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FOREWORD 

foreword

I was delighted to host a series of exclusive roundtable discussions on behalf of 
Amicorp Group in nine locations around the world in 2015 and early 2016.

This involved around 90 industry leaders across local and international wealth 
management institutions and advisory firms, which discussed the extent of 
changes to future operating and business models and how they will offer wealth 
structuring solutions going forward.

These were held against the backdrop of the barrage of challenges they face. 
These relate to regulatory pressure, tax transparency, escalating costs, hurdles to 
scalability, revenue and shortage of talent. 

As a result, they are at a cross-roads: should they remain in the business of 
wealth structuring?

With mounting uncertainty over the strategic positioning of their fiduciary services 
businesses within their broader wealth management offering, it ultimately comes 
down to what’s core versus what isn’t. This is based on regulatory complexity, 
global tax transparency, cost pressures, scalability and a shortage of talent. 

As a result, many banks around the world are at tipping point in their decision-
making around whether to remain in the business of wealth structuring.

In the more developed wealth management hubs in Asia such as Hong Kong and 
Singapore – as well as in Europe and North America – the upshot is that some 
institutions are selling off their trust arms or considering exiting this business. The 
appetite for doing everything in-house has disappeared. Others continue to rely 
on these divisions to provide what they consider as value-add to clients.

Ultimately, the optimal outcome for each institution will come down to how they 
address the three-pronged challenge of managing costs, controlling risks and 
increasing revenue. There is no right or wrong approach.

As institutions face up to these important decisions, we look forward to working 
with them globally.

 
Peter Golovsky

Managing Director
Global Head of Institutional Sales 

Amicorp Group

“Many banks around the 
world are at tipping point 
in their decision-making 
around whether to remain 
in the business of wealth 
structuring.”
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EXECUTIVE SUMMARY

eXecutive Summary

According to the 2015 World Wealth Report by Capgemini and RBC Wealth 
Management, North America and Asia Pacific pushed global investable wealth to 
record levels to USD56.4 trillion, with North America still maintaining its position as 
the wealthiest market with USD16.2 trillion compared with Asia at USD15.8 trillion. 
(Refer to the chart ‘Growth in Global Wealth’ on the next page.)

Yet it’s anticipated that by 2017, Asia Pacific will emerge as the world’s largest 
wealth market. 

Regardless of the numbers, however, what has become increasingly clear is the 
growing uncertainty that global private banks face over the strategic positioning of 
their fiduciary services businesses.

“These organisations are grappling with fundamental business objectives such as 
cost and risk reduction on the one hand, and scale and operational efficiency on 
the other,” says Peter Golovsky, managing director and global head of institutional 
sales at Amicorp Group. 

“Now, increasingly, the question of how – and indeed, if at all – they choose to 
deliver fiduciary services most effectively, is being put under the microscope”.

These were among some of the high-level talking points at this series of global 
discussions held throughout 2015 and early 2016 in nine locations. 

They involved around 90 banking and other industry leaders globally – in 
Hong Kong, Singapore, Miami, New York, Mumbai, Zurich, London, Sao Paulo 
and Dubai.

The aim of each roundtable was to examine the key strategic and critical issues 
facing industry leaders around the important options and choices around how 
best to deliver fiduciary services – and also to explore these issues in light of 
a strategic report by Amicorp and Scorpio Partnership on the future of the 
trust industry.

“What has become 
increasingly clear is 
the growing uncertainty 
that global private 
banks face over the 
strategic positioning of 
their fiduciary services 
businesses.”
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EXECUTIVE SUMMARY

GROWTH IN GLOBAL WEALTH 

Source: Capgemini Financial Services Analysis, 2015

Global investable wealth of US$ 
56.4T up 7.2% from 2013

Asia Pacific rising to
US$21.2T at 10.3% growth;  
overtaking North America as the 
world's largest wealth market. 
Latam to decline at -3.1%.   

Further, in light of the “Panama Papers”, various countries and organisations, 
including the UK, EU, OECD, G20, Australia and the US, announced further 
transparency measures to combat tax evasion, corruption, money laundering 
and terrorist financing. 
 
Overall the measures are:

 To establish a list of non-cooperative jurisdictions and measures against  
such jurisdictions

 To create national public registers of ultimate beneficial owner (UBO)  
information of entities and trusts 

 To create automatic exchange of such UBO data between authorities and 
 To make banks, advisors and providers co-liable for facilitating tax evasion



7Shaping the future of fiduciary ServiceS in global wealth management

STRATEGIC DILEMMA

Strategic dilemma

The upshot of the various business challenges for the private banks is that some 
of them either have already sold – or are now looking to sell – their trust arms. 
They are considering exiting this business as the appetite for doing everything in-
house has disappeared.

Other private banks continue to rely on these divisions to provide what they 
consider as value-add to clients. 

As banks of different types and sizes weigh their options, they are looking at the 
extent to which the fiduciary business is a ‘cost’ or ‘profit’ centre, depending on 
the institution’s wider strategy and wealth management offering. 

The stumbling block for these institutions is that they remain undecided. But the 
urgency of finding a solution is pressing.

In addition to FATCA, data leaks, increasing trends about the exchange of 
UBO data, the new expansive nature and scope of financial information to 
be reported under the global standard of Automatic Exchange of Information 
(AEOI), commonly known as the Common Reporting Standard (CRS), Anti Money 
Laundering (AML) regulations, and increasing supervisory oversight, and the end 
of banking secrecy, are all significantly changing the game of international private 
wealth planning.

More than 100 jurisdictions have committed to AEOI regarding foreign accounts 
and related income earned by tax residents of CRS-participating jurisdictions. 

With these commitments, all major financial centres are now part of the efforts to 
enhance international tax cooperation. Well over 50 jurisdictions will commence 
AEOI under CRS in 2016 with first automatic exchange of information in 
September 2017.

“More than 100 
jurisdictions have 
committed to AEOI 
regarding foreign accounts 
and related income earned 
by tax residents of CRS-
participating jurisdictions.”
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STRATEGIC DILEMMA

“With fewer and fewer 
places to legitimately 

hide assets, the time of 
‘do not ask, do not tell’ 

is over.”

It is noteworthy that the US has still not signed up to the CRS, on the premise 
that FATCA and the Inter-Governmental Agreements (IGAs) with more than 100 
jurisdictions is an equivalent regime to the CRS. 

But as the IGAs are not yet fully reciprocal, this has caused certain UHNW 
individuals to consider restructuring their investments to make greater use of 
US structures.

Yet this seems to be a short-term strategy, as the US has committed in these IGAs 
to implement a look-though approach in the IGAs. 

The consequence will be that all US banks and US investment entities (including 
trusts) will be subject to a look-through to the controlling persons with the resultant 
reporting under CRS for such persons to the extent they are resident in a CRS 
reportable jurisdiction.

With fewer and fewer places to legitimately hide assets, the time of “do not ask, do 
not tell” is over. 

As a result, it is time to regularise the past. It is also time to assess whether 
there is a need to restructure investments such that the new transparency 
over beneficial ownership (actual or contingent) does not result in unintended 
consequences for the settlors and beneficiaries.
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RESPONSE NEEDED 

“It may even be required 
to terminate relationships 
with those clients that fail 
to cooperate in a legitimate 
manner.”

reSponSe needed 

The latest developments around the world clearly impact bankers as well as their 
HNW / UHNW clients. 

On one hand, the banks will require the account-holders to provide confirmation of 
full compliance or alternatively supported by professional opinions. On the other 
hand, the role of private bankers, wealth planners and other intermediaries is to 
support taxpayers in this process. 

More than ever there will be a greater need for collecting client data and for 
understanding a client’s business and objectives. Private clients have to be 
informed and educated about these global AEOI developments as well as rules in 
domestic legislation.

It may even be required to terminate relationships with those clients that fail to 
cooperate in a legitimate manner.

“We are focused on helping the leading global private banks and other financial 
institutions by supporting them as part of their review and consideration of 
alternative choices around optimally delivering fiduciary services,” says Golovsky, 
which is working with more than half of the global top 10 private banks on such 
projects.

The starting point, however, needs to be to decide on the core business. As a 
result, determining the way forward is easier said than done. 

Ultimately, the optimal outcome for each institution will come down to how it 
addresses the three-pronged challenge of managing costs, controlling risks and 
increasing revenue. And there is no right or wrong way to do this.



bright future 
for truStS

A joint research project between Amicorp and Scorpio Partnership proves a useful 
benchmark in relation to the current state of the global trust industry. This was also 
noteworthy for being the first global independent piece of work in this space.

In seeking to uncover the perspectives of industry leaders at global private banks 
across the Americas, Asia and Europe, the findings shed more light on four main 
aspects of the topic today (see the chart below of the rsearch overview and findings).

First, the challenges and issues for the future of the trust industry; secondly, how 
senior executives view the fiduciary business in the context of a broader wealth 
offering; thirdly, the approach of different banks to the challenges from initiatives 
related to global tax transparency; and finally the focus of the remaining key benefits 
of trust (i.e. asset protection, estate planning for future generations etc).

“[From the research], we found that Asia Pacific and Latin America represent the two 
largest international offshore markets with an estimated value of USD5 trillion of the 
total USD8.5 trillion,” explains Golovsky.

Plus, while there are an estimated 475,000 trust structures worldwide, only around 
5% of the HNW population seems to have a fiduciary structure.  “That presents 
interesting opportunities for us in this segment, and in terms of the growth rate in 
business volumes across the trust sector,” he says, “which is estimated at 10% per 
annum, with the emerging markets of Asia Pacific and Latin America to lead the way.”

BRIGHT FUTURE FOR TRUSTS

Source: AMICORP / Scorpio Partnership

STATE OF THE GLOBAL TRUST INDUSTRY - RESEARCH PROJECT

50 - 60                           interviews
undertaken across the globe
with leading market
professionals (for the research)    

4 business models covered 

- Universal banks - Private banks
- Local banks - Multi family offices

475,000                              trust 
structures held worldwide 

10%                   per annum growth in
trust industry business volumes

5      geographic regions
analysed and covered
around the globe  

US$5trn                                 worth of assets held by Latin
America and Asia Pacific in offshore markets  

For the research project, Amicorp brought together 50-60 participants across Asia, Europe and the Americas to disucss the future of trust and 
examine the key factors driving change in the industry.
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CHANGE DRIVERS

“There is an emergence 
of new operating models. 
These include specialist 
independent trust firms, 
challenging the traditional 
operators.”

change driverS

The Scorpio report highlights six key factors driving change in the trust 
industry (refer to the chart on the next page). And many of the private banking 
leaders at the discussions in several financial centres agreed with these as key 
issues shaping the future of the fiduciary business.

First, is a combination of cost management, business profitability, consolidation 
and polarisation. Bank-owned trust companies are reviewing their operating 
models for fiduciary services, evaluating what is core versus non-core, and what 
aspect of the offering to retain in house, said a number of the banks represented. 

“Their options include a sale, strategic segmentation, or outsourcing / white-
labelling,” says Golovsky. “I expect to see consolidation as banks review their 
strategies and re-assess their core businesses, markets and offerings.”

Secondly, there is an emergence of new operating models. These include 
specialist independent trust firms, challenging the traditional operators. 

According to some of the banks, one of the benefits this provides is the ability to 
access an open-architecture platform which offers scale, flexibility and reliability.

A third factor relates to cross-border complexities and regulation. To cater for 
HNW clients, given the changing regulatory environment and transparency that 
global regimes such as FATCA and CRS impose, there is much greater complexity 
required when creating structures across borders.

The G20 has since endorsed the AEOI standard, which went live in January 2016 
(for the early adopters), with more than 50 countries signed up, and in addition 40 
more who committed to sign the CAA’s and apply the CRS. 

FATCA is only about automatic annual reporting on non-US assets held by US 
individuals and entities (excluding active businesses) with US controlling persons. 
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CHANGE DRIVERS

Whilst the policy objectives of FATCA and CRS are identical, FATCA paved the 
way for CRS, a regime which focuses on AEOI on a multi-lateral basis.

Both FATCA and CRS create an enormous compliance impact for financial 
institutions (FIs) – under the latter regime, all tax residents of all Reporting 
Jurisdictions will have to be identified and information about their financial 
accounts reported on an annual basis. 

And based on the look-through approach applied to passive entities, the FIs 
also have an obligation to identify and report the controlling persons of the entity 
account holders.

This all will require FIs to make significant investments on compliance and 
systems, to assign a FATCA and CRS officer and project team, to assess the gaps 
and to adapt IT systems, onboarding procedures, policies, forms to undertake the 
required due diligence and annual reporting of these account holders who are tax 
residents of Reporting Jurisdictions.

Source: AMICORP / Scorpio Partnership

6 KEY FACTORS DRIVING CHANGE IN THE GLOBAL TRUST INDUSTRY

�

�

�

� Bank owned trust companies are reviewing their operating models for fiduciary 
services, evaluating what is core v non core, retain in house (i.e. options include – 
sale, strategic segmentation/ ‘moving upscale’, outsourcing/white-labelling)
Expect consolidation as banks review their strategy, footprint (around core markets)

�

�

Complexity of structures across borders and jurisdictions to cater for HNWI’s given 
changing regulatory environment (i.e. FATCA and CRS)
Need for operators that can deliver ‘product excellence’ that offer transparency for 
regulators and governments (talk more about this shortly) 

�

�

Need for operational excellence and efficiency in delivery of ‘smarter’ systems (i.e. trust 
administration, reporting, IT, compliance, client acceptance /AML etc) 
Improvement in communication channels between adviser, trustee and client

�

�

Operators and platforms that offer ‘scale’ and ‘open architecture’ that can support 
business growth 
Diversification and focus on new markets (i.e. align with growth in emerging markets) 

� Finding, attracting and retaining talent to meet projected growth rates will be a challenge 
in an industry that has not traditionally attracted younger people

Emergence of specialist independent trust operators, that challenge the 
traditional operators 
Access an ‘open architecture’ platform that offers, scale, flexibility and reliability 

Cost management, 
business profitability, 

consolidation and 
polarisation 

Emergence of new 
operating models 

Cross border 
complexities and 

regulation 

Demand for talent 

Operational excellence 
/ efficiency in 

administration given 
margin compression

Models that can support 
business growth 

�

�
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CHANGE DRIVERS

Service providers are developing solutions to assist FIs in being compliant without 
compromising the client experience.

Yet regardless of the type of fiduciary offering, whether these are standardised or 
more customised, roundtable participants are focused on high-quality services. 
And those that can develop specialist expertise in particular country and markets, 
in light of these changes in the regulatory environment, will have a key role 
going forward. 

“There is a need for operators that can deliver ‘product excellence’ that offer 
transparency for regulators and governments,” confirms Golovsky.

The demand for talent is another key issue for the industry, regardless of business 
models and geographic diversity of the offering. And it is something at the 
forefront of the minds of many senior executives, given the limitations it imposes 
on the business model – regardless of other components which might be in place. 

In short, this comes down to finding, attracting, training and then retaining talent. 
That includes wealth planning specialists as well as client advisers, to help banks 
keep up with projected growth rates in the HNW population. 

Having sufficient knowledge is also more important given the need for 
practitioners to anticipate issues relating to the structures.

A fifth factor driving change stems from the goal of operational excellence and 
efficiency in administration, especially in light of margin compression. This again 
comes down to putting in place ‘smarter’ systems for functions such as trust 
administration, reporting, IT, compliance, client onboarding and AML. 

At the same time, improvement is needed in the communication channels between 
adviser, trustee and client. 

A final change-driver is in terms of the models to support the direction of the 
business. “The objective is to identify and implement operators and platforms that 
offer scale and open architecture to support growth,” says Golovsky. 

Diversification and a focus on new markets where real growth is taking place is 
another part of this strategy.

“Having sufficient 
knowledge is also more 
important given the 
need for practitioners to 
anticipate issues relating to 
the structures.”
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MAPPING AGAINST UNCERTAINTY

“Standing out is a key 
objective for many 

[private banks].”

mapping againSt 
uncertainty

The choices private banks make about the extent and type of fiduciary services 
they will offer within today’s changing regulatory environment has the potential to 
significantly re-shape the look and feel of the industry. 

Some of the fundamental questions banking leaders are increasingly asking of 
themselves, and their senior management, include how best they can respond 
to tax transparency? And given regulatory scrutiny and complexity, along with 
enforced business changes, how can they deal with the cost of non-compliance of 
existing account holders with their offshore investment structures?

At the same, time, banking leaders generally expect to see structures getting more 
customised given clients’ evolving needs, cross-border assets and movement, 
reporting obligations and the impact on them of the regulatory dynamics.

Yet complex structures are not necessarily appropriate. What fiduciaries need 
to provide, therefore, is a combination of a tailored approach, a high degree of 
personalisation, an educated staff knowledgeable about country specifics, 
close coordination with legal and tax advisers, and confidence that clients are 
in safe hands.

The choices for banking heads seem to boil down to one of two broad options, 
according to the conclusions of the roundtable discussions. 

Either they remain in their core businesses and exit all non-core activities; or, for 
those operations which are considered to be more peripheral, outsource or white-
label the offering. The benefits are essentially a de-risking that fits with their overall 
objectives in today’s environment. Ultimately, they are striving to find clear points 
of differentiation in their strategy and value proposition.

Indeed, standing out is a key objective for many, which, by extension, is also likely 
to drive whether they in-source or outsource as a strategic priority. 

However, that decision seems to be somewhat connected with the size of the 
organisation, according to participants at the recent discussions. 
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MAPPING AGAINST UNCERTAINTY

The larger banks have more capacity to invest in compliance systems and appear 
to have less appetite to exit the fiduciary services capability. 

Mid-sized and smaller banks see the increasing burden of compliance as a 
moment to review their strategy to potentially exit or segment their portfolio to an 
independent service provider, while keeping the key relationship between the 
private bankers with the ultimate HNW / UHNW client. 

Scale is seen as a vital ingredient. Finding a winning formula to re-align certain 
businesses to deliver the right service for a client who is willing to pay a 
reasonable amount of money for it, is akin to the holy-grail of wealth planning. 

Plus, it is a way for organisations to achieve sustainable, controlled growth in 
priority markets.

Yet doing that in a way that also enables the bank to control the risk – not just 
from a fiduciary point of view but also a franchise perspective – continues to leave 
executives stumped.

Source: AMICORP

WHAT ARE WE SEEING � 3 MAIN APPROACHES BY THE BANKS 
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FINDING THE RIGHT PATH

“‘If you don’t have wealth 
planning as a core strategy, 
you should outsource it’, is 
a comment that sums it up 

well for many.”

finding the 
right path

It seems a growing number of banks are now looking at their options from a very 
practical perspective. In particular, they are focused on resolving the challenges in 
a way that suits their core strategy and also their approach to client segmentation. 

“If you don’t have wealth planning as a core strategy, you should outsource it”, is a 
comment that sums it up well for many.

In general, private banks fall into one of the three camps, highlighted in the chart 
on the previous page, in terms of their thinking and positioning.

Strategic segmentation of the wealth planning and fiduciary services part of the 
business is one avenue that some are pursuing. This involves, for example, an 
initial step where perhaps a pilot is launched in a single jurisdiction. This might be 
done by fee threshold, or per market or product, for example. This is typically a 
first step to a more significant change down the line. 

Other banks are looking at selling their fiduciary business, or otherwise exiting this 
space. In particular, this has been a growing trend, confirms Golovsky. 

An alternative to the first two options is outsourcing / white-labelling. That can also 
be, for instance, an initial step to sale or exit. 

“We have seen decent demand from private banks to support their refocusing 
through outsourcing of the administrative function, for instance, but they do retain 
their licensed activities,” says Golovsky.
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ExpErt InsIghts

Forging the future for fiduciary 
services in wealth management
As wealth management institutions of all types grapple with the strategic positioning 
of their fiduciary services businesses, Amicorp wants to fill the gap with an outsourced 
solution – which then frees up resources for firms to focus on their core offering. 

Private banks and wealth management 

firms around the world face a barrage 

of challenges. 

These relate to regulatory pressure, tax 

transparency, escalating costs, scalabil-

ity, revenue and people. 

As a result, they have hit a tipping point: 

should they remain in the business of 

wealth structuring?

The disruption stems from trying to 

identify where fiduciary services sit 

within the business. 

Ultimately, it comes down to what’s core 

versus what isn’t.

“Now, increasingly, the question of how 

– and indeed, if at all – they choose to 

deliver fiduciary services is being put 

under the microscope,” says Peter Go-

lovsky, managing director and global 

head of institutional sales at Amicorp 

Group, which works with more than half 

of the top 10 global private banks and 

other financial institutions in this area.

How Amicorp is looking to help, he ex-

plains, is by providing outsourced fidu-

ciary services. 

This suits firms which lack resources to 

deliver this internally. Or, an institution 

might review its operating model and 

realise it can benefit from using an in-

dependent provider for trusts and such 

services, and instead focus on what it’s 

best at – managing clients’ assets.

a private bank. With the latter, the in-

stitution maintains its own sales force 

and branding for fiduciary products, 

while engaging Amicorp to set up and 

manage the underlying trusts, founda-

tions or company structures. 

“Now, increasingly, the question of how – and indeed, 
if at all – they choose to deliver fiduciary services is 

being put under the microscope.”

Strategic choice

Amicorp has formalised aspects of what 

it offers into an Institutional Sales Unit.

The Unit leads the firm’s engagement 

with private banks, asset managers, 

family offices, accounting and legal 

firms, independent asset managers and 

insurance companies.

The crux of the offering falls into one of 

two business models: either strategic 

partnering and client on-boarding; or 

white-labelled fiduciary solutions. 

With the former, Amicorp acquires an 

existing portfolio of trusts and clients 

from a financial institution – generally 
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PARTICIPATING ORGANISATIONS

participating 
organiSationS

HONG KONG & SINGAPORE

 Bank of Montreal
 BNP Paribas Wealth Management
 BOCI International
 Bordier & Cie
 CIC Banque Privee
 Citibank
 EFG Bank
 Hang Seng Bank
 Hong Leong Bank
 HSBC Private Bank
 JP Morgan
 PwC
 RBC Wealth Management
 Rothschild Trust
 SEB Private Banking
 Standard Chartered Private Bank
 UBS Wealth Management

DUBAI

 2i Capital Group 
 Al Khaliji Bank
 Banque Internationale A Luxembourg
 Bank J Safra Sarasin
 Bo Fric Associates
 Deloitte
 International Business Consultants
 Standard Chartered Private Bank
 Wragge Lawrence Graham

SAO PAULO

 Banco de Brasil 
 Braga & Moreno
 Choaib, Paiva e Justo 
 Espirito Santo 
 Felsberg Advogados
 GPS
 Itau Private Bank
 Noronha Advogados
 Nunes & Sawaya Advogados
 Ripol Alliance
 Santander 

MUMBAI

 Alchemy Capital Management
 ASK Wealth Advisors
 Axis Bank
 BlueOcean Capital Advisors
 Client Associates Family Office
 DH Consultants
 Ernst & Young
 HDFC Private Bank
 Kotak Wealth Management
 KPMG
 RBS Private Banking
 S K Attorneys
 UniDEL
 Veritas Legal
 Yes Bank
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PARTICIPATING ORGANISATIONS

NEW YORK & MIAMI

 AndersenTax
 Baker & McKenzie
 Brown Brothers Harriman & Co
 Cantor & Webb
 Day Pitney USA
 Deutsche Bank
 Fiduciary Trust Company International
 HSBC Private Bank
 IFS State Street
 Itau Private Bank
 JP Morgan Private Bank
 LIA
 Maples & Cadler
 Markit CTI
 Morgan Stanley
 Sabadell
 Suntrust
 UBS Wealth Management
 WE Family Office

ZURICH & LONDON

 Bank Julius Baer
 Barclays
 Coutts
 Credit Suisse
 HSBC Private Bank
 Investec Wealth and Investment
 JP Morgan Private Bank 
 Lombard Odier
 Markit CTI
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