
Global Private Banking

Adjusted PBT
(FY17: $296m)

$344m
Client assets
(FY17: $330bn)

$309bn

$15bn

Group long-term strategy GPB FY18

We serve high net worth and ultra high net worth individuals and families, including those with 

international banking needs

Net new money (NNM)
In areas targeted for growth

(FY17: $15bn)

Investment Management

Trusts and succession planning

Bespoke financing solutions

Alternative investments

 11 core booking centres in strategic 

locations

 Unrivalled Group client base rooted in 

the Bank’s commercial banking origins

 Unique client solutions leveraging 

HSBC Asset Management and Global 

Markets capabilities

Serving High Net Worth (HNW) and 

Ultra High Net Worth (UHNW) 

clients globally

Wealth segments
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Connecting customers to opportunities

HSBC aims to be where the growth is, enabling 

businesses to thrive and economies to prosper, and 

ultimately helping people to fulfil their hopes and 

realise their ambitions.
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UHNW/ 

Institutional 

Family Office 

High Net Worth 

Jade

Premier

Advance

Personal Banking

Denotes an alternative performance measure

Our strategy enables us to connect 

customers to opportunities. It is 

supported by long-term global trends and 

our strong combination of strategic 

advantages:

• Leading international bank

• Exceptional access to high-growth 

markets

• Balance Sheet strength

Adjusted PBT
(FY17: $21.1bn)

$21.7bn

Adjusted jaws

(1.2)%
Ordinary dividends
In respect of period

(FY17: $0.51)

$0.51

Group FY18 

For reported results and further 

information, please refer to the 

2018 Annual Report and Accounts.

RoTE
(FY17: 6.8%)

8.6%

RoTE
Excl. significant items and UK   

Bank levy

(FY17: 7.1%)

9.9%

Invest in wealth and retail businesses 

with local scale

To make the most of global social 

mobility, wealth creation and long-term 

demographic changes in our priority 

markets



Meeting the wealth management needs of our Ultra High Net Worth and High Net Worth 

customers

GPB

RBWM

CMB

Private individuals

 Seamless wealth proposition through 

Premier into Private Banking

Entrepreneurs

 Company owners and principals 

 Identify and support future liquidity 

events 

 Build long term relationships and attract 

future Private Banking customers

GB&M

Company executives 

 Referral from GB&M 

Relationship Managers 

where there is a strong 

institutional relationship

 Dedicated proposition for C-

suite executives

Bringing more of the HSBC Group to our customers throughout their wealth journey

c.60% of new clients on-

boarded in 2018 were 

Group referrals

In 2018, GPB generated 

$8.8bn of NNM from 

clients referred from other 

HSBC global businesses

In the last three years GPB 

has generated c.$20bn of 

NNM from new referrals of 

Group clients

Premier 
Insights

Premier

Retail Banking and Wealth Management  

(‘RBWM’)

Global Banking & Markets (‘GB&M’)

Commercial Banking (‘CMB’)

Global Private Banking (‘GPB’)

Global 
Partnership 

offers

Digital
Banking

Financial
planning

Advance 

& 

Personal 

Banking

Secured 
lending

Mortgages
Credit & 

Debit 
Cards

Self-Directed
Trading 

FX
Investments & 

Insurance

Product 
specialists

Jade

Portfolio 
Advisory 
Service

Private 
Placement 

Notes

Jade
Concierge

Jade
Insights

Legacy 
planning

High-end
Medical 

Insurance
Liquid 

Alternatives

Concierge Plus

Global 

Custody

UHNW

Institutional 

Family 

office

HNW

Philanthropy

DCM/
ECM

Next Gen

Trophy Asset 

loans

Client reporting

Prime 

Brokerage

& Trading

M&APrivate Credit

Investment 
advisory
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Trading
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Transaction 
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lending

Bespoke 
mandates

Global 
Research

Family 

governance

Private Wealth 
Entrepreneur

Single stock

lending

Succession 

planning

Global Solutions 
Group

Direct 

investments

Real Estate 
Funds

Hedge FundsPrivate Equity

Jumbo
Life Insurance

Structured 
products

Lombard

Lending

Sustainable 
investments

Discretionary 
Portfolio 

Management

Current, 
Savings &
Deposits

Relationship 
Manager

Investment 
Financing

Next Gen 
Banking

Unsecured 
lending



Increased frequency of client 

contact with the wider team

Increase in Investment 

Counsellors providing improved 

client outcomes

Sales Quality Standards 

embedded with highly qualified 

individuals delivering 

appropriate advice

Proactive, targeted and timely

investment ideas, delivered 

consistently

Key to meeting client needs and 

becoming a trusted advisor to 

clients

Enhancing client 

experience

Client

Relationship 
Manager

Oversees relationship

Investment 
Counsellor

Sales suitability and 

investment advice 

Product 
specialists

Wealth 
planner

Succession  

planning

1

Understand 

client’s 

knowledge, 

experience, goals 

and risk appetite

2

Convert GPB 

investment views 

into asset 

allocation

3

Ensure investment 

advice aligned to 

client’s risk profile 

4

Portfolio 

construction in line 

with client’s 

investment 

preference

Enhancing the client service model with embedded advisory capabilities

Refocused the business on 11 strategic booking centres and 34 Target Markets

Group Scale Markets

Other markets covered

Booking Centre (Scale 

based on size of client 

assets)

China

Hong Kong

Singapore

US

Taiwan

Germany

UK&CI 

Switzerland

Luxembourg 

France



FY18 Adjusted income statement

Redesigned investment services

Return on Client Assets (bps)

Important notice and forward looking statements

41% 1%

43%

15%

$1.8bn

Revenue 1,723 1,785 4%

Investment 700 717 2%

Lending 393 391 (1)%

Deposit 404 497 23%

Other 226 180 (20)%

ECL/LICs (16) 8 >100%

Operating expenses (1,411) (1,449) (3)%

Profit before tax 296 344 16%

RoTE excluding significant 

items and UK bank levy (%)
7.1% 9.9% 2.8%

$m FY17 FY18 % change

Reported client assets ($bn) Net new money, $bn
In areas targeted for growth

Results: FY18 highlights

Advisory enhancedDiscretionary reconfigured

 Enhanced advisory mandate 

proposition (‘Prism advisory’) 

being rolled-out globally

 Investment underway in best-

in-class supporting 

technology platform

Investment in platforms

 Core system replacement 

underway - Avaloq

 New global digital platform 

roll-out starting with UK in 

2018

 Knowledge and Research 

Centre live - best of HSBC 

Global Research

 Full suite of multi-asset, 

single-asset and alternative 

investments solutions 

 Better client outcomes – move 

from static to active strategic 

asset allocation

 Consistency of product 

offerings across centres

317 317 317 312 297

14

1Q18

14

4Q17 3Q18

13 13

2Q18

12

4Q18

330 331 330 326 309

Repositioning Areas targeted for growth

2.2

5.3

3.8

2.4

3.3

4Q17 3Q181Q18 2Q18 4Q18

Asia

North America

Europe

Middle East and

North Africa

10% revenue growth in areas targeted for growth

50

58
54 52 54

1Q184Q17 2Q18 3Q18 4Q18

Important notice

The information, statements and opinions set out in this presentation and accompanying discussion (“this Presentation”) are for informational and reference purposes only and do not constitute a public 

offer for the purposes of any applicable law or an offer to sell or solicitation of any offer to purchase any securities or other financial instruments or any advice or recommendation in respect of such 

securities or other financial instruments. This Presentation, which does not purport to be comprehensive nor render any form of legal, tax, investment, accounting, financial or other advice, has been 

provided by HSBC Holdings plc (together with its consolidated subsidiaries, “the Group”) and has not been independently verif ied by any person. You should consult your own advisers as to legal, tax 

investment, accounting, financial or other related matters concerning any investment in any securities. No responsibility, liability or obligation (whether in tort, contract or otherwise) is accepted by the 

Group or any member of the Group or any of their affiliates or any of its or their officers, employees, agents or advisers (each an “Identified Person”) as to or in relation to this Presentation (including the 

accuracy, completeness or sufficiency thereof) or any other written or oral information made available or any errors contained therein or omissions therefrom, and any such liability is expressly 

disclaimed. No representations or warranties, express or implied, are given by any Identified Person as to, and no reliance should be placed on, the accuracy or completeness of any information 

contained in this Presentation, any other written or oral information provided in connection therewith or any data which such information generates. No Identified Person undertakes, or is under any 

obligation, to provide the recipient with access to any additional information, to update, revise or supplement this Presentation or any additional information or to remedy any inaccuracies in or omissions 

from this Presentation.  Past performance is not necessarily indicative of future results. Differences between past performance and actual results may be material and adverse. 

Forward-looking statements

This Presentation may contain projections, estimates, forecasts, targets, opinions, prospects, results, returns and forward-looking statements with respect to the financial condition, results of operations, 

capital position, strategy and business of the Group which can be identified by the use of forward-looking terminology such as “may”, “will”, “should”, “expect”, “anticipate”, “project”, “estimate”, “seek”, 

“intend”, “target” or “believe” or the negatives thereof or other variations thereon or comparable terminology (together, “fo rward-looking statements”), including the strategic priorities and any financial, 

investment and capital targets described herein. Any such forward-looking statements are not a reliable indicator of future performance, as they may involve significant stated or implied assumptions and 

subjective judgements which may or may not prove to be correct. There can be no assurance that any of the matters set out in forward-looking statements are attainable, will actually occur or will be 

realised or are complete or accurate. Certain of the assumptions and judgements upon which forward-looking statements regarding strategic priorities and targets are based are discussed under 

“Targeted Outcomes: Basis of Preparation”, available separately from this Presentation at www.hsbc.com. The assumptions and judgments may prove to be incorrect and involve known and unknown 

risks, uncertainties, contingencies and other important factors, many of which are outside the control of the Group. Actual achievements, results, performance or other future events or conditions may 

differ materially from those stated, implied and/or reflected in any forward-looking statements due to a variety of risks, uncertainties and other factors (including without limitation those which are referable 

to general market conditions or regulatory changes). Any such forward-looking statements are based on the beliefs, expectations and opinions of the Group at the date the statements are made, and the 

Group does not assume, and hereby disclaims, any obligation or duty to update, revise or supplement them if circumstances or management’s beliefs, expectations or opinions should change. For these 

reasons, recipients should not place reliance on, and are cautioned about relying on, any forward-looking statements. No representations or warranties, expressed or implied, are given by or on behalf of 

the Group as to the achievement or reasonableness of any projections, estimates, forecasts, targets, prospects or returns contained herein. 

Additional detailed information concerning important factors that could cause actual results to differ materially from this Presentation is available in our Annual Report and Accounts for the fiscal year 

ended 31 December 2018 filed with the Securities and Exchange Commission (the “SEC”)  on Form 20-F on 20 February 2019 (the “2018 20-F”).

Non-GAAP financial information

This Presentation contains non-GAAP financial information. The primary non-GAAP financial measures we use are presented on an ‘adjusted performance’ basis which is computed by adjusting reported 

results for the period-on-period effects of foreign currency translation differences and significant items which distort period-on-period comparisons. Significant items are those items which management 

and investors would ordinarily identify and consider separately when assessing performance in order to better understand the underlying trends in the business. Reconciliations between non-GAAP 

financial measurements and the most directly comparable measures under GAAP are provided in the 2018 20-F and the Reconciliations of Non-GAAP Financial Measures document, both of which are 

available at www.hsbc.com. Information in this Presentation was prepared as at 13 March 2019. 

http://www.hsbc.com/
http://www.hsbc.com/

