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GLOBAL PRIVATE 
BANKER NAMES 
UBS WORLD’S 
BEST PRIVATE 
BANK FOR 
THE THIRD 
CONSECUTIVE 
YEAR

FEATURE ARTICLE

2020 by several accounts marked a transition that wealth 
management and private banking could only ever-imagine. It didn’t 
just revaluate the workings of the wealth managers, it also 
dramatically changed the way their clientele – HNIs and UHNIs 
approached a new way of normal. Personal touch, appetite for 
continuous advice, and the need keep in constant communication 
marked a shift in the mindset. The pressure to revitalise and 
prepare and manage accelerated change is what drove institutions 
and individuals alike.
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In 2021, the end is nowhere near, it 

is the acceptance of the new way of 

life and the roll-out of vaccination 

programs, their efficacy, which 

instils the semblance of normalcy. 

This timeframe has helped people 

re-valuate, re-define and re-wire a 

new set of prioritises. It is also this 

phase, that bought all clients back 

to their portfolio, seek expertise 

and identify the new landscape of 

investment solutions and markets. 

Private Banking of the 
New Decade

Arguably, the landscape for wealth 

management is transforming, 

quickly adapting to a new pace, and 

moving toward a technologically 

enabled and digitised environment. 

As the people – especially the 

jet-setting clientele private banks 

court, remained confined to their 

homes, the focus on shifted to 

being involved in their investments 

and revisiting their portfolios. The 

ability to ingest information also 

grew significantly, with clients 

wanting to be actively involved in 

decision making processes. 

Taking advantage of this and 

integrating themselves further 

into a client’s life, private banks 

across the world began to role out 

webinars, masterclasses and several 

virtual events. In the backdrop 

of these events, was  aggressive 

marketing strategy built to generate 

interest across products and 

services.

In the prevailing mood, marketing 

strategy and digital capability, can 

at the most lure or retain middle-

age investors with optimum wealth. 

What of the ultrarich? In current 

times, competition is increasing 

from family offices and these 

individuals themselves who set-

up single family offices. It is these 

trends that could potentially undo 

the charm of private banking.

The Asian wealth continues lure 

incumbent financial institutions 

into the region. The Asian mass 

affluent is only set to grow further, 

yet this potential client base 

remains untapped into. A complex 

yet diverse market, a one-size 

fits-all solution may not yield the 

desired results. A bespoke strategy 

is required to address and meet the 

unique needs and preferences of 

these local markets. 

At the third annual Global Private 

Banking Innovation Awards, we 

were able to understand some of 

these trends and how private banks, 

wealth managers and family offices 

are stepping up to the challenges of 

the landscape and demands of their 

clients. This year’s program was 

our largest ever yet, bring together 

institutions from as far as the 

Americas. 

UBS: The Powerhouse 
of Private Banking

One of the most revered wealth 

manager in the world, UBS’ success 

year-after-year is characterised by 

its extensive regional penetration, 

growing client transactions 

and recurring revenue. In a year 

delineated by adversity and some 

parts of the world still recovering 

from it, UBS, continued to drive 

growth and success. To recognise 

this, for the third time in a row, 

UBS was awarded “Best Private 

Bank – Overall” at the Global Private 

Banking Innovation Virtual Awards 

Gala 2021. 

In the first quarter of 2021, UBS’ 

Global Wealth Management 

delivered profit before tax growth 

of 16% y-o-y amounting to USD 

1.4 billion. Net new fee-generating 

assets for the quarter in review 

stood at USD 36 billion, with 

invested assets amounting to USD 

3.1trn. The cost/income ratio also 

In a year delineated
by adversity and

some parts of the world 
still recovering from it, 
UBS, continued to drive 

growth and success.
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improved to 71.0%, the best in the 

last five quarters. 

A trailblazer in sustainable 

finance, UBS Annual Review 2020 

stated that the bank achieved its 

ambitious sustainable goal a year 

ahead of schedule. UBS surpassed 

its commitment to direct at least 

USD 5 billion of client assets into 

SDG-related impact investments, 

mobilizing USD 6.9 billion of capital 

at the end of 2020. Adding to its 

sustainable investment ambition 

further, UBS is now the among the 

first global financial institution to 

recommend sustainable investment 

solutions and ideas over traditional 

ones for private clients.  

Leaders in Private 
Banking in Asia

Cementing what was already an 

extraordinary year, UBS’s continues 

to gain traction and expand in Asia 

Pacific where it reigns as the largest 

wealth manager by invested assets. 

UBS Asia Pacific started 2021 at 

record pace, achieving the region's 

best-ever first-quarter performance 

on the back of strong markets and 

increased client activity. 

A dominant force in both of Asia’s 

financial hubs – Hong Kong and 

Singapore, UBS considers the 

region as one of its most attractive 

growth markets and segments. 

In the years gone by significant 

contribution for region came 

from Hong Kong, however, now 

Singapore contributes as much as 

its counterpart. With the shifting of 

balance, the Global Private Banker 

in 2021 recognised and awarded 

“Private Banker of the Year – Asia 

Pacific” to August Hatecke, Co-Head 

Wealth Management Asia Pacific, 

UBS Global Wealth Management. 

At the virtual gala held by the Global 

Private Banker, August Hatecke 

said, “I'm personally very proud of 

our growth. Even prouder that I 

have the opportunity to lead our 

team to serve our clients here in 

Asia as we move to a more digital 

and agile future. UBS’ promise is 

to always put our clients first and 

that will continue to always be 

the case with our new purpose - 

reimagine the power of investing 

and connecting people for a better 

world.”

In tandem with UBS, is another 

global financial institution – J.P 

Morgan Private Bank that has 

considerable influence and invested 

assets across the world. This bank 

has grown its private banking 

clientele steadily by employing a 

talented team of advisors, investing 

significantly in technology and 

communication channels and offer 

unmatchable client experience 

driven by consistent innovation. 

Global Private Banker recognised 

and awarded “Female Private 

Banker of the Year – Asia Pacific” 

to Diana Robinson, Head of 

Investments and Advice at J.P 

Morgan Private Bank Asia. At the 

virtual gala, Diana noted, “The focus 

is always on helping our clients to 

achieve their long term goals. In 

what we do, everything starts and 

finishes with the strength of our 

advice coupled with excellent client 

experience and driven by consistent 

innovation. We also continue to 

maintain focus on strengthening are 
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presence in all regions in Asia and 

we are excited about our growth 

plans for the region.” 

The Transformation 
Journey – Digital and 
Customer-centric

Slower to adopt the digitally 

enabled solutions, the catalytic 

Covid-19 changed the way private 

banks respond to technology and 

digitalisation. Private banking arms 

of global as well as regional banks 

dived head-first into rolling out 

platforms and applications as they 

aspired to connect and engage with 

their clients.

A shift in the client relationship 

saw large scale roll out of 

applications such as Whatsapp 

Business, WeChat, Zoom and 

plethora of third-party engagement 

and communication channels 

enabled banks to further integrate 

themselves into their client’s 

communication ecosystem. Wealth 

managers leaned heavily on 

technology to integrate themselves 

into the lives of their clients and 

deployed aggressive marketing 

approach to reach out to the 

elusive and new-to-bank clients.  A 

testament to this new approach is 

how J.P Morgan spent over USD 

10 billion dollars in implementing 

and enhancing technology and 

communication across the firm. 

Global Private Banker 
and its Evaluation 
Methodology

Global Private Banker is an 

unparalleled and authoritative 

source of news and information 

in the private banking and wealth 

management landscape. In addition 

to being an authoritative source 

of news, we are also an awards 

body which benchmark and set 

a standard of excellence across 

private banks and wealth managers 

across the world.  We strive to 

feature, inform and publish a wide 

range of stories, thought leadership 

and news to help our community 

of CXOs, technology leaders, 

innovators, entrepreneurs, high 

net worth and ultra-high net worth 

individuals and families stayed 

informed.  

Global Private Banker’s Advisory 

Panel consist of is a combination 

of external subject matter experts 

and the internal research and 

editorial board. Winners and Highly 

acclaimed awardees are based on 

entries made by banks. In addition 

to the entries itself, we also leverage 

off company documents, media and 

press releases and other publicly 

available information. Due to the 

sensitive nature of information 

which may relate to financial 

performance and analysis and 

the fact that financial institutions 

are structured differently across 

different region, we deploy metrics 

to understand AUM segregation, 

market reach, client composition, 

various income streams, 

investments made in technology 

and digital capabilities, uniqueness 

of products and services among 

others. 

A dominant force in both of Asia’s financial hubs – Hong Kong and 
Singapore, UBS considers the region as one of its most attractive 

growth markets and segments.
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MASHREQ 
PRIVATE BANK:
GLOBAL
INVESTORS’
GATEWAY TO
THE UAE
FEATURE ARTICLE

Mashreq Bank proudly wears the mantle of UAE’s oldest 
and largest private bank, while it continues to innovate and 
seamlessly meet the evolving needs of its customers. It has 
significant assets under management that gives it the scale and 
expertise required to deliver a range of solutions for its clients 
across their investments, forex, and lending requirements. 
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For its unwavering commitment 

to enhancing its customers’ 

wealth creation journeys through 

personalized product offerings and 

technology innovation, Mashreq 

Private Bank recently received the 

awards, Best Private Bank - UAE 

and Best Private Bank for Funds, 

at the Global Private Banking 

Innovation Awards 2021 organised 

by Global Private Banker.

The world’s gateway to 
the UAE

In an industry-first initiative 

in the MENA region, Mashreq 

has established a dedicated 

Family Office Team that delivers 

comprehensive wealth generation, 

management, and protection 

services. The specialised family 

office enables customers to 

access new opportunities through 

Mashreq’s team of specialist 

advisors, which comprise experts 

in investment, insurance, FX, and 

wealth management specialists. 

Whether it is succession and 

legacy planning or investment 

solutions across private equity, 

real estate, liquid investments 

or niche asset classes, the family 

office has got its clients covered. 

This wealth of expertise and 

market insight is also accessible 

in other world markets where 

Mashreq operates, from the GCC 

to Hong Kong, the UK, and the 

USA.

Holistic offering 
delivered through a 
unique ‘team based’ 
approach

Mashreq has created a dedicated 

investment platform that provides 

a unique set of investment 

and financing solutions across 

product lines and asset classes to 

holistically cater to all the needs 

of its private banking clients. Its 

banking solutions include a range 

of deposit and CD products (across 

both conventional and Shariah 

variants) while its private banking 

proposition also provides tailored 

financing solutions including 

a Lombard lending program 

encompassing all investment 

solutions and trade financing to 

serve the working capital and 

business requirements of its clients. 

In addition, Mashreq has increased 

its offering of mutual funds on its 

platform, which now includes more 

than 250 Security and Commodity 

Authority (SCA) approved funds, 

readily available to be distributed 

to clients. The funds span various 

strategies – from pure credit 

play and multi-asset strategies 

to equity-only strategies and 

alternative investments strategies. 

The platform contains funds across 

the full spectrum of conventional 

and Islamic segments, and across 

all asset classes and geographies 

which enables clients to build highly 

diversified portfolios in line with 

their objectives. The sheer diversity 

of the funds provides clients 

with a wide choice of investment 

strategies, liquidity profiles, and 

enhanced risk/return combinations. 

As a result, the Mashreq platform 

has enjoyed a stellar retention rate 

with its customers increasing their 

investments by an average of 3 to 5 

times over 5 years.

Add to that, solutions related to 

real estate financing including 

mortgages against UAE properties, 

equity release, and lease rental 

discounting, and you have a range 

of solutions that can holistically 

cater to the needs of Ultra High 

Networth Individuals (UHNWIs). 

Further, its open architecture 

product platform provides access 

to bonds, sukuks, IPOs, local 

& international fund solutions, 

alternative investment products, 

fixed maturity products, etc. 

Additionally, clients who want to 

keep their investments offshore 

have the provision to access open-

architecture investment platforms 

through trust structures out of 

Bermuda and Guernsey to enable 

long-term wealth transfer and 

estate planning. 

Through its unique team-based 

approach, dedicated Mashreq 

experts assess the nuanced 

needs of their UHNWI clients and 

accordingly offer a range of curated 

solutions that can optimally cater to 

their requirements. 
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“Motivated by what is best for 

its clients, Mashreq’s platform 

continuously strives to align its 

client value proposition with 

clients’ objectives and financial 

goals. With a single-minded focus 

on protecting and growing clients’ 

wealth across generations, the 

investment platform offers its 

investors an extensive array of 

specialized structures refined to 

suit the clients’ specific needs,” 

said Nirav Patel, Managing Director 

at Global Private Banker and The 

Digital Banker during the awards 

ceremony.

Leveraging digital for 
product innovation 
and improved service 
delivery

Evolving with the demands of 

the environment, Mashreq has 

made significant investments 

into leveraging digital technology 

that enables product innovation 

and enhances customer journeys. 

Through the right technology 

interventions, Mashreq engages 

with its clients, assesses their 

needs at a more granular level, 

and seamlessly offers tailored 

products, tools, and content 

through omnichannel support. 

However, the bank is clear that 

while digital solutions can enhance 

the customer value proposition, 

personal interactions continue 

to be the soul of the wealth and 

private banking business. Thus, it 

has now evolved itself from merely 

a relationship-based model to one 

where it has become more of an 

information partner and enabler to 

its clients. 

What makes Mashreq a truly 

customer-centric private bank is 

its focus on going one step beyond 

the usual set of offerings to create 

‘wow’ moments for its customers. 

With its local expertise and global 

presence, Mashreq Bank is well-

positioned to holistically cater to 

the burgeoning and nuanced needs 

of UHNWI customers in the region 

and of those who are looking to 

access the region.

Motivated by what is best for its clients, Mashreq’s platform 
continuously strives to align its client value proposition with 

clients’ objectives and financial goals.
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CIO MORNING 
BELL: 
WIDENING THE 
INVESTMENT 
UNIVERSE
FEATURE ARTICLE

Are traditional safe-havens such as gold as attractive as they used 
to be, or is ‘digital gold’ the new inflation hedge? What does an 
ESG positive investment portfolio mean in terms of returns, and 
how does China’s technology ambitions and decoupling from the 
West factor into emerging market asset allocation strategies?
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These were topics debated by 

leading global private bank chief 

investment officers at the annual 

Global Private Banking Innovation 

Summit, CIO Morning Bell, 

which was moderated by Pravin 

Raveendran, founder and CEO of 

AssetOwner.CO and hosted by 

Global Private Banker. (Editor’s 

Note: You can watch the full video 

here.)

With countries committing to 

net zero carbon emissions by 

2050, some of the world’s largest 

asset management firms have 

announced they will divest from 

companies that do not have a carbon 

reduction strategy. The private 

wealth management community 

are still working out what net 

zero and sustainability means for 

them. One burning question, says 

Raveendran, is whether an ESG 

positive investment portfolio could 

materially impact returns? “We 

don’t think there is a trade off,” says 

Prashant Bhayani, Chief Investment 

Officer, Asia at BNP Paribas Wealth 

Management. “It’s about ESG 

integration, another factor in our 

investment framework, which leads 

to quality bias in your portfolio and 

lower volatility.”

UBS Global Wealth Management’s 

Chief Investment Office (CIO) has 

applied an ESG filter to its portfolio 

since 2018. “Our experience so 

far every year is that ESG and 

sustainable investment strategies 

have slightly outperformed global 

strategies,” says Adrian Zuercher, 

Head of Global Asset Allocation at 

UBS Global Wealth’s CIO. “There 

is less downside risk and volatility. 

Last year, green bonds barely had 

any drawdowns as they are largely 

held by institutional investors who 

hold them till maturity. A lot of 

people focus on E, but S and G also 

come into play, in reducing downside 

risk.”

“ESG mandates are not only doing 

slightly better, but significantly 

better,” says Tuan Huynh, Chief 

Investment Officer for Europe & Asia 

at Deutsche International Private 

Bank. Huynh describes ESG as an 

investment philosophy, not an asset 

class. “We hope in three-to-four 

years we’re not talking about ESG 

because it has become an investment 

standard.” Currently, Deutsche Bank 

gives clients an opt-out strategy in 

terms of whether they want to apply 

an ESG filter to their portfolio. But 

Huynh says clearly the trend in the 

next one or two years is towards 

ESG and sustainable investment. 

Companies may be forced to adopt 

this strategy more quickly, he adds, 

in light of tougher EU regulations 

on sustainable investing. The EU’s 

Sustainable Finance Disclosure 

Regulation aims to integrate ESG 

strategies seamlessly into investing 

and to minimise the practise of 

“greenwashing,” or companies 

making exaggerated claims about 

their environmental credentials.

Regulators want to create standards 

that more clearly define what ESG-

compliant investments look like. But 

Zuercher doesn’t believe it will limit 

ESG investment opportunities. “We 

ESG mandates are not only doing 
slightly better, but significantly 
better…We hope in three-to-four 

years, we’re not talking about 
ESG because it has become an 

investment standard.
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can widen the investment universe 

and get more liquidity into this asset 

class,” he says. With the investment 

universe for green bonds or specific-

focused ESG funds increasing, Alex 

Wolf, Head of Investment Strategy 

for Asia at J.P. Morgan Private 

Bank, says settling on a clearer set 

of standards and measurements 

will clarify the investment universe 

for clients. “Over time it should be 

easier to filter companies based 

on ESG criteria because a lot more 

information will be available,” says 

Bhayani of BNP Paribas Wealth 

Management. 

Digital gold vs. physical 
gold

As ESG becomes just another 

factor in wealth manager’s 

investment framework, is “digital 

gold” also likely to capture their 

attention? In 2020, bitcoin was 

one of the best performing assets, 

outperforming traditional investor 

safe havens such as gold. But is 

digital gold or cryptocurrency an 

obvious replacement for physical 

gold? “There are thousands of 

cryptocurrencies, and even the most 

popular one, bitcoin, is extremely 

volatile,” says James Cheo, Chief 

Investment Officer for Southeast 

Asia at HSBC Private Banking and 

Wealth Management. “It doesn’t 

exhibit the characteristics of 

gold, which has been around for 

thousands of years.” In financial 

markets, when risk assets go 

down, gold holds its value. But 

Cheo says bitcoin does not exhibit 

these credentials yet. “It’s too early 

to have that substitution effect. 

Cryptocurrency is an emerging 

innovation rather than a safe-haven 

portfolio diversifier at this stage.”

Zuercher of UBS is neither a 

fan of gold or volatile digital 

cryptocurrencies that behave more 

like speculative assets. “On the 

crypto side there is a lot of interest 

for our clients,” he says, “but we 

don’t have it in our portfolios at 

this point. It’s not a substitute for 

gold, but maybe a diversifier from 

gold.” Gold has a very low expected 

return over the next 10-to-15 years 

and equity type volatility, says 

Zeurcher. “We don’t buy the safe 

haven argument. During some 

periods of stress gold can do well, 

but it’s a poor inflation hedge.” UBS 

predicts the price of gold will reach 

much lower levels  over the next 12 

months as real interest rates rise 

and tapering off by the US Federal 

Reserve commences.

Digital gold may be out, at least for 

now, but private wealth managers 

are looking anew at emerging 

markets asset allocations in light of 

China’s decoupling from the West 

as relations with the US continue to 

sour. Huynh of Deutsche Bank says 

the trade war between the US and 

China, which reached its peak under 

the former Trump administration, 

has spilled over into political and 

technology questions. China has 

a five-year plan to accelerate its 

technology leadership in areas such 

as artificial intelligence, quantum 

computing, semiconductors and 

space. “The next 10 years will see a 

battle between the two giants [the 

US and China],” says Huynh, “with 

Europe falling behind.” This battle 

is likely to express itself in higher 

asset allocations of Chinese equity 

markets in global equity portfolios.

Bullish on China

Is this indicative of a wider 

investment trend away from 

developed to emerging markets 

because of China’s growing 

power, asked AssetOwner.CO’s 

Raveendran? “This has already 

taken place,” says Huynh. “If you 

look at asset allocation 10 years ago, 

the share of emerging markets in 

a global investment portfolio has 

more than doubled from a relatively 

low level. In the next 10 years that 

could be another level of increase of 

emerging markets, specifically Asia 

and China. European investors are 

asking for higher emerging markets 

in their portfolios.”

From an asset allocation perspective, 

wealth managers are less inclined 

to lump emerging markets all in 

together. Bhayani says it looks 

at North Asia (Taiwan, China and 

South Korea) differently from other 
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emerging markets. “More fund 

managers are meeting Chinese 

companies and better governance 

standards will result in better 

returns on capital as China 

transitions to a middle-income 

and innovation economy,” he 

explains, adding that India has been 

overlooked globally in the medium 

term as China’s population is ageing 

and GDP trend growth is expected 

to slow.

J.P. Morgan is even more bullish on 

China, with its head of investment 

strategy for Asia, Wolf, saying 

that it sees China as worthy of a 

standalone allocation separate from 

other emerging markets. “Most 

long-term capital assumptions for 

emerging markets over the last 10 

to 15 years have been way off,” he 

explains, “particularly emerging 

markets ex-China. Emerging 

markets are more of a tactical 

position. They do well when the 

dollar’s weak and trade is strong, 

but it’s hard to make a structural 

case for emerging markets ex-

China.”

Huynh says Deutsche International 

Private Bank is moving in the 

direction of stripping China out 

from other emerging markets. 

“Maybe in the next five to seven 

years, China could become a single 

region in terms of fixed income and 

equities,” he says.

Zuercher at UBS says China 

is driving the whole emerging 

markets story. “We see a shift 

from European investors that are 

happy to have 50% asset allocation 

in Asia.” UBS has 100% on shore 

multi-asset class Chinese strategies 

and portfolios for onshore clients. 

“We’re now seeing interest 

from offshore investors to tap 

into these strategies. The more 

interesting part in a low interest-

rate environment is onshore 

government bonds. We’ve replaced 

US high-grade bonds with onshore 

bonds for those that want to have 

onshore exposure in China.”

With inflation ticking upwards, 

investors are wondering is 

this a permanent or transitory 

phenomenon? Some market 

commentary suggests the Fed 

is underestimating the risk of 

inflation, says Raveendran. Could 

we be left with the worst of the 

stagflation markets experienced 

back in the 1970s or the 2007-2010 

period? “To have hyper inflation 

in the system is rare,” says Cheo 

of HSBC Private Banking and 

Wealth Management. “You need a 

perfect storm and wage pressures. 

In the 1970s, the spark was oil 

prices. Today, has a lot to do 

with temporary factors, pent-up 

demand and supply bottlenecks 

as economies reopen. That is 

why we’re seeing inflation picking 

up, but it will start to stabilise 

going into 2022. Don’t be afraid of 

inflation, but be prepared for it,” 

says Cheo.

From an asset allocation point 

of view that means putting tax 

exposures into reflation trades, 

looking at sectors that will do well 

when bond yields go back up again, 

and looking into inflation hedges 

like gold or commodities. Wolf 

says J.P. Morgan favours broad 

reopening and reflation and cyclical 

ideas. “We’re above consensus 

on US and global growth. We 

favour equities relative to debt. 

Within equities, we’re looking at 

industrials, materials and energy 

broadly.”

More fund managers are meeting Chinese companies and better 
governance standards will result in better returns on capital as 
China transitions to a middle-income and innovation economy.

G L O B A L  P R I VAT E  B A N K E R  |  1 5



1 6  |  G L O B A L  P R I VAT E  B A N K E R

QUANTIFEED 
INTEGRATES 
TECH AND 
“WEALTHCARE” 
INTO WEALTH 
MANAGEMENT
Shifting demographics, niche portfolios demands and hyper-personalisation of services 
have paved the way for new-age wealth management solutions. With the help of new 
technology, firms now have the ability to create a 360-degree customer view, suite of 
tailored services, automated investment solutions and build in client-centricity into 
the wealth management value chain. Alex Ypsilanti, CEO & Co-Founder at Quantifeed, 
speaks to us about these tectonic shifts and how financial institutions can leverage on 
Quantifeed’s solutions to create scalable value propositions for the new generation 
of wealthy and mass affluent individuals. Recently, Quantifeed bagged two awards - 
Outstanding Investment Management Platform and Most Innovative Fintech Solution at 
the Global Private Banking Innovation Awards 2021 organised by Global Private Banker.

INTERVIEW
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Global Private Banker: How 

does Quantifeed differentiate 

itself in a highly competitive 

and ever-evolving landscape, 

and what would you say is your 

unique value proposition?

Alex Ypsilanti: Quantifeed offers 

unrivalled performance, breadth, 

and depth of choice – with a 

flexible API technology suite, model 

portfolios, and tailored investment 

journeys. We make the complex 

simple - crafting fun, friendly and 

intuitive user experiences from a 

tangle of algorithmic, regulatory, 

and business processes. We 

have a proven track record with 

successful live deployments being 

used by real end-users. Deploying 

Quantifeed presents a significant 

step on the path towards the digital 

banking experience of the future 

– where savings and investments 

are automated, optimised and 

personalised based on the 

customer’s unique preferences and 

behaviour.  

Global Private Banker: In a 

rapidly growing market such 

as APAC, how is Quantifeed 

catering to demands of 

highly personalized wealth 

management services from the 

end-users?

Alex Ypsilanti: We started 

Quantifeed with a simple belief – 

that wealth management should 

be made available to everyone and 

should address everyone’s financial 

objectives. QEngine offers a range 

of tailor-made solutions to create 

unique customer experiences that 

cater to specific objectives and 

preferences. 

We are developing solutions that 

enable financial institutions to 

offer personalisation at scale 

using technology – via advisor-led 

platforms and customer-direct 

propositions. This is particularly 

exciting as it allows customers to 

invest in portfolios that are built 

according to their objectives and 

preferences – but remain aligned to 

the financial institutions’ broader 

investment recommendations. For 

example, investors can increase 

their exposure to themes that are 

meaningful to them – for example, 

ESG or biotechnology – without 

taking excessive risk or deviation 

from the bank’s optimum asset 

allocation.

We use technology to provide the 

personalisation and to ensure 

daily monitoring of the customer’s 

portfolio, making certain remains in 

good ‘health’.

Global Private Banker: 

According to you, what are 

some of the challenges and 

opportunities that wealth 

managers face today? How 

is Quantifeed positioned to 

address these challenges and 

opportunities?

Alex Ypsilanti: One of the most 

exciting challenges we are faced with 

today is retirement. As an industry, 

wealth management has been too 

focused on growing investors’ wealth 

to the detriment of advising them 

on how to consume this wealth in 

retirement. But this is changing now. 

Due to ageing populations in 

many markets, retirement income 

G L O B A L  P R I VAT E  B A N K E R  |  1 7



solutions are in huge demand. We 

find that most people in retirement 

are fearful of running out of money 

and consequently underspend 

relative to their wealth. We are 

working with wealth managers 

to build thoughtful propositions 

and help customers improve their 

lifestyles without the fear of running 

out of money during retirement.

Global Private Banker: With 

significant democratization in 

wealth management, what are 

the key trends that will shape 

the industry in the next two 

years?

Alex Ypsilanti: The financial 

industry is shifting rapidly to 

embrace digitisation and to give 

everyone access to affordable 

advice. One key trend that will gain 

further momentum is the emergence 

of a “wealthcare” ecosystem. 

Boundaries between banking, wealth 

management and insurance services 

will increasingly blur and companies 

will have to adapt to an integrated 

and personalised approach in order 

to win new-age customers.

Global Private Banker: Could 

you talk to us about some of 

the mandates that you and your 

team are trying to achieve/

re-shape in the short term and 

long term?

Alex Ypsilanti: Our team is 

working on several exciting 

new products and partnerships 

across the region. Right now 

we are focussing on developing 

propositions for insurance 

companies that enable agents to 

build investment plans around their 

customers’ life goals – such as early 

retirement or children’s education.

We are working on several projects 

related to discretionary portfolio 

management (DPM). This is a key 

area of growth across multiple 

client segments in the region. 

We are developing technology 

to automate complex processes, 

particularly around trading and 

rebalancing, and scale wealth 

management businesses to serve 

the needs of different customers 

– from retail and mass affluent to 

high-net-worth.

Boundaries between banking, wealth 
management and insurance services 
will increasingly blur and companies 
will have to adapt to an integrated 
and personalised approach in order 

to win new-age customers.

ALEX YPSILANTI
CEO & Co-Founder, Quantifeed
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EDELWEISS: 
THE ART OF 
DEMOCRATISING 
PORTFOLIO 
MANAGEMENT
Edelweiss is an organisation that always seeks to improve its client 
engagement and solutions in a cluttered Wealth Management industry. To 
further seek inputs, they ran a comprehensive client survey that fits this 
objective. Based on feedback from clients and potential customers, the 
idea for innovation came through – a wealth management platform that 
can democratize wealth management where each client would get the same 
experience and expertise that Edelweiss can offer. And thus, “Infinity” was 
born. To further understand the rationale behind this idea, as well as to gain 
insight on the current trends in portfolio and wealth management, especially 
in India, we spoke to Alok Saigal, President & Head, Private Wealth, Edelweiss 
Wealth Management. Here are the excerpts of our interview:

FEATURE ARTICLE
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The Edelweiss Infinity Platform 
brings together the best of 

Investment Management, Process 
Excellence and Cutting-edge 

Technology.

Global Private Banker: Please 

talk to us about Infinity 

Platform and how it has 

evolved in recent years?

Alok Saigal: Infinity is a “Platform 

Solution” that offers investors 

multiple choices that go beyond the 

currently available portfolios, fully 

encompassing their investment 

universe. While doing so, it adheres 

to the philosophy of providing 

Portfolio, Not Products; Institution, 

Not Individuals; and Cost 

Efficiency.  

The Edelweiss Infinity Platform 

brings together the best of 

Investment Management, Process 

Excellence and Cutting-edge 

Technology. It offers an array of 

innovative solutions that, when 

integrated as one, provides multi-

fold benefits to the client.

Initially designed and managed by 

a small team of individuals in the 

wealth management team, it has 

quickly evolved and later, a Global 

Investment Advisory Committee 

has been created where a team 

of asset class specialists across 

the organization decides on asset 

allocation. 

Our project team, which was set 

up initially with 5 individuals, 

has expanded to more than 50 

at its peak across Investment 

Management, Technology, 

Compliance, Risk Management and 

Process – with each specific team 

managing its own workflow. 

The product has earned great 

accolades from various sectors 

and this year, we’re proud to 

have been awarded Best Product 

Innovation and Outstanding 

Wealth Management Offering 

for Affluent Clients at the Global 

Private Banking Innovation 

Awards 2021. 

Global Private Banker: What 

role does Infinity play in 

democratising portfolio 

management?

Alok Saigal: The Infinity Platform 

was developed to address some 

of the key issues often faced in 

the wealth management segment. 

These include poor investment 

ALOK SAIGAL
President & Head, Private Wealth, Edelweiss Wealth Management
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portfolio performance, lack of 

control and oversight for investors, 

inadequate risk management and 

portfolio clutter. 

Essentially, our clients felt that 

their portfolios suffered due to 

lack of control and oversight, 

multiple portfolios for investment, 

inadequate mechanisms for risk 

control, high cost of management, 

and process lapses due to the 

involvement of multiple brokers 

and advisors. 

The Infinity Platform is a first of 

its kind investment platform that 

focuses on building a portfolio 

that suits our client needs, not just 

selling products. 

Global Private Banker: What 

according to you are some of 

the current trends in wealth 

management in India? 

Alok Saigal: One of the most 

interesting trends we see in wealth 

management, particularly in India, 

is a strong focus on innovation. It’s 

important to have a platform that 

removes bias by institutionalising 

asset allocation and protection 

from risks through sophisticated 

methods of governance. It’s also 

important that this solution 

enables cost savings while giving 

access to hi-tech innovations that 

lead to process efficiencies.

We at Edelweiss take pride in 

carving tailor-made solutions 

for clients based on their unique 

Investment Policy Statement 

(IPS) and Family Office Charter. 

We believe in safeguarding client 

investments against the downside 

by implementing sophisticated risk 

management practices. 

We removed bias by 

institutionalising the asset 

allocation mechanism through 

the Global Investment Advisory 

Committee (GIAC), a team of asset 

class experts that meet regularly 

to take buy and sell calls based on 

market stance.

The response we’ve been receiving 

is undoubtedly positive. Proof of 

this is that Infinity AUA has grown 

by 62% in the last year despite the 

challenges brought about by the 

global health crisis. 

In addition, it has benefited clients 

in different risk profiles – growth, 

balanced and conservative. 

Through innovations and 

technology, reporting and 

onboarding of clients have become 

seamless and more cost-efficient. 

Access to new asset classes like 

ReITs, InvITs and SP’s have also 

resulted in reduced risk and 

accentuated returns for clients. 

Global Private Banker: Could 

you please elaborate on 

some of the key mandates at 

Edelweiss going forward? 

Alok Saigal: By further 

bolstering the Platform strengths 

that Edelweiss Private Wealth 

Management enjoys, we are 

confident of adding a significant 

number of new clients to our 

business. The same will also be 

reflected in AUA growth for the 

business. We are confident that 

our efforts towards spotting 

opportunities such as Private 

Markets, Alternate Investment 

Products will continue to optimise 

yields and provide superlative 

returns on client portfolios. Given 

the tailwinds from Economy and 

Capital markets, we will pivot our 

focus towards identifying potential 

risks early on that may emanate 

from prevailing liquidity, inflation 

and valuation conditions in the 

markets.

One of the most interesting trends we see in wealth management, 
particularly in India, is a strong focus on innovation.
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CLEAN 
ENERGY FOR 
SUSTAINABLE 
RETURNS

As fighting climate change becomes more urgent, 
the rapid uptake of renewables presents numerous 
opportunities for investors

BY ARNAUD TELLIER
CEO Asia Pacific at BNP Paribas Wealth Management

The information contained in this publication is for general information only and does not constitute and should not be construed as an advertisement 
or an offer or solicitation to sell or buy any securities, investment instruments or any other services. Any reference to past performance should not 
be taken as an indication of future performance. Information and opinions contained in this publication are obtained from public sources believed 
to be reliable, but are not to be relied upon as authoritative or taken as a recommendation or investment advice or in substitution for the exercise 
of independent judgment by the recipient, and are subject to change without notice. BNP Paribas makes no representation or warranty, express 
or implied, with respect to the accuracy or completeness of any information contained in this publication. You should seek advice from your own 
professional adviser regarding the suitability of any investments (taking into account your specific investment objectives, financial situation and 
particular needs) as well as the risks involved in such investments before  a commitment to purchase or enter into any investment is made. Neither BNP 
Paribas nor any of its officers or agents shall be responsible or liable for any reliance made on any statement or information set out herein.  BNP Paribas 
Wealth Management is the business line name for the Wealth Management activity conducted by BNP Paribas.
© BNP Paribas (2021). All rights reserved.
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Number 7 on the United Nations’ list 

of 17 Sustainable Development Goals 

is one of the goals most closely 

correlated with our environmental-, 

social- and governance-related 

investment themes. It sets out to 

“ensure access to affordable, reliable, 

sustainable and modern energy” 

for all, and is at the heart of many 

investment opportunities arising 

from the race to cut greenhouse gas 

(GHG) emissions to net zero by 2050. 

This is because the production 

of energy – both for generating 

electricity and providing power 

for transport and industry – still 

relies on burning fossil fuels, which 

are particularly carbon-intensive. 

The International Energy Agency 

(IEA) recorded 31.5 gigatonnes (Gt) 

of energy-related carbon dioxide 

(CO2) emissions and the highest-

ever concentration of CO2 in the 

atmosphere last year, even as the 

Covid-19 pandemic drove a decline 

in energy consumption1. These 

emissions underlie the atmospheric 

warming  that is fuelling increasingly 

frequent and severe weather events 

such as hurricanes, floods, droughts  

and wildfires. 

The United Nations’ 

Intergovernmental Panel on Climate 

Change (IPCC) Sixth Assessment 

Report released on Aug 9 not only 

confirms previous science-based 

conclusions about mankind’s 

impact on the environment, but also 

redoubles calls for governments 

to step up their policy support 

for decarbonisation. It stresses 

that cumulative atmospheric GHG 

concentrations are already high: 2019 

levels of CO2 were the highest in  2 

million years, while methane (CH4) 

and nitrous oxide (NO2) levels were 

the highest in 800,000 years. The 

window for action is closing: The 

report is a wake-up call for leaders 

attending the 26th United Nations 

Climate Change Conference (COP26) 

to be held in Glasgow in November 

to raise their decarbonisation game2.

Eliminating CO2 will require 

enormous investment: To reach net-

zero emissions by 2050 and limit the 

impact of global warming, the IEA 

estimates that global spending on 

clean energy will need to more than 

triple to around US$4 trillion (S$5.4 

trillion) a year by 20303.

Shift from coal to 
alternative fuels

Perhaps the most urgent challenge 

is that many countries rely on 

coal-fired power stations for their 

electricity. 40 per cent of energy-

related CO2 emissions come from 

burning fossil fuels for electricity4. 

While wealthy nations transition 

to alternative power resources, 

those that are still developing 

cannot be required to stop rolling 

out electricity to underserved 

communities. For developing 

countries, decarbonisation must be 

accompanied by ways of distributing 

electricity to a greater proportion of 

the population at the same time. 

Fortunately, the cost of renewable 

energy continues to fall as 

technologies improve and economies 

of scale increase. The International 

Renewable Energy Agency (IRENA) 

notes that prior to the Covid-19 

pandemic, 56 per cent of new utility-

scale renewable power projects 

produced electricity more cheaply 

than the cheapest new coal plant. 

Replacing the most expensive 

500 gigawatt of current coal-fired 

capacity with renewables would save 

US$23 billion in electricity costs and 

eliminate 1.8Gt of CO2 emissions 

every year – equivalent to 5 per cent 

of total CO2 emissions in 20195.

BNP Paribas acknowledged the 

need to reduce reliance on coal-fired 

power in November 2019 when it 

decided to cease all financing in the 

thermal coal sector in the European 

Union by 2030, and worldwide 

by 2040. It also strengthened its 

support for renewable energies 

development with a financing target 

of €18 billion (S$28.5 billion) by the 

end of this year6.

The economic case for renewable 

energy speaks for itself – so what 

are the implications for investment? 

We see the rapid uptake of 

renewables as a “megatrend” that 

presents numerous opportunities 

for investors looking for long-term, 
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sustainable themes. The broad 

structural shift from centralised, 

fossil fuel-based production towards 

clean, renewable and decentralised 

energy will create opportunities for 

years to come: The world’s current 

centralised power generation 

and distribution infrastructure is 

complex, expensive and “hard-to-

abate”, requiring multiple rounds of 

investment over several phases.

Trends in renewable 
energy

Perhaps the most straightforward 

and efficient method of capturing 

growth in the renewable energy 

sector is to rebalance equity 

portfolios to obtain greater 

exposure to companies directly 

involved in green power and those 

benefiting from early renewables 

adoption. Companies fitting these 

criteria include those involved 

in technological innovation and 

equipment in solar, wind, geothermal 

energy, hydroelectricity and 

hydrogen. Because renewable energy 

depends on natural processes like 

weather, its peaks and troughs 

must be normalised – requiring 

storage and new decentralised 

distribution  models. Power and grid 

equipment makers, batteries and 

related chemicals/materials should 

also respond positively to growing 

renewables demand. 

New battery technologies promise 

to mature in the coming years, 

including thermal energy storage, 

gravity storage, liquid air and 

hydrogen. Research is ongoing into 

developments such as vanadium 

redox-flow batteries, liquid metal 

batteries and low-cost batteries that 

use cheap raw materials. A focus 

on technological breakthroughs 

suggests a pipeline  of new growth 

sectors over the next few years. 

Growing demand for battery storage 

is also driving a rapid uptick in 

demand for their raw materials. 

For example, lithium – critical for 

rechargeable batteries – has doubled 

in price since November last year as 

a result of policy support for electric 

vehicles as well as with supply 

constraints7. The value of mining 

companies developing lithium 

resources should also rise on these 

As fighting climate change becomes 
more urgent, the rapid uptake of 
renewables presents numerous 

opportunities for investors.

ARNAUD TELLIER
CEO Asia Pacific, BNP Paribas Wealth Management
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stimuli – as will others producing 

metals involved in renewable energy, 

such as copper, cobalt, nickel, silver 

and rare earths.

It is clear that no single technology 

will meet global demand for new 

green energy before 2050. Instead, 

solar, wind, hydro and geothermal 

generation will coexist as they are 

installed in locations best suited to 

their merits. The renewable energy 

roll-out will be broad-based, creating 

clusters of new manufacturers and 

developers. Investors looking to 

diversify their exposure across this 

spectrum can use actively managed 

funds or thematic exchange-

traded funds (ETFs) – including 

commodities funds – which would 

also spread risk effectively.

Carbon credits and 
trading scheme

A market to watch is the European 

Union’s (EU’s) carbon credit trading 

scheme which has been on the 

rise as it moves to create a stricter 

emissions trading system. The 

EU’s Emissions Trading System 

(EU ETS), launched in 2005, has 

established a robust market in 

carbon certificates. California and 

the 11 North-eastern states in the 

United States that make up the 

Regional Greenhouse Gas Initiative 

(RGGI) also have carbon credit 

markets. China, too, launched a 

carbon market this year which 

covers 3.3 billion tonnes of CO2. 

A robust carbon price further 

incentivises industries to adopt 

low-carbon energy sources and 

promotes carbon capture systems 

and carbon offset schemes8. New 

vehicles, including ETFs, are now 

available for investors seeking to 

participate in these markets. 

With interest rates likely to remain 

low for some time, we see long-term 

megatrends as a way for investors 

to capture attractive, above-market 

returns. While this would be a  

positive result for investors in itself, 

it has the added benefit that these 

investments are aligned with the  

global sustainable development 

agenda and critical to breaking the 

link between power generation and 

damaging GHG emissions.

___________________

1 https://www.iea.org/reports/global-energy-review-2021/co2-emissions 

2 https://www.ipcc.ch/report/ar6/wg1/ 

3 https://www.iea.org/reports/net-zero-by-2050 

4 https://www.world-nuclear.org/information-library/energy-and-the-environment/carbon-dioxide-emissions-from-electricity.aspx

5 https://www.irena.org/newsroom/articles/2020/Jun/How-Falling-Costs-Make-Renewables-a-Cost-effective-Investment

6 https://group.bnpparibas/en/press-release/bnp-paribas-announces-timeframe-complete-coal-exit-raises-financing-targets-renewable-energies

7 https://www.reuters.com/business/energy/shortages-flagged-ev-materials-lithium-cobalt-2021-07-01/

8 https://wealthmanagement.bnpparibas/asia/en/expert-voices/cash-in-carbon-credits.html

Content Provided by:

Read more 

about 

sustainable 

investing as 

it’s poised 

to become 

mainstream.

Find out more 

about carbon 

credits and the 

race to net-zero 

carbon targets.
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HSBC BANK 
CANADA: 
KEY DRIVERS 
IN GROWING 
CLIENTS’
WEALTH

FEATURE ARTICLE

HSBC Bank Canada has been known for its capabilities as an 
international bank, leveraging local and global insights to help its 
clients achieve their personal and financial ambitions. Throughout 
the years, it continues to strengthen its offering to meet the needs 
of clients and deepen relationships with them to stimulate long-
term financial growth.

2 6  |  G L O B A L  P R I VAT E  B A N K E R



Earlier this year, HSBC Bank 

Canada rebranded its Private 

Investment arm to support HSBC 

Private Client Services, which is 

the core of its wealth proposition 

transformation.  It is a unique 

proposition that provides a fully 

integrated service from day-to-day 

banking to wealth management and 

lifestyle needs catering to affluent 

clients. 

For HSBC Bank Canada, it’s all 

about clients making their mark in 

the world with the support of best-

in-class banking and investment 

solutions. And all its impassioned 

efforts are clearly bearing fruits. 

Just recently, HSBS Bank Canada 

was awarded Winner, Outstanding 

Client Experience in Wealth 

Management at the Global Private 

Banking Innovation Awards 2021 

organised by Global Private Banker.

“HSBC is one of the world’s 

largest banking and financial 

services organisations. It has 

gained a sterling reputation 

among its clients as being solid 

and safe. At the centre of HSBC’s 

transformative wealth proposition 

is HSBC Private Client Services, 

a unique program for high-net-

worth (HNW) clients that aim to 

foster deeper relationships and 

demonstrate, at every turn, that it 

can seamlessly support its clients’ 

needs with best-in-class banking 

and investment solutions,” said 

Nirav Patel, Managing Director 

at Global Private Banker and The 

Digital Banker during the awards 

ceremony.

A Strong Partner

HSBC serves more than 40 million 

customers through its global 

businesses: Wealth and Personal 

Banking, Commercial Banking, 

and Global Banking & Markets. 

Its expansive network covers 64 

countries and territories in Europe, 

Asia, the Middle East and Africa, 

North America and Latin America.  

Over the next decade in Canada, 

the wealth management sector 

is expected to reach $1 trillion in 

assets, and HSBC Bank Canada 

plans to continue to invest in its 

wealth capabilities to capture 

growth opportunities in this space. 

In the past, the Bank’s HNW clients 

were only being serviced through its 

mass affluent Premier brand, which 

did not offer this client segment the 

level of exclusivity that they desire. 

HSBC identified that there was an 

untapped value in their current 

relationship with the Bank and an 

opportunity to form a stronger 

partnership with them in the long 

term. 

HSBC Private Client Services was 

born out of this. The proposition 

allowed HSBC to foster deeper 

relationships with its most valued 

clients. In addition, the new offering 

required every product, channel, and 

client journey to be reviewed and an 

enhanced process to be set in place. 

This is to ensure that its clients will 

receive the best level of service and 

create a clear distinction between 

Premier and HSBC Private Client 

Services that sets it apart from other 

financial institutions.

The key drivers that allowed HSBC 

to better position itself within the 

highly competitive HNW landscape 

include:

GROW IN INFLUENCE: Global 

presence and investment expertise 

helps clients identify and open up 

opportunities to make an impact 

around the world

GROW IN EXPERIENCE: Elevated 

personalized service and exclusive 

privileges for banking, travel and 

At the centre of 
HSBC’s transformative 
wealth proposition is 
HSBC Private Client 
Services, a unique 

program for high-net-
worth (HNW) clients that 

aim to foster deeper 
relationships.
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lifestyle experiences which open 

opportunities to their entire lives

GROW IN SUCCESS: 

Comprehensive private banking and 

wealth planning services. HSBC 

Private Investment Counsel that 

provides personalised service and 

holistic plans for protecting and 

growing client wealth. 

For many clients, the creation of 

the HSBC Private Client Services 

offering has translated to valuable 

benefits. This includes the 

availability of high-end meeting 

spaces through the new HSBC 

Private Client Services Centers, 

networking opportunities with 

other HNW clients and access to 

preferential pricing and lifestyle 

benefits.

It also helped increase service 

levels and facilitated access to 

independent tax, insurance and 

trust/estate advice through advisory 

partnerships. For the business, 

the HSBC Private Client Services 

offering has enhanced client 

experience and deepened our client 

relationships revenue resulting in 

material improvement in our key 

client metrics in the last two years. 

More importantly, their experience 

continues to encourage our clients 

to refer to us leading to a majority 

of our new-to-bank clients being 

sourced through referrals.

Over the next decade in Canada, the wealth management sector 
is expected to reach $1 trillion in assets, and HSBC Bank Canada 

plans to continue to invest in its wealth capabilities
to capture growth opportunities in this space. 

Image: Oleg Mayorov / Shutterstock.com
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FIFTH THIRD 
PRIVATE BANK: 
MEETING 
THE NEEDS 
OF TODAY’S 
MODERN 
CLIENT BASE
In an increasingly digital world, Fifth Third Bank is 
committed to delivering banking services that are 
simple, seamless, and secure. From its personal trust 
and fiduciary services to its digitally enabled RMs, Fifth 
Third Bank’s commitment to meet the needs of today’s 
modern client base can never be questioned.

FEATURE ARTICLE
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For example, Fifth Third Private 

Bank’s trust department has a 

deep-rooted legacy of serving as 

a fiduciary.  While remaining true 

and steadfast to its foundational 

elements, the division has 

evolved to meet the objectives of 

today’s modern wealth and asset 

management clients.  Today’s 

Personal Trust and Fiduciary 

Services organization is deeply 

embedded within the Fifth Third 

Private Bank advisory model. 

It knows that high net worth 

individuals and families have many 

complexities to deal with. As such, 

credentialed senior trust advisors 

work with all clients’ advisors to 

bring the best fiduciary advice 

forward.

As a Trustee, it is always looking out 

for its clients and their beneficiaries’ 

best interest. They also work with 

attorneys and tax professionals 

to execute clients’ estate and tax 

planning strategies through trust 

administration. As clients build and 

leave their legacy, the Fifth Third 

Trust group works with heirs to 

ensure that their future financial 

needs are addressed.

That’s why it was just fitting when 

Fifth Third Bank received the award, 

Best Trust Services by a Private 

Bank, in addition to Best Private 

Bank - Digitally Empowering RMs 

and Excellence in Client On-boarding 

at the Global Private Banking 

Innovation Awards 2021 organized 

by The Digital Banker. 

“As part of Fifth Third Private 

Bank, the Trust group at Fifth Third 

continues to put its clients’ estate 

plans into motion and ensures their 

trust intentions are honoured. While 

remaining true and steadfast to its 

foundational elements, the group 

has evolved to meet the objectives of 

today’s digital-first client services,” 

said Nirav Patel, Managing Director 

at The Digital Banker during the 

awards ceremony.

Life360 and the 
Digitally Empowered 
RMs

At the core of digitally empowering 

its wealth management advisors 

and Private Bank team members is 

Fifth Third Bank’s Life360 platform, 

which enables the relationship 

team to offer individualized 

recommendations that complement 

the client’s portfolio. It boasts of a 

comprehensive financial planning 

technology that offers clients a 

personal financial management 

website tied directly to the advisor 

side of the system. This enables the 

relationship team to be abreast on all 

relevant financial matters concerning 

their clients as well as better identify 

growth opportunities. 

During the pandemic, 

communication was bound to 

become challenging when in-person 

meetings were no longer an option. 

But, by leaning on the Life360 

platform, the team was able to 

demonstrate how it could easily 

stay connected with clients from 

afar without service interruptions. 

The organization was able to 

quickly pivot to an entirely digital 

environment with ease given that the 

tools are already in place. As such, 

clients entrusted the organization 

with more than $2 billion in gross 

new assets under management.

“Since 2019, we’ve made a 

commitment to strategically invest 

in the business,” said Executive Vice 

President and Head of Wealth & 

Asset Management Kristine Garrett. 

“It was personally important to me 

that we take seriously our dedication 

to keeping the client at the center of 

everything we do. It is this belief that 

has guided our journey and how we 

improve the client experience in a 

While remaining true 
and steadfast to its 

foundational elements, 
Fifth Third Private Bank 
has evolved to meet the 

objectives of today’s 
digital-first client 

services.

3 0  |  G L O B A L  P R I VAT E  B A N K E R



G L O B A L  P R I VAT E  B A N K E R  |  3 1

holistic manner.” 

In addition, with 77% of its client 

base being digitally active as of 2020, 

the Private Bank has the highest 

adoption rate of digital capabilities 

across Fifth Third’s main lines of 

businesses.

Transformation of 
Client Onboarding

As a regional bank, there are often 

fewer opportunities to be the first 

to market or an early adopter of 

new technology. However, Fifth 

Third Private Bank is a relative 

pioneer among its peers in its recent 

digital transformation of the client 

onboarding process. 

Historically, onboarding a client was 

a series of manual processes for 

Fifth Third Private Bank. However, 

because of its digital transformation, 

what once took nearly a month to 

complete now just takes days – and 

sometimes, even within 24 hours.

Under the leadership of Kristine 

Garrett, the Private Bank team 

successfully rolled out its digital 

and paperless onboarding process 

in 2020. Its front, middle and 

back offices were all connected to 

eradicate a once manual process. 

“When our team onboards a new 

client, it’s their first interaction 

with us – and therefore their first 

impression of how we do business,” 

shared Kris. “For this reason alone, 

it was crucial for the process to be 

efficient and seamless.”

This undertaking included the 

development of proprietary software 

for account workflows and the 

introduction of an e-signature 

solution, cost basis reporting 

service, automated customer 

account transfer service (ACATs) 

and a new solution that simplifies 

the transfer of assets between Bank 

Trusts and other financial solutions. 

At the onset of the COVID-19 

pandemic, in particular, the ability 

for advisors to do business 

digitally with clients rather than 

requiring an in-person meeting to 

sign documents was significant. 

Though the investment was not 

made in response to the pandemic, 

having the process already in place 

including e-signature capabilities 

when social distancing and 

quarantine requirements were 

imposed was beneficial for advisors 

to continue serving clients without 

interruption. 

Today, approximately 80% of all 

deposit account opening and loan 

documents are signed via the 

e-signature process across the Bank.
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BANK RAKYAT 
INDONESIA: 
CUSTOMER 
CENTRICITY 
IN PRIORITY 
BANKING
Among the few institutions that have performed well during the heat of the 
pandemic in 2020, Bank Rakyat Indonesia’s (BRI) story is one that is truly 
impressive. Being the largest bank in Indonesia with more than 130 million 
retail customers, the  Bank’s wealth  management  services  to  segments  such 
as affluent, mass, and micro has never been stronger. BRI Wealth Management 
delivered strong positive growth in AUM (2020 CAGR: 1.1%) and Fee-Based 
Revenue (2020 CAGR: 26.4%). More notable is its performance that has not 
been affected greatly by the COVID-19 pandemic. 

FEATURE ARTICLE
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What’s interesting though is the 

story behind how BRI was able to 

sustain growth and why it deserved 

the award, Best Bank for Priority 

Banking at the Global Private 

Banking Innovation Awards 2021 

organised by Global Private Banker.

“Matching customer needs in 

the pandemic situation with its 

product offerings and focus such as 

government bonds, bancassurance, 

& low-risk mutual funds, BRI has 

clearly shown assertiveness in 

seizing the market opportunity.

Moreover, its unique positioning as 

the largest bank in Indonesia has 

helped BRI capture increased

government funding needs through 

the distribution of Indonesian 

Government Bond (SBN), an 

impressive  feat  especially during 

this difficult period,” said Nirav Patel, 

Managing Director at Global Private 

Banker and The Digital Banker 

during the awards ceremony.

Key Initiatives that 
Delivered Positive 
Results

During the height of the COVID-19 

pandemic, the financial market 

was wired with uncertainties and 

doubt, which negatively impacted 

many of BRI’s customers. For 

many entrepreneur customers, the 

reduction of asset turnover ratio 

has disrupted capital management 

systems. In addition, many investors 

have also voiced their concerns 

about the negative growth of 

investment product performance.

This seemingly negative situation 

was  approached  positively by 

BRI, and as a result, encouraging 

outcomes have taken place. The 

following key initiatives have been 

instrumental in its success: 

1. Reached out to a wider 

audience and strengthening of 

the business group service.

Because of its sheer size, BRI 

was able to extend its wealth 

management services to wider 

segments. In addition, the 

BRI Group has subsidiaries 

operating in other relevant 

financial sectors such as 

insurance, securities, Venture 

capital, multifinance, remittance, 

etc. Because of this, BRI was 

able to offer an integrated 

financial solution that benefits 

its customers.

2. Helped customers with prudent 

asset management during the 

crisis

This has been achieved by 

hosting roughly 32 events 

and webinars around the 

topic, “Money Management 

in Pandemic Situation”, which 

was attended by more than 

85,000 individuals. BRI has 

also proactively reached 

out to customers to discuss 

various topics including debt 

Matching customer needs in 
the pandemic situation with its 

product offerings and focus such as 
government bonds, bancassurance, 

& low risk mutual funds, BRI has 
clearly shown assertiveness in 

seizing market opportunity.
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management, emergency fund 

and more.

  

3. Offered relevant products to 

minimize risk and adjust asset 

allocation.

BRI has astutely advised 

its customers to increase 

asset allocation to SBN 

(Government Bonds) and 

successfully achieved sales 

of roughly IDR 9tn (185% YoY. 

It emphasized the promotion 

of Bancassurance products 

and achieved increased sales 

of IDR 71.5Bn (21% YoY), with 

its Micro Insurance products 

giving protection to 5.5 million 

customers in 2020 (127% YoY 

increase).

Continuous 
improvement to cement 
its position in Indonesia

To further cement its position as 

the Best Wealth Management Bank 

in Indonesia, BRI will focus on 

these key action steps as part of its 

continuous improvement plan:

Deploy more sophisticated 

customer profiling process for 

proposition tailoring

The upcoming WM Platform that 

BRI is developing is equipped with 

AI capabilities to provide seamless 

digitally enabled journeys for clients 

BRI Wealth Management delivered strong positive growth in AUM 
(2020 CAGR: 1.1%) and Fee-Based Revenue (2020 CAGR: 26.4%).

and RMs. The adoption of WM 

Platform will ensure a systematic 

advisory process and convenience 

through single point contact for its 

customers.

Leverage analytics across 

the business value chain: 

acquisition, product offering, 

and customer management

Advanced analytics will play a 

more important role across the 

customer lifecycle. BRI will be 

able to implement use cases to 

better service customers, from 

the awareness stage all the way to 

better engagement and customer 

loyalty, through targeted cross-sell.

Provide exclusive, invitation-

only products for HNW 

customers while  developing  

more affordable products to the  

Micro & Retail segments

Continuous enrichment of offering 

is another key action step for BRI 

to cement its leadership in the 

market. In the near future, it plans 

to add more depth & breadth to its 

products by providing exclusive, 

invitation-only products for High 

Net Worth customers as well 

as developing more affordable 

products to the Micro & Retail 

segments.
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QUANTIFEED 
AND THE 
PHILOSOPHY OF 
‘WEALTHCARE’
FEATURE ARTICLE

The heart of Quantifeed’s mission is a 
concept known as “wealthcare” – the 
evolution of investment services focused on 
serving the wealth management needs of all 
customers. Powering financial institutions, 
it offers everyone the opportunity to have 
access to better financial management 
through their cutting-edge technology 
platform.
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Quantifeed’s technology solution gives mass affluent investors 
access to high-value wealth management strategies.

Headquartered in Hong Kong with 

offices in Singapore, Australia, 

India, and Japan, Quantifeed 

builds customer-centric digital 

wealth management solutions, 

which are deployed in some of 

the largest financial institutions 

across Asia and beyond. 

Quantifeed’s leadership team is 

composed of former executives in 

Tier-1 investment banks, and has 

decades of industry experience, 

complemented by rich investment, 

regulatory and technology 

knowledge amongst the wider 

team. 

Just recently, Quantifeed 

bagged the awards, Outstanding 

Investment Management Platform 

and Most Innovative Fintech 

Solution at the Global Private 

Banking Innovation Awards 

2021 organised by Global Private 

Banker.

“Quantifeed’s technology 

solution gives mass affluent 

investors access to high-value 

wealth management strategies. 

It launched its digital portfolio 

management platforms with 

the likes of DBS, China CITIC 

Bank International, MUFG, and 

others. These digital platforms 

enable Quantifeed’s clients to 

reduce operational costs, scale 

their DPM businesses, and reach 

Asia’s mass affluent investors. 

Quantifeed’s DPM solution is 

improving customer experience, 

driving operational efficiency, 

and increasing revenues for 

each of these clients,” said Nirav 

Patel, Managing Director at 

Global Private Banker and The 

Digital Banker during the awards 

ceremony.

Digital wealth 
management services 
to underserved 
customers

QEngine, Quantifeed’s cutting 

edge digital wealth management 

technology developed by a team 

with significant experience from 

leading investment banks, is an 

industry-leading technology that 

enables financial institutions 

to provide wealth management 

services to underserved 

customers. 

With QEngine, organisations 

can create a unique wealthcare 

experiences from a suite of 

configurable applications and 

APIs. The highly qualified team 

at Quantifeed orchestrates the 

business logic, user experience 

and process design to provide a 

range of services from integration 

and deployment to ongoing 

support and product iteration 

advice. 

Quantifeed’s comprehensive 

solutions address the market’s 

desire for a simpler, personalised, 

and more engaging wealth 

management experience. The 

platform supports diversified 

asset portfolios either through a 

third-party source or constructed 

by Quantifeed’s own experienced 

quant team. Within QEngine, a 

suite of different applications 

is built to meet the needs of 

different users, ranging from 

end-customers, advisors, portfolio 

managers and internal staff with 

administrative responsibilities. 

These solutions are - Customer-

Direct, Advisor-Led, and 

Discretionary.

Customer-Direct

Powers the online wealth 

management customer experience 
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for financial institutions. This 

solution services self-directed 

customers through a digital channel 

and allows financial institutions to 

provide engaging experiences. It 

offers multiple investment journeys 

allowing customers to invest in 

portfolios based on their risk 

appetite, life goals or interests in 

topical themes.

Advisor-Led

Builds a bridge between the 

advisor’s dashboard and he 

customer’s investment account. 

It enables advisors to hold 

more interactive discussions on 

portfolio investments and the 

impact of customising the asset 

allocation mix.

Discretionary

Enables portfolio managers 

to scale their business with 

automated trade actions and 

smart investment rebalancing.

Quantifeed is currently undergoing 

expansion and enjoys financial 

backing from Cathay Financial 

Holdings in Taiwan and global 

asset managers Legg Mason and 

Franklin Templeton. 

Explore how you can scale your 

business to new levels. Visit 

https://www.quantifeed.com for 

more information.
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BUILDING A 
UNIQUE VALUE 
PROPOSITION
FOR THE
MIDDLE EAST
A particularly important growth market - Middle East is a region that BNP Paribas 
knows very well, with Group having been present here for decades now. With the 
wealth management landscape transitioning rather quickly in the pandemic, the 
sector is now on its way to realising its full potential. In this interview, Masroor 
Batin, CEO Wealth Management, Middle East and Africa at BNP Paribas 
Wealth Management discusses the permanent impact of the pandemic on 
wealth management, new trends in investments, the group’s strategic plan for the 
region and how technology will power the future.

INTERVIEW
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Navigating the 
Uncertain Times

Masroor Batin: The impact of 

the recent pandemic has shifted 

the needs of investors. Clients are 

asking for personalized advice 

and expert insight, and BNP Paribas 

is committed to providing its 

clients with regular market updates 

and with easy access to market 

experts. Going one step further, we 

introduced our 2021 investment 

themes that examine key investment 

opportunities and focus on tactical 

and structural themes geared to 

equity markets. These themes have 

been and continue to be essential 

for driving our clients' investment 

ambitions. 

In a rapidly changing environment, 

clients are also looking for 

diversification both in their 

investments and in wealth managers. 

They favour diverse global players 

with strong solvability and liquidity 

ratios. This is clearly a driver at BNP 

Paribas! Our robust fundamentals 

and diversified model, by business 

and geography, are key factors for 

strengthening resilience in the face 

of uncertain times like the Covid-19 

crisis. 

Finally, we are seeing the 

accelerated adoption of new 

technologies (video conferencing, 

AI/deep learning, cloud computing). 

Our digital banking offerings 

have enabled us to increase 

communication significantly and 

engage more frequently with our 

clients in ever-changing markets. We 

continue to structurally evolve our 

digital and technological platform to 

ensure proximity to our clients, and 

we expect it to become part of our 

business model.

The Emergence of 
Private Equity and ESG 
Investments 

Masroor Batin: Equity and 

private equity are certainly two 

growth asset classes that topped 

investors' portfolio allocations 

during the pandemic. The low-

interest-rate environment and 

volatile markets have meant that in 

the last 12 to 24 months, our clients 

have shown increased interest in 

private equity. The key drivers for 

rebalancing in favour of private 

equity are the resilience of the 

private equity model, the potential 

for strong financial returns, portfolio 

diversification and access to top-

performing fund managers.

As with private equity, overall, 

investors increased their financial 

commitment to real estate. The 

global economic dislocation that has 

resulted from lockdowns provides 

excellent entry points into real 

estate from a long-term valuation 

viewpoint. Both residential and 

commercial real estate exposure is 

attractive for investors in view of 

the above-inflation yields, inflation-

hedging qualities from inflation-

linked rents and the financing 

benefits from very low debt costs.

Finally, we believe the Covid-19 

crisis is a tipping point for ESG 

investments. Indeed, SRI, ESG, low 

carbon and clean energy indices 

have outperformed over the past 

years: since 2016, general SRI/ESG 

indices, as well as more specific low 

carbon / clean energy indices have all 

outperformed the world and Europe 

benchmark indices to a greater or 

lesser extent. Sustainable investing 

has continued to gain momentum 

during the pandemic, and it not only 

speaks to personal values but also 

means superior long-term returns at 

lower downside risk for investors.

Strategic Priorities for 
the Future 

Masroor Batin: BNP Paribas 

Wealth Management has recently 

defined its next growth strategic 

plan with very strong ambitions 

in the region for 2022-2025. In 

particular, our regional plan includes 

joining new bankers in the platform, 

continued increase in assets, 

strengthening of our client base and 

launching of new products meeting 

client needs. For example, earlier this 

year, we have further reinforced our 

commitment to the NRI diaspora 

living in the Middle East with the 

creation of a new NRI EMEA Market. 
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We will continue to invest in talents 

to offer enhanced client satisfaction 

and further accelerate our growth in 

the region. 

Another key priority is digitalisation. 

Over the past years, we have fully 

reviewed our digital capabilities 

notably with the support of our 

clients and we aim to continue to 

provide the best-in-class customer 

experience to our clients. We have 

seen that our proximity to our 

clients, despite physical distancing 

measures, has grown due to video 

conferencing, mobile applications, 

and online events. 

Finally, we are committed to 

accompanying clients in their impact 

journey. Sustainable & responsible 

investments have shown greater 

resilience during the recent Covid-19 

crisis and demonstrated to perform 

at least as well as traditional 

investments over the long term. At 

BNP Paribas Wealth Management 

we offer our clients an innovative 

journey based on the integration 

of the ESG dimension into all our 

services, in-house sustainability 

rating methodology and exclusive 

digital tools. 

A Differentiated Value 
Proposition 

Masroor Batin: BNP Paribas 

Wealth Management serves Very 

High Net Worth and Ultra High 

Net Worth clients. In general, 

these investors are defined by 

their sophisticated approach and 

require a high level of bespoke 

services to meet their investment 

requirements. They want a global 

platform, good access to credit, 

and local and international 

diversification expertise. In the 

Middle East, more than half of 

clients surveyed spoke of the 

difficulty in sourcing good deals 

and we have committed dedicated 

resources to accompany our clients 

in that journey.

When it comes to asset allocation, 

a few patterns stand out. Firstly, 

clients are looking to equities as 

a source of both - growth and 

income. Another is that many of our 

clients are keen to diversify into 

“real assets” such as property and 

real estate. BNP Paribas is helping 

several clients identify real estate 

assets, financing them through 

our wealth management platform 

and in some cases, even provide 

management services. 

Finally, a growing number of our 

clients are also looking at private 

equity investments. Private deals 

are a strong differentiator for BNP 

Paribas Wealth Management with 

high-net-worth clients. Over the 

last 10 years, BNP Paribas Wealth 

Management has built a strong 

franchise with some of the best-

performing and most-respected 

private equity managers. This 

access provides our clients with 

exposure to growth opportunities 

resulting from the application of 

disruptive technologies. 

Beyond the common needs that 

investors, it is important to note 

that some of our clients have 

specific needs. For example, NRIs 

will expect some access to Asia 

while our KSA clients will be 

particularly interested in our Real 

Estate capabilities. Indeed, each of 

our markets has specificities that 

we need to take into consideration. 

This is the reason we decided to 

implement a market approach for 

our 3 key markets: GCC, NRI and 

KSA.

New Opportunities 
will be Powered by 
Technology 

Masroor Batin: In recent 

years, the technology-driven 

transformation has been a 

prominent wealth management 

trend in the region and globally. 

The most recent crisis calls for 

further development of the digital 

platform and huge technology 

investments. Banks that embrace 

innovation and digitalization will 

be able to adapt faster, offer better 

products and services to their 

clients, and thus deepen client 

relationships as well as gain a 

competitive edge. BNP Paribas 

has built strong partnerships with 
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the top FinTechs in their respective 

fields from around the world to 

accelerate the pace of development 

and enrichment of our customer 

journeys.

Private Banking for the 
Next Gen

Masroor Batin: Speaking of 

trends, the wealth transfer will take 

place over the next years and we 

expect a demographic shift across 

the wealth management business as 

a part of industry transformation. 

We are working closely with our 

BNP Paribas has built strong 
partnerships with the top FinTechs 

in their respective fields from around 
the world to accelerate the pace of 
development and enrichment of our 

customer journeys.

MASROOR BATIN
CEO Wealth Management, Middle East and Africa
BNP Paribas Wealth Management

clients in the region to prepare them 

for this transfer. To support our 

proposition to the Next generation, 

BNP Paribas offers its clients 

dedicated initiatives and exclusive 

events, as a unique opportunity to 

network and share expertise. For 

example, the latest Next Gen Virtual 

Event equips 23-35 year olds from 

around the world— to gain in-depth 

wealth management knowledge 

and prepare for the next steps 

when taking over family wealth and 

businesses.

Overall, the wealth management 

industry will experience in some 

measure of a permanent shift over 

the next years, putting on banks 

responsibility to evolve their 

practices, reframe their proposition 

and further enhance the client 

experience. The digitalisation of the 

processes will be increasingly critical 

in this new reality. Understanding 

clients’ needs and providing a full 

range of services besides investing 

will also be essential in the post-

Covid environment. Banks with 

strong global and local expertise and 

tailor-made capabilities will have 

a strong competitive edge in this 

context, which is most certainly the 

case for BNP Paribas!
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MAYBANK: 
SERVING 
CLIENTS ACROSS 
THE WEALTH 
CONTINUUM 
WITH INNOVATIVE 
SOLUTIONS

FEATURE ARTICLE

In an ever-changing industry landscape, Maybank’s determination 
to meet the discerning needs of its clients has always put it in 
good stead, despite these trying times. As one of Asia’s leading 
banking groups and Southeast Asia’s fourth largest bank by 
assets, Maybank has proven, time and again, that despite evolving 
customer needs and market conditions, it always pulls through, 
stronger and better. 
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Maybank Group has an 

international network of over 2,600 

branches in 18 countries including 

all 10 ASEAN countries, with more 

than 42,000 employees serving 

customers worldwide. It offers an 

extensive range of products and 

services for individuals, businesses, 

and corporations, including 

consumer and corporate banking, 

investment banking, Islamic 

banking, stockbroking, insurance 

and takaful and asset management. 

With Maybank’s global business 

footprint, clients have access to vast 

opportunities across ASEAN and 

beyond.

In the past year, the bank launched 

several key initiatives and as 

a result, Maybank has been 

recognised at the recent Global 

Private Banking Innovation Awards 

2021 organised by Global Private 

Banker. Among the awards received 

include: 

• Outstanding Private Bank for 

Growth Strategy (Maybank 

Private)

• Most Innovative Business 

Model (Maybank Private)

• Best Young Private Banker 

- Jason Yue An (Maybank 

Private)

• Critically Acclaimed Rising Star 

- Isaac Tan (Maybank Private)

• RM of the Year - Private Bank - 

Wu YuLei (Maybank Private)

• Relationship Manager of the 

Year - Cynthia Quek (Maybank 

Premier)

• Best Wealth Management 

for $500k – 1.5million AUM 

(Maybank Premier)

• Best Wealth Management for 

$100k – 250k AUM (Maybank 

Privilege)

“Maybank aspires to be the 

preferred bank for affluent clients 

in the ASEAN region. Relying on its 

wealth business model and focusing 

on key strategic levers, Maybank 

has shown continuous improvement 

in its business solutions and 

capabilities,” said Nirav Patel, 

Managing Director at Global Private 

Banker and The Digital Banker 

during the awards ceremony.

Alvin Lee, Head of Group Wealth 

Management and Community 

Financial Services Singapore at 

Maybank, said, “The awards are a 

nod to the successful multi-year 

strategy implemented over the 

years and a show of unity among 

our front office, middle office and 

back office colleagues. I am glad we 

have built our wealth management 

model and franchise well to ride 

the upturns and downturns and 

will continue to innovate on our 

products and deliver quality service 

to meet clients’ evolving investment 

and banking needs. With the 

support of our clients, Maybank 

strives to achieve much more in the 

coming years.”

Maybank Singapore

Maybank Singapore has gone a 

long way since it first opened its 

first branch at South Bridge Road 

in 1960. To date, it has already 

established a significant presence 

in the retail, wholesale and global 

banking markets. Maybank was 

Relying on its wealth business model and focusing on key 
strategic levers, Maybank has shown continuous improvement in 

its business solutions and capabilities.
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identified as one of the domestic 

systemically important banks 

(D-SIBs) in 2015 and Singapore is 

now one of Maybank Group’s largest 

overseas operations.

Maybank Singapore Limited, a 

Singapore-incorporated subsidiary 

with Qualifying Full Bank (QFB) 

privileges, offers retail (personal 

banking, Maybank Privilege, 

Maybank Premier), private wealth 

(Maybank Private) and SME banking 

services, to cater to different wealth 

segments and their banking and 

investment needs.

Maybank’s Singapore Branch 

operates the Global Banking 

business to cater to the banking 

needs of corporate and institutional 

clients. These include trade 

financing, deposits, remittances, 

Global Markets and more. 

 

Maybank Private

With a market presence in all 10 

ASEAN countries, Maybank took 

a bold step to establish its private 

banking platform, Maybank Private, 

in November 2013 to complement 

its overall wealth management 

proposition. The segment has grown 

by leaps and bounds in eight years 

– it currently manages client assets 

worth US$ 17.1 billion as at end 2020. 

This represents a 20.4% increase 

compared to 2019’s AUM of US$ 14.2 

billion. 
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Operating under a Universal 

Banking Model, Maybank Private 

developed an aggressive business 

plan and go-to-market strategy, 

leveraging Maybank Group’s 

capabilities to enhance its products 

and services for its high net 

worth (HNW) clients in what was 

previously a largely retail-oriented 

business.  

By focusing on its key strategic 

levers, Maybank Private seeks 

to continuously improve its 

capabilities in digital innovation as 

well as customer experience. 

To do this, Maybank has introduced 

the AVALOQ Wealth Management 

system, a fully integrated front-

middle-back office system that 

brings automation and straight-

through processing to a higher level. 

It helped automate its operations, 

boosting the bank’s wealth 

business performance. It equips 

Relationship Managers (RMs) with 

a 360-degree view of their clients’ 

banking relationship with Maybank 

and enables RMs to adopt a more 

holistic approach when managing 

clients’ financial needs. 

Maybank Premier 

Maybank Premier was established 

in 2014 to better serve a large base 

of affluent clients across the Group. 

It provides a range of 

comprehensive services to meet 

the discerning needs of its clients 

and focuses on unique strategies 

to ensure success and business 

growth.

Maybank Premier has strategically 

and aggressively expanded its 

business footprint. It now has 

more than 140 Premier centres and 

lounges across 5 countries, namely 

Singapore, Malaysia, Indonesia, 

Cambodia, and the Philippines. 

These provide its clients direct 

access to local businesses, lending 

and investment opportunities. 

To serve a growing client base, 

Maybank has doubled the number 

of Maybank Premier Relationship 

Managers (RMs) since the segment’s 

launch in the region. As part of 

its service model, it has a team of 

Treasury and Insurance Specialists 

to provide in-depth FX investment 

and insurance solutions to all its 

clients. In 2019, the Premier Offshore 

Team was set up in Singapore to 

serve the specific needs of regional 

clients, offering cross-border lending 

and estate planning solutions as 

unique key value propositions. 

Its star product bundle, the 

Maybank Premier Save Up 

programme, offers one of the best 

interest rates in Singapore for 

bundled financial solutions. Premier 

clients can enjoy an interest rate of 

up to 3.25% per annum for the first 

S$150k deposit with 13 different 

products to choose from*. 

Maybank Premier has strategically 
and aggressively expanded its 
business footprint. It now has 

more than 140 Premier centres and 
lounges across 5 countries, 
namely Singapore, Malaysia, 

Indonesia, Cambodia, and the 
Philippines.
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Maybank’s strong in-country 

presence in Southeast Asia also 

puts it in an advantageous position 

to offer cross-border lending 

solutions seamlessly. Maybank 

Premier clients have the freedom 

and flexibility to invest anywhere 

within the region, by pledging 

assets in their home country to 

invest in opportunities found in 

another. 

 

Maybank Privilege

Maybank Privilege, designed to

help clients achieve their financial

aspirations with a suite of enhanced

financial facilities, serves the

emerging affluent client segment. Its 

clients are typically young to mature 

professionals and active seniors 

with an AUM of $50k to $300k with 

the bank. 

Maybank Privilege aims to partner 

with its clients who are in the early 

stages on their wealth planning 

journey by providing ready access 

to its comprehensive suite of 

financial solutions and banking 

facilities. In addition, the business 

model also focuses on providing 

excellent and engaging customer 

experience. For example, Maybank 

Privilege clients can expect 

preferential treatment, priority 

banking services at branches and 

stand to be invited to a variety of 

client engagement events. This 

is further enhanced with the 

implementation of new digital 

capabilities, including the ability to 

conduct financial reviews through 

video conferencing tools.

Its star product bundle, the Maybank

Privilege Save Up programme, offers

one of the best interest rates in

Singapore for bundled financial

solutions. Clients can enjoy an 

interest rate of up to 3% per annum 

for the first S$100k deposit with 11 

different products to choose from*.

* Rates quoted are applicable in 2021 

and may be subject to changes. 
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AFRASIA BANK: 
HARNESSING 
THE POWER 
OF BELIEF 
TO DELIVER 
SUSTAINABLE 
VALUE
14 years ago, AfrAsia Bank was incepted with an 
inherent purpose: to connect people, places and 
possibilities. Transforming this purpose into a 
meaningful vision, AfrAsia aims to be recognised as a 
distinctive specialist Bank building bridges between 
Africa, Asia and the World.

FEATURE ARTICLE
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Headquartered in the Mauritius 

International Financial Centre, 

with a representative office in 

South Africa, AfrAsia Bank has 

successfully established itself as a 

key player in the regional financial 

arena over the past decade. 

Anchoring itself on its Bank Different 

philosophy, AfrAsia leverages its 

strong regional foundations and its 

4 core areas of expertise to tailor 

bespoke solutions for its clients 

spanning across 169 countries:

• Corporate Banking 

• Global Business Banking 

• Private Banking and Wealth 

Management 

• Treasury and Markets 

A Purposeful Vision 

Since inception, the Bank’s key 

shareholders, IBL Ltd – the largest 

conglomerate on the Island, the 

National Bank of Canada and 

Intrasia Group, have pursued 

a purposeful vision to position 

the Bank as the financial conduit 

serving the Africa-Asia trade 

and investment corridor. Today, 

the Bank ranks 3rd in terms of 

Total Assets in the Mauritian 

banking sector as per the 

Business Magazine’s 2021 TOP 100 

Companies List and is one the five 

Domestic Systemically Important 

Banks (D-SIBs) in Mauritius.  

Regionally, AfrAsia has secured the 

76th position in Jeune Afrique’s 

2020 TOP 200 Banks in Africa, 

earmarking itself as a key player in 

reinforcing Mauritius’ standing as a 

regional hub for Africa and Asia.

A Resilient Foundation 

Rewind to 2020: when the black 

swan struck, numerous brands 

worldwide shifted their focus 

from business growth to business 

survival and many companies were 

talking about business continuity. 

Capital expenditure cuts by 

companies to relieve their balance 

sheets and cash flows translated 

into lower corporate credit. Banks 

globally had to prepare for the 

likelihood of elevated borrower 

defaults and significantly increased 

their allowances for loan losses 

under the IFRS 9 accounting 

standard.

AfrAsia was automatically embarked 

on this bandwagon too. To navigate 

the prevailing storm, the Bank 

anchored itself on its robust 

foundations and strong balance 

sheet to revisit its strategy with 

the aim to ensure effective capital 

preservation. As a result, as at 30 

June 2020, AfrAsia recorded a 2.4% 

increase in its Total Assets, reflecting 

the ongoing customer confidence in 

its capabilities. It’s Capital Adequacy 

Ratio stood at 15.15%, which is 

noteworthily above the regulatory 

limit of 12.88%.

“Throughout 2019 and 2020, 

AfrAsia has successfully managed 

to navigate the challenging times 

and kept sailing in the direction of 

customer service excellence and 

an employer of choice. Its financial 

performance has been impressive 

given the trying times and its 

strategy to secure its balance sheet 

assets has proven to be a good one,” 

said Nirav Patel, Managing Director 

at Global Private Banker and The 

Digital Banker during the awards 

ceremony. 

From Customer-
Centricity to People-
Centricity 

In the wake of the pandemic, the 

Bank implemented measures 

through its COVID-19 Preparedness 

Plan to ensure business continuity 

whilst upholding the safety of 

Throughout 2019 and 
2020, AfrAsia has 

successfully managed to 
navigate the challenging 

times and kept sailing 
in the direction of 
customer service 
excellence and an 

employer of choice.
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both its employees and clients.  

Within a day, more than 90% of 

the Bank’s staff were equipped 

to work from home to provide 

a seamless service to their 

local, regional and international 

clients.  The Bank continued to 

accompany their clients by tailoring 

debt restructuring offerings and 

credit facilities to meet corporate 

customers’ short-term cash 

flow requirements, coupled with 

moratorium of credit facilities and 

forbearance measures.  Insights in 

a world of uncertainty was key and 

AfrAsia was well aware of same. 

Thus, with the aim to reassure 

their clients and help them better 

understand the ebb and flow of 

international financial markets, the 

Bank launched a dedicated Treasury 

Markets Insights landing page.  

However, true to its Bank Different 

philosophy, AfrAsia aspired to go 

the extra mile in helping more than 

just its employees and clients. 

Looking around, the Bank realised 

to what extent uncertainty seeded 

a fear of the unknown amidst the 

community at large. Consequently, 

AfrAsia Bank chose to widen its lens 

from customer-centricity to people-

centricity, adopting a two-pronged 

approach that combined capital 

preservation with people-centricity. 

The pandemic afforded companies 

the opportunity to be closer to 

the community and AfrAsia seized 

this opportunity; it embarked on a 

mission to reassure the community 

of a better tomorrow by spreading 

positive messages in an authentic 

manner. 

The Believers in a Better 
Tomorrow 

In its quest to nail down an 

innovative concept to reassure 

the community through positive 

messages and simultaneously give 

a new impetus to the AfrAsia brand, 

the Bank chose to go back to its 

roots and share its founding beliefs 

with the World. And this is how their 

award-winning brand campaign “The 

Believers in a Better Tomorrow” 

shaped up. 
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Instead of competing in a world 

already cluttered with images, this 

time, AfrAsia Bank chose to leverage 

the power of contents to engrave its 

key beliefs in its audience’s minds by 

focusing on what was really of value: 

the reassuring message! Through 

2-in-1 messages, AfrAsia Bank hit 

the nail on the head in standing 

out from the lot in the fulfilment 

of its objectives – attested by the 

international recognitions of being 

the first in Mauritius and in Africa 

to be acclaimed as a 2020 Platinum 

MarCom Awardee as well as being 

honoured by Africa SABRE Awards 

2020.  

Not only did the Bank successfully 

spread the virus of positivity through 

their reassuring key messages but 

they also succeeded in engaging the 

participation of both their employees 

and their clients towards the rebuild 

of the ecosystem. Firstly, AfrAsia 

secured the participation of their 

employees by choosing to host their 

“Believers in Local” Markets in their 

office premises itself – the latter was 

an initiative to help Small and Medium 

Entrepreneurs rebuild themselves 

by offering them a platform to sell 

their products.  And the results 

were phenomenal: 47 entrepreneurs 

hosted throughout 5 markets – yes, 

employees kept demanding more 

editions of same! - with 64% being 

women-led businesses, which 

exceeded their initial target of 

50% in line with United Nations 

Sustainable Development Goal 

5 (Promoting Gender Equality). 

Secondly, through their AfrAsia 

Foundation Emergency Aid Support 

Programme, the Bank managed 

to raise more than USD 13,000 to 

support underprivileged families 

with basic food baskets by securing 

the participation of their clients. 

A business of creating 
sustainable value

The pandemic was a huge blow for 

nations globally. And Mauritius was 

certainly not spared. Protecting 

jobs and livelihoods became 

no less important than saving 

lives – something which AfrAsia 

Bank demonstrated through their 

meaningful actions to aid economic 

recovery by helping the community.  

A Bank whose success is defined 

not only by its numbers, but also 

by its ability to be agile as per 

contextual requirements and adapt 

its operational model as per the 

dynamism of the market and the 

evolving demands of its clients 

worldwide. 

Ultimately, what it boils down to is 

commitment. Over the years, AfrAsia 

has continually helped its clients 

with tailored financial offerings best 

suited to meet their needs and risk 

appetites. With what seems to be a 

whirlwind year for Mauritius – and 

frankly, everyone around the world – 

AfrAsia Bank has emerged stronger, 

with a better value proposition 

for its customers than ever 

before. No matter the challenges, 

AfrAsia’s growing customer pool, 

the beneficiaries of the AfrAsia 

Foundation and its community-

focused initiatives testify that the 

Bank is in the business of delivering 

sustainable value. And for that, 

it rightfully deserves the awards, 

Best Private Bank – Mauritius and 

Outstanding Marketing Campaign 

in the Pandemic given at the Global 

Private Banking Innovation Awards 

2021 organised by Global Private 

Banker. 

More than just Bankers, 
they are Partners! 

Should you wish to know more 

about AfrAsia, embark on their Bank 

Different journey here.  

The pandemic afforded companies the opportunity to be closer 
to the community and AfrAsia seized this opportunity.
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BNP Paribas Wealth Management’s dynamic response to 

unprecedented times helped shape the evolution of its Equity 

Advisory business. The bank increased its US stock coverage 

by 61%, recording an impressive growth in its cash equity 

business, and delivered exceptional business performance. 

Innovative equity solutions coupled with best-in-class 

research advisory enabled this bank and its clients leverage 

complex market opportunities of 2020.

PRODUCT INNOVATION 
AWARDS

Best Private Bank for Funds

Motivated by what is best for its clients, mashreq Private 

Bank’s platform continuously strives to align its fund 

offering with its clients’ objectives and investment goals. The 

investment platform offers its investors an extensive array 

of specialized structures refined to suit specific needs. This 

resulted in an increase in customer investments by 3 to 5 

times in the last 5 years.

mashreq

WINNER
GLOBAL

2021INNOVATION AWARDS

BEST PRIVATE BANK FOR FUNDS

Best Private Bank for Equities

WINNER
GLOBAL

2021INNOVATION AWARDS

BNP PARIBAS 
WEALTH 

MANAGEMENT
BEST PRIVATE BANK FOR EQUITIES
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Most Innovative ESG Offering
by a Private Bank

In its commitment to ensure its activities are aligned with its 

ambition for a better future - myImpact - an awareness-raising 

tool was introduced by BNP Paribas Wealth Management. 

myImpact enables clients to make informed choices on 

responsible investments and philanthropic projects via 

educating clients. Recently, the wealth manager began creating 

“impact profile” related to clients’ investments where nearly 

100% of the clients were willing to modify their portfolio in 

favour of sustainable investments.

PRODUCT INNOVATION 
AWARDS

Société Générale Private Banking distributes structured 

products issued by 11 banks across various markets mainly 

to private banks clients, family offices and some financial 

intermediaries. In January 2021, the private bank in co-

operation with MSCI launched its own structured product 

index: MSCI France & EMU ESG Select 50 – a tailor-made 

ESG index, fully aligned with the bank’s ESG convictions 

which is offered in several markets. Since March 2020, more 

than EUR 1Bn of structured products with an ESG component 

have been distributed.

Best Private Bank for Structured Products

WINNER
GLOBAL

2021INNOVATION AWARDS

SOCIETE 
GENERALE 

PRIVATE 
BANKING

BEST PRIVATE BANK FOR 
STRUCTURED PRODUCTS

WINNER
GLOBAL

2021INNOVATION AWARDS

MOST INNOVATIVE ESG 
OFFERING BY A PRIVATE BANK

BNP PARIBAS 
WEALTH 

MANAGEMENT
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PRODUCT INNOVATION 
AWARDS

Best Product Innovation

Edelweiss Private Wealth launched a one-of-its-kind 

investment platform – Infinity combining the best of 

investment management, process excellence and technology 

to offers its clients an array of innovative solutions. The 

platform in its infancy has already demonstrated tremendous 

business impact when AUM from Infinity grew by 62% y-o-y.

In its commitment to ensure its activities are aligned with its 

ambition for a better future - myImpact - an awareness-raising 

tool was introduced by BNP Paribas Wealth Management. 

myImpact enables clients to make informed choices on 

responsible investments and philanthropic projects via 

educating clients. Recently, the wealth manager began creating 

“impact profile” related to clients’ investments where nearly 

100% of the clients were willing to modify their portfolio in 

favour of sustainable investments.

Targeting the rising Internet economy in the Indian 

subcontinent, IIFL Wealth Management launched a new fund 

which aims to invest in “Late Stage” or “Pre-IPO” digital and 

technology companies. This fund received overwhelming 

response and paved the way for such thematic funds in India.

Outstanding Thematic Investment Proposition
By a Private Bank

IIFL WEALTH 
MANAGEMENT 

LTD

WINNER

OUTSTANDING THEMATIC INVESTMENT 
PROPOSITION BY A PRIVATE BANK

GLOBAL

2021INNOVATION AWARDS

WINNER
GLOBAL

2021INNOVATION AWARDS

BEST PRODUCT INNOVATION

BNP PARIBAS 
WEALTH 

MANAGEMENT

GLOBAL

2021INNOVATION AWARDS
HIGHLY
ACCLAIMED

BEST PRODUCT INNOVATION

EDELWEISS 
PRIVATE 
WEALTH
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BNP Paribas Wealth Management embraced digital movement, 

and together with its clients, accelerated adoption of digital 

capabilities in the COVID-19 pandemic. With the launch of 

myOnboarding platform, account opening forms could be 

filled in digitally, allowed clients to generate digital Investment 

Profile Questionnaires and also issued account credentials 

digitally for its digital banking access - thereby shortening 

the onboarding process relatively and notably improving 

customer experience.

Best Private Bank - Digital Client Communication

An extraordinary year called for new modes of communication 

and rapidly accelerated digital transformation process. In its 

bid to communicate with its clients across various channels 

and in different formats, J.P. Morgan Private Bank launched a 

popular virtual events program and attracted more than 160 

thousand viewers to original insight. Apart reaching out to 

clients via its mobile apps and internet channels, this private 

bank leveraged a WhatsApp Business Account to broadcast to 

clients and deployed a chatbot on its official WeChat account, 

to further engage clients and followers on their preferred 

platform.

Best Digital Account Opening and Onboarding Services
by a Private Bank

DIGITAL INNOVATION 
AWARDS

WINNER
GLOBAL

2021INNOVATION AWARDS

BEST PRIVATE BANK -
DIGITAL CLIENT COMMUNICATION

J.P. MORGAN 
PRIVATE BANK

WINNER
GLOBAL

2021INNOVATION AWARDS

BNP PARIBAS 
WEALTH 

MANAGEMENTBEST DIGITAL ACCOUNT OPENING AND 
ONBOARDING SERVICES BY A PRIVATE BANK
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DIGITAL INNOVATION 
AWARDS

Outstanding Investment Management Platform

In its commitment to ensure its activities are aligned with its 

ambition for a better future - myImpact - an awareness-raising 

tool was introduced by BNP Paribas Wealth Management. 

myImpact enables clients to make informed choices on 

responsible investments and philanthropic projects via 

educating clients. Recently, the wealth manager began creating 

“impact profile” related to clients’ investments where nearly 

100% of the clients were willing to modify their portfolio in 

favour of sustainable investments.

Quantifeed’s comprehensive solution enhances wealth 

management experience for both clients as well as advisors 

by offering a simpler, more personal, and engaging platform – 

QEngine. The highly customizable, flexible modular platform 

offers a choice of gateways configured for different users: 

end customers, who can enjoy offers a range of investment 

experiences to match varying needs, risk appetite, life goals or 

thematic investment interests; advisors; portfolio managers; 

and administrators. This platform has been successfully 

integrated with clients’ existing systems, and can be deployed 

on a cloud or enterprise basis.

Outstanding Mobile Banking Initiative

QUANTIFEED

WINNER
GLOBAL

2021INNOVATION AWARDS

OUTSTANDING INVESTMENT 
MANAGEMENT PLATFORM

WINNER
GLOBAL

2021INNOVATION AWARDS

OUTSTANDING MOBILE 
BANKING INITIATIVE

BNP PARIBAS 
WEALTH 

MANAGEMENT
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J.P. Morgan Private Bank connected and engaged with thought 

leaders and also kept their clients in the loop by hosting 

several virtual events, meetings and conference calls. The 

bank kept its clients well-informed, covered investment ideas 

and insights and delivered timely updates related to the global 

economy and geopolitics. These experiences demonstrated 

significant success as content engagement rate stood at 85%. 

Further, clients could also explore topics of interest, stay 

on top of the bank’s thought leadership via their preferred 

channels – be it in-person engagement, virtual events, email, 

or instant messaging all through the year.

Excellence in Digital Customer Experience in Covid-19

DIGITAL INNOVATION 
AWARDS

Outstanding Internet Banking Initiative

BNP Paribas Wealth Management’s internet banking platform 

– myWealth is a one-stop solution allowing clients to access 

their portfolio across various devices. In addition to accessing 

their portfolio and statement information, select clients also 

receive curated news depending on their holdings and access 

to in-house research by equity specialists. Qualified clients 

have the option to trade online, allowing them to execute 

their trade orders making the entire experience seamless and 

convenient.

WINNER
GLOBAL

2021INNOVATION AWARDS

BNP PARIBAS 
WEALTH 

MANAGEMENTOUTSTANDING INTERNET 
BANKING INITIATIVE

WINNER
GLOBAL

2021INNOVATION AWARDS

EXCELLENCE IN DIGITAL CUSTOMER 
EXPERIENCE IN COVID-19

J.P. MORGAN 
PRIVATE BANK
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Outstanding Digital Transformation in Covid-19
by a Private Bank

BNL BNP Paribas Private Banking & Wealth Management 

accelerated its digital transformation across a multitude 

of touch points, allowing RMs and clients to continue 

business as usual and interact with each other remotely and 

conveniently. Further, significant new enhancements included 

self-mode profiling by clients enabled smooth KYC processes, 

smart meetings, new trading platforms, myImpact – an 

awareness-raising tool, among many others. During this phase 

investment advisory across all platforms increased from 29% 

in the end of 2019 to 63% in 2021.

BNL BNP PARIBAS 
PRIVATE BANKING 

& WEALTH 
MANAGEMENT

WINNER
GLOBAL

2021INNOVATION AWARDS

OUTSTANDING DIGITAL TRANSFORMATION IN 
COVID-19 BY A PRIVATE BANK

DIGITAL INNOVATION 
AWARDS
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SERVICE EXCELLENCE
AWARDS

Best Private Bank for Wealth Creation & Preservation

Siam Commercial Bank Public Company Limited offers 

personalized advisory through holistic research, strategy 

and planning to preserve wealth and create a discretionary 

portfolio to continuously adapt to evolving times. With 

personalized portfolio management to suit individual goals 

and risk appetites, access to best-in-class research platform 

and WPlan - an in-house advisory platform, the bank was able 

to attract several new clients with AUM increasing by 56% in 

2020.

Best Private Bank for Succession Planning

In establishing itself as the go-to local private bank for 

family services advisory, succession planning, wealth and 

business transition, UnionBank Philippines’ suite of services 

is complemented by a strategic Swiss ally whose experience 

and expertise spans over two centuries. By catering to a new 

generation of affluent and Ultra High Networth individuals 

and families, this bank’s services ensure a seamless transition 

of wealth and family legacy down to future generations.

SIAM 
COMMERCIAL 
BANK PUBLIC 

COMPANY LIMITED

WINNER
GLOBAL

2021INNOVATION AWARDS

BEST PRIVATE BANK FOR WEALTH 
CREATION & PRESERVATION

UNION BANK 
OF THE 

PHILIPPINES

WINNER
GLOBAL

2021INNOVATION AWARDS

BEST PRIVATE BANK FOR 
SUCCESSION PLANNING
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With an array of new products and services such as straight 

bonds, private equity funds, overseas structured notes 

apart from the regular investment products, clients of Mega 

International Commercial Bank have access to a suite of 

services such as  exclusive digital financial platform with an 

in-built video streaming service, advisory and tailor-made 

products. These services positively impacted the AUM in 2020 

and the business also attracted new HNW clients.

Best Private Bank for UHNW Clients

This young, new-age boutique multi-family office serves its 

clientele of entrepreneurs and wealthy families by offering 

a broad wealth strategy rather than just creating products 

and services. This strategy to work with a select clientele, 

has enabled Fieldpoint Private to transform itself, grow 

organically i.e serving clients across the U.S.A and 40 other 

countries and achieve an 18% increase in AUM in 2020.

Best Private Bank for HNW Clients

SERVICE EXCELLENCE 
AWARDS

Best Discretionary & Advisory Service Offering

BNP Paribas Wealth Management helped clients navigate the 

volatile markets with clear, timely communication, innovative 

investment ideas, and new ways of interacting. By successfully 

extending their strong advisory track records, a vast majority 

of the 2020 investment themes achieved double-digit returns, 

with some outperforming their benchmarks by 20-40%. 

WINNER
GLOBAL

2021INNOVATION AWARDS

BNP PARIBAS 
WEALTH 

MANAGEMENTBEST DISCRETIONARY & 
ADVISORY SERVICE OFFERING

WINNER
GLOBAL

2021INNOVATION AWARDS

BEST PRIVATE BANK FOR 
UHNW CLIENTS

FIELDPOINT 
PRIVATE

MEGA 
INTERNATIONAL 

COMMERCIAL 
BANK

WINNER

BEST PRIVATE BANK FOR HNW CLIENTS

GLOBAL

2021INNOVATION AWARDS
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SERVICE EXCELLENCE 
AWARDS

Best Private Bank - Digitally Empowering RMs

In its commitment to digitally enable its relationship teams 

and clients alike, Fifth Third Private Bank quickly pivoted 

to a fully digital environment with relative ease. The Life360 

platform enabled the relationship team to offer individualized 

and informed recommendations, that complemented the 

client’s portfolio. Virtual meeting tools opened the doors to 

seamless, countless, on-demand communication with clients. 

Such initiatives attracted over $500million in new AUM in the 

second half of 2020.

As one of the quintessential private banks for ‘Global Indians”, 

BNP Paribas Wealth Management has grown remarkably to 

provide a global service experience, broader range of products 

and alternative bespoke services, access to industry leading 

insights and world class advisory regardless of geographical 

location. Being adjudged winner for the “Global Indian” 

offering second time in a row, this wealth manager achieved 

double digit RM productivity, added several new UHW 

clients, and increased managed assets by 20% during the 

global health crisis, thus demonstrating the sheer depth of its 

offering and delivered differentiating business outcomes for 

clients.

Outstanding NRI/Global Indians Offering

WINNER
GLOBAL

2021INNOVATION AWARDS

BNP PARIBAS 
WEALTH 

MANAGEMENTOUTSTANDING NRI/GLOBAL 
INDIANS OFFERING

WINNER
GLOBAL

2021INNOVATION AWARDS

BEST PRIVATE BANK - DIGITALLY 
EMPOWERING RMS

FIFTH THIRD 
PRIVATE BANK
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SERVICE EXCELLENCE 
AWARDS

Outstanding Business Continuity Offering
due to Covid-19

The SMART Wealth Management framework helped Standard 

Chartered Bank Malaysia Berhad gain a good understanding 

of what clients want by deploying several measures across 

their various channels. The bank’s holistic and comprehensive 

approach to wealth management coupled with their digital 

capabilities enabled continued business even during the 

lockdowns.

Outstanding Estate Planning Advisory

IIFL Investment Adviser & Trustee Services Ltd’s experienced 

team of estate planners and qualified legal professionals 

provide services including Trust & Will services, Family 

constitution, Asset Protection Strategies, Advisory services 

on residency, among other services. The wealth manager is 

currently a chosen advisor to more than 650 High Net Worth 

and Ultra High Net Worth families.

STANDARD 
CHARTERED 

BANK MALAYSIA 
BERHAD

WINNER
GLOBAL

2021INNOVATION AWARDS

OUTSTANDING BUSINESS CONTINUITY 
OFFERING DUE TO COVID-19

IIFL 
INVESTMENT 
ADVISER & 
TRUSTEE 

SERVICES LTD

WINNER
GLOBAL

2021INNOVATION AWARDS

OUTSTANDING ESTATE PLANNING 
ADVISORY

Fifth Third Private Bank delivers personal trust and fiduciary 

services which includes comprehensive trust and estate 

advice and administration. With dedicated resources to 

unique assets, charitable giving, trust administration, estate 

settlement and guardianships it works to preserve, protect 

and further its client’s desired legacy. 

Best Trust Services by a Private Bank

WINNER
GLOBAL

2021INNOVATION AWARDS

BEST TRUST SERVICES BY 
A PRIVATE BANK

FIFTH THIRD 
PRIVATE BANK
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Outstanding Wealth Management Service
by a Multi-family Office

UFG Wealth Management along with its resolute legal service 

team offers bespoke solutions to satisfy specific goals ranging 

from wealth transfer to an optimal structure for portfolio 

management. In delivering bespoke solutions, the family 

office has created several strategies, strengthened their low-

volatility fixed income management strategies, and delivered a 

full year performance in excess of benchmark indexes.

SERVICE EXCELLENCE 
AWARDS

UFG WEALTH 
MANAGEMENT

WINNER
GLOBAL

2021INNOVATION AWARDS

OUTSTANDING WEALTH MANAGEMENT 
SERVICE BY A MULTI-FAMILY OFFICE

BNP Paribas Wealth Management’s client experience program 

is based on co-creation with clients i.e. myWealth – a one-

stop for clients looking for wealth management products 

and services & by leveraging on start-ups & fintechs to 

deliver the best-in-class client experience. New services and 

functionalities were progressively launched across various 

markets, and the pandemic accelerated the use of the private 

bank’s core client digital solutions and offered clients a 

superior omnichannel experience. 

Best Private Bank for Client Experience

KASIKORNBANK PCL private banking arm strives to excel 

across all dimensions and seamlessly blend technology into 

its services.  By introducing a multichannel approach, the 

bank uses LINE application to update clients with financial 

information, foster deeper relationships and keep clients well-

informed about new trends in the economy and share valuable 

market insights.

WINNER
GLOBAL

2021INNOVATION AWARDS

BEST PRIVATE BANK 
FOR CLIENT EXPERIENCE

BNP PARIBAS 
WEALTH 

MANAGEMENT

KASIKORNBANK 
PCL.BEST PRIVATE BANK FOR 

CLIENT EXPERIENCE

GLOBAL

2021INNOVATION AWARDS
HIGHLY
ACCLAIMED
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Outstanding Marketing Campaign in the Pandemic

AfrAsia Bank Limited’s marketing campaign helped bring 

together a host of entrepreneurs, innovators to spread 

awareness and reflect the brand’s promise – Bank Different 

while introducing them to several new products and solutions 

in the wealth management and private banking space. The 

campaign was rolled out digitally and recorded over 750,000 

views on social media platforms.

MARKETING EXCELLENCE 
AWARD

AFRASIA 
BANK 

LIMITED

WINNER
GLOBAL

2021INNOVATION AWARDS

OUTSTANDING MARKETING 
CAMPAIGN IN THE PANDEMIC
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SERVICE PROVIDER 
INNOVATION AWARD

Quantifeed’s comprehensive solution enhances wealth 

management experience for both clients as well as advisors 

by offering a simpler, more personal, and engaging platform – 

QEngine. The highly customizable, flexible modular platform 

offers a choice of gateways configured for different users: 

end customers, who can enjoy offers a range of investment 

experiences to match varying needs, risk appetite, life goals or 

thematic investment interests; advisors; portfolio managers; 

and administrators. This platform has been successfully 

integrated with clients’ existing systems, and can be deployed 

on a cloud or enterprise basis.

Most Innovative Fintech Solution

QUANTIFEED

WINNER
GLOBAL

2021INNOVATION AWARDS

MOST INNOVATIVE FINTECH SOLUTION
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Best Private Bank - Digital Innovation

Deutsche Bank IPB Investments Tribe successfully completed 

the first rollout of a new digital portfolio management 

application. Started as a multi-year, multi-region rollout of a 

single global application, it is highly configurable and allows 

the bank to deliver capabilities based on requirements of 

each region portfolio and investment managers, thus bringing 

together a global vision, aligning and delivering exceptional 

client offerings.

STRATEGY & TECHNOLOGY 
AWARDS

Best Private Bank – A.I and Big Data

Dedicated to the client-first philosophy and embracing the 

innovative genetic, Standard Chartered Bank offers suitable 

and value-add solutions to advance the private banking 

products and services. The bank partnered with a leading 

technology company to innovate sustainable functions and 

enable AI-driven solutions.

DEUTSCHE 
BANK IPB 

INVESTMENTS 
TRIBE

WINNER
GLOBAL

2021INNOVATION AWARDS

BEST PRIVATE BANK - 
DIGITAL INNOVATION

STANDARD 
CHARTERED

WINNER
GLOBAL

2021INNOVATION AWARDS

BEST PRIVATE BANK – 
A.I AND BIG DATA

Maybank Private leveraged its group bank’s client base, 

developed a competitive business plan, and deployed its 

suite of products and services for its HNW & UHNW clients. 

Investing in state-of-the-art private banking technology 

solutions and leveraging its deep-rooted presence in the 

region, this bank client base has grown significantly. 

Outstanding Private Bank for Growth Strategy

MAYBANK 
PRIVATE

WINNER
GLOBAL

2021INNOVATION AWARDS

OUTSTANDING PRIVATE BANK 
FOR GROWTH STRATEGY
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STRATEGY & TECHNOLOGY 
AWARDS

Bank of Singapore’s integrated wealth management platform 

lays the foundation for achieving its digital strategy and 

enhancing client journeys to offer customer service excellence 

and quality product offerings, which rely on data driven 

behavioural insights. The strategic adoption of digital 

technologies to deliver client value is a key differentiator, thus 

providing a competitive edge.

Outstanding Wealth Management
Technology Implementation – Front End

WINNER
GLOBAL

2021INNOVATION AWARDS

OUTSTANDING WEALTH MANAGEMENT 
TECHNOLOGY IMPLEMENTATION – FRONT END

BANK OF 
SINGAPORE

Excellence in Client On-boarding

In its efforts to digitize the processes, Fifth Third Private Bank 

set to improve the client onboarding process, connecting 

the front, middle and back offices. The bank successfully 

rolled out its digital and paperless onboarding process and 

introduced an e-signature solution as part of the larger digital 

transformation plan. The initiative improved client experience 

and efficiencies for the business and reduced the on-boarding 

process from almost a month to just a few days – sometimes 

in 24 hours.

FIFTH THIRD 
PRIVATE BANK

WINNER
GLOBAL

2021INNOVATION AWARDS

EXCELLENCE IN CLIENT ON-BOARDING
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Leveraging on its network to achieve exponential growth, 

Maybank Private established a robust client referral 

framework by reaching out to the group bank’s existing 

business relationships and network. Over 90% of the existing 

private banking clients have come in via referrals and each 

client owns a significant number of cross products now.

 Most Innovative Business Model

Bank of Singapore’s integrated wealth management platform 

lays the foundation for achieving its digital strategy and 

enhancing client journeys to offer customer service excellence 

and quality product offerings, which rely on data driven 

behavioural insights. The strategic adoption of digital 

technologies to deliver client value is a key differentiator, thus 

providing a competitive edge.   

Outstanding Use of Technology
by a Private Bank

STRATEGY & TECHNOLOGY 
AWARDS

MAYBANK 
PRIVATE

WINNER
GLOBAL

2021INNOVATION AWARDS

MOST INNOVATIVE BUSINESS MODEL

WINNER
GLOBAL

2021INNOVATION AWARDS

OUTSTANDING USE OF 
TECHNOLOGY BY A PRIVATE BANK

BANK OF 
SINGAPORE
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Best Young Private Banker

With a focus on both onshore and offshore markets, this 

Jason Yue An of Maybank Private is responsible for serving 

high net worth clients. With a proven track record in advisory 

and client services, several of his prospects are usually 

referrals from existing clients.

PEOPLE
AWARDS

Critically Acclaimed Rising Star

Isaac Tan, Maybank Private brings with him over a decade of 

experience in banking and now leads a team whose key focus 

is to grow and serve the bank’s HNW and UHNW clients. In 

one year, his team’s revenue increased by almost 40%. 

RM of the Year - Private Bank

A fast learner, Wu Yu Lei of Maybank Private has a strong 

client base and experience spanning almost two decades in 

banking. In a relatively short span of time, this RM built a 

sizeable portfolio demonstrating 4x growth in AUM.

JASON 
YUE AN  

MAYBANK 
PRIVATE

WINNER
GLOBAL

2021INNOVATION AWARDS

BEST YOUNG PRIVATE BANKERS

ISAAC TAN   
MAYBANK 
PRIVATE

WINNER
GLOBAL

2021INNOVATION AWARDS

CRITICALLY ACCLAIMED RISING STAR

WU YULEI 
MAYBANK 
PRIVATE

WINNER
GLOBAL

2021INNOVATION AWARDS

RM OF THE YEAR - PRIVATE BANK
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PEOPLE
AWARDS

Diana Robinson of J.P. Morgan Private Bank helmed the 

bank during volatility in the markets brought forth by 

COVID, bringing together the most timely and appropriate 

investment solutions, as well as thought leadership in 

engaging with clients to achieve their long-term goals. She is 

also the sponsor for Sustainable Investment (SI) across the 

International Private Bank.

Female Private Banker of the Year – Asia Pacific

Under August Hatecke’s leadership, UBS Global Wealth 

Management’s arm in Singapore has emerged on par with 

it Hong Kong arm, contributing equally to new assets. 

The wealth management unit delivered a stellar financial 

performance in 2020 and recorded its best ever-quarterly 

performance in 2021.

 Private Banker of the Year – Asia Pacific

Female Private Banker of the Year – Middle East

An extremely dynamic professional,  Jamila Rangaswamy 

is recognized across the MENA region as an Oman market 

specialist. She has built long standing relationships across 

Oman’s Ultra High Net Worth Individuals, Pension Funds and 

Corporates. Her knowledge and experience in private banking 

products and solutions within the context of client suitability 

parameters has enabled her to grow and cater to distinct 

client needs.

JAMILA 
RANGASWAMY

NATIONAL 
BANK OF OMAN

GLOBAL

2021INNOVATION AWARDS

FEMALE PRIVATE BANKER OF THE YEAR 
- MIDDLE EAST

DIANA 
ROBINSON 

J.P. MORGAN 
PRIVATE BANK

WINNER
GLOBAL

2021INNOVATION AWARDS

FEMALE PRIVATE BANKER OF THE 
YEAR - APAC

AUGUST 
HATECKE

UBS GLOBAL 
WEALTH 

MANAGEMENT

GLOBAL

2021INNOVATION AWARDS

PRIVATE BANKER OF THE YEAR 
– ASIA PACIFIC
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Outstanding Wealth Management Offering
for Affluent Clients

Edelweiss Private Wealth achieved success by believing in the 

power of agility and consistently delivering an ever-evolving 

wealth management proposition. Catering to the needs of 

affluent in one of the fastest growing economies, the wealth 

manager counts new age entrepreneurs, business owners 

and promoters, CXOs among its clientele. In a fast-paced 

environment, Edelweiss relies on its people, proposition and 

platform to deliver seamless client service.

WEALTH MANAGEMENT
AWARDS

Best Bank for Priority Banking

In its bid to continuously enrich its products and services, 

BRI’s wealth management unit focused on improving 

customer journeys, profiled various client segments, and 

leverage their existing retail banking customer base. In the 

pandemic, they added over 13K new clients and achieved a 

remarkable 102% increase in deposit balance.

WINNER
GLOBAL

2021INNOVATION AWARDS

OUTSTANDING WEALTH MANAGEMENT 
OFFERING FOR HNWI CLIENTS

EDELWEISS 
PRIVATE 
WEALTH

BRI

WINNER
GLOBAL

2021INNOVATION AWARDS

BEST BANK FOR PRIORITY BANKING

National Bank of Oman’s wealth management and private 

banking proposition - Sadara offers a range of investment, 

insurance and brokerage services for its affluent and high net 

worth clients. By taking a distinctive approach to understand 

clients’ preferences, the bank has continued to expand 

and enhance its product offerings, in particular its digital 

capabilities.

NATIONAL BANK 
OF OMANOUTSTANDING WEALTH MANAGEMENT 

OFFERING FOR AFFLUENT CLIENTS

GLOBAL

2021INNOVATION AWARDS
HIGHLY
ACCLAIMED
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WEALTH MANAGEMENT
AWARDS

Taishin International Bank’s wealth management arm 

provides its customers access to various services such as 

“Professional Financial Advice”, “24 Hour service”, “Fast 

and Convenient Digital Platform” and “Multiple Offers 

and Exclusive Experience Activities” depending on their 

requirement. They also aim to create a diversified exclusive 

experience for customers and meet the needs of different 

generations.

Best Wealth Management for $250k – $500k AUM

Operating under the Universal banking Model, Maybank 

Premier provides a range of comprehensive services to meet 

the unique and selective needs of its clients. Understanding 

the needs of their clients, the bank offers credit solutions and 

wealth creation solutions and keeps clients well-informed and 

fully engaged via a multichannel approach.

 Best Wealth Management for $500k – $1.5million AUM

TAISHIN 
INTERNATIONAL 

BANK

WINNER
GLOBAL

2021INNOVATION AWARDS

BEST WEALTH MANAGEMENT FOR 
$250K – 500K AUM

MAYBANK 
PREMIER

WINNER
GLOBAL

2021INNOVATION AWARDS

BEST WEALTH MANAGEMENT FOR 
$500K – 1.5MILLION AUM

Best Wealth Management for $100k – 250k AUM

A preferred partner for the emerging affluent clients in 

south-east Asia, Maybank Privilege endeavours to offer 

a comprehensive suite of solutions – starting from basic 

products such as unit trusts, dual currency investments to 

more sophisticated ones. Understanding the needs of the 

emerging affluent clients, the bank keeps them well-informed 

and fully engaged via a multichannel approach.

MAYBANK 
PRIVILEGE

WINNER
GLOBAL

2021INNOVATION AWARDS

BEST WEALTH MANAGEMENT FOR 
$100K – 250K AUM
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Best use of Technology in Wealth Management 

Bank of America’s new Digital Wealth Overview (DWO), 

a 3-minute personalized, interactive and secure video 

experience for clients in the Merrill Lynch Investment 

Advisory Program, which shows their complete bank, 

brokerage and investment advisory accounts. DWO leverages 

existing proprietary technology and earned two additional 

patents related to the use of Erica®️, the bank’s virtual 

financial assistant, for narration. With DWO, advisors manage 

the process, selecting client/s and creating a video within 

moments, while clients may schedule an appointment with 

their advisor to discuss questions.

WEALTH MANAGEMENT
AWARDS

UFG Wealth Management along with its resolute legal service 

team offers bespoke solutions to satisfy specific goals ranging 

from wealth transfer to an optimal structure for portfolio 

management. In delivering bespoke solutions, the family 

office has created several strategies, helped clients preserve 

their wealth, served as trusted adviser thus managed to 

significantly increase client’s return on investment.

 Best Wealth Management for $1.5million – $5million AUM 

UFG WEALTH 
MANAGEMENT

WINNER
GLOBAL

2021INNOVATION AWARDS

BEST WEALTH MANAGEMENT FOR 
$1.5MILLION – 5MILLION AUM

BANK OF AMERICA 
FOR MERRILL 

DIGITAL WEALTH 
OVERVIEW

WINNER
GLOBAL

2021INNOVATION AWARDS

BEST USE OF TECHNOLOGY IN 
WEALTH MANAGEMENT
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WEALTH MANAGEMENT
AWARDS

Outstanding Client Experience
in Wealth Management

HSBC Bank Canada’s wealth proposition – Jade is a unique 

program for high-net-worth clients that provides a fully 

integrated service for day-to-day banking, wealth management 

and lifestyle needs. The proposition allowed the bank to foster 

deeper relationships, and seamlessly support clients’ needs 

with best in-class banking and investment solutions, multi 

touchpoint service, unparalleled global and local expertise, 

and exclusive privileges.

The SMART Wealth Management framework helped Standard 

Chartered Bank Malaysia Berhad gain a good understanding 

of what clients want by deploying several measures across 

their various channels. The bank’s holistic and comprehensive 

approach to wealth management coupled with their digital 

capabilities enabled continued business even during the 

lockdowns.

HSBC BANK 
CANADA

WINNER
GLOBAL

2021INNOVATION AWARDS

OUTSTANDING CLIENT EXPERIENCE 
IN WEALTH MANAGEMENT

STANDARD 
CHARTERED 

BANK MALAYSIA 
BERHAD

OUTSTANDING CLIENT EXPERIENCE IN 
WEALTH MANAGEMENT

GLOBAL

2021INNOVATION AWARDS
HIGHLY
ACCLAIMED

G L O B A L  P R I VAT E  B A N K E R  |  7 5



IIFL Wealth Management Ltd has a penchant for creating 

innovative financial products in a bid to anticipate clients’ 

requirements in the backdrop of the changing financial and 

investment landscape. From pioneering first-to-market funds 

to enhancing digital solutions, this wealth manager continues 

to gain market share and witnessed a significant increase in 

its AUM.

Most Innovative Wealth Management Service

Cynthia Quek of Maybank Premier has a proven record and 

has achieved outstanding sales year after year and was also 

one of the top three RMs at the bank. Equipped with strong 

fundamentals and aligned with her client’s goals, she achieved 

break-through sales revenue in the pandemic.

 Relationship Manager of the Year

IIFL WEALTH 
MANAGEMENT 

LTD

WINNER
GLOBAL

2021INNOVATION AWARDS

MOST INNOVATIVE WEALTH 
MANAGEMENT SERVICE

CYNTHIA QUEK 
MAYBANK 
PREMIER

WINNER
GLOBAL

2021INNOVATION AWARDS

RELATIONSHIP MANAGER OF THE YEAR

WEALTH MANAGEMENT
AWARDS
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Best Private Bank – Spain

BNP Paribas Wealth Management works closely with its 

clients to analyse their needs and personal objectives and 

develop a customized asset allocation strategy. The solutions 

range from simple financial advice, investment services and 

solutions, long-term wealth planning, among others. In line 

with this philosophy, the private bank achieved a 6.6% growth 

in AUM in 2020.

COUNTRY
AWARDS

Best Private Bank - Monaco

Société Générale Private Banking’s comprehensive capabilities 

and expertise enables it to cater to a niche clientele. Apart 

from providing a full suite of private and wealth management 

solutions, the bank carter’s to structured financing especially 

for real estate and yachts, advise on alternative investments 

and diversification solutions which include art & philanthropy. 

Société Générale Private Banking delivers value added 

expertise in wealth management and demonstrated the 

ability to offer multi-jurisdictional wealth planning solutions. 

The bank further gives access to a comprehensive range of 

international expertise: wealth planning, financing, investment 

solutions, portfolio management, art & philanthropy advisory 

based on a client’s requirement.

Best Private Bank - Luxembourg

BNP PARIBAS 
WEALTH 

MANAGEMENT 
SPAIN

WINNER
GLOBAL

2021INNOVATION AWARDS

BEST PRIVATE BANK - SPAIN

WINNER
GLOBAL

2021INNOVATION AWARDS

SOCIETE 
GENERALE 

PRIVATE 
BANKINGBEST PRIVATE BANK IN MONACO

WINNER
GLOBAL

2021INNOVATION AWARDS

SOCIETE 
GENERALE 

PRIVATE 
BANKINGBEST PRIVATE BANK IN LUXEMBOURG
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COUNTRY
AWARDS

BNP Paribas Bank Polska offers a comprehensive suite of 

services, in line with the clients’ financial goals and their 

level of involvement in managing their assets. The bank’s 

products and services include structured products, brokerage 

investment advisory service, treasury products apart from a 

one-stop-shop wealth management service. 

Best Private Bank – Poland

As the leading private bank in France, BNP Paribas Banque 

Privée delivers personalized solutions and services by 

blending it with fluid digital journeys. They successfully advise 

their clientele on financial and asset management - especially 

in restructuring, handing down or selling their business, 

leverage their digital capabilities to engage with customers 

on multiple channels and continuously innovate and enhance 

their products and services.

 Best Private Bank – France

Comprising a full range of traditional and alternative 

investment solutions coupled with comprehensive advice on 

all aspects of wealth management, Deutsche Bank TDI PB 

caters to an extensive clientele from entrepreneurs to UHNW 

individuals and families.

 Best Private Bank – Germany

BNP PARIBAS 
BANK POLSKA 

S.A.

WINNER
GLOBAL

2021INNOVATION AWARDS

BEST PRIVATE BANK - POLAND

WINNER
GLOBAL

2021INNOVATION AWARDS

BEST PRIVATE BANK - FRANCE

BNP PARIBAS 
BANQUE PRIVÉE

DEUTSCHE 
BANK TDI PB

WINNER
GLOBAL

2021INNOVATION AWARDS

BEST PRIVATE BANK - GERMANY
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Best Private Bank – UK

Kleinwort Hambros provides financial solutions to HNWIs 

and UHNWIs individuals, families, and their businesses as well 

as charities. This wealth manager offers relationship-driven 

service, unrivalled and comprehensive wealth solutions, and 

access to the resources, insights, and market outlook.

COUNTRY
AWARDS

Best Private Bank – UAE

As pioneers of digital transformation within the region, 

mashreq Private Bank is now a one-stop-shop for wealth 

management solutions. Apart from the regular solutions 

provided by investment specialists, clients also have access to 

FX and insurance specialist, model portfolios solutions, fixed 

maturity plans, and alternative structured solutions to name 

a few.

With a unique footprint spanning across the Middle East, BNP 

Paribas Wealth Management serves UHNW clients and Family 

Offices with institutional-caliber solutions via access to all the 

expertise in wealth management solutions, asset management, 

real estate advisory and insurance solutions. 

Best Private Bank - Middle East

WINNER
GLOBAL

2021INNOVATION AWARDS

KLEINWORT 
HAMBROS

BEST PRIVATE BANK - UK

mashreq

WINNER
GLOBAL

2021INNOVATION AWARDS

BEST PRIVATE BANK - UAE

WINNER
GLOBAL

2021INNOVATION AWARDS

BNP PARIBAS 
WEALTH 

MANAGEMENT
BEST PRIVATE BANK - MIDDLE EAST
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COUNTRY
AWARDS

AfrAsia Bank entrepreneurial mindset, market knowledge 

combined with cutting edge technology to drive innovation 

across it products and services for its high net worth clientele 

is what differentiates it from its competitors.

Best Private Bank - Mauritius

KASIKORNBANK’s unique approach to creating wealth for its 

clients via continued development of new products, services 

and advice combined with the aim to introduce clients new 

perspectives including sustainable investments has seen a 

13% growth in AUM in the last two years.

 Best Private Bank – Thailand

By creating exclusive and customized asset allocation 

solutions based on high net worth clients’ needs, Taipei 

Fubon Commercial Bank private banking arm offers a suite of 

solutions such as insurance, investment solutions, and trust 

services.

 Best Private Bank – Taiwan

AFRASIA BANK 
LIMITED

WINNER
GLOBAL

2021INNOVATION AWARDS

BEST PRIVATE BANK - MAURITIUS

KASIKORNBANK 
PCL.

WINNER
GLOBAL

2021INNOVATION AWARDS

BEST PRIVATE BANK - THAILAND

TAIPEI FUBON 
COMMERCIAL 
BANK CO., LTD.BEST PRIVATE BANK - TAIWAN

GLOBAL

2021INNOVATION AWARDS
HIGHLY
ACCLAIMED
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Best Private Bank – Philippines

In the ever-evolving world of wealth management, UnionBank 

Philippines seeks to unlock possibilities for its clients by 

empowering them with a suite of solutions and services 

to navigate their wealth goals. Through its Family Services 

Advisory, this private bank is committed to helping its clients 

achieve a smooth transition of wealth to the next generations. 

By localizing and pioneering sustainability in investments, and 

dramatically increasing its investment in digitalization of its 

services and operations, this private bank witnessed strong 

financial performance results. 

COUNTRY
AWARDS

J.P. Morgan Private Bank continues to focus on strengthening 

its presence in the region as well as deepening and 

broadening its client relationships by delivering the best-

in-class investment advice and client experience. The bank 

advises its clients on generational planning, family and 

business governance and through its Capital Advisory 

unit, offers bespoke solutions based on the client’s capital 

structure.

Best Private Bank – Hong Kong

UNION BANK 
OF THE 

PHILIPPINES

WINNER
GLOBAL

2021INNOVATION AWARDS

BEST PRIVATE BANK - PHILIPPINES

J.P. MORGAN 
PRIVATE BANK

WINNER
GLOBAL

2021INNOVATION AWARDS

BEST PRIVATE BANK - HONG KONG
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COUNTRY
AWARDS

J.P. Morgan Private Bank continues to focus on strengthening 

its presence in the region as well as deepening and 

broadening its client relationships by delivering the best-

in-class investment advice and client experience. The bank 

advises its clients on generational planning, family and 

business governance and through its Capital Advisory 

unit, offers bespoke solutions based on the client’s capital 

structure. 

Best Private Bank - APAC

With its “One Bank” approach to client wealth, BNP Paribas 

Wealth Management provides an unparallel product offering, 

bespoke solutions from sustainable finance to philanthropy, 

best-in-class advisory solutions & thought leadership with 

additional access to external research. This wealth manager 

delivered strong financial performance, with a record - net 

new cash increase by 18 times and 21% growth in FY 2020.
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Bank of America Private Bank has a celebrated heritage of 

serving HNW families, business owners and institutions. 

With more than 4,000 professionals, it offers a complete 

suite of wealth structuring, estate planning and philanthropic 

solutions, combined with sophisticated banking, lending 

and investment capabilities. Despite the pandemic, over the 

last 18 months the business has brought in 3,100 net new 

relationships. Prior to the pandemic, the business spent 

two years modernizing, helping it to deliver seamlessly for 

clients during this time. Today, 80% of clients actively use its 

digital capabilities, and adoption continues to accelerate as 

all generations embrace the ease and convenience of these 

channels.

 Best Private Bank - North America

 Best Private Bank – Overall

By far the most revered wealth manager in the world, UBS’ 

success year-after-after is characterised by its extensive 

regional penetration, growing client transactions and 

recurring revenue. In a year delineated by adversity and some 

parts of the world still recovering from it, UBS, continued 

to drive growth and success. The wealth manager is also a 

leader in the sustainable finance landscape having achieved its 

ambitious sustainable goal  a  year  ahead  of  schedule in 2020.
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Disclaimer: Please note that we do all we can to ensure accuracy and timeliness of the information presented herein but errors may still 
understandably occur in some cases. If you believe that a serious inaccuracy has been made, please email nirav@digitalbankeronline.
com. This report is provided for information purposes only. Global Private Banker and The Digital Banker accepts no responsibility 
whatsoever for any direct or indirect losses arising from the use of this report or its contents.
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