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At the Indian Wealth Management Forum 2018 in India on August 
30th, we interviewed 

leading industry experts. Want to know what you missed - 
click here to view the highlights.

You can also read the transcripts in this document - and click on 
the name of the person to view their individual comments.
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Satheesh Krishnamurthy
Axis Bank

We are just talking about the dy-
namism that the wealth manage-
ment industry is going through in 
India.  I think over the last 20 years, 
perhaps we are in the most exciting 
phase as far as the wealth manage-
ment industry goes.  You look at the 
AUM growth, for the top 20 players 
in India, and we are growing at 63%, 
and this compares with about 22% 
for the top 20 players in China.  So, 
it just tells you that India is abuzz 
with opportunities in wealth man-
agement and completely non-exis-
tent categories frankly from a scale 
standpoint, whether it is alternate 
assets, portfolio management ser-
vices have really made a massive 
inroad in the overall asset map for 
the wealthy Indians today.  What’s 
also happening is India’s love for real 
estate and gold is slowly but surely 
shifting towards financial assets.  So, 
all in all, I think it is perhaps the most 
exciting times in our lives as wealth 
managers in India today.

Nitin Singh
Standard Chartered Bank

I would say that the Indian wealth 
management industry is going 
through a very exciting phase.  For 
us, for example, in Standard Char-
tered we have been one of the fastest 
growing markets globally in wealth 
management over the course of the 
last two years and the kind of growth 
that we are seeing across segment, 
be it in our affluent segment, our 
emerging affluent segment, it is 
phenomenal and I think that’s all on 
the back of the sustained growth 
that the wealth management indus-
try is seeing in India.  Really it has 
been a paradigm shift in terms of 
both understanding as well as the 
kind of focus that customers now 
have in investing in financial assets 

and all of us over here stand to reap 
benefits from this paradigm change 
that’s happening.

Abhijit Bhave
Karvy Private Wealth

I think everything today is posi-
tive.  As our prime minister had said, 
‘acche din aane wale hain’, [good 
days are coming], acche din [good 
days] have come, and I think sky is 
the limit.  I think we have just 
touched the tip of the iceberg and 
much more is yet to happen.  We 
have got many more HNIs being 
created, many more ultra HNIs being 
created, a lot of wealth coming back 
into India, NRI investing more into 
Indian equity markets.  Equity 
market zooming up every day.  So I 
am very excited.  I think wealth 

management is the space to be 
because investors will make a lot of 
money.  If investors make a lot of 
money Michael and I will make a lot 
of money.

Sandeep Jethwani
IIFL Wealth Management

Congratulations to Hubbis for 
setting up such an exciting platform 
for Indian wealth management.  I 
think it is a great time to be in this 
industry.  There is tremendous 
growth that is happening across 
India and all of us are as participants 
very excited by what’s happening.  
It is also very interesting how the 
platforms and the proposition is 
shaping across the country, how 
every one of us is moving away from 
distribution into advisory, discre-
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tionary assets, and that for me I think 
is an exciting opportunity.  Con-
gratulations again to Hubbis and we 
look forward to staying engaged.

Feroze Azeez
Anand Rathi Private Wealth 
Management

Indian wealth management in-
dustry is a fast-growing business 
because the wealth in the roots of 
India is increasing.  It is about devel-
opment of this industry talent, point 
one.  Point two, proposition to be 
delivered to clients.  Third is consis-
tency of delivery both on the plat-
form and the execution talent.  I 
think to capture this massive growth 
which is there in the economy which 
translates into the wealth manage-
ment industry, organisations have 
to be very agile and I think a platform 
like this definitely helps us learn 
from each other, I think it is a won-
derful thing.

Atul Singh
WGC Wealth

India wealth management indus-
try is in an exciting phase.  Across 
the pyramid, at the top end there is 
wealth creation which continues to 
be rampant, people are building busi-
nesses, selling businesses, hitting 
liquidity events, IPO cycle is at a 
vibrant pace, and at the middle and 
the bottom end the financialisaton 
of savings is driving the need for 
advice.  Now we felt that there was 
with a lot of foreign firms vacating 
the space there was need for a new 
and vibrant wealth management 
firm that really takes a very advi-
sory led approach and applies a lot 
of new developments in the indus-
try, for example, digital.  We all talk 
about the lack of capability of RMs.  
Now digital is a phenomenal tool to 
actually supplement the capability 
of RMs and deliver a consistent 
advice to clients.  We also talk about 

investments too much in fact in the 
wealth management industry and I 
think there is a need to actually think 
about financial life of the client 
across the lending needs they have, 
the protection needs as well as the 
investment needs, solving some of 
the financial life and improving the 
financial health.  That’s where we 
are sort of structured our firm at on 
those pillars.

Anupam Guha
ICICI Securities

I think from a demand perspective 
you can see the numbers and there 
is enough and more that’s been 
written about the industry, there is 
opportunity all around and I think 
as private bankers and as a private 
wealth outfit, I think all of us are 
trying to figure out in terms of devis-
ing strategy how do you really 
capture the big pie that we have.  I 
think for us as ICICI Securities one 
of the key things that is coming out 
is that how do you really kind of take 
care of the supply side, wherein I 
essentially mean is that how do you 
really train the bankers.  As the 
wealth management industry is 
evolving what is coming out is that 
the needs of the clients are changing 
and with the changing needs how is 
it that we are really kind of grooming 
our people to take care of the clients’ 
need.  I think one other thing that 
we are spending a lot of time today 
is essentially on the digital side.  As 
what we have spoken earlier as well, 
in the tier II and tier III cities where 
there is wealth but there is no talent 
really to kind of cater to the world 
class services that we are seeing 
probably in a place like Mumbai or 
Delhi, how do you really provide 
those services.  I think as a firm what 
we are doing is strengthening the 
proposition and then through the 
digital mode we are trying to see how 
we can serve those clients in a seam-
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less manner.  Clearly those are the 
priorities that we have at this point 
of time.

Anshu Kapoor
Edelweiss Global Wealth 
Management

Obviously wealth management 
industry is doing very well.  There 
is a huge amount of opportunity 
ahead of us, but as I keep saying, 
developing talent, focusing on your 
clients and creating a differentiated 
proposition are the key to success.  
Whatever it may take, and to wrap 
it up with a technology platform 
that allows a seamless delivery and 
what we call the minimum value 
proposition to each client, so that 
the client is not only facing the fi-
nancial advisor but the client is 
facing the organisation.  There is 
standardisation, there is processisa-
tion, and minimum value proposi-
tion gets delivered to the client.

Sandeep Lalwani
Miles Software Solutions

Digital and data I think they go 
hand in hand.  We have got lots of 
data, 44 zettabytes by 2020.  
Zettabyte being a trillion gigabytes.  
And not more than 1% of it is being 
mined or analysed.  Wealth manage-
ment lives on analysis.  We need to 
improve that.  So as a technology 
provider we are focused on that and 
bring that to our customers and 
that’s going to make a big difference 
to profitability.  Estimates are if 
retail as a business can improve 
margins by 50% then we have got 
more than enough to be able to 
improve margins in the asset man-
agement industry.

Atinkumar Saha
Deutsche Bank Wealth 
Management

I think the best part in this par-
ticular industry is that it is a growing 

industry.  India, especially as far as 
Indian growth is concerned, India is 
growing at a very fast rate.  There are 
lot of players who are jumping in to 
encash this opportunity.  India is 
opening up.  It throws in opportuni-
ties which are cross border.  India is 
building up as you see as people make 
more and more money they are ready 
to invest back into India and is the 
confluence of events that are hap-
pening across the world today and 
because there are sweet spots in dif-
ferent parts of the world, I think 
things are turning around good for 
the entire horizon and especially in 
India.  India is going to get the benefit 
of it.  You will see India investment 
on the private banking side growing 
by various players, even the foreign 
bank players.  Like you see Deutsche 
Bank today, after almost a span of 
three or four years, has come back 
and started recruiting in India again.  
We will increase our strengths here.  
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I think the better times are still to 
come.  We will have to see there is 
sanity which remains in this industry.  
In terms of employment, in terms of 
the revenue generation, in terms of 
not going bursal.

Vidhu Shekhar
CFA

It is great to be here at the Hubbis 
conference and it is very interesting 
to see the discussion about talent 
and the evolution of the wealth pro-
fession itself because we like the fact 
that all the big companies are focus-
ing on how they grow talent, how 
they find new talent and so on and 
for CFA Institute with our focus on 
the credential and the professional 
ethics of the profession this is a very 
good conversation to be part of.

Vinita Iyer
IIFL Wealth Management:  

Wealth structuring solutions is all 
about giving families the right advice 
on how they should be holding 
wealth.  This is not something that 
used to occur to families long back, 
but now people are thinking very 
seriously about how they should be 
holding wealth given that there are 
severe tax consequences or leakages 
of wealth.  Succession planning still 
doesn’t seem to be the top of mind 
discussion point for families but 
definitely saving on the wealth 

seems to be the topic that gets the 
families going in terms of wealth 
structuring.  It is a very important 
thing nevertheless even from a suc-
cession point of view because if you 
do not plan it could lead to a lot of 
unpleasant situations within the 
families leaving the families a little 
disgruntled about the way things 
went on.  Wealth structuring can 
help families in keeping everything 
together in a more seamless fashion.

Philip Story
Investor’s Trust

India obviously had massive 
growth in wealth management over 
the last 10 to 15 years.  There is huge 
opportunity for offshore providers 
to come over and help work with 
them delivering fantastic offshore 
products, tax efficiency, and 21st 
century technology solutions and 
products that maybe aren’t available 
in the local market.  We have had 
some great growth in the last few 
years here and we are obviously 
looking for more.  Today has been a 
great opportunity to meet a lot of 
new people and fantastic opportu-
nity.  Thank you very much.

Amrita Farmahan
Avendus Wealth Management

It is good to be here at the Indian 
Wealth Management Forum.  It is 
an exciting time for our industry 

across all stakeholders, for the in-
dustry, for investors.  There is a lot 
happening.  The India GDP growth 
is creating a lot of wealth, the rich 
are getting richer and the number 
of people entering this pyramid is 
also increasing.  The next decade 
looks to be very promising.  All of 
us in the industry really have to up 
our game in getting the right prod-
ucts, getting the right solutions and 
advice, and these kinds of forums 
are fairly helpful to get your 
thoughts together.  So, it has been 
good being here.  Thank you.

Bijal Ajinkya
Khaitan & Co

We have seen a lot of families now 
consider varied approaches towards 
asset protection, succession plan-
ning, as well as inheritance tax plan-
ning.  What we really feel is that in 
families, especially in business units 
which are in, let’s assume the insol-
vency regime, a lot of them are 
looking and considering asset protec-
tion structures, we are seeing on the 
personal front families being much 
more open about creating structures, 
engaging their younger generations 
to create succession structures, 
talking to the family about even 
special relationships which they may 
have which we have seen a big change 
in the way Indian families really 
operate.  I would definitely say that 
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conferences such as this definitely 
add a lot of value because it really 
opens up a family office mindset, it 
gets advisors into a room and it really 
gives a common forum where you 
can actually express your views.

Deepali Naair
IIFL Investment Managers

In the space of wealth manage-
ment I think the customer experience 
journey is changing considerably.  
The customer of course is very busy, 
we all know that, and therefore there 
is a need to reinvent his experience 
with us.  So, gone are the days when 
you could just do an app and just do 
a website and be happy about it.  We 
have done something very interest-
ing, it is a world first, we have got a 
video account statement that we have 
launched for our clients and the en-
gagement rates are very high, the 
open rates are almost 100%.  What is 
the world’s first that we have done 
there is that we have actually put a 
WhatsApp and a phone call PIN over 
there, so they could call their own 
RM directly by clicking on to that 
video statement while it is playing at 
any point of time on their phones. 
We have noticed that the usage is 
mostly on the mobile phone.

Salil Thanawala
Edelweiss Global Wealth Manage-
ment

The family office business in 
India is kind of a very upcoming and 
buzzword which is there.  We at 
Edelweiss are having a dedicated 
desk setup the family office busi-
ness in India because the audience, 
the strata of society that we deal 
with requires a holistic platform 
which is catering to pretty much the 
360-degree needs.  The biggest asset 
of a promoter is the operating busi-
ness that they have.  If you cannot 
advice and help them in a holistic 
manner which focuses on that, I 

think the entire private banking 
platform actually becomes a little 
bit redundant for them.  We are 
trying to focus in a holistic way to 
reach out to them, address their 
problems and then help them on 
areas which is outside that business 
as well to bring in sustainability to 
the family and as a separate organ-
isation and team who is running this 
we continuously start thinking of 
problems which they have been 
facing and come up with bespoke 
solutions to try and address them.

Aniruddha Chatterjee
Thomson Reuters

We listened to most of the panel-
lists today and almost everybody 
mentioned that talent is a huge gap 
in the industry today that we have.  
It is quite natural that the industry 
would take time.  It can be five years, 
six years, seven years to bridge the 
gap.  So, the question is what to do 
in the short term, is there a way that 
we can bridge the gap in the near 
term.  I do believe that digital can 
actually help us bridge the particular 
gap.  The way that we would look at 
it, there are two spectrums of it, one, 
at the one end of the spectrum there 
are self-directed investors and we 
need to provide them a user interface 
that can streamline the workflow for 
them that can provide better user 
experience and on the other end of 
the spectrum there will be some tools 
and techniques that we can provide 
to empower the advisor.  So, I think 
Thomson Reuters is a very aggressive 
player in this particular market, we 
are not only providing data, content 
to our partner companies to build 
wealth management solutions but 
we are also core innovating solutions 
with our customers that are actually 
truly changing the life of the advi-
sors.  The challenge today is that how 
can we simplify the life of the advi-
sors, how can we take some of the 
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cognitive loads away from them and 
we bring in AI, machine learning, 
some of the innovative technologies 
in the entire delivery mechanism and 
there are various proof of concept 
that we have been working out with.  
There is a recent survey that we have 
done that also highlights some of the 
ask from the industry and clearly 
industry is asking us to help them 
provide much more cleaner data that 
they can embed into the decision-
making solutions.

Sharad Singh
Valuefy

The wealth management industry 
is facing challenges from multiple 
fronts.  If you look at the customer, 
the customer gets the uber experi-
ence on each and every avenue, each 
and every sector he interacts with. 
So he books a cab, he orders the food, 
he books his travel and everything.  
But the financial services industry 
hasn’t really catched up over there.  
So that is one impact of technology 
where wealth management compa-
nies are trying to give customer that 
uber experience.  The second thing 
the impact around regulations and 
the external market competition 
forces.  There is a pressure on pricing, 
there is a pressure on the fees that 
is being charged which means that 
wealth management companies have 
to become much more efficient in 
conducting business where technol-
ogy has to make an impact.  Thirdly, 
we see that customers who are 
coming into the foray, burgeoning 
middle class which is transforming 
into high net worth individuals in-
creasing by the day.  To cater to that 
increasing segment of customers you 
need your RMs to be smart, you need 
your RMs to be able to deliver the 
right kind of advice at each and every 
moment of truth with that custom-
er and that is possible when you use 
all the data sciences tools and tech-
niques to enable your RM to be smart 

always and the quality of RMs to be 
same across each interactions across 
each RMs. So, from various points 
of view there is a technology digital 
which is enabling the wealth man-
agement business to grow and would 
be imperative for them to thrive in 
this world.

Prateek Pant
Sanctum Wealth Management

This year has been a very chal-
lenging year for the markets, while 
on one side you are seeing new highs 
being hit every day but at the same 
time the clients are not necessarily 
seeing that in their portfolios.  It has 
been primarily a lot of select set of 
Nifty stocks, nine stocks which have 
really concentrated returns, but the 
breadth of the market has been more 
or less flat or negative.  What we are 
really advising clients is just keep 
holding to their positions, the mac-
roeconomic story continues to be 
good.  Of course, we are heading into 
election year, so there is going to be 
a little bit of volatility around it.  
Later in the year we will see how we 
want to rebalance some of these 
portfolios. On the other asset classes, 
real estate continues to be challeng-
ing, specifically on the residential 
side, but great opportunities within 

commercial, warehousing, and some 
of the other yield producing assets.  
We are really looking forward and 
anticipating the first REITs launch 
in India.  That’s going to be one excit-
ing space to watch out for.

Rajesh Kothari
AlfAccurate Advisors

I think wealth management is a 
wonderful thing because in India if 
you look at the total household 
savings particularly in financial side 
it is still hovering between 6% to 8% 
and within equity which is the best 
asset class is just probably less than 
1%, so I think wealth management 
is a huge opportunity and it is very 
very important and as Indian inves-
tors’ disposable income and invest-
ment levels are increasing they are 
also able to understand the com-
plexities of the wealth management 
and therefore I think it is very im-
portant because it needs to be tai-
lored approach, it cannot be one fit 
for all.  So, yes, it is important and 
of course then within that how do 
you reduce your risk of your wealth 
which you have generated over last 
so many years, that is another very 
important thing.  I think Hubbis is 
doing a great job and wish you all 
the best. 
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