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Chennai: Legacy companies
offering financial products
for the common man have
turned their attention to-
wards services for affluent,
high net-worth individuals
(HNIs) and ultra high net-
¢ worth individuals (UHNI) in-
- vestors. These groups with a
strong footing in the finan-
cingspaceforthe SMEs, com-
mercial vehicles; consumer
and enterprise, farm ‘and
construction equipment, be-
sides engaged in retail stock
broking, insurance and chit
funds, have forayed into dedi-
cated 'wealth management
services forthe sophisticated
financial needs of the afflu-
entsegmentsrecently.

With traditional lending
models grapple with narro-
wing margins, rising regula-
tory burdens, and fintech-led
disruption, decades old
NBFCs and diversified finan-
cial institutions are increa-
singly entering the wealth
management space, driven
by a confluence of structural
and strategic factors, accor-
ding to industry experts.
Further, wealth manage-
ment is a natural extension
that allows for cross-selling
of products such as Portfolio
Management Services
(PMS), Alternative Invest- '
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HNIsare those with an in-
vestable asset of a minimum
of $1 million, while UHNIs
are those with more than $30
million assets. India is home
for over three million afflu-
ent, HNI and UHNI house-
holds.

Lastmonth, more than 50-
years-old Shriram Group
launched Shriram Wealth, a
50:50 greenfield joint venture
with South Africa’s Sanlam
Group. The company will of-
fer wealth management, len-
ding solutions, protection so-
lutions, global investment
opportunities, and inheri-
tance and legacy planning to
the affluent and HNI inves-
tors. It is targeting an Asset
Under Advice (AUA) of Rs
50,000 crore over next five ye-

up's long-standing clients ha-

vegrown in their financialjo-
urney—from credit seekers

to wealth creators. This up-
ward shift in financial capa-
bility necessitates a more
sophisticated, solutions-led
approach to wealth. The mo-
ve is also aligned with the
group’s vision of offering
end-to-end financial solu-
tions under one roof, ensu-
ring customers continue to
grow within our ecosystem
as their financial needs ma-
ture,” Vikas Satija, MD &
CEQ, Shriram Wealth said.
The company is also plan-
ning to onboard 500 speciali-
sed wealth professionals for
the purpose, he added.

A fortnight ago, seven de-
cades old NBFC Sundaram
Finance announced that it
has expanded Sundaram We-
alth as a dedicated wealth
management offering to ca-
ter to the financial needs of

HNI, UHNIs and affluent fa-
milies. Itistargetingan AUM
of Rs 20,000 crore — Rs 25,000
crore over the next four to fi-
veyears.

Prime Securities, a listed
Merchant Banker with three
decades of expertisein the fi-
nancial sector, has branched
out into the wealth manage-
ment arena with TriGen We-
alth in 2024. “India is under-
going an exciting transfor-
mation with a significant ge-
nerational wealth transfer
and a surge of wealth crea-
tion by first-time entreprene-
urs and young professionals.
These developments are ex-
panding opportunities at an
unprecedented scale,” said
Sailesh Balachandran, foun-
derandjoint-CEO, Prime Tri-
gen Wealth. It is targeting
morethan $3billion in Assets
under Administration (AuA)
infive years.

Mahendra Patil, founder
and managing partner, MP
Financial Advisory Services
LLP said, “Legacy financial
services firms are repositio-
ning themselves as lifecycle
financial partners for India’s
growing affluent class. With
trust as their biggest asset
and an existing base of pro-
moter-driven relationships,
these firms are well-placed to
gain share in India’s fast-ma-
turing wealth ecosystem,” he
added.



