
International Structured Products Forum – Uniting the Industry’s Finest 2 - 3 September 2025 Lucerne

Retail Unlocked: Strategies for Broader
Adoption of Structured Products
• Yannick Blättler

• Manuel Dürr 

• Enzo Piccolo

• Vivien Sparenberg

• Moderator: Willi Bucher

Founder & CEO NEOVISO AG

Head of Sales Switzerland, Leonteq Securities AG

Head of Sales Swiss DOTS & Platform, Swissquote

Head Flow Products Distribution Switzerland, Bank Vontobel AG

Head of Structured Products & FX Advisory, Raiffeisen Schweiz 
Genossenschaft, and Member of the SSPA Board

Impulse presentation followed by retail panel discussion
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• Impulse presentation

• Survey via Slido

• Panel discussion

• Broader discussion: Involvement of the audience

Retail Unlocked: Strategies for Broader Adoption of Structured Products

Agenda

09.09.2025 sspa.ch
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Development of Securities Holdings

Focus on Structured Products
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Securities Holdings in Client Deposits by Category, Absolute in CHF Billions – Annually                                         Source: SNB

Perspective: Domestic Branches (Survey at Year-End)
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Focus group outcomes about Structured Products & Gen Z

Research done in October 2024

09.09.2025 sspa.ch
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• The aim of this focus group was to capture the perspectives and experiences of investors aged 30 to 40 
regarding financial investments. partly, minimal basic knowledge of Structured Products

• The two-hour discussion focused on private investments, Structured Products, general financial advice, and the 
perception of “finfluencers.” This provided insights into the target group’s views, identified opportunities, and 
highlighted potential barriers to engaging younger investors in Structured Products.

09.09.2025 sspa.ch

Focus group
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Key questions we asked the participants
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What is the primary motivation for investing in financial assets, and which aspects are crucial for 
private individuals?

• How can we attract more investors aged 30-45 to investing in Structured Products?

• What image of Structured Products is firmly established among investors?

• What deters investors from investing in Structured Products?

• Whom and through which channels do investors seek information before and during investing?

• How can information be successfully disseminated and thus promote investments in Structured Products?
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General experiences and main goal of stock market investments
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Access and Platforms

• Investment funds, in particular, are 
managed through the participants' 
primary bank.

• Some also use trading platforms for 
investing in funds (primarily ETFs).

• For trading in individual stocks, only 
trading platforms/apps are used.

• The platforms/apps mentioned are 
Swissquote and Yuh.

• The clear reason for investing via 
trading platforms is the excessively 
high fees charged by the banks.

General Experiences of Participants

• In general, all participants are 
privately invested in funds (ETFs and 
managed funds).

• This applies to private savings and 
pension products (Pillar 3a).

• Some participants also have "gambling 
money" that they use for trading 
(shares or crypto).

• When trading, participants primarily 
invest in stocks – one person also 
invests in cryptocurrencies.
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• All participants are privately invested in funds, some also invest in individual 
securities, especially stocks, which they consider “play money”.

• Structured Products are only superficially familiar to the participants, if at all. They 
have very few points of contact, and if they do, they are through their university / 
studies or their employer. No one was approached about it through a bank advisor.

• Structured Products are too complex and take too much time to understand and 
choose.

• Gen Z is usually not where Structured Products are offered (e.g. Revolut, Yuh). 
Swissquote was also mentioned, but the search is too complex. 

• Traditional banking advice is rarely used. Participants gather information through 
various channels before making an investment. 

• Finfluencers are generally perceived positively. 

• However, the perception of expertise and transparency is crucial for successful 
finfluencers. 

09.09.2025 sspa.ch
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Awareness Campaign (I/II)
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Awareness Campaign (II/II)
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Traders Cup (I/II)
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Traders Cup (II/II)
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Finfluencer (I/II)
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Finfluencer (II/II)
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Live survey
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Panel discussion

Retail Unlocked: 
Strategies for Broader 
Adoption of Structured 

Products

Yannick Blättler
Founder & CEO NEOVISO AG

Manuel Dürr
Head of Sales Switzerland, 
Leonteq Securities AG

Enzo Piccolo
Head of Sales Swiss DOTS & 
Platform, Swissquote

Vivien Sparenberg
Head Flow Products Distribution 
Switzerland, Bank Vontobel AG
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