HONG KONG PRIVATE BANKING

BOCHK Private Banking
Professional Super-Connector Offering Enhanced
Comprehensive Financial Services
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High-net-worth (HNW) clients are now placing greater emphasis on safeguarding their assets. Bank of China (Hong
Kong) Private Banking (BOCHK Private Banking) adopts a client-centric approach, responding flexibly to shifts in both
market conditions and client needs. Bolstered by its distinctive “1+1+1” service model, the Bank acts as a professional
super-connector, bridging global resources and delivering comprehensive, integrated financial solutions that address the
full spectrum of clients’ personal, family and business needs.

M SR ERFEEBUEENZEMAESER - FREBAARTURFAPL RETEAEELNEHBREFE
ROEE  MEBANM+H1+H1] BRERES EE2REREEEXBRABBAAR REFRABZANGES SR
B 2hUREEAA RERSENTER-

he global economy is
currently showing signs of
deceleration, while opinions

remain divided on the pace and
scale of rate cuts, creating further
uncertainty ahead. BOCHK Private
Banking observes that HNW clients
are increasingly prioritising asset
security and seeking more effective risk
management through suitable overseas
diversification.

Refined offerings in line with
market dynamics

Edmund Kam, General Manager,
BOCHK Private Banking, notes that
beyond continually strengthening
global macroeconomic research to
provide clients with forward-looking
strategic insights, the Bank also
leverages its close collaboration with
parent company Bank of China (BOC)
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and its expertise in RMB business,
working alongside the Group’s
comprehensive operation companies
to develop differentiated services and
products. These include the launch of
physical gold trading in the first quarter
of this year and custody services, as
well as personalised solutions in bond
portfolios, alternative investments and
wealth planning. In line with market
developments, the Bank continues to
refine its offerings in wide-ranging
areas such as asset allocation, tax
and wealth management, and legacy
planning.

“When serving clients who are ‘going
global’, we draw on the Group’s brand,
client network and business strengths
to support clients” overseas expansion
through services such as cross-border
financing, trade settlement and offshore

Edmund Kam,

General Manager,
BOCHK Private Banking
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RMB investment,” explains Kam. As for

overseas clients — particularly those
from Southeast Asia seeking to “bring
in” investment and business — the team
also partners with the Group’s Southeast
Asian entities to provide entrepreneurs
with timely updates on Hong Kong’s
policies and market landscape. For
example, in April this year, BOCHK
hosted a Malaysian chamber of commerce
delegation visiting Hong Kong, and
organised a dedicated seminar featuring
representatives from FamilyOfficeHK
and Hong Kong Exchanges and Clearing
(HKEX), who shared perspectives on
business policies and the advantages of
raising capital and listing in the city.

Delivering integrated wealth
management through the “1+1+1”
service model

Recognising the importance of
understanding and addressing client
needs, BOCHK Private Banking applies its
distinctive “1+1+1” service model to build
teams of specialists across different wealth
management disciplines. The Bank also
acts as a professional super-connector,
providing sophisticated HNW clients with
a full spectrum of financial services at
the personal, family and business levels.
Relationship managers and investment
advisory teams engage clients in a "many-
to-one" manner, offering professional
services and delivering trusted, integrated
wealth management solutions.

Harnessing expertise and cross-
border resources to tailor family
office solutions

Since 2023, BOCHK Private Banking has
been among the early movers in Network
of Family Office Service Providers,

actively supporting to Hong Kong’s
development as a global family office hub
and highlighting the city’s competitiveness
and unique advantages as a destination of
choice. The Bank has advanced this effort
through a series of initiatives, including
supporting Jakarta Branch in hosting
a family office seminar with the Hong
Kong Economic and Trade Office and the
Indonesia Chamber of Commerce in Hong
Kong, collaborating with The Indonesian
Employer's Association, and supporting
Manila Branch in organising a family
office seminar. These initiatives help clients
"Bringing In" investment to use Hong
Kong as a springboard for expansion to the
Mainland and international markets.

“Currently, we are working with
multiple third-party experts, including
FamilyOfficeHK, HKEX, accounting firms,
and insurance and trust advisers. By
attending as guest speakers at seminars
both locally and overseas, we introduce
Hong Kong’s policies, tax advisory, legacy
planning strategies and investment
opportunities, attracting ultra-high-net-
worth (UHNW) families to establish their
presence and manage their wealth in the
city.” Kam adds that the team also works
directly with extended family interested
in setting up family offices, offering
bespoke advice and tailored solutions
through a “many-to-one” service model.

Looking ahead, Kam affirms that BOCHK
Private Banking will continue to adhere
to the Group’s strategic direction and
remains committed to enriching its
range of exclusive products and services
with distinctive BOCHK characteristics,
establishing a high-end client ecosystem
unique to the Bank.

BOCHK Private Banking

(From Left to Right) Judy Chan, Market Head of Client
Relationship Management, BOCHK Private Banking ;
Edmund Kam, General Manager, BOCHK Private Banking
; and Patrick Chan, Deputy General Manager (Products &
Investment Consultancy Service), BOCHK Private Banking
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