swiss independent wealth management blog

creatures of habit or pioneers in wealth management? ??
description

relationship managers fall into two camps. some are creatures of habit—they stick to familiar
ground, prefer a limited offering, and feel safe within the walls of a single bank. then, the
explorers embrace multi-banking, open investment platforms, and multi-channel research. the
question is: which approach leads to better client outcomes?

playing it safe - the comfort zone [T]

some relationship managers choose to stay where they are. they work with the same bank, the
same products, and the same investment framework. why? because it’s easy. they know the
rules, the products, and the processes. clients don’t have to adjust, and everything feels
predictable.

but here’s the problem: limitation. a single bank can only offer so much. the range of products,
lending terms, and research is restricted. this often means clients miss out on better opportunities
elsewhere.

the explorer mindset - more freedom, more value [T]

independent wealth managers take a different path. they don’t rely on a single institution’s
product shelf. instead, they use multi-banking to get the best services, open investment platforms
for broader market access, and multi-channel research for unbiased insights.

0 access to multiple banks - bettedending conditions and broader investment choices.
Oinvestment freedom - no in-house product bias, only the best solutions.
[ diverse research sources - objective market views, not just one firm’s narrative.

clients and relationship managers deserve better [T]

in an evolving financial world, sticking to a limited offering isn’t client-centric. clients want tailored
solutions, competitive pricing, and access to global markets. the best relationship managers
adapt, explore, and put clients first.

D which type are you - the creature of habit or the pioneers in wealth explorer? share your
thoughts! [T]
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