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Welcome to the 12th edition of Insight 
Discovery’s Middle East Investment 
Panorama (MEIP) report. 

Probably the most important single number in this 
report - the 12th edition of Middle East Investment 
Panorama - is 67%. 

Foreword  
Passing the test

Executive Summary: 
Passing the test

As ever, the main objective of the report is 
to look at the (broadly defined) financial 
advisers of the Gulf Cooperation Council 
(GCC) countries. They play a crucial role in the 
region’s economies and, as a group, represent 
a significant opportunity to asset managers, 
wealth managers, international life insurance 
companies and others.

Insight Discovery’s 2021 edition of Middle East 
Investment Panorama – the 11th in the series 
– noted that “tough market conditions are 
often the best time for any wealth or financial 
adviser* to differentiate themselves and prove 
their value to clients”.

Conditions have got tougher since then.

A lot of the advisers have fretted about well-
publicised financial problems (such as the 
sell-off of stocks and bonds since late last 
year), economic problems (such as the return 
of rampant inflation) and geopolitical crises 
(which are not just confined to Russia’s invasion 
of Ukraine). 

However, there is no evidence that any of these 
issues that have featured prominently in the 
mainstream or financial media have had any 
significant effect on the advisers.

In mid-2021, the advisers faced a test that 
included volatile (and/or grossly over-valued) 
financial markets, ever more informed and 
demanding clients and growing regulatory 
requirements.

One year later, it is clear that the advisers have 
passed the test.

This is the central theme of this edition of 
Middle East Investment Panorama.

The advisers have passed the test by investing 
in their businesses in order to deliver what the 
clients want in a more efficient manner.

So, how have the advisers actually done this?

A part – but only one part of the answer is 
their greater usage of discretionary fund 
management (DFM) services, which are 

(usually) sourced from third parties. This 
is a topic of sufficient importance that we 
have examined it in detail in the first of five 
Spotlight articles.

Clients are not the only constituency 
that the advisers need to satisfy: another 
includes the numerous regulators of the 
GCC region (and beyond).

One of these Spotlight articles clarifies how 
2022 will likely be the defining year in which a 
series of regulatory changes – including BOD 
49 – mean that the financial services sector of 
the UAE is greatly strengthened.

Various protagonists in other parts of the 
region’s financial services industry also face 
tests and appear to be passing those tests.

Another Spotlight article explains how 
clients of private wealth managers seek to 
satisfy demanding clients through greater 
exposure to ESG/sustainable and Shariah 
compliant investments.

The fourth Spotlight article highlights how 
he region’s massive sovereign wealth funds 
(SWFs) look to boost exposures to private 
equity (PE).

Meanwhile, as the final Spotlight article 
discusses how the region’s government-
backed pension systems are addressing major 
challenges through large-scale reform.

As ever, I hope that you enjoy this report. 

On behalf of Insight Discovery, I give my thanks 
to our partners, survey respondents and 
external contributors of Spotlight articles.

Nigel Sillitoe,
CEO, Insight Discovery

That is the number of survey respondents – 
senior (or top) executives with financial advisory 
groups and “gatekeepers” employed by banks 
- who have seen growth in revenues in their 
businesses over the last year.

That expansion was due to higher numbers of 
clients and increased activity, on average, by 
each client.

In other words, the key protagonists in the 
advisory market of the Gulf Cooperation 
Council (GCC) have in fact done what was 
required of them. 

They have indeed differentiated themselves 
and they really have proven their value to 
their clients.

As noted in the Foreword, these advisers have 
passed the stiff tests they have faced since the 
start of the pandemic in early 2020.

The advisory market as a whole has 
responded to pressures from regulators as 
well as from clients. 

Many of the advisory groups are overseen by 
several regulators – which are not necessarily 
in the same country. That in itself represents 
a challenge. 

As is discussed in a separate Spotlight article 
in this report, the various regulatory changes in 
the UAE could make 2022 a defining year for 
the advisers.

What is equally important as the shifting 
regulatory landscape is that the clients 
are becoming more knowledgeable and 
more demanding. 

There is no unanimity among the advisers as 
to how clients’ requirements are changing: half 
of them are aware that clients are becoming 
more knowledgeable as access to required 
information increases. However, significant 
minorities of advisers recognise that clients 
are looking for each of: lower fees and prices; 
greater disclosure and transparency; more 
online/mobile access; global standards and 
better value for money. 

The number of survey respondents who told us 
that costs had increased over the previous year 
for wages/salaries, compliance/ administration, 
regulation etc. and technology/ data systems 
ranged between 67% and 76%.

As we note below, “the silver lining of the rise 
in costs is that the increased expenses can be 
associated with – for want of a better phrase 
– striving to pass a difficult test. More highly 
trained people are using better technology to 
provide improved service in the context of a 
more tightly regulated industry”.

In a separate Spotlight article, we discuss the 
advisers’ greater usage of discretionary fund 
management (DFM) services that are (mostly) 
sourced from third parties. This is clearly one 
aspect of delivering to clients and to regulators 
what they want. Other aspects include: highly 
qualified advisers; greater (and smarter) use 
of digitalisation and technology; transparent 
fee based model; and being able to generate 
referrals from existing clients.

In passing the test, the GCC region’s advisers 
have shown themselves to be largely unaffected 
by the geopolitical, economic and financial 
problems that have dominated the mainstream 
media since the third quarter of 2021. Some 88% 
of them are upbeat about attracting new clients 
and/or otherwise growing their businesses. This 
edition of Middle East Investment Panorama 
shows that they are right to be optimistic. There 
are 40 survey respondents, all of whom are 
department heads (or more senior) at financial 
advisory groups and banks.

The organisations that employ the survey 
respondents are frequently overseen by 
more than one regulator. Some 48% of the 
respondents’ organisations are regulated by 
the Central Bank (CB) of the UAE (into which 
the Insurance Authority has been merged). 
The same number of respondents’ employers 
are overseen by the Securities & Commodities 
Authority (SCA) of the UAE.

*In this edition 
of Middle East 
Investment 
Panorama, as in 
previous editions, 
a financial 
adviser may 
work for a firm 
that is conceived 
specifically as an 
advisory group: 
however, he/she 
may also work 
for a bank or 
another financial 
services firm that 
is primarily an 
asset manager or a 
wealth manager.

Middle East Investment 
Panorama answers many 
questions about advisers. What 
are they doing? Why are they 
doing what they’re doing? How 
do they think?

But who is really who?

The advisers are just one group 
of companies within a complex 
financial ecosystem.

Insight Discovery’s for-
subscription portal, Who’s 
Who of regulated firms in the 
Middle East, provides all the 
details of the:

51 DFSA-regulated external 
asset managers

8 DFSA-regulated  
wealth managers

12 SCA-regulated independent 
financial advisers (IFAs)

51 CBUAE (including Insurance 
Authority)- regulated IFAs

31 international private banks

29 regional/local private banks

For further details on this 
portal, and how it can save 
you time and money, contact: 
info@insight-discovery.com

Insight Discovery’s Who’s 
Who of regulated firms in 
the Middle East
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• Some 67% of survey respondents report 
that their revenues have grown over 
the last 12 months or so. This is due to 
increased client numbers and/or higher 
levels of activity per client.

• Only 5% have suffered a contraction in 
revenues – invariably due to the loss 
of clients.

• Some 88% of survey respondents 
anticipate that their businesses will grow 
over the coming 12 months- and a similar 
number are upbeat about the potential 
for new technology and data analysis to 
improve their offerings to clients.

• At least 50% of survey respondents 
see each of geopolitical instability, 
inflationary pressures and rising interest 
rates as challenges.

• A similar number – 53% - fret about 
competition from unregulated firms 
even though regulations continue to 
be tightened.

• However, 61% of respondents believe that 
greater knowledge and understanding on 
the part of clients is of primary importance.

• Client demand for crypto-currencies is 
seen by 53% of survey respondents as a 
growth hot spot for the next three years.

• About 3 in 10 respondents are considering 
investment management services as one 
of the key areas where demand for advice 
will increase.

• Some 60% of survey respondents 
are neutral or positive about 
regulatory change.

• The number of respondents who expect 
that the regulatory change will boost 
merger and acquisition (M&A) activity, 
with the result that the number of 
competitors falls, is 57%.

• The key performance indicator (KPI) 
by which the efficiency of an individual 
adviser can be assessed is annual 
commission, according to 48% of survey 
respondents.

• However,19% think that the number of 
referrals per year is the relevant KPI.

• Some 52% of survey respondents report 
that their office rents were unchanged 
over the preceding 12 months.

• Conversely, 76% said that technology/ 
data systems costs had increased and 71% 
mentioned an increase in regulation costs.

• Discretionary fund management (DFM) 
services, (mostly) sourced from a third 
party provider, are popular. Some 71% 
of survey respondents recommend DFM 
services to clients and another 6% are 
thinking of doing so.

• The most important selection criterion for 
an external provider of DFM services is its 
ability to smooth returns in an environment 
of volatile markets. This is seen as crucial 
by 79% of survey respondents.

• Over the last six months, 56% of survey 
respondents have increased their usage of 
fund platforms, while 50% have lifted their 
usage of DFM services.

• Conversely, there has been a reduction in 
usage of life insurers’ protection products 
and savings products by 34% and 54%, 
respectively, of respondents. These 
economies are dependent on expatriate 
workers (expats), in virtually all sectors and 
all skill/seniority levels.

Most of the expats do not envisage living 
in the region forever. Typically, they look to 
accumulate a nest egg for retirement (or 
another purpose) and move to their home 
countries or another destination.

The majority of the expats have neither the 
time nor the expertise to manage their own 
investments. Accordingly, they typically turn to 
financial advisers for help.

Over the years, the advisory market of the GCC 
region has grown to the extent that it represents 
a significant opportunity for asset management 
companies, wealth managers, international life 
insurance companies and other groups.

As ever, the central part of this edition of Middle 
East Investment Panorama opens with a brief 
profile of the respondents to the survey from 
which data was gathered. 

The discussion of the advisory market of the 
GCC region in mid-2022 then looks at: 

• General business conditions - including 
drivers of growth and a discussion of 
opportunities and challenges.

• The clients of the advisors – including a 
discussion of how the clients and their 
requirements are changing.

• How an advisory group can gain a 
competitive edge.

• How the efficiency of an individual adviser 
is assessed.

• What is happening to the operating costs 
of the advisory groups.

Who are the survey respondents?
In this edition of Insight Discovery’s Middle East 
Investment Panorama, the survey respondents 
can be described as being fewer, but more 
senior, than those of previous years.

The data used for this reports was gathered 
by way of interviews with 21 senior executives 
of advisory groups that are active in the UAE 
and a further 19 “gatekeepers” (i.e. executives 
responsible for selecting the offerings of asset 
managers, wealth managers and life insurance 
companies) working predominantly for banks, 
for a total of 40.

Over half - 55% - of the survey respondents 
could be described as being in the top 
management at the organisation for which they 
work. Another 28% could be described as being 
senior managers or department heads. 

Some 48% of the respondents are aged in their 
40s. Another 23% are aged 50 or over. The 
remaining 30% are aged in their 30s.

The respondents were asked to identify the 
country in which they were born. Once again, 
the UK (40%) and India (35%) dominated 
the answers. The remaining 25% come from 
a variety of countries including Spain, South 
Africa, the UAE, Kenya, Ireland and Greece.

This year, we asked the respondents to identify 
the who regulates their firm. One feature of the 
(broadly defined) advisory market is that many 
organisations answer to more than one regulator 
– within and across national borders. 

Unsurprisingly, the regulators of the UAE 
were very widely mentioned. Some 48% of 
respondents work for organisations that are 
overseen by the Central Bank of the UAE 
(CBUAE), which now also incorporates the 
Insurance Authority (IA). The same number 
work for firms that are regulated by the 
Securities & Commodities Authority (SCA). 
Some 38% of respondents report that they 
are overseen by the Dubai Financial Services 
Authority (DFSA – the regulator of the Dubai 
International Financial Centre); another 8%, by 
the Abu Dhabi Global Market (ADGM).

Of the other regulators mentioned, by far the 
most important is the UK’s Financial Conduct 
Authority (FCA), which oversees the employers 
of 23% of the survey respondents. Some 8% 
of survey respondents mentioned each of the 
Qatar Financial Centre Regulatory Authority 
(QFCRA) and the Central Bank of Bahrain (CBB): 
some 5% are regulated by the Qatar Central 
Bank and the Capital Market Authority  
(CMA) of Oman. 

Middle East Investment  
Panorama 2022: 
at a glance Some things never change. In 2022, (broadly defined) financial 

advisory firms (including some banks) play a key role in the 
economies of the UAE and the broader Gulf Cooperation 
Council (GCC) region.

The advisory market of the  
GCC region in mid-2022

• Only 30% of respondents 
can be confident that their 
company will benefit from 
the reforms being made 
to gratuity/End of Service 
Benefit (EoSB), such as 
the introduction of the 
DIFC Employee Workplace 
Savings (DEWS) plan. The 
same amount say they won’t 
benefit, while the remaining 
40% say it is too early to say.

• Overall, just under two-
thirds (63%) believe DEWS 
is a positive development 
– mostly in terms of 
encouraging people to 
save more.

• For employees, the most 
attractive feature of a 
workplace savings scheme 
is to ring-fence money 
from their employer. Also 
important is the ability to 
contribute additional funds 
to their account.

• However, despite the 
sentiment about DEWS, 
three-quarters of survey 
respondents said that their 
firms are NOT receiving a 
growing number of enquiries 
from people that are related 
to gratuity/EoSB.

In the 11th edition of Middle 
East Investment Panorama, 
we took a “deep dive” into 
DEWS: is it delivering yet?

The most 
important 
selection criterion 
for an external 
provider of DFM 
services is its 
ability to smooth 
returns in an 
environment of 
volatile markets. 
This is seen 
as crucial by 
79% of survey 
respondents. 
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15%

21%

13%

5%

13%

5%

Investment  
management services

Cryptocurrencies

Tax-related advice

Legacy planning

Wealth planning

Health insurance

Life insurance

28%

What are overall business conditions like?
Over two thirds of survey respondents – 67% - 
report that their revenues had grown over the 
last year. Another 29% say that their business is 
about the same size that it was 12 months ago. 
Only 5% suffered a contraction in their revenues. 

The expansion has been driven by a number of 
factors. Some 14% of respondents note that they 
are carrying out more transactions (or running 
greater AUM) for clients. The same number say 
that their business has been boosted by clients 
increasing the size of the average transaction. 
Some 29% note that they are working with 
a greater number of clients. More survey 
respondents (36%) have benefited from both 
an increase in client numbers and in activity per 
client. The remaining 7% attribute the growth in 
their business to a changed revenue model.

Those respondents who say that their business 
has contracted over the last year attribute the 
fact to a contraction in the number of clients. 

Unsurprisingly, the survey respondents are 
upbeat about the opportunities for their 
businesses over the coming 12 months:

• 88% anticipate that they will attract new 
clients and/or expand their business further.

• A similar number are excited about how 
new technology and data analysis tools will 
enable to improve their offerings to clients.

• In spite of the volatility of markets, no fewer 
than 63% of respondents are confident 
about clients’ willingness to invest.

 
 

Business challenges and opportunities over the next 12 months

Expanding my business/attracting new clients

New technology and data analysis tools

Clients’ willingness to invest

Retaining existing clients

Volatility of markets

Regulatory landscape

Optimising my business/outsourcing investments

Robo-advisory firms

Rising interest rates

Inflationary pressures

Geopolitical instability

Competition from firms which are not regulated

 Opportunity  Challenge  Neutral

5%88%

20%

5%

10%

50%

38%

13%

10%

18%

25%

88%

50%

45%

43%

38%

35%

28%

23%

18%20%

8%

40%

5%

20%

50%

55%

55%

53%

40%

8%

63%

28%53%

8%53%

Which of these areas will see the greatest increase in terms of demand 
for advice from clients over the next 3 years? (Rank 1 only) 

Examples of these changes  
include clients:

1.   Clients demand lower fees and prices  

2.  Clients expect greater disclosure a 
nd transparency  

3.  Clients demand more online /  
mobile access  

4.  Clients are increasingly mobile and  
the standards they expect are  
becoming globalised  

5.  Clients demand more value from the 
services they receive

There is little consensus among survey 
respondents as to what are the offerings for 
which client demand will grow the most over 
the coming three years.

Some 53% suggested that demand for crypto-
currencies would see the greatest growth. 
Other rapid growth areas include tax-related 
advice (43%), legacy planning (42%), and 
investment management services (42%).

88% 
anticipate that they will  

attract new clients and/or  
expand their business  

further.

The result of the 
clients’ greater 
understanding 
of investment 
matters means 
that there are 
a lot of other 
changes which 
are considered 
to be of primary 
importance by a 
minority of survey 
respondents 

Exactly half of the respondents see the 
regulatory landscape (and changes thereto) 
as an opportunity. Most of the factors that are 
identified by the survey respondents as being 
challenges are completely out of their control. 
Examples include geopolitical instability (55% 
of respondents), inflationary pressures (55%), 
rising interest rates (50%), and the volatility of 
markets (40%).

Interestingly – and in spite of the continued 
tightening of regulations – some 53% of 
respondents still see competition from 
unregulated firms as a challenge. 

What do the clients really want?
To the extent that the Clients are changing, it 
is predominantly because they are becoming 
more knowledgeable. Some 61% of respondents 
identified this change as being of primary 
importance due to the increase in access to 
required information.

The result of the clients’ greater 
understanding of investment matters means 
that there are a lot of other changes which 
are considered to be of primary importance 
by many survey respondents.
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How does an advisory firm stand out  
from the crowd (of winners)?
40% of survey respondents see regulatory 
change as a threat. In fact, half of respondents 
actually see it as an opportunity. 

This may well be because these respondents 
see that the introduction of BOD 49 (and other 
regulatory changes) will bring around a wave of 
merger and acquisition (M&A) activity and that 
their firms will be among the winners.

Specifically, some 57% of survey respondents 
expect that the number of protagonists will 
fall over the coming year as a result of such 
M&A deals. Only 24% of respondents believe 
that there will not be such M&A activity. The 
remaining 19% are unsure.

This raises an important question: how does 
a successful advisory firm stand out among 
other winners?

In just two words, the answer could be 
summarized as: recognising and passing the 
test that the firm faces.

This is shorthand for:
• Highly qualified advisers (minimum Level 

Four or equivalent) – identified by 41% of 
respondents as being of top importance.

• Greater digitalisation (implying 
improved efficiency and client journey/
experience – 33%.

• A (transparent) fee-based business 
model - 25%.

• Marketing and PR to improve company’s 
brand - 13%.

How do you assess an adviser’s efficiency?
The senior executives of advisory firms and 
product selectors are also clear on how 
they measure the effectiveness of advisers: 
annual commission.

This significantly outpaces other metrics, 
including the number of referrals they get 
per year, along with industry awards and 
peer recognition.

What’s happening to costs in the 
advisory market?
High/rising inflation is a global phenomenon. In 
terms of the costs of doing business, advisory 
groups in the GCC countries are no exception 
to this. 

Just over half (52%) of survey respondents 
reported that property rents were unchanged 
over the past 12 months. However, a majority 
said that operating costs in four other specified 
areas – wages/salaries (67%), compliance/
administration (67%), regulation/greater quality 
control (71%), and technology/data systems 
(76%) – had risen over the previous year.

Interestingly, 81% of respondents said that 
“other”/ non-specified costs had remained 
constant or had fallen.

The silver lining of the rise in costs is that the 
increased expenses can be associated with – 
for want of a better phrase – striving to pass 
a difficult test. More highly trained people are 
using better technology to provide improved 
service in the context of a more tightly 
regulated industry. 

9

How to measure an adviser’s effectiveness

14%

48%

19%

10%

Amount of renewal  
commission

Annual 
commission

Awards and  
peer recognition

Number of referrals 
per year

% change in transaction  
volume of clients per year

10%

Relative to a year ago, how have the following costs 
changed in your business?

Wages and salaries

Property rents

Compliance/administration

Regulation costs as a result of more qualified staff or greater sales quality checking

Technology/data systems

Other (entertaining, etc)

 Higher  Lower  Unchanged

33%67%

52%

52%

24%

19%

24%10%

24%

29%

67%

29%71%

24%76%

10% 
of survey respondents  
see regulatory change  

as a threat.

52% 
of survey respondents  

reported that property rents  
were unchanged over the  

past 12 months.

In your opinion what will it take for a firm like yours to stand 
out from others and grow your business? (Rank 1 only)

21%

26%

11%

5%

Qualified advisers, minimum 
Level 4 or equivalent

Embracing  
digitalisation

Fee based  
model

Marketing and PR in order to 
grow my company’s brand

Social media  
strategy

37%
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Advisory firms and banks have many good reasons 
to increase their usage of discretionary fund 
management (DFM) services. 

Spotlight: 
The rise and rise of DFMs 

In a number of countries with well developed 
communities of financial advisory groups, it is 
widely accepted that a financial adviser is not 
necessarily best placed to make and execute 
investment decisions for his/her clients. 
Rather, it is better for all that discretionary 
fund management (DFM – the actual 
management of portfolios) be outsourced 
to a suitable wealth manager or asset 
management company.

This is also true in the UAE and across the 
GCC region.

For example, 71% of survey respondents 
currently recommend DFM solutions to clients, 
and a further 6% are considering doing so.

This makes sense amid the uncertain and 
unpredictable backdrop that investors have 
to contend with today, since a DFM offering 
should be able to provide a certain degree of 
consistency and stability.

Discretionary Fund Management (DFM) services

Fund platforms

Life insurance - protection products

Life insurance - savings products

Portfolio bonds

 More  Less  Unchanged

40%

41%

42%

55%

42%

50%

24%

4%

24%

56% 3%

10%

34%

54%

21%

What has been your usage of the following over the past six months?

71% 
of survey respondents  
currently recommend  

DFM solutions 
 to clients

What are the most important factors in selecting a DFM 
provider? (Rank 1 only)

17%

4%

17%

4%

4%

4%

4%

Ability to smooth returns in 
volatile environment

Charging  
structure

Manager research  
capability

Assets under  
management of DFM

Global reach

Independence (don’t invest in 
their own funds)

Sales  
support

Strength  
of brand

46%
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Which investment strategies are you looking to increase, decrease or maintain your 
exposure to over the next 12 months?

Real estate/REITS

Socially responsible/ESG funds

ETFs

Sukuk funds

Hedge funds

Infrastructure

Structured products

Equity strategies - Global emerging markets

Fixed maturity notes

Multi-asset funds

Sharia compliant

GCC funds

GCC fixed income funds

Equity strategies - Global developed markets

Fixed interest - Global developed markets

Fixed interest - Global emerging markets

DFMs*

Cryptocurrencies*

 Increasing exposure   Decreasing exposure  Maintaining exposure

25%69%

35%

40%

42%

53%

68%

37%

63%

42%

63%

53%

38%

67%

25%

59%

47%

33%

47%

26%

42%

16%

42%

16%

37%

38%

33%

50%

38%6%

7%

13%

21%

25%

25%

25%

21%

5%

17%

11%

21%

13%

8%

6%

6%

56%

40%53%

33%

58%

53%

33%

14%

14%

14%

29%

Average client portfolios 
don’t meet the minimum 

investment needed

Additional fees

In-house solution 
already available

 
 

Regulatory restriction. 
We can offer funds but 

cannot recommend

Dilutes my role

29%

No fewer than 86% of survey 
respondents said that they use/
recommend the offerings of life 
insurance companies. 

However, usage has been 
diminishing. Some 34% of 
survey respondents said that 
they had reduced their usage of 
life insurers’ protection products 
in the previous six months. Over 
half – 54% - noted that they 
had trimmed their usage of life 
insurers’ savings products.

This begs the question: what is 
it that the advisory groups and 
bank gatekeepers want from 
life insurance companies but – it 
seems – are not yet getting?

Put simply, how can/should 
the life insurers improve 
their offerings?

One part of the answer is digital 
sales processes, and post-
sales application processing in 
particular. No fewer than 67% 
of survey respondents say that 
this is of first order importance.

The same number rate the 
disclosure of charges and 
other key information about 
products as being of the 
greatest importance.

Meanwhile, some 60% of 
respondents say that breadth 
of product offering is what 
matters the most.

Other aspects where the 
life insurers have scope to 
improve their offerings include 
administration (ranked as being 
of top importance by 57% 
of the survey respondents), 
technical support (50%) and 
provision for online switching 
from insurance products to cash 
and other investments (43%). 

What life insurance 
companies can do to counter 
lower usage of their products 

In fact, the ability of a DFM provider to 
smoothen returns in a volatile environment is 
overwhelmingly the most important factor for 
fund selectors when choosing a DFM provider, 
according to survey results.

Other key features of a DFM offering 
that appeal to respondents are a mix 
of their manager research capabilities 
and independence – both of which are 
aligned with the concept of making sound 
investment decisions.

Other key selection criteria include past 
performance of, and critical mass in terms of 
the size of the team, of the DFM provider.

At the same time, the increasing focus of 
advisory firms and banks on acting in the best 
interests of their clients is making institutions 
pay a lot of attention to the charging structure 
of the DFM provider.

The role of DFM services and fund platforms 
has also been growing in recent months. Half 
of all respondents say their use of DFM has 
grown. In relation to fund platforms, which 
can provide some aspects of a DFM service, 
the same is true for 56%.

For those advisory firms and banks that do 
not yet recommend DFM providers to their 
clients, the two key reasons holding them 
back include the additional fees involved and 
the perception that a DFM approach dilutes 
the role of the fund selector.

There are also some other concerns regarding 
regulatory restrictions and minimum 
investment amounts.

Separately, findings from survey respondents 
on the issue of independent fund ratings finds 
these to be increasingly important as part of 
deciding which manager to select.

More specifically, 70% of respondents rate the 
importance of independent fund ratings as 
either 7 out of 10, or higher. 

Key reasons for not recommending DFMs

 * Statistically smaller sample size



Middle East Investment Panorama 2022 Passing the testPassing the test Middle East Investment Panorama 2022
14 15

The latest regulatory changes mean that 2022 should be a defining 
year for the wealth management sector in the UAE. What should 
one look for? By Tom Bicknell, Partner, Pinsent Masons LLP

Spotlight  
Big changes to the regulatory 
environment in the UAE

At first glance, the last 18 months can be 
considered “business as usual” for the UAE’s 
financial regulators. We have seen old rules 
revoked, new ones introduced and lots of 
questions remaining. 

But on closer inspection, it is clear that there 
have been major changes., The new conduct of 
business requirements in the rules known simply 
as BOD 49 are well and truly here. The Central 
Bank (CB) now oversees the insurance sector. 
The SCA has restated how the parties that it 
oversees both get and keep their authorisations.

Combine all that with the UAE’s drive to 
embrace technology and reinvigorate its capital 
markets and 2022 looks set to be a defining year 
for the wealth management sector.

Conduct of business rules make their mark
BOD 49 is perhaps the most widely discussed 
regulation to hit the financial services sector 
in the last 10 years. Our view of the market 
is that most firms have chosen to accept the 
new normal and invest, in some cases heavily, 
in resourcing-up to comply with the new rules 
whilst at the same time finding other avenues to 
reach their customers (see below). 

BOD 49 is not going away any time soon. 
However, the good news for firms is that there is 
unlikely to be much more in the way of ramping 
up of conduct obligations. This is because the 
CB (and the IA, which has been merged with it) 
seems satisfied that it has taken the necessary 
steps to align the UAE with regulatory norms of 
western markets. 

The SCA has released its new rulebook - which 
is primarily a consolidation of the numerous 
individual instruments it had covering the 
securities and wealth sectors. Conduct 
requirements under the rulebook are not quite 
as granular as BOD 49 in terms of commission 
restrictions and disclosure obligations: they are 
primarily principle based. 

If one were to sit the SCA and IA/CB regimes 
side by side, it is fair to say they would find life 
under the SCA rules more accommodating at 
least in terms of commission arrangements - 
though there may yet be a move to align the 
regimes to avoid any chance of regime arbitrage.

But is the SCA the right home for me?
Whilst SCA’s new rulebook is a lucid 
consolidation of a mass of circulars, rules and 
orders it has given rise to significant questions 
around both getting and keeping one’s 
authorisation. 

Existing licence holders – particularly in the 
financial advisory space – have been caught 
off guard by the ambiguity around how they 
transition into the new rules. At first glance, 
it would suggest they need to undertake a 
complete corporate restructure. 

As the dust has settled, it has become marginally 
clearer with capital increases applying and the 
need to have in place an undertaking to comply 
with the new rules. Those expecting a simpler 
path to being newly regulated have been faced 
with a confusing choice between being heavily 
capitalised compared to the previous AED 1m 
requirement or instead branch in using one of 
their group entities suitable regulated elsewhere. 

One could interpret this as SCA seeking to 
encourage international advisory groups to 
come into the market. It could also be seen 
as the tacit encouragement of consolidation 
among advisory groups that are operating in the 
UAE. encouraging consolidation.

DIFC – a new home for financial advice?
The DIFC has traditionally focussed on being 
a “wholesale” financial hub for the region with 
retail-directed financial services being more 
suited to the onshore environment. Whilst this 
still very much remains the case, there is a small 
but certain opening up to direct business. 

Firstly, it is important to note the ban on both 
underwriting and broking in respect of onshore 
risks remains very much in place and firms 
should not assume there is any ‘grey zone’ for 
conducting such activities from the DIFC.

Instead, there seems to be a more open path to 
firms that wish to provide wealth management 
advice to retail clients. Innovations in product 
offerings are a key part of this movement as 
there are more options than the traditional unit-
linked assurance instruments. 

There has also now more certainty for firms 
based in the DIFC in terms of what they can and 
cannot do vis-à-vis promoting to and servicing 
“onshore” customers. New market entrants 
are subject to significant scrutiny around 
their product offering (e.g. no UK pensions), 
advice model (i.e. holistic but restricted) and 
arrangements with affiliate firms. 

Applicants should expect a longer review 
process than your typical Category 4 broker 
application as the DFSA will need to be 
comfortable that adequate controls are in place 
to manage retail business and in the case of 
firms with existing onshore presence, that there 
is suitable segregation of activities.

Looking forward – technology, capital 
markets and more AML
Something that is impossible to ignore is 
that the government of the UAE has done 
an amazing job of promoting the country 
as a global “crypto hub” and a champion of 
digital delivery of both public and private 
sector services. 

In the near term, existing market participants 
are unlikely to see any meaningful change 
other than the odd client seeking crypto as an 
additional investment option for their portfolios. 

In time, however, we expect a number of the 
world’s largest crypto exchanges to establish 
here. We also expect that crypto asset 
management firms will arrive, giving rise to both 
competition to traditional wealth management 
as well as a new customer base in form of 
highly skilled workers. Regulatory change in this 
space is fast paced and gathering momentum: 
we expect a wholly standalone framework to 
govern crypto firms going forward. 

Another development that is hard to miss is the 
up-coming listing of a number of the UAE’s blue 
chip utilities (at the time of writing DEWA had 
been over-subscribed twice!). This will represent 
a significant increase in domestic assets 
available to investors: this, in turn, could see a 
shift in product offerings seeking to capture 
local exposure. 

From a regulatory perspective, we may see 
changes to end of service gratuity rules 
that facilitate funds being held in the form 
of these domestic assets in a similar vein 
to statutory pension and superannuation 
schemes in other markets.

Time will tell
It is too early to tell whether the conduct rules 
prescribed by BOD 49 will give rise to increased 
consumer confidence and thus engagement 
with the wealth market. 

Likewise, the merger of the IA with the CB is yet 
to give rise to any meaningful shift in oversight 
or policy. 

Still there are clear steps in the right direction 
and a sense that we could be at the start of a 
relatively stable regulatory environment.

In the near term, 
existing market 
participants are 
unlikely to see 
any meaningful 
change other than 
the odd client 
seeking crypto 
as an additional 
investment option 
for their portfolios. 

Whilst SCA’s new 
rulebook is a lucid 
consolidation of a 
mass of circulars, 
rules and orders 
it has given rise 
to significant 
questions around 
both getting and 
keeping one’s 
authorisation. 
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As continued numbers of private wealth managers and other high-end 
advisory firms flood into the Middle East, firms need to cater to growing 
demand for independent and sustainability-focused investment advice.

Spotlight  
Private wealth management

As the sophistication of wealthy investors 
increases and their appetite for relevant and 
targeted advice grows, there is a strong shift to 
sustainable investment and Islamic finance.

According to a Lombard Odier report, high net 
worth (HNW) investors who are based in the 
Middle East are focused on ESG as a key way to 
enhance performance.

A survey by the firm of 300 such individuals 
showed that 85% of them plan to increase their 
exposure to ESG or sustainable investments 
in the future, with 81% already taking 
sustainability and ESG into account when 
making investment decisions

Takeaways from this research include: 

• 72% of investors in the region believe they 
can generate improved returns through 
ESG investments.

• At present, sustainable investments account 
for 33% of investment portfolios – but 
investors forecast this will increase to 52% in 
the next five years.

• There is strong momentum for Shariah 
finance strategies – Sukuks and Islamic 
loans are the two most favoured Shariah-
compliant asset classes in the region, with 
39% and 38% interested in holding these 
assets respectively.

• 67% of investors said observing Islamic 
investment principles in their investments 
is important to them, while only 4% of 
investors said that they are not interested in 
Islamic investments

“The results of our survey are very encouraging, 
demonstrating that HNW investors have already 
taken steps to integrate their Islamic beliefs via 
Shariah-compliant strategies, and want to learn 
more about investing sustainably,” said Arnaud 
Leclercq, Partner Holding Privé and Head of 
New Markets at Lombard Odier.

Ultimately, value-based investing is key to 
wealth investors in a region where strong 
religious, cultural and social values remain 
deeply entrenched.

Advancing the ESG agenda
The growth in willingness to invest in ESG 
can also been seen from respondents to the 
MEIP survey.

More than a third (38%) reveal that in the wake 
of the pandemic, they have allocated more 
assets to ESG funds – 28% of which say this has 
been over 5%. 

A further 15% of respondents say that while they 
haven’t yet allocated more, they are willing to 
do so.

As investors delve into related themes, 
environmental protection and decarbonisation 
continue to be front of mind, given their 
prominence on the policy agenda across the 
region. Investors also want to play their part. 

Meanwhile, the Lombard Odier research 
highlighted a link in investors’ minds 
between performance and ESG factors 
– 72% of respondents stated that they 
believe sustainability factors can generate 
superior returns.

“Investors also plan to increase those allocations, 
illustrating a growing awareness that they can 
play an important role in driving positive social 
and environmental change,” added Leclercq.

Speaking on the rationale behind the rising 
interest in Islamic and sustainable investments 
in the previous 12 months, one younger Middle 
Eastern investor said in response to the Lombard 
Odier survey: “Being an ethical and responsible 
investor with Islamic values, our interest in 
Islamic finance and sustainable investment 
has grown naturally. We have always avoided 
high-risk investments, and by aligning ourselves 
to Islamic finance, we continue to follow our 
investment strategy very well.”

The role and importance of sovereign wealth funds (SWFs) 
to the Middle East cannot be overstated given this influential 
set of asset owners.

Spotlight  
Sovereign wealth allocations

Source: SSGA Report - How do Sovereign 
Wealth Funds Invest? With Strategic 
Diversification, with additional contributions 
from Elliot Hentov, Head of Macro Policy 
Research at SSGA

SWFs remain a prominent and diverse 
group of global asset owners, representing 
unencumbered fiscal resources of the host 
governments, invested under a range of 
different mandates. 

According to a study by State Street Global 
Advisors (SSGA) of 34 of the largest SWFs, 
located in 26 different jurisdictions, have total 
assets of almost USD 8.5trn as of year-end 2020. 
This represented 5% of total global markets. 

Further, between 2018 and 2020, total SWF 
AUM grew by an annualized 11.3%, as compared 
with 5.5% over the previous time period. 

SSGA believes the acceleration in AUM growth 
is largely a function of market gains due to the 
post-2018 drawdown in equities. However, SSGA 
estimates that organic inflows into global SWF 
holdings are roughly in line with the mid-single 
digits during the 2014-2018 time period. 

Looking ahead, SSGA speculate that the 
beginning of a commodity supercycle in 2020 is 
likely to restore higher organic AUM growth over 
the coming decade, increasing SWFs’ systemic 
role in the asset owner community.

SWFs in the Middle East
Specifically in this region, SWF AUM growth 
reflected SSGA’s sample trends and accelerated 
dramatically – up by +9.8% annualised over 
2018-20, compared with +1.8% over the previous 
time period. This was also largely due to post-
2018 drawdowns across equities.

SWFs in the region also make up 36% of SSGA’s 
total sample, with an asset class profile of 24% 
cash and fixed income, 38% public equities and 
38% alternatives on average (as of 2020). 

While changes to average asset allocation have 
remained fairly flat since 2018 (albeit a slight 
addition to the cash and fixed income layer), 
80% of the MENA SWFs in the study reduced 
their public equities allocation by some degree 
(over 2018-2020). 

SWFs in this region have also historically 
maintained a high private markets profile, 
reflective of both fund size and fund origin. They 
predominantly favour private equity, allocating 
average 21% of the portfolio to asset class – 
compared with the 5% average for the rest of 
the world.

• Overall asset allocation 
remained largely stable with 
equities continuing to be the 
largest exposure

• The number of SWFs has 
shrunk due to mergers, 
underscoring our previous 
analysis that fund size is a 
more important predictor 
of asset allocation than 
fund origin or other 
characteristics

• Size enables greater 
diversification and higher 
allocations to alternatives, 
and therefore supports 
better performance over the 
long run

• Over half of SWF alternatives 
allocation is concentrated 
in real estate and private 
equity, with SWFs owning 
roughly 16% of global AUM 
in the latter industry

• Surprisingly, SWF returns 
are similar to those of public 
pension funds over the 
past decade, with SWFs 
benefiting slightly more 
during risk-on periods

SSGA insights into SWFs

81% 
already taking sustainability  
and ESG into account when  

making investment  
decisions

4% 
of investors said that they  

are not interested  
in Islamic  

investments
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What are the strengths, the weaknesses and the reforms?
M R Raghu, Chief Executive Officer, Marmore MENA Intelligence

Spotlight  
The pension funds of  
the GCC region

Pension funds in the Gulf Cooperation Council 
(GCC) countries are important institutional 
investors in the region, managing assets of 
about US$460bn. 

In the GCC, the very concept of pension funds 
is quite novel. Local traditions and culture 
-which include one generation providing out 
of their own resources for the next generation 
widespread making of charitable donations 
– have long hindered the development of 
organised savings and life insurance.

Strengths and weaknesses
The GCC countries vary widely in terms of 
the assets under management (AUM) and 
the performance of their pension funds. For 
instance, the AUM of pension funds in Saudi 
Arabia is estimated to be US$250bn or so, while 
those of pension funds in Bahrain are US$ 8.3bn. 

While Kuwait and Saudi Arabia’s funds are 
posting positive returns, the government of 
Bahrain has been implementing reforms in the 
face of the possible exhaustion of its funds by 
2024. Out of 43 pension systems ranked by the 
Global Pension Index, those of the UAE and 
Saudi Arabia rank 22nd and 26th respectively.

The funds differ in terms of their asset mix, 
too. Saudi Arabia’s Public Pension Agency and 
Qatar’s pension fund hold significant portions in 
the local equity markets at 18.3% and 42.6% of 
AUM respectively. On the other hand, Kuwait’s 
pension funds’ investments are mainly focused 
on developed markets.

Defined benefit models, high-income 
replacement rates and early retirement options 
characterise GCC pension systems. For example, 
the system of the UAE offers pension income 
almost equivalent to working income to most 
nationals. While Kuwait’s official retirement age 
is 55 for men and 50 for women, an option of 
retiring five years earlier with a 2% reduction in 
pension was introduced in December 2018.

The GCC countries have relatively young 
populations. The working age population (15-64 
years) is close to 75%, while those aged 65 and 
above comprise just over 3% of the total. This 
means that the , current demographics of the 
GCC countries generally remain favourable for 
the pension systems. In addition, an expected 
increase in female participation rates should 
increase the overall labour forces, allowing the 
pension subscription bases to expand. Among GCC countries, Kuwait’s pension fund has managed a remarkable turnaround. The fund’s 

actuarial deficit that had been funded by the government over the period 2008-2015 is estimated to 
be at US$40bn. The cash available with the fund had been at 37.2% in March 2017. 

Following the revamp of its management in 2017, the fund has staged a comeback, reporting a 
20.9% growth in assets and a return of 16.5% for the year ended March 2021. It leads other GCC 
countries in terms of pension assets per capita at US$96,267. The fund has reportedly exited US$ 
20bn in questionable deals as part of reorganisation of its portfolio. It has reduced cash held to 11.5% 
by June 2020 and further down to 4% by March 2021. Locally listed stocks account for over 40% of 
total AUM. However, a majority of the fund’s assets are offshore, with a focus on developed markets. 
The fund is notable for its appetite for infrastructure investments (particularly in the United States): a 
tripling of the allocation to this asset class is envisaged over the next few years.

Table: The Kuwait pension fund’s target allocation mix

Asset Class 

Stocks and fixed income 40%-60%

Real estate 12%-17%

Private equity 8%-13%

Infrastructure 10%

Cash 4%

Source: Bloomberg Quint, Latest Available Data

◆ The turnaround of Kuwait’s pension fund

The move 
to a defined 
contribution model 
could be gradual 
and accompanied 
by sufficient 
awareness 
campaigns to 
ensure a smooth 
transition 

One implication of all this is that the GCC 
pension funds have a capacity to increase 
their allocations to riskier asset classes – by a 
great deal, in some cases: the liabilities have a 
very long tail and the requirements for heavy 
payments in cash are years into the future. 

In Bahrain, for instance, the ratio of retired to 
working people is expected to double in the 
next three decades. Currently, though, 11% 
of nationals are pensioners, and inclusion of 
expatriates into the national pension system 
is being considered. For all the demographic 
advantages, public pension systems in the GCC 
face actuarial shortfalls that, reportedly, exceed 
25% of the region’s total GDP. 

The actuarial shortfall of the GCC region’s 
pension funds has mainly been due to the 
generous benefits and early retirement options. 
The countries’ dependence on export and tax 
revenues from oil and gas – whose prices are 
inherently volatile – are additional challenges. 

Numerous challenges, and  
numerous reforms
As noted, there has been GCC pension funds 
have been undertaking several reforms in the 
recent past. 

Reforms undertaken by the governments 
in the region include consolidation of funds 
(Oman, Bahrain and Saudi Arabia), increase 

in retirement age (Saudi Arabia), mandatory 
employment for 30 years to qualify for optional 
retirement (Qatar), halting annual pension 
increase and decoupling of salaries and pension 
(Bahrain). Details of reforms in Kuwait are 
shown separately in the box.

In addition to the above reforms, a shift to 
a defined contribution model and further 
increases in retirement age could and would aid 
in ensuring sustainability of the funds. 

The move to a defined contribution model 
could be gradual and accompanied by 
sufficient awareness campaigns to ensure a 
smooth transition. Reformers of GCC pension 
systems could consider look at a two-pronged 
strategy. For low-wage earners, they should 
focus on the adequacy and insurance functions. 
Meanwhile, for higher wage earners, they 
should look at incorporating other alternative 
investment options.

Outside the pensions systems, there is scope 
to strengthen regional financial markets 
generally in terms of depth, liquidity and 
variety of investment offerings. This would 
facilitate investment by individuals, whose 
accumulated savings would supplement their 
entitlements at/after retirement from the 
national pensions system.

75% 
= The working age 

 population  
(15-64 years)
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This historic deal abolished 
customs duties on 95% of the 
products exchanged between 
Israel and the UAE.

The 2020 normalisation deal reached 
between the two countries was one of 
a series of US-brokered agreements 
known as the Abraham Accords. 
Trade between the two countries last 
year totalled some $900 million.

Even though a number of 
global investment management 
companies already deal with 
institutional investors in Israel, we 
believe that the Abraham Accords 
will result in a larger number of 
investment companies adding Israel 
to their business development 
agenda during 2022. 

This is particularly true for companies 
servicing the Middle East from the 
UAE who, until recently, weren’t 
able to conduct business in Israel. 
Not only were there no direct flights 
between the two countries but also 
it was impossible to make telephone 
calls to Israel! 

The CEO of Insight Discovery 
recently visited Israel and spent time 
researching the opportunities for 
investment companies looking to tap 
in to this relatively unexplored market. 
He notes the following: 
 
 
 
 
 

1. Institutional investors in Israel 
are increasing their exposure 
to foreign assets, for example, 
between June 2019 and June 2021 
the percentage invested overseas 
has increased from 27% to 36%, 
according to Bank of Israel (BI – 
the central bank). It is believed that 
the percentage is now even higher.

2. The total assets under 
management (AUM) of the 
institutional market in Israel is 
estimated to be around US $700 
billion. Whilst small compared to 
the trillions of dollars managed by 
SWFs in the GCC region, the asset 
base is growing every year due 
to the contributions from Israel’s 
mandatory defined contribution 
(DC) pension plans

3. The institutional market in Israel 
is relatively easy to map out as it 
is dominated by 15 sophisticated 
institutional firms, mainly insurance 
companies, and around 50 family 
offices.

4. The Israeli market is relatively 
transparent as the BI publishes a 
lot of data – including information 
on wholesale distributors of funds 
and other offerings.

The questions an investment 
management company might 
consider when it comes to developing 
a business plan for Israel include:

• Should the focus be solely on 
just the key institutions, or is 
there merit in registering funds 
as well so that private banks and 
other distributors can be added 
to the mix? 

• Where should actual and potential 
clients and partners in Israel be 
serviced from? Dubai is only three 
hours away by plane. London has 
traditionally been the base for 
organisations that are focusing 
on Israel. There may be significant 
benefits in servicing Israel from 
other centres, such as New York.

• What is the best route to market? 
Is it better to try and raise assets 
directly from institutional investors 
or is it better to hire an established 
third party marketing company 
based in Israel?

The answers to these questions - 
and many more - can be found by 
watching a webinar we recently 
conducted. In it, we discussed 
Israel with the CIO of a leading 
institutional investor and the director 
of a regulated third party marketing 
company. To request a link to this 
video please send an email to info@
insight-discovery.com

 

 

The institutional 
market in Israel 
is relatively easy 
to map out as it 
is dominated by 
15 sophisticated 
institutional firms, 
mainly insurance 
companies, and 
around 50 family 
offices.

Many readers of this report will be aware that Israel 
and the UAE recently agreed terms of a Free Trade 
Agreement (FTA) to boost commercial relations 
following their normalization of ties.

Special feature: 
The opportunities in Israel
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To use the correct terminology, in 
the pensions world, it’s the scheme 
member, in the life assurance world, 
it is the policy holder and in the 
wealth industry it is the individual 
client. In recent months the latest 
version of InvestPro has been directly 
linked to several online onboarding 
AML (anti-money laundering) and 
ID verification specialist tools so 
that once the new client proposal 
is captured the formal onboarding 
process has started.  

We all know that new clients like 
all of us hate being asked for the 
same information twice, so clear 
online self-service data capture and 
delivery of investment products is 
very much the order of the day in 
2022. The two primary objectives 
are ensuring regulatory compliance 
and accelerating the automation of 
client onboarding and administrative 
processes. The key is to achieve this 
lies in an intuitive client-friendly 
approach while providing the best 
user experience possible. 

Let’s not forget that this is the 
all-important first impression and 
keystone to a solid client relationship. 
These first touchpoints and client 
initiation are what define your 
organisation in the eyes of a new 
investor or distributer so it cannot 
be emphasised enough how crucial 
it is to get this right. As a wealth 
manager, life company or asset 
manager you need the highest 
standards possible to start a trusting 
successful relationship.

Acquisitions and Mergers: 
Over the past three to five years 
we have seen many mergers and 
acquisitions and we expect to 
observe more consolidations as firms 
sell off their none core proposition, to 
focus on their core product offering. 
In the complex wealth market, those 
that do not embrace technology, 
right across their value chain will 

struggle to compete. One thing 
appears apparent: more investors 
than ever are turning to financial 
advisors and wealth planners to feel 
more confident when planning their 
future investments.

US Developments
Two trends which will have a 
significant impact on the asset and 
wealth management industry are:

(a) 40% of the total net assets 
managed by funds in America 
are in passive vehicles and this 
% is likely to continue increasing 
as the relentless focus on 
investment management  
costs increases.

(b) The impact of ESG investing. The 
above two trends have led to the 
rise in ‘personalised indexing’ 
in the US, this for example is 
where a client can track the S+P 
500 but decide to exclude say 
companies in the arms or coal 
industry or whatever the client’s 
investing preferences may be. 
This allows clients to follow an 
index with a clear conscience 
from an ESG standpoint. This 
product is already available from 
Vanguard in the US for example, 
presumably others will follow.

UK Market 
While it is a mature, highly regulated, 
and complex market, the 5th largest 
wealth market in the world, the UK 
faces many challenges. The single 
largest challenge in this market is 
for firms to concentrate on moving 
money from cash into discretionary 
wealth management offerings. 
Almost half of the UK wealth market 
remains in cash at Individual Savings 
Accounts (ISA’s) and despite raising 
inflation we see interest on cash 
holdings being charged to encourage 
and force investment. The challenge 
continues to be converting those 
cash ISA’s into a model portfolio. 

Open Architecture Platform 
Growth with Rigorous Controls  
Recent wealth management 
software allows front to-back-office 
oversight including investment 
administration of personal wealth 
products. Empowering users with 
self-service in a controlled scalable 
environment, managing multi-
currency portfolios using an online 
white labelled portal is expected in 
today’s wealth industry.

Distribution improvements by 
enabling advisors to service their 
clients better for example, by 
allowing the advisor to build a model 
portfolio simply and easily from a list 
of pre-approved investments in just 
a few clicks is a recent phenomenon. 
The advisor can then attach one or 
multiple clients to a model giving 
them immediate scalability.

Ultimately applying appropriate 
software can significantly 
enhance the digital journey 
and provide a faster and more 
intuitive user experience for 
advisors and their clients, getting 
this right is key to achieving 
strong growth at wealth firms. 

Why not expand or upgrade your 
investment product suite with 
enhanced model portfolios and other 
investment products while remaining 
compliant with the latest regulations. 

Frank Carr MSc BA is the chief 
marketing officer at Financial Risk 
Solutions. Frank.carr@frsltd.com 

Special feature: 
‘Closer to the Client’ 
After 22 years of exclusively delivering back-office investment administration 
software for asset owners, life insurance companies and wealth managers, we 
at FRS find ourselves getting much closer to the client. 



Middle East Investment Panorama 2022 Passing the testPassing the test Middle East Investment Panorama 2022
24 25

What will be the title of Insight Discovery’s 13th edition  
of Middle East Investment Panorama in mid-2023?

Afterword  
“Work in process”, “Delivering 
quality” or “Achieving glory”?

In mid-2021, the main conclusion of the 
Afterword of the 11th edition of Middle East 
Investment Panorama was as follows:

“Ultimately, for all industry players, and 
whichever direction economies and markets 
move in, the need for targeted and high-quality 
advice is more acute than ever.”

In passing the test that they faced a year ago, it 
is obvious that the advisers would have agreed 
then and would agree now.

The message from the final three Spotlight 
articles in this edition of Middle East Investment 
Panorama is that private wealth managers, 
Sovereign Wealth Funds and government-
sponsored pension funds would also agree.

Nevertheless, passing the test is not the same 
being excellent. 

For all the advisers’ achievements over the 
last year, one fifth are still worried about 
their ability to retain existing clients. A 
similar number are pessimistic about clients’ 
willingness to invest. Robo-advisory services 
are seen as a threat by another 20% of advisers. 
Two fifths fret about their ability to meet the 
increasing regulatory requirements.

In short, the advisers know that they still have 
a lot more work to do in order to satisfy clients 
and regulators: it is possible that, in mid-2023, 
they still have a lot more work to do. 

Alternatively, it could really be clear that 
the advisers are delivering quality – to the 
delight of their clients and the satisfaction of 
the regulators.

A wildcard, but still possible, outcome is that 
the advisers change in such a way that they 
are generally recognised as being world class 
in terms of the services that they deliver to 
their clients.

The title of this Afterword identifies some 
possibilities for the title of the 13th edition of 
Middle East Investment Panorama.

The likelihood of each of the three possibilities 
(and alternatives that have not been 
considered) will depend most on:

• What BOD 49 and all the other regulatory 
changes mean in practice.

• M&A activity that results in advisory 
firms gaining scale and further 
improving their offerings.

• Advisers clearly being able to extract value 
from greater expenditure on training of staff 
and technology.

• Further changes to product offerings 
(including greater usage of DFM services) 
that recognise client needs.

• Additional improvement in the productivity 
of each employed adviser.

The advisers know 
that they still have 
a lot more work 
to do in order to 
satisfy clients and 
regulators: it is 
possible that, in 
mid-2023, they still 
have a lot more 
work to do. 

About Insight Discovery

For seven years running, Insight Discovery has been voted ‘Best Consultancy Firm in the Middle East’ 
by Global Investor, part of Euromoney. Our proven success shows we’re outstanding at what we do. 

We focus on:

• Emerging markets such as the Middle East, Asia, LATAM and Africa

• The financial services sector, although our clients now span other sectors

• Insight Discovery has developed a Who’s Who of regulated firms in the Middle East  
portal - meip.insight-discovery.com

• Insight Discovery has designed a new website to help UAE residents find a regulated financial 
advisory firm and a qualified financial adviser. www.whichfinancialadviser.com is a service that 
consolidates information of those providing financial advice in the UAE in one convenient place 
which is unique to this market.

• Insight Discovery is the research partner to FS Executive, www.fs-executive.com, a search 
business which focuses exclusively on the financial sector

Nigel Sillitoe, Founder and CEO of Insight Discovery, for two years running, was named a top 
influencer in the offshore financial services industry.

Insight Discovery is a multiple award winning consultancy that 
specialises in market intelligence and strategic communications. We 
provide solutions and support to major conglomerates, government 
agencies and many of the world’s largest and best known financial 
institutions in all of these areas.
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About the platinum partners
Friends Provident International Limited (FPI) is part of International Financial Group Limited (IFGL), 
which provides investment, savings and protection solutions to international investors based around 
the world.

Friends Provident International is a global company with offices in Isle of Man, UAE, Hong Kong and 
Singapore and has over 40 years experience in providing competitive life assurance and investment 
products, distributed through our financial adviser partners.

IFGL comprises RL360, RL360 Services, Ardan International and Friends Provident International. The 
group employs 650 staff and administers assets of USD24 billion across 210,000 policies (all figures 
as at 31 December 2020).

With over 20 years delivering Investment Administration software, Financial Risk Solutions (FRS) 
is a trusted technology partner to life assurance, wealth and asset management firms worldwide. 
Led by an expert team of actuaries, compliance and IT specialists, our clients license FRS software 
to help navigate the ever-changing challenges of growth, regulatory pressures and competition in 
the industry.

FRS was established in 1999 by four senior-level actuaries who had spent years on the other side 
of the desk working with different investment administration systems. Unable to find an efficient 
system they began building numerous ‘workarounds’ and disjointed systems and quickly realised 
that there was a tremendous opportunity to develop a software system that could solve complex 
problems for life assurance companies.

Launching FRS, the founding actuaries combined their industry know-how and investment product 
knowledge with the skills of leading software specialists to develop FRS’s flagship product: InvestPro.

Delivered on-premise or cloud-hosted, InvestPro securely automates multiple complex fund 
administration processes including unit-pricing, cash allocation and rebalancing; oversight and 
validation of operational activity performed by outsourced partners; and in Europe monitoring and 
reporting for PRIIPs, KID requirements, and Pillar III asset reporting for Solvency II.

Today the award-winning InvestPro platform is relied on by a large number of blue-chip financial 
services and BPO clients to reduce operational costs, increase efficiencies and mitigate risk in the 
manufacture and management of investment products. More than 150,000 funds are managed on 
the InvestPro platform.

FRS is part of the Constellation Software Inc. group and headquartered in Dublin, Ireland, with offices 
in London, Hong Kong and Sydney.
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