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Such dynamism will spur further market 
evolution: in client demands, service 
provision, competition and regulation. 
Technology, increasingly, will be key to 
navigating and taking advantage of these 
trends.

The growth opportunity

The APAC region is home to approximately 
7.2 million high net worth individuals 
(HNWIs), the second-largest concentration 
in the world after North America, notes 
Capgemini’s latest World Wealth Report.1 
Allied Market Research valued the Asia-
Pacific market at $247.85 billion in 2020.2 It is 
projected to reach $811.50 billion by 2030, a 
compound annual growth rate between 
2021 and 2030 of 12.7%.

With its political stability and transparent 
government, strong financial sector, highly 
skilled workforce, favourable tax and 
regulatory regime, Singapore has emerged 
as the top hub for wealth management and 
private banking in Asia, notes KPMG.3 
Singapore is now the second most preferred 
place in the world for offshore wealth 
management, accounting for almost 12% of 
total global offshore wealth, and is 
increasingly seeing an onshoring of wealth 
structures. 

A large ultra-high net worth population has 
also helped cement Hong Kong’s status as a 
wealth management centre. A new 
generation of young entrepreneurs, and the 
transference of wealth through family 
succession will likely be another key growth 
driver for Hong Kong’s wealth management 

industry, observes the KPMG report. 
Offshore clients constitute a further 
important part of the sector.

The fast growing wealthy and affluent 
populations of mainland China and India 
offer additional wealth management 
opportunities. The Capgemini report puts 
China in the world’s top four countries by 
HNWI population, while the number of 
HNWIs in India rose 10.5% in 2021. Australia 
also has a large millionaire population, notes 
KPMG. But slow adoption of digital banking 
and wealth management services mean 
there is significant potential for digital 
wealth management to grow. A similar 
picture of expanding affluence and wealth 
management possibilities can be seen 
across the region, including in Malaysia, 
Indonesia and Vietnam.

Such attractive market fundamentals are 
proving a strong lure for both local and 
international wealth management providers. 
Most of the top traditional foreign banks are 
ramping up their presence in the region, 
while traditional Asian banks are 
strengthening their wealth management 
businesses in these markets, notes KPMG. 
The emerging breed of challenger banks 
and technologically-advanced WealthTech 
firms—abetted by government initiatives to 
promote sandboxes and relax regulatory 
requirements for FinTechs—are adding to 
the competition.

As competition continues to heat up, wealth 
managers will need to find ways to stand 
out. Clients have high and rising demands 
around the services they want and how 

they are delivered. Firms need both 
extensive expertise and a sophisticated 
array of technology-oriented capabilities if 
they are to meet those demands.

Full-service digitalisation

Digital service delivery has become a 
must-have. As the latest Capgemini World 
Wealth Report points out, HNWIs unhappy 
with their wealth manager’s services are 
unlikely to recommend it to others—with a 
firm’s lack of digital expertise found to be 
one of the top reasons for dissatisfaction.

Banks, observes KPMG, must increase their 
online offerings, partner with FinTech firms 
for advanced solutions and strengthen their 
advisors’ digital capabilities. The focus, it 
adds, should be on evolving basic offerings 
around portfolio management and 
statement viewing by introducing more 
advanced features, such as portfolio 
recommendations, trading, robo-advisory 
and virtual interactions.⁴ Self-servicing is in 
high demand, with over 70% of HNWIs in 
Asia-Pacific preferring to autonomously 
conduct transactions and access 
information, rather than depending on 
human assistance.⁵

Mobile capabilities are a key component in 
the digitalisation drive. Across Asia-Pacific, 
high and growing rates of internet and 
smartphone penetration have led to an 
increase in online and mobile service 
adoption, notes KPMG. “This has made 
wealth management products accessible to 
the large and growing middle-class 
population in the region at lower costs.”

The APAC region is home to approximately 7.2 million high net worth 
individuals (HNWIs), the second-largest concentration in the world 
after North America.

Asia-Pacific’s wealth management sector has enjoyed rapid growth over the past decade, 
fuelled by a fast-expanding high net worth population and its need for financial advice and 
products. The huge wealth creation seen across the region, with the opportunities it brings, 
is likely to continue.
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Digital services are particularly important to 
the younger generation of clients. They 
tend to value digital capability and the 
experience itself, and are more receptive to 
new innovative products, says EY Financial 
Services Strategy and Transactions Leader 
Tzu-Chung Liang.⁶ If banks don’t offer digital 
asset services in response, younger 
consumers will turn instead to FinTechs or 
alternative platforms for what they need, he 
adds.

Customer-centric technology 
and enhanced client advisory

Powerful self-service tools that allow clients 
to monitor and manage their investments 
offer further potential, and are in particular 
demand among younger investors. 
Activities such as placing trades, 
downloading research, and checking 
portfolio and performance data in real time 
can all be put at clients’ fingertips. And with 
ready access to documents and data 
through an intuitive, mobile-optimised 
investor dashboard, clients can view their 
portfolios on their device of choice when 
and where they want.

Client advisory (a traditionally human-
centric activity) can be digitally enhanced 

by providing access to customised research 
and market insights, using video and chat 
communication channels to interact with 
clients, employing data visualisation tools, 
and combining predictive analytics with 
personal advice. These enhanced 
interactions make decisions and discussions 
more collaborative and promote trust in the 
relationship. Reducing demand for human 
touch points in turn provides advisors with 
more time to focus on supporting clients 
and building their wealth. 

The service convenience, accessibility, 
immediacy and personalisation help create 
a powerful, differentiated experience to 
produce happier, ‘stickier’ clients—boosting 
retention rates and profitability. And by 
creating more engaging digital experiences 
that empower advisors and ease their 
workload, staff productivity, motivation and 
satisfaction will all improve. 

Personalised advice

In these turbulent times, wealth 
management clients need trustworthy 
guidance more than ever—whether it is 
around navigating volatility, pursuing a 
principles-led investment strategy, or life 
and estate planning. Timely, targeted advice 
based on a deep understanding of clients’ 
needs offers wealth managers an 
opportunity to improve the customer 
experience, demonstrate value and stand 
out from the crowd.

Asia’s UHNW population is a primary driver 
for sophisticated, personalised wealth 
management advisory services, according 
to KPMG. “Since these clients prefer a mix of 
both digital and personal engagement to 
meet their advisory needs, banks should 
focus on strengthening the digital 
capabilities of their RMs [relationship 
managers] along with investment in 
advanced technologies. They should build 
predictive models that forecast future 
investment growth and provide real-time 
analysis for investments tailored to clients’ 
goals.”

Hybrid models that keep relationship 
managers at the core of the client 

relationship, as well as digitally-delivered 
support services, are the way forward. 

For instance, digital technologies enable 
clients to receive, assess and simulate the 
impact of investment proposals. A 
centralised research repository that clients 
can access through an online portal allows 
advisors to share proprietary and third-party 
investment research faster. Digital 
communication channels free clients and 
advisors to interact more frequently and on 
an ad hoc basis as needs arise.

Responsive portfolio 
rebalancing

Helped by expanding information 
availability and self-servicing tools, investors 
are increasingly keen to be involved in their 
portfolio decisions—a trend that is more 
pronounced at times of financial and market 
stress when adherence to long-term 
buy-and-hold strategies is harder to 
maintain. Which makes active portfolio 
monitoring and management—to cut 
losses, identify and ride winners, and trim 
positions to minimise risk—ever more 
central to a successful wealth management 
proposition.

Tools that streamline and automate 
portfolio construction and rebalancing 
allow wealth managers to respond faster to 
market events, and manage more bespoke 
portfolio models at scale. Rather than 
spending large chunks of the day running 
reports and manually combing through 
portfolios to determine their daily cash or 
rebalancing requirements, portfolio 
managers can construct portfolios, manage 
models, create orders, rebalance accounts, 
monitor and control portfolio drift, and 
adjust strategies quickly and efficiently. 

Creating tailored portfolios designed to 
meet clients’ financial goals, and that can 
quickly flex with changing circumstances, 
produces powerful customer experiences. 
Automated construction and rebalancing 
also enhance efficiencies in the front office 
and allow firms to optimise the client-
advisor ratio, strengthening their 
profitability.

High-quality digital services start 
with customer onboarding 

Online portals able to combine 
self-onboarding workflows with 
automated risk profiling and 
investment model proposals provide: 

• Convenience and speed for the 
customer, with product 
recommendations matched to the 
client’s needs.

• Lower cost of service delivery for the 
wealth manager, more efficient, 
paperless middle- and back-office 
processes, and improved compliance 
with heightened AML/KYC and 
investor protection regulatory 
demands.
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ESG/sustainable investing

Of their peers around the world, HNWIs in 
Asia-Pacific are the most interested in 
sustainable investing, with 69% of those 
surveyed for the latest Capgemini World 
Wealth Report saying investing in causes 
with positive environmental, social and 
governance (ESG) impact is a critical wealth 
management objective. Millennials are 
especially inclined towards ESG investing. 

“As HNWIs become more interested in ESG 
investment options, WM firms realise they 
must expand product selection, build 
educational support, and develop 
capabilities to measure and communicate 
ESG impact,” the report notes.

ESG is a powerful value lever for wealth 
management firms. But to adhere to an 
ESG-aligned investment approach, ESG 
capabilities must be engrained in every 
facet of the organisation, from portfolio 
construction and risk management to client 
engagement and business operations.

Identifying ESG-oriented investments and 
calculating the investment risks demands a 
varied mass of data points to assess the 
impact and report results to investors and 
regulators. The lack of agreed data, 
taxonomy and standards pose a major 
problem though. Divergent approaches 
mean the ESG-related financial and 
non-financial data corporates and 
investment managers provide are neither 
consistent nor comparable. Until standards 
become more universal and better 
embedded, investment firms will need to 
capture and analyse ESG data from multiple 
sources to support their investment and 
reporting processes.

Collecting, organising and sharing the 
growing mass of external and internal ESG 
research is another priority. As is identifying 
and integrating ESG-related risks into firms’ 
risk management frameworks. 

Firms will also need to capture clients’ ESG 
priorities. Onboarding questionnaires need 
to be adapted to generate risk profiles that 
reflect each client’s ESG preferences, with 
suitability assessments to match products to 

clients’ investment objectives and risk 
profile. Automating that process through a 
digital portal will create faster, more tailored 
results. Online communication channels 
then allow advisors and clients to discuss 
ESG-related investment issues and provide 
instant access to portfolio information.

Portfolio diversification

Years of elevated equity valuations and high 
bond prices have exposed the dangers of 
relying on a traditional 60/40 asset 
allocation model. In response, investors 
have been upping their allocations to an 
array of traditional and alternative assets in a 
bid to increase diversification, boost returns 
and generate long-term revenue streams. 

According to AsianInvestor’s latest Asset 
Owner Insights survey, asset owners across 
APAC boosted their allocation to alternative 
assets from 15.3% to 21.5% between 
October 2021 and March 2022.⁷ Private debt 
saw the largest increase, followed by 
infrastructure and real estate. The spectre of 
high inflation and geopolitical 
uncertainty—with their impact on global 
growth and volatility—will likely reinforce 
the diversification trend.

Digital assets

The Capgemini World Wealth Report found 
71% of HNWIs globally and 91% of HNWIs 
under 40 have invested in digital assets, 
“emphasizing the need for firms to create a 
diversified portfolio of digital offers.”

Huge price volatility—with sharp declines 
seen across swathes of the digital asset 
landscape over the past year—have 
underscored the high risk for investors and 
taken some of the wind out of the asset 
class’s sails. But the digital asset 
environment will continue to evolve. 

As Deloitte’s latest Regulatory Outlook 
explains, regulators across the APAC region 
have taken divergent views on crypto-
assets, ranging from banning 
cryptocurrencies altogether to developing 
new regulatory regimes to oversee them.⁸ 
For instance, in July 2020, Malaysia’s 
Securities Commission legalised the trading 
of digital assets and tokens at registered 

digital asset exchanges, helping stimulate 
the development of and investment in 
digital assets, observes KPMG. The Monetary 
Authority of Singapore (MAS) has been keen 
to support the tokenisation of financial and 
real economy assets, but is taking 
increasingly strong measures to restrict retail 
access to cryptocurrencies.⁹ 

Tighter regulation and growing investor 
exposure will progressively help the sector 
to stabilise and mature. And with greater 
maturity will come an uptick in allocations.

The nascent tokenisation market offers 
perhaps the greatest potential for digital 
asset take up. Digitalising assets—especially 
illiquid asset classes such as private equity, 
infrastructure and real estate—allows them 
to be fractionalised and traded on 
secondary markets. That would slash the 
investment minimums investors need to 
commit to, increase liquidity and transaction 
speed, and open up the sectors to a much 
wider investor pool.

Technology as an enabler 

As portfolios continue to diversify, 
having an integrated technology 
platform that can provide complete 
instrument coverage across global 
equities, bonds, funds, FX, derivatives 
and private markets will be key for 
wealth managers. As is fast delivery of 
up-to-date market and portfolio data.

A consolidated infrastructure alleviates 
manual workarounds, enhances 
transparency and provides firm-wide 
data consistency. Firms can maximise 
control and efficiency, streamline costs, 
monitor portfolio-wide positions and 
risk exposures in real time, respond 
quickly to market movements, make 
better-informed investment decisions, 
and produce the detailed, 360° 
portfolio reports investors have come 
to expect. Wealth managers also have 
the flexibility and scalability required to 
enter new markets, launch new 
products and grow the business.
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The fragmented regulatory landscape 
means firms operating across multiple 
jurisdictions will need to manage the 
different requirements and keep pace with 
market developments, notes Deloitte. 
Understanding customers’ changing 
expectations is also imperative.

The complexity of digital assets, their rapid 
evolution and high volatility will increase 
demand for education, investment advice 
and research, to help clients make more 
informed decisions. Effective research 
management and collaboration tools will be 
particularly important. Sophisticated risk 
modelling/management, performance 
measurement and reporting capabilities to 
keep investors apprised of portfolio 
movements are likewise crucial.

Managing costs, and 
enhancing efficiency and 
productivity

Pressures around fee transparency and 
margin compression, growing compliance 
burdens and demands for high-quality, 
customised advice are taking their toll on 
industry cost-income ratios. Managing costs, 
and improving operating efficiencies and 
scalability has become ever more important 
if firms are to strengthen their profitability 
and deliver the quality, personalised 
experience clients want—especially if they 
plan to target the region’s fast-growing 
affluent and middle-class populations. 

Digitising end-to-end client journeys, and 
deploying artificial intelligence and machine 
learning-assisted technologies can help 
tackle wealth managers’ deteriorating cost 
dynamics. Technology can boost portfolio 
and relationship manager productivity, 
streamline client onboarding, improve the 
sourcing and screening of investments, and 
promote regulatory compliance, enabling 
firms to raise their client-employee ratios 
without hurting the customer experience. 
Automation also plays a vital role in 
bolstering wealth managers’ operating 
resilience. 

Cybersecurity

IT hosting and service outsourcing can 
provide a powerful fillip to wealth 
managers’ cybersecurity defences as well—
an increasingly key capability as firms battle 
to deliver superior digital client experiences. 

As Capgemini’s 2022 Wealth Management 
Trends report points out, the industry 
collects vast quantities of client data and 
conducts massive financial transactions. This 
makes the sector a prime target for 
cybercriminals, providing lucrative 
opportunities to hijack accounts, and steal 
funds and sensitive information from 
wealthy clients. Robust cybersecurity 
measures that strengthen customer 
protections and limit reputational risk are in 
wealth managers’ self-interest. And 
governments across the region are adding 
to the imperative. 

In August 2019, for instance, Singapore’s 
MAS issued a set of legally-binding Cyber 
Hygiene Notices that make it mandatory for 
all financial institutions to strengthen their 
resilience against the growing cyber threat. 
Australia released its Cyber Security Strategy 
in 2020, notes KPMG. Vietnam’s Law on 
Cyber Security came into effect in 2019, 
bringing provisions on data localisation, 
government control over online content 
and setting up local offices in the market, 
the report adds.

The financial and reputational damage that 
can ensue from any security breaches mean 
wealth managers must mitigate the risks 
wherever and however they can. Yet with 
the sophistication and scale of cyberattacks 
multiplying continuously, firms face an arms 
race they will struggle to win alone. 

Dedicated technology and service providers 
are better placed to meet the challenge. 
Third-party vendors have considerable 
technological and security expertise 
developed through years of focus on the 
field and from working with diverse 
institutions in multiple jurisdictions. Hosting 
and outsourcing allow wealth managers to 
share in this expertise.

A winning combination

Asia-Pacific is a land of wealth management 
opportunity. But firms will have to battle 
hard if they are to take advantage. Expertise, 
flexibility, and a dynamic technology 
support infrastructure will determine which 
wealth managers win out.

The advantage of cloud-delivered 
technology and outsourcing 
services  

The new breed of cloud-delivered 
technology platforms cut wealth 
managers’ internal IT requirements and 
ongoing maintenance costs. Cloud 
services can maximise system uptime, 
help organisations unlock their digital 
potential and accelerate functionality 
rollouts. Users stay current with the 
latest innovations and can pivot faster 
to take advantage of new market 
opportunities. 

Outsourcing/co-sourcing day-to-day 
middle- and back-office tasks like data 
management, reconciliations, workflow 
automation, performance calculations 
and reporting to a dedicated third-
party expert can enhance operational 
processes too. Providers with the 
appropriate skills and proven services 
reduce operational risk, increase 
scalability and deliver more accurate, 
timely outputs. And outsourcing frees 
wealth managers’ internal teams to 
focus on value-adding investment, 
advisory and servicing activities that 
elevate the client experience and 
engagement.
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