PRESS RELEASE

Telomere Capital wins four more awards
at the WealthBriefing Swiss EAM Awards 2022

At the second WealthBriefing Swiss Awards for External Asset Managers, Telomere Capital
was once again honored in several categories: Best Service Client Team, Best Client Reporting
(in-house), Best Innovative Use of Technology (in-house), and Best EAM Assets between CHF
500 million - 1 Billion AUM. This success confirms the first three awards obtained the previous
year, including that of Best CEO for one of its founders, Dominique de Riaz.
After many months spent at distance, the most prominent players in the independent asset
management industry were finally able to meet face-to-face in Zurich to attend the announcement of
the results of the WealthBriefing Swiss EAM Awards, on 3 March 2022, at a ceremony that honored
the best in the profession by type of activity.
The Jury - made up of recognized professionals from custodian banks, technology companies and
service providers in Switzerland and abroad - awarded Telomere Capital in 4 categories
-

Best Client Service Team
Best Innovative Use of Technology (in-house)
Best Client Reporting (in-house)
Best EAM Assets between CHF 500 million - 1 Billion AUM

Already awarded in 2021 for the quality of its client service and its innovative use of technology,
the Geneva-based asset management company has done more than just confirm this. Indeed, this
result proves that the search for performance and excellence is not only part of its DNA, but also
guides the actions of all its teams on a daily basis.

“Customer service is the core of our business”, explains Dominique de Riaz, CEO of Telomere
Capital, who adds: “Raising it to its highest level of quality is our primary objective. I am therefore
particularly pleased that our efforts in this area have been noticed by the Jury. I would also like to say
that the credit for these awards goes primarily to the members of my team who work tirelessly to meet
the needs of our customers. As such, I am also proud that our reporting has been awarded. Indeed,
we have succeeded in making it an indispensable tool in the management of our relationships. It
has even become a major sales argument when it comes to convincing a prospect to join us. In
addition to our management qualities, it allows us to stand out”.

