
1/5

Against the backdrop of new wealth creation in Asia, many high net worth 
individuals and families are establishing family offices and utilizing Private 
Label Funds (PLFs) to effectively manage their personal wealth and provide for 
a successful transition in theirl egacy.

We have seen a lot of families try-
ing to combine their wealth and 
consolidate into an investment 
vehicle such as a private label fund.

 

said Christos Anagnostopoulos, Head of Private Label Funds and Wealth Structuring, 
Credit Suisse APAC, in the first episode of the Credit Suisse Family Office Series, held 
on 16th April 2021.

‘‘

Customize Your Solution With Private Label Funds

Credit Suisse Family 
Office Webinar Series

Session 1 – Customize 
you solution with Private 
Label Funds

Distribution in Hong Kong: For Professional Investors only. In Singapore: For Accredited Investors only. In Australia: For Wholesale Clients only. This is for the recipient’s use 
only. Strictly No Redistribution.
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The session was moderated by Christos and together with Danny Tan ( Head of 
Investment Funds, APAC Ashurst), they shared their insights on the use of private 
label funds by family offices and investment managers. 
 
Personalized, professional and efficient, Private Label Funds (PLFs) are used by 
many high profile families because of their key advantages. 

Explaining Private Label Funds
PLFs are tailor made investment funds which can be used by individuals, families or 
investment managers. Structured based on the client’s needs, PLFs are often 
customized according to the type of fund preferred, the fund jurisdiction and the 
investments the fund holds. They allow for flexible asset allocation, as well as pooling 
of capital, subscriptions and redemptions. PLFs also provide complete flexibility in 
relation to investment strategies, regions, asset classes, currencies and the design of 
other key fund parameters. In certain jurisdictions such as Singapore and Hong 
Kong, PLFs can benefit from tax incentive schemes available to funds as well.

Case study
Consider a 2 generation family with a young 3rd generation in which the bulk of the 
family wealth was established by the main family business. Some family members in 
the 2nd generation have started their own businesses as well. The family business 
has recently gone through a liquidation event resulting in substantial assets to be 
managed. 

By utilizing a PLF, the family can now achieve their following 4 main objectives.

Family objectives
1.  Professional management of the family wealth from the post liquidation event.

2. Involve the 2nd generation in the wealth management process.

3. Create a common investment platform for family members to invest into different 
asset classes according to their preferences.

4. Eventually manage the wealth of other close family members/branches.

Private Label Funds

Consolidation

The family can enjoy 
a consolidated view 
of its assets. New 
sub-funds can be 
created for umbrella 
PLFs, giving the 
possibility to 
investors to have 
varying levels of 
participation in 
different pools of 
assets.

Scalability

Caters to personal 
risk profiles and 
investment objectives 
of different investors 
through subscription 
into different share 
classes.

The fund may 
continue to grow its 
assets over time and 
across different 
generations. It can 
further expand to 
manage wealth of 
other families and 
friends.

Professional  
management

The next generation 
can be involved in 
the management of 
the family wealth and 
learn from the 
investment profes-
sionals that are hired.

Key functions can be 
outsourced to 
professional service 
providers, ensuring 
the investment team 
can focus on their 
core skill: managing 
the investors’ wealth.

Family governance

Enhances checks 
and balances due to 
the appointment of 
independent 
professional 
providers, therefore, 
increasing transpar-
ency amongst family 
members/investors. 
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Umbrella PLF 

Service providers Private Label Funds Family Office
(Investment Professionals)

Sub-  
Fund A

Sub-  
Fund B

Sub-  
Fund C

32%55% 13% 60%25% 15% 17%17% 66%

Family member 1
(Investment preference)

Key aspects of fund manage-
ment can be outsourced to 
professionals. 

Fund Administrators

Compliance Officers

Legal & Tax Advisors

Custodians

Fund managers can be hired
to create multiple sub-funds for 
investing in different asset classes, 
providing a learning opportunity for 
the next generation as well. 

Future generations or 
extended family 
branches can be easily 
added to this structure 
as it does not affect 
fund operations.

By establishing a common investment platform, economies of scale are created when members’ funds 
are pooled together in the respective sub-funds.

Family member 2
(Investment preference)

Family member 3
(Investment preference)

Real Estate Secondary markets

Private Equity New investor

Looking forward
Structuring a PLF professionalizes investing and provides a well-rounded solution 
that caters to the individual preferences across generations in key aspects of wealth
management.

At Credit Suisse, our APAC family office services team have been around for more
than 10 years, dedicated to create holistic solutions for your needs. To find out more
about how structuring a PLF can be an effective solution for your family, contact us 
via your RMs today.
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Contact Us

Guest Speaker

Christos Anagnostoppulos
Head of Private Label Funds and Wealth Structuring APAC

Christos joined Credit Suisse in 2011 and he has been working with Families, UHNWIs and Managers 
globally to assist them in establishing their own Private Fund Structures. He specializes in designing and 
coordinating the set up of Private Label Funds and other Investment Structures in a wide variety of 
jurisdictions. Christos is responsible for the development of the Private Label Funds and Investment 
Structuring offering in Asia Pacific and he is based in Singapore since April 2017.    

Thomas Ang
Head of Family Office Services APAC

Thomas works extensively with Business Families across Asia Pacific to identify and address issues 
regarding generational transition of business and wealth. He specializes in family governance and 
development of transition roadmap of large multi-generational business families and Mandarin speaking 
families. He is a founding member of the  Credit Suisse Family Office Services and is responsible for the 
creation of the Family Office Hub in Singapore. 
   

Tan Li Jian
Specialist, Private Label Funds and Wealth Structuring APAC

Li Jian advises on the establishment of Private Label Funds and relevant investment structures for family 
offices, ultra-high-net-worth individuals and fund managers. Li Jian was previously an investment funds 
lawyer in private practice, specializing in fund formation, structuring and regulatory matters. He worked at 
leading corporate law practices prior to joining Credit Suisse, and advised family offices, fund managers, 
financial institutions and government organizations on the establishment of fund management companies 
and onshore and offshore fund vehicles. He was admitted to the Singapore Bar in 2017.
 
   

The individuals mentioned above only conduct regulated activities in the jurisdiction(s) where they are properly licensed. Please, contact your Relationship Manager for further 
information.

Danny Tan
Partner, Head of Investment Funds,  
Asia-Pacific, Ashurst Director, ADT Law

Danny heads the Investment Funds Practice in Asia-Pacific and is widely regarded as one of the top 
investment funds lawyers in Singapore.  With two decades of experience advising on investment funds, 
capital markets, and mergers and acquisitions, Danny Tan has extensive experience in fund formation and 
restructuring, fund investments and fund regulatory matters. His expertise with both onshore and offshore 
fund vehicles is well regarded in the Singapore fund management industry, whether for private equity 
funds, hedge funds, fund of funds, real estate, infrastructure or venture capital funds. He frequently acts 
for governmental bodies and sovereign wealth funds, local and international fund managers, family offices 
and financial institutions. He is consistently ranked as a leading lawyer in Chambers Asia-Pacific, The 
Legal 500 Asia Pacific and IFLR1000. Danny Tan is qualified in both Singapore and England and Wales.

“Please note that this individual is not associated with/related to Credit Suisse and does not act for and on behalf of Credit Suisse. Please, contact your Relationship 
Manager for further information.”
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For all, except accounts managed by relationship managers and/or investment consultants of Credit Suisse AG, Hong Kong Branch: This document was produced by and
the opinions expressed herein are those of Credit Suisse AG (“Credit Suisse”) as of the date of writing and are subject to change. It has been prepared solely for (i)
information purposes, and (ii) the reference of the recipient. It does not constitute a request nor an offer or recommendation by or on behalf of Credit Suisse to any person to
buy or sell any particular investment product or to participate in any other transactions. The only legally binding terms are to be found in the applicable product documentation
or specific contracts and confirmations prepared by Credit Suisse. No offer of any interest in any product will be made in any jurisdiction in which the offer, solicitation or sale
is not permitted, or to whom it is unlawful to make such offer, solicitation or sale. Not all products and services are available to citizens or residents of all countries. Any
reference to past performance is not necessarily a guide to future performance. Although care has been taken to ensure that the information and analysis contained in this
publication have been compiled or arrived at from sources believed to be reliable, Credit Suisse does not make any representation as to the accuracy, reliability and/or
completeness of the information and analysis contained in this document and does not accept liability for any direct, indirect, incidental, specific or consequential loss and/or
damage arising from the use of or reliance on such information or analysis. The information contained in this document is for general purposes and is not intended (and
should not be construed) as legal, accounting, tax nor financial advice or opinion provided by Credit Suisse. It is recommended that you independently assess, with your
professional advisors as you may deem appropriate, the specific financial risks as well as legal, accounting, tax and financial consequences. The product /service/transaction
which is the subject of this document may not be applicable or suitable for a client’s specific circumstances or needs.
For accounts managed by relationship managers and/or investment consultants of Credit Suisse AG, Hong Kong Branch: This document was produced by and the opinions
expressed herein are those of Credit Suisse AG (“Credit Suisse”) as of the date of writing and are subject to change. It has been prepared solely for (i) information purposes,
and for (ii) the reference of the recipient. It does not constitute a request or an offer by or on behalf of Credit Suisse to any person to buy or sell any particular investment
product or to participate in any other transactions. The only legally binding terms are to be found in the applicable product documentation or specific contracts and
confirmations prepared by Credit Suisse. No offer of any interest in any product will be made in any jurisdiction in which the offer, solicitation or sale is not permitted, or to
whom it is unlawful to make such offer, solicitation or sale. Not all products and services are available to citizens or residents of all countries. Any reference to past
performance is not necessarily a guide to future performance. Although care has been taken to ensure that the information and analysis contained in this publication have
been compiled or arrived at from sources believed to be reliable, Credit Suisse does not make any representation as to the accuracy, reliability and/or completeness of the
information and analysis contained in this document and does not accept liability for any direct, indirect, incidental, specific or consequential loss and/or damage arising from
the use of or reliance on such information or analysis. The information contained in this document is for general purposes and is not intended (and should not be construed)
as legal, accounting or tax advice or opinion provided by Credit Suisse. It is recommended that you independently assess, with your professional advisors as you may deem
appropriate, the specific financial risks as well as legal, accounting, tax and financial consequences. The product/service/transaction which is the subject of this document
may not be applicable or appropriate for a client’s specific circumstances or needs.
For all:
A Credit Suisse affiliate may have acted upon the information and analysis contained in this document before being made available to clients of Credit Suisse. A Credit Suisse
affiliate may, to the extent permitted by law, participate or invest in other financing transactions with the issuer of any securities referred to herein, perform services or solicit
business from such issuers, and/or have a position or effect transactions in the securities or options thereof.
In Australia, this presentation is provided to wholesale clients as that term is defined by the Australian Corporations Act 2001 (Cth.) (the “Act”). Credit Suisse Group entities,
other than Credit Suisse AG, Sydney Branch, are not authorised deposit-taking institutions for the purposes of the Banking Act 1959 (Cth.) and their obligations do not
represent deposits or other liabilities of Credit Suisse AG, Sydney Branch. Credit Suisse AG, Sydney Branch does not guarantee or otherwise provide assurance in respect
of the obligations of such Credit Suisse entities. An investor is exposed to investment risk including possible delays in repayment and loss of income and principal invested,
as relevant.
New Zealand: This information has been prepared for and is provided only to permitted recipients in New Zealand who qualify as a wholesale investor within the meaning
of clause 3(2) of Schedule 1 of the New Zealand Financial Markets Conduct Act 2013 (“FMCA”) or in other circumstances where there is no contravention of the FMCA.
Neither this document nor any copy may be sent to or taken into the United States (U.S.) or distributed in the U.S. or to any U.S. person (as defined in Regulation S under
the U.S. Securities Act of 1933, as amended).
Neither this document nor any copy may be sent to, taken into or distributed in any jurisdiction except in compliance with the applicable laws.
Credit Suisse AG (Unique Entity Number in Singapore: S73FC2261L) is incorporated in Switzerland with limited liability.
If you have any queries/objections relating to the receipt of marketing materials from us, please contact our Data Protection Officer at dataprotectionofficer.pb@credit-suisse.
com (for Credit Suisse AG, Hong Kong Branch); PDPO.SGD@credit-suisse.com (for Credit Suisse AG, Singapore Branch) or csau.privacyofficer@credit-suisse.com
(for Credit Suisse AG, Sydney Branch).
The entire contents of this document are protected by copyright law (all rights reserved). This document or any part thereof may not be reproduced, transmitted (electronically
or otherwise), altered or used for public or commercial purposes, without the prior written permission of Credit Suisse. 
© 2021, Credit Suisse Group AG and/or its affiliates. All rights reserved.
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