


English Translation 

What is your definition of Private Banking? What category of customers does it address? 

Private banking refers to the provision of personalised wealth management services to a high-net worth 

clientele, mainly high business executives and successful professionals; Mauritians and foreigners alike. 

This clientele comprises of customers who are high-income earners and/or have significant assets, 

benefiting from asset management services and expert financial advice. Our objective is to monitor each 

portfolio according to their personal needs while remaining particularly attentive to risk management 

and respecting the investment profile of each of our clients. 

Since when and why have these services expanded in Mauritius?  

Today, Mauritius is recognized as one of the highest income countries in Africa. Backed by a strong and 

diversified economy, our country remains an attractive and constantly growing financial market. This 

inherent stability and growth is the foundation of our success and it continues to develop profitable 

sectors attracting large flows of investors to invest, work and settle. This wealthy clientele in Mauritius, 

which is growing steadily, has shown a growing interest in our banking services. 

According to the New World Wealth report of 2016, Mauritius leads with an average fortune of USD 

21,700 per person ahead of South Africa, Namibia and Botswana. The pleasant living environment and 

our attractive tax system, with a maximum tax rate of 15% on income, attract people with high income 

and significant asset base. 

In this case, does the offer follow the demand? 

Customer focus remains the cornerstone of our strategy and we work collaboratively with our different 

business lines to offer a seamless experience to our customers. The arrival of digital technology has 

changed the behaviour of banking customers. We have observed that the customers are becoming 

closer to their bank to whom they entrust their heritage. The clients expect a strong interactivity and 

continuity of service from the bank. In this context, the digitization of banking services has become 

increasingly important and AfrAsia is putting on a wave of technological transformation in order to serve 

the customer as closely as possible. 

Are factors such as time saving and personalized service determinant in choosing a bank these days? 

Certainly these are key factors for a client when selecting a private bank but it goes further. They want 

to be understood while having the confidence to entrust us with their wealth. This is why we have a 

team of experienced private bankers who work closely with this demanding clientele in order to inform 

on financial opportunities in the local and international market, while ensuring a good return on 

investment according to the risk that the customer is willing to take.  

Is the Private Banking segment an important component in the range of services offered by a bank? 

And what about its contribution to the profitability of the bank? 

The Private Banking segment requires advanced expertise and a significant investment in human 

resources. However, even if the market remains small, its contribution to a bank's revenues and 

liabilities is very profitable. This sophisticated clientele benefits from investment in the international 



financial market through a securities account, which does not "consume" capital as compared to a loan, 

so the return on capital for the bank is more interesting while taking less risk. 

Do you have the profile of the customers who are interested in these Private Banking services? 

The profile of our clientele is diverse, demanding and has a high purchasing power. The client base 

comprises of retirees, professionals, business executives, entrepreneurs, amongst others. Some favour 

investments in growing countries while others prefer security above all. Their needs are increasingly 

complex and varied and they often expect more from their bank. 

Does Mauritius have the potential to attract HNWIs by offering them personalized services? Why? 

Our strong banking system, stable environment and political stability are a real leverage. The HNWIs 

living in Mauritius praise the "excellent quality of life", the security and well-being of the country. We 

are now able to offer Private Banking services that are as good as our direct competitors such as Dubai 

and Singapore. 


