AMG FiNANCIAL GROUP
WEALTH MANAGER OF THE YEAR

Principles, Values

and Passion Proves

Winning Formula

Not content with exceeding customers expectations, ARNOLD YEUNG Chairman and

CEO of AMCG |"i|].'||]d'iu[{.'|‘n||||_ wanis to be o nm'-r-.ln|1-.-~|m[} for all vour financial needs,

Here's how, By MICHELLE SEVIOR

“Trust is the cornerstone of our success and it is our holistic approach that
customers have grown to appreciate,” says ARNOLD YEUNG Chairman and CED of
AMG Financial Group

“Everything we do comes from the heart.
This is why we are focused on developing our
core competencies, rather than expansion or

diversification for the sake of it.”

MG Financial Group recently
recorded 10 years of sustained
growth in wealth management
services. Developed by a team
of experts with diverse professional
backgrounds and experiences and share
the same vision of delivering the highest
international industry standards to the
Hong Kong linancial services market.
AMG is a recognized and well-reputed
independent financial advisor in a market
that continues to record growth,

“AMG customirzes financial services 1o
the individual needs of their clients and it
is this personalized, customer-centric
approach that has resulted in growth of
market share.” explains Arnold Yeung
Chairman and CEO of AMG Financial
Group. “We started as an [FA offering
wealth management products. Then went
on 1o offering risk management services
like msurance products and more recently.
we began assisting clients with
compliance to the Capital Investment
Entry Scheme imitiated by the Hong Kong
government. Our most recent
development is of course AMG Realty.”
AMG wins this year’s Wealth Manager of
the Year for 11s devotion 1o cuslomer ¢are,
consistency in quality of service and focus
O 118 COTe COmpelencies.

Suhtle Difference
How and why did AMG carve for isell




such an enviable reputation? “Everything
we do comes from the heart. We s¢e our
customers as family, so each client 15
given personal attiention that 1s not usually
oflered by other large investment houses.
We spend time and effort 1o keep abreast
each client. It 15 important o manage and
customize expectations if you want 1o
have a superior business relation and
build customer satisfaction,”

Individual clients are offered a
comprehensive range of high quality
financial services and solutions, designed
o maet their individual needs. This
includes life, living and medical
msurance, trust planning and oflshore
investments amongst many others, such as
real estale services.

“What makes us different 1s probably
the fact that we have more mature,
experienced and mdustry-savvy linancial
advisers who are better positioned 1o
understand the customer’s objectives,
risks and expectations, We only provide
proven products [rom esiablished
companiegs that we believe in, and we
make it our business o know our
customers even on a personal level.”

Customer Service

“Today, Invesiors arg more
conservative and after the global hnancial
crises, people have begun to appreciate
that investments need constant
monitoring, With giant financial
institutions, investors do not get that same
level of personal attention and this is the
niche we fill and how we position
ourselves,” says Yeung,

“This is why we spend time and effor
1o constantly upgrade the knowledge
levels of our financial advisers who are
then better placed to provide their
customers with important news, views
and analyses. We believe in disciplined
approach and throughout the years,
enormous resources have been put in
advancing our information sysieims 1o
improve the service quality of our
advisers to clients.”

“We are not interesied in being
everything to evervbody. It is important
that our customers know that we are their
strategic parmer. We want 10 encourage
discipline m investments and not foster a
get-rich-quick way of thinking, This is a
business of slow and steady gains and our
customers appreciate this pragmatic
approach. We truely believe that if our
customers do well, we would benefit as a
consequence and this is what brings in
referral business and a wider customer
base.”

“With news of linancial moil in the
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Amercias and Europe, China’s rise as an
economic superpower the whole global
investment landscape is changing every
minute, While this presents a host of
opportunity, investors should also be wary
ol pitfalls from hasty or impulsive
investment-related decisions. On the
domestic side, we in Hong Kong have
seen our own share of ups and downs
recently and investors have grown
understandably cautions of the quality of
service providers. It is therefore up (o us
as a serious player and a responsible
industry leader to embrace best business
practices, and adhere 1o the compliance
requirements of the Hong Kong regula-
lors.”

“Dur greatest challenges will mvolve
helping our customers 1o grow using a
prudent approach to growing their money.

will involve helping our customers using

| #
| CHALLENGES

prudent approach to growing their money:
|n\'a‘*‘5tﬂe ation and the quality or customer
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Investor education and the quality of
customer service will be crucial, Service
providers keen on sustained growth will
need to focus on long-tenn success built
on increasing customer satisfaction. At
AMOG, our thinking is very clear. It is
satisfied customers that will ensure the
longevity and progress of our company
and its success will be directly propor-
tonal o the investments we make i our
people and the sincerity with which we
serve all our customers. Being selecied as
Hong Kong's Most Valuable Companies
fior 4 yvears in a row speaks volumes for
our commitment 1o customer service.
Come visit us and discover just how much
of a difference we can make 1o your
objectives,” concludes Yeunz, B

For additional information please visit
www.amgwealth.com



—
71N =2

/‘

ﬁl‘ 1E

PVIpk

Z AR AN

ZHHkEREL EFETT

Iz TRYB R - E?Efﬁl:ﬂiﬂﬁq_

W HEesREAEEF
A LA RLARE 4
¥4~ hkiElHAE
Mg v A E PSR
FERMEFREA MR
F - LB Ak F i E4 kR
Ko B4l st

e G IERE B (o] 4R H P a Bl B
MmikitSENHETEREFR - —F
EPEHERRE - RBAEREITHE
WinEAa e tdadt AR LHRES
A8 L6 R E - T ARk A0 2Bk
BEMAL MAERBATRHER - £0
FEPLE A bR B AT - T - FikaL
Frdecl T W AAR AR, B
BEEELLSFRZERER ERE®
A - eaR 8 5EHROEFHHE
T F AR e RS o R A
A E 2 A e R L S
WML FE A RDE %A HF
#-ODARESEFPAMEES LoEWR
FHEF - LB XRSTHEHUER & -
ToHENEFAESR AR TR
A4 - 'sdlﬁil A ERE TRAEMT
e d]

S ENE

THEEaTE st Az SR
THmE ? T ANSEgER AL
B oo HANWE Pl & - SRR
i e T AR — (P o d £ 0 £
TR P Ay K o EAE—AR A AT W Ay
Tk« FELE » AN NEAREF &
RS » FHEEE LB MXEk - #
f A1 o B a L E -

Eldh » i HE—mEPF EEiLit+
mayHE Ry R 48l E4 T - 6l
HHEM - AL - LEABSFEME - Tk
BRI EEwhA FERE -

NS HFREz  FMAe— 4

)Clr}

AT EEIEARSS -

\

i

ZHEW R EREATEETRE®
hEFEExE . "EFMNEEEREN
RATHEER - 4

A dh - Wik - AT AN aE L
HEEAM - HNNECSFEF T AR
FrIE Rt B 4% - MRS 0T - P
ELAE aF AL & A E R 3 £ SRkl B o Sl
MEY Ak EAgLelE
Mg EMHA L

PAEFRESS M Cadat it

Fipdf + 2 WA RT  2HLB
mEiE s hil’]ﬁ{ﬂﬂ.ﬂéf']%ﬁ},iﬁff‘
AT el & - dBEME AL £
et PR 4L B T MRS 0 4%
fESF A kD -

FgMeEMEiNgHEadac 5
Bt FRESY —s A EPEL
BEREER WA Jogdt o —H
£ OHNYPFARLFTFH - HNE
BRTAERBREZRELGELEZR
iR A R e

BESAEREEAN  REBRTEFPNPLEHTES -
HREFRAEFHNENES -

AN B L E P il o f47EE
MRS S - HAIARN IR
Bt Re Mo - &) % £
ik RE—FER BT ANEZ
WiTE2H M) HF EIFH - 5B - HEFP
EHEL e RS- I E R R - o Y

Ao IR EDRNTIXEZFEFR
e REEA -
T W iR - o e gL A3 iR

i ERE c B THREESHTERE N
mgﬁﬁuamwmﬁiﬁmm%}m
AL - WAL KL

1] — u A &0 M 4 B 42 oh4% 9k ::f: 0 ﬁ
iR n T &Mk 2 H Ak
AR MR F ot i A SR - AR D
E A LS e ) R IR & R R
mm WFﬂiaﬁmammm&m
S MRETHRSMAEZ S AFN -

ilEﬂEE‘EIl‘;'éﬁﬁ

"TRENFE AR AGRNIFS A
dofJLAFH B E - B E P ik
ME -« dwi@ads RN ToESMmE
H':L-ﬁfr?fﬂ Tt - 2450885

dif, 3 AR ¢ ﬂLﬁHHi‘% L B A B
AR ER - EPFEE LMK
& o &{rH'f;E,JELJ:,ﬂ-frF i e
EBak TEERAMELLRE B
AANAEE THREMEFELT, E
{5 2 =f 45 4] AR A% AR 5 B B R A ehiA
Bl o« RBANEE - NS HNEHINER
F bs v LB R iR B iR $O B F B R
e ' N |

doii ok B AR A ah O H &9
» i www.amewealth.com -



