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Career in Wealth Management:
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Master the Science of Wealth Creation,
Protection & Transfer in a Rapidly
Growing Economy
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Why This Guide Matters for You?

Whether you're a banker, financial planner, RIA aspirant, or a finance graduate — the
world of Wealth Management offers not just a career, but an opportunity to become a
lifelong strategic partner in your client's financial journey.

High-Growth Potential Real-World Expectations Top Skills
Explore the Indian and global Job roles with salary benchmarks What top-performing wealth
wealth landscape professionals possess

This guide reveals client relationship strategies to build multi-generational trust and the
best certification to advance your career in this space.



Why Wealth Management Is
Booming?

The Wealth Shift:
Global & Indian
Context
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Global Outlook

Source: Credit Suisse, BCG, Knight Frank 2024
$500T+ 22M $15T

Global Household Wealth Millionaires Globally Wealth Transfer

Total global household wealth in 2023 Expected to grow to 87 million by 2030 Intergenerational wealth to transfer globally

over next 10 years

Indian Landscape

Source: AMFI, SEBI, Edelweiss, Knight Frank

I52.75 lakh crore 7,97,000 HNIs
AUM in Mutual Funds (AMFI, March 2024) In India; expected to cross 1.6 million by 2027
%145 lakh crore CAGR of 11.3%

In financial assets held by Indian households (RBI Bulletin) Projected for India's Wealth Management sector (Statista)



India is moving from a
savings-driven to an

iInvestment-led culture.

Family wealth is shifting hands — and client guidance is now
indispensable.



Career Opportunities

High-Demand Career Roles
In Wealth Management




Investment Advisor

Core Functions %6_?1 5 L P A

o Asset allocation across equity, debt, MFs, PMS, AlFs

e Risk profiling SEBI-RIA compliant

Estate Planner

Core Functions

e 1025 LPA

o Wills
Plus consultation fee-based
e Family trusts

e Legacy tax minimization




Wealth Manager

Core Functions

S 37-%18 LPA

e Financial goal mapping

e Tax mitigation Mid-Senior Level

e Retirement strategies

Private Banker

Core Functions ? 8_?2 O LP A

e HNI/UHNI relationship management

e Cross-selling high-end financial products Plus bonuses




Portfolio Manager (PMS)

Core Functions
o Thematic investment strategy %1 2_?3 O L PA

e Stock selection -
Plus profit-linked fees

e Direct equity management

Family Office Manager

Core Functions

Managing ultra-high-net-worth families' holistic needs: %1 5—?40 L PA

e Investments
e Philanthropy Plus equity options

e Estate




Hiring Companies

Kotak Wealth, ASK Group, Motilal Oswal, IIFL One, Julius Baer, Credit Suisse, 360 One, boutique family offices,
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OUR TRUSTED BOUTICQUE FOR FAMILY OFFICE SERVICES

& Many More
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Skills & Capabilities

High-Earning
Wealth
Professionals
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Technical Proficiency
Portfolio Construction Estate & Succession Tools
Asset diversification, risk-adjusted returns, tax-aware investing Drafting wills, forming revocable/irrevocable trusts, HUF
structuring
Product Knowledge Tax Optimization
Mutual Funds, PMS, AlFs, Structured Notes, Bonds, Global Capital gains, S4EC bonds, dividend vs growth strategy, 80C
Investments planning
Digital Literacy Compliance Mastery
CRM (Salesforce), goal planning software, portfolio SEBI RIA norms, RBI regulations for NRI accounts, FATCA,

visualization tools FEMA, KYC norms
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GLOBAL LEADER IN FINANCIAL EDUCATION

Strategic & Behavioral Skills

D R o

Client Psychology Family Engagement Communication Excellence
|ldentify emotional biases (loss aversion, Multi-generational financial discussions Translating complex data into relatable
herd behavior) advice

() <+
v XS
Discretion & Confidentiality = Personal Branding

Ethical handling of sensitive wealth data Positioning as a 'Trusted Advisor' beyond

product pitching
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Behavioral Traits of Great Wealth Managers

To lead in this industry, technical skills aren't enough. You must develop emotional intelligence, trust-building habits, and character traits

@
o

that high-net-worth clients seek.

Empathy Resilience Consistency
Truly understand your client's unspoken Stay calm and stable during market Deliver follow-ups, reviews, and results
fears and ambitions volatility without fail

©
Curiosity Integrity Anticipation

Always learning: laws change, products Zero compromise on client-first Proactively identify client needs before
evolve principles they do

Patience

Wealth trust is built over months and years, not one meeting

‘ Clients buy your consistency — not just your credentials.



AAAAAAAAAAAAAAAAAA
FINANCIAL MANAGEMENT

AAAAAAAAAAAAAAAAAAAAAAAAAAAAAAAA

Advanced Client-Centric Engagement
Framework

Retention >Acquisition.

Wealth Managers are
not salespeople — they
are lifetime partners.
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01

02

03

Discovery Call

Risk appetite, financial goals, family
structure

04

Proposal Phase

Solution building based on data, risk, and
objectives

05

Onboarding & Compliance

Documentation, mandates, CRM setup

06

Quarterly Review & Reporting

Reporting on IRR, XIRR, CAGR, and plan
deviations

07/

Rebalancing & Goal Alignment

Aligning portfolios with evolving life events

Estate Planning Advisory

Family succession, gifting, tax-proof wealth
transfer

Referral Activation

Satisfied clients become advocates

Digital Enablement

Real-Time Dashboards

App-based portfolio monitoring,
WhatsApp alerts

Al-Based Nudges

For rebalancing, SIP triggers, and
milestone tracking

Secure Document Vaults

For will & Family trust management
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Myths About a Career in Wealth Management -
Debunked

Myth Reality

It's only for rich kids with connections. Many top advisors come from humble backgrounds. Skills &
certifications matter most.

Wealth Managers are glorified salespeople. Top 1% advisors are strategic consultants for HNIs/UHNIs.

You need to be a stock market expert. Wealth management is about long-term planning, not daily
trading.

Clients only care about returns. Clients care more about peace of mind, accessibility, and
reliability.

It takes decades to grow in this career. Structured career paths and certifications can fast-track growth
in 5-7 years.

O According to Capgemini Wealth Report 2024, 68% of clients said trust and holistic
advice mattered more than returns.



Certification Pathway

Chartered Wealth
Manager®

(CWM®@ USA)

A CWM® credential is more than
a title — it's your strategic

passport to the top 1% of finance
professionals.
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Program Details

e Duration: 6 months

e Live interactive sessions and access to LMS

o Expert-led masterclasses and real-world case studies

e Wealth Craft™ Module for live portfolio simulations

e Placement support, resume reviews, and mock interviews

Career Outcomes

e 27% average salary hike post-certification (AAFM 2023 Data)
e Preferred by firms like Kotak, ICICI, Motilal Oswal, ASK Wealth
o Gateway to family office, estate planning, and NRI services

Curriculum Highlights Recognition
e Behavioral Finance and Client Psychology e Offered by AAFM® USA, recognized in
e Global Investment Vehicles * 151+ countries

e Accepted for SEBI-compliant RIA, PMS, Family

e Estate and Succession Planning (India-specific) Office, and advisory roles

e Retirement and Tax Planning
o SEBI, RBI, PFRDA Compliances
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Become the
Trusted Leader
Clients

Look For
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Contact Us Today

(M): +91 96501 59583

(L): 011-45120800

Email: info@aafmindia.co.in

Visit: https://www.aafmindia.co.in/
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