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Why private banks will 
live or die on innovation
BNP Paribas Wealth Management has carved out billionaires as a strategic growth 
segment, says Mignonne Cheng, explaining that this is an industry where being 
innovative and providing real solutions will be the difference between success and failure.

Despite the many challenges facing 

private banks in Asia, recent signs 

suggest this is an industry that continues 

to thrive. 

A quick look at the latest World Wealth 

Report from CapGemini, for example, 

support this. It shows the pace and 

volume of growth, with Asia Pacific ex-

ceeding North America for the first time.

The spotlight on compliance and gov-

ernance is a crucial factor too. “The 

high bar for capital requirement, the 

increased transparency and greater 

scrutiny from regulators, and the 

prudent approach of private banks to 

business management, will provide 

clients with a stronger sense of safety 

and trust,” says Mignonne Cheng, 

chairman and chief executive officer 

for BNP Paribas Wealth Management 

in Asia Pacific.

Yet at the same time, Cheng’s bright 

outlook for private banking in the region 

is balanced with the fact she also knows 

the status quo faces imminent change.

“I believe consolidation of the industry 

is likely to continue, as private banks 

need to achieve scale and efficiency,” 

she explains.

And as someone who has been active in 

the region’s financial markets for well 

over three decades, she is well-placed 

to judge the likely evolution in the look-

and-feel of the marketplace.

STAYING AhEAd

The way for private banks to ensure 

success amid today’s challenging envi-

ronment will be to work hard at innova-

tion. “This is in order to maintain rele-

vance and better serve clients’ 

ever-changing needs,” says Cheng.

In particular, she explains, when 

dealing with UHNW families, there is 

no other type of offering which can 

provide the same combination of high-
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touch, highly-tailored, holistic yet 

trustworthy personal services of hand-

picked, rigorously-selected and 

trained private bankers. 
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Identifying the next 
entrepreneur

Another sign of the innovative 
nature of BNP Paribas Wealth 
Management was its 2016 
BNP Paribas Global 
Entrepreneur Report.

The survey revealed the 
emergence of a new generation 
of entrepreneurs under 35 
years old. 

Dubbed the ‘Millennipreneurs’, 
these are business starters from 
‘Generation Y’, born between 
1980 and 1995, also known 
as Millennials.

Their approach to business, in 
terms of their ambitions, results 
and leadership style, differs 
from that of other generations. 
For example, they create 
more companies, with larger 
headcounts and higher 
target profits. 

They are also generally 
interested in the new economy, 
but are equally active in many 
traditional sectors including 
retail and professional services 
such as law and accounting.

The report was based on a 
survey conducted by Scorpio 
Partnership, analysing the 
behaviour of roughly 2,600 
HNW and UHNW entrepreneurs 
across 18 markets in Asia, 
North America and Europe, with 
aggregate wealth of over 
USD17 billion.

Supporting wealthy 
women

As part of its continued 
approach to clear segmentation,  
for the second year, BNP 
Paribas Wealth Management 
brought together (in July 2016)
around 30 women who lead 
international fast-growing 
businesses in 12 countries 
across Europe, the US, the 
Middle East and Asia, from 
which there has been strong 
participation both times.

This exclusive Women 
Entrepreneur Programme 
aimed to provide participants 
with a programme specifically 
geared to the real issues facing 
entrepreneurs, along with the 
opportunity to network and 
discuss their views on growth, 
innovation and leadership. 
The customised training 
programme was designed by 
Stanford University.

“Private bankers, as the last bastion of 

trust, must also maintain an enhanced 

awareness of their clients’ interest and 

protection,” explains Cheng.

“They must consistently present the 

right ideas to clients, seriously taking 

into account the relevant risk profiles 

of those clients.”

SERvING ThE MEGA WEAlThY 

IN ASIA

This is perhaps most relevant for the 

ultra wealthy, which is an increasingly 

important target segment for BNP 

Paribas Wealth Management.

In line with this, the bank is rolling out 

a new initiative, Mega Wealth, to focus 

on the wealthiest individuals.

This follows on from the success that 

the private bank has found over the last 

few years in on-boarding billionaire 

clients. Indeed, it has reached a penetra-

tion rate of 17% in Asia, and close to 

50% in Hong Kong. 

“This client segment calls for a holistic 

banking approach, integrating invest-

ment banking and wealth management 

solutions,” says Cheng. 

“The billionaire segment is our strategic growth lever. 
BNP Paribas Wealth Management is gearing 

up its value proposition to this segment, 
in order to remain as the preferred partner to this 

increasingly-important population of clients.”

For example, this demands specific 

credit solutions as well as private invest-

ment opportunities as two of the key 

drivers of the initiative. “The billionaire 

segment is our strategic growth lever,” 

adds Cheng. 

“BNP Paribas Wealth Management is 

gearing up its value proposition to this 

segment, in order to remain as the pre-

ferred partner to this increasingly-

important population of clients,” she 

explains. 


