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Mauritius,
changing the
outlook for the
whole continent
In this edition:
> Driving expansion for growth
> Substance requirements impacting foreign
business
> Maintaining the status-quo
> Capturing the diversity Mauritius offers
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Mauritius, a
changing shift for
the continent

Welcome to our tenth issue of Connect,
SANNE’s regular, technical bulletin for fund
managers, their intermediates and
investors.

As part of our 30 year anniversary of servicing clients and
sharing knowledge with the industry, this special edition of
SANNE Connect provides insights on better positioning
Mauritius as an IFC of choice. The panel explored four key
themes during their discussion:

In light of recent regulatory developments in Mauritius,
SANNE hosted a technical roundtable featuring leading
industry experts to discuss the positive changes our clients
are experiencing. Interwoven through these themes, our
expert panel explore treaty amendments between India and
Mauritius, changes in the regulatory framework and more
importantly the issue of substance and reputation.

>
>
>
>

The Mauritius roundtable panel gathered leading industry
professionals and was chaired by Dr. Ramakrishna Sithanen,
Chairman and Director of SANNE’s Mauritius business. Our
panel included the following experts:
> Anthony Leung Shing,
Tax Leader & Partner at PwC

> Gamal Ballam,
Assistant Director, Global Business, Authorisation &
Supervision at the Financial Services Commission

Driving expansion for growth
Substance requirements impacting foreign business
Maintaining the status-quo
Capturing the diversity Mauritius offers

Now that the Mauritian Government want to double the size
of the financial sector within the next 12 years, how does the
industry rally to find new growth strategies and respond to
international pressure as the country is primarily known as a
low tax jurisdiction.
The aim of this special edition of Connect, like all of our issues
in 2018, is to share what we have learnt from industry leaders,
this time from our panel of experts in Mauritius. In this issue
we hear the latest insights affecting the industry, its
practitioners and their clients. We do hope you find this
edition insightful.

> Ken Poonoosamy,
Deputy Chief Executive Officer at the Economic Development
Board

> Peter Nagle,
Country Head at SANNE

> Sanjeev Hazareesing,
Head of Global Business at the Mauritius Commercial Bank
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Peter Nagle
Country Head – Mauritius

t +230 4673000
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Driving expansion for
greater growth

> Where will growth come in the
industry?
> How do regulatory changes
impact business in the shortterm?
> What is the USP?

Improving the image of the financial
services sector
The financial sector is at a crossroads. The
industry is seeing changes to its treaty with
India which means that it has to look to
new markets with a focus on Africa.
The model built in Mauritius has worked well for
practitioners over the past 25 years. Anchored on a
favorable tax regime, Mauritius created an enabling climate
with access to double taxation treaties.
Given recent regulatory and treaty changes, some say
Mauritius can cope with looming changes, others say the
country will struggle with implementation.

“From a regulator perspective, I would
say we are doing just enough.”
GAMAL BALLAM

How do we rise to the challenges?
There is the assessment from the Organisation for Economic
Co-operation and Development (OECD) and the European
Union (EU). The global economic landscape is changing and
there is significant international competition. Some
practitioners believe that the competitiveness of Mauritius
is being eroded and we should not forget the issue of
reputation that the country may face.

Whilst the business model has changed, regulators are not
going to deal with changes solely on their own. Industry
practitioners in Mauritius concur that all stakeholders and
the FSC, have worked hand in hand to ensure smooth
running of the industry with minimum disturbances.
In terms of moving forward the FSC is thinking ahead of how
it can address concerns to ensure Mauritius stays
competitive. The Regulator understands the importance of
the sector in terms of GDP contribution and jobs creation,
and understand the importance of working together to
ensure that as a sector, Mauritius move forward, TOGETHER.

Gamal Ballam, Assistant Director, Global Business,
Authorisation & Supervision at the Financial Services
Commission
“Some say that the Financial Services Commission (FSC) is
doing too much, yet the international community is saying
we are not doing enough. From a regulator perspective, I
would say Mauritius is doing just enough.”
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Planning ahead

Understanding the nature of change

Sanjeev Hazareesing, Head of Global Business at the
Mauritius Commercial Bank

Anthony Leung Shing, Tax Leader & Partner at PwC

“Mauritius has been an early adopter in most aspects, the
jurisdiction and its people want to fast track progress in
terms of adoption of legislation policies and best practice,
and in the long run, that’s only ever a good thing.”
Naturally there will be challenges in the short term,
however, there are opportunities that could work to the
benefit of Mauritius. From a banking perspective, Africa
represents a lot of opportunity and as leaders in the
financial community Mauritius need to do more in trying to
get business from Africa.

There are two aspects when looking at the nature of
change; harmonisation around ring fencing and the tax
reform, and aligning substance matters around people and
expenditure.
“If we look at the impact of tax reforms on the global
business centre, Mauritius effectively removed the tax
credit and put in the 80% partial exemption. The net effect
is that we’re back to an effective 3% tax rate. Overall, if
looking at it from a purely tax reform perspective,
Mauritius will achieve an end result which is similar to what
was there before (if acceptable to the OECD), it could be a
positive sign.”

Sanjeev Hazareesing
Head of Global Business at the
Mauritius Commercial Bank
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> What is the impact of being an
early adapter?

Substance requirements
impacting foreign business
Businesses will need to add substance
under the new regulation depending on
the nature of the business. The main
substance requirements relate to
employment conditions and expenditure
thresholds. The impact is that some
businesses may incur added expense along
with an increase in complexities in doing
business in Mauritius going forward.
Foreign investors are now assessing whether the cost and
benefit of operating in Mauritius will continue to make
sense. If it does, businesses will continue to operate in
Mauritius, however, if the cost of employment and
expenditure exceed the benefit, some will most likely
leave.

“From a worldwide perspective, the
competitiveness of Mauritius depends
on what’s happening elsewhere.”
KEN POONOOSAMY

Early adopters
Being an early adapter can be a disadvantage to the
jurisdiction when looking at some of the non-OECD countries
who are not necessarily moving in the same direction or even
the OECD members who are not moving at the same pace.

> How can Mauritius better
position its outsourcing model?

Within the industry we’ve seen consolidation of structures
and restructuring, and I predict the industry is going to face
some challenging times ahead.”

Anthony Leung Shing
Tax Leader & Partner at PwC

Looking at the level of new businesses that are being
incorporated, last year well over 100 companies were
setup compared to this year. The average has decreased
with Mauritius already feeling the impact of reforms.

Fund related activities to continue in Mauritius
Ken Poonoosamy, Deputy Chief Executive Officer at the
Economic Development Board
“The financial services industry should move from a tax
arbitrage led jurisdiction to one which is more services led.
It is very important to recognise that Mauritius no longer
offers the 80% foreign tax credit. We are living in a
different world, and to be competitive Mauritius must look
at other services that can be deployed. We must look at
the cost of doing business and the kind of time frame we
take as Mauritius are also seeing increased interest for
private wealth management.”

Anthony Leung Shing, Tax Leader & Partner at PwC
“For Mauritius in the short term, being an early adaptor will
create some disadvantage. Overall, a lot has been said, and
we have not seen a lot of migration or exits but we are
starting to see signs of it.
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Diversification strategy
Although there is a lot of talk about how to deploy a
diversification strategy, African initiated business accounts
for 13% of Mauritius’ pipeline. Africa has a lot of
opportunities to explore, and Mauritius as an IFC needs to
up their game and consider how it can emerge as a
leading services platform.
Mauritius need to look at how to better position HR
outsourcing and look at the creation of logistic data
centers. All these additional services will attract regional
headquarters in Mauritius, and will indirectly bring
additional substance and revenue streams.
We see situations where businesses what to expand their
services in Mauritius but cannot find the appropriate
resources. This needs addressing if Mauritius want to
build a sustainable financial ecosystem. The country
should not be looking at financial services in isolation, but
need to look at it in a holistic manner.

Now that treaty terms have been amended, Mauritius has
been pulled into the wider competitive world and are in
competition with other countries who have operated in
this space for many years. The jurisdiction needs to get
better because other competitors thought process are far
more advanced.
Rival IFC’s have some unique selling points. In Mauritius
the India-Mauritius treaty was ours. We don’t really have
another one, but with our highly educated and skilled
workforce and our availability and relatively cost effective
solutions we can prove to be more favorable against other
jurisdictions.

Competing with bigger players

“If the industry start working as one
and bring all that talent, ability and
knowledge together, working with the
regulators, working with the EDB,
Mauritius can quickly put in place
some new USP’s that stand out.”

Peter Nagle, Country Head - Mauritius at SANNE

PETER NAGLE

My perspective is more international having spent time in
Singapore, Hong Kong and Ireland. My view is that within those
jurisdictions, they have a wider reach to Europe and Asia.

“Mauritius is very well educated, the
country has robust processes, it is well
managed and well-regulated, however,
Mauritius has benefitted for a long
time with the India - Mauritius tax
treaty.”
PETER NAGLE

Peter Nagle
Country Head – Mauritius

e peter.nagle@sannegroup.com
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Creating an appealing business outsourcing model
Mauritius now needs to be very careful in how it develops
their global proposition. When looking at Ireland, their USP
is there intellectual property and the aircraft leasing sector.
Most of the time it is the industry working with the
regulator to bring these regulations, it is the industry and
their people that are making the money. Essentially a
collaboration, and at times a commercial approach is
needed at a country level.
It is the responsibility of all industry players, the Economic
Development Board (EDB), and other stakeholders, not just
the Financial Services Commission to say ‘we think this is a
good idea for the market’.
In order for IFC’s to be successful they must continue to
evolve. Listening to what clients need and developing
industry focused strategies to ensure IFC’s can provide that
through new regulations for example, is core to the future
success. The industry in Mauritius need to get together in a
far more coherent manner and work collaboratively to
create great ideas and leverage on global organisations
who have far greater footprints.
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> What sectors need developing?
> What new avenues to explore.

Better positioning Mauritius
as an IFC of choice

> Ensuring digital platforms
support new services.

Mauritius as an IFC requires better
promotion, whether that takes the form
of a brand campaign or an enhanced
presence online to showcase Mauritius as
a gateway to India, Africa and the
Middle East.

“Mauritius need to consolidate and
make sure that what was acquired
have the right credentials to service
cross border investment and
corporate finance.”

Dr. Ramakrishna Sithanen, Chairman and Director at

KEN POONOOSAMY

SANNE in Mauritius
“Ken mentioned some interesting points to consider for
Mauritius to evolve. We need to attract global businesses to
establish their regional headquarters here in Mauritius. We
also need to develop shared services, and our outsourcing
VS. insourcing sector and the capital insurance field.”
Prior to the challenges from the OECD, there’s been a
recommendation that we need to stick to cross border
investment and link that to cross border finance, and cross
border banking.

“Mauritius should focus on new
sectors like fintech, blockchain and
insurance as the gateway between
the rest of the world and Africa. ”
DR. RAMAKRISHNA SITHANEN

Developing new niche areas
Ken Poonoosamy, Deputy Chief Executive Officer at
the Economic Development Board
As experienced with the textile industry, we need to
analyse and understand the current position of the
financial industry in order to add niche markets to existing
cross border investment and corporate finance. We are
seeing more interest for regional headquarters to come to
Mauritius, as well as private wealth management. Many
South Africans wants to relocate to Mauritius not only for
business but also for healthcare, education and quality of
life.
It’s important to look at segments that are working, but
also to look at the new segments that may need further
alignment in terms of regulations. Now more than ever, we
see that we are in an evolving and sharing economy and
Mauritius need to understand how best we leverage on
that and how as an IFC it can ensure digital platforms
support new services.

Dr. Ramakrishna
Sithanen
Chairman and Director at SANNE’s
business in Mauritius

e rama.sithanen@sannegroup.com
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“In terms of diversification, Mauritius need to look into what is required by
the regulator.”
GAMAL BALLAM

Gamal Ballam, Assistant Director, Global Business,
Authorisation & Supervision at the Financial Services
Commission
Talking about regional headquarters, since the framework
was introduced in Mauritius, it is true that the response has
not been as expected, however, there has been a lot of work
done about this. Mauritius is also seeing a lot of interest from
Africa regarding the framework.

Gamal Ballam
Assistant Director, Global Business,
Authorisation & Supervision at the
Financial Services Commission

What we are seeing globally is the trend of creating value
and how we create value is essentially around people and
capital.
If we create an environment that the regulations are trying
to achieve, we will see more new business being done in
Mauritius. As more investment managers see the
attractiveness of Mauritius, we will see more of the
portfolio management function being done here. All these
additional services help Mauritius move up the value chain
by bringing in people to undertake those functions.
Like all IFC’s who established a presence more than 25
years ago, evolving their USP’s and how they market and
position themselves globally is really important for future
success.
Sanjeev Hazareesing, Head of Global Business at the
Mauritius Commercial Bank

Create value is essentially around people and capital

“Mauritius have been successful in
building the industry with cross
border investments.”
ANTHONY LEUNG SHING

As the McKinsey report states, we need to defend these
points because they are robust in nature. Instead of
starting from scratch, the industry needs to look at what
has worked and build from these services.
When we talk about shared service centers and regional
offices, there has always been a sense about moving up
that value chain from cross border transactions.
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Looking to capital markets, investors are looking to raise
debt as there is a huge opportunity.

“If you look at Mauritius, by 2021
there would be around 1.2 trillion US
dollars of pooled investments from
high net-worth individuals in Africa.”
SANJEEV HAZAREESING,

When looking at high net-worth individuals who come to
Mauritius, they are not interested in only having a private
wealth solution but also require assistance with their
business affairs. Mauritius needs to provide integrated
solutions to take advantage of these growing
opportunities.
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> How does Mauritius maintain
business with India?
> How to increase share of market.

Maintaining the status quo

How does Mauritius maintain its status
quo with India, whilst developing new
opportunities with Arica?
Dr. Ramakrishna Sithanen, Chairman and Director at
SANNE in Mauritius
“It’s clear that India is crucial for our business model, and
Mauritius needs to have a defensive strategy for dealing with
business with India in order to retain its market. Regarding
trade finance, there is very little compared to the potential
that exists whether it is export trade finance or other
financing activities.”
Sanjeev Hazareesing, Head of Global Business at the
Mauritius Commercial Bank
Over the last few months, the flows from India and Singapore
were approximately 7.5 billion US dollars. The effects of the
Double Taxation Agreements (DTA) will only kick in from
2019, however, there needs to be a marketing strategy to
bring people back to Mauritius.

“There needs to be a marketing
strategy to bring people back to
Mauritius.”
SANJEEV HAZAREESING
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> How to deal with Africa in terms
of currency.

On the India front, we’ve heard and have seen that many
clients and investors have left Mauritius or are thinking of
leaving to go to Singapore. An emerging trend is the
interest from other African countries, as they see the
potential and opportunity that Mauritius offer.
From a banking perspective, banks have been in the
country for more than 20 years. They are very happy to get
their accounts opened, and to receive funds which
contribute to cash management. They are more than
happy to do some FX, as this has brought profits, but the
model is changing and we need to adapt to change.
There is also a feeling that more needs to be done in
sharing the value-add that Mauritius offers as clients and
their investors don’t know enough about the benefit of
establishing regional headquarters may offer. In terms of
image and reputation, Mauritius needs better brand
awareness on what the jurisdiction offers.
Turning to trade finance there are some opportunities, but
it’s something that all banks have been used to. It’s not
something that’s in our usual business practice just yet. For
the last two years the Mauritius Commercial Bank have
been heavily focused on doing commodity trading in Africa.
“It’s worked well for us and of course we do not want to do
everything and anything, said Sanjeev Hazareesing.”
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The challenges Mauritius face

International scrutiny and reputation

Dr. Ramakrishna Sithanen, Chairman and Director at
SANNE in Mauritius

Anthony Leung Shing, Tax Leader & Partner at PwC

What is unclear is the way Mauritius and the industry are
dealing with reputational issues. We can all agree that the
issue is around brand, image and reputation. Mauritius
unlike other jurisdictions, has not been able to build a
simple message around who we are and what we offer.
Mauritius faces serious challenges when the IMF put a
spotlight on us and more recently the OECD. There has
also been the Eastern and Southern Africa Anti-Money
Laundering Group issue. How do we address this issue in a
very consistent and strategic manner? The challenge we
are facing is that if you are going to have a level playing
field, people will look also at the reputation of the
jurisdiction.

I think our biggest enemy in Mauritius is our reputation.
Talking about a defensive and offensive strategy, we
need to tackle the issue of reputation because it is both a
defensive and offensive strategy for the country.
Mauritius is perceived to have a ‘tax haven’ label. I’ve
spent a lot of time and effort trying to overcome critics
and put forward the defensive strategy, personally this
negative connation is causing a lot of harm to Mauritius.
If we can solve that reputation issue, then it would be
both defensive because people would be comfortable
with the jurisdiction leading the country to self-promote.

“Clients who are potentially considering moving to Singapore say it is not
about the tax or the cost, it is about the reputation and the perceived
reputation in the market.”
ANTHONY LEUNG SHING
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“The EDB urge the investment community to be better informed. We need to
know examples of the investments and structures being deployed in Mauritius.
An idea on these kind of investment and the impact it is doing will greatly
impact the attractiveness of Mauritius. If the EDB obtains this information, we
can better defend our jurisdiction.”
KEN POONOOSAMY

Are we prepared?

Anthony Leung Shing, Tax Leader & Partner at PwC

Ken Poonoosamy, Deputy Chief Executive Officer at the
Economic Development Board

From an international services perspective, we need to
broaden the branding of Mauritius as it cannot be focused on
financial services. Mauritius has been good at branding the
island as a tourist destination, in everyone’s mind when they
think of Mauritius they think of coconut trees, beaches and
relaxation. Associating the island as a leading International
Financial Centre is now going to be a complex task.

There is a level of preparedness in terms of the basic
information, however, there is also a number of people
that are working to ensure whenever there are issues we
have contingencies in place. Mauritius needs the support
of industry as we very often collectively lack that kind of
information, especially when we talk about the impact
we have in terms of investment in Africa.
The country has made progress on its branding following the
2008 exercise. Different messaging has created confusion in
the market. Previously the country had; Mauritius made with
care, and Mauritius opens to the World.
Going forward, we need to have a single tag line, with a single
message.

“There is great need for reflection on
how we brand and position the
country as not only a tourist
destination but that the position is
coherent in terms of the full value
offering on the island.”
ANTHONY LEUNG SHING
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> Is cost or ease of doing business
more important?

Capturing the diversity
Mauritius offer
While denying that Mauritius is a ‘tax
haven’, the Government is focused on
improving controls to address international
reputation concerns as an IFC.
A message that has worked for Mauritius is that the
country is not a small island that relies totally on
global business. We are a broad base diversified
economy who are trying to diversify unlike other small
islands that rely almost totally on employment to gain
growth.
The cost of business in Mauritius is now probably more
important than the ease of doing business.
Looking at comparative figures, the cost of labour is lower
in Mauritius when compared to the cost of doing business
in Singapore for example. The speed with which we
respond is also slower than in Singapore. In terms of the
digitalisation of the system Mauritius is well behind.

> How do we capitalise on our
people?
> When is the best time to
implement new regulations?

I am very interested in knowing what the difference is between

Rwanda and doing business in Mauritius as other countries are
really pushing forward with reforms and reducing their cost of
doing business.
The other aspect that Mauritius need to improve on is the
banking services. Even if we take two hours to incorporate a
company, if a client has to open a bank account in Mauritius it
takes three months to action anything. If Mauritius wants to be
up there with the big players, we need a change the mindset.
The cost of doing business is fundamental if we want to
move forward. The EDB are working with the bank and
MBA to provide greater impact. When the World Bank
looks at doing business with us they going to look at time
frames, processes, procedures and cost. The issue of cost is
easy, this can be reduced, but our time frame and
turnaround will impact the overall outcome and
experience.”

A shift to Africa

Ken Poonoosamy

Mauritius has a high number of lawyers, chartered
accountants and economist per capita in the world, and the
country is working towards becoming a centre of
excellence.

Deputy Chief Executive Officer at
the Economic Development Board

The jurisdiction needs to get what is within their control
right in terms of cost of doing business, and improving the
infrastructure in terms of opening up the country to talent
they don’t currently have.

Competitiveness is extremely important
Ken Poonoosamy, Deputy Chief Executive Officer at the
Economic Development Board

“The cost of doing business is certainly very high when
compared to what other African countries are doing.
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Is it a good thing to be
the early adopter?

There is a perception that industry members in Mauritius
are giving in too easily to everything requested by the
OECD.
Gamal Ballam: “There is a perception in the industry, but
in my personal opinion, I believe we are doing enough, and
if we keep on pushing, in hindsight we will be thankful for
being an early adopter.”
Anthony Leung Shing: “Other countries come to the
negotiating table with better capacity and resources
available to them. This is why having the right source of
information is highly important.”
Ken Poonoosamy: “In order to have the best position in
the industry, we need consensus and we must make sure
that the engagement is there. It’s important to also analyse
the impact and how best to adopt ones position in the
industry.
Dr. Ramakrishna Sithanen: “Today Global Business
contributes about 1 billion US dollars in terms of value
addition , accounts for approximately 8% of GDP and 8% of
total tax earnings, but generates around 40% of total
corporate taxes and employs about 11, 000 people.”

Ken Poonoosamy: “An aspect which we need to seriously
look at is connectivity, and this feedback comes directly from
asset fund managers. Mauritius is unique, we not like a
Singapore, New York or London. Once we get our
connectivity sorted, we will really start to see things happen.
Again, there are a lot of things that we have to address to
achieve our desired target.”
Dr. Ramakrishna Sithanen: “If Mauritius wants to be taken
seriously, we must also look at opening up further our air
access into the country and become a super connector. If we
want to open up, this is the best way to grow. Singapore is at
the cross road of a very important trade, business and
financial route, whereas Mauritius is only North-South. We
need to find out how to enhance connectivity between the
North and South far more than with the East.”
Ken Poonoosamy: “There are around 4% of foreigners in the
country, and Mauritius needs to be bold in terms of mind set.
We face an issue of acceptability. Once we start opening up
the country if you look at the strategic plan from the Ministry
of Tourism, they say aim to get 1.2 million tourist, Singapore
has 12 million tourists - so why can’t we match them. There is
a resistance, however, once we start getting those things
together we will see success.”

“We face an issue of acceptability.”
DR. RAMAKRISHNA SITHANEN
Rs

Increase employment, share of tax and
credential
Peter Nagle: “Mauritius has the power and desire to
make it work, but it starts with developing what we
currently have.”
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Questions & Answers
Is the tide turning?
Mauritius is currently fast tracking growth of its
financial sector while still responding to critics around
increased transparency and rising international
standards. While Government plan on signing more
Double Taxation Avoidance Agreements (DTAAs), the
reputation of the country and the financial sector
remains a challenging proposition.

Is Mauritius still perceived as attractive?

Dr. Ramakrishna Sithanen: “It’s reassuring to know that we
have people like Ken Poonoosamy, Deputy Chief Executive
Officer from the Economic Development Board leading the
work being done on the branding of Mauritius as well as the
financial sector. As leaders in our own right, we understand the
difference between what we think we are and what we are
perceived as being. With time, we will bridge the gap.”
Sanjeev Hazareesing: “Supporting one another it key, as a
sector it is important we unite and contribute meaningfully
with the rebranding.”

Mauritius has faced many hurdles regarding its
perceived reputation amongst international business
hubs. The media have label Mauritius as a tax haven,
shining a light on lobbing NGOs campaigning against
the jurisdiction.
While there has been limited clarity on how the
sector will tackle reputational issues, the Economic
Development Board have started with a rebranding
exercise focusing on three main subsectors – crossborder investment; corporate banking and finance;
and private wealth.
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Global alternative asset and
corporate administration done
differently
Throughout 2018, SANNE has undertaken
to engage with all of the markets in which
it operates to share knowledge,
collaborate with peers and hear from
industry leaders as to their thoughts on
the key issues and topics affecting the
industry and its practitioners.
Established for more than 30 years and listed as a FTSE 250
company on the Main Market of the London Stock
Exchange, SANNE employs more than 1,400 people
worldwide and administers structures and funds that have
in excess of £215 billion of assets. Our network of offices
provide Mauritian based managers with highly skilled and
director-led teams of asset class specialists.
As leaders in our field, SANNE delivers tailored fiduciary
services to a highly valued international client base through
a global network of offices located in leading financial
jurisdictions, which are spread across the Americas,
Europe, Africa and Asia-Pacific.

Peter Nagle
Country Head – Mauritius

t +230 4673000
e peter.nagle@sannegroup.com

Ramakrishna Sithanen
Chairman and Director - SANNE in
Mauritius

e rama.sithanen@sannegroup.com

As an independent business, we are free from any
potential conflicts of interest, allowing us to work with the
intermediaries who are best suited to our client’s needs.

Rubina Toorawa
“We take great pride in understanding the
unique needs of each individual clients to
create tailored business solutions.”

Chief Operating Officer - SANNE in
Mauritius

t +230 4671300
e rubina.toorawa@sannegroup.com

Should you wish to find out more about our services and operations in Asia, or our global offices
please speak to us, we would be delighted to hear from you.
AMERICAS

EMEA

BVI*
Cayman Islands*
New York

Belgrade
Cape Town
Dubai
Dublin
Frankfurt*
Guernsey
Jersey

*Affiliated partner
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ASIA-PACIFIC
London
Luxembourg
Madrid
Malta
Mauritius
Netherlands
Paris

Hong Kong
Shanghai
Singapore
Japan

More than 1, 400
people worldwide

FTSE 250
listed business

In excess of
£215bn AUA
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To find out more about SANNE, please
email Valérie Mantot, our Head of Business
Development, Asia-Pacific and Mauritius,
valerie.mantot@sannegroup.com or
alternatively visit us online,
sannegroup.com

Information on Sanne and its regulators can be accessed via sannegroup.com
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