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Swiss family office study sponsored by Close 
Trustee’s Switzerland and Hakan Hillerstrom, 
independent family business advisor 

 Hakan Hillerstrom, independent family business advisor 
 

Earlier this year, Close Trustees (Switzerland) SA together with Hakan Hillerstrom, an 
independent consultant to family businesses, sponsored the study into Family Offices in 
Switzerland. 
 
Daniel Martineau of Close said ‘It is impossible to say how many family offices there are in 
Switzerland. Understandably, they don’t want to be listed in the telephone book under 
‘family offices’ but rather are usually discretely described as an investment office or have an 
obscure name which tells nothing to the outside world. Anecdotally however, there are 
hundreds of private investment offices located there.’ 
 
A useful finding from the study is the critical decision of what to outsource and what the 
family office absolutely must control itself. While each Family Office can and should make 
its own choices to suit their individual requirements, there are useful commonalities between 
offices that can be used as a template for families embarking on creating their own office. 
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The study confirms what many would have suspected: that the profit margins are actually 
quite slim; certainly less than the margins usually experienced by private banks. If aspirants in 
the Family Office business believe that the high-value clients inherently represent a lucrative 
fee base, then they may be disappointed. 
 
The study maps out some interesting models on the development and growth of family 
offices. These models and the findings describing corporate governance employed by family 
offices may be invaluable templates for families who are considering setting up their own 
private offices. 
 
The study confirms the reasons why Switzerland is a very attractive place to locate a private 
office. Readily available financial service providers, access to a highly trained pool of talent 
and a favourable tax environment were cited as important financial factors. However human 
factors of personal security, geographic location, and quality of life were also considered very 
important. Curiously, the highly touted “Swiss banking secrecy” was not considered as an 
important consideration for locating the Family Office there. 
 
If you would like a copy of the study, please contact Daniel Martineau at 
dsm@closetrustees.com or Hakan Hillerstrom at hakan@hillerstrom.ch.  
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Key findings 
 
How is the success of the family office measured? MFO’s banks and trust companies 
actually rated the subjective test of ‘client satisfaction’ as being more important than the 
more measurable ‘investment performance’. The MFO rarely use performance measurement 
systems but instead rely on interviews for feedback.  
 
Nearly a third of the MFO participants had more than twenty clients. 
 
FO structures are quite small and the costs relatively modest for the size of assets under 
management. Annual costs are on average around 2 million CHF. 
 
Assets under management.  
21.4% 500 million or less 
21.4% 500-1000 million 
21.4% 1-2 billion 
14.3% 2-5 billion 
21.4% more than 5 billion 
 
The study was undertaken by Philippe Schmid, Hakim Bederr, Alberto de Pascali, Bogdan 
Iancu, students at MBA HEC Lausanne 2004/5.  
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