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Today’s discussion

What motivated Power Financial to take action in 2015

What we’ve done & the impact that it had

Lessons learned
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Power Financial, before digital transformation

assets under administration

~$1.5T

>30 MILLION
customer relationships

employees globally 

>26k
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No Sense of Urgency But...

Those looking a bit further out could see a wave of change, and we felt unprepared
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What motivated Power Financial to take action...

TECHNOLOGY

CUSTOMERS

INVESTMENTS
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Cost to innovate at scale has dramatically reduced

6x growth1,000x lower

Source: CB Insights, Mary Meeker Internet Trends (2017) 
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Digital natives are driving a shift in consumer behaviors

2 billion-strong generation who will be 
controlling over $24 trillion of wealth by 2020

Assets

Trust

Omnichannel

Convenience

Use peer reviews to make choices, adopt quickly 
and are less trusting of traditional institutions

Place a premium on ease of use, on-demand
products and self-service access

Require mobile-first, social platforms integration 
and frictionless flow between channels

Source: App Annie Mobile Trend 2019, Mary Meeker 2019 Report  
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Leading to exponential pace of change

1870 1880 1890 1900 1910 1920 1930 1940 1950 1960 1970 1980 1990 2000 2010

Years before mass use

Telephone

Electricity

Radio

Color television

Black and white television

Computer

Mobile phone

World Wide Web 

Compact disk

35

46

31

26

18

7

12

13

16

Source: World Economic Forum  

Smartphones 10

Netflix

Instagram

Uber
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Investments are flowing through here and abroad

Source: CB Insights 2019, PwC  
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BigTech is moving to seize new opportunities
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Why it is hard?

Structural Operational Cultural

Complex legacy back office 

Product-oriented organization

Regulatory burden

Risk of cannibalization

Short- term profitability

Long cycles to hire 

Cost of failure

Leadership changes

Difficulty to attract/retain talent

Failing to react to changing consumer behaviors
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Learnings from other industries over the past two decades

Slow AdaptersFast AdaptersNew Entrants

$890bn

$131bn

$128bn

$960bn

$320bn

$245bn

$392bn

$293bn $4bn

Bankrupted

Bankrupted

$237m
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How can we win in a world in transformation ? 

PARTNERSHIP, FIRST TO PILOT AND INNOVATION GROUP

Broaden horizons by engaging with disruptors to extract key learnings

INSIGHTS AND AWARENESS

Encourage early partnerships with relevant new entrants while leveraging internal capabilities

TRANSFORM INTO CULTURE OF INNOVATION

Internalize the insights to transform from within and instill innovation at all levels of the organization 

1

2

3
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Launching Portag3 Ventures and Diagram Ventures

We match capital
to opportunities and top talent in order 

to reshape financial services

Strategic ReturnFinancial Return 

• Insights

• Partnerships 

• Collaboration

• Participate in value creation

• Co-investment opportunities

AUM: C$720M AUM: C$85M

https://www.google.ca/url?sa=i&rct=j&q=&esrc=s&source=images&cd=&cad=rja&uact=8&ved=2ahUKEwihs-CA6ZjeAhVE2IMKHfb2DmcQjRx6BAgBEAU&url=https://www.powerfinancial.com/&psig=AOvVaw2t0HF7wZVyJN0UUynvg-5r&ust=1540255485348279
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Challenge in 2015: Build a digital investment platform

Traditional  Incumbent Paths:

• Build solution internally

• Partner-up with external & 
management consultants

Chosen approach

• Provide backing to a talented 
startup with the right team to 
build the product 

~1k
Customers

~12
Employees

As of April 2015

<$100M
AUM
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Challenge in 2015: Build a digital investment platform

>175k
Customers

65%
Market share

in digital wealth 

>$5B
AUM

As of August 2019
Published inTraditional  Incumbent Paths:

• Build solution internally

• Partner-up with external & 
management consultants

Chosen approach

• Provide backing to a talented 
startup with the right team to 
build the product 

~1k
Customers

~12
Employees

As of April 2015

<$100M
AUM
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Diagram Ventures is a venture builder

PRE-SEED SEED SEED EXTENSION SERIES A

0-3 months 6-12 months 6-12 months

Goal: from ideation to series A in 18-24 months

VENTURE FORMATION

Smart 
ideation

Substantial
capital

Deep 
talent pipeline

World-class 
support

Rigorous
Selection

Unfair advantage 
of network
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Digitizing life insurance in <4 months 

Nov 1st

➔ First commercial discussion

➔ Project scoping

DecemberNovember 2017 December 2017 January 2018 February 2018

Nov 15th

➔ Project kick-off

➔ Daily touchpoints with project leaders 
➔ Reprioritization of business & tech needs

Jan 30th

➔ Platform development completed

➔ Launch of QA tests and final integrations

Feb 15th

➔ Official launch

Feb 16th

➔ First life insurance policy sold

“We’re thrilled to team up with a market leader like Breathe Life to continue driving forward relevant and seamless solutions for our 
clients. We’re proud to offer the most differentiating life insurance product of this category in the market, which truly reflects 
consumer habits, preferences and needs.”

Peter D. Thompson
Senior Vice President 
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Strategic returns 

New Entrants Incumbents

Limited Partner #1

Limited Partner #2

Limited Partner #3

Limited Partner #4

Limited Partner #5

Limited Partner #6

Partnerships with unlock insights & value for both incumbents and new entrants
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What incumbents leaders are saying about Portag3

“The Empower team has found Portag3 to be a great resource in evaluating potential partner opportunities 
and in offering unique insights into some of the markets in which we compete”

“Portag3 Ventures has become an integral partner for the delivery of our customer-centric strategic imperatives. 
Successful ventures like the one we have with Dialogue and the ones we’re developing with Wealthsimple and 
KOHO give us a real and tangible advantage in our highly competitive marketplace.”

Brad Fedorchuk
Executive Vice-President, Group Customer

“As an LP with Portag3, Equitable Bank gets the benefit of a global sourcing team with deep industry expertise and 
relationships that would be impossible for us to replicate in house. Moreover, Portag3’s commitment to LP’s 
engagement has helped us discover and exploit strategic relationships with the Portag3 partner ecosystem and 
Portag3 portfolio companies with success far beyond what we would have been able to achieve via direct 
investment.”

Mahima Poddar
Senior Vice President, Digital Banking and Strategy

Edmund Murphy
President & CEO
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What we’ve accomplished since 2016

>$5B
AUM

portfolio companies

30+

AUM

$720M

enterprise value created
$175M+

companies created from scratch

6

capital raised (2 funds)

$85M

>175,000
customers

>$10B
AUM

>21,000
investments clients

external LPs 

10+

full-time jobs created in Canada

260+
partnerships created

10+

https://www.google.ca/url?sa=i&rct=j&q=&esrc=s&source=images&cd=&cad=rja&uact=8&ved=0ahUKEwjygcagsYvTAhXi7oMKHcsFA7oQjRwIBw&url=https://jobs.lever.co/wealthsimple&bvm=bv.151426398,d.amc&psig=AFQjCNHjGJ8UaX0_HAE4h9C5aObhvh874w&ust=1491415342274950
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Some lessons learned

Leverage external forces to kick start the transformation1
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Some lessons learned

Leverage external forces to kick start the transformation

Transformation must be done with a purpose and a clear vision

1

2
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Some lessons learned

Leverage external forces to kick start the transformation

Transformation must be done with a purpose and a clear vision

Innovation start at the top but comes to life from the core

1

2
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Some lessons learned

Leverage external forces to kick start the transformation

Transformation must be done with a purpose and a clear vision

Engage frequently with customers during transformation

Innovation start at the top but comes to life from the core

1

2

3

4



Thank you!


