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Benjarong Techamuanvivit
First Senior Vice President, 
Strategic Planning Division
Kasikorn Asset Management

What are some of the tax 
changes that we will see soon 
in Thailand - and how will they 
effect the industry?
Watch Video

Regarding the tax changes that will 
be implemented this year, number 
one impact is on the upcoming 
expiration of long-term equity 
fund which collectively AUM. It’s 
huge because this incentive has 
been there for over ten years so, 
currently our LTF AUM is around 
7% of total market AUM and 2% of 
Set Indexes Market Capitalization, 
there’s going to be no renewal as 
far as I heard from the government 
and we’re waiting for any amazing 
news that the new government 
will provide to us. And second one 
is about the Fixed Income Fund 
Tax versus the Zero Tax in the 
past. This year the 15% Coupon 
in Capital Gains on Fixed Income 
Fund is about to be in effect in the 
third quarter. And the size of Fixed 
Income Fund as in every other 
market may be a quarter of total 
market AUM so it’s huge. So it’s 
hard work for us how to figure out 
how to retain our AUM and cover 
the decrease in yield.

Open architecture in Thailand – 
myth or reality?
Watch Video

That’s the reality to me, but 
it’s in the context of the Thai 
environment or ecosystem, 
because you see the background 
is 72 percent of total mutual fund 
AUM in Thai market is commanded 
by the top five big banks. Would 
three of them open it to other third 

parties who would be able to give 
it to the head to head competitors? 
It’s unlikely, it’s not sensible at 
all, so I think it’s possible but it 
would be given to the middle tier 
and small tier bank only.  But for 
the pioneer middle tier bank, their 
success is really inspiring. 

Ivan Pelle
Executive Director - International 
Taxation
RGN

What are the recent 
developments we have seen in 
CRS / AEOI?
Watch Video

We see a lot of interest about 
understanding the tax system 
of a country. Countries are 
implementing a capital import 
neutrality solution tax system 
versus capital export neutrality 
solutions. And what happens 
normally is that a mixture of 
these tax policies does allow 
a perspective of tax planning.  
Therefore proper tax advisors 

should understand perfectly 
where the client is, what type 
of country, and where is the 
residence of the client.

Heena Mayani
Head of Client Relations, APAC
Global Precious Metals

Why are private clients in 
Thailand interested in investing 
in Physical gold?
Watch Video

Private clients here would be 
interested in investing into gold 
for many reasons. First of all, 
it’s a huge part of their culture, 
and then what gold and precious 
metals brings to it is another way 
of investing into gold and using 
it as a safe haven asset. From 
that they can use it in estate 
planning. They can use it to 
give them more autonomy over 
their assets, and they can keep 
it out of the banking system in 
jurisdictions like Singapore and 
Hong Kong, which a lot of Thai 
clients like to do.
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Dr. Jon Wongswan
Head of Investment Solutions
Phatra Securities

Where will the continued 
growth come from and what are 
your priorities?
Watch Video

The growth in the wealth 
management in Thailand, will 
come in three ways. First, is the 
new assets. Right now, if you look 
at the total size of the priority 
banking assets compared to total 
assets in Thailand, it is probably 
around a quarter. It’s still a huge 
amount of money that we can 
serve for our clients. Second 
is given the clients in private 
banking are still underserved in 
terms of asset classes advice, I 
think that’s another growth area. 
Third, and something that we 
are focusing on, is discretionary 
service. For clients right now, 
when they want to invest abroad 
in the global market, it’s not easy 
for them to make decisions. Some 
of our clients have expressed 
interest in a service that can 
offer them a solution through an 
advisory discretionary mandate.

What can you do to improve 
the value proposition in 
wealth management?
Watch Video

We need to understand the client. 
We need to be more holistic, more 
client-centric. What does that 
means? We need to understand 
what clients need. “Need” doesn’t 
mean investment or fund, but 
the underlying need, both at the 
personal level, at the business 
level, and also at the family 
level. So that’s the first part: 
understanding. Second, we need 
to have a way to deliver the clients’ 
need through solutions. With so 

many opportunities, with many 
products, with many choices, 
clients want something that they 
can use simply, so we should be 
able to deliver a solution to clients 
to serve their need.

Evrard Bordier
CEO and Managing Partner
Bordier & Cie

Offshore / onshore. Where is the 
long-term opportunity?
Watch Video

The opportunities for us 
onshore, whilst we are ourselves 
an offshore entity, so we’ll 
continue to grow offshore as it 
is, but the created wealth today 
is done onshore and a proportion 
of it is placed offshore. For local 
institutions, they have to think 
about whether they want to enter 
private banking as a business. 
And if they do want to enter, if 
they want to do it alone or with 
a partner, and if they do choose 
to go the partnership route, 
whether they want to do it with 
a small partner or a large partner. 

The answers are quite simple, 
we believe that banking has an 
enormous potential. We think 
that doing it alone is stupid, and 
you should do it as a partnership 
model and you should use a 
small partner that is nimble, 
instead of a very large one, 
because it’s more differentiating 
and it’s no competition for you in 
your local market.

Simon Lints
CEO - Singapore
Schroders Wealth Management

Where will the continued 
growth come from for Schroders 
Wealth Management and what 
are your priorities?
Watch Video

Fundamentally, the growth 
is going to come from the 
underlying client base becoming 
wealthier, new clients coming 
along, business being done 
out here. For us, the real 
opportunities are to build on the 
recent acquisition that we made, 
and target other ones. That was 
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just the start of what we’re going 
to be doing in the region.  Also 
strategic partnerships, like we’ve 
done already in Malaysia. We’re 
going to be looking in other 
jurisdictions, and building upon 
that. We have a blueprint that 
works in both the M&A field and 
also the partnership field, so we’re 
going to be building on that.

Dominic Volek
Managing Partner, Head 
Southeast Asia
Henley & Partners

Why is the Investment Migration 
industry booming in SE Asia?
Watch Video

Two reasons. If you look at the 
motives why clients are now 
considering more options in 
terms of their residence and 
citizenship planning, the first, 
and it’s historically been the 
biggest driver, is mobility. Clients 
are looking for greater access to 
business opportunities, to the 
major markets around the world.  
Particularly in Southeast Asia, they 
are coming from countries where 
their passports are quite limiting 
from a mobility perspective, 
so they’re looking at those 

countries where they can invest or 
contribute, become citizens, gain 
access to that passport and use 
that to access markets like China, 
the US, and of course Europe. The 
other big driver is purely the “plan 
B”, the age old adage of having 
the insurance policy, having a 
European passport or at least a 
second passport as a backup or 
contingency plan.

Where do your clients come from?
Watch Video

Our clients, geographically 
speaking, are literally from all over 
the world. From Nigeria, to Israel, 
to Philippines, to China, to the US. 
In terms of how do those clients 
find us, they’re typically coming 
through the financial intermediary. 
We work very closely with the 
private banks, family offices, EAMs 
who have these high net worth 
clients, already holding them in 
a trusted relationship. And as I 
said earlier, they’re looking for 
other discussions beyond just 
investment advice. They introduce 
those clients to Henley and 
Partners, and we then help then 
with whatever they may require, 
from a mobility, residence, and 
citizenship planning perspective.

Why do PBs/IAMs work with 
Henley & Partners?
Watch Video

The value we bring is, on the 
one hand, just a value add 
complementary service to the 
existing relationship. So the 
clients are going to them, and 
they have problems with visa 
free travel, with educating their 
kids in Europe or the UK, and 
they can introduce those clients 
to us, and we can make sure that 
they’re well looked after. On the 
other hand, and dependent on 
the intermediary zone internal 
policies, we also have a referral 
fee structure whereby any clients 
that are successfully introduced 
to us we have a fee share 
proposition in place that we can 
work with them on.

Trawut Luangsomboon
Chief Executive Officer
Jitta

What digital expectations do 
clients have in Thailand? 
Watch Video

From my experience, there’s 
two things that people expect 
from digitalization. The first 
thing is the direct touch: because 
people want to get information 
online. They want to compare 
everything. So direct touch is 
very crucial. If you have a lot 
of people talking about one 
product in a different way, that’s 
not good. You have to focus on 
the message and direct that to 
people.And the second thing 
is instant execution; because 
people want to do what they 
want whenever they want it. So, 
in term of digital, when you want 
to open the account you have 
to open the account right away; 
even if it’s midnight, five in the 
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morning, you have to open the 
account for them and execute 
everything that they want.

What’s the role of technology and 
AI in Thai wealth management?
Watch Video

First thing first, technology 
and AI are “service words”. You 
need to think about how you 
use AI and technology to help 
the user in the industry.  I see 
there are three action areas. The 
first is to use AI to build a better 
portfolio for the client. The 
second is to use technology to 
reduce the redundancy process, 
so people can open an account 
instantly. And the third is to use 
technology and AI to personalise 
products, because people have 
different preferences and you 
can deliver for everyone.

Damian Hitchen
CEO, Middle East & Asia
Swissquote

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

I think the word platform today 
for a lot of the Thai wealth firms 
who are starting out on their 
digital journey is more about 
getting an understanding of 
exactly what they want. The 
platform can be many things. It 
can be global, multi-asset class 
such as ourselves, covering 65 
markets or it can be tailored 
down to the requirements 
with particular segments of 
a particular wealth manager. 
I think the use of platform 
really translates into a digital 
connection between a wealth 
manager and its clients and then 
how they decided to scope that 

and how wide is really down to 
the individual wealth manager 
to take a view on.

Why is Swissquote here at the 
Thai forum?
Watch Video

Swissquote is here today for a 
number of reasons. We’ve just 
announced that we’re opening an 
office in Singapore in the second 
half of 2019. So Thailand becomes 
one of my important jurisdictions 
in Asia Pacific. The reason we 
are moving to Singapore is after 
two or three years of market 
research, speaking to the wealth 
community, the asset managers, 
the local banks, I think there’s 
a general frustration with the 
incumbent global custody 
banks, whether that be pricing, 
whether it be service, whether it 
be market access, whether it be 
product range. What we’re doing 
is we’re bringing a digital, global 
custody and execution platform 

which can be tailored for our 
clients’ needs, it can be white 
labelled. We are bringing that 
next stage of global custody and 
execution to the region.

Steffen Ahlers
Chief Executive Officer
MFEX Mutual Funds Exchange AB

How can MFEX help wealth 
and asset managers with their 
diversification and asset allocation?
Watch Video

We are a fund platform, and 
we’re providing four lines of 
service. The first one is trading 
and custody, which means we 
help them with the orders and the 
settlement, the transaction itself. 
The second line of service is the 
distribution agreements. So, we 
negotiate distribution agreements 
with the asset managers, and we 
negotiate the trader fees, and we 
provide a detailed reporting for 
that. The third line is linked to the 
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distribution agreements, whereby 
we do the AMN and KYC exchange. 
So, part of the due diligence that 
you have to do if you want to 
distribute funds. Last but not least, 
we also do fund information and 
fund data. So, whatever our clients 
need, we would be able to support 
them on the back office front.

Dominic Gamble
Head of Asia Pacific
Wealth Dynamix

How can we get better at using data 
and CRM in wealth management?
Watch Video

Not many people are getting 
data in the CRM right in wealth 
management. CRM has got so 
much potential beyond just being 
a store of client contact data, 
which is really what it’s used for, 
resigned to the back closet of a 
basement inside of an institution. 
Instead, we see a CRM as being 
the key, central platform from 
which other client lifecycle 
solutions can be offered, digital 
on-boarding being a key one, 
marketing being another.

Tuck Meng Yee
Head of Investment Solutions Asia
Allfunds

What lessons have we learnt in fund 
selection over the last 20 years?
Watch Video

Lessons learned in fund selection 
over the last two decades 
would be that you do have to 
pry beyond the numbers, you 
do have to leverage on your 
relationships to get the full 
picture of each fund manager. 
It’s not necessarily what’s on the 
tin and you also need to make 
sure that you understand the 
context of the way they invest 

because they may have the same 
approach but the markets may 
have moved on.

How is fund selection 
generally done?
Watch Video

Fund selection is generally 
done through the prism of three 
categories. You’ve got your 
numbers, your quantitative 
category, your qualitative bit - 
which is basically the people who 
are behind the numbers in terms 
of the people. And then you’ve 
got the operational staff, which 
is basically the framework that 
supports that people and the 
numbers, and that’s generally 
how the industry is done. It’s how 
much each researcher budgets for 
those three sleeves, how much 
detail they go into, can you use 
technology to give you that better 
detail, can use alternative forms of 
data for that. Also in terms of how 
the markets have changed and 
make it more difficult is that you 
now have a lot more competition, 
a lot more varieties of strategies. 
And that sometimes means that 
the label is not necessarily the 
strategy. You have to really dive 
into that name more so now than 
before. You have competing ways 
of an investing now, not everyone 
thinks the same way. So you’ve 

got rule based investing, but 
with people, then with machines 
as well as the usual alternative 
ways of investment, as well as the 
conventional ways of benchmark 
investing. And when you have 
all of that together, it makes for a 
reasonably volatile market, which 
people don’t quite understand, at 
least over the short term.

Aleksey Mironenko
Partner & Chief 
Distribution Officer
Premia Partners

How can you unearth hidden gems 
in China and ASEAN?
Watch Video

The challenge for most people is 
when they think about investing 
in China and ASEAN they invest 
in a top few stocks. Everybody 
knows Alibaba, Baidu, Tencent; 
in Philippines, SM, Thai Beverage 
and so on. The problem is these 
companies are well-researched. 
Everybody knows what they are. 
They’re fairly valued. There’s 
nothing new about them. What 
we focus on at Premia Partners is 
looking at long term trends and 
figuring out a way to own stocks 
that are not necessarily well-
known in this space. For example, 
our China New Economy ETF, it 
has no Alibaba, it has no Baidu, 
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it has no Tencent. What it does 
have is onshore consumer tech, 
healthcare, defence stocks. In 
many cases they’re in the mid-
small-cap space, because as a 
long-term investor I don’t care 
about what the biggest stock is; I 
care about which stock will be the 
biggest 5 to 10 years from now. So 
we build our indices in our ETFs 
to focus on those types of stocks, 
whether it be in China, or in 
ASEAN, or soon in Vietnam.

Shadab Taiyabi
Senior Executive, Strategic 
Partnership
Quantifeed

Scaling wealth management 
– how important is digital in 
achieving this?
Watch Video

So far the banks and the wealth 
management companies have not 
been able to reach out to the retail 
customers as much as they wanted 
to do. Their client base tends to 
focus on affluent and mass affluent 
customers, so the only way for 
them to expand to mass retail is by 
going digital and by automating all 
their processes in a digital fashion.

Irene Lee
Business Development Director, 
Intermediary and Partnership
Hawksford

What challenges do Thai families 
have and how is that changing?
Watch Video

The Thai culture has always 
been one of openness to some 
extent, but then very patriarchal 
or matriarchal. A lot of the 
decisions have always been 
left to the parents. However, 
once the funds and assets are 
transferred, that’s where the 

second generation comes in. 
They may need to know what is 
there, what is the risk involved. 
How do we then help them to 
walk through the myriad of 
products and services available 
and keep them informed? Always 
keep them informed. Guide them 
through, give them the necessary 
information, and help establish 
the relationship so that they trust 
you and they know that you have 
their best interests at hearts. 

Darren Thomson
Chief Strategic 
Bancassurance Officer
AIA

How are the insurance products 
and solutions offered by 
Insurance companies developing 
in Thailand?
Watch Video

In terms of products, we’ve seen 
a significant movement in bank 
insurance, particularly from 
short term endowment types, 
savings products, to unit linked. 
Obviously the regulator would like 
to be more hands on, and provide 

some guidance to insurance 
companies on how we can make 
unit linked a better customer 
offering, but I think we’ll go 
through an evolution of that, and 
come out at the other end with 
a better customer proposition, 
and unit linked will become more 
paramount in the industry.

Samdarshi Sumit
Chief Retail Officer, Retail 
Business
Generali

What is the value proposition of 
insurance for wealth management 
industry in Thailand?
Watch Video

The proposition for insurance for 
a wealth customer is multiple. 
I see a strong proposition 
for legacy planning and 
succession planning. Of course, 
pure protection and capital 
conservation is a valuable 
proposition for most clients, 
because this money stays the 
way at any point of time, in case 
something happens to you. The 
emerging proposition is around 
health insurance. 
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