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J.P. MIORGAN
PRIVATE BANK
SETS DIGITAL
BENCHMARK
IN WEALTH
MANAGEMENT

J.P. Morgan Private Bank continues to redefine wealth
management through a digital-first and Al-powered approach.
In today’s always-on world, ultra-high-net-worth (UHNW)
clients expect personalised, secure and intuitive experiences
that anticipate their needs. By leveraging powerful digital
solutions and Al, the firm is transforming how clients manage
their wealth and how advisors deliver timely, tailored advice.
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Leadership and
strategic adoption of
Al

J.P. Morgan is at the forefront of Al
implementation, a game changer in
the financial industry. Its ambition
to lead in this space comes from
the top. JPMorganChase’s $17
billion technology investment last
year underscores its dedication

to modernising IT and data
infrastructure. These investments
have enabled the development of a
flexible, enterprise-wide software
tool chain for integrating external
innovations to drive operational
excellence. The modernisation
efforts have positioned the firm

to adapt swiftly to technological

advancements.

The implementation of the firm’s
generative Al toolkit, LLM Suite,
has been transformative. Within a
year, it has onboarded over 200,000
users and generated over 10 million
prompts. It provides employees
across the firm with access to large
language models (LLMs) in a secure
environment, supporting everyday
tasks like idea generation and
content drafting. The widespread

adoption of this tool has simplified

and accelerated tasks, empowering
employees to concentrate on more

strategic activities.

More than 500 Al use cases are
being explored, with further growth
anticipated in the coming year.
These initiatives are streamlining
processes and delivering
measurable benefits — from
improved fraud prevention and
personalised services, to enhanced
trading efficiencies and more
sophisticated credit decision-

making.

Elevating the digital
client experience

The Private Bank’s digital client
platform, J.P. Morgan Online
International (JPOI), underwent
significant transformation in

2024, shaped by client feedback
and engagement data. With the
growing shift toward mobile-first
interactions, J.P. Morgan redesigned
its mobile app interface to enhance
navigation and accessibility. Key
upgrades include a new stock

screener and enhanced online

J.P. Morgan is at the forefront of Al implementation,
a game changer in the financial industry.
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trading, payment and currency

conversion capabilities.

JPOI now serves as a 24/7 digital
wealth assistant, offering clients

a seamless, personalised and
omnichannel experience. Through
the new mobile app, clients can
access comprehensive execution
capabilities, tailored insights

and curated investment content
powered by an Al-driven behavioral
profile engine. Cybersecurity
remains paramount for J.P.

Morgan, supported by biometric
authentication, real-time transaction
alerts and region-specific multi-
factor authentication — all designed
to protect data while maintaining a

frictionless experience.

Enhancing advisor-
client relationships

While JPOI empowers clients

with greater autonomy, the firm
continues to invest in advisor
enablement and operational
efficiency. A standout innovation
is Coach, a generative Al tool
embedded within the Connect
platform for Private Bank advisors
on desktop and mobile. Trained
on J.P. Morgan data, it integrates a
growing set of Al agents and equips
advisors with real-time insights
such as market data, investment
content and client portfolio details
to deliver personalised advice at

scale.

Al is also streamlining day-to-day
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advisor workflows, from automated
call transcription and meeting
summarisation to presentation deck
creation and predictive analytics

to anticipate client needs. These
tools help advisors respond faster,
tailor advice in real-time and
eliminate repetitive no-joy tasks—
freeing them to focus on high-value
client activities. To mitigate Al
inaccuracies, Al-generated insights

are reviewed by advisors before they

are delivered to clients, maintaining

a human-in-the-loop model.

A culture of innovation

J.P. Morgan’s Al strategy goes
beyond the tools: It’s a cultural shift.
A key driver of Al adoption has

been the focus on making Al tools
engaging and accessible. Through

firmwide training, peer competitions

ADAM TEJPAUL

CEO

J.P. Morgan Private Bank



and showcasing success stories, J.P.
Morgan has encouraged widespread
use of Al technologies and built a
strong culture of innovation across

the organisation.

Initiatives such as the J.P. Morgan
Global Hackathon, Asset &

Wealth Management “Al Days”

and Global Private Bank “Shark
Tank” have surfaced more than

100 Al use cases, with top ideas
being fast-tracked to development.
These programs bring together
cross-functional teams to co-create
solutions that address real business
needs and enhance the client

experience.

Leading the future of
digital private banking

Looking ahead to 2025-2026, JPOI
will introduce new capabilities
such as the liquidity management
dashboard to help clients track
cash balances, set liquidity targets
and access liquidity products. A
new Prospect Portal will streamline

onboarding and deepen early-stage

client engagement. At the same
time, Al-based digital assistants
are being developed to enhance
client interactions in an engaging
and interactive way, such as when
guiding clients through tasks, or
when clients delegate tasks and

collaborate with their advisors.

J.P. Morgan’s continued investment
in digital and Al innovation, security
and personalisation reflects its
commitment to delivering best-in-
class service across the full wealth

spectrum. As the landscape evolves,

the Private Bank remains focused

on integrating human expertise with

sophisticated digital capabilities.

This commitment was recognised
at the Global Private Banking
Innovation Awards 2025 held at
Raffles Hotel in Singapore, where
J.P. Morgan received top honors
including: World’s Best Private
Bank, Outstanding Mobile Banking
Initiative - Overall, Best Private
Bank - A.l. and Big Data - Overall,
and Best Platform for Client

Communication and Engagement.
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A STEADFAST FOCUS:
HOW PROTECCION

IS REDEFINING
PRIVATE BANKING
AND ASSET
MANAGEMENT IN
COLOMBIA

As one of Colombia’s pre-eminent private pension funds, Proteccion

stands as a beacon of excellence in the Latin American financial landscape,
consistently delivering innovative, client-centric solutions that empower
individuals, institutions, and corporations to achieve their long-term
financial goals. With a team of approximately 1,500 dedicated professionals,
over US$47 billion in assets under management, and a client base exceeding
8,5 million across all businesses, Proteccion continues to build its legacy as
one of Colombia’s most established financial institutions.

10 | GLOBAL PRIVATE BANKER



Proteccién’s comprehensive suite
of savings and investment solutions
not only meets the diverse needs

of private investors, families and
institutions in Colombia, but also
helps foster financial wellness,

literacy and security.

This is well evidenced at the
Global Private Banking Innovation
Awards 2025, hosted by Global
Private Banker at the Raffles Hotel
in Singapore, where Proteccion
won two awards - ‘Best Private
Bank - Colombia’ and ‘Best Robo
Advisory Solution’ and also received
high acclaim in the category of
‘Best Wealth Management for
$100k-$250k AUM..

In recent years, Proteccion

has undergone a structural
transformation process that

has positioned the firm as a
comprehensive financial well-
being platform and a leader in the
voluntary savings, investment and
wealth management segment in

Colombia.

Thanks to the trust of more than
650,000 voluntary savers and
investors, Proteccién now manages
40% of the voluntary savings in

the private fund system and 9%

of the country’s total savings and
investments. Furthermore, its Wealth
Management Division manages

the wealth of more than twenty
thousand private investors and their

families.

By the end of 2024, Proteccién
reached a record figure of COP $13.7
Billion (COP $14.3 Billion as of May
2025 / est. $3,5 Bn USD) in managed
voluntary savings, with a 16% growth
in assets and a sevenfold increase in
active clients with voluntary savings

products.

Proteccién boasts a robust
infrastructure and a highly
specialised team in research and
investment strategy , allowing it
to anticipate trends and make
well-founded and efficient
investment decisions. It also has
teams of specialised consultants
in investment topics, portfolio
management, international

investments and taxation, who

engage in conversations with
clients, enabling them to plan
and execute significant portfolio

management decisions.

With its national presence and
close relationships with clients,
Proteccién provides a deep
understanding of regional dynamics,
strengthening its responsiveness
to different market contexts. A
long-term technical approach and
over three decades of accumulated
experience establish the firm as

a reliable and strategic entity for
resource management and wealth

building.

Personalised and comprehensive

advisory services are at the heart
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of Proteccidn’s value proposition,

structured into five pillars:
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Personal financial advisory
- Proteccién conducts a
detailed analysis of the client’s
current and projected cash
flow, incorporating income,
expenses, obligations and
future needs. This allows

it to design strategies to
ensure the sustainability—or
improvement—of their quality
of life, even during periods

of change, wealth growth, or
mayor life transition. The goal
is to help them make informed
decisions about consumption,
savings and planning for

important events.

Retirement planning -
Proteccion assesses the
client’s pension situation
under the current regulatory
framework and the possible
effects of structural reforms
(such as Colombia’s current
pension reform). It then
creates retirement scenarios
tailored to their expected

lifestyle, identify gaps

and define optimisation
stretegies for income in the
decumulation phase, using
both traditional instruments
and complementary pension

and private annuity vehicles.

Personalised tax planning
- Proteccidn proactively
reviews the client’s fiscal
situation to identify tax
efficiency opportunities in
both regular income and
extraordinary transactions
(bonuses, inheritances, asset
disposals, dividends, pension
withdrawals, etc.). It designs
strategies that allow them to
anticipate tax contingencies,
leverage existing legal benefits,
and improve net asset

profitability.

Investment management
- Proteccién defines a
personalised investment
strategy aligned with the
client’s risk profile, time
horizon, financial goals and
specific circumstances. Both
traditional and alternative

options (including private

funds, local and international
asset allocation strategies
and structured vehicles) are
assessed, with a focus on
suitability, diversification,
sustainability and long-term

capital preservation.

5. Estate planning and legacy
protection - Proteccion offers
fiduciary solutions and legal
estate planning frameworks
that help structure, protect and
transfer wealth efficiently, in an
orderly manner and according
to the client’s wishes. This
includes mechanisms such
as trusts, special mandates
and international structures
designed to reduce exposure
to conflicts, tax burdens and

decapitalisation risks.

Each client of Proteccién receives
guidance based on their life stage,
wealth goals and ability to save
and invest, fostering informed and
sustainable decision-making. This
advisory service anticipates needs,
helping Colombians bridge savings
gaps and strengthen their financial

well-being for the future.



Digital transformation remains

a cornerstone of Proteccién’s
strategy. In 2024 alone, Proteccion
invested over US$19 million in
technological transformation to
enhance user experience, reaching
96% of interactions through digital

channels.

The company has implemented fully
virtual subscription processes for
savings and investment products,
enabling clients to simulate long-
term saving behaviours and invest in

balanced strategies with ease.

Furthermore, the launch of Gestién
PRO, an automated discretionary
portfolio management service

that allows clients to delegate
investment decisions to our
specialists, has revolutionised
engagement in Colombia. This
solution provides personalised

investment strategies without

Proteccion

requiring extensive knowledge or

time commitment from clients.

This strategy is complemented by
the Financial Navigator, an Al and
behavioural science-based tool that
helps individuals plan, optimise
their resources, and make better

investment and retirement decisions.
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LEADING
WITH TRUST:

IN WEALTH
MANAGEMENT AND
PRIVATE BANKING
IN ASIA

FEATURE ARTICLE

As one of Asia’s leading banking groups and Southeast Asia’s fourth-largest bank by assets,
Maybank Group offers a range of banking services across retail, SME and corporate segments,
as well as private banking for affluent clients in the region.

At the Global Private Banking Innovation Awards 2025, hosted by Global Private Banker, Maybank Premier and

Maybank Private, the bank’s arms serving the affluent clientele, won several awards for offering superior wealth
management services and an elevated customer experience.
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Maybank Group established
Maybank Premier in 2014 in a bid to
serve the growing base of affluent
clients across Southeast Asia. Over
the years, it aggressively expanded
its business footprint, boasting

of 54 Maybank Premier Centres,

6 Premier Hubs and 86 Premier
lounges across Singapore, Malaysia,
Indonesia, Philippines, Cambodia

and Brunei.

In Singapore, a key hub for the
Maybank Group, it set up an
offshore team to better serve its
clients, while growing its team of
relationship managers (RMs) and
treasury and insurance specialists
to keep up with the growing client

base.

For offering a complete suite of
investment products and wealth
advisory services, and recording
growth of 15.1% CAGR in investment
assets under management,
Maybank won the award for ‘Best
Wealth Management for $500k -
$1.5 million AUM’.

To provide an elevated customer
experience for its affluent clients,
Maybank Premier has enabled
priority banking services across
all Maybank branches, while

also launching premier hubs

in 2025, designed to deliver a

superior customer experience
through specialised support and

communication with RMs.

Preferential services for Premier
clients include access to exclusive
privileges such as the Maybank
Premier World Mastercard credit
and debit cards, lifestyle events
and webinars, and expert views
through Maybank’s market outlook

reports.

Clients receive access to a
comprehensive set of financial
solutions, with a suite of wealth
management products such as dual
currency investment, unit trusts,
structured notes, structured
deposits, bonds, foreign exchange,
regular and single premium
insurance and credit facilities.
Maybank’s star product bundle

- the Maybank Premier Save

Up programme - is exclusive to
Premier clients and offers interest
of up to 8% per annum when
clients save, spend, invest, insure

and borrow with Maybank.

With its strong presence across
Southeast Asia, Maybank Premier
offers seamless cross-border
financing solutions. Maybank
Premier clients have the freedom to
invest in a timely manner anywhere
within the region by pledging
assets in their home country to
invest in opportunities found

in another. Recognising these
services, Maybank was awarded as
the ‘Best Bank for Priority Banking’

at the ceremony.

Maybank Private has demonstrated
strong commitment to addressing
the unique and complex financial
needs of entrepreneurs, offering a
comprehensive and integrated suite
of services that spans both business

and personal wealth management.

Through its bespoke financial
solutions, cross border financing
capabilities and expertise in
wealth preservation, Maybank

has consistently set the standard
for excellence in private banking,
bolstered by its ability to support
entrepreneurs in both local and
international markets, while
providing them with the right tools

and resources to succeed.

Key offerings for entrepreneurs

by Maybank Private are its Single
Share Financing (SSF) and Variable
Universal Life (VUL) Financing
products. These innovative
financial solutions are specifically
designed to address the unique
needs of entrepreneurs, enabling
them to maintain financial stability
within their businesses while
simultaneously enhancing their
personal wealth. By offering tailored
financing options, Maybank allows
entrepreneurs to grow their wealth
in a sustainable manner while
safeguarding the financial health

of their enterprises. This dual
focus on business and personal
financial management ensures that

entrepreneurs have the tools and
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support they need to thrive in both

domains.

Recognising Maybank Private’s
specialised offerings for
entrepreneurs, Global Private
Banker’s judges gave it high acclaim
under the category: ‘Best Private

Bank for Entrepreneurs’.

Ms. Rachel Wal, Director, Maybank
Premier, has been serving Maybank’s
clients since 2013, charting her

path with the bank and being
promoted to the Premier division’s
director in 2022. Over the years,
Rachel has cultivated a track record
of outperforming sales targets,
consistently exceeding them two to
three times. In 2024, she achieved a
personal best, delivering 660% sales
productivity and generating over $3

million in fee-based revenue.

Her ability to achieve such
extraordinary growth in a highly
competitive landscape highlights
her mastery of wealth structuring,

investment strategy and client

relationship management, making
her a winner of the ‘RM of the Year -
Wealth Management’ award.
Winning the award for ‘Female
Private Banker of the Year - Asia
Pacific’ is Jenny Chin, Executive
Director, Maybank Private
Singapore, who has demonstrated
unparalleled expertise and strategic
insight in delivering high-value,
tailored wealth management
solutions to high-net-worth and

ultra-high net worth clients.

As Senior Private Banker, Jenny has
been instrumental in driving growth,
providing exceptional service, and

building strong, lasting relationships

with clients. Her leadership has had

a direct impact on the growth of her
team and portfolio, which has seen
a 20% increase in both clients and
assets under management (AUM)
since 2021.

Kenny Liu, Director, Maybank
Private Singapore, has achieved a
remarkable 20% growth in his client
base and AUM over the past three
years. Even more impressive is his
ability to achieve a two-and-a-half-
fold increase in revenue during

the same period, demonstrating

his capability to generate strong
financial returns for both his clients
and the bank. For this, he received
the award for ‘Private Banker of the

Year - Asia Pacific’.




MODERNISING
WEALTH
MANAGEMENT FOR
AN EVER-EVOLVING
LANDSCAPE:
INVESTBANQ

While newer technology continues to be swiftly adopted among other areas of
financial services, there seems to be a growing dissatisfaction, particularly among
traditional wealth managers, due to the lack of comprehensive digital services,
limited access to investments and operational inefficiencies.

To address this challenge, Oz (Olzhas) Zhiyenkul and Tk (Talgat) Kantayev launched Investbang three
years ago. Investbang offers a cutting-edge, Al-powered wealth management platform designed for wealth
managers and family offices.

Investbang’s Wealth Operating System (WealthOS) allows its clients to transition to Al-powered,
WealthTech-enabled financial institutions, catering to the technological expectations of affluent clients
amid a generational wealth transfer.

Through its Family Operating System (FamOS) suite of solutions Investbanq provides both family offices

and affluent individuals a personalised and a cost-effective wealth management platform with an intuitive
interface, incorporating Al-driven advisory capabilities, reporting and analytics.
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Investbang’s platform caters to
both wealth managers and their
end clients, seamlessly integrating
into any business process and
providing a fully customisable and
scalable solution to meet the needs

of the organisation.

Key features include automatic data

consolidation across asset classes

with intuitive dashboards and asset

allocation visualisations, Advisor
Co-Pilot for customising portfolios
and Analyst Co-Pilot to provide
real-time analysis of news and
market events, advanced report
generations for informed decision-
making, and a secure client portal,

among various other features.

What sets Investbang apart

from competition is its unique
combination of personalisation
and productivity through Al, an
all-in-one platform that digitises
the whole wealth value chain from
customer onboarding to portfolio
management, and 360-degree
reporting, making its platform
comprehensive and user-friendly
- and as a cloud-based, modular
platform - also far more cost-

effective.

Based in Singapore, Investbanq

specifically focuses on underserved
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regions where it sees massive
growth potential, such as South
East Asia, Central Asia and Middle
East and North Africa (MENA),
where a number of competitors
either operate partially or have no

presence altogether.

The platform provides clients

with a full suite of solutions to

“digitise everything wealth”, starting

from compliance, CRM, CMS to
trading to Al-powered portfolio

management, multi-custody data

consolidation and reporting. It also

enables things such as an asset
marketplace capable of supporting
a broad range of investment
options, including alternative
assets, to cater to the diverse needs
of affluent investors, as well as
featuring other unique cutting-edge

features like a low-code BPMS.

The platform is also updated
continuously to remain at the
forefront of wealth management,

while effectively capitalising on



the growing wealth transfer among
affluent millennials and digital
natives across emerging Asia and
MENA. Additionally, the company
strives to make wealth more
inclusive by opening up access to
sophisticated wealth management
tools for a broader range of

investors.

The Investbang team brings

together deep expertise across

wealth management, technology and

financial services. With hands-on
experience in fintech, brokerage,
private banking and venture
capital, the team understands both
the complex needs of financial
institutions and the evolving
expectations of modern investors.
This blend of industry knowledge
and innovation-driven thinking
continues to shape the platform’s
development, ensuring it remains
adaptable, relevant and at the
forefront of wealth management

innovation.

Investbang is doubling down to
evolve its platform in 2025 and
beyond, with plans to launch digital
asset management capabilities,
enhanced Al tools for wealth
management and integration

with decentralised finance (DeFi)
platforms. Additionally, in the near

future, it plans to develop an Al-

based, value-driven digital private
banking ecosystem with embedded

finance features.

For developing a visionary platform
- combining deep industry insights
with a passion for innovation and
evolution - Investbang won the
award for ‘Best WealthTech Solution
- Al at the Global Private Banker
WealthTech Awards 2025.

GLOBAL PRIVATE BANKER | 19




J.P. MORGAN
NAMED WORLD’S
BEST PRIVATE BANK
BY GLOBAL

PRIVATE BANKER

By: Mobasher Kazmi

J.P. Morgan Private Bank retains its leadership position among private
wealth institutions advancing business growth through strategic
initiatives, customised solutions and extensive coverage.

For an outstanding fifth straight year, J.P. Morgan Private Bank is
recognised as the Best Private Bank - Overall at the Global Private
Banking Innovation Awards 2025.
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Global Private Banker evaluates
the Best Private Banks at a global,
regional and country-level based
on unique achievements and
business excellence of participating
institutions for the period under
review. This is documented by
those private banks that have
demonstrated effective private
wealth management strategies
reinforced through strong financial
performance, exceptional client
experience and enhanced digital

innovation.

A principal standout has been

J.P. Morgan Private Bank, which
continues to demonstrate its
efficacy in providing customised
financial advice to clients in
achieving their goals augmented by
superior experiences. The Private
Bank has deployed dedicated
teams of specialists to service
client investments and financial
assets via a comprehensive and
integrated strategy, leveraging the
global resources of J.P. Morgan
spanning across planning, investing,
banking, philanthropy, family office
management, fiduciary services,

special advisory services etc.

Financial performance:
sustained revenue

and AUM growth
consolidate client
relationships

Notably, in 2024, the Private
Bank generated USD $11.4 billion

in revenues, which marked a 7%

year-on-year increase driven by
both higher net interest income
and higher non-interest revenue.
Furthermore, the Private Bank’s
total assets under management
(AUM) reached USD $1,273 billion
in 2024, rising by almost 27%
year-on-year, as clients respond
favourably to elevated client
engagement predicated on tailored
experiences, which empowered
clients to achieve their long-term

financial goals.

The Private Bank also expanded
its client advisor base by 260 new
client advisors during the year with
its private banking bench strength
reaching 3,775. Importantly, the

Private Banking segment’s total

client assets increased significantly
to USD $2,974 billion in 2024 from

USD $2,452 billion in 2023. The
strong net client asset flows are
indicative of the Private Bank’s
superior investment returns
bolstered by a relatively favourable
market environment thereby

unlocking further value for clients.

In addition, Bank of America
Private Bank steadily enhanced
its competitive position as the
institution recorded USD $3.9
billion in revenues and client
balances reaching USD $674 billion
with 3,200 net new relationships
being added in 2024. The Private
Bank’s client-focussed growth
strategy sought to deliver organic
growth by new client acquisition
and deepening of existing client
relationships across deposits,

loans and investment accounts.
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Elevated and
personalised
experiences:
reimagining digital
journeys for private
wealth clients

Furthermore, J. P. Morgan Private
Bank has enhanced its private
wealth proposition centred on
delivering cutting edge digital
experiences, which seamlessly
integrate with client priorities
and interactions. A case in

point is the J.P. Morgan Online
International (JPOI) platform that
distinguishes itself by providing
clients with data-driven insights
and real-time market data, while
empowering them with intuitive
self-service capabilities. Likewise,
it incorporates features such as

a 24/7 Digital Wealth Assistant,
offering personalised alerts and

smooth digital execution.

JPOI has proven to be instrumental
in enhancing client engagement
and satisfaction, while also

driving increased AUM and
optimising resource allocation.
Moreover, the scalable app has
been essential in reducing costs

by streamlining operations and
facilitating seamless omni-channel
experiences. Consider also that the
new mobile app has now become a
foundation to many of the Private
Bank’s key business initiatives

and innovation, including its

digital advisory, wealth planning,
content distribution, and execution

businesses.
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Likewise, in 2024, J.P. Morgan
Private Bank improved the front-
to-back Goals-Based Planning
(GPB) experience across advisors

& clients. Essentially, the GBP tool
has enhanced wealth planning by
providing comprehensive wealth
visibility, tailored investment
strategies and continuous support.
GBP is an essential conduit for
clients to achieve their long-term
financial goals, make more informed
financial decisions, overcome
emotional biases, and navigate
challenging market conditions. GBP
reflects the Private Bank’s dedication
to digital innovation in private
wealth, while deepening client-
advisor relationships and delivering

exceptional value.

Similarly, Bank of America Private
Bank will continue to invest in
technology to improve the client
experience. Its digital strategy has

become a core part of its wealth

client experience, reflecting a high-
tech and high-touch approach with
92% of core client relationships
actively using online or mobile
banking tools in 2024. The efficacy
of its wealth platforms has enabled
the institution to realise its strategic
priorities of client acquisition
growth and advisor productivity. A
case in point is the July 2024 launch
of Digital Appointment Setting, a
new scheduling capability by Merrill
Wealth Management, designed to
save advisors and their teams time
and offer flexible scheduling for

clients and prospects.

Innovation: leveraging
cutting-edge Al
technology to
transform private
banking

Interestingly, in 2024 J.P. Morgan

Private Bank launched two new



tools namely the LLM Suite, the
Private Bank’s internal version of
ChatGPT and Connect Coach, the
Private Bank’s advisor co-pilot.
Indeed, with initiatives such as
Connect Coach and LLM Suite, the
Private Bank is solidifying advisor
efficiency and enhancing client
satisfaction, thereby redefining
benchmarks for innovation and
excellence in private wealth and
strengthening its competitive

position.

Importantly, these initiatives

were crafted to optimise advisors’
workflows, minimise administrative
tasks, and facilitate more
customised client interactions.
These tools empower advisors

in better servicing clients by
focussing on high-value activities.
The implementation of Connect
Coach and LLM Suite has fostered
a culture of innovation within the
Private Bank, encouraging the
adoption of advanced technologies
and continuous improvement in

service offerings.

In comparison, HSBC Global
Private Banking has demonstrated
its commitment to technology
and innovation as a key enabler
in driving a hybrid model that
enhances the overall client
experience. Along with the
expansion of the FX product shelf
on Online Trading, the launch of
SmartMatch, an enhancement to
its PRISM advisory proposition,
has enabled clients to react faster

to market movements and capture

the latest market opportunities.
Internally, the Virtual CIO leverages
the GenAl technology to improve
the Private Bank’s front office
efficiency and the overall quality of
investment advice with the Group
planning to continue investing into
Al and GenAl to improve client

experience and process efficiency.

About Global Private
Banker

The Global Private Banking
Innovation Awards 2025, organised
by Global Private Banker, exist to
identify, honour, and celebrate the
world’s preeminent Private Banks,

Family Offices and Wealth Managers

that demonstrate elite levels of
advisory, unbiased investment
research and bespoke solutions,
together with their distinguished
leaderships’ contribution to client

services.

Indeed, Global Private Banker
Awards are accolades of excellence
and distinction, attributed to
outstanding players, and provide
independent and objective
benchmarks for the global wealth
industry. As the world’s most
authoritative and transparently
judged awards program, more
than 270 entries from 70 plus
participating institutions have been
received during the 2025 awards

cycle.
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BRIDGING THE GAP:
HOW ABBOVE

IS SIMPLIFYING
OBSTACLES IN
PRIVATE BANKING
ACROSS EUROPE

Back in 2017, Abbove began its journey with the intent to solve real problems that affluent
families in Europe faced when managing their wealth. Speaking to 120 of such families,
Guillaume Desclée, CEO of Abbove, uncovered their anxieties and deep-rooted concerns.
Their core needs - which were most often overlooked by advisors - turned out to be simple
and surprisingly basic.

Feeling overwhelmed by the increasing complexity of their wealth, many families wanted to be able to grasp the full
picture and a clear understanding of their total net worth. As information was fragmented, this lack of a consolidated
view created anxiety in their minds, especially when it came to future planning. Families also feared that a lack of open
communication around their wealth would lead to family disputes, especially in matters of inheritance.

After numerous conversations with these families, PaxFamilia, a digital wealth passport solution was launched, which
was later renamed Abbove.

Abbove is a digital platform offering a standardised wealth information system at a multinational level in an otherwise
fragmented market dominated by local champions. The platform seamlessly integrates with estate planning and
taxation tools in the countries it operates in, creating an ecosystem that allows users to benefit from a flexible and
global solution.

The platform allows advisors to offer a comprehensive wealth planning service to their key clients, while helping them
provide relevant and personalised advice and significantly improving their operational efficiency. Today, over 1,100
wealth advisors use Abbove to support more than 35,000 families across E\irlope. iy

- E
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Key Features

Acting as the anchor for the advisor-
client relationship, the platform
fosters understanding between both
parties, defines objectives, provides
the right advisory and monitoring

tools to ensure long-term success.

The platform organises collection
of wealth data, modelling the
information regarding the family’s
wealth through a collaborative
interface. It then consolidates the
data to provide a clear, concise
overview of the family’s wealth,

structure and implications.

It also allows for creation of
objectives and action plans, with the
tools to monitor them according to
the client’s aspirations and life goals.
The platform also provides wealth
management and advisory tools
directly connected to the wealth
data to ensure recommendations
are not only reliable and efficient,
but also tailored to the client’s

needs.

Solving Challenges

Recognising the hurdle of
developing a wealth planning
platform operating in multiple
countries, Desclée explains how the
firm set out to solve that particular
problem - putting their efforts into
developing a complete, reliable and

structured wealth data model.

And the best way to do that was
through forging partnerships with

local tax calculation engines that met

Abbove’s criteria.

“These simulators securely and
automatically receive wealth data
from Abbove to feed their engines,”
Desclée explains. “The development
of wealth (inheritance) and tax
scenarios, tailored to the specificities
of each country, can then be carried
out, guiding the advisor in their
recommendations to the client

and validating our “multinational”

approach.

“This approach allows us to cover
the entire wealth planning advisory
value chain in the countries where
we operate, while maintaining a

unique user experience.”

Creating Impact

Implementing Abbove’s wealth
planning platform has created a
significant impact for private banks,
family offices and accountancy
firms. The digitisation of services
has helped wealth advisors improve
engagement with their clients, by
allowing for more personalised and
structured interactions. Through
access to real-time, organised data,
wealth advisors are now better
equipped to provide holistic advice
to their clients, in turn helping them

forge long-term relationships.

For advisors, the platform also helps
reduce time spent gathering and
organising wealth data through the
use of automated tools, helping them

increase their productivity.

GUILLAUME DESCLEE
CEO of Abbove

Additionally, the company’s
continued expansion into new
markets has opened up new avenues
for financial institutions to expand
their wealth management services
across jurisdictions. However, what
attracts families to the solution is

its client-centric approach to wealth
management, allowing advisors to
tailor services in response to ever-

evolving client needs.

Recognising the merits and the
notable impact created by this
platform, Global Private Banker
presented Abbove with the award for
the ‘Best Private Banking Solutions
Provider - Overall’ at the WealthTech
Awards 2025.
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INNOVATION
AT ITS HEART:

TO OPTIMISE
TEAM EFFICIENCY

BPI Private & Wealth, a strategic division of Banco BPI and part of the
Spanish banking giant CaixaBank, has been a renowned name for private
banking services and wealth management for high net worth and ultra-
high net worth clients for three decades. Managing over €9.5 billion in
assets for over 8,000 clients, it is recognised as the leading Portuguese
private bank.

To retain its leading status, BPI Private & Wealth has kept digital innovation as one of its
main priorities, which in turn has helped it maintain strong client relationships and optimise
efficiency.
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Customising
efficiency

By integrating advanced analytics,
artificial intelligence, and data
science into operations, BPI
Private & Wealth has been
ensuring its services are
consistently personalised,

transparent and impactful.

A notable example includes the
rollout of a highly customised
version of Salesforce Customer
Relationship Management (CRM)
for BPI Private & Wealth.

Salesforce’s advanced
customisation features appealed
to the bank, allowing to create a
solution tailored to the complex
workflows of private bankers
and support teams. The platform,
building onto the bank’s own
system, is designed to grow

with BPI's expanding client base,
ensuring seamless access to
centralised data. This integration
also enables faster decision-
making, improved operational
efficiency and a more personalised

client experience.

Key features of the enhanced
platform include a consolidated
portfolio view for private

bankers, automated alerts

to help resolve issues, track
overdue documentation and
foster proactive engagement

and campaign management
integration within the platform for
better organisation, tracking and

analysis.

The full rollout of Salesforce in
the Private & Wealth segment is
still ongoing, as this segment’s
unique needs and complexity
called for a tailored approach to
support the operations of private
bankers and the personalised
services expected by clients.

To achieve this, BPI's teams
worked closely with Salesforce
experts over several months,
designing a solution that aligned
with these requirements while
delivering greater efficiency, real-
time insights and added-value

services.

The rollout of Salesforce
represents BPI Private & Wealth’s
most significant investment in
this transformation to date. It
began with BPI's recognition of
the significance of moving beyond
traditional private banking to
deliver a more comprehensive

wealth management experience.

Reaping benefits

As the rollout continues within

the segment, BPI is gathering
valuable feedback through pilot
testing with a select group of
private bankers. Early insights
have suggested that Salesforce

has helped reduce administrative
tasks, improve organisation and
prioritise key client engagements.
Automated alerts have proven
particularly effective in highlighting
overdue documentation, important
milestones, or upcoming renewals,

ensuring timely follow-ups.

BPI noted one key impact

of Salesforce is its ability to
centralise client data, enabling
private bankers to view portfolios,
interactions and preferences in one
place. This enhanced accessibility
not only supports more efficient
decision-making, but also ensures
private bankers can address client

needs with precision and insight.

For carrying out a successful
transformation, BPI Private &
Wealth won the award for the
‘Best CRM Initiative’ at the Global
Private Banker WealthTech Awards
2025.

Looking ahead, BPI will look to
shift its focus to exploring new
capabilities such as Salesforce’s
Data Cloud - to unify and analyse
data across the organisation,

as well as Agentforce - a set

of Al-driven tools designed to
streamline processes and enhance

productivity.
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SMART WEALTH
PLANNING:

HOW INWEALTH
LEVERAGES Al
DEVELOPED BY GIRIS
TO OFFER LEGAL,
TAX STRATEGIES
FOR INTERNATIONAL
FAMILIES

Managing wealth on an international scale comes with its own set of problems - from
the customer not being aware of stakes to the professionals not having the skills or
resources to work in several countries and support their clients with international
wealth management projects. As an answer to these issues, iNwealth was launched
in September 2024. A cutting-edge digital platform designed for the next generation,
iNwealth leverages a proactive Al that detects wealth issues in any particular wealth
management project.

The platform delivers fast and reliable insights into international wealth management. Led by Al, it enhances
security by swiftly identifying legal and tax issues, ensuring smoother wealth management. It is currently
available for European residents and will be available in a second phase for markets in Asia and the Middle East
with links to Europe.
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How It Works

Founded by Frédéric Valentin, an
expert who taught himself to code
to master technology, iNwealth
combines human expertise with Al

to redefine wealth management.

Once on the platform, depending on
their tax residence, users select their
asset management project and the Al
helps them to carry it out under the
right legal and tax conditions. First,
the Al combs through the project to
find any legal or tax-related issues
that might impact it through a

Q& A with the user. Once the user
discovers all the issues involved,

the Al proposes a wealth document
listing all the legal and tax issues
involved, alongside proposing a
private, 30-minute time slot for a
video conference with the right
wealth experts to go through the

document.

iNwealth also boasts of a news feed
full of reliable international wealth
information posted by professionals
recognised in their respective
countries of residence. This news
feed is linked to the Al to monitor
the legal and tax aspects of the
user’s wealth document, tracking
important changes such as changes
to laws and the ushering in of new

tax regimes.

Hosted by Scaleway, iNwealth

also ensures a robust and secure
infrastructure, meeting the complex
needs of international clients while

delivering optimal performance.

Additionally, the platform excels in
modelling legal and tax strategies,
providing tailored solutions

to secure and optimise wealth

management on a global scale.

Solving Real Challenges

In just under a year, iNwealth

has proven itself to be a major
innovation for the private banking
and wealth management sector

in Europe, meeting a number of
customer needs and expectations.
These include increasing
operational efficiency, outsourcing
validation process for wealth
studies, developing tax residency
markets via reverse solicitation
without setting up an office in

the country concerned, delivering

reliable wealth information and

offering a platform of international
expertise for smaller structures
that don’t otherwise possess the in-

house skKills required.

For developing a solutions-oriented
platform that solves real industry
problems, iNwealth picked up
awards for the ‘Best Wealth Planning
Initiative’ as well as ‘Best WealthTech
Solution - Legal and Taxation’ at the
Global Private Banker WealthTech
Awards 2025.

Looking forward, iNwealth aims

to become a benchmark platform
for international wealth taxation.
Particularly, for 2025 and 2026,

the start-up plans to focus on
developing its platform for other tax
residences, while also increasing
the number of wealth projects on its

platform by tax residence.

Al for efficionsy

Python
Tm—!ﬂ&
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Launched in 2023 by the former CEO of Bank Pictet (Asia) joined by a Yahoo and
Facebook alumni, WMCockpit is a holistic wealth management tool that offers unique
insights, stress testing, making complex family structures understandable for wealth
managers, private bankers, tax advisors, and the families.

At the Global WealthTech Awards 2025, hosted by Global Private Banker, WMCockpit picked up the award for the
Best WealthTech for Digitally Empowering Relationship Managers for building up a solution truly unique to the
market and one that solves a number of challenges.

Addressing the Market Gap

WMCockpit offers the unique ability to model, pilot and stress test a family’s entire estate and new investments,
thereby helping to analyse vulnerabilities stemming from market movements, liquidity needs, jurisdictional risk or
exposure risk to climate change. The platform can also be used as a document repository for estate management
or compliance purposes.

It was primarily launched to address the gap between tax-driven wealth planning and portfolio management, as
typical wealth advisory does not address estate-wide issues such as currency exposure, liquidity, fairness of the
family holding structure in the context of the “Next-Gen”. This is the core of the challenge that WMCockpit has
set out to achieve.
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Platform features include
aggregation of wealth (liquid

and illiquid financial wealth as
well as non- financial assets),
presentation of income and

asset break-down by Ultimate
Beneficial Owner (UBO), liquidity
analysis, graphic and interactive
estate mapping, stress testing for
markets or currency movements
as well as scenario comparison
to analyse any investment
opportunity through a 360-degree

lens.

Additionally, the models’
complexity can be adapted to the
client’s level of disclosure, thereby
expanding the opportunity set
that private banks and wealth
managers are otherwise usually

exposed to.

What sets the platform apart is
how it offers a unique perspective
not only on portfolios, but also

on a client’s overall wealth. The
company says its user experience
and functionalities are, for the
most part, unheard of - something

which was also confirmed by its

Source: WMCockpit Website

blue-chip clients.

The tool serves as a catalyst

to uncover vulnerabilities or
opportunities in an estate and
address them, thereby greatly
enhancing the advice provided by
private bankers while multiplying
the transaction potential

of individual client groups.
Additionally, the platform is
completely jurisdiction/currency

agnostic and can be rolled out

seamlessly across numerous

markets.

Looking ahead, WMCockpit aims to
boost its platform through Al-led
automation, with novel metrics such
as climate change exposure. Rather
than having ESG ratings with little
relevance to underlying performance,
WMCockpit’s engine will assess

the impact of climate change on the
actual price and risk of the clients’

assets.

What sets the platform apart
is how it offers a unique perspective
not only on portfolios, but also
on a client’s overall wealth.
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RAISES THE BAR
IN PRIVATE
BANKING

BPI Private Wealth is pushing the boundaries of traditional private banking
by offering more than portfolio management—it is delivering a Signature
Experience that blends credit flexibility, strategic planning, curated
lifestyles, and long-term family engagement.

Since its launch in August 2023, the Signature Experience has set a new benchmark in the
Philippine market, driven by client insight and data-backed decision-making. The result? Assets
under management (AUM) surged 21% to PHP 566.61 billion while revenue climbed 12% to PHP
3.68 billion. The bank’s net promoter score (NPS) rose 10 points to 92—clear evidence that this
model of private banking is resonating.

At the heart of BPI Private Wealth’s banking proposition is Wealth Loans, a first-of-its-kind
credit solution in the Philippines. It allows clients to unlock liquidity by borrowing against their
existing investment portfolios—giving them access to funds while their assets continue to grow.

In 2024, Wealth Loans registered a 94% increase in outstanding balances and facilities extended
jumped 222%. Clients have used these funds to grow their businesses, pursue passion projects,
or simply manage liquidity with less friction. Minimal documentation, quick approvals, and flexible
terms set this offering apart from traditional loan products.
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Digital foundations for
scale and service

Internally, BPI Private Wealth
invested in automation and
smarter processes to ensure its
growth remains efficient and
client focused. An online referral
tracker now supports quicker
onboarding and provides real-
time dashboards for relationship
managers. Knowledge-sharing has
been streamlined through the use
of a central SharePoint intranet,
improving coordination and speed

across teams.

A new website, dedicated
exclusively to Private Wealth
clients, is in development and
expected to launch in 2025. It
will provide a tailored experience
distinct from BPI’s mass-affluent
platforms. In the meantime,
clients continue to benefit from
the functionality of the BPI App,
which allows full digital access to
investment products—anytime,

anywhere.

Strengthening client
relationships through
relevance

Beyond the numbers, BPI
Private Wealth has carved

out a unique space in client
engagement. Events are curated
not just for prestige, but to
create meaningful interaction:
networking opportunities,

marine conservation-linked

yacht races, and next-generation
financial literacy programmes
like the NextGen Wealth Elite
Academy.

These moments go beyond
hospitality—they’re designed to
connect clients with peers and
inspire the next generation of
wealth stewards. The goal is to
support clients in building legacies,

not just wealth.

Putting people at
the centre of private
banking

The growth of BPI Private Wealth
is deeply tied to the strength of
its people. A standout example is
Jamie Ang Yutingco, awarded
as Relationship Manager of

the Year at the Global Private
Banker Awards 2025. Known
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WINNER

Best Private Bank —
Philippines

for her thoughtful approach and
precise execution, she represents
the future of client-centred
banking. Her ability to understand
individual client priorities and
translate them into actionable,
long-term strategies has made

her one of the most trusted
figures among the bank’s clientele.
Yutingco’s work embodies the
Signature Experience in practice—
relationship-led, insight-driven, and

grounded in trust.

BPI Private Wealth'’s initiatives
have earned industry recognition
at the Global Private Banker
Innovation Awards 2025 held at
Raffles Hotel Singapore, where the
bank was named Best Private Bank
- Philippines, Best Private Bank for
Credit, and Outstanding Private
Bank for Growth Strategy, while
Jamie Ang Yutingco was recognised

as Private Bank RM of the Year.

PRIVATE

WE
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CUSTOM
INVESTMENT
SOLUTIONS

AT SCALE:

HOW TINDECO IS
DRIVING MARGINAL
COSTS TO ZERO

FEATURE ARTICLE

The best entrepreneurs solve problems they’ve faced themselves—and
that’s exactly how Tindeco began. In 2010, Michael Kaimakliotis and Neil
McLachlan founded Tindeco after experiencing firsthand the limitations of
investment management technology.

At the time, they worked together at a leading investment firm—Michael as Head of Asset
Management and Neil leading platform development. With a generous budget and the freedom
to choose best-in-class tools, they set out to build a technology stack that would enable scalable,
customised investment solutions. But despite their efforts, the market offered no platform that
could deliver true customisation without complexity. That gap became their mission—and the
foundation for Tindeco.
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Enabling
Hyperpersonalisation

Since its founding, Tindeco has
helped investment managers shift
away from generic, one-size-fits-all
offerings. The platform empowers
wealth and asset managers—as well
as platforms like TAMPs—to deliver
tailored investment strategies at
scale, without driving up operational
costs or complexity.

Tindeco’s philosophy is simple but
powerful: customisation should

be a competitive advantage, not an
operational burden. Its technology
allows firms to meet growing
demand for personalisation while
maintaining efficiency, compliance,

and scalability.

Built for Scalable
Customisation

Tindeco’s end-to-end platform
enables firms to scale systematically.
It supports the full investment
lifecycle—from strategy design to
execution—while giving managers
control over how much automation

or manual oversight they want.

At the heart of the platform is

the Tindeco Investment Studio,

a browser-based, cloud-native
application. It features the
Strategy Designer, a no-code,
drag-and-drop tool that functions
as an orchestration layer. Users
can visually build sophisticated
investment strategies by arranging
functional blocks—representing

data, analytics, compliance, and

optimisation engines—on a canvas.
These blocks can be connected,
parameterised, and enriched with
logic, enabling rapid strategy design
and testing. With just a few clicks,
managers can publish and deploy
strategies, dramatically shortening

time to market.

Designers can also create strategy
templates with customisable
parameters, giving end users
flexibility to fine-tune portfolios—
without compromising strategic

intent or compliance controls.

Managing Portfolios at
Scale

The Wealth Profiles module extends
these capabilities by allowing firms
to define and manage a house view
across their product suite. Managers
can make centralised allocation
decisions that cascade automatically
across their entire product suite—
while still maintaining client-level
customisation. This enables firms

to deliver personalised solutions at
scale with exceptional operational

efficiency.

Strategies created in the Studio can
be linked to one or many portfolios
for ongoing management. At that
point, the Tindeco Investment
Manager takes over. This fully
integrated Portfolio and Order
Management System (PMS/OMS)
features a multi-asset-class risk
engine and handles trade generation,
compliance monitoring, and

execution workflows.

MICHAEL KAIMAKLIOTIS
CEO, Tindeco

Integration and
Flexibility

Tindeco’s platform is designed
to be flexible. It can operate as a
standalone solution or integrate
with existing infrastructure. This
means firms can adopt Tindeco’s
advanced capabilities without

overhauling their current systems.

The platform also recognises that
not every firm wants the same level
of automation. Whether a team
prefers fully automated processes
or more manual oversight,

Tindeco supports a broad range of
configurations, allowing investment
managers to build a system that

matches their unique approach.

Driving Growth and
Business Value

Tindeco’s platform is designed
to help investment firms grow
— profitably. By enabling true

customisation at scale, it allows
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firms to:

. Upsell current clients to higher-
margin, tailored strategies

. Increase wallet share by aligning
offerings with individual goals

«  Attract new clients with
differentiated, personalised
solutions

. Retain clients by meeting
evolving needs quickly and
effectively

. Reduce operational costs
and risk through systematic

processes

CEO Michael Kaimakliotis puts it

succinctly:

“Tindeco helps investment managers
cut costs, but more importantly,

we help them grow revenue—by
delivering custom, high-margin
solutions that boost wallet share

and attract new clients.”

Recognition and What’s
Next

Tindeco’s innovation is being
recognised across the industry. In
2025, it was named Best Wealth

Management Automation Solution

Tindeco Strategy Designer & Marketplace

at the Global WealthTech Awards
hosted by Global Private Banker—
highlighting its role in transforming
the investment management

experience.

Looking ahead, Tindeco is enhancing
its platform with a proprietary Al
Copilot that will allow users to

design strategies using natural

TINDE

language. The roadmap also includes
support for advanced options
strategies and continued expansion

of its partner ecosystem.

Tindeco’s mission remains the
same: to give investment managers
the tools to deliver high-value,
customised investment solutions—

efficiently, intelligently, and at scale.

Since its founding, Tindeco has helped investment managers
shift away from generic, one-size-fits-all offerings.
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LEADING THE
FUTURE OF PRIVATE
BANKING THROUGH
INNOVATION, IMPACT
AND INSIGHT

Bank of Singapore is setting new standards in the private banking
industry by delivering market-leading innovation across foreign exchange,
structured products, and digital advisory—while championing bold
initiatives in sustainability, client education, and employee empowerment.
In 2024, Bank of Singapore demonstrated its capability to lead across
both financial performance and social responsibility, deepening its
position as the trusted partner for Asia’s discerning investors.

The Bank’s performance in 2024 includes a sharpened focus on FX innovation. From the

launch of Target Knock-Out Forward (TEKO) with adjustable target redemption levels, to

the introduction of up to 10-year FX options for long-term hedging, Bank of Singapore has
significantly expanded its regional FX reach. Flagship offerings like the TEKO and Accumulator
products gave clients leveraged yield opportunities with automatic redemption, while the
unique capability to invest in both paper and physical gold allowed clients flexibility to choose
their exposure style. The addition of precious metals-linked investments complements the shelf
of dual currency investment options available to the clients.
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Advisory and execution capabilities
were both enhanced. The Financial
Intermediaries (FIM) focused FX
desk doubled volumes and traded
with faster, high-touch pricing.
Bank of Singapore’s FX advisory
team supports private bankers
with trade ideas that have a track
record of 85% positive outcomes —
a result of its analytical depth and
scale. These strategic initiatives
strengthen the Bank’s candidacy
for Best Private Bank for FX,

Best Private Bank for Structured
Products, and Best Private Bank
for Fixed Income Securities at the
Global Private Banker Innovation
Awards 2025.

Digital excellence and
platform efficiency

Technology and innovation are
central to Bank of Singapore’s
operating model, as the Bank
continuously advances its digital
platforms to drive business growth,
enhance the productivity of our
Relationship Managers (RMs),

and strengthen compliance. Our
personalised digital platforms for
clients and financial intermediaries
(FIMs) deliver seamless

access to wealth management
services, analytics, and tailored
recommendations. This has resulted
in an 89% adoption rate, 97% client
satisfaction, and a 25% increase in

transactional revenue.

Bank of Singapore also launched the

Advanced Portfolio Management
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Workbench with our partners,
boosting the productivity of our
portfolio managers and supporting
significant growth in assets under
management (AUM). The RM
CoPilot assistant, powered by
GenAl, enables our RMs to quickly
navigate over 100,000 documents
and 4,000+ securities across the
Chief Investment Office’s product
universe, generating accurate,
tailored responses within seconds.
Overall, Bank of Singapore’s digital
platforms have enhanced client
engagement and trust, saving RMs

up to 60 minutes daily.

Together, these tools offer a
seamless, data-driven advisory
experience that redefines private
banking online. These efforts
reinforce the Bank’s eligibility for
Best Use of Technology by a Private
Bank - Overall and Best Internet

Banking Initiative.

Driving ESG and
sustainable
investment impact

Sustainability is embedded

across Bank of Singapore’s
governance and client strategies.
Its long-standing partnership

with WWF supports the Thirty
Hills Reforestation Initiative

in Indonesia, where it helped
reforest 150 hectares in 2024

alone, contributing to an estimated
0.45 million metric tonnes of CO,
absorption per year. Through
internal e-learning, more than 2,200
staff across global offices have been
trained in conservation and ESG

awareness.

Bank of Singapore also pioneered
unique client-facing initiatives.

A manga-style ESG publication
targeting Gen Z investors, in

partnership with genzgroup.org,

Technology and innovation
are central to Bank of Singapore’s
operating model,

as the Bank continuously advances
its digital platforms
to drive business growth.




served as an industry-first
educational tool. Meanwhile,
thematic ESG products such as
Mirova, Pictet Water, and BNP
Smart Food have expanded the

Bank’s sustainable investment suite.

These achievements underscore its
leadership in responsible banking
and CSR, positioning it strongly
for the Best CSR Initiative by a
Private Bank.

Thought leadership
and academic
collaboration

Bank of Singapore’s strategic

collaboration with EY has

AT e

elevated the conversation around
sustainability in private banking.
Since 2023, the bank has co-
produced thought leadership
publications including “Al and
Sustainability in the Digital Age”,
supported by panel discussions
at high-profile forums such as the
Singapore Fintech Festival. These
initiatives reinforce the Bank’s

thought leadership credentials.

In 2024, Bank of Singapore
launched its academic case
competition with EarthlinkNTU,
engaging all seven major
Singaporean universities. Students
were challenged to integrate Al

and ESG in private banking use

cases, bringing new perspectives
to sustainability challenges

while deepening the Bank’s

access to emerging talent. These
partnerships reflect its regional
leadership and education advocacy,
aligned with its nomination for
Best Private Bank - Southeast

Asia.

With bold product strategies,
differentiated technology, and
measurable social impact, Bank

of Singapore continues to lead

on multiple fronts. Its integrated
vision of performance and purpose
cements its role as one of Asia’s
most progressive and high-

performing private banks.

QL IRTT L (R

Portfolio Summit 2025
Reimagining the Investiment La
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UIET REVOLUTION:
HOW BORDIER & CIE
IS REDEFINING
PRIVATE BANKING
FOR DIGITAL AND
DYNASTIC WEALTH

In an industry crowded with claims of innovation, Bordier & Cie prefers a calm
and confident approach. At this year’s Global Private Banking Innovation Awards,
the Swiss private bank quietly walked away with two significant accolades —
Best Family Office Offering and Best Private Bank for Digital Assets.

Neither win was by accident. In Singapore, where much of the action in Asian private banking now
happens, Bordier & Cie has spent the past few years building a “modular and outsourced” family office
solution. The idea is as pragmatic as it is powerful: combine the governance rigour and institutional
discipline of a single-family office (SFO) with the flexibility and cost efficiency of an outsourced platform.

For families used to the limited capabilities of smaller SFO teams or relying on traditional bank-led
models, Bordier & Cie offers a third, cost-efficient option: the model is conflict-free, product-agnostic,
and built for governance first.

Clients keep their existing custody arrangements. There are no in-house products pushed, no pressure
to move assets, and no obligation to open new accounts. Instead, Bordier & Cie acts as a neutral partner
with a professional outsourced Chief Investment Officer (CIO), investment support and cross-custodian
reporting through its own consolidation tool.

The approach is proving successful. The family office services have seen a steady growth in clients and
assets, with the service offering also expanding into Asia through a dedicated family office specialist,
Jan Boes, based in Singapore. The bank positions itself as an enabler, giving families institutional-grade
oversight without sacrificing discretion or control.
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What makes this offering stand
out is not just the structure,
but the architecture behind it.
The outsourced CIO solution
empowers family offices with

a governance framework that
mirrors institutional investment
committees — with formalised
policies, documented risk
tolerances, and a tailored strategic
asset allocation, all intended

to achieve clients’ strategic

investment objectives.

The consolidation tool simplifies
portfolio monitoring, drawing from
multiple custodians and asset
classes. Where many family offices
still use excel, Bordier & Cie has
automated with a solution that
facilitates enhanced visibility, long-

term continuity and full control.

It’s a notable departure from
relationship-led models that
tend to blur the line between
advisory and product placement.
But perhaps more telling is how
Bordier & Cie has chosen to lean

into digital assets.

In 2024, the bank’s Singapore
office formalised its collaboration
with Sygnum, the world’s first

digital asset bank, extending an

earlier Swiss partnership into Asia.

The result: Bordier & Cie became
the first private bank in the region
with an integrated digital asset
offering — allowing clients to buy,
hold and trade cryptocurrencies
alongside traditional assets on a

single platform.

It’s a bold move in a space still
treated with caution by many
incumbent players. But for
Bordier & Cie, it is less about
trend-following than it is about
offering a complete view of client
wealth — tangible, intangible,

and now digital.

Client data on the digital asset
platform remains limited for now
with KPIs such as transaction
volume and portfolio allocation
being monitored closely. What'’s
clear, however, is that Bordier &
Cie is positioning itself for the
future of wealth management;
one that spans generations,

jurisdictions and asset classes.

At its core, the bank is not
trying to be louder or flashier
than its peers. For over 180

years, Bordier & Cie continues

Global
Privale
nking
VATION
RDS 2025

to uphold the original private
banking model where partners
bear unlimited liability. Owned
and managed by the fifth
generation of the Bordier family,
this reflects the alignment of
the bank’s interests with their

clients.

Its value proposition lies in what
it leaves out: no hard sell, no
standardised solutions. Just a
platform built for clients who
know what they want and expect
their bank to deliver without

compromise.

And in an era where trust,
transparency and tailored
solutions are becoming more
valuable than ever, that calm,
confident approach may be
exactly what distinguishes

Bordier & Cie from the rest.
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EQT, one of the world’s largest investment organisations, manages the newly
activated BPEA Private Equity Fund IX (the “fund” or “BPEA IX”), which focuses
on large-cap control buyouts of established Asian businesses with opportunities
for growth and enhanced performance through operational improvement. The
fund, launched in August 2024 with a $12.5 billion target, aims to follow EQT’s
Asia investment strategy into high-quality businesses across key sectors
including technology, healthcare, industrial technology, services and technology
services. EQT’s Asia buyout strategy leverages the firm’s global network,
insights drawn from its industrial heritage, sustainability framework and digital
transformation capabilities. EQT invests across the Asia Pacific region, with

a primary focus on India, Japan, Southeast Asia, Australia, and South Korea,
targeting opportunities that offer attractive risk-adjusted returns across these
key markets.
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At the Global Private Banker
Innovation Awards 2025, EQT
was lauded for the management of
this particular fund, clinching the
award for ‘Best Fund of the Year -

Alternatives’.

Focused, thematic,
value-driven

EQT’s large-cap investment strategy
centres on control buyouts with
equity checks of $300 million or
more. The fund manager follows a
thematic approach, targeting long-
term industry trends to uncover
sustainable growth opportunities.
Through active ownership and
hands-on value creation driven

by digitalisation, operational
transformation, and sustainability

integration, EQT aims to enhance

scalability, profitability and long-term

performance.

What helps differentiate EQT is its

use of advanced data and technology-

driven tools that enhance deal
sourcing and investment decisions.
Along with that, BPEA Fund IX is
classified as an Article 8 fund under
the European Union’s Sustainable

Finance Disclosure Regulation

(EU SFDR), therefore promoting
environmental and social initiatives
in line with regulation and other
best practices. EQT’s Asia funds
also employ a robust Co-Investment

program.

Previous vintages within EQT’s
BPEA fund series have achieved
top-quartile results not only in terms
of Net Internal Rate of Return/Total
Value in Paid-Up Capital metrics,
but also in Distributions to Paid-In
Capital, which is an increasingly
critical metric in the private equity
industry. Going forward, EQT will

continue to scale its presence in high-
growth Asian markets, deepening
its investment in India, Japan and

Southeast Asia.

Winning the award is a testament

to EQT’s approach to private

equity investing in Asia, combining
deep sector expertise, digital
transformation, and sustainability-led
value creation. Through EQT’s Asia
funds, the organisation continues to
demonstrate its leadership in Asian
private equity, prioritising superior
returns through a differentiated

investment model.
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HOW
IS RAISING THE
BAR FOR

IN THE PHILIPPINES

As part of EastWest’s broader wealth offering, EastWest Priority and the Trust
and Asset Management Group (TAMG) play distinct roles in serving affluent
clients. EastWest Priority focuses on delivering highly personalised banking
relationships, while TAMG offers strategic investment and fiduciary services.
Alongside other teams across the Bank, they contribute to a cohesive approach
that supports clients in building, managing, and preserving their wealth.

EastWest Priority was established in November 2016 following EastWest’s acquisition of the retail
banking and wealth management portfolio of Standard Chartered Bank Philippines. This division has
since focused on affluent clients by offering tailored services to grow, protect, and maximise their
wealth.

Recognising the specific needs of the clientele, the EastWest Priority team consistently analyses
economic updates, monitors market movements, and attends wealth management conferences to
gain insights on global digitisation and emerging investment strategies, enabling the team to respond
quickly and offer custom-fit solutions aligned with each client’s goals.

With customer-centricity at the heart of their strategy, EastWest Priority launched several digitisation

initiatives aimed at addressing client needs and offering them an elevated experience that goes beyond
banking.
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Smart wealth, seamless
services

In 2024, the EasyWay app was
enhanced with a dedicated Priority
interface, featuring online foreign
exchange transactions and seamless

access to exclusive services.

Complementing these digital
advancements, the Bank also
expanded its Priority Center
footprint, bringing its total to

12 Priority Centers nationwide,
reaching key provincial cities in
the Visayas and Mindanao regions.
This expansion has enhanced
accessibility, ensuring that more
clients receive the personalised

wealth services they deserve.

Beyond digital innovation and
network expansion, luxury
experiences remain a key element of
EastWest Priority. Clients enjoyed
a series of exclusive, high-profile
events in 2024, further reinforcing
the bank’s deep relationships with
them. Some of these events include
Chinese New Year celebrations
hosted at multiple locations
nationwide, 30th anniversary golf
tournament, and hyper-localised
collaborations with its parent
company, Filinvest Development
Corporation. These curated
experiences build the kind of trust
and loyalty that are vital in wealth

management relationships.

By extending its presence outside
of the capital, EastWest Priority
brings high-touch, personalised

services to affluent clients in key

provincial markets, a move few of
its peers have pursued at scale.
This expansion is guided by a deep
understanding of the nuances and
financial behavior of affluent clients

in the chosen locations.

Its differentiated strategy earned
global attention, with EastWest
Priority named ‘Outstanding Client
Experience in Wealth Management
- Philippines’ at the 2025 Digital CX

Awards in Singapore.

Building a track record
of excellence

The dedicated trust arm of
EastWest, TAMG provides
strategic investment solutions,
helping clients build and manage
their wealth through a range of
investment opportunities, trust

solutions, and fiduciary services.

Although operating with a lean

team, the team is recognised

Best Discretionary & Advisory Serv”
Ovfering — Philippines

for delivering superior fund
performance against benchmarks
and competitors. This reflects the
group’s versatility and expertise

in identifying winning investment
themes and strategies, both locally

and internationally.

Though a new player, TAMG has
quickly established a reputation in
both discretionary and advisory
mandates. This is evident in

the performance of the funds

it currently manages. The four
unit-linked insurance funds that

it manages for its bancassurance
partner - EastWest Ageas - have
outperformed their respective peer

groups in 2024.

For their performance, EastWest
TAMG was named ‘Best
Discretionary & Advisory Service
Offering - Philippines’ and with
more enhancements in the pipeline,
EastWest is poised to continue
redefining the wealth experience for

the Philippine market.
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EAAA ALTERNATIVES:

SCALING INDIA’S
PRIVATE MIARKETS
WITH DISCIPLINE
AND INNOVATION

FEATURE ARTICLE

EAAA Alternatives has grown into one of India’s leading alternative
investment platforms, offering income and yield-oriented strategies
across private credit and real assets with AUMs of ~$7.3bn. It has

a diversified client base of 4000+ investors across 25 countries
comprising global pension funds, insurance companies, family offices
and high net-worth individuals. The firm has offices across Mumbai,
Gift City and Singapore and with an experienced 260+ member team
that help to serve both offshore and domestic clients. Since launching
its first fund in 2010, the firm has steadily expanded its capabilities to
match evolving investor expectations.

Its private credit offering now spans performing credit, special situations, core credit and
real estate credit—providing capital to companies or in situations that sit outside the remit
of traditional lenders. On the real assets side, the firm invests in operating infrastructure
assets, energy transition, and commercial real estate, with a focus on quality assets with
predictable cash flows and potential to add value through active asset management.

The firm has also helped shape the broader market. It introduced India’s first performing
credit fund in 2010, followed by its inaugural special situations fund in 2011 and the

infrastructure yield strategy in 2018. The recent launch of its Energy Transition Fund in 2024
reflects its growing commitment to sustainability, innovation, and institutional standards.
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Delivering scale with
consistent execution

As of March 2025, EAAA Alternatives
has deployed ~USD 4.4 billion across
173 investments under its Private
Credit strategy, with 106 exits and
~USD 4.2 billion realised. Its third-
generation Special Situations Fund
was successfully closed at ~USD 1.3
billion of commitments from both

onshore as well as offshore clients.

In its Real Assets strategy, the
company has deployed ~USD 1.36

bn across 29 investments managing
a diversified portfolio of ~1.8 million
square feet of office space, ~3,411 lane
kilometers of roads, ~1,835 circuit
kilometers of transmission lines and
~1.7 GW of Solar Assets.

Overall assets under management
(AUM) have grown 2x over the

past 4 years, compounding at ~19%
annually. A growing share of that
capital is coming from India, where
domestic investor participation rose
from ~31% in 2022 to ~52% in 2025.

Sustainability and
operational strength at
the core

Sustainability is central to EAAA
Alternative’s strategy. Through its
solar platform, the firm generated
over 1.2 million megawatt-hours of
renewable energy in FY 2024-25.
Its dry cleaning and rainwater
harvesting initiatives saved 94,160
kiloliters of water, while its total

solar portfolio will avoid more

than 24 million tonnes of carbon

emissions over its lifecycle.

In terms of asset management, the
firm has embedded digital tools to
boost efficiency and safety. It uses
a central control room and drones
and to monitor transmission lines
and solar parks, digital twin models
for road maintenance, and mobile
apps to improve incident reporting
on highways. Video analytics at toll
plazas automate audits and help

optimise traffic flow.

Positioned for the next
phase of growth

The firm continues to expand its
product portfolio by exploring

adjacencies in Private Credit and

Real Assets that offer meaningful
value to their clients. It has launched
the Energy Transition Fund that
reflects the firm’s commitment to
sustainable infrastructure and
responsible capital allocation.

The fund will target the growing
opportunities in decarbonisation
and energy transition, aligned with

India’s Net Zero goals.

As India’s alternatives market
matures, EAAA Alternatives

is positioning itself to lead—
combining scale, speed, and
stewardship with a sharp eye on
what the market needs next. This
distinctive approach is what earned
EAAA Alternatives, the title of Asset
Management Company of the Year —
India at the Global Private Banking

Innovation Awards 2025.

As of Mlarch 2025,
EAAA Alternatives has deployed
~USD 4.4 billion across

173 investments under its
Private Credit strateqgy.

EAAA

Alternatives
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BARCLAYS
PRIVATE BANKING




With over three decades of alternative investments sourced The bank’s Multi-Asset Sustainable

presence in India and more than from both the market and Barclays’ Total Return Strategy (STRS), which
USD 1.5 billion (INR 13.4 billion) own institutional platforms. applies a three-stage sustainability
in invested capital post latest Barclays remains the only private assessment aligned with the UN
capital infusion in March 2025, client business in India to offer Sustainable Development Goals,
the bank has built one of the most a full range of fiduciary services, has grown at a compound annual
comprehensive foreign private both onshore and offshore. These rate of 36% over the past five years.
banking platforms in the country. include private family trusts, Assets under management in STRS
It serves ultra-high-net-worth life insurance, UK clean capital now exceed GBP 1.5 billion, with
individuals (UHNWIs) and family planning, and succession solutions notable uptake among charitable
offices, with minimum investable for global Indians. foundations, universities, and next-
assets of USD 6.5 million (INR 543 generation investors.

million), across India’s top cities. Its in-house FX platform offers

Its client base includes listed real-time conversion and futures Voting and stewardship are
industrialists, startup founders, trading, while collaboration with part of the broader investment

and globally mobile business corporate banking colleagues process, reflecting the bank’s
families seeking multi-jurisdictional enables clients to hedge risk stated commitment to responsible
solutions. exposures using derivatives. investing.

Barclays India’s private banking
proposition is embedded within
its global network, supported

by booking centres in Jersey,

Guernsey, Isle of Man, London, Sustainable investment has
Monaco, Dublin, Geneva, and India. become an increasingly relevant In 2024, Barclays released its first
This allows resident Indians to area of interest for Barclays’ clients. Private Markets Annual Report,

access offshore solutions, while
also meeting the complex needs of
non-resident Indians (NRIs) across

hubs such as Dubai, London, and

Singapore. ‘ ‘

Its in-house FX platform offers
real-time conversion and futures
trading, while collaboration with

corporate banking colleagues

The bank offers a full suite of

services across investments, en ab I es CI ie nts to h ed g e riS k
banking, foreign exchange, exposures using derivatives.
and fiduciary advisory. Clients

can choose between advisory, , ,
discretionary, or execution-only

investment mandates. Its Strategic

Solutions Group enables access to
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aimed at family offices and
UHNWIs seeking diversification
through private equity and
venture capital. Other publications
included its Guide to Giving and
Outlook 2025, the latter examining
macro trends shaping investment

decision-making.

The bank also expanded its
Leaders of Tomorrow programme
for Millennials and Gen Z clients,
holding sessions in India, Dubai,
London, and Geneva. The
initiative, which began in 2011, now
has over 350 alumni and continues
to focus on practical exposure to

global business themes.

Through curated experiences
such as the Inspired magazine and
invite-only dining events, the bank
facilitated peer learning among
clients. It also hosted lifestyle-
focused engagements, including a
Diwali event at Kensington Palace
and hospitality at Wimbledon and
Premier League matches. These
were positioned as extensions

of Barclays’ broader community
partnerships, including its
support for women'’s football and
youth training initiatives in the
UK.

Barclays Private Bank was named Best Private Bank - India

Operational scale and
digital progress

Globally, Barclays employs around
90,000 people, with nearly one-third
based in India across banking,
technology, and operations. Its
private banking teams often work

in tandem with corporate and
investment banking divisions, a
structure that supports complex

structuring and liquidity solutions.
On the digital front, the bank

continues to simplify client journeys

through in-house systems and

66

partnerships with third-party
vendors. Efforts are focused on
minimising manual processes

and enabling seamless access to
portfolio management, payments,
and trade submissions via a single

digital entry point.

In recognition of its continued
investment in platform innovation,
multi-jurisdictional advisory, and
sustainable investment strategies,
Barclays Private Bank was named
Best Private Bank - India at the 2025
Global Private Banking Innovation
Awards 2025.

Barclays remains the only private client business in India to offer
a full range of fiduciary services, both onshore and offshore.
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DELIVERING
MEASURABLE
IMPACT:

Since 2012, Moxo’s service orchestration platform has been helping
companies streamline complex B2B workflows, enhancing efficiency
and client satisfaction. By accelerating processes such as client
onboarding and document collection, Moxo helps reduce compliance
risks and ensure faster completion times, thus delivering superior client
experiences across multiple industries.

At the Global Private Banker Innovation Awards 2025, hosted by Global Private Banker,
Moxo was recognised for its outstanding investment management offerings, as well as its
client communication and engagement, clinching two awards that night.
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Transforming business
communications

Moxo’s platform stands out due

to its seamless communication
across 12 channels including email,
SMS, WhatsApp, live chat, push
notifications and social media
platforms such as Facebook
Messenger, Instagram and
Microsoft Teams. This omnichannel
approach allows businesses to
meet customers where they are,
while maintaining consistent
messaging and brand voice across all

touchpoints.

By leveraging Al, the platform
delivers tailored experiences to
customers based on deep insights.
The platform builds comprehensive
customer profiles, enables targeted
messaging based on customer
demographics, behaviour and
preferences. It also uses behavioural
triggers to deliver relevant messages
based on user actions, all while
ensuring the interactions are

appropriate and empathic.

The platform helps businesses

achieve operational efficiency

by centralising all client
communications in a shared inbox,
automating routine communications
such as updates and follow-

ups, simplifying workflows

and reducing the total cost of
ownership by consolidating into

one comprehensive platform.
Businesses can also make informed
decisions through the platform’s
analytics capabilities which include
real-time insights, tracking and
reporting customer interactions,
integrated A/B testing and customer

engagement metrics.

For providing features that help
businesses deliver measurable
impact including increased customer
retention, revenue growth, enhanced
brand loyalty and reduced customer
acquisition costs, Moxo won the
award for ‘Best Platform for Client
Communication and Engagement -

Vendor’.

Elevating investment
management

Moxo also won the award

for ‘Outstanding Investment

Management Platform - Vendor’
for developing a solution that
transforms how investment
professionals deliver exceptional
performance and service to
their clients in a complex market

environment.

The platform provides sophisticated
portfolio construction and
optimisation features such as
proprietary multi-factor optimisation
algorithms, dynamic asset allocation
that adapts to changing market
conditions, scenario analysis

tools and tax-aware investment
management strategies. It also
provides a comprehensive coverage
of asset classes, from private equity
and real estate to ESG and digital

assets.

With its data-driven investment
intelligence, investment
professionals can work with
actionable insights including
real-time market data, natural
language processing that analyses
earnings calls, news and social
media, machine learning models
analysing patterns and anomalies

across markets, and interactive

Investment professionals can streamline their workflows
through end-to-end automation of the investment lifecycle,
integrated order management and execution and

efficient rebalancing tools.



visualisation tools. Investment
professionals can streamline their
workflows through end-to-end
automation of the investment
lifecycle, integrated order
management and execution and

efficient rebalancing tools.

All of this is balanced with robust

regulatory compliance and risk
management features, with Moxo’s
platform incorporating automated
compliance monitoring that

flags issues before they become
problems, comprehensive audit
trails, integrated risk management
tools and streamlined regulatory

reporting.

Overall, Moxo’s platform not
just facilitates investment
decisions — it elevates the
entire investment management
process through sophisticated
analytics, operational efficiency
and client-focused design,
making it a clear winner in the

category.

Budget approval template

14 Staps - 6 Rolas

Al Copilot

It's your turn to review the
Stelaris budget request
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HSBC:
LEADING THE
FUTURE OF
PRIVATE
BANKING

FEATURE ARTICLE

With multiple trophies and one clear mission, this year, HSBC
Global Private Banking took home the industry’s most coveted
honours for its private banking services at the Global Private
Banking Innovation Awards 2025 — from “Best Private Bank”
titles in Asia-Pacific, Taiwan and Hong Kong SAR, to recognition
for its innovative ESG offering, outstanding client experience, and
exemplary service to ultra-high-net-worth clients. Adding to the
triumphs, its Chief Investment Officer was lauded for her influential
contributions to the industry, cementing the bank’s reputation as a
trusted partner for the world’s most exclusive clients.
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A leader in APAC

HSBC Global Private Banking has
been diligently expanding its Asian
business, physically expanding

into onshore India, and enhancing
the platform in onshore mainland
China, onshore Taiwan and onshore
Thailand, allowing the bank to
leverage its international and group
connectivity and capture the fast-
growing wealth pools in the region
with its strong brand and presence

in key Asian markets.

HSBC launched Global Private
Banking in India to serve high-
net-worth (HNW) and ultra-high-
net-worth (UHNW) professionals,
entrepreneurs and their families, in
one of the world’s fastest-growing
economies. In mainland China,

the bank has further enhanced

its proposition with the launch of
the onshore family trust advisory
service as part of the Legacy
proposition in 2023, and expanded
its wealth offerings, including the
launch of QD structured notes
product, new alternative products
exclusively for GPB clients, and the

launch of insurance direct sales

model with designated specialists
to support the GPB insurance

business.

Recognising HSBC's efforts to
maximise its private banking
offerings in the Asia Pacific, Global
Private Banker presented it with
the award for ‘Best Private Bank -

Asia Pacific’.

Country-specific
recognitions

Despite facing a challenging macro
environment and volatile financial
market, HSBC Global Private
Banking Hong Kong delivered

a remarkable performance in
2024. The bank continues to
enhance its propositions across
client segments and in 2024, it
further distinguished itself as

the ‘Best Private Bank in Hong
Kong’ through key achievements
delivered across different focus
areas, strengthening the bank’s
position as the leading wealth
manager in the region as the go-to
private bank for both UHNW and
HNW clients.

As the leading private bank in
Taiwan, HSBC manages, grows
and preserves the wealth of HNW
and UHNW clients, covering every
facet of their wealth journeys. It
continues to expand domestically
while highlighting its cross-
business expertise and unrivalled
international connectivity,
demonstrating its dedication to

support clients wherever they go.

The bank’s unique strategy has
enabled it to serve HNWIs across
the wealth continuum as well as
solidify its position as the only
international private bank to offer
insurance and digital services in
Taiwan. By providing pioneering
solutions and providing suitable
wealth solutions across different
segments, HSBC continues to

expand its client segment.

Creating awareness
around ESG

HSBC Global Private Banking’s
ESG client reporting enables clients
to have an overview of the ESG

performance of their investments,
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consider ESG in their investment
decisions and facilitate frontline
client engagement on ESG. Similarly,
the sustainability client preference
questionnaire enables the bank

to capture client preferences and
potentially recommend ESG &
sustainable investment solutions.
HSBC Global Private Banking in
Switzerland and Luxembourg
have also launched an ESG
integrated advisory proposition,
which allows them to identify
clients’ sustainability preferences,
advise and rebalance portfolios

accordingly.

The fully cloud-based solution
ensures scalability, adaptability and
complete audit and traceability. It
provides seamless integration with
data feeds and APIs. In addition,
calculations are almost real-time
and digital journeys on different
channels are harmonised, thus
improving the client experience
considerably. All these together
help support business ambition

to deliver new metrics in time and
enable rollouts in new markets at an

optimal pace and cost.

After the launch of the ESG metrics
on the digital client platform, HSBC
Global Private Banking says a large
number of client views on ESG
metrics have been recorded, leading
to higher ESG awareness and ESG
insights and education among
clients. For this, HSBC Global
Private Banking won the award for
‘Most Innovative ESG Offering by a

Private Bank’.
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Delivering a superior
client experience

For HSBC Global Private Banking,
client experience is at the core

of everything it does. The bank
ensures this by understanding
client needs and enhancing
offerings accordingly, to deliver the
best of wealth and international
banking experiences, whether

online or offline.

To achieve this, the bank uses a
robust methodology in generating
client insights by bringing together
data from both internal and external
lenses. Transformation initiatives
are evaluated and prioritised
against their impact on client
experience to ensure resources are
allocated into enhancing the areas

that matter most to its clients.

HSBC Global Private Banking offers
events tailored for entrepreneurs,
multi-generational clients and
clients with lifestyle interests,
supporting them through different
stages of their wealth and business
journeys, for which it received the
award for ‘Best Private Bank for

Client Experience’.

Additionally, HSBC’s UHNW clients
are covered by dedicated UHNW
relationship managers and desk
heads, with support from the
UHNW segment management team.
The bank dedicates a core coverage
team consisting of senior RMs,
executives and specialists, and a

team of client service partners are

in place for its UHNW clients.

As a universal bank, HSBC’s goal is
to deliver any aspect of an UHNW
clients personal, investment,
business, or institutional needs

- globally. For this, the bank uses
its Group network to build a team
specifically around its UHNW

clients and their family’s needs.

HSBC Global Private Banking

is uniquely placed to help

UHNW clients with complex and
sophisticated needs to achieve their
aspirations, and for this, it was
awarded as the ‘Best Private Bank
for UHNW Clients - Overall.

High-impact leadership

For her outstanding contributions
to HSBC Global Private Banking’s
Asia business, Cheuk Wan Fan, CIO,
Asia, received due recognition by
Global Private Banker. Her success
in strengthening the bank’s CIO
thought leadership and driving
innovative digital CIO services led
her to receiving the award. In her
role, she has spearheaded value-
adding multi-asset investment
strategies and high conviction
themes across all asset classes to
drive holistic, end-to-end CIO-led
advisory services. Fan has been
well recognised in the private
banking industry as an impactful
CIO in Asia, winning awards in
both 2023 and 2024 editions of the
Global Private Banking Innovation

Awards.



NAVIGATING WEALTH
WITH POWERFUL
INSIGHTS: HOW
DEUTSCHE BANK
SETS THE STANDARD
IN PRIVATE BANKING

With its longstanding history, Deutsche Bank Private Bank has
served as a preferred global partner for ultra and high-net-worth
families (U/HNWIs) that require more than just conventional
wealth management. Through deep dedication, a strategic and
personalised approach and a constant effort in bringing best-in-
class solutions for its clients, Deutsche Bank’s private banking
division continues to excel in the global private banking sector.

This has also been cemented by Deutsche Bank’s multiple wins at the Global Private

Banking Innovation Awards 2025, hosted by Global Private Banker in Singapore,
where it was the recipient of five prestigious awards.
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Workings of a top
global private bank

The very foundation for Deutsche
Bank Private Bank is the innate
understanding that its clients’
needs are as unique as they are.
Therefore, its wealth management
solutions are built on a deep
understanding of every dimension
of the clients’ lives - offering
bespoke, highly refined investment
strategies aligned with individual

financial goals and risk appetites.

Since last year, Deutsche Bank
Private Bank has consistently
demonstrated a client-centric
approach by delivering highly
customised solutions in response
to volatile and unpredictable
market conditions. This has
enabled its clients to not only
withstand uncertainty, but also to
capitalise on market opportunities
through the bank’s expert

guidance and proactive support.

As a global private bank, Deutsche
Bank strengthened its coverage
for UHNWIs and family offices
with senior industry experts such
as London-based Adam Proctor,
Nicola Baker in San Francisco,
Lionel Dormann in Luxembourg,
Saad Osseiran in the Middle East,
and Hugo van Kattendijke in

Singapore.

Additionally, the bank re-
calibrated its Direct Access Client
(newly named Markets Investment

Team) trading across UK,

58 | GLOBAL PRIVATE BANKER

Switzerland and Luxembourg as
a specialist team with focus on
increasing the number of relevant
clients as well as expanding the
capital markets solutions that
can be offered to sophisticated

clients.

This team consists of advisors
and traders led by Deutsche
Bank capital market expert Liya
Rozman and Adam Bergenfield

respectively - a new hire who

was previously with Credit
Suisse UK, and operates on a
cross-asset basis to service
clients that have a need for
higher frequency and higher
complexity solutions, aligning
to a more institutional coverage
approach. Services range from
live market access on equities,
fixed income, FX, derivatives
and structured products and
coverage is provided across

European and US market hours.

Growth in other
markets

Deutsche Bank’s Wealth
Management is a truly global
business, with operations in the
Americas, Asia, Middle East and
Africa all complementing its highly

successful franchise in Europe.

In the last two years, Deutsche
Bank Private Bank Middle East
expanded its market leadership in
family offices and UHNWI. Assets
under management grew 35%
year on year (YoY) for 2023-2024,
and have doubled over the past
five years combined with revenue
growth of 21% YoY.

The bank has also seen stable
growth in its lending book in
the region as a result of a strong
lending franchise whereby the
lending book volume doubled in
the past five years (2019-2024)
with positive growth every year,
despite a higher interest rate

environment.

The business also saw strong
growth in terms of revenues and
new clients, with an efficient cost-
income ratio while investing in its
platform and coverage teams in
Saudi On-Shore, Dubai, Geneva,

London and Luxembourg.

Recognising this, Global Private
Banker awarded Deutsche Bank
with the ‘Best International
Private Bank - Middle East’.

Similarly, in Asia, the bank’s



family office offering is yielding early
results just one year since inception.
During the period, the bank brought
together the best of Deutsche Bank’s
institutional platforms (Strategic
Lending, One Bank advantages

and Asset Management offerings),
formed an investment management
team dedicated to family office
coverage, and created deeper
connectivity and opportunities by
hosting best-practice institutional
wealth forums for family office

clients across Asia.

As a result of dedicating focus and
creating sophisticated solutions,
Private Bank is growing its family

office business, onboarding more

such clients and growing assets

under management. For this, it was
presented with both ‘Best Private
Bank for Family Office Services -
Asia Pacific’ and ‘Best Private Bank

for Family Office Services - Overall’.

Facilitating robust
decision-making

The Chief Investment Office (CIO) at
Deutsche Bank transforms market
complexity into actionable insights.
By filtering noise from hard data
and aligning with a disciplined
investment framework, it delivers

a clear investment thesis for both
managed solutions and advisory
services. Deutsche Bank’s CIO

provides tangible, investable views

tailored to diverse risk/return
profiles, including single-stock and
bond advice, empowering Private

Bank clients worldwide.

Its research spans thematic
perspectives such as
macroeconomic, artificial
intelligence trends as well as
sustainability trend - including GDP
growth, foreign exchange dynamics,
and interest rate outlooks - ensuring
relevance across market cycles.
Operating a globally integrated
platform across multiple brands -
from Postbank to Deutsche Bank

- and serving a wide range of client
segments, CIO was recognised

with the ‘Best Investment Research

Services - Overall’ award.
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LEADING

THE CHARGE:

HOW KUWAIT
FINANCE HOUSE

IS REVOLUTIONISING
ISLAMIC PRIVATE
BANKING

Kuwait Finance House (KFH), founded in 1977, provides a range
of Shariah-compliant banking and investment services including
personal private banking and corporate banking. Since inception,
the bank’s mission has been to deliver superior innovation and
customer service while protecting and enhancing the interests of
all its stakeholders.

For its exceptional contributions to private banking innovation, digital
transformation and client-centric financial solutions throughout 2024, KFH was
recognised as the ‘Best Islamic Private Bank - Digital Innovation’ at the Global

Private Banking Innovation Awards 2025, hosted by Global Private Banker.
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As part of its digital transformation initiative
and following its merger with Ahli United Bank-Kuwait,
KFH successfully integrated over 80 systems

Offering bespoke
solutions

In 2024, KFH in Kuwait offered

an extensive suite of private
banking services tailored to meet
the sophisticated needs of high-
net-worth individuals. These
services were designed to provide
personalised attention, exclusive
benefits and a range of Sharia-

compliant financial solutions.

Key offerings include a dedicated
relationship management team,

led by a relationship manager and
supported with a group of experts
as per the client situation to provide
tailored private banking services;
specialised accounts and deposits
in any of the five booking centres
offered by the Group; exclusive
banking services such as priority
call routing for prompt assistance
through dedicated channels,
dedicated private banking branches,
and convenient all-year cash delivery
services. Other offerings include
premium card services offering
exclusive benefits, comprehensive

digital banking services online and

across all departments.

via mobile app, Shariah-compliant
financing solutions and investment

services.

As part of its digital transformation
initiative and following its merger
with Ahli United Bank-Kuwait, KFH
successfully integrated over 80
systems across all departments,
ensuring a seamless transition for
more than 280,000 new customers.
On the back of this, the bank also
created a Group Private Banking
Division to focus specifically on
private banking clients residing in
Kuwait, Bahrain, Egypt, and Turkey
with an offshore booking solution in
the UK.

Through these projects, KFH has
significantly enhanced customer

engagement, operational efficiency,

investment growth and digital

adoption, strengthening its

position as a leader in Islamic
private banking. The bank has
demonstrated leadership in the
space by integrating cutting-edge
fintech solutions, forging strategic
partnerships with global technology
providers, and enhancing Sharia-
compliant wealth management

services.

Looking forward, the bank is
committed to further revolutionising
private banking and wealth
management by integrating
advanced technology, expanding
investment opportunities and
enhancing client services. Over the
next two years, KFH plans to focus
on Al-driven financial solutions,
ESG-aligned investments and global
expansion to solidify its position as a

leading Islamic private bank.




ASSET
ALLOCATION
NEEDS RETHINK
AS PRIVATE
MARKETS GAIN
STEAM

By: Rashmi Kumar

Wealth managers are having to rethink asset allocation strategies for
their clients as private markets become increasingly important and as
the onslaught of tariffs puts more impetus on the need for a diversified
portfolio, according to speakers at the Global Private Banker Summit.

Speaking in a panel focused on public versus private markets, Hussain Selani, Head of
Investments India and Global Indians at Barclays, said while it’s important to have both public
and private market assets in the portfolio, the challenge is on how to include private market
allocation to the strategic allocation given the broad lack of transparency and data in the
industry.

The risk appetite and liquidity of a client also need to be considered when building their
portfolio, he added.

Speaking in Singapore on 4 June, the panellists broadly agreed that the traditional 60:40

investment portfolio model needs to be rethought as it no longer provides the necessary
diversification that high and ultra-high net worth clients seek.

62 | GLOBAL PRIVATE BANKER



James Cheo, Chief Investment
Officer, Southeast Asia at HSBC
Private Banking and Wealth
Management, said investors
should think about carving out a
bit of their portfolio into private
equity to “take advantage of

the opportunities in the private
market”, and to venture beyond
investment grade public bonds
to also include high yield bonds,
private credit and infrastructure

deals and gold.

But that diversification should
come with some understanding
of the relatively higher risks in the

private markets.

Eddy Loh, Chief Investment
Officer at Maybank Group Wealth
Management said at the panel:
“You need to understand what
you're investing in. As wealth
managers, it’s our duty to make
sure our clients understand what
they are getting in, not just the

upsides but also on the downside.”

Among the alternative investments
in focus, the panellists pointed to
gold as an asset class that could
do well in an environment of high
inflation and high geopolitical
uncertainty. Additionally, some
of them see mid- to long-term
opportunities in renminbi assets.
Stephen Ng, Head of Southeast
Asia and South Asia, CEO of
Singapore, CICC, said finance
ministries in the region are
becoming more open to issuing
renminbi bonds, mainly because

of the low cost of funding in the

I'_a!-"‘_EE +  PUILIC VE. FRIVATHRARKETS = WHERE 5 CAFITAL MOVING NEXT!
Pankey

currency. It’s also a natural choice
for countries that are seeing
growing investments from Chinese
developers into their domestic

infrastructure projects, said Ng.

“The government is taking the lead
in having more renminbi floating
offshore,” he added. “We are seeing
more renminbi products becoming
available in the region to investors,
and hopefully we will see the
adoption rate increasing in the long

term.”

Given the growing focus on de-
dollarisation amid US tariffs, the
panellists pointed out that there is
more interest among investors in
European markets, but the region’s
capital markets need to be more
vibrant to really capitalise on that

interest.

The Singapore dollar is also a
natural - and stable - choice for

wealth investors looking to trim

their US dollar exposures, but
investment options in the Asian
currency remain limited. When it
comes to markets, China and India

both hold plenty of potential.

Recent reforms from China -
including the government’s offer
of fresh support to the technology
sector and entrepreneurs - could
be a turning point to drive more

investments into the country.

Meanwhile, India’s status as a

solid service provider with a stable
government, its demographic
dividends and strong infrastructure
have driven foreign investments

into the South Asian nation.

Loh added: “It’s not a question of
either China or India but it’s both.
If both these economies with the
largest populations in the world
can do well, that bodes well for
Asia as a whole, including ASEAN

countries.”
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MANAGING
CURRENCY
EXPOSURES,
DIVERSIFICATION
KEY TO TACKLING
GEOPOLITICAL RISKS

By: Rashmi Kumar

High and ultra-high net worth individuals and families are putting careful
portfolio construction, diversification of assets and geography, and active
risk management front and centre in a bid to tackle growing geopolitical
threats, said speakers at the Global Private Banker 2025 Summit held in
Singapore on 4 June.
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Oliver Turner, Managing Director
at JP Morgan Private Bank, said
in a panel discussion that the age
old 60:40 investment thesis has
served investors well over the
past few decades. But the model
got a “significant wakeup call”

in the aftermath of the Covid-19
pandemic and more recently amid
growing geopolitical volatility
and higher bond yields as the

correlation benefits between

stocks and bonds came into focus.

That has put pressure on private
bankers and family office heads
to re-think how best to build a
client’s portfolio in line with their
changing risk appetite and amid
an acceleration in de-dollarisation

trends.

“An important constant element
that we see across various clients
is that currency notwithstanding,
the base currency exposure of
their portfolio is becoming more
of a topic and is something we
didn’t see before to this extent,”
said Giambattista Atzeni, Head of
Family Office at Bordier, adding
that this is becoming more
relevant for traditional US dollar

base portfolios.

Prashant Bhayani, Chief
Investment Officer, Asia, at BNP
Paribas Wealth Management,
pointed out that Asia doesn’t have
alot of reserve currency, meaning

replacing the dollar is a challenge.

“The dollar weighting can go

down, and there are alternatives

like gold and perhaps digital assets,
which are some areas people look

at in Asia,” he said.

Turner added that one of the
areas he has been focused on

is real assets and hedge funds.
Infrastructure and transportation
assets, for instance, are offering
more of a traditional inflation
hedge versus bonds, while there is
growing interest among clients in

hedge funds.

“There has been a bit of a re-
emergence in uncorrelated
strategies,” reckons Turner. “And

[ think these two areas have
probably been the most prominent
as it relates to the new wave of

portfolio construction.”
However, traditional US dollar

bonds continue to have an

important role in asset allocation
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strategies - although the decision
now comes down to what duration

risk investors are willing to take.

When it comes to diversification,
wealthy clients still have some
home bias given familiarity with
their local markets. However, they
are wary of putting all their eggs
in the same basket, especially

if they are from a country that

is significantly impacted by the

ongoing trade war.

Bhayani pointed to the example of
North Asian clients, many of whom
had invested a lot of their money in
Hong Kong or China property or in
the Hong Kong equities market.

Their investments took a hit in
recent years amid turbulence in
those markets - demonstrating
the need for a well-diversified

portfolio.
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HONG LEONG’S YAP:
WEALTH MIANAGERS®
ROLES MIUST BE
OPTIMISED AMID
TALENT SHORTAGE,
INDUSTRY EVOLUTION

By: Rashmi Kumar

The role of private bankers and wealth managers needs to be optimised
amid a scarcity of talent and as the wealth industry undergoes large-scale
transformation, according to Jeffrey Yap, Managing Director, Regional
Head of Wealth Management at Hong Leong Bank.

Speaking at the Global Private Banker Summit 2025 held on 4 June in Singapore, Yap said the
wealth management industry is going through a “transformational change”, driven by changes
in client expectations and talent pool, and due to the advent of technology.

This means high and ultra-high net worth clients are no longer looking for advice on what the
“next best trade” is. Rather, they are looking for specific solutions and advice for their unique
problems.

“What they want [relationship managers] to do is solve their issue,” he said during a fireside
chat. “I have three generations of family members I need to take care of. I have multiple
businesses and multiple assets around the world. How do I structure it? What is the best
solution? Where should I keep my assets - in Dubai or in Singapore? That is the role of the
private banker now.”

66 | GLOBAL PRIVATE BANKER



As wealth clients in Asia and globally
seek specialist advice, the need to
hire solid relationship managers

has become even more critical.

But private banks are faced with a
shortage of talent, particularly in the

front office and technology teams.

Yap said banks need to “optimise
what the RM is going to do” for
clients, as well as equip bankers -
through hands-on training - with the
knowledge and experience they need
to service wealth clients. It doesn’t
help that Asia is diverse, with clients
coming from different markets,
speaking different languages and

having different needs.

“The ability to make your resource
fungible is also difficult in Asia, so
hopefully Al can augment some of

those concerns,” said Yap.

Malaysia in wealth
limelight

Despite the challenges, the wealth
potential in Asia is vast. Hong
Kong and Singapore are among
the world’s major wealth booking
centres. Their pace of growth is
only going to accelerate given
Asia houses 60% of the world’s
population, including a rising

middle-income population.

Yap said Singapore in particular is
expected to outgrow other booking
centres as it is “sheltered from
geopolitical concerns” and serves as
avital bridge between the East and
the West.

Equally important would be to
build a roadmap and strategy for
more domestic wealth management
centres to flourish. A good example
would be Malaysia, where there

is increasing demand among high
and ultra-high net worth clients for
access to global solutions, global
advice and global investment

products.

The recent unveiling of the Johor-
Singapore Special Economic

Zone and the Forest City Special
Financial Zone in Malaysia is set to
attract more high-value investors
to Malaysia. Incentives around

the establishment of family offices
in Forest City, as well as lower

capital thresholds than in hubs like

Singapore and Hong Kong, adds to
its appeal.

Yap pointed out that the
liberalisation of Malaysia’s capital
markets, combined with an inflow
of foreign capital, has made the
country an attractive wealth

destination.

Thanks to that, domestic private
banks are increasingly focusing

on wealth management less from

a transactional point of view and
more from an advisory perspective
to meet clients’ complex needs.
“The advisory part is really picking
up and that’s a really exciting
transformational change [for
Malaysial,” added Yap.




560 ONE
CONTINUES
STEADY RISE
ACROSS
PRIVATE WEALTH
AND ASSET
MANAGEMENT

360 ONE has recorded another year of disciplined growth, expanding its
presence in India’s private wealth management and asset management
sectors through strong client acquisition, robust flows, and targeted
platform enhancements. As of 30 June 2025, the firm reported assets

under management (AUM) of INR 664,000 crore (USD 75.7 billion), serving
more than 8,400 ultra-high-net-worth individuals (UHNI), high-net-worth
individuals (HNI), families and corporates. The company continues to extend
its reach across UHNI, HNI, and institutional segments while delivering
competitive investment strategies, long-term advisory services, and
bespoke wealth-planning solutions.
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Private equity
leadership for long-
term value creation

360 ONE Asset has elevated its
position as a premier gateway

to private equity for India’s
sophisticated investors. Through
carefully curated access to direct
and co-investment opportunities,
clients can diversify into unlisted,
long-horizon assets aligned with
long-term capital appreciation
goals. Its platform connects
families with global and domestic
private markets strategies across
venture capital, growth equity, real
estate, infrastructure, and special
situations, anchored by robust due
diligence, manager selection, and risk

governance.

Having pioneered Alternative
Investment Funds (AIFs) in India,
360 ONE Asset’s private equity
expertise spans early- and mid-stage
investments, late-stage and pre-IPO
deals, secondary transactions, and
thematic strategies. With INR 30,768
Cr (USD 3.49 billion) in private equity
AUM,, it has emerged as one of India’s

largest alternative asset managers.

In an environment where traditional
asset class correlations are being
re-evaluated, the firm’s alternative
investment team delivers strong
outcomes via tailored solutions
that align with client conviction

and liquidity needs. This capability
underscores its win for Best Wealth
Manager for Private Equity at the
Global Private Banker Innovation
Awards 2025.

Solidifying its position
as the leading private
bank for India’s wealth
creators

As one of the largest players in
India’s wealth management space,
360 ONE Wealth served over 8,400
families, including clients with
investible above INR 100 million
(USD1.14 million). The firm’s scale
is matched by its specialisation,
with advisory teams, investment
solutions, and digital platforms
designed exclusively for Indian
UHNIs and HNIs. They provide
clients with preferential access

to sourcing and customising
investments with fund houses,
institutional brokers, and boutique
managers. They craft strategies
that convert market challenges
into opportunities, helping India’s
wealthiest preserve, protect, and
grow their wealth and legacy.

By combining an open architecture

approach with deep product
expertise and a culture of fiduciary
responsibility, the firm delivers an
institutional experience with private
banking intimacy. This strategic
clarity and focused execution earned
360 ONE Wealth the title of Best
Pure Play Private Bank - India.

Discretionary portfolio
solutions powered by
tactical aqility

The firm’s discretionary portfolio
management engine—360 ONE’s
flagship offering—remains the
cornerstone of its value proposition.
Built on a Core-Satellite framework,
the firm designs client portfolios
that combine tax efficiency,
liquidity, and diversification,
alongside differentiated alpha-
generating satellite allocations.

The recent launch of the 360 ONE

Open Enhancer PMS suite marks

360 ONE Wealth has built
one of India’s most advanced
platforms for estate and

succession planning through its
trusteeship arm,
360 ONE IATSL.
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a breakthrough in passive and
hybrid portfolio construction.

The suite spans Passive Equity,
Dynamic Passive Equity with cash
call flexibility, Blended Equity,
Active Equity, and Hybrid Enhancer
strategies, offering clients efficient
access to market cap, factor, and
sector-based exposures. Meanwhile,
timely tactical shifts — such as
sector rotation within Indian
equities, active overweight tilt
towards China in the Global Equity
Portfolio resulted in meaningful
outperformance. Additionally, the
timely increase in exposure to
precious metals reflects the firm’s
agile, conviction-led approach

to multi-asset discretionary
management. For this, 360 ONE
was recognised as the Best Wealth

Manager for Discretionary Portfolio.

Succession planning
driven by trust,
governance and scale

360 ONE Wealth has built one of
India’s most advanced platforms
for estate and succession planning
through its trusteeship arm, 360
ONE IATSL. The company is a
trusted advisor to more than 850
ultra-high-net-worth and high-net-
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worth families in India, and the
corporate trustee of more than

440 trusts, managing around INR
14,000 Cr (USD1.59 billion) of family
assets under trusteeship. In the
previous year, the firm integrated
Al-based legal documentation,
digital estate dashboards, and
cross-border tax frameworks to
create seamless multigenerational
planning solutions. Its solutions
are not only technically robust but
culturally attuned, addressing the
sensitivities and unique challenges
of family-owned businesses and
intergenerational wealth transfer.
In a year marked by increased client
demand for legacy preservation, the
firm’s ability to deliver confidential,
compliant and custom-built
structures secured the award

for Best Wealth Manager for

Succession Planning.

Visionary leadership
under Yatin Shah

At the helm of this growth story
is the Co-founder of 360 ONE and
CEO of 360 ONE Wealth, Yatin
Shah, whose strategic foresight
has reshaped the firm’s trajectory.
Under his leadership, 360 ONE’s

Wealth continues to grow, driven

by enduring client trust and strong
investment performance. His
commitment to integrating platform
innovation with client-centricity and
building a high-performing talent
base across cities and verticals

has made 360 ONE a leading force
in India’s private wealth sector.

For his transformative leadership
and results-driven vision, Yatin
Shah was honoured with the
Outstanding Achievement by CEO
of a Wealth Management Institution

award.

A platform of purpose,
progress, and precision

360 ONE'’s integrated approach

— bringing together tactical asset
management, future-focused
technology, legacy advisory, and
alternative investments — has
redefined what it means to manage
private wealth in India. Its rise is
not simply a function of scale, but of
substance: the ability to offer clients
thoughtful, data-informed, and
durable solutions that transcend
market cycles. As the firm enters its
next chapter, it remains committed
to delivering performance with
purpose and shaping the future of

India’s private banking industry.



J.P. MORGAN
PRIVATE BANK®S
BENSON WONG:
“DIGITAL INNOVATION
AND Al IS CHANGING
THE WAY WE SERVE
OUR CLIENTS?”

By: Wynndee Alejo

As digital transformation accelerates across financial services, private
banking is no exception. Global clients are demanding faster, more
personalised, and more seamless experiences — and J.P. Morgan is
responding with a bold, tech-powered strategy. In this exclusive interview,
Benson Wong, Managing Director and Head of Digital Client, Banking and
Brokerage Solutions at J.P. Morgan’s International Private Bank, shares
how the firm is leveraging artificial intelligence, omni-channel delivery, and
behavioural insights to serve the evolving needs of ultra-high-net-worth
(UHNW) clients.
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How is J.P. Morgan adapting
its private banking services
to address the needs of
clients across generations

and geographies?

“At J.P. Morgan, we are
committed to delivering the best
experience, service and advice for

our clients,” Wong begins.

As expectations evolve,
particularly among tech-savvy
and younger generations, clients
increasingly seek more than
traditional financial advisory. “In
today’s fast-paced technological
landscape, UHNW clients
demand more than just financial
services. They expect 24/7
service coverage — which was
impossible with the traditional
human advisor support model,”

he says.

“We have transformed our digital
client experience through J.P.
Morgan Online International, our
24/7 Digital Wealth Assistant,
offering a seamless, personalised,
and omni-channel experience —
supported by our award-winning
mobile app, comprehensive
execution capabilities, and
investment content curated by
our Al-driven behavioural profile

engine,” he explains.

How is the firm using
Al and data to enhance
personalisation and advisor

effectiveness?
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BENSON WONG
Managing Director and Head of Digital Client, Banking and Brokerage Solutions
J.P. Morgan International Private Bank

According to Wong, the integration

of artificial intelligence and large

language models (LLMs) is reshaping

both client engagement and advisor

productivity.

“Al and Large Language Models
(LLMs) are reshaping the future of
digital solutions in private banking,”
he notes. Among the innovations

is J.P. Morgan’s Coach, an LLM-

powered tool that supports

advisors in real time.

“J.P. Morgan’s Coach, an LLM-
powered advisory tool, serves as a
strategic assistant for our advisors,
enabling them to instantly access
critical financial insights, deliver
our latest market commentary at
scale, and prioritise outreach and

engagement,” he explains.



These capabilities extend beyond
research and communication. “Al
is transforming tasks, such as
automated call summarisation
and predictive analytics, to
better anticipate client needs,”

he adds. The tools offer
significant productivity gains,
enabling advisors to spend more
time delivering value through

personalised advice.

How is J.P. Morgan responding
to rising digital expectations

among ultra-wealthy clients?

Wong shares that the bank is
focused on extending Al-based
capabilities to refine both the client

and advisor experience.

“J.P. Morgan plans to further
leverage Al-based digital assistants
to enhance advisor interactions
with clients and refine Al
capabilities for nuanced client
queries,” he says. The firm is also

exploring Al-powered prospecting

to engage clients earlier and more
personally. “Additionally, we are
investing in making it easier for
clients to delegate tasks and
collaborate with their advisors,”
Wong adds. Through continuous
investment in security, innovation,
and personalisation, J.P. Morgan

aims to stay ahead of the curve.

What is J.P. Morgan’s vision
for the future of Al in private
banking?

Wong is clear about Al’s
transformative role. “Al is a game-
changer in wealth management, and
J.P. Morgan is at the forefront of its

implementation,” he states.

The emphasis is on support rather
than replacement: “By supporting
human interaction, these tools
enable our advisors to enhance
their service and deliver greater
value to our clients”, he added. The

vision is of an augmented advisor—

one who can act more swiftly,

personally, and proactively thanks

to powerful digital tools.

As Benson Wong makes clear, the
demands of today’s private banking
clients are not only increasing,
they’re diversifying — across

time zones, generations, and

expectations.

With tools like J.P. Morgan Online
International and Coach, the firm is
equipping its advisors to be more
responsive and proactive, while
giving clients seamless access to
insights and execution around

the clock. The focus is precision,
consistency, and adaptability —
qualities that are essential when
wealth is global and relationships
span both people and platforms.
Wong’s emphasis on 24/7
availability and Al-powered
personalisation signals a clear
direction: private banking must
keep pace with how clients live and
invest. And for J.P. Morgan, that
means designing every interaction

— human or digital — with intent.
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MAYBANK®

EDDY LOH:
“BUILDING TRUST
WITH CLIENTS
REMAINS CRITICAL
AND IT CANNOT

BE REPLACED BY
TECHNOLOGY™

By: Wynndee Alejo

In this exclusive interview, Eddy Loh, Chief Investment Officer of Maybank
Group Wealth Management, unpacks the shifting preferences of ASEAN’s
affluent investors—where the appetite for long-term structural growth
meets a growing demand for resilience and global diversification.

From artificial intelligence (Al) and Sukuk to gold and private markets, Loh explains how
Maybank is evolving its CIO framework to help clients stay ahead of macro volatility while still
capturing alpha. He also shares how technology is enhancing the advisory experience without
replacing the trusted relationships at the heart of private banking.

Whether it’s addressing the complexities of ESG, unlocking new opportunities in India and

China, or preparing for the next generation of digital-native clients, Loh offers an inside view of
what’s shaping high-net-worth strategies in Southeast Asia today.
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Q: ASEAN’s wealth landscape is
evolving fast. What investment
themes are resonating most
strongly with Malaysia,
Indonesia, and Singapore’s
emerging affluent and

UHNWIs today? How are these
preferences shaping your
strategic asset allocation across

client segments?

Eddy Loh: Investors continue to
seek opportunities to generate
stable income through quality bonds,
including sukuk, and multi-asset

solutions.

At the same time, long-term growth
remains important—especially

in Al and tech-related plays.That
said, investors are becoming more
discerning; they want to see real
monetisation potential before

committing.

Gold is also attracting attention,
especially amid growing discussions
around de-dollarisation and a more

multi-polar global landscape.

Q: Maybank’s private clients
increasingly have global
aspirations. How are you
aligning cross-border advisory,
currency strategies, and
portfolio construction to
support more geographically

diversified wealth planning?

Eddy Loh: We leverage research
expertise across different business

units within the Maybank Group to

provide insights on global macro-
economics, equities, fixed income as
well as currencies and commodities.
This allows us to provide clients

with informed advice across regions.

We're also collaborating with
global partners like Fidelity. Our
Maybank Alpha Capital & Income
Opportunities Fund, a multi-
asset solution co-developed with
them, is a strong example of that

collaboration.

Q: What roles do private
markets now play in your CIO
framework—and how do you
advise clients around liquidity

and transparency risks?

Eddy Loh: Private markets offer
valuable diversification through the
delivery of less correlated returns
with public markets. Nevertheless,

it is critical for us to ensure that
clients understand the nature of
private investments, which tend to
be more sophisticated and less liquid
- and how they fit with the clients’
respective investment objectives and

risk profiles.

Q: With volatility here to stay,
how are you helping clients
build resilient portfolios? Are
there specific asset classes

gaining traction?

Eddy Loh: The heightened macro
uncertainty and market volatility

highlights the importance of

maintaining a well-diversified
portfolio, not only across asset
classes but also markets, sectors

and even currencies.

Beyond the US, we're seeing strong

interest in Asia equities, particularly
in China and India. Businesses with

strong domestic exposure will likely
be more resilient amid the tariff

policy uncertainty.

We would continue to seek stable
carry from quality credits including
opportunities in non-USD bonds
and Sukuk for better diversification.
We also maintain our positive
stance on Gold given the robust
structural demand, particularly from
central banks. Other alternative
investments including private
assets and hedge funds could also
provide enhanced diversification for
investors with the ability to invest in

these assets.

Q: How does Maybank balance
strategic vs tactical asset
allocation amid rapidly

changing markets?

Eddy Loh: The Strategic Asset
Allocation (SAA) serves as an
important anchor to help clients
meet their long-term investment
objectives. At Maybank, we have
established a SAA framework to
help achieve optimal portfolio
outcome across different investment
risk profiles. While Tactical Asset
Allocation (TAA) can be used to

exploit short-term mispricing
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opportunities, we would advise
clients not to over-react and deviate
too far away from the SAA so that
they remain on track to achieve their

long-term goals.

Q: ESG investing is facing
political headwinds in some
markets and increased
scrutiny around greenwashing.
How would you characterise
actual client appetite for
ESG-aligned portfolios today—
particularly in Southeast Asia?
Have you had to recalibrate
how ESG is integrated into
Maybank’s CIO views and
product shelf?

Eddy Loh: There remains a
heightened policy urgency for
climate action commitments to meet
the respective targets. Apart from
climate protection, energy security
as well as affordability have become
key concerns for governments

and consumers around the world,
particularly with the increase in
power requirements associated
with the development of Al. Hence,
we continue to see opportunities

in ESG-related investing e.g. clean
energy, smart grid. Nevertheless, it
is critical for investors to be more
discerning in light of the increased

scrutiny on greenwashing.

Q: Technology is transforming
the way wealth is managed.
How is Maybank embedding
digital tools—such as CIO
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dashboards, interactive
portfolio reviews, or real-

time insights—into the client
advisory process? And how

do you ensure that technology
enhances, rather than replaces,
the human connection clients

value?

Eddy Loh: Investors today are
overwhelmed with information,

which can complicate decision-

EDDY LOH
Chief Investment Officer
Maybank Group Wealth Management

making and lead to reactive
behaviours in the market. This could
lead to poor investment decisions
and less than ideal outcomes.

By leveraging on technology tools,
we can help to keep clients abreast
of the latest market developments
in a timely fashion through their
preferred formats and channels.

At the same time, we are utilising
technology in our advisory process

to not only track client’s portfolios



but also provide more personalised
investment strategies that are
suited to their objective and risk

preferences.

Nevertheless, it remains critical for
clients to have access to a trusted
advisor i.e. the human touch to help
interpret the digitally-generated
advice and recommendations. This
is especially important in times of
heightened market stress to help
one overcome any behavioural

biases.

Q: Generational change is
redefining private banking.
How are younger, tech-
savvy investors engaging
with Maybank’s investment

propositions?

Eddy Loh: Younger clients are
more inclined towards digital

channels to gain access to the

latest market and developments.
They are also more open to
exploring new asset classes and
solutions in managing their wealth.
We're continuously enhancing our
digital platforms and product shelf

to serve this segment better.

Q: As capital flows shift
within Asia, India appears

to be rising while access to
China remains complex. How
are you advising clients to
navigate regional exposure
today? Are there other Asian
markets where you see capital
moving—and what are the

risks and opportunities?

Eddy Loh: There’s renewed
optimism in China after policy
moves and tech breakthroughs
like the “Deepseek” moment.
India’s structural growth—rising

domestic demand and favourable

demographics—continues to appeal

to many investors.

If both economies perform, the
broader Asia market including
ASEAN stands to benefit as well.
Supply chain diversification and
initiatives like the Johor-Singapore
Special Economic Zone are making
the region even more compelling for

medium-term investors.

Q: Looking ahead, what’s
one shift private banks in
ASEAN must embrace to stay

competitive?

Eddy Loh: The successful adoption
of new digital tools and technology
solutions - including the use of Al

- will be key in in the engagement

of clients in managing their wealth.
Nevertheless, building trust with

clients remains critical - and it

cannot be replaced by technology.
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WEALTH
THAT LASTS
REQUIRES CLARITY,
NOT CONTROL—

By: Wynndee Alejo

In this exclusive interview, Giambattista Atzeni, Head of Family Office at Bordier & Cie,
outlines how the Swiss private bank serves ultra-wealthy families whose financial affairs have
outgrown conventional models. From governance and generational transitions to changing
perceptions of risk, he explains why clarity, rather than complexity, is now the most valued
service a bank can offer.

Ultra-high-net-worth (UHNW) wealth is rarely linear. A single line of business can, over decades, evolve into a
patchwork of operating companies, trusts, offshore holdings and investment portfolios — often spread across
generations and geographies. Many families reach a point where structure has not kept pace with scale.

This is where Bordier & Cie sees opportunity. The Geneva-based private bank — still operating under the rare model
of unlimited partner liability — has positioned itself as an outsourced single-family office for global clients whose
affairs have outgrown traditional private banking.

“We've engineered a model that bridges institutional discipline with private family complexity,” says Giambattista
Atzeni, Head of Family Office at Bordier & Cie. “In practice, we act as an architect and integrator — coordinating

across banks, asset classes and jurisdictions without displacing existing relationships.”

Rather than pushing products, the firm focuses on what it calls investment infrastructure: reporting, oversight, and
governance. The objective is to deliver control and transparency without interfering with legacy arrangements.
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Strategic restraint

Unlike multi-family offices that
stretch into concierge and lifestyle
services, Bordier & Cie deliberately
draws the line. Its focus is on two
domains: financial capital — covering
strategic asset allocation, portfolio
integration and investment oversight
— and human capital, including
values, decision-making protocols
and generational alignment. “These
are the foundations of durable
wealth,” Atzeni says. “Rather than try
to cover everything, we concentrate

on what will hold over time.”

This tighter focus is gaining
relevance as family structures evolve.
Many clients are being pushed into
institutional-level complexity not by
ambition, but by circumstance —
triggered by succession tensions,
liquidity shocks or cumulative strain
from years of decentralised growth.
“Families begin to recognise the need
to bring order to the chaos,” says
Atzeni. “It’s rarely an enlightenment
moment — it’s almost always a

reaction to an unwelcome trigger.”

A long view on
governance

One of the bank’s core functions is
helping families build governance
frameworks that last. Drawing on its
own five-generation history, Bordier
& Cie often acts as a sounding
board for long-term thinking. “The
idea isn’t to slow families down

or lock them into rigid systems,”

Atzeni explains. “It’s to give them
clarity and structure as roles
change across generations.” This
clarity becomes more valuable as
next-generation members take on
larger roles. While younger family
members often express interest in
higher-risk strategies — venture
capital, thematic funds, exposure
to climate and Al-linked assets

— formal control usually remains

with the first or second generation.

“There’s a long delay between
involvement and authority,” he
says. “By the time real control
shifts, the next generation is often
more grounded. That transition,
handled well, can add stability

rather than friction.”

Risk models under
pressure

Traditional risk frameworks are
proving less reliable. The old
playbooks — scenario modelling,
historical backtesting, stress
testing — depend on stable
patterns. In a period of policy
divergence and geopolitical
fragmentation, those patterns are
breaking down. “Stress testing
grounded in history loses value
when history no longer explains
current dynamics,” says Atzeni.
“We're seeing correlations shift
in ways that conventional models

don’t capture.”

Bordier & Cie has responded by
adapting tools more often used in

institutional asset management:

real-time exposure mapping, cross-
jurisdictional liquidity planning,
and dynamic rebalancing protocols.
The reaction from clients varies

by region. Families in emerging
markets tend to diversify further
during volatile periods. In contrast,
those in developed markets often
consolidate, leaning into familiar

structures and assets.

“The concept of safe haven is
evolving,” Atzeni notes. “It’s no
longer just where assets are held
— it’s how they’re connected, and

how fast you can pivot.”

Reassessing private
markets

Private markets, once seen as a
catch-all diversification tool, are
also being scrutinised more closely.
Exit delays, valuation pressure and
liquidity mismatches have forced a
reassessment of what these assets
actually deliver. “They still have

a place,” Atzeni says. “But they're
not a hedge. Their role should be

deliberate, not automatic.”

Bordier & Cie puts particular
emphasis on manager selection.
“True outperformance is
concentrated among a small
number of GPs (general partners),”
he adds. “Average doesn’t cut it.

You need conviction.”

Partner alignment is also a defining
feature. Bordier & Cie’s partners

co-invest alongside clients — an
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It’s not about sacrificing agility or values —
it’s about building a framework that enables clarity,
discipline and resilience across generations.

approach the firm views as a check
on undue risk-taking and a signal

of skin in the game.

Modernising without
dilution

Though Bordier & Cie dates
back to 1844, it has made
targeted investments in digital
infrastructure. The bank now
supports select digital asset
exposure, uses Al to streamline
internal workflows, and has
refreshed its client-facing

interfaces.

Still, it draws a line between

modernisation and trend-chasing.

“We adopt what’s relevant, but we
don’t chase every new thing,” says
Atzeni. “We evolve with our clients,

not ahead of them.”

Wealth is growing more complex
and families more dispersed,
Bordier & Cie’s value proposition
is rooted not just in service
breadth, but in its ability to impose

structure without overreach.
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The bank’s willingness to remain a with the partners themselves — is
partnership — where liability sits one expression of that discipline.
GIAMBATTISTA ATZENI
Head of Family Office
Bordier & Cie



PRIVATE BANKING IS
AND WILL REMAIN

A RELATIONSHIP
BUSINESS — BANK
OF SINGAPORE’S
KARTHIK SHENOY

By: Wynndee Alejo
FEATURE ARTICLE

Karthik Shenoy outlines how the bank is using Al to augment advisers with
‘next best conversations’ while preserving trusted client relationships.

In private banking, trust and discretion have long been built face-to-face, over detailed

conversations about markets, portfolios, and ambitions. At Bank of Singapore, technology is
no longer just supporting that model — it is becoming a core driver of it.
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Karthik Shenoy, managing director
and head of the bank’s platforms
and integration office, says artificial
intelligence is now embedded

in the bank’s strategy, not as

a replacement for relationship
managers, but as a means to make
them more effective. “It’s not just
about technology for technology’s
sake—it’s about making banking
better for everyone involved,” he

says.

“Private banking has always been
and continues to be a relationship-
based business,” says Karthik
Shenoy, managing director

and head of the Platforms and

Integration Office.

“Our strategy is to enable our
advisers with the ‘next best actions’
and ‘next best conversations’ so
they can focus on meaningful
discussions about investment
strategies, risk management, and

opportunities,” he added.

Al co-pilots take
centre stage

The bank’s digital transformation
rests on what Shenoy calls an
ecosystem of “co-pilots.” Product
Copilot, Research Copilot and the
Source of Wealth Assistant all help
advisers navigate vast quantities
of data in seconds. Meanwhile,
HOLMES Al referred as the bank’s
“CIO co-pilot” generates product
content on the fly based on CIO

research. The bank indexes more
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than 4,000 securities and 100,000
research highlights to generate
curated product content for client

conversations instantly.

“The idea is simple,” Shenoy
explains. “These tools take care of

the heavy lifting so our teams can

spend their time with clients, not

spreadsheets”

Upcoming tools include a generative
Al fund query system that will let
advisers compare funds and prepare
client pitches in minutes. A Day

Board Propensity Model for equities

KARTHIK SHENOY
Managing Director and Head of the Platforms and Integration Office
Bank of Singapore



already flags the most relevant
trade ideas for clients, allowing

quicker execution.

Efficiency beyond the
client interface

While the front office benefits from
sharper insights, Shenoy notes
that the largest gains so far have
come behind the scenes. Al-driven
network detection techniques

now identify links between new
prospects and existing clients,
incorporating proximity scores,
adverse news and sentiment

analysis.

On compliance, an Alert
Prioritisation model uses machine
learning to risk-rank alerts,
ensuring higher-risk transactions
are escalated promptly. “It’s about
scale and precision — processing
more data without diluting
oversight,” he says. The approach
has already earned external
recognition, including a ‘Best Use of

Al’ award.

Balancing in-
house and external
innovation

Shenoy stresses that success does
not hinge on building every system
internally. Bank of Singapore
chooses to develop proprietary
platforms when they can deliver

a lasting competitive edge,

while relying on partnerships to

accelerate delivery elsewhere.

“We tend to build internally when
we see a real opportunity to
create a competitive advantage,”
Shenoy says. “At the same time,
partnerships with firms like
Microsoft and SAS help us move
faster without having to start from

scratch.”

This hybrid approach, he adds,
reflects the realities of Al adoption
in banking: differentiation comes
from design and integration, not

just the underlying algorithms.

Data remains the
constraint

Like its peers, the bank recognises
that data quality is the limiting
factor. “Garbage in, garbage out still
applies,” Shenoy says. Clean, timely
and complete data is essential

for accurate Al-driven insights,

yet ensuring this across the
organisation involves cultural as

well as technical change.

The bank is investing in a
centralised data service ecosystem

designed to give teams across

functions access to consistent,
reliable information. “It’s one of the
biggest challenges —but also one of

the biggest enablers,” Shenoy says.

A gradual revolution
toward 2030

Shenoy envisions Al systems capable
of mapping knowledge graphs from
unstructured data, capturing every
client interaction to anticipate
outcomes with striking precision.
“We’ll be able to predict outcomes—
even the subtle ‘butterfly effects’
most people miss,” he says.

The transition will likely feel
incremental, but its impact could

be transformational. “When we

look back in five years, the changes
will feel revolutionary,” Shenoy
predicts. For now, the bank is taking
measured steps—piloting new tools,
learning from practice, and scaling

only when results prove reliable.

“Al isn’t just a passing trend—

it’s a game-changer,” Shenoy
concludes. “But its real value

lies in augmentation. The human
relationship will remain central to

private banking”
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BEYOND THE CYCLE:
HOW DEUTSCHE
BANK IS GUIDING
INVESTORS THROUGH
PRIVATE CREDIT’S
NEXT CHAPTER

By: Wynndee Alejo

FEATURE ARTICLE

In this exclusive interview, Head of Investment Management, Emerging
Markets at Deutsche Bank Private Bank shares how he and his team are
guiding clients through the growing complexity of private credit. He talks
about what sets strong managers apart, why investor interest in Europe
is rising, and how attitudes toward Asia are slowly shifting. He believes
lasting success comes down to discipline, preparation, and building
relationships that hold steady — whatever the market brings next.
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As the private credit market
becomes more crowded,
distinguishing long-term
opportunities from short-lived
momentum plays has become a key
challenge for investors. According
to Gian-Maria Piccolo, Head of
Investment Management, Emerging
Markets at Deutsche Bank’s Private
Bank, the solution lies not just

in past performance — but in a
manager’s ability to adapt to what

comes next.

“We tend to select managers with
clear, distinguished competencies
and capabilities in their investment
space, with a long, solid and proven
track record,” Piccolo says. “But

we want to go beyond what they
did in the past. Our focus is to
imagine how they could realistically
adapt to a different, future market

environment.”

That forward-looking mindset has
become more urgent as signs of

a late-cycle market accumulate.
While this phase could stretch
out, Piccolo cautions that a shift
is inevitable — and likely more

demanding.

“Whatever comes next will certainly

be a more difficult environment

s

than today’s”, he says. “Capabilities
and portfolio management

skills acquired recently will not
necessarily be enough. That is
why we think partnering with
established, blue-chip providers
offers a better risk-adjusted value

proposition for our clients.”

What sets these blue-chip firms
apart, he argues, is not only their
scale but their depth of internal
expertise — something especially
relevant in longer-term strategies

like private credit.

“In private markets in general,

the ability of blue-chip managers

to tap into a large pool of

internal expertise — beyond the
specialisation of a single fund — will
be a critical differentiating factor

from now on.”

While manager quality remains
central, investors are also re-
evaluating where their capital goes.
The US continues to dominate
private market allocations, but
sentiment around Europe has

changed significantly in 2025 —

driven in part by policy reform and

fiscal announcements.

“At the beginning of 2025, Europe
was not seen as a particularly
appealing region to invest in,”
Piccolo says. “All the recent macro
and geopolitical events — above

all the announced spending plans
and reforms in Germany — have
completely changed the perception
of the continent. Now it enjoys much
higher appeal and interest from

Asian investors.”

Interest in Asia-Pacific is also
growing, but allocations remain
cautious. Many clients are still
most comfortable investing close to
home, especially in private markets,
where information asymmetry and

perceived risk remain barriers.

“There is an emerging trend of
interest in local Asian markets, but
with a strong level of home bias,”
he adds. “Clients are contemplating
opportunities beyond the US and
Europe, but only if there is a strong
element of personal proximity to
the country. That helps close the
knowledge gap and makes the

opportunity feel more tangible.”

This cautious optimism, he suggests,
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underscores the continuing role
of private banks in helping clients
navigate unfamiliar terrain —
through local insight, access, and

advisory continuity.

Investor behaviour within private
markets is also evolving. While
private equity remains a core
holding, Piccolo has observed a
subtle but telling shift where more
clients are reallocating proceeds
from private equity into private
credit, rather than making fresh PE

commitments.

“We've seen clients receiving
proceeds from private equity
investments and allocating those
proceeds into private credit
strategies,” he says. “This is actually
an investment behaviour we

welcome.”

The shift, he explains, reflects a
growing awareness of private
credit as a distinct pillar of portfolio
construction—rather than a
substitute for traditional fixed

income.

“We encourage clients to think about
their allocation to private markets

as a stand-alone,” he says. “Not, for
example, as part of their liquid fixed

income portfolio.”

This trend is backed by research.
According to Preqin’s Global Private
Debt Report 2025, investor appetite

86 | GLOBAL PRIVATE BANKER

GIAN MARIA PICCOLO
Head of Investment Management, Emerging Markets
Deutsche Bank Private Bank

for private credit continues to rise,
with fundraising for private debt
vehicles outpacing private equity in
key regions. The report also notes
that institutional allocators are
increasingly viewing private credit
as a standalone asset class, distinct
from both fixed income and private

equity.

It’s a sign, Piccolo notes, that

investors are growing more

deliberate in how they approach
illiquid assets—aligning strategy
not just with returns, but with time

horizons and risk tolerance.

As the private markets universe
expands, so do expectations around

what private banks should deliver.



Scale, access, and structuring
expertise remain essential — but
they’re no longer enough to set one

institution apart.

“The personal element will
keep being something relevant,
particularly for less liquid
investments,” Piccolo says. “But

that alone won’t be enough.”

What will matter more, he believes,
is a bank’s ability to build long-
term relationships — with both
clients and managers — and to
offer timely insight ahead of market

shifts, not just in reaction to them.

“Clients will count more and more
on the ability to partner with

reliable and talented managers,

and on the skill of anticipating

industry trends rather than just
riding momentum,” he says. “That
value becomes especially clear in
moments of market stress — when

guidance and clarity matter most”

Reflecting on the volatility of
recent years, Piccolo returns to

a principle that has shaped his
team’s approach across cycles:
consistency. While market
sentiment and structures evolve,
he believes the core pillars of
portfolio construction remain the

same.

“We have relentlessly focused on

the critically important factors

in portfolio construction,” he

says. “A well-thought strategic
asset allocation, appropriate FX
diversification, systematic dynamic
hedging of market views, and an
allocation to private markets in line
with each client’s expected level of
risk.” The goal, he adds, is to help
clients stay grounded and focused

— regardless of market noise.

“We keep insisting with clients
to dedicate time to those factors
that influence portfolio returns the

most in the medium to long term.”

As private credit matures, Piccolo
sees opportunity for investors
who look past the headlines —
and partner with institutions that
prioritise preparation, patience,

and long-term value.
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ADVISOR CONFIDENCE
IS THE SIGNAL:
MERRILL'S INEZ
LOUZONIS ON TECH
THAT EARNS ADVISOR
CONFIDENCE AND
EMPOWERS CLIENTS

By: Wynndee Alejo

In this exclusive interview, Inez Louzonis, Head of Platforms and Capabilities at
Merrill Lynch, explains how her team is building technology that advisors actually
want to use — and why innovation, done responsibly, can be a quiet force for

trust. She talks about bold decisions that paid off, the tension between compliance
and experimentation, and how Merrill is redefining the digital client experience
without losing its human core. For Louzonis, lasting success lies in tools that work,
relationships that grow deeper, and digital solutions that earn sustained adoption.
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At Merrill, a firm long synonymous
with personal wealth management,
the digital future is not arriving in
waves — it’s being designed from
within. For Inez Louzonis, Head

of Platforms and Capabilities,
innovation isn’t about grand
reinvention. It’s about crafting the
tools that let advisors be more

human.

“We’re not experimenting for the
sake of it,” says Louzonis. “Client
experience excellence means
enabling clients to do what they
need to do — when they have

time to do it” That, she explains,
means designing tools that work on
demand, but also integrating them in
away that strengthens the advisor
relationship at the centre of Merrill’s
model. It’s not about building
everything for digital self-service. It’'s

about offering choice.

The philosophy is high-tech, high-

touch: giving clients control, while

equipping advisors to deliver

support more efficiently. That dual INEZ LOUZONIS
mandate is shaping the firm’s most Head of Platfo;Arre\jrzrlxd Capabilities
significant recent innovations.
It was a calculated risk. “It was behind it. “We brought in internal
From digital onboarding one of the first times we'd tried teams early — compliance,
to time-saving tools to digitally onboard a full book,” operations, tech — and stayed close
Louzonis recalls. “But it worked. to the experience. That made all
One recent turning point came In 12 weeks, 60% of that book was the difference.” It also helped set
when a new recruit requested to onboarded — something paper a new internal benchmark: digital
move their entire book of clients processes simply couldn’t deliver” onboarding at scale is no longer
— dozens of relationships — onto hypothetical.
Merrill’s Collaborative Onboarding The success of that test, she says,
Experience (COBE), a digital platform was less about the platform itself That same mindset underpinned
originally built for more targeted use. and more about the coordination the launch of Digital Appointment
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Setting in mid-2024. Designed to
streamline meeting coordination,
the tool allows clients and
prospects to view a team’s real-time
availability and choose a convenient
slot — cutting down on the typical

back-and-forth emails or calls.

Louzonis says it saves about 18
minutes per appointment for
advisors and their support teams.
“It’s not flashy. But multiply that
across the business, and the

productivity impact is significant.”

Other enhancements focus on self-
service capabilities. For example,
clients can now initiate wire
transfers via mobile — a change
that saves roughly six minutes per
transaction on the associate’s end
and makes the process feel modern

and seamless for the client.

“It’s about designing the experience
from both sides,” says Louzonis.
“Clients don’t want to wait, and
advisors don’t want to be pulled
away for administrative tasks that

could be automated.”

Experimenting with
discipline

These improvements may sound
straightforward, but they’re
engineered within a framework
where regulatory rigour is
constant. Louzonis is quick to point
out that at Merrill, compliance

isn’t an afterthought — it’s a

collaborator.
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“We're operating in a highly
regulated industry. You can’t
innovate in isolation,” she says.
“We involve our compliance and

supervision teams from the start.”

A case in point: the Advisor Social
Media Programme, which enables
advisors to use LinkedIn within a
compliant framework. “We built
it hand-in-hand with the control

functions. That’s why it works”

This early-stage collaboration is
key to avoiding rework and building
advisor confidence. “If we want
teams to adopt new tools, they
need to know those tools are solid.
That means secure, compliant, and

aligned with how they work.”

Listening loops and
scaling success

Another cornerstone of Merrill’'s

66

If an advisor feels confident
using a tool with their best client —

innovation process is feedback. Not
just from end-clients, but from the
advisors and associates who engage

with the platforms every day.

“We operate in an agile
environment,” says Louzonis. “We
gather real-time feedback from a
core group of passionate users and
use that to shape our roadmap. We
test through pilots, launch with
intention, and stay close to what’s

happening on the ground.”

To scale a successful pilot, Merrill
leans heavily on peer-to-peer
influence. Power users become early
advocates — sharing best practices
at firm-wide events, contributing to
internal publications, and supporting
adoption in the field. That human
reinforcement helps smooth the

rollout and accelerates buy-in.

But the loop doesn’t end there.

Merrill tracks digital engagement

that’s the real signal.
That’s when we know
we’ve built the right thing.
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metrics — from app usage and
paperless enrolment to self-service
adoption — and uses those insights

to refine training and support.

“We're always asking: are we making
the experience better for both client
and advisor? If not, we adapt,”

Louzonis says.

Priorities and long-term
vision

With a growing array of tools
competing for time, how does Merrill
decide what to build next?
“Regulatory requirements are non-
negotiable. That’s the baseline,”

Louzonis says. “After that, we

prioritise initiatives that save time,
increase capacity, enhance the client
experience, and support growth.
We're not chasing features. We're

solving for relationships.”

That mindset shapes not only the
product roadmap, but how success
is measured. Traditional KPIs like
adoption rates and client satisfaction
still matter — but Louzonis says the

most telling metric is advisor trust.

“If an advisor feels confident using
a tool with their best client — that’s
the real signal. That’s when we know

we’ve built the right thing.”

Looking ahead, her vision is simple:

radical simplification. “In five years,

[ want us to have transformed the

advisor’s day — cutting out the
noise, letting them focus on what
matters. And I want clients to feel
empowered to engage however they
choose, whether that’s digital-first or

through their advisor”, she explained.

It’s a vision that puts relationships
— not features — at the centre. For
Merrill, that means building tech
that works, quietly and consistently.
And for Louzonis, it’s proof that
innovation doesn’t have to be loud to
be lasting.

“We’re not just digitising processes,”
she says. “We're redesigning them
— so they actually serve the people

who use them.”
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WEALTH IS
ABOUT VALUES,
NOT JUST VALUE

By: Wynndee Alejo

In Southeast Asia’s wealth management sector, trust still trumps
scale — and few institutions understand that better than Hong
Leong Bank. With roots going back more than 120 years, the bank
has long stood as a financial anchor for Malaysia’s entrepreneurial
class. But these days, it’s not resting on heritage.
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Hong Leong Bank is pushing
forward on a sharp, multi-year
transformation plan that places
wealth management at the centre
of its strategy for growth and
diversification. The mission? Build
a future-ready franchise that serves
both multi-generational family
offices and digitally engaged rising
professionals — without diluting
the personalised service that
defines the bank’s DNA.

At the helm of this push is

Jeffrey Yap, Managing Director

and Regional Head of Wealth
Management, who is leading a
client-led approach to modern
wealth. In this exclusive interview,
Yap lays out the case for advisory
over product-pushing, explains why
trust is a competitive advantage,
and shares how the bank is using
technology and partnerships to stay

ahead of client needs.

“Wealth is never just about the
money. It’s about values, legacies,
and long-term partnership,” Yap
says. “What we don’t buy for
ourselves, we don't sell to our

clients.”

From legacy to
leadership

Yap credits Hong Leong Bank’s
clear top-down strategy with
enabling his team to execute with
precision. “Kevin Lam, our CEO
and Group Managing Director, has

set a bold 3-5 year roadmap, with

wealth as a cornerstone for driving
sustainable non-interest income,”
he says. “That clarity gives us the
conviction to build long-term, not

just react”

The bank’s proposition is rooted in
what Yap calls “responsible banking”
— an internal culture where long-
term trust outweighs short-term
gain. “Our philosophy is simple: If we

wouldn’t buy it ourselves, we don’t

sell it to our clients. That approach
resonates, especially with the
entrepreneurs and business families

we serve.”

For established clients, many of
whom operate across borders
and industries, Hong Leong is
moving well beyond execution.
“We're offering full-spectrum
advisory — succession planning,

wealth structuring, complex asset

JEFFREY YAP
Managing Director and Regional Head of Wealth Management
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management across geographies,”
Yap explains. “We’re not just
responding to needs; we're helping

clients think a generation ahead.”

At the same time, the bank

is making wealth tools more
accessible to Asia’s emerging
affluent. “We're democratising
access — making sure clients
entering their wealth journey

can do so with insight, tools, and
guidance that previously only ultra-

wealthy clients could get,” he says.

A differentiated
playbook: Local roots,
global reach

Hong Leong’s edge, Yap says,

lies in its ability to blend regional
depth with global sophistication
— something supercharged by its
strategic alliance with Lombard
Odier.

“Lombard Odier brings 225 years of
global experience to the table. We
bring the local market knowledge
and client proximity. Together, we
can deliver a highly differentiated
proposition that few others can

match,” Yap explains.

This global-local combination

is especially powerful for
entrepreneurial clients who need
advice on succession, family
governance, and long-term
investment frameworks. “Our
clients aren’t asking for products —

they want perspective. They want

94 | GLOBAL PRIVATE BANKER

partners who understand where
they’re coming from and where

they’re trying to go.”

Digital by design,
human at the core

As digital engagement accelerates,
especially among high-net-worth
(HNW) clients, Yap is clear:
Technology must amplify — not

replace — the human touch.

“Al and analytics are helping our
relationship managers provide
smarter, more tailored advice,” he
says. “We’re using tools that deliver
real-time insights, uncover hidden
patterns, and craft investment
proposals aligned with each client’s

preferences”

That effort goes well beyond the
front office. “We’ve rolled out Al

access bank-wide — appointed Al

Champions in every division, and
are running internal innovation
challenges. It’s cultural, not just

technical,” Yap notes.

This democratised use of Al is
enhancing productivity and giving
the bank’s teams the confidence
to engage clients in more strategic
conversations. “The more we
automate the operational side, the
more time our advisors have to do
what they do best, and that is to
build trust.”

A new generation of
clients, a new set of
values

Intergenerational wealth transfer
isn’t just a buzzword — it’s real

and accelerating, Yap says. “We
serve many founders and business
owners. Their children are starting
to take over, and they come with
different values — especially around
sustainability, purpose, and digital

fluency”

To stay relevant, Hong Leong is
proactively adapting. “Through

our alliance with Lombard Odier,
we’re embedding sustainable
investing into our advisory,” Yap
says. “We're also training our RMs
to have meaningful conversations
around legacy, philanthropy, and
multi-generational goals — not just

performance.”

The aim is to future-proof client

relationships, he adds. “We’re



not here to win just the current
generation — we want to stay

relevant to the next.”

Southeast Asia’s rising
stars

While Singapore remains a vital
bridge between East and West,

Yap sees growing opportunity in
Malaysia — especially as regulatory
reforms and cross-border

economic zones gain traction.

“Malaysia is our home market, and
we're seeing rising demand from
clients looking for more global
advisory and investment access,”
he says. “The Johor-Singapore
economic zone, for example, is

attracting real investor interest.”

The bank also operates in Vietnam
and Cambodia — markets Yap
believes will become increasingly
important over time. “We're
watching closely and tailoring

our propositions accordingly. It’'s
always about being present, not

just physically, but strategically.”

ESG, volatility, and
what matters in 2025

When asked about top client
concerns in 2025, Yap doesn’t
hesitate. “Volatility, succession,
and sustainability,” he says. “Clients
are looking for resilient portfolios,
long-term thematic opportunities

— especially in Al, health tech, and

renewables — and help navigating

complexity.”

Hong Leong addresses these
through initiatives like its Wealth
Symposium, which convenes
market experts and economic
strategists for clients. “It’s not
about forecasting — it’s about

perspective and preparedness.”

On ESQG, Yap is pragmatic but
committed. “ESG is no longer
optional. Clients are asking how to
align portfolios with their values,

and we're giving them access to

sustainable strategies that don’t

compromise on performance.”

A word for the future

Asked to sum up the future of
wealth management in a word,
Yap chooses “Integrated.” “We're
integrating human expertise with
advanced technology, integrating
global insights with local needs,
integrating client goals with multi-
generational architecture,” he says.
“That’s how you build enduring

value”
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