
Igniting the Digital Revolution in Wealth Management Forum 2014 - Hong Kong 

 

8 .40am 

Registration 

9.00am 

Welcome address  

Kimberley Cole  

Head of  Sales Specia l ists,  Asia  

Thomson Reuters  

9.05am 

SESSION 1 -  THE BIG PICTURE 

 

Panel discussion 

CEO Panel -  Bui lding for the future: the components of a  long -term profi table business 

•  W hat are today's key growth dr ivers  for pr ivate bank ing and wealth management  in Asia?  

•  Despi te the hype around Asia -  many private banks have not  been as successful  so far as they might 

have hoped.  Why is that ,  and how can they change this?  

•  How can banks generate annuity revenue? What are the obstacles?  

•  How can the industry dr ive a change in mind -set and current business models to  achieve more 

sustainable income? 

•  W hat wi l l  i t  take to  develop a broader fee - for -advice cul ture among As ian c l ients?  

•  How are you deal ing with the relent less regulatory demands on your business?  

•  Can organisat ions of di f ferent s izes and models real ly compete in  the same space anymore? Should they?  

•  W hat are the components  of  successful  businesses?  

•  To what  extent do you perceive a threat  from onl ine companies l ike Al ibaba and others  moving into the 

f inancial  services space?  

 

Chair  

 

Andrew Crooke  

Edi tor  

Hubbis  

 

Panel members  

 

Arjan de Boer  

Head of  Private Bank, North Asia, Global Wealth  

ANZ 

 

Robert Cormie  

Managing Director ,  Head of Private Bank ing,  Asia  

BMO Private Bank 

 

Alan Luk  

Head of  Private Banking and Trust  Services  

Hang Seng Private Bank ing  

 

Mark Buesser  

Chief Executive Off icer  

IMTF 

 

Steven Seow  

Head of  Wealth Management, Asia  

Mercer 

 



Adam Reynolds  

Chief Executive Off icer ,  Asia Pacif ic  

Saxo Capital  Markets  

9.55am 

Presentat ion 

Succeeding in the New World of Wealth Management  

Mart in Frick  

Regional Di rector,  Asia Pacif ic  

Temenos 

 

Many wealth management  f i rms are real is ing that  their  organisat ions and systems simply cannot del iver 

what  their  c l ients, investment advisers  and management  require  -  for ins tance, broader of fer ings of  more 

sophist icated products , vi r tua l ly -enriched cl ient -adviser col laborat ion, and integrated real -t ime in formation 

to better serve cl ient  households.  At the same t ime, the r ise of technological ly -astute competi tors,  the 

increased administ rat ive burden of  regulatory compl iance and strong competi t ion for high -cal ibre advisers 

is  put t ing stress on the margins of tradi t ional  weal th management inst i tut ions. The increased chal lenges 

f i rms face today, coupled wi th evolving industry -wide t rends, are s lowly but  surely creat ing s tress on 

weal th management pract ices.  

 

•  Industry trends and st ra tegic pr ior i t ies for  the evolv ing wealth management landscape i n Asia.  

•  The benef i ts o f a  high -performing, ful ly integrated pr ivate wealth value chain --  front -to back-off ice.  

•  Developing a cl ient -centr ic business model  with  a robust inf rast ructure - to  remain competi t ive and 

improve retent ion.  

•  Balanc ing between meet ing increasing regulat ions and increasing prof i t  margins.  

10.10am 

Panel discussion 

Can technology be the game-changer for Asian wealth management?  

•  How is the role and use of d i f ferent technologies impact ing the wealth management bus iness?  

•  How can  technology enable the change in the maturi ty o f the business?  

•  W hat are your biggest  pr ior i t ies  to  be able to embrace -  or even keep pace with - innovations in mobi le,  

social  and digi ta l  technologies?  

•  How are the various regulatory,  investment , cost  an d staff ing chal lenges confront ing the industry 

in f luencing how technology is developed and used - by both cl ients  and advisers?  

•  Do you need to transform or modernise core banking systems to  increase f lexib i l i ty in service of fer ings? 

How can you achieve th is? 

•  W here wi l l  scalabi l i ty come f rom? How can you achieve this?  

•  Is  consol idat ion the answer? How can that approach help you tack le new technology requirements?  

•  Is  a tru ly s ing le regional  plat form requi red,  or  even desi rable? How can this  be achieved ? 

•  How can you enhance eff ic iency and drive down the cost  of doing business whi le not compromising 

service del ivery? Are you able to  balance this with  the need to  be innovative?  

 

Chair  

 

Andrew Crooke  

Edi tor  

Hubbis  

 

Panel members  

 

Seamus Donoghue  

Chief Executive Off icer  

Al located Bul l ion Solut ions  

 

Daniel Kennedy  

Regional Solut ion Manager, Asia Pac if ic  



DST Global Solut ions  

 

Andrew Au  

Founder & Chief Executive Off icer  

AG Delta 

 

Sameer Chishty  

Par tner ,  Head of  Global  Wealth Management Pract ice  

Bain 

 

Stanley Yu  

Director,  Group Technology 

UBS W ealth Management  

 

Peter McMil lan  

Head of  Customer Development  

Thomson Reuters  

10.55am 

REFRESHMENTS & NETWORKING 

11.25am 

SESSION 2 -  DRIVING THE DIGITAL EXPERIENCE 

 

Presentat ion 

Boosting sales and increasing client loya lty for wealth managers  

Bert-Jan Van Essen  

Co-Founder, Managing Di rector  

Dragon Wealth  

 

•  Investor behaviour  is changing towards d igi tal ,  and weal th managers are under pressure to de l iver  

•  New technology enables wealth managers and the ir c l ients to  make more conf ident  investment  decis ions,  

increase sales and boost c l ient  loya l ty by providing at -a-g lance insight on investment behaviour, peer -

group comparisons, products and investment in form ation 

•  Banks should enable wealth managers and investors to access port fol io  in formation, products,  news and 

investor comparisons in  and out the off ice through mobi le phones or tablets  

•  Apps are the way to go for wealth  managers who want a  scalab le opt io n as i t  a l lows the in troduct ion of 

digi tal  technology to  a smal l  port ion of their  investors or thei r ent i re database  

•  As opposed to tradi t ional  IT, apps are instant ly ins tal led. Some are also mobi le,  integrat ion - f ree and 

customisable to a company's busine ss and brand 

11.40am 

Head to head Q&A 

How can banks util ise new technologies to gain a competit ive edge in the era of digital banking?  

Deirdre Jennings  

Managing Director  Asia Pacif ic  

Crealogix E-Banking 

 

A " l ive" Q&A on stage - to  cover:  

 

•  W hat technological  innovations are you expect ing to  see in the near fu ture?  

•  Do these innovations help banks gain a real  competi t ive edge?  

•  How effect ive is  the al ignment  of technological  innovation with business processes?  

•  How can dig i tal  banking support  the incr easing regulatory compl iance requirements?  

11.50am 

Presentat ion 

Can learnings from the asset management industry be applied to wealth management?  



Katie Kiss  

Global Solut ions Manager Performance and Att r ibut ion  

DST Global Solut ions  

 

•  The importance of understanding your operat ing model  

•  Understanding the cl ient  perspect ive on what  ‘value'  means  

•  Del ivery and access to in formation  

•  Depth of analysis required  

 

12.05pm 

Presentat ion 

What is  all  the drama about digital wealth really about?  

Pathik Gupta  

Director,  Head of  Wealth Management,  As ia -Pacif ic  

McLagan Partners  

 

•  W here wi l l  the rea l  revolut ion in  digi tal  occur?  

•  Does digi tal  make a di f ference to  the operat ing model?  

12.15pm 

Panel discussion 

Are you really part of  the digital  revolution?  

•  W hat are the dig i tal  t rends dr iving wealth  management?  

•  W hat are the most  forward - thinking banks doing to s tay ahead in the digi tal  revolut ion?  

•  W hat does i t  take to compete in this space?  

•  How do you use digi tal  st rategies to acqui re c l ients -  internal ly and external ly?  

•  How can dig i tal  offer ings integrate with  exis t ing in frastructure?  

•  Usabi l i ty and navigat ion: how can you enhance the technology exper ience by in troducing uni f ied 

dashboards,  user-f r iendly navigat ion, and seamless process support  thr ough di f ferent  channels?  

•  How are banks in develop ing wealth  centres in Indonesia, Malaysia and China, for  example, now using 

mobi le channels for c l ient  communicat ion and product dis tr ibut ion?  

•  How can you make soc ial  media work for you?  

•  To what  extent  can you reach new markets  using social  channels?  

 

Chair  

 

Urs Tanner  

Head of  Technology 

Hubbis 

 

Panel members  

 

Mark Wales  

Princ ipal  

Deloi t te  

 

Bert-Jan van Essen  

Co-Founder, Managing Di rector  

Dragon Wealth  

 

Bruno Lee  

Regional Head of Reta i l ,  Asia ex -Japan 

Fidel i ty In ternat ional  

 

Mark Buesser  

Chief Executive Off icer  



IMTF 

 

Chris Hodgeman  

General  Manager  

Maventus Group Inc  

 

Tommy Andorff  

Head of  Strategy and Innovation Solut ion Group  

SIX Financial  In formation Ltd  

 

Adam Garrett  

Market  Development Manager (Elekt ron Analyt ics) ,  Asia  

Thomson Reuters  

 

12.55pm 

LUNCH 

1.45pm 

SESSION 3 -  BUILDING THE RIGHT INFRASTRUCTURE 

 

Panel discussion 

Buy or build? Gett ing the most from vendors  

•  How do you weigh up the benefi ts  of  doing i t  yoursel f  versus outsourcing?  

•  How do you select  your par tners?  

•  W hat do banks look for  in  the ir vendor rela t ionships? Are the expectat ions real ist ic?  

•  How can vendors rea l ly del iver what banks want?  

•  W hat does an effect ive vendor management  f ramework look l ike?  

•  How can you f ind the r ight balance between contractual  obl igat ion and f lexibi l i ty in vendor rela t ionships?  

•  Integrat ion and implementat ion.  What are the ways to make these obstacles more manageable?  

•  How is the interact ion between banks and vendors changing?  

•  How can banks bui ld a  governance framework which provides a set o f roles for people at di f ferent levels?  

•  Is  outsourc ing l ikely to become more popular in Asia? What wi l l  take i t  to the levels  now seen in  Europe?  

•  How can banks retain  good qual i ty IT staff?  

•  W hat 's the best  way to  chal lenge IT profess ionals and broaden thei r exper ience?  

 

Chair  

 

Andrew Crooke  

Edi tor  

Hubbis  

 

Panel members  

 

Bert-Jan van Essen  

Co-Founder, Managing Di rector  

Dragon Wealth  

 

Frank Maltais  

Head of  Sales & Relat ionships As ia Pacif ic  

Princeton Financial  Systems 

 

Robert Agnew  

Par tnership Di rector  

Thomson Reuters  

 

Martin Frick  

Regional Di rector,  Asia Pacif ic  



Temenos 

 

Steve Knabl  

Managing Partner  

Swiss Asia 

2.25pm 

Presentat ion 

Automated onboarding: transforming the compliance burden into busine ss benefi ts 

Mark Buesser  

Chief Executive Off icer  

IMTF 

 

•  W hat are the major chal lenges wi th respect to c l ient on -boarding? 

•  W hat should banks look for  f rom solut ions in  helping them to overcome the regulatory and ef f ic iency 

chal lenges that they face?  

•  Is there any di f ference between a Swiss -originated solut ion and local ly -developed technology?  

2.40pm 

Head to Head Q&A 

Enhancing customer service through operat ional excellence  

Stephen Murphy  

Country Manager,  Greater  China  

SmartStream Technologies  

 

A " l ive" Q&A on stage - to  cover:  

 

•  W hat are the current dr ivers for  pr ivate wealth  managers?  

•  W hat are the common hurdles to  operat ional  excel lence faced by private weal th managers?  

•  W hy are middle -  and back-off ice processes not al ready automated?  

•  How is automation going to help pr ivate wealth  managers to  improve/achieve better customer service?  

•  W il l  th is help pr ivate wealth managers to keep pace with  today's rapidly -evolving investment ob ject ives 

and regulatory requi rements?  

•  Is  i t  possib le to enhance e f f ic iency and drive down the cost o f doing business whi le  not  compromising 

service del ivery?  

2.50pm 

REFRESHMENTS & NETWORKING 

3.15pm 

SESSION 4 -  SHAPING TOMORROW'S ADVISORY MODEL 

 

Presentat ion 

Rich data: the key to successful  engagement  

Nick Grif fith  

Head, North Asia and Austral ia  

Wealth-X 

 

•  The world 's weal thiest are increasingly numerous,  diverse and mobi le . Wealth management  organisat ions 

col lect huge amount o f data, that is often not ful ly used when i t  comes to ind ividual relat ionships  

•  The combination of big data and deep data creates r ich data, and r ich insights that  can easi ly accessed 

and shared 

•  The weal th management  space is facing competi t ion from non - t radi t ional  forms of wealth management 

and using r ich data wi l l  enable RMs to improve the i r rapport  with exist ing customers and prospect ive 

cl ients -  something that  is even more important as we are on the br ink of a  large wave of  intergenerat ional  

weal th t ransfers  and numerous chi ldren of today's UHNW individuals may reconsider their  exis t ing 

relat ionships  

•  Rich Data can go further  than helping with  indiv idual rela t ionships -  i t  can make you aware of real  



di f ferences in pat terns and behaviours across clusters of c l ients , such as di f ferences between Chinese 

investors and Russian investors  

3.30pm 

Presentat ion 

Connecting the right people, with the r ight advice, ideas and investments  

Ray Wong  

Head of  Innovation  

AG Delta 

 

Simon Wong  

Head of  Sales  

AG Delta 

 

•  The provis ion of weal th management services has grown to  be a complex supply chain of  peo ple, 

products, cost ly qual i ty contro l ,  paper processes and monol i th ic technology solut ions.  Yet this chain is on ly 

as strong as i ts  weakest  l ink  

•  I t 's  no longer a debate whether  technology can help weal th management providers  big  or  smal l ,  but in  

what  speci f ic ways today and how fast?  

•  How do we connect  providers,  products , execut ion, c l ient  advisers and cl ients across the wealth  supply 

chain more seamlessly yet retain that human touch?  

•  W hat mind -sets need to change before we real ise our  fu l l  potent ial?  

3.45pm 

Presentat ion 

Structuring for IP 

Mark Lea  

Managing Director ,  Par tner  

Lea & White Sol ic i tors  

 

•  Case study on how IP and IT companies can effect ively save tax using double taxat ion agreements.  

•  Legit imately using double taxat ion agreements for IP s tructuring -  rather than using offshore st ructures to 

set of f  expenses.  

4.00pm 

Panel discussion 

Shaping the future of advice: making your advisers more effic ient and productive  

•  How are emerging technologies reshaping the way you connect with  customers?  

•  How can you make your advisory s taf f  more effect ive through the tools  they use? And therefore make 

more money for  the bank?  

•  W hat 's needed to  help the f ront - l ine to  have the r ight  conversat ion wi th c l ients at the r ight t ime?  

•  How do your technology and processes support weal th managers throughout the advisory process -  

planning, implementat ion and reviews /  monitor ing?  

•  How do you ident i fy and close gaps in the del ivery of advice via  technology?  

•  Can banks rea l ly capture and make use of the interact ion between their  advisers and c l ients? For 

example,  to  enhance revenue from exist ing cl ients through up -sel l ing and cross-se l l ing 

•  Do organisat ions do enough with c l ient report ing? What more should they be doing to communicate with  

customers? 

•  W hat does the next  generat ion want f rom thei r bank ing exper ience?  

•  Are banks equipped to  faci l i tate a move towards a quick , s l ick and personal ised offer ing?  

•  How can technology be used to g ive cl ients  more c ontrol  of thei r port fol io?  

•  The cl ient  experience of  the fu ture: how can you more act ively involve the cl ients along the ent i re 

advisory process through the way they use onl ine and mobi le channels?  

•  W il l  sel f -service bank ing ever  become a rea l i ty?  

 

Chair  

 



Urs Tanner  

Head of  Technology 

Hubbis 

 

Panel members  

 

Panos Archondakis  

Executive Director,  Group Technology  

UBS W ealth Management  

 

Martin Suter  

VP Product  Management  

Assentis  

 

Pathik Gupta  

Director,  Head of  Wealth Management,  As ia -Pacif ic  

McLagan Partners 

 

Christian Mueller  

Head of  Digi tal  Banking, Europe  

SOFGEN 

4.45pm 

Forum ends 

 


