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Roopa Venkatkrishnan
Assels under management: ?600 a City: Mumbai

‘ econverted many middle-class investors intohigh net worthindividuals
(HNIs),” says Venkatkrishnan, 42, regarded as one of thebest mutualfund
pickers in Mumbai. Since2008, when shestruck outon herown,
Venkatlrishnan has mentored clients to use mutualfunds to create wealth,

urging them tobepatientand stay invested toensure the affluenceof future genera-

tions. Someof her clients, numbering more than 60families,
have seen theirwealth rise more than 15 times inthe past
decadeorso.

Venkatkrishnan turnedentrepreneur as shefelt

thatlarge organisations have asales-centric, prod-

uct-selling approach thatdoesn’twork for people.

Her investor-oriented focus has helped her busi-

nessexpand 20:25% every year, irrespective of
changing regulations and tough marketcondi-
tions. She overcame thechallengeof notheing
takenseriously bydintof perseveranceand her
approach toinves tment, with many satisfied cli-

inated profession, Venkatkrishnan’s strategy isto
involve the womenof thefamily in setting goals.
She believes thatawoman is the firstin the house-
hold tobe hitby inflation and s he understands the
importance of ong-termplanning. While knowl-
| edgeof products and processes is important, the
| route tosuccess is understanding the investor’s
psychology, needs and emotions, she feels. While
catering to many HNIs, the wealthy are nother
onlyclients. She’s also approached foradvice at
times by employees of herclients, forin-
stance. On weekends, she runs financial lit-
eracy programmes in Mumbai housing
societies. She hasencouraged the un-
derprivilkeged toopenbank accounts.
Over thepast 12 years,
Venkatkrishnan, whohas astaff of
four, has stuck toselling mutual
funds asshefeels thatis her core
5 competency. Investors who
% wishtoinvestinindividual
stocksorbuy insurance are
recommended toothers.
Venkatkrishnan's hushand
isabusiness comsultant who
may notalways understand
the nuancesof investing
worldbuthasbeenanen-
couragingpresence through-
out. The couplke hasalso had o
overcome the tragedy of losing
theirson, then21, toanaccident.
He had heenassisting
Venkatkrishnan in her business.

ents recommending her toothers. Inamale-dom-

Sapna Narang

Assels under management: ?7(!)cr
City: New Delhi

eferred toby many of her clients as the family

CFO, Sapna Narang quit her HSBC job in 2003 to

20 independent, launching boutique private

ealth firm Capital League in Gurgaon. Leaving

a comfortable job and putting her savings into a rental

office with one computer and a phone connection was

tough. Today, she has an

all-women, 12-member

team that manages assets

of Rs 700crore with about
1230familiesas clients.

In theinitialyears,
Narang needed topay at-
tention toevery detail —
property rental, infra-
structure, hiring, job
allocation, filingbusiness
returns, banking, keep-
ing herself abreastof
markets and products, of-
fice operations, handling
%A transactions andsimulta-
neously scouting for new
husiness. Balancing
4 home andoffice wasa
challenge. She hada
youngsonathome and
anotherchildon theway.

MNarang, 46, attributes her
success tocontentedcli-
entsreferring her to oth-

ers. Shegotajoltinthe
first year,when she lost
herbigzestinvestor This
clienthad accounted fora
quarterof herrevenueand Narang learntapainful les-
son onconcentration risk.

Narangalso had toputin extraeffort to meet the chal-
lenges of heading an all-women team in an industry
dominated by men. Managing wealth is along-drawn
process, Narangbelieves. Unlike many organisations
thatmerely sell products withoutanalysing the needs
of an investor, Narang has always followed asystematic
approach toward managing finances. Shesesks toun-
derstand client goals, puts aframework in placefor
achieving them, enables execution and mostimportant-
Iy tracks this on aregularbasis. Course correction hap-
pens through regular meetings and portfolio reviews.
This has won her the trustof herclients over the past
decade.

Their Fin Advice For All Men

Financial decisions in most Indian households, as with many other things, are usually taken by men. Things aren't too different when it comes
to advisory roles. But independent wealth managers Roopa Venkatkrishnan, Sapna Narang and Dilshad Billimoria are among those who
have made such gender distinctions meaningless. They have grown the assets of many families over the past 15 years, says Prashant Mahesh

Dilshad Billimoria

Assets under management: ?125 cr
City: Bengaluru

n the techcity of Bengalaru, Billimoria is known for her process-
esanddiligence. Inan industry where many justfollow investor
orders or push high-marginproducts, her firm is evenISO certi-
ied. Her record over the pastfew years has given affluent inves-
tors the confidence that their money is insafe hands.

Her peers respectherfor herstrong process-oriented approach and
suceess ina highly competitive field. In acity which isfull of technol-
ogy professionals with little unders tanding of financial jargon,
Billimoria, 28, stands outas someone who keeps things simple. She
never seeks toconfuse clients with unnecessary details, says one
who’sheenwith her firm Dilzer Consultants for the pastdecade. She
has 80families on herlist. -

During herstintwith Birla Sunlife :
Distribution, she learnt the ropes of
the wealth managementbusiness
heforeembarkingon her entre-
preneurialjourney in 2001 with a
handful of clients. Nowshe runs
an all.womenoutfitof eight
people and has 80families as
clients, includingINRIs.
Billimoriabelieves the turning
pointof hercareerhasheen
moving from asales-oriented
approach toaclientsolution
approach after becoming acer-
tified financial planner. Rivals
say her relationshipwith
many of these investors is so
strong thatwhen she mesets
them,work is dispensed with
infive minutes. The restof
the timeisspenton
talking aboutfamily
and individualas-
pirations.
Billimoria, who's
alsoamarathon
runner, believes
womanadvi-
sors havean
advantageas
they have the
ability to
empathise
and are
better lis-
teners
than
men.




