacy and family at stake: 70% of wealthy families lose their wealth 
by next generation, up to 90% lose wealth by the third generation 

7+ 4 in 5 
are likely to switch 

main wealth manager

34t EUR 
concurrent WM relationships, 

2x growth in 3 years

to flow down globally 
from Baby Boomers 

Takeaway: cash events, desire for consolidation, and dissatisfaction 
with current services all offer opportunities for new entrants  

…and ultra-high-net-worth clients

Source: Raymond 
James, Capgemini

https://www.capgemini.com/us-en/insights/research-library/world-wealth-report/
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Business owners are the largest segment and most aligned to internal strengths

Consumer Segments

Nordea can best address the multigenerational wealth transfer and build family relationships by targeting business owners who have an 
existing relationship with the Corporate & Investment Banking division

Professional Investor Business Owner Wealthy Non-Business Individual

Hard to satisfy

Ask: High risk appetite and agility

Wealth Transfer: Upcoming; less 
succession concerns  

Segment Size: Medium

Attractive target

Ask: Complex portfolio management 

Wealth Transfer: Upcoming; strong 
succession concerns, threat to legacy

Segment Size: Large

Hard to capture

Ask: Trusted advisory and planning 

Wealth Transfer: unlikely in near 
future

Segment Size: Medium

Aligned timing 
 Unaligned needs

Unaligned timing  
Moderately aligned needs
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Target customers have many pain points with current wealth management options

Consumer Experience Journey

Entrepreneur Erik

55 years old 

Business owner

Net worth: 
100m EUR

Switching WM

Inheritance Planning

Preservation

Erik keeps relationships 
with 5+ firms, but none offer 

standout experience  

Children not involved with 
portfolio and unprepared 
to take on family business

Wide range of offerings in 
established markets with 

a strong ESG portfolio
Erik and family want a clear up-to-

date understanding of their 
portfolio shares and relevant risks 

To become the first choice for the wealth transition among the ultra-wealthy, Nordea must address each pain point and provide a 
personalized, hassle-free experience 

Lack of First Choice WM

Lack of Transparency

Succession

Risk to Legacy and Heirs
Erik wants a conflict-free 

solution to inheritance of a 
complex portfolio

Lack of Family Support

Information Access

Father of 3
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Feasibility

Cold outreach 

Invest in AI wealth 
management tools

Major bolstering of 
concierge services

Expand to new 
geographic 
markets

Invest in additional 
client acquisition team

Comprehensive one-stop 
super-app platform

AI-enhanced behavioral 
finance tool

Introduce new major 
financial products

Digital portfolio overview 
platform for the full 
family 

End-to-end succession 
planning

A winning strategy involves maximum impact and feasibility

Analysis

Leader-building initiative for 
younger generation

CRITERIA 
CONSIDERED

Revenue growth potential: 
doubling by 2030

Competitive differentiation
Long-term client relationship 

building and retention

High impact and feasible to implement
• Building future leaders for business heirs
• Increased Personalization
• Awareness Campaign

1

2 High impact but difficult to implement 
given capacity 

3 Easy to implement but offer negligible 
impact to revenue goal

Legend

4 Low impact and difficult to implement 
given strengths and capability

Family-oriented options create lasting impact and fit 
well with dominant trends
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Feasibility

Cold outreach 

Invest in AI wealth 
management tools

Major bolstering of 
concierge services

Expand to new 
geographic 
markets

Invest in additional 
client acquisition team

Comprehensive one-stop 
super-app platform

AI-enhanced behavioral 
finance tool

Introduce new major 
financial products

Digital portfolio overview 
platform for the full 
family 

End-to-end succession 
planning

A winning strategy involves maximum impact and feasibility

Analysis

Leader-building initiative for 
younger generation

CRITERIA 
CONSIDERED

Revenue growth potential: 
doubling by 2030

Competitive differentiation
Long-term client relationship 

building and retention

High impact and feasible to implement
• Building future leaders for business heirs
• Increased Personalization
• Awareness Campaign

1

2 High impact but difficult to implement 
given capacity 

3 Easy to implement but offer negligible 
impact to revenue goal

Legend

4 Low impact and difficult to implement 
given strengths and capability

Family-oriented options create lasting impact and fit 
well with dominant trends

Key Takeaway

A winning strategy secures long-term business and brings continuity to clients by proactively 
involving the younger generation and offering a full-suite solution for families’ most pressing issue



Strategy
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The PET Strategy:
A lasting impact today for tomorrow.

01
Plan

Full Service Succession Planning

02
Elevate

Empowering the Next Generation

03
Transform

In-house Digital Platform
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Creating a new team structure for greater personalization

Succession Planning

Strategic Objective Re-organize team structure to include a dedicated investment advisor for personalization

Source: Citi.com

I want strong relationships 
with customer service that 
caters to me!

Erik 

Relationship 
Manager

Investment 
Specialist

Creation of an in-house “family office” 
strategy allows for personalized and intimate 
connections for UHNWI

Introducing Nordea Deal Teams

Allows for more agile navigation of the 
banking landscape with dedicated contact 
to other functions within the bank including 
investment banking, corporate banking, 
etc.

Requiring a report to the regional head 
allows for a dedicated and connected 
service withing the bank. With the entire 
team engaged more transparency and 
collaboration bolster client growth.

2Track Activity Reports to Regional Head

Case Study: Deutsche Bank Re-org

Used a re-organization of corporate structure to center around 
the client’s needs for agility and relationship management

1

“Creating meaningful, lasting connections”
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Full-suite succession planning is a must to create multi-generational relationships 

Strategic Objective Offer an end-to-end solution to solve succession needs of the ultra-wealthy

Succession Planning

Nordea Full-suite Succession Planning  ImpactRationale

59%
of entrepreneurs intend to hand down 

their business 
(with another 14% undecided) 

50%+
of household have no basic business 

succession plan (figures even lower for 
trusts and soft support structures)

73%
of households live across borders, 

making taxation difficult

Involve the whole family in the 
future of financial portfolio

Provide a seamless and 
transparent wealth transition for a 

complex portfolio

Collect information on family 
dynamics and preferences early 

Execute: optimize tax and 
compliance burdens with Nordea 
Succession Tax Desk
• Jurisdiction-specific advisory on 

inheritance tax and other burdens

Set up: family governance with Nordea 
Private Legacy Retreat
• Curated global getaway to facilitate 

succession discussions in a private, 
luxurious setting

Preserve: prevent wealth dilution across 
generations with Nordea Generational 
Trust Structures
• Manage governance and pool ownership 

across multiple heirs 

16
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Get the family together to make family governance and legacy planning easy

Avoid family conflict and ensure transparency in inheritance planning

Succession Planning: Set up 

Support Roles

Team

Nordea Private Legacy Retreat

Facilitated discussions to support mutual agreement

Legal advice on matters of inheritance, age, marital status

Family governance structures and informal support networks 
established

Hosted over a weekend in a destination shortlisted by family, 
costs included in succession planning premiums

Role Stage

Internal: central

Contract

Legal

Organizer

Relationship Manager

On-site

Remote

On-site Internal: client-specific

Personalization

For conflict-heavy families or those concerned about 
the process an option to contract a behavioral 
psychologist will be provided

Strategic Objective
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Establish trusts and holding companies to preserve familial wealth

Prevent uncontrolled wealth dilution following split of assets across generations 

Succession Planning: Preserve

Support Roles

Team

Nordea Generational Trust Structures

Customized wealth structures for each family

Living legacy funds: heirs receive staggered distributions 
instead of lump sums, with an option for performance clauses

Private investment holding companies: enable families to 
pool wealth for long-term control and management

Role Stage

Internal: central

Internal: client-specific

Legal

Investment Specialist

Relationship Manager

On-site/hybrid

On-site/hybrid

On-site Internal: client-specific

Personalization

For families where not all heirs want active 
involvement in assets a Reverse Heir Buyout 
Mechanism will be offered (e.g. a son buys out his 
siblings' shares in the family business)

Custom asset trusts locked away for long periods of time for 
generations down 

Strategic Objective
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Tailor strategies to satisfy philanthropy, tax, and compliance goals  

Strategic Objective Understand taxation rules across jurisdictions, ensure compliance, and optimize tax burdens

Succession Planning: Execute

Support Roles

Team

Nordea Succession Tax Desk

Optimize tax burdens across countries of residence and asset 
class

Explore philanthropy opportunities to create impact and 
receive tax benefits 

Educate family on inheritance taxes; plan expenses and 
transfers proactively 

Role Stage

Internal: central

Internal: central

Legal

Tax Specialist

Relationship Manager

On-site

Hybrid/Remote

On-site Internal: client-specific

Personalization

For families in Finland and Denmark a special 
education session on inheritance tax rates, charitable 
donation allowances, and philanthropy funds will be 
offered
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Full-suite succession planning is a must to create multi-generational relationships 

Strategic Objective Offer an end-to-end solution to solve succession needs of the ultra-wealthy

Succession Planning

Nordea Full-suite Succession Planning  ImpactRationale

59%
of entrepreneurs intend to hand down 

their business 
(with another 14% undecided) 

50%+
of household have no basic business 

succession plan (figures even lower for 
trusts and soft support structures)

73%
of households live across borders, 

making taxation difficult

Involve the whole family in the 
future of financial portfolio

Provide a seamless and 
transparent wealth transition for a 

complex portfolio

Collect information on family 
dynamics and preferences early 

Execute: optimize tax and 
compliance burdens with Nordea 
Succession Tax Desk
• Jurisdiction-specific advisory on 

inheritance tax and other burdens

Set up: family governance with Nordea 
Private Legacy Retreat
• Curated global getaway to facilitate 

succession discussions in a private, 
luxurious setting

Preserve: prevent wealth dilution across 
generations with Nordea Generational 
Trust Structures
• Manage governance and pool ownership 

across multiple heirs 

20

Continuity and Security 
for generations to come 

By offering an end-to-end wealth transfer experience Nordea 
preserves familial legacy and soothes succession anxieties of the 
ultra-wealthy
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The PET Strategy:
A lasting impact today for tomorrow.

01
Plan

Full Service Succession Planning

02
Elevate

Empowering the Next Generation

03
Transform

In-house Digital Platform
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Building a lasting legacy through the development of heirs

Nordea Elevate

Strategic Objective A legacy-building initiative that ensures UNHW heirs confidently take the reign of family wealth

Source: Citi.com

I want access to an exclusive 
network and develop 
meaningful connections

World Class 
Educators Peer 

Networking

Coaching and 
Education Partners

Introducing Nordea Elevate

“Building the next generation of leaders”

An annual weekend-long 
flagship summit featuring 
star guest speakers, 
workshops, networking, 
and cultural activities

1
Regional events with other 
Nordea Elevate members 
built around community 
and peer networking (3-5 
times a year)   

On-demand succession 
coaching and asynchronous 
educational content by 
partner institutions and 
third-party leadership

2 3Elevate Summit Elevate Connect Elevate Grow

Case Study: Citibank Latitude

Citibank Latitude attracts UHNWIs with exclusive access to a 
global network, tailored events, and high-value opportunities 

Sophie 
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Building a lasting legacy through the development of heirs

Nordea Elevate

Strategic Objective A legacy-building initiative that ensures UNHW heirs confidently take the reigns of family wealth

Source: Citi.com

I want access to an exclusive 
network and develop 
meaningful connections

World Class 
Educators Peer 

Networking

Coaching and 
Education Partners

Introducing Nordea Elevate

“Building the next generation of leaders”

An annual weekend-long 
flagship summit featuring 
star guest speakers, 
workshops, networking, 
and cultural activities

1
Regional events with other 
Nordea Elevate members 
built around community 
and peer networking (3-5 
times a year)   

On-demand succession 
coaching and asynchronous 
educational content by 
partner institutions and 
third-party leadership

2 3Elevate Summit Elevate Connect Elevate Grow

Case Study: Citibank Latitude

Citibank Latitude attracts UHNWIs with exclusive access to a 
global network, tailored events, and high-value opportunities 
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Building a lasting legacy through the development of heirs

Nordea Elevate

Strategic Objective A legacy-building initiative that ensures UNHW heirs confidently take the reigns of family wealth

Impact

Strengthened client loyalty and 
retention

Increased brand authority and 
differentiation among HNWI’s 

Enhanced client education and 
empowerment

Empowering tomorrow’s leaders with Nordea Elevate 

1

2

3

Elevate Summit

Elevate Connect

Elevate Grow

• Where?: Clarion Hotel, Helsinki, 
Finland

• Who is organizing?: Event managers 
from Nordea Elevate (2)

*Will not be held in the first year

Two-fold: 
• Education resource: Family Wealth 

Management: Advanced Financial Strategies 
(UPenn Wharton School)

• Connection service to third party succession 
and psychological counselling

• Who is organizing?: Education team (3)

• Where?: Expensive bars in each city 
(4)

• Who is organizing?: Event managers 
from Nordea Elevate (2)

• When?: Once a quarter for each city 
(16 in total)

24
Source: Venuu.fi
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The PET Strategy:
A lasting impact today for tomorrow.

01
Plan

Full Service Succession Planning

02
Elevate

Empowering the Next Generation

03
Transform

In-house Digital Platform
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Nordea’s full-service offerings, all in one place

Strategic Objective To offer UHNW clients a secure, all-in-one portal for wealth management, investments, and services

Nordea Infinity Portal: Easy Access, Extraordinary Impact 

Nordea Infinity Portal

Rationale Introducing Nordea Infinity Portal Features

The one-stop-shop for all your 
wealth management needs

Demand to view, manage and 
monitor wealth, with ease 

UHNWI’s want easy access tools 
for succession planning and 
alignment across generations

77% of UHNWI's say 24/7 
access through digital channels 
is essential

Sources: Capgemini

24/7 On-Demand Service1

Live Investment Updates2

Generational Access Menu5

Customizable Dashboard6

New Product Updates4

Event-Driven Impacts 3
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Nordea’s full-service offerings, all in one place

Strategic Objective To offer UHNW clients a secure, all-in-one portal for wealth management, investments, and services

Nordea Infinity Portal: Easy Access, Extraordinary Impact 

Nordea Infinity Portal

Rationale Introducing Nordea Infinity Portal Benefits

Demand to view, manage and 
monitor wealth, with ease 

UHNWI’s want easy access tools 
for succession planning and 
alignment across generations

77% of UHNWI's say 24/7 
access through digital channels 
is essential

Sources: Capgemini

Centralized consolidated 
wealth management tracking

Personalized insights leading 
to deep client relationships

Facilitation of collaboration 
and transparency across 

generationsThe one-stop-shop for all your 
wealth management needs
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Nordea’s full-service offerings, all in one place

Strategic Objective To offer UHNW clients a secure, all-in-one portal for wealth management, investments, and services

Nordea Infinity Portal

Real Time Investment Updates

Simple Weekly Recaps

Primary account holders are updated in real-time on their investment 
performance
• Tailored alerts mean personalized notifications on market changes or 

portfolio shifts, ensuring quick, informed decisions
• Exclusive market insights offer curated, high-level reports on global trends

Custom weekly recaps regarding performance, current events, and more save 
time and enhance decision making
• Investment strategy is analyzed against performance  and suggestions are 

received to relationship manager for tweaks
• Information on new investment opportunities (IPOs, exclusive deals) are shared
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Nordea’s Infinity Portal creates generational transparency

Strategic Objective To offer UHNW clients a secure, all-in-one portal for wealth management, investments, and services

Nordea Infinity Portal

Client Erik

Sophie (Heir)

As a dad, I want control over my hard-
earned wealth, legacy and security for 
my family’s future

I want clarity on my family’s wealth, and 
guidance and resources managing it

A gap in communication and alignment on wealth transfer 
hinders effective preparation for future generations

Pain Point

Generational Access Control Function
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Nordea’s Infinity Portal creates generational transparency

Strategic Objective To offer UHNW clients a secure, all-in-one portal for wealth management, investments, and services

Nordea Infinity Portal

Client Erik

Sophie (Heir)

As a dad, I want control over my hard-
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I want clarity on my family’s wealth, and 
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Pain Point
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Nordea can empower UHNW families through a transparent portal

Strategic Objective To offer UHNW clients a secure, all-in-one portal for wealth management, investments, and services

Nordea Infinity Portal

Access Controls

Primary account holders can customize 
visibility settings, controlling what heirs 
can see and change
• Account holders manage access of their 

assets to viewers ensuring privacy

Inheritance Transparency

Heirs have access to their share of 
assets, as viewable through 
parent settings
• Heirs receive real time tracking of 

assets
• Education and transparency 

empower heirs to manage wealth 
responsibly 

• Information on portal fed from 
inheritance contracts

Client Erik

Sophie (Heir)

I have built trust with 
my daughter and 
ensured she is well-
educated about her 
financial future

The Infinity Portal 
provides tools that 
empower my financial 
future 

Clear communication enables 
empowerment within UHNW families

Generational Access Control Function
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Nordea can empower UHNW families through a transparent portal
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Nordea addresses these pain points through tailored, innovative solutions

Consumer Experience Journey

Entrepreneur Erik

55 years old 

Business owner

Net worth: 
100m EUR

Switching WM

Inheritance Planning

Preservation

An easy, impactful, platform 
and full-suite solutions for 
Erik and his family make 

Nordea a 1st choice

Children are mentored and 
prepared to take on family 

businesses through 
Nordea Elevate  

Wide range of offerings in 
established markets with 

a strong ESG portfolio
Erik uses Nordea’s Infinity Portal to 

easily view his investments in 
real time, with 24/7 service

By eliminating key pain points and delivering a seamless, personalized experience, we’ve positioned ourselves as the
go-to firm for ultra-high net worth clients navigating wealth transition

Lack of First Choice WM

Easy-to-use transparent platform

Succession

Inheritors are Mentored
Robust family support and 

succession planning 
provided by Nordea

Robust Family Support

Information Access

Father of 3



Impact
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Implementation Finished

Quick Wins

What does it look like?

Implementation Timeline

2025 2026 2027 2028 2029

Internal Education

End-to-End Solution

Education Program 

Networking Opportunities

Track Data and Revaluate 
Program

Website Development 
Process

Data Collection and 
Tailoring

Scale Internal New Talent

End-to-End Solution Nordea Elevate Dashboard Decision Point

Start offering full scale services to UHNWI 

HR Requirements

Pilot Cohort

Onboard

1

Employing data into internal A.I. model to improve the accuracy

35

Hire new staff required for 
software development, 
internal education, and 
Elevate management

1

Add investment advisors 
to each UHNWI across 

Nordic region 
3

Reach out to first cohort 
of UHNWI next 

generation members
2

Key Drivers

Learning

1 2 3 3

2 1 2 1 2 1 2

2nd Cohort 3rd Cohort

View the success of the cohort and implement changes

1 2 3 4

Pilot Integrate into the value chain for all UHNWI customers
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Creating top-line growth

Implementation Timeline

36

Historic & Forecasted Revenue (Millions of EUR)Key Drivers

Organic compounded annual 
growth rate of 6.0% 

Increase in inorganic client growth 
by 143 customers 

Conversion rate of 6.0% by 2029 of 
legacy customers to succession

New customers favour succession 
services at over ~50% 

Achieve a goal of 111 M EUR in incremental revenue in 2030 through proper implementation by 2026

In 2027, key frameworks 
come online yielding 
heightened growth 
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Bulletproofing the Strategy

Risks & Mitigation

CRITERIA 
CONSIDERED

Impact to existing customer 
base

Impact to our long-term 
strategic goals

Risk Matrix

Impact

P
ro

b
a

b
il

it
y

Lo
w

H
ig

h

HighLow

3

2

1

Cybersecurity risks with new 
banking extension  

Pre-launch cybersecurity 
measures and hyper care 

period monitoring
1

Lack of consensus in family 
successor development

Early governance discussions 
to ensure successful 

transitions
2

Lack of engagement in 
leadership development 

programs

Structure mentorship and 
broader program based on 

early feedback
3

Risks Mitigation

3
2

1

Impact to our bottom line



An overview of our approach…

Executive Summary

38

How can Nordea leverage its Nordic footprint and universal bank competencies to attract and retain Nordic 
Ultra-High-Net-Worth clients? 

Plan a path forward Elevate future leaders Transform banking

How can Nordea alleviate concerns 
surrounding multigenerational 

wealth transfer?

How can Nordea enhance client 
communication and 

intergenerational transparency?

How can Nordea foster 
collaborative and secure family 

relationships? 

1 2 3

Full service succession planning: 
Boldly reinventing the future

Leader building initiative: 
Fostering resilient next generation 

heirs

Digital banking platform:
Tailored for transparency

Impact: ~111 M EUR revenue increase for UHNWI segment by 2030
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The four core learning outcomes of the next-gen program

Appendix #1

Nordea 
Elevate

Financial Education

Leadership and Succession 
Training

Networking and Mentorship

Psychological Readiness

Focus: financial literacy, alternative 
investment, ESG strategies

Format: dinners, seminars, workshops, 
online resources

Focus: corporate governance, decision-
making, managing family dynamics

Format: seminars, one-on-one 
coaching, simulations

Focus: peer to peer learning, 
mentorship from established UHNWI 
with an account at Nordea

Format: dinners, private summits, 
retreats, roundtable discussions

Focus: managing the pressure off taking 
on wealth, family expectations and 
personal legacy building. 

Format: personalized coaching, retreats
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Involving the next-generation of heirs early on

Strategic Objective A legacy-building initiative that ensures UNHWI heirs confidently take the reins of family wealth

Case Study: Citi Private Bank Latitude

Equips the next generation 

of UNHWI with the skills, 

network and mindset to 

manage their family wealth 

primarily in Asia

What is Nordea Elevate?

Building the next generation of leaders through… 

Educational content, social connection and personal 
development events and resources curated 
specifically for the next generation of UHNWI heirs. 

The opportunities include: 

1 2 3

Elevate Summit Elevate Connect Elevate Grow

Largest event with 

global attendance 

and most coveted 

speakers speak on 

important issues

Smaller regional 

events focused on 

building relationships 

and community 

locally  

Asynchronous 

educational content 

and accessible 

coaching services on 

the Elevate webpage 

Source: Citi.com

Appendix #2
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Moniker Partners is a leading advisory firm, specializing in providing top-
tier talent solutions to high-growth and complex businesses globally. The 
firm partners with companies to identify, assess, and secure leadership 
across various industries.

Third Party Retreat Planner
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Appendix #3

Source: McKinsey & Co, Capgemini 

Partnership Overview Program Overview

Welcome and Introduction: The family is 
introduced to the retreat’s objectives—preparing the 
next generation to take on leadership roles and 
steward the family legacy. An overview of the 
agenda is provided to ensure alignment of 
expectations.

Educational Workshops: Interactive workshops are 
led by wealth management experts, focusing on 
areas such as estate planning, family governance, 
and financial stewardship. These sessions equip the 
family with the knowledge necessary for effective 
wealth transfer and leadership succession.

Structured Family Discussions: Family members 
engage in guided discussions and role-playing 
exercises, addressing potential challenges in wealth 
transfer and leadership transition. This promotes 
understanding of individual roles and 
responsibilities within the family.

A key component of the retreat involves team-building activities that 
foster communication and strengthen relationships among family 

members across generations. The retreat concludes with a collaborative 
action plan, outlining next steps for implementing the succession strategy 

and ensuring a smooth transition of wealth and leadership.

https://www.mckinsey.com/industries/financial-services/our-insights/asia-pacifics-family-office-boom-opportunity-knocks
https://www.capgemini.com/us-en/insights/research-library/world-wealth-report/
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Nordea Elevate Pilot Program
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Appendix #4

Source: Capgemini 

Test Program Effectiveness
• Assess how well the educational content resonates with participants, 

whether they find it valuable, and how it contributes to their ability to 
understand wealth management and governance.

Gather Feedback for Refinement
• Collect actionable feedback from participants and families on 

curriculum, delivery methods, and program structure.

Ensure Engagement: 
• Test how engaged and interested the next generation is in participating 

and how they interact wit the content, coaches, and other participants.

Optimize Logistics: 
• Understand the logistics of the program — from scheduling to 

communication, platform usage, and participant support. 

Key Objectives Cohort Selection

Cohort Size: Aim for 5 to 10 families with a total of 
20-30 next-gen heirs. This group size allows for 
personalized attention and creates an environment 
where participants feel comfortable sharing and 
learning from each other.

Family Diversity: Select families with varying wealth 
types and structures, such as Family businesses and 
Cross-generational families.

Selection Criteria: Focus on families who are 
actively involved in succession planning and have 
the intent to transfer wealth across generations. 
Prioritize families with complex wealth structures 
where succession planning is essential for the next 
generation.

The pilot program for next-generation education in inheritance is a critical starting point for Nordea to establish and refine its in-house 
educational offerings. The goal of this pilot is to test key components of the program, collect feedback, refine content, and ensure that it 

meets the needs of UHNW families before scaling it.

https://www.capgemini.com/us-en/insights/research-library/world-wealth-report/
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Location and Team Structure Finances

Elevate events across the Nordic region

1st Summit Location Connect Locations 
(1 per quarter)

Appendix #5

Team Salaries

Education Specialist: 75k annual euros 

Event Planner: 60k annual euros

Family Wealth Management: Advanced Financial Strategies

• Cost: 8.3k euros 
• 2-week virtual program 
• Gives the children in the family a 

good foundation of wealth 
management and running a family 
business in the wealth transfer 
process

Source: Eventify.com
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Weak governance:

• Standalone FOs tend to lack formal decision-making processes and clear guidelines for information sharing. This is an issue in a time 
when governance, communication, and conflict resolution are gaining increasing importance within families

Data privacy, access controls, and cybersecurity:

• 80% of UHNWIs cite data privacy as crucial in selecting a wealth manager

Limited access to bespoke alternative solutions for portfolio diversification:

• Access to the private market and alternative investments is limited while proper advisory services and education on less common 
instruments are not as common

Out-of-date technology, data management, insight extraction

• Standalone FOs often lack the expertise to consolidate large data volumes and derive meaningful insights. Real-time data processing, 
investment execution and aggregation are costly without scale

The standalone family office struggles to keep up with demands of customers with complex ask!

Why standalone FOs are not suited for modern complex wealth transitions

46

Appendix #6

Source: McKinsey & Co, Capgemini 

https://www.mckinsey.com/industries/financial-services/our-insights/asia-pacifics-family-office-boom-opportunity-knocks
https://www.capgemini.com/us-en/insights/research-library/world-wealth-report/
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Distribution of population and assets in the ultra-wealthy class
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Appendix #7

Source: Altrata 

https://info.altrata.com/world-ultra-wealth-2024-pdf
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Oslo stands out among Nordic cities as a high-growth market for UHNWIs
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Appendix #8

Source: Altrata 

https://info.altrata.com/world-ultra-wealth-2024-pdf
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Nordea Infinity Portal Development 
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Appendix #9

Partner with Full-Service Development Agency, i.e. 
1. Thought Machine (Banking platform
2. EPAM Systems (Fintech & enterprise software)
3. Luxoft (Wealth management software development

Benefits of Working with Full-Service
- Strong quality assurance and experience with banking systems
- Handles everything end-to-end (design, development, compliance, testing)

Financial & Business Expertise
Banking & Wealth Management Consultant (1-2) – Ensures product-market fit for UHNWIs.
Compliance & Legal Specialist (1) – Handles GDPR, KYC, and financial regulations.

In its first year, the Nordea Infinity Portal Development will be a website before exploring the 
development of an application. 

Infinity Portal Development
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High impact investment opportunities in the startup space

Appendix #10

Client Rita

Strategic Objective Offer clients unique high-impact and value or interest aligned investment opportunities 

Here is how Nordea can make 
high-impact, value driven start-up 

investments accessible for Rita

“I want to make an 
impact in the ocean 
sustainability space” 

1. Strategize

Articulate impact goals with 
relationship manager
• Rita shares detailed impact goals 

with her relationship manager
• Goals are shared internally with 

Nordea’s startup and growth team

2. Curate

Source prospective partner start-ups
• Our startup relations manager chooses 

based on 2,500 internal start-up partners 
and 5,500 start-ups from partner, Slush

• Prospects are chosen based on client impact 
goals (i.e. sustainability) and are 
communicated back to relationship manager

Source: Nordea Startup Growth

Startup relations 
manager

3. Selection

Prospective start-ups are connected
• Rita gets first pick on curated high 

impact start-ups she’s passionate about
• Rita’s family is involved in investment 

decisions, building intergenerational 
legacy

4. Invest

Relationship managers cooperate with Rita 
build a comprehensive portfolio
• Relationship managers work with Rita to pick 

and integrate start-ups into her portfolio
• Start-ups are backed during Series A and B 

rounds to avoid cannibalization
Source: Nordea Startup Match

“Rita receives exclusive access 
to invest in vetted high impact 

start-ups that align with her 
values and passions” 
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Pain points in the wealth management experience are widespread
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Appendix #11

Entrepreneur Erik

55 years old 

Business owner

Net worth: 
100m EUR

Switching WM

Succession Planning

Preservation

Average number of wealth 
management relationships grew 
from 3 to 7 since 2020, driven by 
dissatisfaction by range and quality 
of services

59% of UHNW entrepreneurs 
plan to pass on control of 
businesses to their family with 
another 14% still undecided

• Equity 
• Fixed Income 
• Multi Assets
• Private Assets 
• ESG Savings and Investments

• 77% of UHNWIs say 24/7 access through preferred digital 
channels is essential

• Major headlines raise questions about impact to portfolio
• Heirs benefit from transparency into their share of portfolio
• UHNWIs and family members aged 18-34 rank quality of 

online and digital services as their number one priority, just 
above investment performance and quality of advisor

Lack of First Choice WM

Lack of Transparency

Succession

Risk to Legacy and HeirsUHNW entrepreneurs are 77% more 
likely to be concerned by the impact 
of the stress caused by handing 
down wealth to the next generation

Lack of Family Support

Information Access

Father of 3

Source: Capgemini, PwC, Nordea  

https://www.capgemini.com/us-en/insights/research-library/world-wealth-report/
https://www.pwc.com/us/en/industries/financial-services/asset-wealth-management/high-net-worth-investor.html
https://www.nordeaassetmanagement.com/our-solutions/
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Nordea
S.0 Buildout

[EUR Millions]

2024A 2025E 2026E 2027E 2028E 2029E

S.0: Organic and Inorganic Growth

Number of Clients

Implied Status Quo 220 234 248 262 278 295

Implied Organic Growth (%) 6% 6% 6% 6% 6% 6%

Total Number of Clients 220 234 248 262 278 295

Implied Fee Revenues

Implied  Commision Fees 0.42 0.42 0.42 0.42 0.42 0.42

Implied  Flat Fees 0.04 0.04 0.04 0.04 0.04 0.04

Total Implied Status Quo Revenues 100 106 112 119 126 134

Number of Inorganic Clients

Implied Inorganic Growth 2 7 21 63 95 143

Implied Inorganic Growth (%) n.a. 225% 200% 50% 50% 50%

Total Number of Clients 222 240 269 326 373 437

Implied Fee Revenues

Implied  Commision Fees 0.42 0.42 0.42 0.42 0.42 0.42

Implied  Flat Fees 0.04 0.04 0.04 0.04 0.04 0.04

Total Implied Status Quo Revenues 101 109 122 148 169 199

Implied organic growth rate of ~6% from 
2025E-2029E as in line with UHNWI segment 

over time period

Pro-Forma Revenue Forecast

Appendix #12

Implied based on the average revenue spilt 
and expense ratios provided in the case

Stable ~50% growth rate after an initial 
acceleration driven by the creation of 

Succession and Elevate Services 52
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Pro-Forma Revenue Drivers Sensitivity

Appendix #13

Sensitivity One: Organic Growth Rate and Stable 3 to 5-year Growth Rate

Sensitivity Two: Average Commission Fees and Average Flat Fees

199 4.50% 5.00% 5.50% 6.00% 6.50% 7.00% 7.50%

65.00% 205 207 210 212 215 217 220

60.00% 200 202 205 207 210 213 215

55.00% 196 198 200 203 205 208 211

50.00% 191 194 196 199 201 204 206

45.00% 187 189 192 194 197 199 202

40.00% 183 185 188 190 193 195 198

35.00% 179 181 184 186 189 191 194

Long-Term Organic Growth Rate

3
 t

o
 5

-y
e

a
r 

In
o

rg
a

n
ic

 G
ro

w
th

 

R
a

te

199 0.36 0.38 0.40 0.42 0.44 0.46 0.48

0.07 185 194 203 212 220 229 238

0.06 181 190 199 207 216 225 234

0.05 177 185 194 203 212 220 229

0.04 172 181 190 199 207 216 225

0.03 168 177 185 194 203 212 220

0.02 164 172 181 190 199 207 216

0.01 159 168 177 185 194 203 212

Total Annual Comission Fees

T
o

ta
l 

A
n

n
u

a
l 

F
la

t 

F
e

e
s

Given  a lower organic growth rate of 4.50% 
the project will still yield positive results in 

the face of instability from inorganic growth

Annual Commission Fees yield vastly 
different profitability numbers which is a 

cause for concern with the lines profitability
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Premium offering of the employee education 
to ensure new hires and incumbents reach 

excellency in the practice

End-to-End Succession Planning Pro-Forma Forecast

Appendix #14

Retreat prices vary widely depending on the 
level of luxury allowing for possible cost 

savings

Based on the weighted average of estimated 
succession plan costs dependent on the 

wealth of the client

Source: Nordea, 
Campden, Trenvel, 
Moniker 

54



A
P

P
E

N
D

IX

Pro-Forma Revenue Drivers Sensitivity

Appendix #15

Sensitivity One: Conversion Rate of Existing Customers to Percentage of New Customers using Succession Plans 

13,381 1.25% 1.50% 1.75% 2.00% 2.25% 2.50% 2.75% 3.00% 3.25% 3.50% 3.75% 4.00% 4.25%

53.00% 13,262 13,436 13,610 13,784 13,958 14,132 14,306 14,480 14,653 14,827 15,001 15,175 15,349

52.00% 13,128 13,302 13,476 13,650 13,823 13,997 14,171 14,345 14,519 14,693 14,867 15,041 15,215

51.00% 12,993 13,167 13,341 13,515 13,689 13,863 14,037 14,211 14,385 14,559 14,733 14,907 15,080

50.00% 12,859 13,033 13,207 13,381 13,555 13,729 13,903 14,076 14,250 14,424 14,598 14,772 14,946

49.00% 12,725 12,899 13,073 13,246 13,420 13,594 13,768 13,942 14,116 14,290 14,464 14,638 14,812

48.00% 12,590 12,764 12,938 13,112 13,286 13,460 13,634 13,808 13,982 14,156 14,329 14,503 14,677

47.00% 12,456 12,630 12,804 12,978 13,152 13,326 13,499 13,673 13,847 14,021 14,195 14,369 14,543

46.90% 12,443 12,616 12,790 12,964 13,138 13,312 13,486 13,660 13,834 14,008 14,182 14,356 14,530

46.80% 12,429 12,603 12,777 12,951 13,125 13,299 13,473 13,646 13,820 13,994 14,168 14,342 14,516

46.70% 12,416 12,590 12,763 12,937 13,111 13,285 13,459 13,633 13,807 13,981 14,155 14,329 14,503

46.60% 12,402 12,576 12,750 12,924 13,098 13,272 13,446 13,620 13,794 13,967 14,141 14,315 14,489

46.50% 12,389 12,563 12,737 12,911 13,084 13,258 13,432 13,606 13,780 13,954 14,128 14,302 14,476

Converison Rate of Existing Customers

P
e

rc
e

n
ta

g
e

 o
f 

N
e

w
 C

u
st

o
m

e
rs

Reveals the impact of conversion rates impact the overall profitability of the strategy. However, within the respective bands there is 
a wide runway for a profitable strategy that meets the growth goal of 100 M EUR by 2030.
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Employee wages are based on higher bands 
of pay for the respective jobs to ensure 

highest quality candidates 

Nordea Elevate Cost Projections

Appendix #16

Cost depends on the course used. Assumed 
Wharton was the leading contender with 

$8,000 cost per person.

Growth in allocation of funds represents the 
growth in event with more energy each year

Source: Nordea, 
Swiss Government, 
Eventify, Wharton 
School of Business
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Nordea Elevate Sensitivity Analysis

Appendix #17

Sensitivity One: Total Spend of Summit to Number of Connect Events on NPV  

Given  a lower organic growth rate of 4.50% 
the project will still yield positive results in 

the face of instability from inorganic growth
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Represents the requirement for a broader 
team to focus entirely on the creation of a 
new platform for high wealth individuals

Nordea Infinity Portal Cost Projections

Appendix #18

Displays a ramp up in R&D expenses to 
reflect the development period of the 

software.

Step down after the initial R&D period is over 
with a still significant interest in expanding 

the AI platform.

Source: eLuminous, Capgemini, UpMetrics, Glassdoor, AmorServ, Nordea 58
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Traditional Portfolio
S.0 Buildout

[EUR Millions]

Asset Class  % of Portfolio Implied Value

Cash & Equivlents 35.0% $30.92

Public Equity 30.0% $26.50

Fixed Income 13.5% $11.93

Private Debt & Equity 13.5% $11.93

Passive 8.0% $7.07

Total 100.0% $88.35

Implied Portfolio Breakdowns

Appendix #19

Figure One: Traditional Portfolio Breakdown

Figure Two: Implied Portfolio Size Per Region

Portfolio Size Per Region
S.0 Buildout

[EUR Millions]

Region % of Population Implied Portfolio Size

Sweden 43.7% $84.44

Denmark 34.0% $71.43

Norway 12.6% $130.77

Finland 9.7% $110.00

Total 100.0% $88.35
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Implied Portfolio Breakdowns

Appendix #20

Figure One: Implied Average Commission Fees

Figure Two: Implied Average Flat Fee

Average Implied Commission Fees Per Portfolio
S.0 Buildout

[EUR Millions]

Asset Class % of Population Implied Value Expense Ratio Implied Commission
Cash & Equivlents 35.0% $30.92 0.25% $0.08
Public Equity 30.0% $26.50 0.45% $0.12
Fixed Income 13.5% $11.93 0.30% $0.04
Private Debt & Equity 13.5% $11.93 1.40% $0.17
Passive 8.0% $7.07 0.25% $0.02

Total 100.0% $88.35 $0.42

Average Implied Flat Fee
S.0 Buildout

[EUR Millions]

Group Expense Ratio Implied Fee Implied Distribution
Investable assets totalling EUR 25-49m 0.10% $0.04 80.00%
Investable assets totaling EUR 50-99m 0.05% $0.04 17.50%
Investable assets > EUR 100m 0.00% $0.00 2.50%

Total 0.2% $0.04 100%
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Implied Portfolio Breakdowns

Appendix #21

Figure One: Implied Number of Clients

Figure Two: Implied Average Succession Fees

 Implied Number of Clients
S.0 Buildout

[EUR Millions]

Metrics Total

2024YE Revenue $100.00

Total Average Commission $0.42

Total Fees $0.04

Total 220

Implied Average Sucession Fee
S.0 Buildout

[EUR Millions]

Group % of Population Average Sucession Fee

Investable assets totalling EUR 25-49m # 80.00% 250,000
Investable assets totaling EUR 50-99m # 17.50% 375,000
Investable assets > EUR 100m # 2.50% 500,000

Total 100.00% 278,125
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