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It’s all about the journey, not 
a destination…



Banking of today… 



Even if you only purchase
clothes twice a year, you
wear them every day. 
Marc Abraham, BCG



Banking of tomorrow?



Demo

Customer-centric experience

in wealth management





Values.  

Expertise.  

Benefits. 

What personalisation the customers expect?



3 Forces Behind Customer Centricity  
WHAT? Insights & actions

HOW? Financial health check and 
behavioural profile

WHY? Understand Your Customer

WHAT? Monetary & 
non-monetary benefits

HOW? Appraisal & points

WHY? Engagement, loyalty 
and network

WHAT? Products & portfolios

HOW? AI/ML product ranking

WHY? Informed & efficient 
investment decisions



What’s in it for the customer?

Simpler choice



What’s in it for the bank?

Customer
satisfaction



Summary

1. The old and the new in wealth management – it’s not all
about money.

2. Values, expertise, benefits - this is what personalization is
about.

3. Client-centricity: simpler choice and increased loyalty. 



Thank you
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