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With the strong growth of Family Offices in Asia poised to continue, there is 
an increasing need for reporting solutions that are not only efficient, but more 
importantly, provide accurate tracking of management performance across the 
various assets owned by the family.

We believe that there are 5 areas to consider 
in order to ensure the smooth operation of a 
Single Family Office. Purpose, Pool of Assets, 
Process, Platform and People. Reporting 
Systems form a highly important component 
of Platform and Processes
 
said Thomas Ang, Head of Family Office Services, Credit Suisse APAC, in the second 
episode of the Credit Suisse Family Office Series, held on 14 May 2021.
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The session was moderated by Thomas and together with Tanmai Sharma 
(Ceo and Founder of Canopy Pte Ltd) and Foo Kheong Lee (Director of Business 
Development SS&C GlobeOp), they shared their perspectives on the best practices 
of utilizing Reporting Systems for Family Offices via a panel discussion.  

Organized, cost-effective and reliable, a suitable reporting system ensures that 
decision makers are constantly updated with high quality data for the optimal 
management of the Family Office.

Explaining reporting systems
The proper maintenance of records and building a strong reporting culture is a core 
element of a Family Office’s services. A proper reporting system allows families to 
understand their investments, identify risks and strengthen their confidence in their 
Family Office. Reporting systems can be used in-house by the Family Office to 
maintain confidentiality or outsourced where complex reporting tools and software 
are  required.

These reporting systems often provide: 

ȷȷ Consolidation and reporting of all family assets 

ȷȷ Consolidated performance reporting 

ȷȷ Benchmark analysis 

ȷȷ Annual performance reporting 

ȷȷ Maintenance of an online reporting system 

ȷȷ Tax preparation and reporting

Organization

Planning and implementing a sound 
reporting system on the early onset 
when establishing a Family Office 
allows for data management to 
remain organized even when more 
data is included in the future.

Without a reporting system, 
hired employees will manually 
manage data resulting in 
significant amount of man 
hours to organize the data.

Moreover, manually organizing 
the data would potentially result 
in reporting formats that are 
too complicated, resulting in 
more difficulty in data analysis 
and accuracy.

Organized data from sound 
reporting systems enables 
Family Offices to produce 
better quality data analysis to 
achieve their individual goals.

Decision makers can utilize the 
data from reporting systems for 
scenario testing and data 
projection, therefore increasing 
the probability of achieving the 
desired outcome.

Cost efficiency Output quality

Key
advantages
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Reporting systems for Family Offices
Best practices

Clarity of purpose
Identifying a suitable reporting system for your Family Office is 
largely dependent on being clear about the goals and preferenc-
es of the decision maker and finding a service provider that can 
customize a reporting system that can cater to those specific 
requirements. 

These 4 key questions can serve as a guideline for identifying 
the unique needs of a Family Office.

ȷȷ What types of data are you receiving/need from the current 
stakeholders for your Family Office?

ȷȷ Are you able to integrate your current data situation from 
above, with the intended Reporting System?

ȷȷ What type of assets are you managing?

ȷȷ Are the managed assets internal, external or both?

Potential pitfalls
Error rates exist in all reporting systems. As Family Offices obtain 
data from multiple stakeholders, data received are in various 
formats since each stakeholder manages data differently. Thus, 
there exists a probability for errors when reformatting the data for 
any reporting system. Regular effort is required to rectify these 
errors and ensure the smooth operations of reporting systems.

Every reporting system has a limited number of asset classes 
that it can keep track of. Thus, it is important to select reporting 
systems that can best track the asset classes your Family Office 
is focused on.

Data protection
For service providers, keep your client’s identity anonymous. 
Reporting Systems do not require personal identity information 
to manage data. Removing this element could prevent cyber 
security threats that are directed to specific individuals.

For users, segregate your data storage into different locations. 
In the event of a data breach, only a part of your data will be 
compromised, diluting the impact of resulting consequences.

�Stakeholder management 
in reporting

Adopt a collaborative approach by creating a separate database 
for all stakeholders and provide access for them to connect any 
of their systems to this database. By doing so, stakeholders 
are directly exposed to the complexities of data management 
and can clearly understand the reason behind problems that 
surfaced. This encourages collaboration between related 
stakeholders to solve these problems as well.

Build a process flow that highlights key data interaction 
checkpoints with each stakeholder for the Family Office to 
understand and identify opportunities to refine reporting within 
the model.

Keeping up with changes  
to Family Office set-ups

As the needs of the decision maker changes alongside the 
transformation or evolution of  their Family Office, reporting 
systems will remain effective if there are regular checks and 
balances to ensure that requirements are consistently fulfilled as 
the data evolves.

For the transition from a single Family Office to a multi Family 
Office where external decision makers are now included, 
reporting systems require updates (eg. tax changes) to cater to 
a different set of regulatory requirements that come with external 
money management.

Lessons from US  
and Europe Family Offices

In general, professionalize your Family Office components as 
far as possible and focus on your strengths. Outsource middle 
office functions to professional service providers and hire 
professionals to help you locate the best talents for Family Office 
management.
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Guest speaker

Tanmai Sharma
CEO and Founder of Canopy Pte Ltd

Tanmai, founder of Canopy, is a former Managing Director with Deutsche Bank. His areas of specialty 
before starting Canopy include structured transactions, cross-border arbitrage and correlation trading. 
He spent almost 20 years on various trading floors across the world and closed trades in 13 coun-
tries. Tanmai’s other passions include computer programming, quantitative and behavioral finance. 
He has a MBA in Finance Systems from Indian Institute of Management, Ahmedabad.

Foo Kheong Lee
Director of Business Development at SS&C GlobeOp 

Foo Kheong is Director of Business Development at SS&C GlobeOp – the Fund Administration and Middle 
Office Outsourcing division of SS&C. Prior to joining SS&C, Foo Kheong was a freelance consultant for 
emerging start-up managers and a Family Office. Overall, he has more than 25 years’ experience in the 
financial services industry that includes 15 years as the COO/CFO of multi-billion dollar boutique fund 
managers in Singapore. Foo Kheong was COO at an India focused fund manager from 2012 to 2017 
responsible for its overall operational infrastructure. Separately, as the CFO at a Pan-Asia and Emerging 
Markets hedge fund manager he was instrumental in setting up the Middle Office and Operations teams 
there. Prior to his roles in the buy-side, Foo Kheong was VP - Controller for Asia Pacific equities business 
for Merrill Lynch, managing teams in Singapore and Hong Kong. He started his career at Coopers & 
Lybrand and held various finance roles at broker dealers and private banks. Foo Kheong is a qualified 
accountant with CPA Australia and now resides in Sydney. He holds an MBA from the Manchester Busi-
ness School, U.K. and a Bachelor of Commerce degree from the University of New South Wales, Australia.

Please note that these individuals are not associated with/related to Credit Suisse and do not act for and on behalf of Credit Suisse. Please, contact your Relationship 
Manager for further information.

Looking forward

Reporting systems free up bandwidth within Family Offices to 
focus more resources on achieving their desired objectives by 
reducing the effort to keep track of management performance 
of the family’s assets. The main challenge lies in assessing and 
finding the ideal reporting system suited to your needs.

At Credit Suisse, our APAC Family Office Services team have 
been around for more than 10 years, collaborating with numer-
ous business families and entrepreneurs across Asia to achieve 
their various objectives-including reporting. Discuss your report-
ing goals and preferences with us. Together with the support of 
our strong Family Office ecosystem network, let’s work towards 
the ideal reporting system for you. Contact us via your Relation-
ship Manager today.

Contact us

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.

Christos Anagnostopoulos
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.    

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.
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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.
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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.
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