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PRIVATE WFAITH MAMNAGEMENT

Moneybags’ Money-keepers

Tha billionaire swell in India Inc. Is making a private wealth manager's
job an attractive career option for finance professionals. KUSHAN MITRA
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Private wealth managers have to produce investment
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Not Just Any Portfolio Job

But isn’t PwM akin to portfolio management services
(pMs) that banks offer to their high net-worth clients?
Well yes, in a way, but then a FM comes in only for the
ultra-rich—anyone with potential to put Rs 5 crore
under management (having a net worth at least 10
times that), “We offer holistic wealth management
services that are completely customised to the risk
profile and investment horizon of our clients,” says
Sutapa Banerjee, Sr ve & Head (Private Banking), apn
AMRO Bank, India. So, whilst any bank’s pms deals
with typically 250-0dd clients, the personal wealth
division rarely exceeds 30-40 clients per bank.

A oM career is as much abour finance as relationship
and service. “It is not about being just a grear salesper-
son or a financial advisor. Being a rwm is all about
faith and trust,” says Rohit Sarin of Client Associates,
a Delhi-based investment firm, which services some
of North India’s prominent business families. A dif-
ferent kettle of fish from perhaps most other finance jobs,
a PWM has to not only produce investment results for
clients, but dovetail it closely with their interests, needs
and the pecularity of the industries they come from.

What It Takes (And Gives)

With clients almost paranoid about secrecy, you can for-
ger about being a pw if instant fame is what you're
looking for. But if you're one of those who don’t
mind being a well-fed back-room boy, the opportuni-
ties in a PWM career can be immense. There are several
new players such as Citigroup, 10101 Bank and Hsac (the

latter two are about to tee off their Indian rwM oper-
ations) who have entered the field, but there is a very
limited pool of experienced people, simply because the
industry itself is barely three years old. “This is a long-
term game; you have to spend three-four-five years
before you gain the confidence of a client,” says Sarin.
There are no magic recipes to becoming a good PwM,
but it helps if you're a good banker as well as a good
people person. A grounding in finance, like what Sarin
(Grindlays MF), Khatau (CA with Ernst & Young) and
Mahadevia (almost 10 years with Merrill Lynch) have,
is necessary, but not sufficient to become a Pwm.

You have to know not just a client’s risk appetite, but
his or her investment psyche as well. Why, even their
family’s history too, for sometimes it determines how
they will invest. “It is not easy to advise a family to
invest in equities if it has had bad experiences in it
before,” says Mahadevia. And it is important to know
what drives a PwM client—not so much the opportunity
to make a fast buck in a buoyant market (though no one
minds that too), but capital preservation and growth.

With rwm fees varying from 0.3 per cent to as
high as 1 per cent of the total assets under management,
the lucre here is as good as it gets in the world of
high finance. And, of course, once a relationship is built,
more money (to manage) and personal intimacy is
just part of the job. “So every time the Sensex or the
wAsDAG crashes (Indians can now invest up to $25,000
or Rs 11 lakh in foreign equities), expect a call from
your ‘friendly’ client,” says Khatau. There is no escaping
random client calls. For, this is a 24x7 job.

___results for clients and manage relationships as well
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