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Gain insights into vital issues:

• Define the drivers of consolidation within 
private banking

• Investigate the impact of the European Savings
Directive on future business strategy

• Examine the transformation of client servicing and
the move away from the product sales culture

• Discover how to build an effective sales and support
team to offer a wider range of investment solutions

• Realise the diversification and return benefits 
of structured products and commodities in an
investment portfolio

• Learn how to implement unique and effective
strategies for growth in a competitive market

• Assess the distribution channels in private banking
and the role of intermediaries in a distribution strategy

Gold Sponsor:

Official Publication:

2nd Annual

Examining the Transformation of Client Servicing and the Strategies for Growth in a Competitive Market

In the Chair:

Sebastian Dovey
Managing Partner, Head of Consulting
Scorpio Partnership

James Cunningham
Head, Portfolio Management
Bank Sarasin & Cie

Your Expert Speaker Panel:

Jeremy Marshall
CEO
Credit Suisse UK

Paul Smith
Managing Director, Private Banking
HSBC Private Bank (UK) 

Robert Taylor
CEO
Kleinwort Benson Private Bank

Dr Sebastian Klein
Global Head, Private Banking
Commerzbank AG

James Cunningham
Head, Portfolio Management
Bank Sarasin & Cie

Michael McGowan
European Tax Advisor
JP Morgan Private Bank

Stephen Cooke 
Partner, Private Client Department 
Withers LLP

Taina Makijarvi
Head of Private Banking Concept and Strategy, 
Savings and Wealth Management
Nordea

Stefan-Erik von Euw
Head, Market Analysis and Strategic Project
Banca del Gottardo

Helmut Kaiser
Chief Investment Strategist, Private Asset Management
Deutsche Bank

Martin Hueppi
Executive Vice President, Head of Product Management
Clariden Bank

Kevin Norrish
Commodities Analyst
Barclays Capital

Guy Oliver Aufenacker
Director
Berenberg Bank (Schweiz) AG

Celine van Asselt
Director, Risk and Performance
Fortis MeesPierson 

Ray Soudah
Founder
MilleniumAssociates AG

Karri Haaparinne
Senior Vice President
Mandatum Private Bank

Wim Allegaert
Head of Product and Business Development
KBC Asset Management N.V.

With a client base that is becoming increasingly mobile and sophisticated when choosing a banking
partner, it is essential to provide the right products and services and develop your business into a
complete value-adding solution provider. This conference will provide a much needed opportunity to
benchmark strategies to ensure your organisation’s growth and success in a highly competitive industry.



Day 1

16th June 2005 www.mefinance.com

Booking Line
Tel: +44 (0) 20 7647 2343
Fax: +44 (0) 20 7647 2279

08:30 Registration and Coffee

09:00 Opening Address from the Chair

Sebastian Dovey
Managing Partner, Head of Consulting
Scorpio Partnership

THE CURRENT MARKET

09:15 An Overview of Consolidation in the Private Banking Industry
• Outlining the recent deals in the market
• Examining the drivers of consolidation and the trends that could impact 

the pace of consolidation in the future
• A structural and economic view
• Where does the pressure for further consolidation lie?

Ray Soudah
Founder
MilleniumAssociates AG

10:00 Assessing New Growth Markets in Private Banking
• Providing a global overview of where the risks and opportunities lie 
• Examining and comparing key markets: EU, Eastern Europe, the Middle 

East and India

Jeremy Marshall
CEO
Credit Suisse UK

10:45 Morning Coffee 

REGULATORY CHANGE ON A EUROPEAN LEVEL

11:10 Understanding the European Savings Directive 
• Exploring the Directive 
• Impact of tax laws on cross border tax planning 
• Addressing the onshore/offshore debate 

Stephen Cooke 
Partner, Private Client Department 
Withers LLP 

11:55 The Practitioner’s View: Debating How Regulation Can Influence 
Future Business Strategy
• Outlining a practical response to the European Savings Directive
• Debating if there will be a wholesale and geographical shift in strategy
• Could Singapore be a good location to move money? 

Michael McGowan
European Tax Advisor
JP Morgan Private Bank

12:45 Luncheon

TRANSFORMATION OF CLIENT SERVICING

14:00 Case Study
Examining Client Segmentation in Private Banking
• Investigating the current segmentation across the industry
• Various segmentation models
• Benefits and difficulties in segmentation
• Finding the optimal segmentation solution
• How to put in place segmentation internally

Stefan-Erik von Euw
Head, Market Analysis and Strategic Projects 
Banca del Gottardo

14:45 Case Study
Improving Client Servicing
• The advisory process
• Assessing the needs of clients
• Debating the big challenge: Offering systemised services that appear bespoke
• How can private banking become better relationship banking?
• Developing an organisational culture that supports the delivery of service

Taina Makijarvi
Head of Private Banking Concept and Strategy, Savings and Wealth Management
Nordea

15:30 Afternoon Tea 

15:45 Panel Discussion
Debating the New Style and Structure of Private Banking 
• Moving from a product provider to a solution provider: Matching the 

needs of clients
• Product sales versus wealth management advice: Which is best and how 

easy is it to achieve?
• Discussing the structure of private banking

- The interdependence of investment banking and private banking
- Can private banking stand alone as a separate sector?

Robert Taylor
CEO
Kleinwort Benson Private Bank

Jeremy Marshall
CEO
Credit Suisse UK

Dr Sebastian Klein
Global Head, Private Banking
Commerzbank AG

16:40 Closing Remarks from the Chair

16:45 Close of Day One

Complimentary accommodation booking service

Should you require accommodation whilst attending a marcus evans
conference, please do not hesitate to contact our accommodation agent First
Option who will be more than happy to make a reservation for you. Please
quote the name of the marcus evans conference you are attending.

Freephone within UK: 0870 1914717
Tel outside UK: +44 (0) 161 601 4038, Fax: +44 (0) 161 968 9310
Email: marcusevanshotels@first-option.co.uk
www.first-option.co.uk/marcusevans/

marcus evans training is one of the leading international providers of
specialised financial markets training. Our industry expert trainers will provide
you with in-depth information and interactive learning to help you reach your
goals. We make extensive use of pre and post course questionnaires to ensure
that our training delivers exactly what our delegates require. Numbers of
delegates on our courses are strictly limited to optimise your learning experience.

Banking, Finance & Insurance Training
For further details please contact:

Jacquelyne Muhati on +44 (0) 20 7647 2304 
or email jacquelynem@marcusevansuk.com

Business development opportunities

Does your company have services, solutions or technologies that the conference 
delegates would benefit from knowing about? If so, you can find out more 
about the exhibiting, networking and branding opportunities available by 
contacting our sponsorship division. 

Gareth Banks on +44 (0) 20 7647 2673, email: garethb@marcusevansuk.com
marcus evans financial markets training



www.mefinance.com

Booking Line
Tel: +44 (0) 20 7647 2343
Fax: +44 (0) 20 7647 2279

Day 2

17th June 2005

08:30 Re-Registration and Coffee

09:00 Opening Address from the Chair

James Cunningham
Head, Portfolio Management
Bank Sarasin & Cie

INVESTMENT SOLUTIONS

09:15 Building an Effective Internal Sales and Support Team 
to Provide the Right Investment Solutions
• Offering a better approach and a wider range of products
• Developing and building an internal sales and support team
• Sales staff versus private bankers
• Remuneration for sales staff
• Could private banking learn from the investment banking model?
• Matching the needs of clients 
• Educating clients

Martin Hueppi
Executive Vice President, Head of Product Management
Clariden Bank

10:00 Why Commodities and Why Now? 
• Assessing the recent growth in commodity market investments 
• What is different about this commodity bull run? 
• Investigating how to access the commodity market 
• How much should be allocated to commodities? 

Kevin Norrish
Commodities Analyst
Barclays Capital

10:45 Morning Coffee 

11:10 Examining the Use of Structured Products in Wealth Management
• What derivatives are being used?
• What formats are being used?
• Risks and returns for private clients

Wim Allegaert
Head of Product and Business Development
KBC Asset Management N.V.

11:55 Panel Discussion
Reacting to a Low Return Market: The Need for Innovation 
versus Fad Investments
• What investment products are providing the greatest returns?
• Have hedge funds had their day? Discussing recent low performance
• Private equity, commodities, property and structured products: Is there 

any real benefit?
• Should there be more classic instruments in the portfolio to provide 

longer-term solutions?
• Educating clients

James Cunningham
Head, Portfolio Management
Bank Sarasin & Cie

Helmut Kaiser
Chief Investment Strategist, Private Asset Management
Deutsche Bank

Guy Oliver Aufenacker
Director
Berenberg Bank (Schweiz) AG

12:45 Luncheon 

Unrivalled in-depth industry profiles and authoritative commentary ensures 
that Wealth Management and TheWealthNET are the leading suppliers of
content to the financial services sector. For more information, contact us 
on 020 7674 0400.

GROWTH STRATEGIES IN A COMPETITIVE INDUSTRY

14:00 Case Study
Growth Strategies in Private Banking: Traditional Beliefs 
versus Insights of Commerzbank
• Need for growth in a competitive market: The example of Germany
• Organic growth options: CRM, team lift outs and others
• External growth: Co-operation and consolidation in the private 

banking industry

Dr Sebastian Klein
Global Head, Private Banking
Commerzbank AG

14:45 Sharing Quality Time with your Customers: Enhancing the 
Customer Experience 
• Shrinking margins: Serving more customers with fewer relationship managers 
• Understanding customer profitability 
• How to increase you share of wallet 
• How to grow and at the same time keep your customers happy 

Karri Haaparinne
Senior Vice President
Mandatum Private Bank 

15:30 Afternoon tea

DISTRIBUTION CHALLENGES

15:45 Case Study
Overview of UK Distribution Channels, with Particular 
Emphasis on Working with Intermediaries
• Distribution options in the UK market
• The role of intermediaries in a distribution strategy
• Acquiring intermediaries
• Maintaining the relationship: Defining best practice for your organisation

Paul Smith
Managing Director, Private Banking
HSBC Private Bank (UK)

NEW TRENDS IN RISK AND PERFORMANCE MEASUREMENT 

16:30 Assessing the Need for Increased Transparency in Risk 
and Performance Measurement
• Realising the current state of client mobility 
• The changing needs and demands of clients: Increased sophistication 

in reporting, increased transparency
• Assessing the client needs: Client’s demand to see the impact on risk 

and performance 
• Reporting about risk and performance: An integrated approach

Celine van Asselt
Director, Risk and Performance
Fortis MeesPierson

17:15 Closing Remarks from the Chair

17:20 Close of Conference 

Barclays Capital is the investment banking division of Barclays Bank PLC. With
a distinctive business model, Barclays Capital provides corporates, financial
institutions, governments and supranational organisations with solutions to
their financing and risk management needs. Barclays Capital has the support
of an AA rated parent bank with a balance sheet of over £520 billion. With
offices in 22 countries, the firm employs over 7,000 people and has the global
reach and distribution power to meet the needs of issuers and investors
worldwide. In January 2005, Barclays Capital received recognition from the
finance industry’s two most prestigious publications by being named IFR
Magazine’s ‘Bank of the Year’ and Risk Magazine’s “Derivatives House of the
Year”. For further information about Barclays Capital, please visit our website
www.barclayscapital.com



Priority Booking form
AM2150

PLEASE COMPLETE THIS FORM IMMEDIATELY AND FAX BACK TO

______________________________________________________________ON

Fax No: +44 (0) 20 7647 2279
Tel No: +44 (0) 20 7647 2343

Name:

Position:

E-mail:

Name:

Position:

E-mail:

Name:

Position:

E-mail:

Organisation:

Address:

City: Postcode:

Phone: Fax:

Company Size:

Nature of Business:

E-mail:

CONFERENCE: PRIVATE BANKING

DATE(S): 16TH & 17TH JUNE 2005

VENUE: CENTRAL LONDON
VENUE TO BE CONFIRMED 1 MONTH
PRIOR TO CONFERENCE DATE

HOTEL ACCOMMODATION:

COMPLIMENTARY ACCOMMODATION BOOKING SERVICE
Should you require accommodation whilst attending an marcus evans conference,
please do not hesitate to contact our accommodation agent First Option who will be
more than happy to make a reservation for you.  
Please quote the name of the marcus evans conference you are attending.
Freephone within UK: 0500 858 586
Tel outside UK: 0161 601 4038,  Fax: 0161 968 9310
Email: marcusevanshotels@first-option.co.uk

Please charge my:

■■■■ Visa ■■■■ Mastercard    ■■■■ Eurocard    ■■■■ Amex    ■■■■ Diners Card

Card Billing Address:.......................................................................

.......................................................................................................

City:.....................................................Postcode:............................

Card Holder’s Name:......................................................................

Signature:.......................................................................................

Card Number: ■■■■ ■■■■ ■■■■ ■■■■ ■■■■ ■■■■ ■■■■ ■■■■ ■■■■ ■■■■ ■■■■ ■■■■ ■■■■ ■■■■ ■■■■ ■■■■
Valid From:   ■■■■ ■■■■ / ■■■■ ■■■■ Expiry Date:   ■■■■ ■■■■ / ■■■■ ■■■■
CONFIRMATION DETAILS – After receiving payment, a receipt will be
issued. If you do not receive a letter outlining the conference
details two weeks prior to the event, please contact the
Conference Coordinator at marcus evans.

Sales Contract Registration Details

■■ Conference Fee (Including Documentation) @ £1729.80 + VAT 
■■ Online Documentation @ £400.00 + no VAT

Payment is required within 5 working days.

An 24% service charge has been added to all conference fees prior to the event and 
is inclusive of programme materials, luncheon and refreshments.

Fees

Name:

Position:

Signature: Date:

Signatory must be authorised to sign on behalf of contracting organisation

Authorisation

Payment Method

Please write in BLOCK CAPITALS

conferences

Note: Do not fax this form to the hotel

Terms & Conditions:
1.Fees are inclusive of programme materials and refreshments.
2.Payment Terms: Following completion and return of the registration form, full payment is required within 5 days from
receipt of invoice. PLEASE NOTE: payment must be received prior to the conference date. A receipt will be issued on
payment. Due to limited conference space, we advise early registration to avoid disappointment. A 50% cancellation fee
will be charged under the terms outlined below. We reserve the right to refuse admission if payment is not received
on time. Unless otherwise stated on the booking form, payment must be made in pounds sterling.
3.Cancellation/Substitution: Provided the total fee has been paid, substitutions at no extra charge up to 14 days before
the event are allowed. Substitutions between 14 days and the date of the event will be allowed subject to an
administration fee of equal to 10% of the total fee that is to be transferred. Otherwise all bookings carry a 50%
cancellation liability immediately after a signed sales contract has been received by marcus evans (as defined above)
Cancellations must be received in writing by mail or fax six (6) weeks before the conference is to be held in order to
obtain a credit voucher representing 50% of the total fee to be utilized against the costs of any future marcus evans
conference. Thereafter, the full conference fee is payable and is non refundable. The service charge is completely non-
refundable and non creditable. Payment terms are five days and payment must be made prior to the start of the
conference. Non-payment or non-attendance does not constitute cancellation. By signing this contract, the client agrees
that in case of dispute or cancellation of this contract that marcus evans will not be able to mitigate its losses for any
less than 50% of the total contract value. If, for any reason, marcus evans decides to cancel or postpone this
conference, marcus evans is not responsible for covering airfare, hotel, or other travel costs incurred by clients. The
conference fee will not be refunded, but can be credited to a future conference. Event programme content is subject to
change without notice.
4.Copyright etc: All intellectual property rights in all materials produced or distributed by marcus evans in connection
with this event is expressly reserved and any unauthorized duplication, publication or distribution is prohibited.
5. Client confirms that it has requested to allowing marcus evans to retain Client information on marcus evans
group companies database to be used by marcus evans group companies, and passed to selected third parties, to
assist in communicating products and services which maybe of interest to the Client by letter, phone, fax,(inc. automatic
dialling) email or other electronic means. If Client wishes to stop receiving such information please inform above
marcus evans office. For training and security purposes telephone calls maybe recorded.
Important note: While every reasonable effort will be made to adhere to the advertised package, marcus evans
reserves the right to change event dates, sites or location or omit event features, or merge the event with another event,
as it deems necessary without penalty and in such situations no refunds, part refunds or alternative offers shall be made.
In the event that marcus evans permanently cancels the event for any reason whatsoever, (including, but not limited
to any force majeure occurrence) and provided that the event is not postponed to a later date nor is merged with another
event, the Client shall receive a credit note for the amount that the Client has paid to such permanently cancelled event,
valid for up to one year to be used at another marcus evans event. No refunds, part refunds or alternative offers shall
be made.
6.Governing law: This Agreement shall be governed and construed in accordance with the law of England and the
parties submit to the exclusive jurisdiction of the English Courts in London. However marcus evans only is entitled to
waive this right and submit to the jurisdiction of the courts in which the Client’s office is located.

Conference Registration Details

marcus evans: Marcus Evans Ltd

Private Banking


