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Thai Wealth 
Management 
Industry Looks 
Overseas to Boost 
Investment Offerings

The growing demand for foreign investments 
from wealthy clients and institutional 
investors in Thailand is bringing many 
opportunities and also challenges for 

banks, securities houses, asset managers 
and insurance companies. Hubbis organised 

a high-level gathering of experts at a private, 
off-the-record discussion to analyse the state 
of the industry and plot the paths towards an 

even more exciting future.
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Executive summary

A roundtable discussion in Bangkok saw a group of top-level experts from banks, asset managers and insurance 
companies gather to focus on the highly topical subject of enhancing the international capability and capacity of the 
onshore Thai wealth management community, as well as increasing the range of its offerings. 

Demand for liquid overseas assets is rising fast in Thailand, albeit not as rapidly as the numbers of high net worth Thais 
and the volume of their investible assets, giving opportunities for even more rapid growth and diversification. 

Regulatory liberalisation is generally moving in the right direction, enabled by an accommodating and imaginative 
regulatory regime in Thailand, although the insurance sector, at least for the time being, is lagging behind this general 
trend towards liberalisation. As this happens, the non-insurance investment market for foreign assets is becoming both 
broader in its range of offerings and more sophisticated in terms of structures available. 

The high-level discussion attendees roamed the fertile lands of Thai investment in offshore equities, fixed income, 
investment trusts, mutual funds, insurance products and structured products; the conclusion was that these growth and 
diversification trends will continue apace.
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FOREIGN INVESTMENT FUND 
(FIF) assets in Thailand 
grew 15% annually to 
THB1.17trn (USD35.5bn) 

in 2017, according to Bank of 
Thailand’s 2017 financial stabil-
ity report. FIF assets now 
account for almost 26% of 
Thailand’s THB4.54trn (USD138 
billion) mutual fund industry, 
which grew 7% during the full 
year 2017, according to the 
central bank’s report.In Septem-
ber 2017, the Bank of Thailand 
further relaxed rules on offshore 
investment and fund managers 
have seen rising demand from 
Thai investors for overseas 
exposure, launching more and 
more FIFs last year, which 
totaled 590 by the end of 2017, 
up almost 26% from 469 in 2016.
 Fixed income funds remain 
more popular than equity funds 
in Thailand, according to data 

from the Securities and Exchange 
Commission (SEC). Fixed income 
funds accounted for 60% of 
the industry, with equity funds 
around 22%. And there is increas-
ing diversification in the remain-
ing 18% of assets.

Views from the top
An eclectic group of top-tier rep-
resentatives from leading Thai, 
regional and global banks, securi-
ties companies, asset managers 
and insurers met to exchange 
ideas. The fifteen leading pro-
fessionals included Presidents, 
CEOs, first vice presidents, heads 
of private banking, heads of 
investment advisory, heads of 
wealth management, and heads 
of foreign investment. 
 The discussion was formu-
lated to discuss how these firms 
can capitalise on the growing 
demand for foreign investments, 

how they build capacity and 
capability, what mainstream and 
new investment products they 
are focusing on, how the end-in-
vestor can be educated, what the 
regulatory environment offers to-
day and how Thai institutions are 
building their digital platforms to 
enable more investment flows. 

Setting the scene
The discussion began with several 
of the senior level Thai bank-
ers and asset managers giving 
their insights into the world of 
Thai wealth management. “Thai 
investors over the past 10 to 15 
years have become increasingly 
outward looking,” said a lead-
ing banker. “The FIF market has 
expanded at a rate of more than 17 
per cent a year in the past decade. 
But having said that, we are still 
highly biased to the home market 
and to fixed income.”
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 He also explained that struc-
tured notes have been an area of 
focus in more recent years. “There 
is also increasing interest in, and 
appetite for, leveraged or multi-as-
set products, so we see increasing 
product sophistication coming in. 
On the whole, we prefer simplicity 
and ease of understanding for our 
clients, we do not like complexity. 
But we can indeed promote things 
like structured products where 
there is a good reason for buying 
into them.”
 A banker who had worked in 
the Thai financial services mar-
ket for more than three decades 
commented how much more 
knowledgeable the Thai investor 
is today, and also increasingly 
receptive to investment ideas to 
make their money work for them. 
 Another banker noted that es-
pecially for high net worth indi-
viduals (HNWIs) with investible 

“The FIF market has expanded at a rate of 
more than 17 per cent a year in the past 

decade. But having said that, we are still 
highly biased to the home market and to 

fixed income.”

funds of more than USD3 million 
there is also greater interest in 
offshore investments that are 
sourced and executed offshore. 
He added that those HNWIs with 
lower amounts to invest are 
generally fine to stick to Thai 
sourced assets, including those 
foreign assets offered onshore 
in Thailand. “Thai investors are 
generally ever more receptive to 
ideas, but they need to be wary 
of the foreign exchange risk 
inherent in international assets.”
 The Thai market has tradition-
ally seen foreign asset manage-

Investor behavior 
Segmentation was raised as a 
strategy by another expert. “We 
plan to follow the lead of other 
big banks and begin to segment 
clients in groupings according to 
their investible funds. And we 
need to define how we service 
each segment. Another area we 
are moving towards is open archi-
tecture, perhaps not fully open, 
but available for some of these 
categories, for example. 
 A senior representative of 
a foreign insurance company 
noted that demand for insurance 

ment companies collaborating 
with local asset management 
companies to promote feeder 
funds to access foreign assets. 
“Will the market continue that 
way?” asked an attendee. “We 
are looking at a whole variety 
of solutions, including direct 
access offshore,” replied a rep-
resentative from a leading asset 
management firm. 
 Another expert noted that 
some of Thailand’s HNWI offshore 
money is flowing back to Thailand 
because investors lost out by being 
away from the Thai baht, which has 
remained relatively strong against 
most currencies. “We believe FIF is 
here to say because it is transpar-
ent and established,” he observed. 
“And the regulators are more ac-
commodative in approving funds, 
including more complex products, 
therefore further enabling both 
acceleration and diversification.”
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Insurance solutions 
become more mainstream
The same expert noted how his 
group also owns a private bank in 
Europe. “We always advise our 
European clients to have a por-
tion of their assets in insurance 
products, for example, principal-
protected solutions. The clients 
here need to consider insurance 
as another asset class; they can 
take a risk in a portion of their 
assets, but they need to protect a 
large portion of their wealth for 
current and future generations. 
Insurance becomes part of the 
estate management and transition 
planning focus. We hope that in 
Thailand insurance will become 
increasingly tax-advantaged, as it 
often is in Europe.”
 Another global insurance com-
pany representative, who looks 

solutions in the HNWI segment 
in Thailand is also growing apace. 
“We partner with a major Thai 
financial group to access and ser-
vice this fast-growth segment,” he 
reported. “Their options remain 
fairly limited, so our concept 
is of course to diversify their 
portfolios. Many of these clients 
like to park their wealth globally, 
not only in Thailand, especially 
as Thailand itself becomes more 
global. Each client and each fami-
ly has its own needs and interests, 
so this is a fascinating segment to 
focus on. Our unit-linked product 
has performed well, it is designed 
to cater to HNWIs and affluent 
Thais, who are generally increas-
ingly receptive to life insurance 
and similar solutions, something 
they have been reluctant to dis-
cuss easily in the past.”

after the firm’s relationship with a 
major Thai bank group, reported 
that his mission was to look 
after the partnership’s assurance 
strategy, especially unit-linked 
insurance. “Unit-linked has been 
here for the past eight or more 
years,” he said, “but in the past 18 
months or so it has really started 
to take off, partly due to the great 
work of the partnership we just 
heard from, which has been doing 
a great job here.”
 He noted that the single 
premium facet of unit-linked in 
Thailand is very advantageous, 
not only for the customer but 
also for the underwriters and the 
distributors. “It has some consid-
erable advantages over a general 
unit trust or mutual fund,” he 
elucidated, “particularly when we 
start to blend wealth accumula-
tion with wealth protection. The 
regulatory framework does need 
some work and I think the market 
is overly leaning towards agency 
distribution, whereas we do not 
want to sell products so much 
as sell solutions to customers’ 
future dreams, aspirations and 
ambitions. In general, therefore, I 
think there is considerable upside 
from many aspects.”

Diversifying the 
insurance offerings
The same expert explained that 
the bancassurance industry in 
Thailand has been fed on a diet 
of relatively safe, secure IRR-type 
products. “But we aim to pro-
mote more education planning, 
retirement planning, greater 
diversification and choice. We 
need HNWI clients to think about 
insurance as providing another 
asset they can leave to their next 
of kin, especially where compa-
nies or property are involved. 
Unit-linked is obviously another 
medium for doing that. In short, 
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we see exciting times ahead.”
 Jeremy Ng, Leonteq CEO in 
Asia, then spoke, to highlight 
some of the structured solutions 
the firm offers in Thailand.
 He began with a brief back-
ground on Leonteq, which he 
noted was founded in Switzer-
land 11 years ago by some ex-
perts who had left the products 
trading team at Goldman Sachs. 
“Fast forward to today,” Ng re-
ported, “and we are now operat-
ing in 11 countries and serve over 
30 markets across Europe and 
Asia. Here in Thailand, as the 
appetite for foreign investment 
products develops, we intend 
to become a privilege partner to 
local financial institutions.
 He explained that Leonteq’s 
mission is to first understand the 
Thai market from the perspec-
tives of the industry experts and 
end clients. “We need to under-
stand appetite, objectives, mar-
ket segmentation and so forth, 

in order to provide products that 
are relevant and appealing to 
this market,” he explained. 
 Ng then highlighted how 
Leonteq works in other markets 
in the region, noting that the 
firm works closely with private 
banks, securities houses and as-
set managers. “We tailor prod-
ucts to investor perception and 
sentiment, as well as to market 
realities,” he explained. “The 
products in recent years have 
reflected bullish investor senti-
ment, and now with more vola-
tile market conditions, there is 
a shift of appetite from lever-
aged participation products to 
more enhancement structures 
and even to a large extent, 
going into principal guarantee 
structures, which have become 
much more popular. We are also 
structuring products  that offer 
some kind of hedging in uncer-
tain market conditions. From 
a portfolio construction stand-

point, there is a certain element 
of insurance involved.”

Evolving the wealth 
management industry
The discussion turned to the 
evolution of the wealth manage-
ment proposition in Thailand. 
An attendee asked if, in the Thai 
market, where fees are made 
selling funds, bonds, equities, 
structured products and so forth, 
advisory income might become 
more prevalent, as has been the 
case in the shift within wealth 
management in Switzerland.
 A senior banker from a uni-
versal Thai bank replied that his 
bank likes to consider that they 
are selling solutions more than 
products. “We like to approach this 
from the perspective of financial 
planning for our clients,” he said. 
“We, therefore, sell the total pack-
age, the bigger solution. But we 
are not asking for advisory fees, as 
the product is the underlying asset 
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that goes into the portfolio, and we 
earn our fees on those products. 
If it is a discretionary or private 
fund, we are not charging the client 
extra fees, largely because the Thai 
investor does not like to pay fees 
for things that appear intangible, so 
what is effectively an advisory fee 
comes through the product fees. 
They would not want to pay for 
what might be called advice when 
we already provide that advice as 
part of the overall planning and 
portfolio discussions.”
 Nevertheless, he conceded that 
front-end fees will gradually be-
come more difficult, and Thailand 
will eventually follow the European 
type model. “A management fee 
model is somewhere there in the 
future,” he said, “but not yet.”
 A leading Thai finance expert 
whose firm has entered into a 
relationship with a leading Swiss 
private bank reported that for 
expansion of product into the ris-
ing demand for foreign assets the 
partnership is working very well, 

especially for ultra-HNWI clients 
where the mission is essentially to 
look after a family’s money on a 
longer-term view. 
 “The Swiss bank we partner 
with is a bespoke name and it 
resonates with our big family cli-
ents, some of whom are extremely 
wealthy. We are already past USD1 
billion in asset under management 
and we have worked together 
to train up 20 specialist staff, 
including sending them to Swit-
zerland for training. We actually 
designed the training programme 
ourselves, something the Swiss 
bank has been very impressed 
with. The quality of our relation-
ship managers is essential to our 
business model, which is why we 
are investing time and resources 
there. The partnership works as a 
powerful two-way flow and we are 
both clear on what we want.”
 He also explained that both 
partners are clear on what they 
do not want. “No churning of the 
portfolios. No product pushing for 

the sake of it. Our partner has more 
than two hundred years of history, 
they are looking for the long-term 
relationship building and that suits 
our business model very well. We 
sell controlled risk - we tell our cus-
tomers that we can generate higher 
returns, but with those comes 
higher risk. We are seeking to help 
the clients build and preserve 
money for the next generations.”
 Another senior banker reported 
that his approach was portfolio 
construction for HNWIs. “We look 
at the whole picture of portfolio 
building including significant 
overseas assets, especially for 
those with USD3 million or more to 
invest. This would include bonds, 
equities, funds and potentially 
structured products as well.”

Regulation – Thai 
authorities show flexibility
The discussion turned to regula-
tion, on which there was general 
agreement that for non-insurance 
products the Thai regulators are 
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So HNWIs buy the more sophisti-
cated products offshore. The regu-
lator needs to take a leaf from the 
Bank of Thailand and SEC books 
and differentiate between insur-
ance customers, so more product 
can be sold to them onshore.”
 This same expert noted that 
the offshore purchasing is worth 
at least THB10 billion and rep-
resents HNWIs seeking to keep 
funds offshore as a hedge against 
Thailand’s political or economic 
situation, as well as seeking to 
match liabilities they might have 
offshore. “Additionally, there is 
the currency aspect as dollar as-
sets product higher returns than 
Thai baht. With leverage, they can 
achieve a higher return than the 
premium costs.”
 Another insurance expert noted 
that there is some negative regula-
tion coming through to limit the 
ability of a relationship manager or 
marketing officer from the bank to 
operate outside the branch. “The 
objective seems to be to protect 

can do in general to improve 
things included FIF approvals in a 
week rather than 60 days. Another 
perspective was for regulators to 
more overtly consider the cost to 
banks, insurers and asset manag-
ers of their regulations and the 
ensuing compliance. 
 Xavier Burkhardt, executive di-
rector at Leonteq and responsible 
for Thai market added his insight 
on regulation. “We see the Thai 
regulators as quite progressive 
and willing to support the devel-
opment of the onshore wealth 
management market”

How Loenteq can add to the 
diversification trend
Burkhardt also noted that Leonteq 
is working more closely with local 
financial institutions, educating 
them on structured products and 
contributing to expand their range 
of investment opportunities. 
 Burkhardt talked about popular 
structured products in Singapore 
and Hong Kong currently. He also 

“Thai investors are generally ever more 
receptive to ideas, but they need to be wary 
of the foreign exchange risk inherent in 
international assets.”

liberalising appropriately and they 
also recognise that there are dif-
ferent categories, in other words, 
more sophisticated wealth inves-
tors and less sophisticated mass 
market or mass affluent investors. 
 But on the insurance front, one 
expert noted that the regulators 
treat everyone the same. “It is the 
‘everyone needs to be protected’ 
approach,” he explained. “No for-
eign currency product, no foreign 
company to solicit, which means 
the competitive situation is weak. 

the agency insurance distribution 
network,” he said. “We do not like 
this as it seems anti-competition 
and antithetical to freedom of 
choice for the customers. We 
understand that there is pressure 
from different associations it is 
somewhat of a retrograde step. 
But we are making representa-
tions to ask the regulator to be 
more flexible. Our view is simply 
that competition creates a better 
service and better advice.”
 Views on what the regulators 

mentioned that structured solu-
tions can help intermediaries to 
promote smarter products with a 
better risk return profile for their 
end clients, while generating ad-
ditional source of sales revenues 
 Burkhardt was also keen 
to stress how the structured 
product market in the past 
decade market had become far 
more transparent; liquid and 
competitive. “We manufacture 
bespoke products at a low cost 
with daily liquidity and detailed 
performance information avail-
able online. Buying a structured 
product has become much more 
mainstream and easy to access 
for accredited and institutional 
investors. Being a pure and 
independent player dedicated to 
structure investment solutions 
help us to stay a leading provider, 
keep our edge and offer the best 
client services.
 Burkhardt then highlighted 
some noteworthy popular prod-
ucts in Asia. “The fixed coupon 
note, or FCN, is a yield enhance-
ment product where you combine 
some yield on the upside and 
some protection on the down-
side. And participation products 
are also popular. The question 
really for the end-customers is do 
they want yield, participation, or 
protection? If they want protec-
tion, it is usually a longer product 
of two years to five years. And 
if you want more yield or more 
participation it is generally a 
shorter-term product.”
 He explained a typical partici-
pation product. “To make it sim-
ple, let’s say you are bullish on 
the Thai index and you are bullish 
on the US market, but you do not 
know which one would perform 
better in the next 12 months. 
We combine them both in one 
product and we are able to give 
the investor, for example, twice 
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to the upside index participation 
with only 50% of the downside. 
Alternatively; the investor will 
get 100% of the upside will not 
lose until  one index is down 
more than -20% at maturity. So, it 
is really like combining the views 
and offering either more upside 
or less downside”.
 Jeremy Ng explained that 
Leonteq has an existing pool of 
fairly standard products, but also 
likes to create bespoke products 
where possible. “Differentiation 
is important,” he commented. 
“Because of the platform we 
have invested in, we can custom-
ize at very reasonable cost as 
well as offering products that 
have a low minimum trade size. 
We design solutions, not just 
products and the efficiency we 
have achieved with our plat-
form and our infrastructure and 
people allows us to achieve that.”
 Ng also added that transpar-
ency is vital. “The relation-
ship goes beyond just simply 
us selling a product. We offer 
transparency and liquidity, so if 
the client wants to exit a product, 
there is a price, either from us 
or via Bloomberg. We provide a 
term sheet and a daily report of 
the product and help the clients 
become comfortable with the 
trading of the products. That 
makes us different from our 
competitors, we believe.”

More of the same and more 
of the new
The discussion concluded with 
the collection of top-level par-
ticipants agreeing that the trends 
for the foreseeable future appear 
clear. More economic growth, 
more HNWIs, more investible 
assets, more diversification of in-
vestment appetite and an expand-
ing range of products and struc-
tures to soak up that demand.

Leonteq: Made in 
Switzerland, Providing 
Structured Product 
Solutions Globally
Leonteq AG is a Swiss company 
active in the finance and technol-
ogy sector with a focus on the 
structured products segment. 
Based on proprietary, high-
powered, modern technology, the 
company offers products and ser-
vices related to derivative invest-
ment products and predominantly 
covers the capital protection, 
yield enhancement and participa-
tion product classes. Leonteq acts 
as both a direct issuer of its own 
products and a guarantor for cli-
ents, as well as a partner to other 
financial institutions.
 In partnerships with banks, for 
example, Leonteq produces struc-
tured investment products using 
its technology platform, which are 
then issued by the banks which 
act as guarantees for buyers. 
 Alongside its core business, 
Leonteq also helps life insurance 
companies to produce capital-effi-
cient, share-linked pension prod-
ucts with guarantees. Leonteq on 
its website explained that its part-
ner institutions include the banks 
Aargauische Kantonalbank, Bank 
of Montreal, Cornèr Bank, Crédit 
Agricole CIB, Deutsche Bank, EFG 
International, J.P.Morgan, Raif-
feisen Switzerland, Mobiliar and 
Helvetia Insurances.

Cutting edge platform
Leonteq combines a fully auto-
mated and integrated proprietary 
technology platform - designed 
for flexibility, innovation and 
transparency - with an interna-
tional team of specialists. 
 “Leonteq’s proprietary 
technology platform makes it 
possible to instantly calculate 
complex structured financial 
products, even when tailored 
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to individual customer re-
quirements, and produce all 
the necessary documentation 
automatically in four languages,” 
reported Xavier Burkhardt, ex-
ecutive director at Leonteq. “To 
do this, our system accesses over 
1,200 share values and other as-
set classes, as well as around 80 
indices as underlying assets.”
 Burkhardt also noted that very 
high levels of automation lead 
to competitive costs per issued 
product, as well as allowing for 
small ticket sizes. “We can be at 
the cutting edge of cost leader-
ship as well,” he explained, 
“allowing us to offer attractive 
pricing to the end customers, 
while also facilitating appropriate 
fees for the intermediaries we 
work with around the world.”
 He added that in the insurance 
solutions business segment, the 
system makes it possible to man-
age investments 100% online 
at the individual policy level, 
complete with visualisations of 
all business transactions that 
have taken place during the term 
of the policy.
 “Our approach has been to 
invest heavily on the technology 
side to be able to do low trade 
sizes but a lot of volume for our 
clients,” Burkhardt added. “We 
can still grow our business that 
way and our distributors can 
make a really decent margin on 
the product. We believe we have 
therefore revolutionised the 
speed and cost structure of the 
finance industry in the structured 
products segment.”

 Expanding globally, Asia a 
key focus
The firm’s expansion strategy 
focuses on continued organic 
or geographical growth. “We 
aim to achieve this through the 
sale of our own products as an 

issuer, the full exploitation of 
our partners’ issuing capacity 
with products created on our 
platform, and a growing number 
of partner institutions in the 
banking and insurance sector.” 
The firm’s Asia expansion is en-
couraging, Burkhardt reported, 
including its first sales in Japan 
early in 2017. 
 Leonteq was founded in Swit-
zerland in 2007 and was floated 
on the SIX Swiss Exchange in 
2012. The firm now employs 
around 440 people globally and 
has offices and subsidiaries in 
ten countries, through which it 
serves over 30 markets. Along-
side its headquarters in Zurich, 
it has offices in Amsterdam, 
Frankfurt, Geneva, Hong Kong, 
London, Monaco, Paris, Singa-
pore, the British Channel Islands 
(Guernsey) and Tokyo.  Turnover 
in the 2017 financial year was 
CHF26.8 billion and total operat-
ing income was CHF215.4 million.

Leonteq Tailors 
Structured Products to 
Market Conditions and 
Investor Views 
Structured products can help 
HNW investors protect capital 
and participate in the upside 
potential of assets or markets. 
Leonteq Securities presented at 
the Thailand Wealth Manage-
ment Forum in May to highlight 
their appeal in more changeable 
market conditions.
 The Thai wealth market is 
becoming ever more receptive to 
such products, aided by gradual, 
accommodative liberalisation 
from regulators who appear to be 
prepared to encourage the gradual 
increase in sophistication of prod-
ucts available for Thailand’s 
wealth market investors. 
 Xavier Burkhardt, executive 
director at Leonteq Securities 
(Leonteq) believes structured 
products (SPs) can help investors 
cope with changing market condi-
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“We see the Thai regulators as quite 
progressive and willing to support the 
development of the onshore wealth 
management market”

tions, as they can be tailored to 
suit their market outlooks. 
 “This is a newer type of invest-
ment solution for Thai clients, 
and we are helping institutional 
clients understand the opportuni-
ties and educate their customers 
on using SPs,” he explained. 
 “SPs do not need to be overly 
complex structures,” he added, 
“as we can structure these in 
ways that are relatively easy to 
understand and that will help 
clients optimise their risk/return 

profile, meaning that they will 
reduce downside risk or improve 
upside potential.”
 SPs are created from a combi-
nation of securities and deriva-
tives packaged in a single-prod-
uct. SPs are therefore tailor-made 
solutions that can be created 
in various asset class, such as 
equities, indices, mutual funds 
and ETFs, interest rates, foreign 
exchange (FX), commodities, 
hybrid instruments and so forth.

SPs – customised by a 
global leader
Leonteq’s objective was to help de-
mystify SPs and eradicate some of 
the popular misconceptions about 
them. Burkhardt explained that the 
attraction of SPs is that they can 
be customised to align directly the 
risk-return profile of the investors 
with their investment views. 
 Crucially, he noted, they are not 
created by Leonteq based on any 

views the firm might have on the 
direction of any markets.
 Leonteq has developed great ex-
pertise in the creation of products 
for financial institutions, mostly 
private banks, securities houses, 
who distribute them to their 
wealthy clients. Leonteq also cre-
ates SPs tailored for institutional 
clients such as the asset managers 
or insurance companies, for their 
own investment purposes.
 “We issued more than 26,000 
products last year,” Burkhardt 

reported, “making us one of 
the largest global issuers of 
structured products. We pride 
ourselves on outstanding tech-
nology, so we can create these 
customised SPs more efficiently.”

Different type of SPs
Burkhardt then explained briefly 
how SPs can be defined in three 
categories. The first is the capital 
protection SP; this is typically 
created on low volatile underly-
ing assets, such as fixed income 
or balanced funds. It allows the 
investor to participate simply in 
the fund performance with a full 
capital protection. 
 The second SP would be 
classified as yield enhancement 
product. It is usually used on 
volatile underlyings, such as 
equities, indices and commodi-
ties. “The investor will receive a 
fixed guaranteed coupon/yield 
- the upside - while combining 

a partial downside protection,” 
Burkhardt explained.  
 The third category is the partici-
pation product. It allows the inves-
tor to achieve more upside with 
the same downside risk inherent 
to the underlying asset; or the 
same upside with less downside 
exposure. These products are usu-
ally equity replacement ideas. 
 Burkhardt also introduced 
some ideas that might help in 
a more uncertain or volatile 
market environment. 

Ideas for a 
changing environment
The Lookback Tracker works 
best when the investor is long-
term bullish but expects near-
term volatility. 
 “For example, Burkhardt 
explained, “it allows a client to 
remain invested in the equity 
market while also anticipating 
some near-term volatility. We 
might as an example have a 
12-month certificate exposed to 
the Euro Stoxx 50 Index with a 
three months lookback. At ma-
turity at the end of the first year 
in the first case the final value is 
130, but the lowest level was 90%, 
so in fact your gain is 40%. And 
on the downside, if the market is 
going down you will strike at the 
lowest level, so even if the final 
performance is 80%, your lowest 
data over the first three months 
was 85%, meaning a loss of only 
minus 5% and not minus 20%.”
 The second SP Burkhardt 
highlighted was the Inverse Fixed 
Coupon Note. “If you expect some 
market correction, using this SP 
will help you to extract some yield 
in the event the market falls, or if 
it stays at the same level.”
 The third SP he highlighted is 
the Probation Autocall. This is 
a variation of the typical Fixed 
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Coupon Note (FCN) except that 
Leonteq adds a feature that 
will help investors translate the 
product into a capital guarantee 
product. 
 “It is quite attractive in this 
environment as we see most 
clients becoming more cautious,” 
Burkhardt commented. 
 As all market perspectives can 
be expressed and reproduced 
through SPs, Burkhardt ex-
plained that a vital question the 
investor should be able to answer 
is what view he wants to express. 

“In any case,” he explained, “all 
our products are highly liquid, 
we offer a transparent secondary 
market and the SP price will fluc-
tuate according to its underlying 
asset or assets.”

Leonteq: Promoting 
win-win solutions
Burkhardt noted that Leonteq 
suggests regular trade ideas 
based on third party research 
but that the firm does not push 
products or trading views. “We 
help the investors to implement 

their investment ideas, optimise 
and identify which combination 
works for them, but they are the 
ones telling us their objectives 
and then we create a tailored 
product even for a small trade 
size.” 
 To conclude, he reiterated the 
bespoke nature of their products. 
“The SPs and any other products 
we at Leonteq create must work 
for our clients. If not, those 
clients will lose out and we will 
lose our client’s confidence. It 
must be a win-win.” 
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