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Dear Reader,

It gives me great pleasure to welcome you to another
edition of the Swiss Bankers Association’s publica-
tion “The World of Swissbanking”. This brochure is
also available in French, German and Italian and
aims to introduce a primarily international audience
to the spirit and ethos of banking Swiss-style.

In past issues of “The World of Swissbanking” 
we have emphasised stability, competence and re-
spect for privacy as three key factors behind the 
success of Swiss banking. In this issue, I would like
to top up these three traditional characteristics 
by adding the qualities of commitment, continuity 
and individuality.

By commitment, I mean the loyalty of the Swiss
banker to his or her client and the determination to
protect and promote the client’s financial interests.
Under continuity, I mean not just the physical sta-
bility and security traditionally offered by Switzer-
land but also the long-term nature of the banker’s
relationship with clients. Indeed, Swiss bankers very
often serve as personal financial counsellors to 
generations of the same family.   Finally, under indi-
viduality I mean our tradition of treating a banking
client not as a “case” or “file” but as a human
being with emotions and aspirations; our tradition
of respecting a client’s privacy;  and our tradition of
providing services and products tailored specifical-
ly to the client’s individual needs.

I hope this issue of “The World of Swissbanking”
will serve as a “door opener” for anyone interested
in banking in Switzerland. And if you step through
our door I am convinced you will find that the
qualities I have listed above are not just lofty ideals
but our daily reality.

Yours sincerely,

Pierre Mirabaud
Chairman, 
Swiss Bankers Association

“The World of Swissbanking”
Welcome to

Commitment,
For generations, foreign clients from all over the
world have deposited their assets in Switzerland,
attracted by the security, competence and first-
class service offered by Swiss banks. The fact that
Switzerland is the world’s leader in international
private wealth management with a market share 
of 28% has much to do with the importance it
attaches to commitment, continuity and individ-
uality.

The reasons why international clients choose to
deposit their wealth with banks in Switzerland are
as varied as the clients themselves. Some clients
come simply in search of security and stability for
their assets, while those with a high risk appetite
seek innovative financial products with the poten-
tial to generate above-average returns. Other clients
appreciate dealing with bankers who not only
speak their language but also understand their cul-
ture, while yet others appreciate the advisory ser-
vices offered by Swiss bankers who, in a classic pri-
vate banking relationship, virtually take on the role
of personal financial counsellor to the client and his
or her family. Virtually all clients appreciate the
respect for privacy they find in Switzerland. Very
often, however, it is a combination of several fac-
tors that attract international clients to Switzerland.

Leading with Commitment
Banking is an extremely competitive business and 
if a bank’s workforce is not on the ball – and clients
are very quick to detect this – there is always a
competitor across the street who would welcome
more business. Any bank not committed to serving
its clients would soon notice unfavourable move-
ments on its balance sheet. Therefore commitment
first of all means commitment to the client not only

The Swiss Finance Institute
Gives Switzerland a Leading Position
in Financial Education  

It is important for Switzerland to be
seen as more than just a leading finan-
cial centre. It must also be seen as a
leading centre for research and training
in the field of banking and finance.
This was the goal set by Pierre
Mirabaud when he became Chairman
of the Swiss Bankers Association (SBA)
in 2003. This far-sighted idea was soon
followed by action – the first step took
the form of an initiative by the SBA,
which inspired the Swiss banks, the
SWX Swiss Exchange, the Federal 
Government and leading universities to
establish the Swiss Finance Institute
Foundation in the summer of 2005. 
The Swiss Finance Institute has been
active in research, training and further
education since 1 January 2006. Insti-
tutions such as the International Center
for Financial Asset Management and
Engineering (FAME) and the Swiss
Banking School have been integrated
into the Swiss Finance Institute, so 
students have had a wealth of experi-
ence to draw on from day one. 

The Swiss Finance Institute also offers
a range of courses and programmes 
in executive education. In university
research and education, the Institute –
in conjunction with the Universities 
of Geneva, Lausanne, Lugano and
Zurich, and the Swiss Federal Institutes
of Technology in Lausanne (EPFL)
and Zurich (ETHZ) – is structured into
three regional centres. The Swiss
Finance Institute finances new and
existing chairs for assistant professor-
ships, ordinary professorships and
guest professorships. In addition, the
Institute supports research pro-
grammes on selected themes and runs
PhD programmes.
www.swissfinanceinstitute.ch

Creating the Talent of Tomorrow
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in terms of straightforward loyalty but also in 
practical terms of offering a quality service and suc-
cessfully protecting and promoting the client’s
financial interests.

Switzerland has a highly-educated, highly-moti-
vated banking workforce that is not content with
just mastering the art of banking but is also deter-
mined to serve clients by keeping abreast of – if not
ahead of – developments in technology and finan-
cial products. One aspect of commitment in this
sense expresses itself in innovation, and specifically
the ability of Swiss bankers to devise innovative
financial products. For example, Switzerland is one
of the world’s largest markets for structured prod-
ucts. Not only do Swiss bankers have a high level
of technical know-how about them, but there’s also
a high degree of acceptance and corresponding
willingness on the part of asset managers to invest
in them.

Commitment for a Swiss banker also means the com-
mitment to protect a client’s privacy. In the course
of a business relationship a banker comes into pos-
session of a huge quantity of detailed information
about a client’s financial, business and personal
affairs. The natural instinct of a banker to keep this
information confidential is, in Switzerland, codi-
fied in the country’s banking law which makes any
violation of bank-client confidentiality a criminal

offence. The other side of the coin is that Swiss
bankers are at the same time committed to protect-
ing the integrity of the Swiss financial system from
abuse by criminal elements. Not only does Swiss
law forbid them from accepting funds of criminal
origin, but it also obliges all financial intermediaries
in Switzerland to report well-founded suspicions 
of money laundering to the authorities and to freeze
the relevant assets.

Reliable through Continuity
For the Swiss financial centre, “continuity” in-
cludes all the factors that enable the Swiss financial
services industry to offer a consistent quality of 
service. Stability, for example. Switzerland offers
political, economic, monetary and social stability,
as well as legal and fiscal stability. All combined
these make Switzerland a safe and predictable place
in which and from which to do business in general
and banking in particular. The Swiss franc, for
example, is one of the world’s most stable curren-
cies – inflation is virtually non-existent in Switzer-
land – and the country has excellent transport,
communications, education and health care infra-
structures that provide users with a quality service
rather than a venture into the unknown.

In Swiss banking, continuity is also reflected in the
long-term nature of the banker’s relationship with
his or her clients. Many Swiss banks trace their
history back to the 19th century and even earlier and
they have accumulated generations of experience in
managing clients’ assets in bad times as well as 
in good. It is also quite common for a Swiss bank 
to serve several generations of the same family.

Continuity, Individuality:
Cornerstones of Swiss Banking

Individual Service
Just as with suits, financial products and strategies
are available “off the peg” or tailor-made. In Switzer-
land, however, bankers realised very early on that
their international clients want financial services that
are increasingly tailored to their individual needs,
and many Swiss banks have correspondingly adapted
their structures and capacities to this end. In our
experience clients do not want to meet with fast-
talking salesmen trying to shift ready-made financial
products of the shelves, but are rather seeking the
advice and support of highly-qualified and experi-
enced partners who know about and have access to
the best financial products available on the planet
and who give top priority to serving the individual
needs of the client.

Switzerland is the global market 
leader in cross-border asset manage-
ment for private clients, with a market
share of some 28%. Around 9% of
global assets are managed by Swiss
banks. Only the USA (41%) and UK
(10%) have a larger share of the 
world market. 

Swiss banks the world over administer
assets worth some CHF 6.9 trillion, 
of which CHF 4.9 trillion was man-
aged by banks in Switzerland as at 
end-2006. This is about ten times the
country’s GDP.

Swiss banks are increasingly acquiring
and servicing clients locally. This trend,
which began in Europe in the 1990s,
has gone global in recent years. Today,

Swiss banks have more than 300
branches outside Switzerland. Despite
the sometimes very large distances
involved, Swiss banks are held in very
high regard on the international 
markets. Swissness is truly global. 

Switzerland as Market Leader

Assets Under Management 
in Switzerland, 1999–2006
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Swiss Clients
Foreign Clients

The Largest Financial
Centres for International Assets

Switzerland 28%
Caribbean 15%
Luxembourg 15%
Channel Islands 13%
London 8%
New York/Miami 8%
Hong Kong 4%
Singapore 3%
Source: Pensions & Investments, Watson Wyatt,
Swiss Bankers Association
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Commitment, continuity and individuality are values that determine the success of Swiss banks,
both at home and on the international markets. The following statements by leading representatives
of the Swiss financial centre reflect how these values are put into practice.

commitment, continuity and personal liability. As
CEOs and owners of private banks that have borne
their family names for generations, private bankers
have a highly developed sense of personal respon-
sibility. I believe that Switzerland’s small size actually
strengthens our shared values, and this benefits our
clients.

Eduardo Leemann

I agree. As a small country, Switzerland has to fo-
cus, and this promotes the values we have been 
discussing. Expertise is continually developed and
passed down through the generations, which is 
why Switzerland is also attractive to multinational
businesses.

How Important is Bank-Client Confidentiality?
Olivier Steimer

It underscores the commitment by Swiss banks to
protect clients’ privacy with regard to their finan-
cial affairs.

Pierre Darier

Bank-client confidentiality is an important pillar of
the financial services industry and is deeply
engrained in the Swiss psyche. In the annual Swiss
Bankers Association survey, 80% of respondents
regularly say they are in favour of it being retained. 

Eduardo Leemann

Bank-client confidentiality remains extremely impor-
tant, both for clients (and here the key word is pri-
vacy) and for the financial services industry, but in
my view factors such as performance, communica-
tion and innovation have become even more impor-
tant.

Urs Roth

Innovation is definitely essential, and we must 
have good operating conditions to maintain it. As 
a Swiss national, I can say with a certain amount 
of pride but without being patriotic, that our banks
are world leaders in innovation in a number of 
sectors.

Can You Give a Specific Example of
Innovation by Swiss Banks?

Pierre Darier

They were among the first to make truly interna-
tional investments. Swiss banks have always been
leaders in the development of hedge funds, in elec-
tronic stock exchange trading and in the value chain.
Asset management banks throughout the world

emulate the Swiss model. This is particularly true 
of financial centres, such as Singapore or Dubai, that
want to build up private banking. 

Ulrich Körner

Switzerland is a global pioneer in the field of struc-
tured products. In Anglo-Saxon countries in partic-
ular, this sector is still in its infancy. Figures suggest
that the entire market for structured products in the
USA is about half the size of its counterpart in tiny
Switzerland. I am convinced that Swiss banks have a
first-mover advantage in markets like the USA and
Asia. 

Raoul Weil

UBS’s integrated business model is also innovative.
It allows us to offer a mix of the best products and
services from wealth management, business bank-
ing, investment banking and institutional asset ma-
nagement. One example is alternative investments,
which enable us to manage risk better and stabilize
earnings.  

Olivier Steimer

We mustn’t forget the Swiss Finance Institute. The
Institute builds a bridge between theory (universities
and colleges) and practice (banks and financial in-
stitutions). By promoting research and teaching 
in banking and finance, it strengthens the compet-
itiveness of our financial services sector.

Does it Ever Happen that a Foreign Bank in
Switzerland is More Innovative than in Its 
Home Country, Mr Leemann?

Eduardo Leemann

I wouldn’t put it quite like that. The Swiss branch
of a large, globally-active foreign bank can benefit
a great deal from its global presence. At the same
time, the company benefits from specific Swiss spe-
cialities, such as the structured products we men-
tioned earlier. 

Asia is Currently the El Dorado of Private 
Banking. Which Strategy is Your Bank Pursuing
in this Region?

Raoul Weil

By continually expanding our presence over the past
four decades, UBS now has offices in 14 Asian
countries. UBS was the first Swiss bank to establish
a presence in China. We focus on high net worth
clients and institutional investors. 

Ulrich Körner

Credit Suisse opened its first branch in Hong Kong
in 1969. We are now represented in some twelve
locations in the region. We aim to increase our pres-
ence by gearing our offering in private banking,

Swissness as a Recipe for   

Mr Roth, Which Three Words Best
Convey Swiss Banks’ Productivity and
Competitive Strength?

Urs Roth

Commitment, continuity and individuality. These
are not strengths that are acquired overnight. They
show that continued success in banking requires 
a solid cultural background and well-trained, open,
competent and trustworthy individuals.

Can You Flesh that Out a Little?
Urs Roth

Certainly. To me, commitment is the constant effort
to develop not just acceptable solutions for clients,
but the best possible solutions. Continuity conveys
the stable political conditions, the reliable economic
environment and the stability of our currency. And
individuality stands for our tradition of offering all
clients an intentionally personal service and respect-
ing their privacy. 

Does this Reflect Your Experience at
a Cantonal Bank, Mr Steimer?

Olivier Steimer

Absolutely. As the development of the cantonal
economy is part of the mandate of cantonal banks,
commitment is essential. Continuity has been a
core, long-term focus of cantonal banks since their
establishment at the end of the 19th century and 
is enshrined in the law establishing BCV. And indi-
viduality can be seen in the close proximity of 
cantonal banks to their clients. 

To what Extent is Size Compatible with 
Individuality?

Ulrich Körner

The ability to offer individual products and services
is primarily a question of attitude and not of size.
As an integrated bank, Credit Suisse is able to offer
its clients access to expertise, not just in private
banking but also in investment banking and asset
management; this opens up new avenues for them. 

Does Switzerland’s Small Size Enhance 
or Diminish Strengths such as Commitment,
Continuity and Individuality?

Urs Roth

Strengths such as these can be cultivated particu-
larly well in an environment with clear and trans-
parent structures, as is typical for Switzerland.  

Pierre Darier

Switzerland allows private bankers to carry out
their activities as private companies, and this places
particularly high demands on them in terms of

Participants

Raoul Weil 
Head of Wealth Management
International, UBS AG

Alex W. Widmer
CEO Private Banking, 
Julius Baer Holding AG,
Zurich

Urs P. Roth
CEO, Swiss Bankers
Association, Basel

Pierre Darier 
Chairman of the Swiss
Private Bankers Association,
Geneva

E
C
A
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“Private bankers are simultaneously
CEOs and owners of their institu-
tions. They are not dependent 
on the decisions of shareholders
and can therefore gear their 
business to long-term goals.”
Pierre Darier

“No one knows business with high
net worth individuals better than
we do here in Switzerland.”
Eduardo Leemann
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thing they want from a bank is to help them grow
their businesses and assets.

Pierre Darier

To be successful in Asia, a private banker must 
pursue a niche policy and cater for the specific needs
of a particular clientele. Lombard Odier Darier
Hentsch & Cie has successfully implemented such 
a policy in Japan, for example. 

Are Banks that Can Also Offer Investment 
Banking in Asia at an Advantage?

Raoul Weil

Absolutely. Thanks to our integrated business model,
wealth management in Asia is an important growth
driver for our asset management business and in-
vestment bank. Conversely, our wealth management
clients benefit from our comprehensive offering as
well. 

Ulrich Körner

Demand in Asia is not restricted to comprehensive
asset and liability management and global capaci-
ties. There is also demand for advice on trading and
IPOs, and support in real estate, tax issues and set-
ting up funds and family offices.  

Alex W. Widmer

Of course, banks that are also active in retail and
investment banking have additional opportunities
to acquire new money. And it is specifically here
that we see our advantage. The clients who come to
us are consciously looking for a specialized, lead-
ing provider of private banking services and welcome
the separation of commercial and investment rela-
tionships. 

Mr Darier, What Distinguishes a
Private Banker from Other Specialists
in Private Banking?

Pierre Darier

Private bankers are simultaneously CEOs and owners
of their institutions. They are highly independent
and have a tradition of absolute discretion. They are
not dependent on the decisions of shareholders and
can therefore gear their business to long-term goals.
Tradition, independence, the length of the client rela-
tionship and prudent management are values that
will continue to characterize private bankers in the
future. 

Are Private Bankers a Speciality of Geneva?
Pierre Darier

Although the two largest private bankers are in
Geneva, there are important private bankers in Basel,
Zurich, St Gallen and Lucerne. In total, there are
14 private bankers with offices in the main Swiss
cities and branches in 15 foreign countries.

investment banking and asset management even
more closely to our Asian clients. 

Alex W. Widmer

We at Julius Baer see a great deal of potential in
Asia and have recently opened two offices, in Hong
Kong and Singapore. Thanks to an advisory licence
from the Hong Kong Monetary Authority, we can
advise our clients in the North Asian market from
Hong Kong. In Singapore we also have a compre-
hensive booking system and a trading platform for
the Asian markets and time zones. We forecast that
in the next five years, around a quarter of assets
under management will come from Asia and the
growth regions of Latin America, Eastern Europe
and the Middle East. 

Who are Your Main Competitors in the 
Asian Region? What are Your Institution’s 
Trump Cards?

Alex W. Widmer

Our competitors in Asia are essentially the same 
as in Europe. One of our advantages is our speciali-
zation. We have done nothing but private banking
for over two centuries. That is our trump card. Over
time we have developed from an exclusive Swiss pri-
vate bank to a global wealth manager. We focus on
high net worth individuals with freely available cap-
ital of more than USD 1 million. We are also the
only private bank on the Swiss Market Index (SMI).

Raoul Weil

Our main advantage is that we have had a local
presence in the key markets for many years. Over
90% of Asian assets are managed “on shore”,
which means that we service and advise our clients
locally. Our trump card is our long-term strategy 
of profitable growth. In terms of recruitment, we 
take care to get a good mix of the best talent in Asia
and experienced managers from other markets.   

Ulrich Körner

Practically all private banking clients in Asia are
entrepreneurs. Most are young, successful and active
in the IT, hi-tech, securities or real estate trading
sectors. The next generation of high net worth 
individuals will probably be technology entrepre-
neurs.
Unlike in Europe, many companies are in the hands
of second-generation managers at most. The main

  Success

How Important is Switzerland for 
Foreign Banks, Mr Leemann? 

Eduardo Leemann

If you look at the bottom line of a US bank like AIG,
Switzerland is insignificant. Nevertheless, AIG chose
Switzerland as the headquarters for its wealth man-
agement operations, which shows that Switzerland
is very highly valued from this perspective. No one
knows business with high net worth individuals
better than we do here in Switzerland. I believe this
is more or less true for all foreign banks in Switzer-
land.

The Final Question to All of You:
Where Does the Greatest Opportunity for
the Swiss Financial Centre Lie?

Ulrich Körner

The combination of Swiss tradition with the ability
to actively use the potential for change and develop
an excellent, innovative offering – in structured pro-
ducts, for example.

Pierre Darier

The ability to offer a really personal service over
the long term.  

Raoul Weil

The biggest opportunity is the excellent reputation
of the Swiss financial centre, which will help us tap
new markets.

Urs Roth

Continuing with measured financial market reg-
ulation, perhaps with a slightly more pragmatic ap-
proach in future.

Eduardo Leemann

The whole “Swiss package” must be right; the 
locational qualities must be nicely balanced.

Olivier Steimer

The greatest opportunity is the ability to change and
modernize, both at a personal and technical level.

Alex W. Widmer

The Swiss financial centre must be as international
and innovative as possible, while maintaining its
Swissness” and the values that go with it, which are
admired the whole world over.

Eduardo Leemann  
Chairman, 
AIG Private Bank Ltd., 
Zurich

Ulrich Körner
CEO Switzerland and Head 
of Private & Business Banking
Switzerland, Credit Suisse

“Commitment, continuity 
and individuality are 
not strengths that can be
acquired overnight.”
Urs. P. Roth

“Practically all private 
banking clients in Asia 
are entrepreneurs.
Most are young, suc-
cessful and active in 
the IT, hi-tech, securities 
or real-estate trading 
sectors.”
Ulrich Körner

“UBS's integrated business
model allows us to offer a
mix of the best products
and services from wealth
management, business
banking, investment bank-
ing and institutional asset
management.”
Raoul Weil

“We forecast that in the 
next five years, around a 
quarter of assets under 
management will come 
from Asia and the growth 
regions of Latin America,
Eastern Europe and the 
Middle East.”
Alex W. Widmer 

“Continuity has been a core,
long-term focus of cantonal 
banks since their establish-
ment at the end of the 19th 
century.”
Olivier Steimer

Olivier Steimer
Chairman, Banque Cantonale
Vaudoise, Lausanne

“
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Opening an account at a bank in Switzerland is relatively easy. Nevertheless, customers
should bear in mind some of the following points.

1 Who Can Open a Swiss Bank Account?
In principle, any adult person can open an account
at a bank in Switzerland. However, banks reserve
the right to reject customers. For example, a bank
might refuse to offer banking services to a so-called

“politically-exposed person” who the bank believes
would pose too great a reputational risk if he or
she were to become a client. A bank might also re-
fuse to start a banking relationship if it has doubts
about the origins of the potential client’s funds
because Swiss banks are forbidden by law to accept
money which they know or must assume stem from
crime.

2 Can a Company Open an Account?
A company may open a Swiss bank account irre-
spective of whether its registered office is in Switzer-
land or abroad. If the company’s registered office 
is in Switzerland then the company is identified with
the relevant extract from the Swiss Commercial
Register which the bank may download from the rel-
evant website. The identity of legal entities not 
listed in the Swiss Commercial Register is verified
on the basis of their charters or equivalent docu-
ments. The same principles basically apply to com-
panies with their registered office abroad. However,
if the registered office is in a country that does not
operate an official commercial register then the com-
pany must prove it exists by showing equivalent
relevant credentials. Extracts from commercial reg-
isters or equivalent documents must not be older
than 12 months. A document dated older than 12
months may be used in conjunction with an audit re-
port or a “certificate of good standing” dated not
older than 12 months.

Special rules apply to domiciliary companies. Under
Swiss law “domiciliary companies” are entities that
do not conduct any commercial or manufacturing
business or any other form of commercial opera-
tion in the country where their registered office is
located. Besides producing the identification docu-
ments mentioned above they must also declare the
identity of the beneficial owners of their assets. 

3 How Can I Open an Account from
My Home Country?
First of all it must be understood that Swiss banks
have very strict procedures concerning the opening
of accounts, irrespective of the domicile of the cus-
tomer. In line with Swiss laws governing “due dili-
gence”, the bank must verify the identity of the
customer on the basis of an official document (e.g.
a passport). If the Swiss bank you are interested 
in has a subsidiary, branch or representative office
in your country you may consider contacting this
office. If the bank is not represented in your coun-
try, please get in touch directly with the bank in
Switzerland which will then provide you with fur-
ther information. 

4 Can I Open a Swiss Bank Account Entirely 
Via the Internet?
No, because technical and legal reasons prevent 
the customer identification procedure from being
carried out entirely online via the Internet. At the
present time banks in Switzerland must follow 
the identification procedures laid down for open-
ing an account by correspondence. In accordance
with the Due Diligence Agreement (CDB 03), the
bank verifies the identity of the contracting part-
ner by obtaining a certified copy of an official
identification document (passport, identity card,
etc.). The certified copy may be provided by a
branch, representative office or group company of
the bank; by a correspondent bank; by a financial
intermediary specifically appointed by the bank; 
or by a notary public or public office that custom-
arily issues such authentications. The bank also
checks the address of the new customer through
an exchange of correspondence.

For more information on this subject please 
consult the “Frequently Asked Questions” on 
the website of the Swiss banking regulator
www.cfb.admin.ch. 

5 What Questions Will the Bank Ask Me?
First of all, the bank’s staff will certainly ask ques-
tions to fulfil the bank’s legal obligations with regard
to due diligence. This will include asking for proof
of your identity and also establishing the identity of
the beneficial owner of the assets if you are deposit-
ing funds on behalf of someone else. The bank’s
staff might also ask about the origin of the funds, the
nature of your professional business, your general
financial situation and your usual financial transac-
tions. 

6 What Documentation Will
the Bank Want to See?
As mentioned above, Swiss banks are obliged to
verify the identity of a client. For this reason a bank
would very much prefer to meet you face-to-face
for an initial discussion. The bank will certainly want
to see official identification papers such as a valid
passport or an equivalent official identification do-
cument containing a photograph. The bank may also
ask for documentation that can prove the origin of
your funds, such as the contract for a house sale, a
statement from a foreign bank, a receipt from the
sale of securities, etc. 

7 Can I Open an “Anonymous” Account?
No. There is no such thing as an “anonymous”
account in Switzerland. Under Swiss law, the bank
must know who you are. Anonymous accounts 
at Swiss banks exist only in the imagination of
thriller writers! 

8 What About “Numbered” Accounts?
The procedure for opening a “numbered” account
is exactly the same as for any other type of account.
The bank must verify your identity and establish
the identity of the beneficial owner. “Numbered”
accounts are certainly not anonymous. With a “num-
bered” account your business within the bank is
carried out not under your name but under a num-

ber or code. This is simply an internal security mea-
sure to restrict knowledge of the customer’s identity
to a small group of employees in the bank and apart
from this a “numbered” account enjoys no additional
privileges in terms of confidentiality. “Numbered”
accounts should not be used for international wire
transfers. According to international regulations the
client’s name, address and account number must be
given when making international wire transfers. 

9 Is there a Minimum Opening Deposit?
Most Swiss high-street banks do not require a 
minimum deposit for an ordinary current or sav-
ings account. However, some of the private
bankers and other banks offering private banking
and wealth management services do require a 
minimum deposit. 

10 Does the Account Have to be in Swiss Francs?
No. Many banks offer accounts in US dollars,
euros and other currencies besides the Swiss franc.

11 How Safe are Swiss Banks?
All banks operating in Switzerland must be
licensed by the Swiss Federal Banking Commission
(SFBC). The SFBC, which is a member of the Basel
Committee on Banking Supervision, regulates and
supervises all banks in Switzerland according to
the Basel Committee’s standards. These standards
cover not only equity and capital adequacy but
also the entire scope of prudential and behavioural
rules. As an additional safety measure, Swiss law
demands capital adequacy standards even higher
than those required by the Basel Accord. Swiss
banks can therefore certainly be counted amongst
the safest in the world.

12 How “Secret” are Swiss Banks?
In Switzerland great importance has traditionally
been attached to the protection of an individual’s
privacy, and this has always included financial 
privacy. Surveys consistently show that the vast
majority of the Swiss people want to maintain this
protection. However, the high level of confiden-
tiality Swiss banks offer both their domestic and
foreign customers is not absolute and certainly
does not shield criminals. As a matter of principle
the rights to privacy can be suspended when a
criminal investigation is underway. Our aim is to
protect the privacy of the honest bank client while
exposing criminals to the full force of the law.

This information is given for general 
purposes only. For more detailed information
please contact your chosen bank.

How Can I open a Bank Account in Switzerland?
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The Swiss Franc – a Success Story

It therefore better reflects the effective state of the
Swiss economy, which has a positive impact on 
the export sector. Although inflation in Switzerland
has been consistently lower than in the euro zone 
in recent years, at EUR 1.60 the franc is at the time
of writing trading at almost the same level as when
the euro was introduced.

But there is no reason to fear a sustained weakening
of the franc, since low-level inflation (by interna-
tional standards), rising current account surpluses,
comparatively healthy government finances and, 
in particular, the Swiss economy’s high level of 
competitiveness all continue to work in its favour.

Back in 1360 when the French minted a gold coin
with the Latin inscription Rex francorum (King of
the Francs), they could scarcely have imagined that
it would be outlived by another franc – in neigh-
bouring Switzerland – following France’s adoption
of the euro. The introduction of the franc in the old
Swiss Confederation was not a well co-ordinated
matter. Not only were there coins from numerous
states in circulation but, until the federal coin reform,
the franc itself came in different shapes, inscriptions
and weights. In 1848 the Swiss Federal Government
assumed control of minting coins and in 1891 
also acquired the monopoly for issuing banknotes,
although it did not exercise this right until 1907,
when the Swiss National Bank (SNB) was founded.

Very High Level of Price Stability
The franc has since developed into one of the world’s
most stable currencies. Thanks to the franc’s free
convertibility, its flexible exchange rate and the free
movement of capital, the SNB is able to pursue a
largely independent monetary and exchange rate
policy that ensures price stability. The SNB defines
price stability as a rise in the national consumer price
index of no more than 2% per annum. To assess
whether its monetary policy is appropriate for its
price stability target, the SNB relies on a broad range

of real and monetary indicators. The average annu-
al inflation rate in Switzerland between 2000 and
2006 came to just 0.9%, which shows that the SNB
managed to maintain a high degree of price stability.

The Franc is No Longer a Safe Haven Currency
A consequence of Switzerland’s traditional openness
is that Swiss companies have to cope with fluctua-
tions in a variety of exchange rates. In this regard,
the CHF/USD exchange rate poses greater challenges
than the CHF/EUR rate. Given the increasing flexi-
bility of China’s currency, we are likely to see a
slight reduction in the significance of the US dollar
for the Swiss export sector and an increase in the
importance of Asian currencies. 

Although Switzerland is not a member of the Euro-
pean Union, the EU is the destination of two-thirds
of Swiss exports and Berne has concluded two bilat-
eral agreements with Brussels to secure access to the
European market. The franc has benefited from the
introduction of the euro. Following the disappear-
ance of a number of weak European currencies, the
franc is now better protected from destabilizing
influences. Previously, every crisis in the European
Monetary System resulted in a massive appreciation
of the franc. It is therefore no surprise that Switzer-
land has benefited considerably from the consoli-
dation in the international monetary order of recent
years. Unlike in previous decades, the franc no
longer has to play the role of a safe haven currency.

The economic changes of the past ten
years have created ideal conditions for
sustained growth by Lugano’s financial
centre.

For further information please contact:
Associazione Bancaria Ticinese
www.abti.ch
www.csbancari.ch

With 79 banks and more than 1,000
financial companies, Lugano is the
third most important financial centre in
Switzerland after Zurich and Geneva.
This trend began after World War II
and gathered pace in the 1960s and
1970s. Thanks to its geographical loca-
tion, the guarantees offered by the
Swiss financial centre and, in particu-
lar, the presence of Italy over the bor-
der, Lugano has been the recipient of
high capital inflows. 

The Lugano financial centre specializes
in investment advice and wealth manage-
ment. Its main markets are Italy (where
it also has an important presence in 
the onshore sector), Latin America and
southern and eastern Europe. Major driv-
ers of this specialization have been top
educational institutions, such as the
Centro di Studi Bancari, USI (Università
della Svizzera Italiana) and SUPSI (Scuo-
la Universitaria Professionale della
Svizzera Italiana).

Switzerland owes part of its success in the global economy to the stability
of its currency, which in turn follows from the prudent monetary policy of the 
Swiss National Bank.

The Lugano Financial Centre – Specializing in Wealth Management
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Urs Rickenbacher
Chairman of the Board of
Directors and CEO Lantal
Textiles, Langenthal

Switzerland and particularly Sainte-
Croix is the birthplace of musical 
boxes. Top quality products have been
exported all over the world from here,
and this continues today. As with the
watch industry, it is the typical Swiss
qualities – such as excellent workman-
ship, top specialists and permanent
innovation – that are behind the ever-
increasing popularity of musical boxes.
Despite the relatively high basic costs,
all products are Swiss-made. We win
over our clients with the quality and
design of our goods.

The global networks maintained by
Swiss banks allow us to carry out
transactions quickly and efficiently
with clients the world over. We value
the high degree of expertise offered 

by Swiss banks, as well as the profes-
sionalism of their employees. Clients
are always asking us to establish 
contacts with Swiss banks on behalf 
of their businesses.

Sainte-Croix is not called the “Balcony
of the Jura” for nothing. The unspoilt
beauty of the natural surroundings is
both motivating and stimulating. I also
value the security, the peaceful indus-
trial relations and our motivated, high-
ly-qualified employees. They are the
reason we are able to offer our clients
the best solutions in double-quick time
on a daily basis.

1

2

3

Elisabeth Dalucas
CEO KKL Lucerne, 
Culture- and Congress
Centre

KKL Lucerne is right in the middle of
the city on the shores of Lake Lucerne,
offering panoramic views of the Swiss
mountains. The setting, Jean Nouvel’s
architecture and the unique acoustics
in the concert hall are the trademarks
of an open and dynamic Switzerland.

KKL Lucerne can tell immediately
whether its international clientele is
happy: more large family events and
congresses are held and more people
attend cultural events and visit KKL’s
gastronomic venues.

The variety of cultural events in Switzer-
land and its core values of  liberalism
and pluralism are personally enriching
and important to me.

We make seat covers, carpets and cur-
tains for aeroplanes, railways, buses
and cruise liners. Most of the products
are manufactured at three locations 
in Switzerland. Our headquarters have
also been in Langenthal since the firm
was founded over 120 years ago.
Switzerland is also a key sales market
for us, especially the public transpor-
tation sector. Along with the airline in-
dustry, it is a very important domestic
market with high design and quality
standards.

The Swiss financial centre is very im-
portant for us, as it stands for tradition-
al values, such as high-level trust, dis-
cretion, extreme reliability, stability
and high quality. Other factors that set
it apart are its many years of experi-
ence, the considerable expertise it offers
and the professional networks it has
built around the world.

The diversity of Swiss society in the
smallest of spaces – in terms of lan-
guage, mentality and culture – never fails
to impress me. Moreover, I particular-
ly love Switzerland’s natural beauty, 
the mountains, lakes, towns and coun-
tryside. I also value its political and 
monetary stability compared with other
countries, as well as the reliability of 
the people and the infrastructure.

3 1

2 

Kurt Kupper
CEO of Reuge SA,
Production and Sale
of Musical Boxes,
Sainte-Croix

1

2

3

1 To what extent is your professional 
activity tied to Switzerland?

2 What impact does the Swiss financial centre
have on your activities? 

3 What, for you personally, are Switzerland’s
best features (strengths)?

Many people who contribute to the success of the Swiss financial
centre have no direct connection with banks or stock exchanges,
but are top performers in their own field.We selected some of these
personalities from the world of business and culture and asked
them the following questions:

PersonalitiesOther
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As Chairman of the Group, my acti-
vities are not closely tied to Switzer-
land. The digital world provides won-
derful opportunities for us to help
shape the future. To work, I only need
a laptop and a good internet connec-
tion. It doesn’t really matter where 
I am. But for Logitech the company,
Switzerland is an important source of
talented engineers – many come from
the Ecole Polytechnique Fédérale de
Lausanne (EPFL) – and of financial 
sector expertise. 

In Logitech’s start-up phase, venture
capital didn’t really exist as such. We
were therefore very pleased that a small
local bank took a risk and provided 
us with the necessary startup capital.
We have regularly worked with Swiss
banks since then. They were very help-
ful and supported us when Logitech
went public in 1998 and was listed 
on the Nasdaq in 1997.

I grew up in Switzerland, which is why
I still have a special emotional tie to
the country. Switzerland has many
strengths and advantages: its location
at the centre of Europe, its excellent
infrastructure, its stability, and its
well-educated people. So the potential
is vast – it just needs to be systemati-
cally tapped.

3 Very much so. We are a Swiss firm and
our HQ is in Basel. It was in Switzer-
land that we opened our first shop and
in Switzerland that the Tally Weijl suc-
cess story began. Moreover, I live in
Switzerland and love this country. I owe
it so much.

We value the high-level expertise that
Swiss banks provide. With a network of
65 shops in Switzerland and about 340
sales outlets worldwide, efficiency and
reliability are also very important to us.

I love everything about Switzerland. It
is an extraordinary country, open and
multicultural. At the same time, Switzer-
land stands for important values such 
as precision and perfection. Although I
think of myself as comopolitan, Switzer-
land is my home. Switzerland inspires
me.

s

Caroline 
Gruosi-Scheufele

Co-chairperson of 
Chopard & Cie SA,
Geneva/Meyrin, and 
Head of Creation
and Design and of 
Retail Sales

It was certainly due to Switzerland’s
long tradition of watch-making that
my father took over a watch factory
right here. Swiss master watchmakers
have been known for generations for
the perfection of their craft. A Swiss
watchmaker and jewellery company,
with its headquarter in Geneva and its
own manufacturing works in the Jura,
is perceived as serious and credible. 

Switzerland is a rich country and one
of our most important markets in
Europe. We have four boutiques here
and a very loyal clientele. The creative
environment is also just right. I sketch,
come up with new designs and tech-
niques and find inspiration for my 
collections on my travels and through
meeting new and interesting people. 

I came to Geneva as a child to attend
the international school here. The move
was difficult but I got used to my new
surroundings very quickly. Switzerland
is a peaceful country and everyone re-
spects each other. Geneva has interna-
tional flair and offers all the advantages
of a cosmopolitan city, but without
losing the charm of a small town. From
a purely practical perspective, Switzer-
land’s location at the heart of Europe
is a significant benefit when I go trav-
elling.

3 

Tally Elfassi-Weijl
Co-owner and founder of
Tally Weijl Trading SA,
Basel, with responsibility
for creations

Daniel Borel
Chairman of 
Logitech Group,
Romanel

1

2 

1

2 

1

2

3

Swiss Financial Centre
in the
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Federal Office of Private Insurance (BVP)
The Federal Office of Private Insurance (BPV) moni-
tors the business operations of private insurance
companies. It deals with applications to set up busi-
ness operations, evaluates and approves the products
of life and health insurance companies, checks the
annual accounts, performs inspections of companies
and intervenes where necessary in the event of ir-
regularities. The BPV also helps to draft legislation
and international agreements in the area of private
insurance. www.bpv.admin.ch

Swiss Banking Ombudsman
The Swiss Banking Ombudsman is a neutral point 
of contact for clients who have a dispute with their
bank but do not wish to pursue the matter through
the courts. The Ombudsman can recommend a so-
lution to the parties involved, but has no powers to
impose one. In addition, the Ombudsman offers the
possibility to make a centralised search for dormant
accounts at Swiss banks via a subordinate Contact
Office. www.bankingombudsman.ch

Swiss Funds Association
The Swiss Funds Association (SFA), founded in 
1992, is the industry organisation representing the
Swiss investment fund business. The SFA plays a
leading role in the system of self-regulation with the
aim of safeguarding and promoting the reputation 
of the Swiss investment fund market. Modular codes
of conduct ensure uniform implementation of the 
statutory requirements to act in good faith, exercise
due diligence and provide information. www.sfa.ch

Swiss National Bank (SNB)
The SNB is an independent central bank that is
responsible for monetary and exchange rate policy
and also for guaranteeing cash supplies. It also pro-
vides liquidity to the Swiss franc money market and
hence the economy, facilitates non-cash payment
transactions, manages the national currency reserves
and helps ensure the stability of the financial system.
The SNB monitors the clearing system for payments
payment systems) and the settlement of transactions
involving financial instruments, in particular securi-
ties (securities settlement systems). Unlike the central
banks of many other countries, however, it does not
exercise any supervisory function over the banks.
www.snb.ch

Swiss Federal Banking Commission (SFBC)
The banks and financial markets are supervised 
and regulated by the SFBC. The SFBC is an inde-
pendent administrative authority that amongst its
duties issues and revokes banking licences. It has
partly delegated responsibility for monitoring the
banks to external audit companies, which therefore
act as the “extended arm” of the SFBC (dual con-
trol). In addition to the banks, the SFBC also super-
vises investment funds and mortgage bond issuers 
as well as stock market and securities dealers.
www.ebk.admin.ch

Money Laundering Reporting Office
Switzerland (MROS)
The Money Laundering Reporting Office Switzer-
land (MROS) within the Federal Office for Police 
was established in1998 by the Money Laundering
Act. The Reporting Office performs a relay and fil-
ter function between financial intermediaries and 
the criminal prosecution authorities. Any financial
intermediary who knows or has reason to suspect
that assets derive from criminal activity or are of
criminal origin (including the financing of terrorism)

must notify the Reporting Office immediately and
freeze the assets for five working days. During this
period the authorities investigate and make a deci-
sion on whether to forward the case to the criminal
prosecuting authorities. The annual reports of the
MROS are available on the website address below.
www.fedpol.admin.ch

Money Laundering Control Authority
The Money Laundering Control Authority was es-
tablished by the 1997 Money Laundering Act. It
monitors the para-banking sector (e.g. asset man-
agers, fiduciaries, money changers) and ensures that
all professional financial intermediaries in Switzer-
land are either members of a self-regulating organi-
sation (SRO) that is recognised and monitored by 
the Control Authority or monitored directly by the
Control Authority. The Control Authority’s super-
visory powers are limited to ensuring compliance
with the provisions of the Money Laundering Act.
www.gwg.admin.ch

Swiss Bankers Association (SBA)
The SBA is the leading professional association of 
the Swiss banking and financial services industry.
Founded in Basel in 1912, its membership includes
virtually all the banks, audit companies and securi-
ties dealers in Switzerland. The SBA plays a vital 
role in the system of self-regulation, issuing guide-
lines, rules of procedure and codes of conduct in
conjunction with the SFBC. For example, the SBA first
imposed a requirement for banks to identify their
clients as far back as 1977 under its Due Diligence
Agreement. www.swissbanking.org 

SWX Swiss Exchange
Article 4 of the Swiss Stock Exchange Act, entitled
Self-regulation”, requires the stock exchange to set
up its own internal operational, administrative and
monitoring structures as appropriate for its activi-
ties. Within this context, responsibility for two key
regulatory areas, namely trading supervision and the
regulation of issuers, has been delegated to the SWX.
www.swx.com

Practical Regulation
The Swiss banking sector is regulated by a number of laws and codes of conduct.
Responsibility for enforcement is delegated to various bodies which are endowed with
a high level of specialist know-how and employ a practice-based approach.

No Funds Stemming from
Crime or Corruption
Swiss banks are forbidden by law to ac-
cept, deposit, invest or transfer assets
which they know or must assume stem
from crime. Banks are also forbidden to
accept funds which they know or must
assume stem from corruption or the
misuse of public funds.

Banking Relationships
with “Politically-Exposed Persons”
The decision to start a business relation-
ship with a so-called “politically ex-
posed person” (e.g. a foreign head of
state or government minister) must be
taken by the bank’s senior executive
body.

Organisational Requirements
Swiss banks are required to take a risk-
based approach to the prevention of
money laundering. This includes draw-
ing up criteria to identify business rela-
tionships which involve higher legal or
reputational risks and to identify higher-
risk business transactions. These rela-
tionships and transactions are subject
to a higher degree of due diligence.

Verifying the Identity of the
Contracting Party
Banks in Switzerland must know their
customers. They must therefore verify a
client’s identity on the basis of valid
documentary proof when entering into
a business relationship.

Establishing the Beneficial Owner
If a bank has doubts that the assets a
client is depositing actually belong to
him or her, then the bank must obtain
a written declaration from the client as
to who the beneficial owner of the
assets is.

When accepting and depositing funds
from clients, banks in Switzerland have
a number of obligations with regard to
due diligence. The legal sources of these
obligations can be found in Swiss ban-
king law, the Swiss Penal Code, Swiss
anti-money laundering legislation, gui-
delines and ordinances issued by the
Swiss banking regulator and self-regu-
latory directives issued by the Swiss
Bankers Association. The aim of all
these obligations is to protect the Swiss
financial services industry from crimi-
nal abuse in general and to protect the
good reputation of Swiss banking in
particular. The following are some of
the more important due diligence requi-
rements that banks in Switzerland are
legally obliged to fulfil:   

Clarification of Unusual Business 
Relations or Transactions
Banks in Switzerland are obliged to clar-
ify the financial background and the
purpose of a transaction or business re-
lationship if it appears unusual and its
legal validity is not clear or if there are
indications that funds stem from crim-
inal activities or could be used by a
criminal organisation.

Reporting Suspicious Transactions 
and Freezing Assets
If, after investigation, a bank has as-
certained or has a well-founded suspi-
cion that assets are connected with
money laundering, stem from criminal
activities or are subject to the power 
of disposal of a criminal organisation,
it must report this immediately to the
Money Laundering Reporting Office
Switzerland (MROS). A bank which files
a report to the prosecuting authorities
or to the MROS must at the same time
immediately freeze the account and
assets in question.

Strict Obligations to Prevent Abuse

“

(
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Some banks serve a predominantly domestic clien-
tele, while others may do most of their business
with non-resident clients. Although many banks in
Switzerland do offer retail banking services, the real
speciality of the vast majority is private banking.
Despite receiving many inquiries from all over the
world, the Swiss Bankers Association as a trade
association is not in a position to recommend any
one particular bank or group of banks. We can,
however, give an overview of the different categories
of banks in Switzerland to help potential clients
make their own choice.

The “Big Banks”
The term “Big Banks” refers to Switzerland’s two
giant banking groups, UBS AG and the Credit Suisse
Group. These two globally-active banks are huge no
matter what index of measurement is taken, such as
turnover, balance sheet total, assets under manage-
ment or number of employees. Besides being strong
in the domestic retail banking business they are
both active in private banking, investment banking
and in asset management for institutional clients.

Cantonal Banks
True to Switzerland’s federalist structure, 24 of the
country’s 26 cantons have their own bank. Founded
for the most part in the 19th century, the cantonal
banks are state-owned institutions and most of them
are guaranteed by their respective canton. According
to the geographical region they serve, the cantonal
banks differ in legal and organisational structure, in
size and in their main fields of business activity. Their
traditional business has been mortgage lending and
the provision of credit to small- and medium-sized
enterprises, although in recent years many have suc-
cessfully diversified into private banking, personal
loans and export finance.

Regional Banks and Savings Banks
Swiss regional and savings banks are basically in 
the same line of business as cantonal banks, but typi-
cally restrict their business to smaller regions 
or selected territories within Switzerland. They are
usually small or medium-sized local institutions and
are principally active in mortgage lending and sav-
ings. Since 1994 most of them have been affiliated
to RBA-Holding which acts as their clearing house.

Raiffeisen banks
The Raiffeisen group consists of some 420 individual
Raiffeisen banks organised along cooperative prin-
ciples and inspired by the philosophy of the German
social reformer Friedrich Wilhelm Raiffeisen (1818–
1888). Raiffeisen banks are basically credit coope-
ratives that serve the needs of a local and predomi-
nantly rural clientele, currently numbering more
than two million.

Foreign Banks
Many people are surprised to learn that over 40%
of banks in Switzerland are actually foreign banks.
The foreign banks are subject to Swiss banking 
law and are regulated by the Swiss Federal Banking
Commission just like any Swiss bank. Most of the
world’s most famous banking groups are represented
in Switzerland and the foreign banks are predomi-
nantly active in private banking.

Private Banks
Private banks are simply banks that specialise in 
the private banking or asset management business,
usually for so-called “high net worth individuals”.
In Switzerland the term “private banker” is speci-
fically reserved for those banks where the partners
carry unlimited personal liability for their bank.
Today there are 14 “private bankers” in Switzerland.
They are amongst the country’s oldest banks, with
some of them tracing their history back to the 18th

century.

Other Banks
This group includes banks with various specialised
business areas, such as banks concentrating on the
stock exchange and securities business, mortgage
investments or commercial loans to finance trade,
industry and commerce.

There are well over 300 banks in Switzerland today, ranging from 
giant universal banks offering every kind of banking service to small
boutique banks covering niche markets.

How Do I Choose the Right Bank?
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The Swiss National Bank
Börsenstrasse 15
PO Box
8022 Zurich
41 (0)44 631 31 11
41 (0)44 631 39 11
snb@snb.ch   
www.snb.ch   

Federal Banking
Commission 
Schwanengasse 12
PO Box
3001 Bern
41 (0)31 322 69 11
41 (0)31 322 69 26
info@ebk.admin.ch
www.ebk.admin.ch

Swiss Bankers
Association
Aeschenplatz 7
PO Box 4182
4002 Basel
41 (0)61 295 93 93
41 (0)61 272 53 82
office@sba.ch     
www.swissbanking.org   

RBA Holding
Bahnhofplatz 10A
PO Box 5319
3001 Bern
41 (0)31 660 44 44 
41 (0)31 660 44 55
info@holding.rba.ch
www.rba.ch 

Swiss Union of 
Raiffeisenbanks
Wassergasse 24
9001 St. Gallen
41 (0)71 225 88 88
41 (0)71 225 88 87
medienstelle@raiffeisen.ch
www.raiffeisen.ch  

SWX Swiss Exchange 
Selnaustrasse 30
8021 Zurich
41 (0)58 854 54 54
41 (0)58 854 54 55 
swx@swx.com     
www.swx.com 

Association of 
Foreign Banks 
in Switzerland
Löwenstrasse 51
PO Box 6229
8023 Zurich
41 (0)44 224 40 70
41 (0)44 221 00 29 
info@foreignbanks.ch     
www.foreignbanks.ch  
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T +
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F +

T +
F +
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F +

Association of 
Swiss Cantonal Banks
Wallstrasse 8
PO Box
4002 Basel 
41 (0)61 206 66 66
41 (0)61 206 66 67
vskb@vskb.ch  
www.vskb.ch

Association of
Swiss Commercial 
and Investment
Banks
Selnaustrasse 30
PO Box
8021 Zurich
41 (0)58 854 28 01
41 (0)58 854 28 33
dieter.sigrist@swx.ch

Swiss 
Private Bankers 
Association
8, rue Bovy-Lysberg
PO Box
1211 Geneva 11
41 (0)22 807 08 04
41 (0)22 320 12 89
info@swissprivatebankers.com
www.swissprivatebankers.com

Swiss Banking 
Ombudsman
Bahnhofplatz 9
PO Box 1818
8021 Zurich
41 (0)43 266 14 14 (G and E) 
41 (0)21 311 29 83 (F and I)
41 (0)43 266 14 15
www.bankingombudsman.ch

Switzerland Tourism
Tödistrasse 7
PO Box 695
8027 Zurich
00 800 100 200 30
00 800 100 200 31
info@myswitzerland.com     
www.myswitzerland.com 

Swiss Funds Association
Dufourstrasse 49
PO Box
4002 Basel
41 (0)61 278 98 00
41 (0)61 278 98 08
office@sfa.ch
www.sfa.ch

Further Sources of

Institutions and associations 
that will be happy to answer any
specific questions you may have:

Information

At the heart of the family office, how-
ever, remain financial planning and asset
management. The family office must
make absolutely sure that clients’ assets
are all invested in line with their risk 
tolerance and expected return. The fact
that a wide variety of assets is usually
involved – from property, equity stakes
and securities portfolios to works of art
and yachts – places high demands on 
the family office. By virtue of their de-
cades of experience with very wealthy
clients, Swiss banks are ideally placed 
to manage family offices or to be a part-
ner in a private family office. 

Swiss Banks are Ideally Placed to be
Your Partner 
Clients with complex family and asset
structures, often involving more than
one generation and different countries,
need more than a traditional invest-
ment advisor or asset manager. In
recognition of this fact, the first family
offices were set up at the end of the 
19th century in the USA. They deal 
with virtually all issues that maintain
or increase their clients’ prosperity.
This concept of prosperity encompasses
not only financial assets, but also val-
ues such as security, health, intelli-
gence, reputation, harmony and happi-
ness. A family office looks after its
clients’ legal and tax affairs, evaluates
and co-ordinates specialist consultants,
manages clients’ accounts and takes
over administrative and logistical tasks. 

Family Offices – Unlimited Customer Care
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The World of Swissbanking” is also
published in French, German and Italian. 
Copies are available from the 
Swiss Bankers Association on request.
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