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Bolstering wealth AUM growth with our Private Banking 
franchise …

1. HNWI refers to High Net Worth Individuals including PB, TPC and Treasures customers with AUM ≥ $1.5m 
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… through our differentiated client engagement

Income 
($b)

3-year NTB acquisition over 

total client base

20%

Growing new client base

1.1
1.4

1.7

2017 2020 2022 2022

15%

2017 2020

12%

25%

Recurring fee 
(as % of fee income)

33%

Cost-to-income
(%)

24%

20202017 2022

16%

30%

Dominant SG SFO1

market share2

ROE
(%)

2022

46%

2017 2020

48% 46%

1.    SFO: Single Family Office 

2. Parliamentary Q&A on family offices registered in SG by Mr T Shanmugaratnam, Sr Minister and Minister in-charge of MAS, Parliamentary Sitting 4Jul’22 3



We have become a top tier private bank in Asia and we 
outperform on return on AUM

AUM USD'b

1 UBS Global Wealth Management 437

2 HSBC 305

3 Credit Suisse AG 165

4 DBS 162

5 Morgan Stanley PWM 143

6 Standard Chartered Private Bank 137

7 Julius Baer 135

8 J.P. Morgan Private Bank 134

9 Bank of Singapore 120

10 LGT 99

Top 10 ranked private banks in Asia 2022 Return on AUM1 (bp)

101

70

60

Asia average

Global peer

Top 10 ranked source is Asia Private banker; Return on AUM source is McKinsey Private Banking Survey 2022 

1. 2022 for DBS
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People

Phygital

Training across 

 Skills of the future

 Investment banking

 Strategic advisory

Proposition

 Shifting focus from 

Transactions to Advisory

 Managing wealth holistically, 

across personal and business 

needs 

 Providing impact investment 

and philanthropy solutions

 Arming RMs with data to re-define client 

experience 

 Sharing curated, actionable insights, 

aligned to client risk-profiles

 Building digital platforms with AI/ML-

backed capabilities 

 Updating portfolios in real-time, with 24/7 

transaction capabilities 

Scaling-up through our “3P” Strategy
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Inefficiencies given 

multiple databases and 

information overload

Generic “One-size-fits-all” 

approaches with rapidly 

outdated physical collateral

RM preparation
Transaction 

processing
Client engagement

Non-integrated systems, 

with total reliance on RMs 

for transactions 

Pain points / 

challenges / 

bottle necks

Phygital

Moving from physical … 
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1

Data and AI/ML 

continuous refinement

AI / Machine learning 

CIO Office

Product 
teams Treasury & 

Markets

Group 
Research

RM’s insights of client

Client’s portfolio / 
transaction history

Client’s demographics / needs / 
objectives and preferences

4

Implementation 

and Feedback 

3

Facilitating 

contextualised 

conversations 

2

Deliver nudges

2a

...directly 

to clients

(“Next Best Nudges”) 

2b

...to support 

RM advice

(“Next Best Conversation”)

Systematically delivering 

hyper-personalised research 

and insights via nudges ..

… to “Phygital” to redefine client experience 
Arming RMs with the power of technology and data to re-define client experience

Phygital
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Data and AI/ML at the core of client engagement

16,000+ curated

data points

• Individual client profile

• Portfolio / product 

holdings

• Investment activity / 

transaction history

• Responses to previous 

nudges

• Browsing history

• RM call notes

• Account planning

Predicting needs and 

interests

• 30+ AI/ML models 

generating 

personalised nudges

Supplementing with 

additional Info

• Real-time inputs

(e.g. market data feed)

• Batch inputs

(e.g. CIO/Group 

Research content)

“Next Best Nudges”

“Next Best Conversation”

Curating deep data insights to develop bespoke 

recommendations

1

Deliver nudges 
directly to clients

2a

Deliver nudges to 
RMs

2b

1
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AI-assisted hyper personalized nudges, sent directly to 
clients at the right time to allow “Self-directed Execution”

Call to 

Action

Equity 52-week high/low

AI / Machine learning 

CIO Office

Product 
teams Treasury & 

Markets

Group 
Research

RM’s insights of client

Client’s portfolio / 

transaction history

Client’s demographics / needs / 

objectives and preferences

Deliver nudges 
directly to clients

2a

Digibank Wealth
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Creating “Awareness” of market events impacting client’s 
holding and portfolio risk appetite ...

8 Sep 2022: Gold for long play

3 Mar 2023: Gold still has its sparkle

16 June 2022: Investing in 

commodities

Series of timely nudges

Deliver nudges 
directly to clients

2a

Gold as a portfolio hedge
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… arming RMs with real time information … Deliver nudges 
to RMs

2b

Client 

Connect
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… arming RMs with real time information … Deliver nudges 
to RMs

2b

CIO model portfolio

Client 

Connect
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… leading to informed discussion between RM and client Facilitating 
contextualized 
conversations 

3

Client Connect

Client’s portfolio asset allocation in gold is below the 
model portfolio for her risk profile (Aggressive). She 
has engaged highly with the Gold series of content 
shared in recent months.  

Strong interest for Gold 

Delivering differentiated 

client engagement

‘Next Best Nudge’ ‘Next Best Conversation’+

Digibank Wealth
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Driving value from ‘Phygital’ Implementation 
and Feedback

4

Better utilization of

early-matured investments

Increased client actions on 

unrealised gain/loss nudges

Higher uptake of 

legacy planning 

>1.4m 
nudges sent

Nudge

Library
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Redefining Private Banking for a new era – personalised, 
sophisticated and AI-powered solutioning

Bringing together the best of both worlds Digital-only platforms

Traditional private 

banks

 Future-ready Wealth Managers

 Innovative Products & Solutions

 Phygital platform

‒ AI/ML powered insights 

‒ Hyper-personalised advice

‒ Dynamic portfolio optimisation
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Fundamentally changing “how” we engage our Clients…
…demonstrating “real” Client / Business outcomes
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Disclaimer
Important notice

This presentation has been prepared by DBS and is solely for information purposes only and for your use, and on the basis of your acceptance of this disclaimer and does not purport to be a complete description of all 

material terms. This presentation is not a prospectus or other offering document under any law and should not be treated as offering material of any sort. 

This presentation may not be copied, distributed, reproduced or passed on, directly or indirectly, in whole or in part, or disclosed by any recipient, to any other person (whether within or outside such person's organisation 

or firm) or published, directly or indirectly, in whole or in part, for any purpose or under any circumstances. In particular, the distribution of this presentation in certain jurisdictions may be restricted by law and persons into 

whose possession this presentation comes should inform themselves about, and observe, any such restrictions. Failure to comply with this restriction may constitute a violation of applicable securities laws. 

This presentation, and any other information presented or discussed in connection therewith (collectively with any other documentation referencing or memorialising any of the foregoing, the “Information”), does not 

purport to be all-inclusive or to contain all of the Information that an investor may desire.  The recipients of the Information contained in this presentation should not use this Information to acquire or sell, or attempt to 

acquire or sell, for themselves or for a third party, either directly or indirectly, any securities of the DBS Group. 

The presentation has not been and will not be independently verified, and no representation or warranty, express or implied, is made or given by or on behalf of DBS. In all cases, interested parties should conduct their 

own investigation and analysis of the Information. Neither the DBS Group, any of its related corporations, or their respective agents, directors, officers, employees, advisers or representatives makes any representation 

or warranty (express or implied) herein or otherwise as to the accuracy or completeness of any of the Information, and none of the foregoing shall have any liability for any representations (express or implied) contained 

in, or for any omissions from, any Information. No representation or warranty, either expressly or implied, is made as to, and no reliance should be placed on, the accuracy, completeness or fairness of the Information or 

opinions contained in this presentation and no responsibility or liability is assumed by any such persons for any such information or opinions or for any errors or omissions. The Information contains data that may no 

longer be complete or current, and all Information presented or contained in this presentation is subject to verification, correction, completion and change without notice. In giving this presentation, none of DBS Group, 

any of its related corporations, or their respective agents, directors, officers, employees, advisers or representatives undertakes any obligation to amend, correct or update this presentation or to provide the recipient with 

access to any additional Information that may arise in connection with it. The Information contains data regarding past performance, such past performance is not indicative of future performance which may differ 

materially from those contained in this presentation.

This presentation does not constitute or form part of, and should not be construed as, any offer, invitation or recommendation to purchase, sell or subscribe for any securities in any jurisdiction and neither the issue of the 

Information nor anything contained herein shall form the basis of or be relied upon in connection with, or act as an inducement to enter into, any investment activity. This presentation contains selected information about 

the activities of the DBS Group as at the date of this presentation. This presentation does not purport to contain all of the Information that may be required to evaluate any investment in DBS Group or any of its securities 

and should not be relied upon to form the basis of, or be relied on in connection with, any contract or commitment or investment decision whatsoever. This presentation is intended to present background information on 

the DBS Group, its business and the industry in which it operates and is not intended to provide complete disclosure upon which an investment decision could be made. Any decision to invest should be made solely on 

the basis of information contained in the offering documentation published in relation to such offering. The merit and suitability of an investment in DBS Group or any of its securities should be independently evaluated 

and any person considering such an investment is advised to obtain independent advice as to the legal, tax, accounting, financial, credit and other related advice prior to making an investment.

To the extent available, the data contained in this presentation has come from official or third party sources. Third party industry publications, studies and surveys generally state that the data contained therein have been 

obtained from sources believed to be reliable, but that there is no guarantee of the accuracy or completeness of such data.  While DBS believes that each of these publications, studies and surveys has been prepared by 

a reputable source, DBS has not independently verified the data contained therein. In addition, certain of the data contained in this presentation come from DBS’ own internal research and estimates based on the 

knowledge and experience of DBS’ management in the market in which the DBS Group operates.  While DBS believes that such research and estimates are reasonable and reliable, they, and their underlying 

methodology and assumptions, have not been verified by any independent source for accuracy or completeness and are subject to change without notice. Accordingly, undue reliance should not be placed on any of the 

data contained in this presentation.

The DBS Group does not undertake to provide any additional information or to remedy omissions in or from this presentation. If certain risks and uncertainties materialise, or if certain underlying assumptions prove 

incorrect, the DBS Group may not be able to achieve its financial targets and strategic objectives. The DBS Group does not intend, and does not assume any obligation, to update industry information set forth in this 

presentation.
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Disclaimer
Forward-looking statements

This presentation includes forward-looking statements (“Forward-Looking Statements”), including statements made orally by DBS’ management. These Forward-Looking Statements are or will be based upon numerous 

assumptions regarding the DBS Group's present and future business strategies and the environment in which the DBS Group will operate in the future and include such words as "intends", "aims", "forecasts", projects", 

“anticipate”, “estimates”, “should”, “will”, “expects”, plans” or similar expressions. Such Forward-Looking Statements are not guarantees of future performance as actual events are difficult to predict and involve inherent 

known and unknown risks, uncertainties and contingencies because they relate to events and depend on circumstances that may or may not occur in the future, and may cause the actual results, performance or 

achievements of the DBS Group to differ materially from those expressed or implied by such Forward-Looking Statements. These Forward-Looking Statements are statements regarding the DBS Group’s intentions, 

beliefs or current expectations concerning, among other things, the DBS Group's results of operations, financial condition, l iquidity, prospects, growth, strategies and the industry in which the DBS Group operates. Many 

of these risks and uncertainties relate to factors that are beyond the DBS Group’s ability to control or estimate precisely, such as future market conditions, currency fluctuations, the behaviour of other market participants, 

the actions of regulators and other factors such as the DBS Group's ability to continue to obtain financing to meet its liquidity needs, changes in the political, social and regulatory framework in which the DBS Group 

operates or in economic or technological trends or conditions. Forward-Looking Statements that reference past trend or activities should not be taken as a representation that such trends or activities will necessarily 

continue in the future. Past performance should not be taken as an indication or guarantee of future results, and no representation or warranty, express or implied, is made regarding future performance.  All Forward-

Looking Statements included are or will be based on information available on the date hereof or the date of presentation or discussion and none of the DBS Group, or its respective affiliates, agents or representatives 

undertake any obligation to update or revise any Forward-Looking Statements, whether as a result of new information, future events or otherwise, and expressly disclaim any obligation or undertaking to release any 

updates or revisions to these Forward-Looking Statements to reflect any change in the DBS Group’s expectations with regard thereto or any change in events, conditions or circumstances on which any statement is 

based after the date of this presentation or to update or to keep current any other information contained in this presentation. Accordingly, undue reliance should not be placed on the Forward-Looking Statements, which 

speak only as of the date of this presentation.  Accordingly, there can be no assurance that any estimated returns or projections can be realised, that any Forward-Looking Statements will materialise or that actual 

returns or results will not be materially lower than those that may be presented or discussed.

By attending the meeting where this presentation is made or by receiving and using this presentation and/or accepting a copy of this presentation, you acknowledge and represent to the DBS Group, and agree to be 

bound by the foregoing limitations in this presentation.

The Information and the opinions contained in this presentation is subject to change without notice.
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