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Methodology of survey

Background and methodology

Demand for novel generative Al (GenAl) solutions is rising quickly; wealth managers and asset managers are beginning

to make significant movements and investments into the space.

To better understand how wealth and asset managers are exploring and/or implementing GenAl applications (e.g., ChatGPT, Claude, Gemini,
Microsoft Copilot, GitHub Copilot, Perplexity, Midjourney), we conducted the following survey:

Conducted in March 2025
N=100

= Wealth managers (n=50) = Knowledge of the
represented firm’s GenAl
initiatives or direct
involvement in teams
leading GenAl efforts,
with specific expertise

in GenAl applications
such as ChatGPT, Dall-
E, OpenAl and Microsoft
Azure

= Asset managers (n=50)

Employees focused

on client servicing,
marketing, onboarding,
product strategy and
other investment

and technology
representatives

Sample decision-maker
titles included (but were
not restricted to) chief
strategy officer, chief
technology officer, head
of product development,
head of marketing,
relationship manager,
chief risk officer and
other positions in the firm
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Executive summary

GenAl is becoming a strategic cornerstone for wealth and asset managers,
with realized benefits and plans for increased adoption among firms

]

GenAl adoption: 95% of firms are deploying at least three use cases already. 77% of firms have either mandated existing teams to focus on GenAl
initiatives or have mobilized a team to solely focus on these initiatives

Learnings from prior implementations: 66% of wealth and asset management firms state that they would have thought about planning and strategy
differently; firms were most surprised by challenges encountered with legal and compliance

Realized outcomes: The functional areas with the highest impact resulting from GenAl are compliance and risk as well as marketing; the greatest cost
savings were realized across the risk/compliance management and IT departments

Future use cases: 99% of firms expect to implement an additional 3+ use cases in the next ~2 years. The top investment priorities across front-office
functions include automated personalized investment strategies and personalized outreach.
Top investment priorities in middle & back-office functions include real-time ongoing risk monitoring and enhanced/continuous risk management

Agentic Al: Only 7% of firms report currently utilizing agentic Al, but most firms (~85%) are expected to have agentic Al use cases fully built and integrated
within the next two years; top areas include risk and customer service

Org structure and workforce: GenAl teams are primarily overseen by the Head of Technology, who reports up to the CTO or CIO; over the next five years,
firms expect the greatest impact in workforce to be in middle and back-office functions

Implementation and budget: The majority (62%) of Al models and solutions are built using a hybrid approach, while 36% are built using off-the-shelf
vendor solutions. Funding for dedicated GenAl teams is mostly being sourced from the IT/Technology budget, followed by a stand-alone/dedicated budget

Technology and vendors: 87% of firms utilize closed-source large language models for their GenAl use cases;
data security and integration with legacy systems are the biggest technology-related challenges faced by firms when implementing GenAl

Source: EY-Parthenon Wealth and Asset Managers Generative Al Survey March 2025 (n=100)
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Implications for wealth and asset managers: Personalization at scale and driving

alpha with speed to insight through Al

Move from GenAl use to GenAl integration: The tools are deployed, but the
impact isn’t captured yet

To capture value, firms need to embed GenAl into advisor workflows, not just

bolt it on

Automating advisor preparation, follow-ups, and personalization within CRM

and planning systems will shift GenAl from pilot to advisor productivity engine
Focus on scaling personalization: Personalization at scale is the new
battleground

GenAl allows every advisor to deliver custom insights, communications

and ideas to clients

Firms that do this well will win share of wallet and improve retention

Agentic Al will be the next frontier in advisor enablement within 1-2 years
Expect Al agents to support continuous client monitoring, generate proactive
outreach and pre-prepare planning updates
Start exploring now where advisors need “always-on” assistance and build
confidence by piloting agents in those zones

Winning firms will have strong governance and clean data, not just

good tools
Compliance, privacy and advisor trust remain real constraints

The leaders will be those who manage data and regulatory guardrails tightly
enough to let GenAl operate at scale, with clear accountability built in

Don’t just automate, augment alpha: The real frontier for asset managers
isn’t report generation

The frontier will be equipping investment, research and risk teams with
autonomous Al copilots that analyze data, flag risks and generate insights
continuously

Focus future use cases on portfolio intelligence and research efficiency

Prioritize use cases in two areas: Speed-to-insight and risk reduction

Many peers are seeing impact in risk/compliance and middle-office analytics,
which will quickly become table stakes

Use GenAl to turn compliance, risk and performance functions into proactive
insight engines that feed portfolio managers and sales with timely, decision-
grade intelligence

Treat agentic Al as a 2025-2027 horizon capability
Build internal readiness
While few have deployed it today, agentic Al will shift how monitoring, reporting
and even portfolio adjustments happen

Strategy teams should be piloting risk or ops agents now, even within narrow,
well-bounded use cases
Your competitive edge: Time to scale

The coming year will separate firms that run isolated pilots from those who
embed Al into front-to-back workflows

Make 2025 the year you move GenAl from “center of excellence” to “center
of execution”

P
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Detailed analysis: Prior investments and learnings

Importance of data quality and doing up-front planning and strategy were top
lessons learned

“What would your firm do differently if starting a new generative Al project
9 “What lessons have you learned from deploying generative Al?” (n=100) (planning and strategy, smaller-scale use cases, higher more budget, focus
more on compliance/risk)?” (n=100)

a Importance of data quality (23%)
Focus on ethics and compliance (20%)

e Role of human oversight (13%)

o Start with small projects (13%)

e Continuous monitoring required (11%)

e Need for cross-functional collaboration (10%)
Q Customization of Al models (9%)

e Building skills, strengthening teams (8%)

e Build trust through transparency (7%)

Wealth Managers (n=50)
B Asset Managers (n=50)

62%

) ) Planning and strategy Focus more on Smaller-scale use Higher / more budget
@ Effective risk management (7%) . compliance/risk cases

Commentary Commentary

= 28% of asset managers consider the importance of data quality as their top learning, = 79% of B/Ds will focus on planning and strategy, compared to only 65% of RIA firms
followed by a focus on ethics and compliance, which is prioritized by 24% of asset = Only 40% of wealth and asset management firms with <$501b in AUM intend to focus
management firms on planning and strategy when starting new GenAl projects vs 75% of firms with

= In contrast, 18% of wealth managers regard the importance of data quality as their top $501b+ in AUM
learning

Source: EY-Parthenon Wealth and Asset managers Generative Al Survey March 2025 (n=100)
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Detailed analysis: Prior investments and learnings

GenAl has had the highest impact on marketing, compliance and risk, and client
onboarding functions

9 “On a scale of 1-5 (1 being low impact and 5 being high impact), how has GenAl impacted the following functions?” (n=100)

30%

ﬂ-ﬂ-ﬂ-ﬂ-

17% 26% 27% 29% 33%

Sk 43%

43% S
0

44%

46%
Marketing Compliance Client Client Client Client portfolio Client Contact Client Financial Internal Front-office Product Estate and
and risk onboarding communication satisfaction customization acquisition  center/client interactionand projections knowledge market development retirement
] ! and relationship service advice management  monitoring planning
"""""""""""" management relationship services

M Low Medium [l High

Commentary

= GenAl has most significantly impacted compliance and risk functions, with 36% of wealth managers and 32% of asset managers reporting a high level of impact in this area
= The second most impacted function is marketing, with 24% of wealth managers and 32% of asset managers indicating a high level of impact

= Following that, client communication and relationship management are also notably affected, with 20% of wealth managers and 30% of asset managers reporting a high level of
impact in this area

Source: EY-Parthenon Wealth and Asset managers Generative Al Survey March 2025 (n=100)
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Detailed analysis: Prior investments and learnings

Challenges with legal and compliance, along with unforeseen risks, were the key
issues that most surprised firms during their GenAl transformation

9 “What challenges most surprised you about your GenAl transformation over the past 1-2 years?” (n=95)

8%
2%
0% 0% mummm
Challenges with legal The unforeseenrisks ' The excessive time it took  Difficulties in managing Lack of data maturity/ Difficulty in developing The lack of efficiencies / Others
and compliance in transformation to implement initial use organizational change Technology readiness and measuring targeted benefits realized

through GenAl cases ROI metrics

Wealth managers (n=48) [ Asset managers (n=47)

Commentary

= Although challenges with legal and compliance is the top selection among wealth managers, it is faced by only 23% of RIA firms and 33% of B/Ds. Additionally, wealth
management firms with $11b+ of AUM experience these challenges, with 40% and 28% of firms, respectively

= Among asset managers, unforeseen risks in transformation through GenAl is the top challenge, affecting firms across all AuM ranges, with at least 14% encountering these
issues. This challenge is most pronounced among firms in the top AuM range of $11t-$25t, where 50% of firms have faced this issue

Source: EY-Parthenon Wealth and Asset managers Generative Al Survey March 2025 (n=100)
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Detailed analysis: Prior investments and learnings

A majority of firms have experienced regulatory and compliance hurdles as well as
inaccuracy/hallucinations when deploying GenAl

“What are the ‘key learnings’ from Al technology adoption (i.e., are the GenAl-enabled tools trustworthy/useful enough to be deployed in production, or do they
have issues that are stopping production readiness)?” (n=100)

hallucinations

| i 66% 64%

: i 40%

! : 32% 30%

! : 20%

i i 2% 4%

! ! I
i Regulatory and i Inaccuracy / Model bias IP infringement Other

compliance hurdles

Wealth managers (n=50) [l Asset managers (n=50)

Commentary

= 90% of RIA firms face regulatory and compliance hurdles, compared to only 74% of B/Ds
= All wealth management firms in the AuM range of $501m—10b encounter these challenges when deploying in production

= At least 67% of asset management firms with AuM of $501b+ expressed experiencing regulatory and compliance hurdles

Source: EY-Parthenon Wealth and Asset managers Generative Al Survey March 2025 (n=100)
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Detailed analysis: Prior investments and learnings

46% of firms anticipate substantial or disruptive impact over the next 1-2 years vs.
27% who report experiencing similar impact in the past 1-2 years

“How significant of an impact (e.g., revenue generation, cost optimization,
time savings) has generative Al had on your firm over the
past 1-2 years?” (n=100)

“How significant of an impact (e.g., revenue generation, cost optimization,
time savings) do you expect generative Al to have on your firm over
the next 1-2 years?” (n=100)

n=100 n=50

[v)
32% 209,

n=50

38% 38%

8% 8%

| /0%

Wealth Manager Asset Manager

I No impact at all Substantial impact [l Incremental impact [ Disruptive impact

Commentary

Wealth Manager Asset Manager

I No impact at all Substantial impact [l Incremental impact [ Disruptive impact

Commentary

= Among wealth managers, 65% of RIA firms and 65% B/Ds believe GenAl has had an
incremental impact on their firms in the past 1-2 years

= In contrast, the outlook changes for the next 1-2 years, with 61% of RIA firms
expecting GenAl to have an incremental impact, while only 42% of B/Ds anticipate the
same; 38% of RIA firms and 58% of B/Ds anticipate substantial or disruptive impact

Source: EY-Parthenon Wealth and Asset managers Generative Al Survey March 2025 (n=100)
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Detailed analysis: Prior investments and learnings

Majority of respondents (47%) allocated 5%—-10% of their resources to GenAl over
the last 1-2 years; 41% expect to allocate 11%—-15% over the next 1-2 years

“Approximately what percentage of your firm’s resources was allocated to
mobilizing the generative Al team over the last 1-2 years?” (n=95)

allocated to mobilizing the generative Al team in over the next 1-2 years?”

e Approximately what percentage of your firm’s resources do you expect will be
(n=95)

n=95 n=48 n=47

47% 44% 51%

r
1
1

16% 19% 13%

n=95 n=48 n=47
3%

2% 4%

All Respondents

M <5%

Wealth Manager Asset Manager
5-10% [l 11-15% Il 16-20%

Commentary

s 23%
— 00 [ 6%
All Respondents Wealth Manager Asset Manager
M <5% 5-10% [l 11-15% [l 16-20% 21-25%
Commentary

= 47% of RIA firms have allocated 5%—10% of their firm resources to mobilize their
GenAl team, while 39% of B/Ds have done the same

= |n contrast, 44% of B/Ds have allocated 11%—15% of their firm resources to mobilize
their GenAl team, compared to only 27% of RIA firms

= |n the next 1-2 years, the allocation of resources to mobilize GenAl teams is expected
to increase

= Only 23% of RIA firms and 6% of B/Ds will allocate 5%—10% of their resources;
In contrast, 43% of RIA firms plan to allocate 11%—15% of their resources and 50%
of B/Ds will allocate 16%—20% of firm resources

Source: EY-Parthenon Wealth and Asset managers Generative Al Survey March 2025 (n=100)
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Detailed analysis: Implementation and budget

While ~50% of firms allocated a budget over $11m in the past 1-2 years, 75% of
firms are expected to make this allocation in the next 1-2 years

“In dollar amounts, approximately how much of your firm’s budget was allocated “In dollar amounts, approximately how much of your firm’s budget do you
to mobilizing the generative Al team over the last 1-2 years?” e expect will be allocated to mobilizing the generative Al team over
(n=95) the next 1-2 years?” (n=95)
n=95 n=48 n=47 n=95 n=48 n=47
e — w7 —
e 30 21% “

24%, 25% 23%

/2%
All Respondents Wealth Manager Asset Manager All Respondents Wealth Manager Asset Manager
$<tM HEs2M-4am [ $5M - 1om [ $11M - 20M $21M-50M [l >$50M

Commentary Commentary
= ~60% of firms have mobilized a team solely focused on GenAl initiatives and all = |n the next 1-2 years, the allocation of budget to mobilize GenAl teams is expected to

respondents are familiar with Al initiatives at their firm increase
= 37% of RIA firms have allocated $5m-$10m of their firm budget to mobilize their GenAl = Only 30% of RIA firms and 17% of B/Ds will allocate $5m-$10m of their budget to

team, while only 28% of B/Ds have done the same GenAl mobilization; 43% of RIA firms and 44% of B/Ds plan to allocate >$50m of their
= In contrast, 28% of B/Ds have allocated $21m-$50m for this purpose, compared to only budget to these efforts

23% of RIA firms

15

Source: EY-Parthenon Wealth and Asset managers Generative Al Survey March 2025 (n=100)
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Detailed analysis: Priority generative Al use cases and investments

Top GenAl use cases for wealth and asset managers are enhanced client
acquisition experience and enhanced/continuous risk management

Top GenAl investments by firm type

“What types of generative Al investments/use cases/initiatives is your firm currently exploring? Please select all that apply.” (h=100)

Asset managers (n=50)

74% 72%

54%

Enhanced / continuous Real-time fraud detection

risk management

Enhanced client
acquisition experience’

Commentary

Wealth managers (n=50)

78%

0,
64% 60%

Enhanced / continuous Real-time fraud detection

risk management

Enhanced client
acquisition experience’

Commentary

= Across all AuM ranges, at least 65% of asset management firms are prioritizing
enhanced client experience

= |n contrast, at least 70% of asset management firms are prioritizing enhanced/
continuous risk management across all AuM ranges, except for the $6t—$10t range,
where the focus drops to 33%

1.Includes automated and hyper-personalized client prospecting, advisor enablement, marketing
16

Enhanced client experience is a top use case, with 81% of RIA firms exploring it

versus 74% of B/Ds

= Across all AuM ranges (except $501m—-$1b), at least 80% of wealth management
firms are prioritizing enhanced client experience

Source: EY-Parthenon Wealth and Asset managers Generative Al Survey March 2025 (n=100)
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Detailed analysis: Priority generative Al use cases and investments

Priorities for front-office positions include automated personalized strategies (67%)
and real-time ongoing risk monitoring (84%) for back-office functions

9 “Where do you expect to prioritize investment across front-office (advisor and
client assistant) functions? Please select all that apply.” (n=100)

“Where do you expect to prioritize investment across middle and back-office
functions? Please select all that apply.” (n=100)

1
1
| 72% 74% | Wealth Managers (n=50)
| I 68%
1 (4]
1 =
| . ! 64% - Asset Managers (n=50)
1 62% .
0,
: 58% ] | 56%
1
| [ 50%
1 0
| ! 48%
1
: ! 42%
i ! 38%
! | 329, 34%
| ! o o
! : 26% 28% 28%
! |
! 1
! 1
! 1
1
1 1
! | 6%
1 : 2%
1 —
]
: Personalized Automated, :Recommendation Lead Client behavior Financial Chatbot Performance Document
: investment personalized , s for advisors on generation and modeling and scenario support analytics ingestion
| strategies client : next best action new customer sentiment planning
: outreach for clients identification analysis
L o e e e e ] 1
Commentary

Wealth Managers (n=50)
- Asset Managers (n=50)
66% 66%

1
1
82% |
8%l |
1
1
|
1
156%
. 52% 5
! %
! 44% 44%
40% g0, 2%
1
1
1
|
1
: 14%
1
: 6% 6%
i - 2% 2% 0%

Real-time Enhanced /| Enhanced Regulatory Client report Onboarding Automated Contact News Trade Other
rongoing risk  continuous : data report generation and account data entry center / client classification execution
: monitoring risk raggregation generation set-up service and sentiment
1 management: analysis
1
________________ 1
Commentary

= Personalized investment strategies are a key focus for wealth managers, especially
among RIAs, where 65% intend to prioritize this, compared to 58% of B/Ds

= |n contrast, automated client outreach is the primary focus for asset managers, with
over 60% prioritizing it across various AuM ranges

= The ripple effect of top investment priorities in middle and back-office functions,
including real-time ongoing risk monitoring, is evident across firms in all AuM ranges,
with at least 79% prioritizing this initiative

Source: EY-Parthenon Wealth and Asset managers Generative Al Survey March 2025 (n=100)
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Detailed analysis: Priority generative Al use cases and investments

~70% of firms utilize ‘Traditional Al, Machine Learning, or RPA’ technology, followed
by GenAl at 24%; only 7% of firms report utilizing agentic Al

“Al technology can be used in different ways: Traditional Al, machine learning, or robotic process automation (RPA), generative Al, agentic Al — In implementing Al
technology, which of the following levels reflects the way your company is using Al? Please note that your responses should sum up to a total of 100%.” (n=100)

69% 68%

24% 25%
7% 7%
‘Traditional’ Al, Machine Learning, or RPA Generative Al Agentic Al
(uses software to automate tasks (e.g. collecting and (leverages datasets to create net-new content and can be (Emphasizes autonomy and decision-making capabilities (e.g.,
verifying customer health data for underwriting)) used to support agents (e.g. chatbots that generate human- systems that can analyze their environment, make independent
like responses based on specific inquiries in real-time)) choices, and take actions to achieve specific goals))

Wealth managers (n=50) [l Asset managers (n=50)

Commentary

= 58% of RIAs state that traditional Al, machine learning or RPA accounts for 70%+ of Al usage compared to 47% of BDs and 56% of asset managers
= In contrast, 80% of asset managers state that agentic Al accounts for <10% of Al usage versus 79% of wealth managers

Source: EY-Parthenon Wealth and Asset managers Generative Al Survey March 2025 (n=100)
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Detailed analysis: Priority generative Al use cases and investments

90% of respondents have a basic or strong understanding of agentic Al, and 78%
of firms have either identified or are in the process of identifying use cases for it

9 “How familiar are you with agentic Al?” (n=100)

e “Has your organization identified any specific use cases for it?” (n=99)

86%
76%

n=99 n=50 n=49
0
27%
33%
40%

10% 8% 14% .
R — 0% 2%
Very familiar: | have ~ Somewhat familiar: | Not very familiar: | Not familiar at all: |
a strong have a basic have limited am not aware of
understanding of understanding of knowledge of Agentic Al
Agentic Al Agentic Al Agentic Al

B Asset Managers (n=50) Wealth Managers (n=50)

Commentary

All Respondents Wealth Manager

Asset manager

B In the process of identifying Yes [ No

Commentary

= 33% of asset managers with $6t-$10t AuM have a strong understanding of agentic Al
= 84% of B/Ds and 70% of RIAs have a basic understanding of agentic Al

= 66% of asset managers with an AuM of $6t—-$10t and 50% of asset managers
with an AuM of $11t-$25t have identified use cases for agentic Al

= 32% of RIAs and 21% of B/Ds have also identified use cases for agentic Al

Source: EY-Parthenon Wealth and Asset managers Generative Al Survey March 2025 (n=100)
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Detailed analysis: Priority generative Al use cases and investments

95% of firms have already implemented at least three use cases, and 99% expect
to implement an additional three or more use cases in the next two years

“What is the total number of GenAl models/use cases that your firm has already
implemented/has put into production?” (n=100)

“What is the total number of GenAl models/use cases that your firm
expects to implement/put into production in the next ~2 years?” (n=100)

40% | i
o) 1 1
38% : 26% :
26% |
i 0 |
2% 18% |
; . 8%
4% 4% ! | 4%
2% . | |
2 o : e
0 12 35 L 69 1015 1 15+
B Asset Managers (n=50) Wealth Managers (n=50)
Commentary

e
L 28% | 30% pgoy, 1 30%
| | | 18%
10% go, | | |
0% 0% 2% 0% . | | |
0 1-2 35 | 69 | 1015 | 15+

______________

B Asset Managers (n=50) Wealth Managers (n=50)

Commentary

= 10% of wealth managers with AuM above $25b have implemented 15 or more use
cases in the past two years

= 50% of asset managers with AuM of $501b—$1t have implemented 6-9 use cases,
while 36% of those with AuM of $2t-$5t represent the second highest in this category

= 35% of wealth managers with AuM above $25b plan to implement 15 or more use
cases in the next two years, signaling a broad focus on GenAl

= |In contrast, 60% of asset managers with AuM of $101b—$500b are focused on
implementing 6-9 use cases in the same period, reflecting a more targeted approach

Source: EY-Parthenon Wealth and Asset managers Generative Al Survey March 2025 (n=100)
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Detailed analysis: Technology and vendors

Most firms primarily use ‘Public cloud-based Al platforms’ and ‘Hybrid approach’
infrastructures for GenAl workloads

9 “What type of infrastructure does your organization primarily use for generative Al workloads?” (n=100)

| 48% | 48%

| | 44%

i | 6%

| | 2 I L— el

! : | I
| Public cloud-based Al platforms | Hybrid approach (mix of Private cloud infrastructure On-premise Al hardware (e.g., in- Not sure

i i cloud and on-premise) house data centers, GPU clusters)

__________________________________

Wealth managers (n=50) [l Asset managers (n=50)
Commentary

= 58% of B/Ds leverage a hybrid approach for GenAl workloads, while 55% of Registered Investment Advisors (RIAs) slightly favor a public cloud-based Al platform

= Among asset managers, adoption of a hybrid approach is most significant among those in the highest assets under management (AuM) category, with 100% of managers in the $11t—
$25t range utilizing the strategy

Source: EY-Parthenon Wealth and Asset managers Generative Al Survey March 2025 (n=100)
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Detailed analysis: Technology and vendors

Most organizations deploy generative Al models by fine-tuning third-party
foundation models (89%), followed by direct APl access (74%)

“How does your organization primarily deploy generative Al models? Select all that apply.” (h=100)

! 88% ;

| | o

! ! 6% 72%

| i 32%

! ! 24%

| ! 16%

| ] 0,

| ! T
i Fine-tuning of third-party i Direct API access to external Al solutions embedded within Fully proprietary Al models Other
! foundation models (e.g., GPT) ! Al models (e.g., OpenAl) third-party software (e.g., CRM, developed in-house
. portfolio management tools)

Wealth managers (n=50) [l Asset managers (n=50)

Commentary

= The deployment of GenAl models by fine-tuning third-party foundation models is widespread among both asset and wealth managers across various AuM ranges

= However, the use of fully proprietary Al models developed in-house is more prevalent at higher AuM ranges; specifically, 12% of RIAs with an AuM of over $25b,
6% of B/Ds with an AuM of $25b and 50% of asset managers with an AuM of $11t-$25t report their adoption

Source: EY-Parthenon Wealth and Asset managers Generative Al Survey March 2025 (n=100)
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Demographics overview

Surveyed institutional investor demographics

Surveyed wealth and asset managers are primarily represented by respondents
from the US, with the majority coming from private firms (n=100)

80% of surveyed wealth managers’ institutions have AUM exceeding $25b

n=100

Public 42%

A Private

Firm Type

M Asset manager - Traditional

I Asset manager - Other
Wealth Manager - RIA

Il Wealth Manager - B/D

e “What is the size of your institution’s AUM base?” (n=50)

I Wealth Manager - RIA (n=31) 0
7% 84%

Wealth Manager - B/D (n=19)

16%

_ IS
$501m-$10b $11b-$25b $25b+

90% of surveyed asset managers’ institutions have AUM less than $5t

9 “What is the size of your institution’s AUM base?” (n=50)

= 62% of wealth manager respondents are private firms, compared to 54%
of asset manager respondents

= Among the private wealth management firms, 71% are RIA firms, while
the remainder are Broker/Dealer (B/D) firms
Source: EY-Parthenon Wealth and Asset managers Generative Al Survey March 2025 (n=100)
25

Il Asset manager - Traditional (n=49)

0,
Asset manager - Other (n=1) 100%
31% 33% 27%
0,
0% 0% 10% 0%
$101b-$500b $501b-1t $2t-85t Sotr
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EY | Building a better working world

EY is building a better working world by creating
new value for clients, people, society and the
planet, while building trust in capital markets.

Enabled by data, Al and advanced technology,
EY teams help clients shape the future with
confidence and develop answers for the most
pressing issues of today and tomorrow.

EY teams work across a full spectrum of services in
assurance, consulting, tax, strategy and
transactions. Fueled by sector insights, a globally
connected, multi-disciplinary network and diverse
ecosystem partners, EY teams can provide services
in more than 150 countries and territories.

All'in to shape the future with confidence.

EY refers to the global organization, and may refer to one or more,

of the member firms of Ernst & Young Global Limited, each of which is
a separate legal entity. Ernst & Young Global Limited, a UK company
limited by guarantee, does not provide services to clients. Information
about how EY collects and uses personal data and a description of the
rights individuals have under data protection legislation are available
via ey.com/privacy. EY member firms do not practice law where
prohibited by local laws. For more information about our organization,
please visit ey.com.

Ernst & Young LLP is a client-serving member firm of Ernst & Young
Global Limited operating in the US.

EY-Parthenon is a brand under which a number of EY member
firms across the globe provide strategy consulting services.
For more information, please visit ey.com/parthenon.
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This material has been prepared for general informational purposes only and is not intended
to be relied upon as accounting, tax, legal or other professional advice. Please refer to your
advisors for specific advice.
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