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PRIVATE BANKING AND 
WEALTH MANAGEMENT 

Banca March’s specialist businesses cemented the 
bank’s position as a leading provider of financial 
advisory and wealth management services. The 
Private Banking and Wealth Management areas 
posted double-digit growth over the year in business 
volume (+13.8%), customers (+17.9%), off-balance 
sheet AUM (+10.1%) and bank funds (+13.6%).

Over the 2017-2019 Three-Year Plan, profit from 
banking activity has multiplied by 1.6x, buoyed by the 
Private Banking & Wealth Management and Corporate 
Advisory areas, as the weighting of income from 
services as a proportion of ordinary income (66.8%) 
outstripped the weighting of net interest income.

These impressive results were made possible by the 
determination of Banca March and its team to stay 
a step ahead of the rest, offering the sector’s most 

comprehensive range of private banking solutions 
with compelling returns for all investor profiles: 
co-investment, value-added Discretionary Portfolio 
Management (DPM), alternative funds and themed 
funds. 

Within the framework of MiFID II, part of Banca 
March’s core strategy is to offer its own products 
whilst also affording its customers the opportunity to 
invest alongside the bank in co-investment initiatives. 
However, Banca March operates, de facto, as an 
independent company; it offers a full catalogue of 
investment services, applies an open architecture 
approach (selling its own products and third-party 
products) and its interests are clearly aligned with 
those of its clients (through co- investment). The fees 
accrued by the bank are therefore twofold: implicit 
(or indirect fees) on execution services and specific 
advisory services, and explicit (or direct) fees in the 
case of Discretionary Portfolio Management (DPM). 
For ongoing advisory services, fees are both explicit 
and implicit.

The Private Banking  
and Wealth Management 
business posted  
double-digit growth in 
business volume (+13.8%), 
customers (+17.9%),  
off-balance sheet assets 
(+10.1%) and customer 
funds (+13.6%).

The Group’s  
business
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In the most challenging landscape for wealth 
management in recent memory, Banca March has 
demonstrated its capacity to adapt, offering a range of 
profitable, innovative products despite the backdrop 
of low interest rates. In the last two years, the bank 
has launched the following products to offer its 
customers alternatives to holding cash –which can 
now actually cost them money– and to the negligible 
returns currently offered by fixed income:

1.   Value-added Discretionary Portfolio Management 
(DPM). Banca March has over 2,236 DPM 
customers and 877.4 million euros under 
management. Within the DPM segment, the top 
performer is Next Generation –so named because 
it invests in future megatrends– which accounts 
for 91.9 million euros (700 contracts) of the total 
assets under management in DPM.

2.   Alternative management. In the current 
landscape, with traditional assets –and fixed 
income in particular– offering limited returns, 
Banca March is adding a series of hedge funds 
under the UCITS framework, which benefit from a 
Europe-wide passport, to its range of investment 
products. This will help cover the risk-return gap 

that currently exists between bonds and equities as 
a result of interest rate shifts throughout the curve 
and movements in credit spreads. Banca March 
clients can now access new markets and exclusive 
assets under extremely advantageous conditions, 
expanding the range of opportunities to diversify 
and add value to their investment portfolios:

  •  Advisory agreement with US alternative 
management boutique K2 Advisors (owned by 
Franklin Templeton), offering Banca March’s 
customers access to investment solutions through 
a broad selection of funds which, until now, were 
only available to institutional investors.

  •  Agreement with the Swiss bank Banque Syz. This 
is a UCITS fund of funds that invests in a range of 
alternative strategies with risk and return targets 
stipulated by Banca March.

VALUE-ADDED DISCRETIONARY  
PORTFOLIO MANAGEMENT (DPM)

877.4
€ MILLION

2,236
CUSTOMERS

Banca March 
demonstrates its ability 
to adapt with a range of 
profitable and innovative 
products.

The Group’s  
business
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Always by our customers’ side

In 2019, we held over 100 events with Wealth 
Management, Private Banking and Corporate Banking 
customers. 

The different types of events held can be broken  
down into:

•  Market Strategy Presentations.
  At these meetings, held early on in the year, we give 

clients an overview of Banca March’s strategic outlook 
for the economic and market landscape. 

•  Institutional SICAV monitoring meetings. 
  The managers of Banca March’s institutional SICAVs 

give a first-hand account of results and performance 
to the clients who co-invest with Banca March 
through these vehicles.

•  New product and service launches.
  When we roll out new products and services, we 

hold launch events to give our customers a first-hand 
insight into our latest developments.

•  Investment forums. 
  At these events, Banca March invites three 

international asset managers to take part in a 
debate, moderated by a Banca March executive, 
on the current market scenario and investment 
opportunities. These debates are a clear 
demonstration of Banca March’s open architecture 
approach.

•  Tax meetings. 
  Banca March holds regular meetings with its 

customers to inform them of all tax-related 
developments that could impact the management of 
their assets. The bank has a specific tax department 
comprising a team of top-level professionals.

•  Events in partnership with the Juan March 
Foundation. 

  Every year, the Juan March Foundation offers Banca 
March’s customers access to previews and private 
viewings of the main exhibitions inaugurated at the 
Foundation’s headquarters in Madrid.

•  Meetings with business leaders and family business 
associations.

  These meetings are held to discuss specific issues 
of interest to business leaders, and family business 
leaders in particular, and to monitor the performance 
of certain investment products, among other topics.

•  Branch openings.
  As the renovation works undertaken to renew our 

corporate image come to completion, we organise 
inauguration events for the new facilities. We invite 
our customers to these events to showcase these new 
spaces, which allow us to provide them with enhanced 
services and an excellent customer experience.

• Sports and leisure events.
  Banca March has organised several golf tournaments 

at various courses, in which our customers were 
invited to take part.

The Group’s  
business
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