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Abhijit Bhave
Chief Executive Officer
Karvy Private Wealth

What can you do to improve your 
value proposition?
Watch Video

What we have defined in 
value preparation is all about 
client experience. One critical 
component of the client 
experience is the touch point, 
which is our wealth manager. 
So, we are working very hard on 
making our wealth managers 
improve every day, and we are 
investing a lot in training. So, 
for example, our target is 100 
hours, per item for the entire 
year. I’m very happy to share 
that from 1st April, this financial 
year, they’ve already crossed 32 
hours. Now, the training is based 
on a concept called “KASH box,” 
with a K. K for knowledge, A for 
attitude, S for skills, and H for 
habits. The other thing is (that) 
we have defined our vision, our 
mission as helping people achieve 
their life’s dreams and goals; we 
defined our core values as IPOD: 
integrity, positivity, ownership, 
and dependability. As long as we 

get people who share our mission, 
who share our values and take 
it up to the right set of clients, 
I believe that we’ll be able to 
achieve what we want to achieve 
for our clients, not for us.

Satheesh Krishnamurthy
Executive Vice President & 
Business Head 
- Affluent & NRI
Axis Bank

What does the current revenue 
mix of wealth managers in India 
look like? How is it changing?
Watch Video

If you look at the wealth 
management industry’s revenue 
pie: about five years ago, largely, 
the source of revenue was from 
mutual fund distribution. If you 
look at it today, there is a big 
shift from the distribution of 
just mutual funds, to products 
like portfolio management 
services and AIFs. That’s on the 
distribution of products. The 
second big revenue pool (in which) 
we are seeing action is on leverage 
solutions, where you provide 
leverage. For example, if you have 
a deposit with a bank, you can 

leverage against the deposit X 
times and provide higher alpha to 
customers. So clearly there is a big 
shift from just purely distribution 
of mutual funds as an income 
stream, to developing PMS and 
AIF as a new stream, and leverage 
products as a new stream.

Anupam Guha 
Head of Private Wealth 
Management & Equity 
Advisory Group
ICICI Securities

What do you need from your 
investment platform? How is 
that changing?
Watch Video

So, from a platform perspective, I 
think, when I talk about platform, 
it’s about how do we communicate 
and ensure seamless execution (is) 
offered (or) propositioned to our 
clients, right? So, when I’m talking 
about platform, it’s just not about 
an execution platform, it’s also 
about the oral proposition. What 
can we add to the proposition? 
How do we connect with the 
customers? So, in that, if I were to 
break it down, the first step would 
be do we really understand our 

3      Strategy & Business

VIDEO INSIGHTS - INDIAN WEALTH MANAGEMENT FORUM 2019

https://hubbis.com/event/indian-wealth-management-forum-2019-2019-8-22/profile/57296282bee7820b778b5ac1
https://www.hubbis.com/video/indian-wealth-management-forum-2019-exclusive-insights-abhijit-bhave-2019-8-27
https://hubbis.com/event/indian-wealth-management-forum-2019-2019-8-22/profile/572961a2bee782bd768b53a9
https://www.hubbis.com/video/indian-wealth-management-forum-2019-exclusive-insights-satheesh-krishnamurthy-2019-8-27
https://hubbis.com/event/indian-wealth-management-forum-2019-2019-8-22/profile/57296268bee7820b778b5167
https://www.hubbis.com/video/indian-wealth-management-forum-2019-exclusive-insights-anupam-guha-2019-8-27


clients? So, is the platform robust 
enough or intelligent enough to 
really understand the customers 
from their risk profile, from their 
goals that they are seeking, from 
the liquidity requirement, and from 
their objectives on investment? 
So that is one part of it. Once 
you have that, then, essentially, 
it’s all about asset allocation. 
Within that asset allocation, 
how are we recommending the 
customer’s funds that we think 
will outperform, and meet the 
objectives of our clients, depending 
on their risk return parameters?

Kailash Kulkarni
Chief Executive 
– Investment Management
L&T Mutual Fund

Does anyone take learning and 
competency seriously in India?
Watch Video

Learning and competency is 
something which we, earlier, 
had not paid too much attention 

to in India. However, given the 
changing times, the availability of 
information which clients have, 
on the internet or through other 
competitors, it’s now becoming all 
the more important to take learning 
and development very seriously, 
not just in the product that you sell, 
but also in the macro environment. 
So, you need to know about much 
more when you’re dealing with 
customers and clients. Whereas, 
clients are getting educated at a 
much faster pace than what they 
were before. So, yes, it needs to be 
taken far more seriously than (it 
has been) taken it in the past.

G Pradeepkumar
Chief Executive Officer
Union Asset Management

What are the trends in 
investment patterns for HNIs?
Watch Video

The wealthy Indians, particularly 
the high net worth individuals, 
have been increasingly investing 

in mutual funds, and that’s a 
trend we have seen over the 
last 10 years. A lot of their new 
money is also going into equities 
compared to the fixed income or 
the other asset classes. So, more 
equity money and more mutual 
funds, and they’re also investing 
more into the PMS segment, 
portfolio management services. 
So, I think it augurs well for the 
asset management industry that 
the wealthy people, the HNIs, are 
increasingly investing with mutual 
funds and PMS.

Is there a visible change in 
client’s preferences between 
equity and debt?
Watch Video

What we are seeing is that, 
increasingly, the HNIs are 
investing in equity compared to 
debt. But at the same time, the 
holding period for debt has gone 
up. Earlier, people used to hold 
it for relatively short periods, 
you know, one to two years. And 
now, because of the change in tax 
regulations, people are tending 
to hold it, fixed income, for(a) 
minimum three years to get the 
long-term capital gains tax benefit. 
So that is a visibility change, but 
the bulk of the money’s still going 
into equity.

Lakshmi Iyer
Chief Investment Officer (Debt) 
& Head Products
Kotak Mahindra 
Asset Management

How do we attract more women 
into this business?
Watch Video

The biggest mental block for 
women to be part of financial 
services is (that) they think it is a 
male dominated area. They think 
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it is too complicated, it’s like a 
web maze and they will not be 
able to make it through it. So, I 
think what we require, what is the 
need of the hour, is, I would say, 
pro-women policies. There is a lot 
of lip service, which most of the 
industry people rarely talk about, 
but how many people actually 
walk the talk is very, very critical. 
So, I think (what is needed is) a lot 
of women-friendly policies, being 
more agile, being more sensitive, 
I think. And a lot of case studies 
being put forward to women to tell 
them “look, it’s not impossible. It’s 
really doable.” So, I think that is 
the need of the hour right now.

Neha Pathak
Senior Group Vice President, 
Head of Trust & Estate Planning
Motilal Oswal Private 
Wealth Management

What are the biggest trends in 
wealth structuring and 
planning today?
Watch Video

The biggest trend in wealth 
succession planning or the wealth 
planning is that people nowadays 
are going ahead with the multiple 
structures, not singular structures. 

So earlier, people used to think 
one will be more than enough for 
me. But now, they have come to 
realise that they need more than 
one will; one will for each of the 
jurisdictions (they are in). They 
realise that if I have a business 
in Dubai, I need a separate will. 
I can’t be relying on a will which 
was made in India.
Another bigger trend is that people 
do realise that they need to make 
proper structures, which will be 
consulted with a lot of consultants, 
not only an estate planner, but 
a lawyer, and a tax expert, along 
with their own CFOs and the 
companies secretaries within the 
company. So, everything has to 
work in sync, and that happens to 
be the best trend at the moment, 
and the most amazing trend.

What are the most common 
concerns of HNW & UHNW clients?
Watch Video

The most common concerns of 
the HNIs or the HNWs are that 
they should transfer their wealth 
to the rightful beneficiaries. 
The rightful beneficiaries can be 
people who are benefiting from 
their wealth, can be charitable 
institutions, can be people whom 

they like, their partners whom 
they are not married to, or people 
whom they are married to, or 
to accompany whom they are 
been working for. So, it can be 
anything, but they would want it 
to go to the rightful beneficiaries.
Nowadays, the problem which 
happens over here in India is that, 
a lot of times, it does not go to 
the rightful beneficiary because 
we would have to go ask for the 
succession laws. So, to deal with 
the succession laws and to deal 
with those problems, happen to 
be the biggest worry of the HNIs in 
India nowadays.

Abhijit Joshi
Founder
Veritas Legal

What specific trends are we seeing 
from Indian clients?
Watch Video

Indians are increasingly concerned 
about their version of wealth, a 
lack of concentration of wealth 
within India. They are concerned 
about the impending estate duty. 
Therefore, that has resulted 
into a trend about how they can 
diversify their wealth, how they 
can insulate their wealth from 
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generation to generation, and that 
has resulted into a fair amount (of) 
enquiry and I would think that 
would be the emerging trend going 
forward for few years. 

Tariq Aboobaker
Managing Director
Amicorp Group

What are the challenges that 
wealthy families face in India?
Watch Video

There are multiple challenges 
that wealthy families face in 
India. A few of the common ones 
that we’ve seen lately are (that) 
the next generation (are) not 
investing into the same business, 
not interested in doing the same 
business (as) what the patriarchs 
have been continuing with. So, 
that’s one of the big challenges 
that we have seen. The other is 
(that there is) a lot of cross holding 
and restructuring of businesses. 
(This) is, again, something that 
is a big alarming factor. A lot of 
people are doing a decent amount 
of cleanup at their end where 
they are wanting to have more 
straight and clean structures these 
days instead of having a lot of 
complicated, cross holding ones.

Shweta Shah
Head, Wealth Structuring and Tax
Edelweiss Private 
Wealth Management

Are we REALLY ready for the 
transfer of wealth to the 
next generation?
Watch Video

Eventually, we will have no choice 
but to be ready. But are we ready 
today? I think in bits and pieces; I 
would say it’s a work in progress. 
There are certain areas where 
we have done well. Basically, the 

clients, as I said, the promoter 
families have become more open 
to discussing sensitive issues 
with us. Woman are given the 
power if they deserve it. Younger 
generations who are not interested 
in (family) businesses are allowed 
to venture outside. So, there is a 
mixed bag: at the same time there 
is still some work to be done in 
this area, because I think the elder 
generation still may not be willing 
to relent control so easily. At the 
same time, the younger generation 
- which is more technology based, 
which is more vibrant with the 
fresh blood - they may not really 
agree to everything that the elder 
generation (wanted) so that gap 
still has to be bridged.

What are the biggest trends in 
wealth structuring and 
planning today?
Watch Video

The process of restructuring could 
be summed in what (I call the) 
three M’s: The First is the mindset, 
the second is the manner, and the 

third is the mental. We can discuss 
the trends in each of these areas.
First is the mindset. By mindset, I 
mean whether promoters are really 
open to it, because you could have 
a succession plan on paper but if 
the promoter is not really willing 
to or is not really prepared to 
(carry out) the intergenerational 
transfer, then all succession 
planning will fail. So, first is a 
mindset, and we see that many 
patriots, many business owners 
now are open to discussing what 
they want to do with respect to 
succession; Discussing it internally 
with their family members or 
discussing it with their advisors, 
as well. Things like (for example) 
the younger generation may want 
to pursue a different interest, like 
women want more power in the 
business if they deserve it are 
all coming forward. So, we see a 
mindset change there. The second 
M is the manner. By manner, I 
mean it’s a broad framework of 
what the family will do once they 
have decided that they will do 
succession planning. Of course, 
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the changes that the business 
owners are (proposing) are given 
a lot of serious thought. They 
are planning from day one as to 
whether the younger generation 
should be inducted right away, or 
they should have some experience 
outside the family business and 
then join us. So, it’s basically the 
entire framework. And we see 
a lot of changes there. Third is 
the method, which purely is the 
mode in achieving the manner. 
The method would mean doing a 
will. Apart from a will, the most 
commonly used structure now 
is a trust. Also, families who 
have assets overseas, they form 
overseas trust structures and 
foundations. Having a family 
constitution and a counsel are 
also becoming very common. In a 
nutshell, I think we are evolving to 
meet the global standards.

What are the challenges that 
wealthy families face in India?
Watch Video

In India (or abroad), the basic 
characteristic of a family 
business, is that (the) families 
or the business owners are very 
passionate about the business, 
as compared to a non-family 
business, right? Because of this 
passion, they concentrate so 
much on growing the business 
that the things that which are 
not very urgent take a backseat. 
For example, planning for 
succession, it takes a backseat. 
The challenge is that the family 
business faces is that, when 
you talk about transitional, or 
when you talk about succession 
planning, it’s a very emotional 
issue. It’s very difficult for 
families to make a distinction 
between family and business 
because both are very distinct 
characteristics. Taking important 

decisions or taking tough 
decisions on things like, how 
much to give to who? Whether I 
should enroll my daughter in the 
business if she’s more deserving. 
Whether my younger son will 
be a better candidate for taking 
the management compared to 
my elder son. All of these are 
very tough decisions. I think it 
becomes very difficult for an 
Indian business owner to (make 
these decisions). I think the 
first challenge is business - the 
distinction between business 
and family, as such. The second 
is managing (the) aspirations of 
different family members. The 
younger generation may not want 
to join the business, or there could 
be sibling rivalry, a generation 
gap, expectation mismatch. So, I 
think managing these aspirations 
of different family members is 
another challenge. The third one, I 
think, is since families are moving 
borders, they have assets overseas. 
There are a lot of complexities 
involved when you start thinking 
about planning for succession or 
transition, because you need to 
think about laws and regulations 
in every country where there is 
a presence of the family or the 
assets. So, I think to weave all of 
these together is a good challenge 
for the families.

Rahul Gaitonde
COO
Cube Wealth

What does the word ‘platform’ 
mean to you?
Watch Video

A Platform, really, is any service 
that you can add value on top 
of, that you can work with third 
parties, that they can build stuff to 
add value on top of. At Cube, we’ve 
been platform-oriented from day 
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one, effectively because we built a 
service that let people go and live 
their lives while their money was 
taken care of, which meant that 
we had to work with all sorts of 
advisors, a range of asset classes, 
and provide personalised support. 
We had to build a platform that 
would let advisors come on board, 
offer their advisory services, and 
for us to be able to service it to our 
customers in a single consistent 
way, no matter how different the 
asset class, or the advisee or the 
period of advisory was. That’s 
really what a platform means and 
that’s really what we built from 
day one.

Sneha Makhija
Assistant Vice President, 
Wealth Planning Specialist
Sanctum Wealth Management

What are the most common 
concerns of HNW & UHNW clients?
Watch Video

The most common concerns of 
clients these days is, especially 
with inheritance tax buzz in 
India, clients are looking at how 
it could be managed effectively. 
Mostly, they want to ensure (the) 

smooth and seamless transmission 
of wealth to their loved ones. 
They want to ensure hassle-free 
transmission of wealth. They 
want to avoid undesired claimants 
and family disputes. The sense is 
to keep the family harmony. No 
matter where the family members 
are, whichever jurisdiction or 
whichever residency or citizenship 
they hold, they want the plan (to) 
be effective and more so, I think, 
(there is) a lot of apprehension 
(around) there (being)  too much 
wealth inherited at a young age. So, 
families are looking at, increasingly, 
how do they ensure that the wealth 
goes in a controlled manner to the 
intended recipient, especially (to) 
children who are minors.

Philip Story
SEO and Head of 
Distribution, EMEA
Investors Trust

What does it mean today to ‘add 
value’ to a client?
Watch Video

Adding value, for us, is being able 
to offer something different - a 
different type of solution for the 
clients here based in India. We’ve 

seen, over the last few years, as 
we’re growing the market here, 
that many of our partners have 
said that the home bias is massive. 
We’re trying to offer something 
that takes away some of that from 
the home bias, so moving some of 
that money offshore, meeting the 
goals and the aspirational needs 
of those clients for universities 
overseas, maybe a retirement 
overseas, etc.

Anand Moorthy 
Founder & CEO
PropsAMC

What does the word ‘platform’ 
mean to you?
Watch Video

Platform means anything which 
can aggregate all your asset 
class together. We believe that 
PropsAMC has a real estate engine 
and a monitoring platform. This 
particular asset class contributes 
about 80% of the total wealth of 
any individual, and we believe a 
platform is required to aggregate 
all these client assets in one 
place, and trying to make sense 
as to whether this particular 
investment as a class is good 
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enough for you to hold for a 
longer period of time, and, if 
you do, what is its performing 
parameters? How do you monitor 
that? How do you manage it? And 
how well can you market it? If 
you can, then I think a platform’s 
real meaning can come together 
to give you a solution which you 
always look for.

What does your firm do?
Watch Video

PropsAMC is a real estate insight 
and asset monitoring platform. Our 
core focus is real estate monitoring. 
We believe that 80% of (the) wealth 
of Indians (is in) real estate as (part 
of) their overall net worth, and 

they would like to manage it on an 
integrated platform, an intuitive 
platform. The first step is actually 
to digitise these assets; look at 
what documents you have, actually 
provide you advisory (on) what is 
the valuation on those assets, or 
whether it is marketable or liquid 
enough, and then look at creating a 
marketplace for all owned assets to 
be much more liquid. I think we are 
one of the first ones in the country 
to have digitised a lot of data on 
valuation, government rates, 
land use, on one single integrated 
platform. And we believe that 
both put together, data as well as 
management put together, can 
make your real estate much more 
liquid than what it is today.  
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