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Francois Monnet
Managing Director, Head of 
Private Banking Greater China
Credit Suisse Private Banking

What issues are at the top of the 
agenda for private banks today?
Watch Video

On the top of the private bank 
agenda, there are three things – I 
will keep it simple. First, you need 
to stay relevant with your clients; 
you run the risk of being obsolete 
if you don’t move with the way 
of engaging and consuming 
financial services. Second, that 
relevance has to do with content, 
and the quality of the advice. And 
advice is not just technology; it’s 
people, process and technology 
all bundled together to deliver 
synergetic value, and people will 
pay for orientation and advice. 
Third, you also need to stay, 
very much, capable of meeting 
the regulatory environment. 
So, ahead of that curve, ahead 
of the complexity that is driven 
by the regulatory environment 
is the place to be, which implies 
significant investment into 
automation. The world is too 
complex to be left to just the 
human being. You need to capture 
growth, and the sooner and the 
faster, the better.

Damien Mooney
Managing Director
BlackRock

How can you justify an expensive 
front office in the digital age?
Watch Video

This notion that the RM is the 
centre of the world, I think is 
something that the industry is 
going to have to move away from 
for two reasons. One is the cost of 

delivering personalised services, 
including so-called advice, are 
expensive, and they’re also very 
difficult to scale. So, in a world 
where the cost of serve will not 
go down so much, you’ll have to 
scale through technology. So the 
firms that are already looking to 
grow their business and attract 
more customers, they won’t be able 
to do that through person-power 
alone. They’re going to have to go 
beyond the RM and really think 
about reinventing their businesses 
and technology. Now, very easy to 
say and harder to do because of lots 
of internal tensions around that. 
I think, as we again discussed the 
panel, data is always a big inhibitor, 
and these big traditional firms have 
got legacy systems and legacy data 
arrays, which makes it very, very 
difficult to grow their business 
through technology. But I think 
that’s something that really needs 
attention in the coming years.

Digital transformation remains 
high on the agenda for financial 
institutions – but are we moving 
quickly enough?
Watch Video

Digital transformation, well, it’s 
a real buzzword, but I think if we 
are to just take a step back and 

we look at the traditional wealth 
and the industry, obviously 
it’s a general observation, but 
the vast majority of the leaders 
in this industry do not have 
strong digital or technology 
backgrounds, so they’re relying 
on, perhaps, committees or 
smaller groups within their firms 
to be, quote-on-quote, the part 
of the transformation. But really 
to embrace transformation, 
you need to have people who 
really understand the profound 
implications that technology is 
already having on the broader 
world. And it’s coming and has 
come to our industry.

Bassam Salem
Chief Executive Officer & Founder
Obuhi

How should Private Banks deliver 
advice in the digital age? 
Watch Video
 
Private banks have to embrace 
transparency, and show all the fees 
that they charge and explain all the 
fees that they charge. I think there 
is room to have a service where 
clients are not paying for advice 
and they just pay for execution. 
Clients have their own ideas and 
views and they just would like to 
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implement the views, and the cost 
would be low. And then there is 
another segment of the client base 
that require an advice. They need 
an advice. And the challenge is 
that those customers are unwilling 
to pay for that advice. And I think 
if the bank can show the value 
added of the advice, as they do 
in discretionary portfolios where 
they track the performance of 
the various portfolios that they 
manage, and then at the end of the 
year they sit down with the client 
and they show them what they did 
in terms of performance vis-a-vis 
the relevant benchmark, if they can 
demonstrate that the advice has 
value and if they can put a metrics 
around that performance, I think 
clients potentially would be willing 
to pay a price for that advice.

Accelerating change: how can 
you overcome the barriers to 
successful transformation?
Watch Video

I went to Harvard, I took a course 
in digital strategy, and what I 
learned, what I realised with 
viewing 15, 20 case studies on 
some of the largest companies 
that went through this digital 
transformation, is that it has to 

start from the top. The CEO has 
to embrace digital change, and 
there’s an impact. When you go 
digital, initially, your revenues go 
down, and it is scary, and it takes 
a while before the curb turns, 
and then the impact of the digital 
transformation starts to have an 
impact. So I would say the CEOs in 
the wealth management business 
tend to be, maybe, over 50, and 
their personal use of the digital 
tools that we have may be a little 
bit limited, and I think they should 
truly embrace the digital space, 
use social media, use data, use 
AI, and they will realise that the 
impact will be transformative to 
their business.

What were the highlights of your 
private banking career? Given 
the chance, would you do it all 
over again?
Watch Video

I did, I think, every job in the 
private banking industry. I was a 
trader, I was a research analyst, 
I was a portfolio manager, I 
was a product manager, I was a 
banker, I was a manager, and I 
ran Citi Private Bank in Asia. Yes, 
I would do it again. I mean, it is 
an extremely exciting industry. 

You meet smart people, both 
colleagues and clients. The 
industry is going through a phase 
of change, and that change opens 
doors of opportunities for bright, 
smart people, who would use 
their youth and their knowledge 
of social media and digital tools to 
transform the industry. So yes, I 
would do it all over again.

Is there a lack of young people 
interested in joining the industry?
Watch Video

I don’t think so. The experience that 
I have is people are interested in 
joining the industry. There are more 
people interested in joining than 
the slots that the banks have to fill. 
They are young, smart, ambitious, 
and over the years, many of the 
management trainees that we hired 
moved along to senior management 
position, and I think the industry 
remain very attractive, and I truly 
believe a lot of young people are 
interested in the industry and are 
interested in joining.

Why is data and feedback so 
important?
Watch Video

Banks have a massive amount of 
data, and I think because of the 
regulation in the many countries 
where they operate, they are 
extremely cautious in the way 
they use the data and where 
they send the data. But there is 
also a lack of appreciation of the 
value of the data that they have, 
specifically, the behavioural data 
that they have about their client. 
And whether to engage and get to 
know the data better, and learn 
how to emulate some of the social 
media use of that data, such as, if 
you bought that stock, you may be 
interested in that stock, clients like 
you invested in this kind of theme. 
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I think there is a lot of value that 
can be derived from the data 
that they have, but they need to 
discover the data that they have, 
and then they have to learn how to 
engage that data, how to play with 
it, and use it with their clients. I 
think we are far from there, in the 
private banking industry.

Henri Arslanian
FinTech & Crypto Leader, Asia
PwC

How are wealth managers 
looking at crypto assets and the 
blockchain?
Watch Video

I think the crypto and digital assets 
space right now is exactly what 
the alternative space was in the 
early 1990s. If you look back, how 
a lot of institutional investors and 
high net worths got into the hedge 
fund, venture capital, private 
equity world was by investing in 
such funds, and over the years the 
industry has grown tremendously 
over the last 10-, 20-years. I think 
the same thing may happen in the 

digital asset space, where a lot of 
high net worth individual may 
want exposure to Bitcoin, but he 
doesn’t necessarily know where 
to buy it. And I think crypto funds 
could be great opportunity for 
such individuals to actually wire 
fiat, and actually get exposure 
to sub-assets. And I believe 
for wealth managers and asset 
management firms, this is going 
to be great opportunity, not only 
to differentiate yourselves with 
your competitors, but also offering 
products to their clients in ways 
that they cannot easily access in 
other places.

Blockchain - what are the real 
applications and implications in 
financial services?
Watch Video

Well, I think blockchain 
technology brings a whole world 
of opportunities in the financial 
services space. For example, not 
only can we be able to actually 
put a lot of existing securities we 
have on a blockchain network and 
really simplify a lot of things like 

we have today, that happened in 
the post-trade world. For example, 
if you think about how much time 
it often takes right now to settle 
a trade, and the benefits we can 
get it with blockchain technology. 
However, where I think we’re 
going to have the biggest 
opportunity is when we come (to 
talk) about the tokenisation. For 
example, today, whenever it is 
a listed company, whenever we 
want to do a dividend payment, 
there’s X date, it’s difficult to 
understand who the shareholders 
are. With having security tokens, 
which is basically enabling these 
digital assets who are native on 
the blockchain, not only we know 
at all times who the shareholders 
are, but we can also do corporate 
actions and dividend payments 
literally at all times. And we 
can even move from an era of 
quarterly annual dividends to 
actually one that is daily, or even 
hourly, if we want to. And also is 
all the compliance requirements, 
I mean, this really enabled us to 
really optimise how we do things 
like KYC, AML on traceability or 
source of funds, and way more 
efficiently than we do today.

Vippy Wong
Partner
Quinlan & Associates

What’s the impact of artificial 
intelligence (AI) and big data 
analytics?
Watch Video

AI and analytics will all come 
down to a few things, right? What 
they essentially do is they enable 
the asset manager to use these 
new types of technology to make 
their processes more efficient, 
helps them reduce the costs of 
functioning and reduces the risk 
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banks as well, they’re sitting on 
an immense amount of data in 
different vertical silos that are not 
linked or interrelated, right? So 
how can they make better use of 
it? A few different angles, right? 
Obviously the first angle is that 
they need to standardise, cleanse, 
and aggregate the data in order to 
perform better analysis, and the 
second angle is out of all the data 
they have, where do they focus 
and prioritise? A lot of things we 
tell our clients is you have to first 
focus on the objective that you’re 
trying to do. What are you trying 
to do with this data? What is the 
business challenge and business 
problem you’re trying to solve? 
Once you have identified that 
problem, that objective, then you 
can kind of work backwards to 
identify what kind of analysis, 
what kind of algorithms do you 
need to parse the data? What 
kind of analysis do you need to 
do, right? You always have to first 
start with the business problem 
and the challenge, rather than 
starting with the overall kind of 
what can the data do for me? More 
the question is what do you need 
to solve, and how can you leverage 
data to do that?

Silvio Struebi
Partner
Simon-Kucher & Partners

Digital transformation remains 
high on the agenda for financial 
institutions – but are we moving 
quickly enough?
Watch Video

Yes and no. I think it’s very 
difficult for banks to really change 
their existing models because they 
have existing IT systems. All the 
legacy systems, to transform them 
overnight is simply not possible. 
They should move faster, but I 
think they do everything they can.

Do we focus on the technology 
without consideration of whether 
anyone wants to use it?
Watch Video

So you are addressing the needs 
here of clients at the end of the 
day. We do a global study where 
we try to find out how successful 
banks and all the other firms are 
with their innovation, and the 
results are actually shocking. So, 
70% of the innovations fail, and 
one of the major reasons is that the 

of errors, and also helps them 
understand their customer better. 
So, all of that comes down to one 
theory. When asset managers 
are able to reduce the cost of 
running the business, are able 
to understand their customers 
better and understand, based on 
the customer needs, customer 
preferences, customer demands, 
and any other data point related 
to the customer’s life, then that 
enables them to develop a better 
way of servicing that customer, 
create better products, and 
create a better experience. All 
the same time, the increased 
competition also reduces the cost 
for the user, as well. So, all of 
that comes down to one thing. I 
think that it leads to much better 
products and capabilities and 
user experience for the customer 
with not just one asset manager, 
but the various wealth and asset 
managers out there.

There’s a lot of data – how can you 
ask the right questions?
Watch Video

Most financial institutions, 
including asset and wealth 
managers, and also all the larger 
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clients are not properly involved 
in the innovation process, right? 
That firms come up with products 
that nobody wants, there are 
wrong features in there, or simply 
the price tag is either too low or 
too high. And that’s why adoption 
rates are pretty, pretty low in many 
cases. And that’s a pity.

Manish Prasad
CEO
Ignition Advice

Will this lead to more innovation 
and a better client experience?
Watch Video

Yes, is the short answer. The reason 
is technology’s a great enabler. It’s 
actually the building blocks to do 
different things. So, what we have 
now is the confluence of data and 
customer experience and the ability 
to access these services in many 
different ways. I think the next 
evolution that we’ll see is in voice 
and how voice plays a part in these 
voiceover technologies. So, we’ll no 
longer just be looking at our phones 
or talking to a human for support. 
This enables a whole different 
way of consuming experiences, 
engaging with experiences, 
and potentially redesigning our 
financial products because at the 
end of the day, a financial product 
isn’t what we’d want to buy, it’s 
actually just a means to satisfy 
what we’re trying to achieve. 
Whether that’s to protect our 
money, to buy a new asset, to 
save for our future, to grow our 
wealth or protect our families. It’s 
irrespective of the product.

Are traditional banks in denial?
Watch Video

Absolutely. Some of them are in 
denial. They’ve got their heads 
in the sand and they’re thinking 

that if they wait it out and they 
play the time game, that it’ll all 
go away. Others are being smart 
about it. They’re either looking to 
new firms, like ours, and trying 
to get involved in creating new 
innovation, or others are going 
around and just hoovering up new 
assets and new companies and 
using those as an ecosystem to 
start developing their bank or their 
proposition of the future.

Is there a silver bullet that will 
solve all the digital problems that 
wealth managers have?
Watch Video

It’s interesting. I spent a fair 
bit of time in Europe and was 
obviously based in Australia. So, 
what was really nice is when I 
see all the speakers that were up 
today speaking about the different 
challenges, be it in the retail 
banking space, in private wealth, 
or just in the market in general, 
the commonalities in terms of the 
issues that we’re facing around the 
world are the same, which means 
there’s actually a really great 
chance that we’re going to solve 
this problem. We’re not going 
to do it individually. It’s not one 
company that’s going to come out 
of the woodwork, and suddenly 
say, “Here’s the silver bullet”. I 
know a lot of banks are looking 
for that silver bullet, but the 
reality is, it’s going to be a group 
of large organisations, traditional 
banks that really care about their 
customers, traditional asset 
managers, and private banks that 
really care about their customers, 
and new start-ups, like ours, 
that actually look at the problem 
a totally different way and say, 
“Okay, this is how we want to be 
served, this is how we want to be 
engaged, and we’d like to help 
the industry to try and get there.” 
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So, I think the real opportunity is 
to take all the learnings that we 
have from companies that operate 
around the world, companies that 
look around the world, companies 
that research around the world, 
and bring those to consumers, 
because at the end of the day, most 
consumers are the same.

Hin Han Shum
Associate
Squire Patton Boggs

What are the regulatory and 
compliance challenges in 
Hong Kong?
Watch Video

One of the key challenges 
now relates to how the data is 
used, because with any new 
technological tools that are used 
in a business, there’s going to be a 
lot of data collected. For example, 
artificial intelligence relies on big 
data. Data bias might be a cause 
of liability and negligence, if there 
is incorrect advice given, or if 
there is inaccurate or un-updated 
information. So, this is negligence 
and liability on one part. There’s 
also data privacy regimes that we 
need to comply with. Hong Kong, 
we have the personal data privacy 
regime under the PDPO, Personal 
Data Protection Ordinance, but if 

we have EU clients, we also have 
to deal with the GDPR, which 
is the General Data Protection 
Regulations. Those were recently 
enforced last year, as of May, and 
their sanctions are far and wide. It’s 
cross territorial. If there’s a breach, 
it’s 4% of your annual turnover 
or EUR20 million, whichever 
is higher. So the sanctions will 
affect businesses, and for small 
businesses, it could cripple them. 
So it’s important to ensure that, at 
the onset, you try to set up privacy 
by design systems, have proper 
privacy impact assessments in 
place, and just ensure that all in 
all, there is compliance or a system 
that’s set up so that it mitigates the 
risk of any non-compliance.

Johanan Thomas
Performance Director, Wealth
Refinitiv

Can you give me some examples 
of how Refinitiv helps clients 
using data and AI?
Watch Video

Yeah, absolutely. So, I guess where 
certain financial institutions, the 
smaller ones for example, may 
not have a vast team of research 
analysts to look at every individual 
stock, every different asset class, 
and sort of publish research 

reports. What we do is, sort of, 
because of the access to a vast 
amount of company information, 
fundamental data, macroeconomic 
data, and price history that we 
have, we apply our machine 
learning algorithms to identify 
certain factors that are most 
predictive of future performance. 
What we do is score different asset 
classes, and securities based on 
these underlying factors. Using 
those scores on a simple sort of 
scale of 0 - 10, the 10 being the 
best performing stocks, are the 
ones that are most predictive of 
best future performance, we can 
simplify the research process that 
banks, our financial advisors, or 
independent financial advisors 
undertake where they don’t need 
to rely on a whole separate research 
team, do not need to spend time 
reading company reports, and 
balance sheets. All of that is done in 
an automated process, and the final 
output is sort of a simplified score 
for them to understand relative 
to other sort of securities in their 
portfolio, and how that specific 
security can perform.

How can AI and Data save money 
or drive revenue?
Watch Video

One of the panellists mentioned 
automation is one of the key 
aspects, and that sort of reduces 
the amount of time that someone 
does administrative work. I 
think from an RM’s or adviser’s 
perspective, they spend a lot 
of time in terms of search and 
discovery of customer information 
and market information. What 
AI and analytics can do is do the 
search and discovery for them 
and bring all the relevant insights 
front and centre, so that the 
RM can spend time on building 
that relationship and providing 
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and a technical technological 
team in Shanghai, helping us 
with the solution. We recently 
won an award at the Singapore 
FinTech festival. Actually 
the top one award, which is 
quite nice because it’s the first 
time a regulator is giving an 
award to a crypto-company 
that demonstrates that this is 
something that the future will see 
happening. So how do we help our 
customers? We help customers 
safe keep their digital assets, 
being cryptocurrencies, utility 
tokens, or securities tokens, 
for example, and we help them 
have access to what we call ‘The 
De-centralised Finance of Crypto-
lending, Staking, OTC Brokers, 
and Wealth Management’.

How are wealth managers 
looking at crypto assets and the 
blockchain?
Watch Video

We do see players like family 
offices, high net worth 
individuals, more and more 
interested in diversifying 
their investments in crypto or 
tokenised assets. So, we believe 
it’s the beginning only, and 

that it will only grow. So, part 
of our customers are high net 
worth individuals who have 
been trying, for example, to ask 
their traditional private banks 
to help them with those types of 
investments, and the traditional 
players are not ready to help 
them. So, the future will be a 
future of customers like that 
looking at crypto, and also private 
bank working with us to help 
them with crypto.

How do we safeguard digital 
assets like the security we get 
with traditional investment in 
shares and bonds? 
Watch Video

Well, the challenge with crypto 
assets is the fact that if you lose 
the password giving you access to 
those assets, called private keys, 
you lose your assets. So, it’s a game 
of cybersecurity and the right 
operational environment. So that’s 
what custodians are doing; they 
are building the right technological 
and operational environment to 
ensure that those assets are safe 
and insured, as well. And also 

personalised advice. That ensures 
that they spend more time on 
revenue generating opportunities, 
as opposed to administrative tasks.

From raw data to insights: how 
can banks make the leap?
Watch Video

Any firm that wants to use their 
data intelligently needs to first 
I guess, scan their data set and 
understand what data they have 
access to. Once you sort of map that 
out, you then need to sort of ensure 
that the different datasets are 
being housed in a single location 
where they can talk to each other. 
So currently a lot of institutions, 
financial institutions specifically, 
have data sitting in a lot of siloed 
platforms. Bringing that together 
is sort of the first step in terms of 
identifying valuable information. 
I think the second step is sort of 
where we come in, is developing 
a platform that can enable them 
to bring, to connect all those 
different systems that they have 
and extract the relevant client 
records and bring it into our data 
platform, which is already enabled 
with a lot of analytics capabilities, 
algorithms, machine learning, 
artificial intelligence, etc, and 
applying it to their data set.

Alexandre Kech
Chief Executive Officer &
Co-Founder
Onchain Custodian

Who is Onchain Custodian?
Watch Video

Onchain Custodian is a digital 
asset custody service based out of 
Singapore. We were born about a 
year and a half ago. We now have 
about 10 people in the operations 
and management team, the 
business development team, 
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what is important in this industry 
is about transparency. So, for asset 
managers, managing assets of 
others, being able to have the right 
reports and audited reports on 
those assets is important. That’s 
also the role of custodians.

Jay Sala
Partner, Financial 
Services, Advisory
EY

How should you decide what’s 
working? What KPIs should we use?
Watch Video

It’s important to really go back 
to, what I call first principles, or 
whatever your north star is going 
to be as an organisation, right? 
I would suggest that north star 
ought to be the client. I think 
that it’s important to define who 
the client really is and what we 
as an organisation are trying to 
deliver to that client. I think, once 
that’s clearly understood, then 
it’s easier to figure out, well, what 
should that experience look like 
and therefore how do we measure 
and manage that process? So, I 
would start off with a client as 
a north star. And I think that, in 
addition to the traditional business 
metrics related to things like 
client acquisition, gross sales, or 
net flows, or revenue generation, 
or even number of products per 
client, I think we can start to be 
thinking a little bit more about 
the kinds of outcomes that we’re 
achieving with clients. I think 
one step in that direction has 
been around measuring client 
satisfaction. So NPS, net promoter 
scores, are useful. I think it’s a 
little bit of a broad-brush tool, a 
bit of a blunt instrument, right? 
There’s been more attention to 
delivering outcomes, to gold 
space investing. I think that, over 

time, the firms that are going to 
be most effective are going to find 
a way to define what are those 
goals of the clients and how do 
we measure our effectiveness and 
actually helping those clients to 
achieve those goals, right? So, 
one example of that could be 
for example, retirement. Like a 
financial institution might help 
a client to determine what their 
retirement goals are going to be 
in terms of budget, timing, that 
sort of thing. I think that some of 
the metrics that an RM, or maybe 
a business, should have at its 
fingertip should be, how well are 
we helping the client achieve that? 
Ultimately, they’re making the 
decision about how much they 
save. There may be making choices 
about the products that they 
ultimately select. But we should 
have visibility as to where they are 
in that journey towards achieving 
those goals, because I think that 
impacts the kind of advice that we 
should be giving the clients along 
the way.

What’s the impact of artificial 
intelligence (AI) and big data 
analytics?
Watch Video

If you take a look at the long 
term or the potential end game, 

I think the impact of the greater 
use of data and AI is going to 
be very profound. I think that 
it’s important to go back to first 
principles about the wealth 
industry and what it’s meant 
to achieve because ultimately, 
wealth and asset management’s 
about enabling the client to 
achieve a particular financial 
outcome. Right? Whether it’s 
an institution, like an insurance 
company managing ALM, or 
a pension dealing with future 
pay-outs, a family thinking about 
retirement, so on and so forth, it’s 
all about outcomes. Right? I think 
what data and AI will allow us to 
do is to do many things. One is, 
from a customer perspective, it’s 
really to help firms to understand 
more specifically who their clients 
are. A lot of times firms use very 
broad-brush segmentation, like 
“We deal with individuals. We 
deal with high net worth. We have 
an ultra-net-worth client who’s 
age 50 in the following industry.” 
The reality is, you’re really have to 
getting towards what I would call 
a segment of one. That segment 
of one is important because what 
we hear from individuals, as 
well as institutions, is that they 
want to make sure that their 
financial advisors or institutions 
are really meeting their specific 

Strategy & Business      10

FEATURE ARTICLE 

https://hubbis.com/event/digital-wealth-asia-forum-2019-2019-11-28/profile/5dc0dccd99b25e2913d90ac9
https://hubbis.com/video/digital-wealth-asia-forum-2019-hk-exclusive-insights-jay-sala-2019-12-2
https://hubbis.com/video/digital-wealth-asia-forum-2019-hk-exclusive-insights-jay-sala-2-2019-12-2


needs, as opposed to the needs 
of a generic segment, right? So, 
I think the use of data, whether 
it’s looking at social networks, 
in taking a look at transactions 
in the institution, taking a look 
at macro developments in the 
industry, taking a look at what’s 
happening in investor markets, 
all about taking that information, 
that insight, to understand: what 
is the client, what are the relevant 
forces that are impacting on the 
outcomes that they want, and 
how should we be responding? 
So, I think that’s sort of one 
aspect. I think another aspect 
where data and AI will help us 
really around that transition from 
selling products, to solutions, and 
frankly helping clients to achieve 
outcomes. I think that’s really 
fundamental because when you 
speak to a client, and we do a lot 
of work around customer journeys 
for example, and the voice of 
the client, what they really want 
is help to achieve a particular 
outcome. I think that many firms 
are really stuck in the old model 
of really selling products, right? 
Somewhat monolithic, inflexible 
products. So I think data, and 
particularly as data and AI help 
us to think about the kinds of 
solutions and outcomes, and we 
start to change the architecture 
of our products and solutions 
deliver outcomes, I think that that 
allows firms to then really more 
closely target the actual needs 

and outcomes that the clients are 
trying to achieve. So, I think that’s 
going to be another fundamental 
impact of AI. I think a third thing 
is, if we think about what’s going 
to actually enable and underpin 
the delivery of target outcomes 
for clients, it’s really going to be 
about operations. Do you have 
the right kinds of operations, 
infrastructure, and processes? 
So that’s flexible, it’s nimble, it’s 
scalable, it’s delivering to the 
quality that the clients want, 
24/7, multichannel, all that stuff, 
right? So, I think that automation 
and AI is really going to help to 
streamline a lot of the backend 
that takes place in a lot of these 
organisations, right? I think if 
you put all that stuff together, 
where you have the digitisation, 
where you have the analytics, 
where you’ve got the deeper 
understanding of the clients, 
you’ve got the architecture and 
the means to try to deliver on 
outcomes, and you’ve got the 
operations infrastructure to 
deliver that in a seamless way. I 
think that the glue that will really 
bind all that stuff together is going 
to be analytics, because that’ll 
be a means to sort of capture 
information. Then it’s about 
having the analytics to then figure 
out how do we deliver the right 
information at the right point in 
time, right, to the client or to the 
advisor if you have a person in the 
loop assisting the client?
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Bernard Lee
Founder & CEO
HedgeSPA

What are the opportunities and 
challenges that MFOs will face in 
the next 5 years?
Watch Video

In the past, what we tend to see 
is that these family offices would 
rely on one or two major private 
banks to give them access to, what I 
would call, a tier one infrastructure. 
That usually comes with a price, 
meaning that they have to send a 
certain number of trades to these 
private banks. Typically, like for 
instance if we are talking about 
the typical American, top names, 
they charge a lot more in terms of 
commission than the other guys. 
So, one of the opportunities that 
we see is that a lot of these guys 
are looking at (this and saying), 
“Hey, that doesn’t make any sense.” 
So why not just have our own 
platform, if I can get the similarly 
institutional quality platform, but 
then I would round the trades to 
whoever I want, right? I think along 
with that, probably within the next 
five years, what some of these guys 
are looking for is that when they get 
a solution like ours, they still have 
to, pretty much, hire an entire team 
of back office people to process a 
trade. So one of the opportunities 
that we see is that some of these 
guys are really keen to say, “Hey, 
if you’re sending me most of these 
instructions anyway, if I approve 

them or if I just review them and 
pick and choose what I want to 
approve, right? Why not just have 
a way to do the execution, just so 
that we keep the process a little 
bit simpler?” And most of these 
guys believe that there should be 
some savings involved because if 
we do this for one family office, 
that’s obviously costly. If we do it 
for multiple family office, just like a 
multi-family office, the cost should 
come down significantly.

Financial modelling, portfolio 
management and asset allocation: 
What’s the role of AI in the future?
Watch Video

The primary role are two things. 
One is that automation can 
help cut some of the costs, or at 
least when customers want to 
customise, they don’t necessarily 
have to scale up the headcount. 
Then two, data and analytics 
can help improve performance. 
Generally, what that would mean 
is that you’re going to probably, 
what you see with the wealth 
management world, is that you’re 
going to have what we call the 
have and the have-nots. People 
that have technology, their costs 
go down and their performance 
go up. Then on the other side, 
they may face challenges just to 
stay in business simply because 
they may not be able to charge 
the kind of fees that they’re 
charging right now. 

Strategy & Business      12

FEATURE ARTICLE 

https://hubbis.com/event/digital-wealth-asia-forum-2019-2019-11-28/profile/5d882a7799b25e546f2f69b4
https://hubbis.com/video/digital-wealth-asia-forum-2019-hk-exclusive-insights-bernard-lee-2019-12-2
https://hubbis.com/video/digital-wealth-asia-forum-2019-hk-exclusive-insights-bernard-lee-2-2019-12-2

