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Growth is important for every company. But what’s the right way to grow your business 
and what are the risks along the way? Independent asset managers share their 
experiences of expansion  
 

In June, the Swiss Parliament approved the 

FinSA and FinlA draft legislations, which are 

expected to come into force on 1 January 

2020, in an attempt to protect clients and 

create uniform competitive conditions for 

financial intermediaries. As a consequence, to 

cope with regulatory pressures, an increasing 

number of Swiss wealth managers have started 

to rely on in-house experts who can take care 

of the due diligence on their behalf, leading to 

rising costs. Others have decided that 

outsourcing would be a more effective solution. 

In both cases, the developments in Swiss 

legislation lead to the same result: additional 

outlay. According to a Credit Suisse study, 

costs related to implementing regulatory 

changes are expected to increase in the 

months and years ahead. The need to be 

up to speed with the latest technological 

developments and to have the tools that can 

guarantee the best services for clients soon 

adds up, putting even more pressure on 

independent firms. Regulatory and cost 

pressure can discourage even the bravest 

entrepreneurs, but there are still some who 

are willing to dare and have decided to 

expand, looking at the future of the industry 

in a positive light. For some, expanding can 

be a way to offer more services. Others do it 

to reach out to different geographical 

locations. Meanwhile, for some others, 

consolidation is a crucial part of the business 

strategy. There are different ways to expand 

and to react to the new pressures. Expansion 

is important, but how do companies expand 

in the right way? Four independent asset 

managers tell us more about why they 

decided to grow, how they did it and what 

challenges they had to face in the process. 



 

 
 

 
LUCA PARMEGGIANI  

Sumus Capital  
Geneva 

Sumus Capital was founded in November 2015. At the time, we were lucky to have two clients 
who wanted to be our initial feed. Nobody on the team served as a relationship manager: we 
were an asset manager, a compliance officer and an assistant. Two months later, we were 
joined by a second asset manager and a third joined six months later.  
 
We asked for the Finma fund management agreement and launched our product range in 
October 2016, still managing just two private clients. We hired a salesperson and our funds 
started to grow.  
 
Our approach was offering wealth management to ultra-high-net-worth (UHNW) clients and 
access to our funds to less wealthy clients. But we understood that getting UHNW clients is 
very difficult because every asset manager and bank is out to attract them. We therefore 
decided to penetrate the private client business. We were lucky enough to be joined by a 
former colleague of ours who not only shares the same views on our business, but also has a 
faithful clientele that decided to follow him. In the beginning, we were thinking that our 
expansion would be based on UHNW clients and funds. With the opening of our office in 
Lugano, we added that third segment – private clients.  
 
Now that we have these three segments up and running, we have to reinforce them. We are 

now on the verge of launching new funds and – like plenty of other companies similar to us – 

we are actively looking for private bankers to join us. Our expansion is atypical: first we built 

the instrument (Sumus Capital) and then we tried to attract the customers. 


