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This presentation is prepared by Pioneer Training & Consultancy for general 
information purposes only and does not constitute legal, financial, or investment 
advice. 

While reasonable care has been taken to ensure the accuracy of the information, 
Pioneer Training & Consultancy makes no representations or warranties as to its 
completeness or reliability and accepts no liability for any loss arising from reliance 
on it. 

Recipients should conduct their own independent assessment and seek 
professional advice where necessary. No part of this presentation may be 
reproduced or distributed without prior written consent.

Disclaimer 
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Learners will be able to:

Understand the key characteristics, motivations, and profiles of HNW clients and Family 
Offices.

Identify property preferences and investment behaviours of HNW individuals in different 
market segments.

Apply knowledge of ownership structures and regulatory considerations in HNW property 
transactions.

Recognise the role of various stakeholders involved in Family Office decision-making.

Demonstrate awareness of compliance requirements including KYC, AML, and CFT when 
handling high-value clients.

Learning 
Outcomes


