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"May you live in interesting times", is a well-known expression where the word interesting is used
mischievously to mean troubled, but in terms of the regional development of wealth and
investment management, the word very much carries its true meaning as well as its sarcastic
slant. While this year has seen geo-politics boost its already established impact on the Middle
East, the effects on the sector here have been, in some ways, the proof of its grounding as a
global centre for wealth management and investment.

There have been some short-term outflows, but the clear majority of the resident wealthy are
staying put, looking at the current circumstances as an isolated challenge rather than a
permanent loss of the region's long-term appeal. However, theeffects this has had, has in many
cases, been to raise the levels of engagement between clients and their financial services
providers as portfolios are adjusted and adapted to allow for rapidly changing circumstances.

Interesting times are also brought about by the pervading presence of AI whose inevitable
progress and seemingly unlimited benefits will be readily taken up in the management of HNWIs
finances. However it raises questions about how performance can be enhanced while ensuring
the bespoke products and attention demanded by clients, as AI can also be a great leveller.

Adding to the interesting nature of our times is the prioritising of digital assets and tokenisation
as core economic strategies, with regional governments enacting legislation and building
regulatory frameworks to encourage their use. How will these assets work their ways into the
portfolios and investment plans of our regions resident wealthy and prosperous communities?

It is true that questions about regional political challenges are legitimate and should always be
asked, but it is equally and noticeably true that our region is once again, smartly and
thoughtfully, with vigilance and innovation, maintaining its place as a global wealth hub. Maybe
in this context the expression should be adapted - "May you live in interest bearing times".
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Nobody quest ions the importance of  succession planning but ,  after  a l l  the debate and awareness
ra is ing ,  is  i t  f ina l ly  achieving the pr ior i ty  attent ion i t  requires? I f  i t  is ,  then what is  motivat ing th is
concentrat ion -  genera l  promotional  act iv i t ies ,  fami ly  off icers and RMs placing i t  h igher  in  c l ients
"to-do"  l ists ,  leg is lat ive in i t iat ives ,  increasing avai labi l i ty  of  comprehensive p lanning techniques ,
geo-pol i t ica l  tensions or  h igh-prof i le  cases breaking into the publ ic  domain -  or  a  mix  of  factors?
What inf luence,  i f  any ,  are next-generat ion heirs  having on the succession plans of  their  testators?
What does growing formal  governance and the professional isat ion mean for  the business of
succession planning in  the regional  wealth management sector?

Panel  1 :  The Inheritance of  Succession and
Estate Planning 
Panel  1 :  The Inheritance of  Succession and
Estate Planning 
Panel  1 :  The Inheritance of  Succession and
Estate Planning 

As our  region cont inues bui ld ing on i ts  status as a  g lobal  wealth hub,  how is  the ro le  of  the
fami ly  off ice here adapt ing to and managing the unique chal lenges of  growth in  the Middle East?
For  example ,  how do they help o lder  fami ly  businesses transit ion f rom tradit ional  methods
toward professional isat ion in  fami ly- led operat ions -  such as h i r ing non-fami ly  CEOs or
independent board members .  How can fami ly  off ices source specia l ised,  top-level  investment
and legal  ta lent  in  the regions ’  h ighly  competit ive environment? How are they work ing with the
concerns of  c l ients wary of  the current  geo-pol i t ica l  stresses and how can they dist inguish their
exclus ive and ref ined serv ices f rom ever  increasing competit ion with peers ,  f inancia l  inst i tut ions
and the ever-advancing sophist icat ion of  AI?

Panel  2 :  Family  Fort itude -  How Regional  Family
Off ices Thrive in  the Middle East
Panel  2 :  Family  Fort itude -  How Regional  Family
Off ices Thrive in  the Middle East
Panel  2 :  Family  Fort itude -  How Regional  Family
Off ices Thrive in  the Middle East

I t  is  no surpr ise that  Art i f ic ia l  Inte l l igence is  tak ing ever- increasing ro les in  the f inancia l  l ives
HNWIs ,  with numerous coinciding factors each ampl i fy ing the impact i t  wi l l  cont inue to have.  Some
of these inc lude the exponent ia l  advancement of  technology i tse l f ,  regulatory edicts and decis ions
al lowing novel  ways of  conduct ing f inancia l  act iv i t ies ,  newer tech-nat ive generat ions moving into
wealth ,  the h ighly  act ive regional  entrepreneur ia l  environment and AIs  own evolut ion of  agency in
matters re lat ing to f inance.  However ,  the demands,  requirements and responsibi l i t ies  of  banking
and f inancia l  serv ices for  HNWIs are f requent ly  complex ,  needing much more than off-the-shel f
solut ions .  More than just  the di f ferences between automation and the human touch,  what wi l l  A I
br ing the providers of  serv ices to HNWIs ,  and what wi l l  i t  not  do that  only  the human can?

Panel  3 :  The AI  Inheritance -  The Wil ls  and Wil l
Nots of  AI  in  HNWI Financial  Services
Panel  3 :  The AI  Inheritance -  The Wil ls  and Wil l
Nots of  AI  in  HNWI Financial  Services
Panel  3 :  The AI  Inheritance -  The Wil ls  and Wil l
Nots of  AI  in  HNWI Financial  Services
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"May you be blessed with a  long l i fe " ,  a  wel l-meaning blessing ,  the fu l f i l lment of  which could mean
too much l i fe  at  the end of  your  money.  As regional  l i fe  expectancy increases ,  post-ret i rement
l iv ing can last  mult ip le  decades ,  extending dai ly  necessit ies and exposure to unpredictable fami l ia l
c i rcumstances and their  attendant obl igat ions .  What means are avai lable for  ensur ing wel l-funded
post work ing l ives last ing beyond the norms of  ear l ier  generat ions and the staying power of  long-
term f inancia l  p lanning? Are longevity-focused insurance frameworks expanding to meet these
needs in  our  region and what benef i ts  do such pol ic ies offer  in  the wealth management context?
Wi l l  the complexity of  p lanning for  a  volat i le  future br ing AI  more deeply into the long-term
prosper ity  preservat ion process?

Panel  4 :  L iv ing Beyond Your  Means -  Longevity
Planning  
Panel  4 :  L iv ing Beyond Your  Means -  Longevity
Planning  
Panel  4 :  L iv ing Beyond Your  Means -  Longevity
Planning  

Geo-pol i t ics upscaled i ts  a l ready establ ished presence in  the Middle East  at  the start  of  th is  year ,
so what has th is  meant for  wealth and investment in  our  region? Shr i l l  headl ines report ing an
exodus of  HNWIs and their  assets have f izz led into a  bare ly  audible buzz ,  whi le  wealth serv ices
providers are st i l l  looking for  exper ienced wealth management professionals .  However ,  that  isn ' t  to
say that  nothing has changed,  or  that  adaptat ions are not  being made to a l low for  rapid ly  ar is ing
situat ions both here and in  the wider  wor ld .  In  the l ight  current  c i rcumstances ,  what are advisors
being asked by ,  or  suggest ing to their  c l ients in  the region? Can agi l i ty  and f lex ib i l i ty  safeguard a l l
interests now that  we have the power of  AI?  How have recent c i rcumstances changed the
approach to wealth advisory and portfo l io  management in  our  region?

Panel  5 :  Adapting to Circumstances -  F lexibi l i ty
for  a  F ickle  World
Panel  5 :  Adapting to Circumstances -  F lexibi l i ty
for  a  F ickle  World
Panel  5 :  Adapting to Circumstances -  F lexibi l i ty
for  a  F ickle  World

High-net-worth indiv iduals  (HNWIs)  and fami ly  off ices across our  region are increasingly  integrat ing
dig ita l  assets into their  wealth portfo l ios ,  largely  encouraged by progressive regulat ion and
inst i tut ional-grade custody.  How wi l l  d ig i ta l  assets develop specif ica l ly  for  HNWIs in  our  region and
which parts  of  th is  sector  are l ike ly  to provide the most re l iable and high-value investment
opportunit ies? How do Is lamic pr incip les a l ign with dig ita l  assets in  order  to serve investors who
wish to ensure acceptable Shar ia  compl iance.  Wi l l  d ig i ta l  assets investment be most ly  dr iven by
newer generat ions of  HNWIs in  our  region ,  or  wi l l  age not  matter  as long as they br ing opt imised
returns? How are regional  providers of  investment and f inancia l  serv ices to HNWIs 

Panel  6 :  Digital  Assets in  Regional  WealthPanel  6 :  Digital  Assets in  Regional  WealthPanel  6 :  Digital  Assets in  Regional  Wealth
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SPONSOR?
WHYWHYWHY

Create, develop and enhance market stature: Create, develop and enhance market stature: Create, develop and enhance market stature: >>>
Highl ight  your  products and serv ices to an enthusiast ic  audience,  bui ld  market  awareness ,  establ ish
networks with new prospects and bui ld recognit ion as industry leaders at  a  t ime of  great  market
interest  in  the region .

Generate new leads to win new business:Generate new leads to win new business:Generate new leads to win new business:>>>
Create new professional  re lat ionships with an interested audience in  attendance at  the summit .

Underpin your existing client relations:Underpin your existing client relations:Underpin your existing client relations:>>>
Your c l ients wi l l  see and hear  you amongst  the best  in  the business at  the most prest ig ious regional
wealth & investment event of  the year.

Heighten brand awareness and recognition: Heighten brand awareness and recognition: Heighten brand awareness and recognition: >>>
Benef it  f rom the extensive pre and post  event market ing act iv i ty  avai lable to you through the many
sponsorship packages .

Network with like-minded individuals: Network with like-minded individuals: Network with like-minded individuals: >>>
Meet and network with potent ia l  new c l ients at  a  t ime when their  interest  is  at  i ts  peak and connect
with fe l low sponsors and vendors to look for  new partnerships .

Through exhibit ing and sponsor ing the summit ,  you can engage attendees ,  showcasing your  products and
serv ices to increase posit ive percept ions of  your  act iv i t ies and boost  opportunit ies for  growing your  c l ient
base.

Give attendees strategic insights into your businessGive attendees strategic insights into your businessGive attendees strategic insights into your business>>>

The 2026, MEA Finance, Wealth & Investment Summit will give
sponsors a highly visible platform from where to be seen and
heard before, during and after the main event. Our
comprehensive packages of benefits including speaking and
audience presentation opportunities, exhibition space and pre-
event marketing with an array of impactful brand exposure
opportunities will promote your services into the heart of the
market, direct to your target audience. 

It is by far the best occasion in the regional wealth and
investment calendar of events to meet, be seen and heard by
key decision makers, engage with investors, enjoy second to
none networking opportunities and to start laying the rails for
collaboration.

To learn more about the available opportunity packages, please
contact us.
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LANYARDLUNCHPLATINUM SILVERGOLDBENEFITS

Exclusive to one

company

Opportunity to provide

Welcome Note

Interview of Senior

Representative

Access to all sessions

BADGE EXHIBITOR

Standalone Presentation

Panel Member in

Discussions

Exhibition Space (3x2 sqm)

Advert in Event Booklet

Logo on website with

hyperlink

Logo on all Marketing

Collateral

Branding on Post Event

Report

COST (USD) 50,000 40,000 30,000 20,000 20,000 20,000 15,000
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US
CONTACTCONTACTCONTACT

>>> FOR SPONSORSHIP & EXHIBIT ION ENQUIRIES :
Napoleon Estampador
Group Commercia l  Di rector
E :  nap.estampador@mea-f inance.com
M: +971  50 100 5488

FOR SPEAKING & AGENDA INQUIRIES
Natasha Crist i
Events Director
E :  natasha@mea-f inance.com
M: +971  58 567 8873

>>>

Editor ia l  contact :
editor ia l@mea-f inance.com

For other  quer ies :
info@mea-f inance.com

Dubai  of f ice :
A l  Saaha Off ices ,  Old Town

Is land Bur j  Khal i fa  Distr ict ,  PO Box 487177
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