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Private banking judgment does
not travel in a CRM

In private banking hubs such as Switzerland and the Gulf, the value of a relationship
manager lies in judgment about suitability, cross-border rules and client context. That
judgment is what Al tools most need and least have.
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Relationship banking is a knowledge business

Private banks compete on trust and advice. A senior relationship manager knows each family's objectives, risk tolerance,
structures and sensitivities, and knows which products and services the bank can offer to a client domiciled in a given country.

Most of that knowledge lives in conversations and in the relationship manager's head. The CRM holds contact history and
account data, not the reasoning behind advice.

Cross-border complexity

International private banking adds a dense layer of rules. What can be offered, how it can be marketed and which
documentation is required depend on the client's domicile, the booking centre and the product. Banks maintain country
manuals, but applying them to a specific client situation is a judgment that experienced staff make case by case.

Client domicile, residency changes and their effect on permitted services.
Booking centre rules and the interaction between jurisdictions.
Suitability and appropriateness assessments for complex products.

Source-of-wealth narratives and the evidence the bank accepts.

Exceptions approved by compliance and the conditions attached.

Where Al helps and where it hurts

Al can prepare meeting notes, draft client communications and summarise portfolios. Applied without the bank's rules and the
client's context, it can also propose products a client cannot receive or frame advice in ways the bank would not accept. In a

regulated, reputation-driven business that risk is unacceptable.

The answer is not to keep Al away from advisory work. It is to make the bank's cross-border rules, suitability logic and client

context available to it in a governed form, with every suggestion traceable to the rule and evidence it relied on.

04
Where to start

Pick one booking centre and one high-volume client situation, such as onboarding clients from a particular group of countries.
Capture the rules and the senior team's interpretation of them, validate against recent onboarding files and use the result to
support relationship managers with traceable guidance. The same layer later supports suitability reviews, client reporting and
audit.



Bring us one consequential decision.

Penomic makes a financial institution's definitions, policy, precedent and judgment usable by people, models and
agents, with provenance on every output.
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