


A historic transfer of wealth is underway 
Trillions of dollars are on the move. Dubbed the Great Wealth Transfer, we 
are in the early stages of the largest intergenerational wealth transmission in 
history, as baby boomers pass on their assets to Gen X, millennial and Gen Z 
successors over the coming decades. 

Projections for the size of the transfer vary. Analyst firm Cerulli Associates 
predicts US high-net-worth (HNW) and ultra-high-net-worth (UHNW) 
individuals will hand over $84.4 trillion to heirs and charities through 20452. 

Wealth data provider Wealth-X calculates that, across Asia, that figure will be 
$1.9 trillion. In Europe, individuals with $5+ million in net worth will pass on 
$3.2 trillion by 20303.

Whatever the exact amounts, the sums are enormous. The question for 
wealth managers in the APAC region is will they benefit?

The APAC region accounts for 
around 42%1 of global wealth, 
but what happens when clients 
leave their wealth to heirs? This 
paper explores the most important 
strategies wealth managers in 
the Asia Pacific region can look at 
implementing, in order to remain 
the provider of choice. 

1 www.db.com/news/detail/20220923-the-great-wealth-transfer-in-asia-pacific?language_id=1
2  U.S. High-Net-Worth and Ultra-High-Net-Worth Markets 2021, Cerulli Associates,
https://www.cerulli.com/reports/us-high-net-worth-and-ultra-high-net-worth-markets-2021 

3 A Generational Shift: Family Wealth Transfer Report 2019, Wealth-X, June 2019,
https://go.wealthx.com/download-preservation-and-succession-family-wealth-transfer-2021





Client churn rates pose a major threat. Studies 
suggest that at least 80% of millennial heirs 
will seek out a new financial advisor in place 
of their parents’ wealth manager after they 
inherit4. Unless firms build strong relationships 
with existing clients’ heirs in advance, the 
chances of retaining those assets are slim. 

Much of the problem is that wealth management 
business models - both within APAC and 
around the world - have evolved to provide 
financial advice and support to baby boomers. 
But boomers and millennials approach wealth 
management in different ways and put greater 
emphasis on different services. 

While boomers may trust their financial advisors 
implicitly, Capgemini’s 2022 Wealth Management 
Top Trends report noted, “younger generations 
want choices and are prone to conduct unilateral 
research before making decisions.”5 They also 
have different investment preferences and are 
more sustainability-driven, requiring wealth 
management firms to revamp product offerings
to satisfy these new clients’ demands.

DON’T COUNT ON 
CLIENT LOYALTY
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4 What the coming $68 trillion Great Wealth Transfer means for financial 
advisors, October 21, 2019, CNBC, https://www.cnbc.com/2019/10/21/what-
the-68-trillion-great-wealth-transfer-means-for-advisors.html

5 Wealth Management Top Trends 2022, Capgemini, https://
worldwealthreport.com/wp-content/uploads/sites/7/2021/12/Top-Trends-
2022-in-Wealth-Management.pdf 



Service delivery poses a further challenge. Many 
adult children of HNW clients are “digital natives.” 
They have grown up with Big Tech-style experiences 
and are accustomed to highly personalised, 
seamless, mobile-orientated interactive services. Not 
only do they take to digital technology intuitively, they 
often prefer it to human interaction for obtaining 
information or conducting business. 

Today, these potential clients are completely 
comfortable transferring money, making airline 
reservations or buying concert tickets on their 
smartphones without talking to a live person. 
Online reviews, recommendations and “likes” have 
replaced word-of-mouth. Indeed, today’s tech-
savvy generation of wealth builders and baby-boom 
fortune heirs is one of the key drivers behind the rise 
of robo-advisor platforms.

These characteristics have significant implications 
for how a client’s heirs will collect information and 
make decisions around inherited wealth. It will also 
impact on their customer experience expectations. 
According to Capgemini, half of HNWIs under 40 say 
they are not satisfied with their wealth manager’s 
personalised offerings and the digital interfaces 
provided by their firm. And 40% cited the lack of 
value-added services as an attrition driver. 
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their firm.



Wealth managers that fail to keep pace with 
these trends could find the outlook for their 
business changing in an instant as a younger 
generation of heirs switch to providers more 
attuned to their sensibilities. Identifying and 
implementing strategies for the long-term 
retention of inherited assets that strengthen 
the firm’s foundations therefore should be a key 
priority for every market participant. 

If wealth managers connect with beneficiaries 
early, provide relevant advice and position 
themselves appropriately, they can significantly 
increase the likelihood of managing assets for 
families across multiple generations. Moreover, 
the strategic use of digital tools and supporting 
technology that measure up to the standard to 
which this emerging, younger cohort of investors 
have become accustomed can play a crucial role 
in helping the firm connect with heirs.





1. Get to know them now  
Don’t wait to have meaningful conversations 
with the people set to inherit your clients’ 
wealth. Wealth managers should work to 
establish relationships with the heirs while 
their parents are still active. Start cultivating 
the next generation early to make them feel 
important, involved and understood:

— Start with the parents. Be sure you are in 
tune with their wealth transfer desires and help 
shape their plans. Show you care about their 
children by asking about them. Seek updates in 
review meetings, and identify opportunities for 
benefit reviews, and initial savings and investing 
opportunities.

— Keep track of heirs’ birthdays, anniversaries, 
graduation dates, contact information and general 
interests. Check and update these records 
regularly.

— If the heirs already have some savings or 
investible assets, suggest ways to engage them 
as clients now. Consider waiving any account 
minimums for direct descendants of clients and 
consider a separate fee structure.

THREE KEY STRATEGIES 
FOR TURNING HEIRS 
INTO CLIENTS 
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— Meet with heirs to discuss their financial and 
personal goals, and the importance of financial and 
tax planning.
 
— Assign firm associates who are closer in age to 
your clients’ sons or daughters to own and manage 
the primary relationship with them. Encourage and 
support peer connection. Enable heirs to establish 
their relationship with the firm independently of 
their parents.

Sincerity is essential. Relationship managers 
need to take a genuine interest in the lives of 
their clients’ offspring. People can easily sense 
disingenuous behaviour and makeshift conversation.

Once you establish a relationship with younger 
clients, work to maintain it:

— Set reminders to maintain a communication 
cadence for each individual. Keep notes on preferred 
communication methods such as text, email or 
phone calls.

— Gain a deep understanding of the inter-family 
relationship dynamic. Does everyone get along? Go 
above and beyond financial advice to help family 
members navigate sensitive topics.

Relationship 
managers need 
to take a genuine 
interest in the lives 
of their clients’ 
offspring.



— Learn what is important to your clients’ heirs 
as individuals, both financially and personally. For 
example, environmental, social and governance (ESG) 
considerations are a top concern for many next-
generation clients. Are they primarily interested in 
making a lot of money, or more interested in doing 
something they love, regardless of pay? Would an 
heir rather live on the inherited assets and donate 
time or money to charities, or use the assets to grow 
the estate? Would one person feel inclined to take 
care of other family members? 

Most children do not follow in their parents’ 
exact footsteps. Often they choose different 
professions, industries, political candidates and 
definitions of success. The key is working with 
heirs to achieve their particular goals, which may 
be completely different from their parents’ ones. 

A primary responsibility when managing wealth 
transfers is also helping transfer the knowledge 
and principles required to create wealth. APAC 
firms that understand the importance of true 
intergenerational wealth transfer are much better 
placed to have a multi-generation relationship 
with their clients. 



2. Make yourself invaluable   
Having forged relationships with heirs and 
established plans to maintain ongoing, 
meaningful interactions, wealth managers must 
work continually to position themselves as an 
invaluable, go-to resource. 

Setting up contact reminders and getting to know 
family dynamics are easy initial actions. The next 
step requires real creativity—understanding what 
clients value most. Is it on-demand availability? 
Investment performance? Frank and friendly 
coaching? Whatever proves most important, firms 
must pinpoint those priorities and do everything to 
enhance and solidify them in the client’s life. 

If your firm specialises in a particular area, such 
as tax effectiveness or sustainable investments, 
make sure clients understand the value that 
specialty offers them. In many cases, the specialty 
was the reason the parent initially established 
the relationship. Heirs must understand why that 
specialty was important to their parents too. 



What can you do for the heirs now to make your firm 
integral to their financial lives and personal growth? 
Determine what decisions are most critical at this 
stage in their lives. Do they need help to pay off 
student loans, or to save for a down payment on a 
home? Providing pro bono advice on issues like these 
could pay dividends in the future.

A few ways wealth managers can distinguish 
themselves include: 

— Providing education and advice on financial 
literacy and skills, such as budgeting, saving and 
credit. Explain how you can help and offer to create 
personalised financial plans. 

— Offering a portfolio mix that isn’t readily 
available elsewhere, such as exposure to specific 
asset classes or fund managers. 

— Assembling a team of experts able to provide 
value in several facets of a client’s life e.g. tax 
preparation, legal advice and insurance. 

— Serving as the conduit to valuable professional 
and social networks. 

When clients view their wealth manager as 
irreplaceable, the likelihood of retaining assets soars. 
Never stop proving to clients why your professional 
advice is worth the fees they pay. If they ever feel like 
the service isn’t worth the price, they are a potential 
flight risk. 

Providing pro bono 
advice on issues 
like these could 
pay dividends in 
the future.





3. Elevate your technology game   
Technology is of critical importance in gaining 
the next generation’s confidence. Wealth 
managers in APAC must be able to accommodate 
highly personal preferences with optimal 
efficiency. And demonstrate they can provide 
seamless, on-demand, comprehensive, digital 
client experiences on a par with the online 
services people interact with every day. Firms 
must also be prepared to cater to each client’s 
preferred interaction channel. 

Your technology choices should take a long-term 
view and ideally achieve two interrelated goals: 
to enhance the client experience (and thereby 
strengthen the relationship), while enabling your 
firm to serve these clients as efficiently as possible. 

From the initial planning through ongoing reporting, 
technology can support every aspect of the client 
relationship. An integrated, client-centric technology 
platform includes: 

Technology can 
support every 
aspect of the client 
relationship.



Portfolio management, accounting and reporting. 
This is the hub of any wealth management 
operation, your core platform for managing, tracking 
and reporting on client portfolios.

Scalable personalisation—an ability to accommodate 
the highly personal preferences of a large number of 
investors with optimal efficiency—is the next frontier 
in wealth management. High net worth and mass 
affluent investors want more customised investment 
strategies that chime with their (often ESG-oriented) 
values, while still delivering competitive returns 
that achieve their goals. If portfolio teams are to 
meet this demand, they need intelligent automation 
platforms specifically designed to provide 
personalisation at scale.

Key differentiating capabilities include the ability to:

 •   Automate and accelerate portfolio modelling, 
construction, rebalancing and trade creation 
in line with investors’ unique investment 
preferences.

 •   Identify and manage portfolio drift and its 
sources to ensure portfolios stay on strategy.

 •   Enable managers to quickly identify tax 
harvesting opportunities and manage to 
specified tax goals to support investors’ tax 
management needs.

 •   Enable efficient substitution of equivalent 
securities into model-based portfolios or 
strategies.

 •   Provide analytics to help managers understand 
and explain the reasons for a portfolio’s 
performance, and to fine-tune the portfolio

   to optimise performance. 



Portfolio personalisation also typically demands 
extensive diversification. Comprehensive multi-
currency, multi-asset class coverage—with the 
capacity to deliver deep insights into portfolios, 
positions, cash and performance—therefore needs 
to be baked into the system’s architecture. 

Reporting capabilities should be highly customisable 
too. Meeting clients’ investment performance goals 
is vital. Wealth managers then need to be able to 
clearly explain their strategies and tell a compelling 
story to younger clients to demonstrate their value, 
including detailing portfolios’ ESG performance, risks 
and exposures. And today’s investors expect access 
to the portfolio and performance information of 
most interest to them to be available on-demand.

Market data feeds and counterparty connectivity 
for data aggregation and reporting. Trading and 
portfolio management platforms depend on fast, 
easy access to accurate data to support wealth 
managers’ modelling, trading, risk management, 
asset verification, reconciliation, performance
analytics and client servicing activities. Data is a key 
differentiator for wealth managers, yet data quality 
remains an often neglected piece of the technology 
puzzle.



The volume of data wealth managers now need 
to handle is staggering, and growing exponentially. 
Diversified, globalised portfolios require data from 
myriad international data providers, custodians and 
brokers, delivered in multiple file formats, making 
reliable connectivity to an extensive network of 
global vendor and counterparty data sources vital. 

Growing interest across APAC in ESG-oriented 
investing adds to the demand. A lack of agreed 
data, taxonomy and standards means wealth 
managers must capture and analyse a varied mass 
of ESG-related research, ratings and data points to 
support their investment and reporting processes. 

Fluid data demands and supply require a flexible 
data management response. Leveraging cloud-
based data lake and warehouse technology able 
to transform structured, semi-structured or 
unstructured data to feed wealth managers’ front-
office analytics and other downstream systems 
is the answer. Cloud delivery allows new features 
to be rolled out regularly, while the ability for 
wealth managers to plug into whatever data they 
need, when they need it, supports diversification 
into new business lines and makes any post-M&A 
integrations easy.

Real-time portfolio analytics. Understanding and 
balancing risk is a critical component of successful 
investing. Many clients overestimate their risk 
tolerance, while others underestimate the amount 
of risk in current portfolios. By assigning a “risk 
number” to each client and their heirs, it becomes 
easier to discuss risk with each individual, providing 
the grounding for a strong relationship.
 



Powerful analytics capabilities—including a real-time 
understanding of ESG exposures—then allow wealth 
managers to dig into and understand the causes of 
portfolio performance. Equipped with deep
performance insights, institutions can optimize 
their investment decisions in line with clients’ risk 
profiles, identify opportunities and potential blind 
spots, and respond more effectively to client queries 
or concerns. 

Rich digital interactions.  The next generation 
has become accustomed to instant information. 
Immediacy, accuracy and customisability are high 
priorities. An interactive client portal solution 
enables wealth managers to deliver the easy, 
dynamic access to portfolio and performance 
data investors seek, allowing them to view and 
interrogate their portfolios on their device of choice.

With an intelligent document management 
repository, wealth managers can also store, 
organise and map all the documents and 
collateral they want to distribute to clients—from 
targeted research and market insights to product 
recommendations and offer documents.Equipped with deep

performance 
insights, institutions 
can optimize 
their investment 
decisions...



Digitalisation is not just about automation either. 
Two-way video and chat communication channels 
bring a personal, human touch to interactions, 
adding a powerful component to the client service 
mix. By enhancing interactions between a wealth 
manager and its next-gen clients, digital tools 
make discussions and decisions more collaborative 
and transparent, further promoting trust and 
strengthening engagement at every stage of the 
relationship.

Through the modern breed of multifunctional 
portal solutions, firms can further augment their 
high-touch offerings with the types of self-service 
capabilities younger clients increasingly want. And 
the portal should be attractive and easy to use to 
encourage clients to engage with the platform and 
their advisors. 





The distribution of a family’s estate is a highly 
personal and sensitive matter.

Any wealth manager that wants to sustain the 
family relationship should be involved with the 
heirs from the beginning, showing the right 
balance of pragmatic planning and thoughtful 
consideration. Properly cultivated, heirs should 
feel that the transition is seamless and natural. 
Ultimately, they won’t decide to stay with your 
firm because of family loyalty or tradition. It will 
be because you have demonstrated that you are, 
in fact, their best option.

About the SS&C Advent Wealth Suite   
As the #1 preferred solution across the 
APAC region SS&C Advent’s award-winning 
wealth management solution suite and 
support services provide all the tools you 
need to navigate the challenges associated 
with intergenerational wealth transfers. Our 
integrated platform enables wealth managers to 
meet all their business needs, with a full range 
of capabilities spanning portfolio management, 
rebalancing, performance measurement and 
reporting, compliance, data management, 
portal-delivered digital client experiences and 
outsourced servicing—helping firms minimize 
risk, collaborate seamlessly and discover new 
opportunities in an evolving world.

THE INESCAPABLE 
CONCLUSION: YOU ARE 
THEIR BEST OPTION



GET IN 
TOUCH
For more information on how SS&C Advent
can support the next generation of clients
and prospects, visit www.advent.com
or contact advent@sscinc.com

https://www.advent.com/
mailto:advent%40ssinc.com?subject=Advent%20support

