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An insightful overview of the keys to world-class client service in the
private banking sector As the number of wealthy individuals around the
world increases, private banking and wealth management companies
have grown to keep pace. After the fast growth the long term success is
predicated on both winning and keeping clients, making a client-
centric model a must. Private Banking: Building a Culture of Excellence
provides a clear, easy-to-follow guide to building a committed base,
written by an industry expert.  Presenting an overview of the elements
required to buil


