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AL Wealth 
Partners’ 
Anthonia Hui: 
‘Her Conscious 
Way’ of Wealth 
Management 

Anthonia Hui is a larger than life character, 
who lives and breathes her role as co-
founder and CEO of independent Singapore 
wealth manager AL Wealth Partners. She 
met with Hubbis to tell her tale of the 
values she recommends for a successful 
wealth manager and to explain how she has 
overcome her relatively humble beginnings 
through total empathy with her clients and 
with her rigorous adherence to quality and 
transparency. 

https://hubbis.com/article/al-wealth-partners-anthonia-hui-her-conscious-way-of-wealth-management
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Executive summary

Anthonia Hui, CEO and co-founder of Singapore-based independent wealth management firm AL Wealth Partners, 
had spent over 30 years working in banking before she embarked on what have been more than 10 exciting, 
challenging and very rewarding years running the firm.  

Hui also helped found the Singapore Association of Independent Asset Managers (AIAM) in 2011 and with her 
wealth of experience and contacts, she has a deep understanding of the business challenges faced by independent 
wealth advisory firms and their wealthy clients. 

She met with Hubbis to speak about her own business values, to extoll the virtues of dedication to the client, and 
to talk about her love of golf, of the performing arts .. and even a more recent fascination with poker.

Neither Hui nor her firm is driven by growth for growth's sake, nor are they single-minded about wanting to cash 
out to a third-party buyer. They are instead driven by Hui's total commitment to alleviating the many anxieties 
that her wealthy clients feel about their money, whether it be preservation and/or accumulation, transmission to 
other family members, or regulatory and compliance burdens.  She shared the view that "wealth is not wealth if it 
doesn't have a clear purpose",  thus she sees her role to help alleviate the client's consciousness and be mindful 
to the purpose of having these wealth and work with the client and their families to find sustainable way to evolve 
to the relevance of the world to utilise this wealth for both the family enjoyment and to the good of the world.

She believes that she has what is effectively an obligation as a trusted advisor to empathise with these clients, then 
to offer them a genuinely personal, entirely professional, all around offering. And she knows from her experience in 
the past decade running AL Wealth that this very often results in her firm being given the mandate to help manage 
the client's entire net-worth. Transparency in fee structures and candid impartial advice are key to the relationship.

Hui also knows that most clients who deal with the private banks split their assets and relationships between 
several of them, whereas her approach as an established autonomous adviser very often results in such a close 
relationship that the client's trust is absolute.

She often sees her role virtually as a counsellor, facilitating clients and their families restructure their portfolios, 
reorganise their family succession structures and help to draft a family constitution to put in place governance.  
She also acts as the strong pillar of support to her clients and their next generations, to help manage the emotional 
stresses that can arise from having such wealth and meeting their family’s expectations.  She  works with empathy 
in a holistic, sensitive, and all-encompassing manner. 

Hui was born in Hong Kong and educated only to high school level. But neither her lack of formal further education, 
nor her being a woman in a wealth management world in Asia more often populated by men, have held her back. 
She believes that women should stand tall as people carving out their niche in the world, in their own right, and 
not to seek to claim specific rights or privileges because of their gender. There is no need to seek recognition of 
their achievements as 'actions speak lounder than words'.  

Hui is, therefore, a remarkable example of someone who has indeed achieved, and then surpassed, the expectations 
of many around her, and possibly even her own earlier hopes. She has literally done it 'My Way' in the immortal 
words of Frank Sinatra and in the Singapore she and her husband have called home for close to two decades, she 
has earned the respect not only of her peers and of her clients, but of the wider community at large.
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GROWTH FOR GROWTH’S 
SAKE is not in Hui’s 
playbook.  “If the 
primary reason for 

establishing and running a busi-
ness is money, then grow as fast 
as possible and look for the exit 
route further ahead,” she says. 
“But I am not seeking an exit, if I 
was, I would not have got in-
volved from day one. That is my 
first principle.”
 Secondly, she says she started 
the business because she has a 
moral and personal commitment 
to my clients. “Accordingly, I 
prefer to be an independent. Of 
course, this does not preclude 
the possibility of me exiting the 
business in the future, after all 
we all get older. But right now, I 
do this because I still really enjoy 
what I am doing.”

Making a go of it
Hui is a well-known character in 
the Asian wealth management 
scene. She is a regular speaker 
at some of the leading industry 
events in the region and often 
speaks at Hubbis forums. 
 “The concept of going inde-
pendent had never come to my 
mind until I realised that work-
ing inside the bank was making it 
impossible to provide the client 
with the best advice, the best 
services,” she had told the audi-
ence at one Hubbis event last 
year. “I was caught in between 
wanting to be successful and 
respected in a corporate career, 
while on the other hand I want to 
do the right thing for my clients.”
 The final catalyst, she re-
called, was yet another new boss, 
to add to the numerous reporting 
lines Hui’s former bank had in 
place. “I said to myself ‘enough 
is enough’ and began planning 
for my new life as an indepen-
dent wealth manager.”

Hui has defined a number of priorities for the foreseeable fu-
ture. "We have evolved a very successful investment strategy 
in the past decade and we now want to broaden our reach 
to more people who suit this type of structure," she reports. 
"We want to grow our funds under management through the 
institutional and the family office structures, while also main-
taining and strengthening our investment client's business."

Hui also reports that she has been approached by a number 
of their HNW clients who feel that they have the need of a 
family office service but don't want to incur the cost and the 
manpower of having their own family office. 

"They need someone to take a holistic view in terms of man-
aging all their wealth, from business investment and financial 
wealth as well as human capital. They need structure, and 
often need help managing the family dynamics."

Accordingly, Hui explains that her firm is now offering more 
of a counsellor and facilitator role, for example for how the 
structures and plans meet the family's value system and in-
ter-generational expectations. 

"Where there are clear gaps," she reports, "we will then look 
at how to restructure what they are doing and help with fu-
ture planning and advise on family participation, family gov-
ernance, generational planning and so forth. This is not an 
accounting or concierge service, there are too many competi-
tors doing that, no, this is all about ability to dissect complex 
wealth structure, provide a holistic view to help these fami-
lies identify the clear purpose,  simplify the structure and 
then help map out their path to solve their issues."

Hui's enthusiasm for her business, her passion to serve her 
clients and her dedication to helping the independent wealth 
management industry flourish in Singapore are evident for 
all to see. 

As the challenges continue to mount for everyone in the pri-
vate wealth industry, AL Wealth Partners future appears to 
be in good hands.

Key Priorities
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Look back with pride
Ten years on, Hui is delighted 
with her decision. She notes that 
a lot of clients spend more time 
worrying about their wealth 
than enjoying it and she revels 
in alleviating some or all of these 
problems. “Wealth can too often 
become a burden to their lives, 
so I am here to try to lift some of 
that from them,” she reports. “If 
not careful, wealth can create all 
sort of mental and health strains 
and stresses. We can help them 
by assuaging those anxieties and 
managing these sorts of burdens. 
Empathy is vital.”
Hui believes from her past and 
recent experience that the major 
‘brand-name’ banks often do not 
either see or do not cherish the 
qualitative value in their client 
relationships, largely because 
they look at everything from a 
transaction basis. 

The quest for 
differentiation
She has long upheld the view that 
the word innovation has been 
overused in the IAM world, and a 
better buzzword may be differen-
tiation, setting the IAM business 
apart from others, and creating a 
unique value system to suit their 
chosen market niche. 

 “I make my fees by offering 
clients value,” Hui reports. “As 
I said I also help them manage 
their emotional exposure to their 
wealth, which of course one can-
not charge for, as it is intangible. 
Nevertheless, where it becomes 
tangible is that we increase the 
share of their wallet. In fact, 
while so many HNW and ultra 
HNW clients are often multi-
banked, most of my clients have 
only one external adviser and I 
often handle their total financial 
net-worth under our manage-
ment. In other words, 100% of 
their wallet.”

  These clients have made their 
money, she remarks, and she 
believes that the role of the IAM 
should then err on the side of 
conservatism. “We should be 
firstly focused on preservation 
and security,” she observes, “and 
then on helping the clients make 
returns commensurate with 
agreed expectations.”

Sharing and caring
The relationship, Hui elucidates, 
is paramount. “My ability to un-
derstand where they come from, 

how they make their money, what 
that means to them, what they 
want to do with it and how is it 
going to impact their family in the 
future, my understanding of all 
these facets makes my conversa-
tion with them easier and they 
can then share their thoughts and 
their worries with me.”
 One source of concern for 
wealthy individuals and families 
is of course the intensifying glob-
al compliance regime. Hui in 2011 
helped establish the Singapore 
Association of Independent Asset 
Managers (AIAM) as a voluntary 
group of senior wealth manage-

ment professionals. The AIAM 
has since its inception focused 
heavily on the vital importance 
of transparency and compliance.  
 For example, the AIAM some 
years ago established a com-
pliance support centre for its 
members and, by default for 
their clients. Hui explained at the 
2018 Hubbis compliance event 
how the regulatory burden will 
continue to be on the clients and 
on the advisers and that deal-
ing with these challenges in a 
forthright manner is essential to 

“I make my fees by offering clients 
value,” Hui reports. “As I said I also help 

them manage their emotional exposure 
to their wealth, which of course one 

cannot charge for, as it is intangible. 
Nevertheless, where it becomes tangible 

is that we increase the share of their 
wallet. In fact, while so many HNW 

and ultra HNW clients are often multi-
banked, most of my clients have only 

one external adviser and I often handle 
their total financial net-worth under our 

management. In other words, 100% of 
their wallet.”

ANTHONIA HUI
AL Wealth Partners
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emotional stress for their clients 
is not alleviated. “The client be-
comes a commodity,” she warns.
 Accordingly, Hui reiterates that 
to succeed outside a brand-name 
bank one needs to have a close 
personal relationship with the cli-
ent, one must have empathy with 
them so there is genuine trust. 
“To survive and prosper as an 
IAM you must be able to remove 
or assuage whatever pain a client 
is suffering from,” she observes. 
“The pains the clients feel in 
banks are due to changes of RM, 
changes of CEOs and so forth, all 
of which simply prove what the 
clients often feel, namely that the 
banks are not client-centric, even 
though they claim to be, time and 
time again.” 

keep clients in step of the devel-
opments and therefore lowering 
their regulatory anxieties.

Step by step
Hui and her husband Leonardo 
Drago, who handles the asset 
management side, keep their 
firm modest in size. “It is dif-
ficult to find like-minded, 
experienced professionals,” she 
comments. “Not many people 
subscribe to these values and to 
our principles.”
 The younger generation, in 
particular, want more instant 
gratification,” she elaborates, 
“but my approach takes many 
years. Are they prepared to 
invest that sort of time?” Not 
often, she says. 

 But AL Wealth Partners, she 
reports, has highly-seasoned 
co-founders as relationship 
managers who have more than 
40 years of international banking 
experience, while in recent years 
in the private banking business 
she remarks how many top-level 
people changed jobs. 
 “How then can you truly say 
you value the relationships, when 
you keep moving your client 
from one bank to the other,” she 
wonders. “Clients do not like that 
sort of change, they already have 
enough stress in their life.”
 Hui says the fickleness of the 
corporate world is a worrying 
trend because while of course the 
RMs can bid themselves up to far 
larger remuneration packages, the 
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Born in Hong Kong and now resident in Singapore, Hui admits that she does not lack for mate-
rial possessions and feels remarkably blessed to have achieved so much armed with only high 
school education. 

"I have worked hard to progress in my career," she reports, "but I don't have the kind of ambi-
tion of certain people, I did not have set targets to achieve certain titles by a certain age. I think 
that comes from my humble background because I had little to begin with, so every achievement 
seemed like a milestone. That is why for me my entire working life is a highlight of my life."

Hui began her career as a teller with the Belgian bank, Fortis, in Hong Kong. She moved to APCO 
(Asia Pacific Capital Corporation), which was a subsidiary joint venture of Fuji Bank and Citibank, 
then joining what was Manufacturers Hanover Bank, which is now absorbed into JP Morgan 
Chase. 

Her first private banking role was indirectly with Swiss Banking Corporation by working in a 
subsidiary called BSI in Lugano, then returning to Hong Kong, but soon afterwards moving to 
London with Coutts & Company. After that, Hui moved to Paris with BNP, then returned to Hong 
Kong and subsequently the bank became BNP Paribas through a mega-merger. Her final role 
before venturing out on her own was with Credit Suisse in Singapore.

Hui and her husband and other team members have made a success of AL Wealth Partners. Her 
in-depth, multidisciplinary knowledge and experience have given her international insights that 
few bankers can claim. 

Aside from founding the AIAM in 2011 and acting previously as its President, in November 2014 
Hui was given the title of 'IBF Fellow' by the Singapore Institute of Banking and Finance (IBF). 
The standard-setting body for financial sector competencies conferred the title in recognition of 
her status as a leading practitioner and thought leader in the industry. 

She was also closely involved in setting up and implementing the 'Financial Industry Competency 
Standards' (FICS), a benchmark-setting framework for professional achievement in the wealth 
management industry. The FICS is initiated and supported by Monetary Authority of Singapore 
and the Institute of Banking and Finance (IBF). 

Hui is known for her sense of style, and this sartorial elegance also often finds its way to the golf 
course, where she enjoys one of her favourite outdoor pursuits. 

"I love golf," she says, "but in truth, my work is also my hobby and my passion, and that takes 
most of my time. If a client calls me up at the weekend and say they have an issue, I will spend 
hours talking to them, I will drop everything I am doing, I will listen to the issue and I would 
follow-up and I will set my timeline to make sure I get back to them. I thoroughly enjoy it all."

Getting Personal

FEATURE ARTICLE 



7       

Hui and husband Leonardo married in 2010.  He also works at the firm, running the portfolio 
management side. "We met in my last banking job," she recalls, "and we are lucky in that we share 
many common interests, be it work, golf, or now poker, the latter of which he introduced me to."

She notes that Leonardo is a very educated well-read communicator. "He is like an online or 
instant dictionary and always gives simple, clear answers." And she quips that although there is 
Google assistant these days, she still prefers to hear her husband's replies and insights.

Hui says her limited early education and modest background allow her to greatly respect her 
husband's erudition. "He is an inspiration to me, very knowledgeable, he has many interests."

Returning to her love of golf, Hui notes that amongst her favourite courses are Cape Kidnapper 
in New Zealand, Pebble Beach in America, and Sentosa in Singapore.

And as to her fascination for poker, she and Leonardo enjoyed a recent visit to Las Vegas with 
some close friends, where they attended the World Series of Poker Tournament (WSOP). "There 
were almost 8000 people and probably less than 100 were women, it was quite an incredible 
experience," she recalls, and jokes that it was the first time in her life that she had seen a longer 
queue for the men's washrooms than for the ladies."

Hui also has a love of the performing arts, something she embraced when living in London and 
firstly enjoying lunch-time concerts, before expanding her outings to many evening ballet per-
formances and musicals. Hui took this passion home to Singapore and today supports local 
theatre organisations like Pangdemonium, Intercultural Theatre Institute and Wild Rice. Besides 
monetary donations, she takes pleasure in introducing her HNWI clients to the arts. 

In supporting the performing arts, Hui sees a larger social good in Singapore as she firmly be-
lieves in the power of the arts to enrich the vision and soul of an affluent society. She has been 
named the Singapore National Arts Council's Patron of the Arts several years running since 2010.

Hui is content with her achievements as a person but does not like to play the gender card. "We 
should not present ourselves as the weaker sex," she cautions, "or as some sort of victim of a 
movement or a bias. We should embrace the differences between the sexes, we each have differ-
ent strengths and weaknesses. Each as an individual should know what they value and what they 
represent. We must strive for what we believe in, but not just because you are a woman. Never 
in my past have I ever played the 'female' card. The only disadvantage I have ever felt is my lack 
of a formal education."

Nevertheless, on this last point, Hui says she turned her disadvantage to advantage. "I remem-
ber when I went to a major global bank for an interview. "Although the CEO definitely wanted 
to hire me," she recalls, "his deputy was difficult. He first asked me whether I had gone through 
tertiary education. Back then I did not know exactly what tertiary meant, so I said no. He won-
dered why in that case I might consider myself qualified enough to take on the role as a manag-
ing director, to which I asked whether he would not value real experience and ability to deliver 
over academic results."
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The interviewer seemed to ignore her, she remembers, then decided to test her on the definition 
of option. "Instead of explaining it in textbook style," Hui elaborates, "I gave him a simplified, 
easily understandable version of how financial options work. He kicked me out, saying that I was 
simply not qualified due to my education, it was highly insulting of him."

Hui says she was resilient and quickly bounced back, seemingly reinforced by the old adage that 
whatever does not break you can make you stronger. "I realised that I must not allow my lack 
of formal education to be a major disadvantage to me," she says, "so I worked even harder to 
produce the results, but without compromising my own integrity."

Hui is certainly one of Asia's wealth management personalities, someone who has exceeded the 
expectations of many around her, perhaps even exceeded her own expectations, someone who 
had boldly, yet humbly overcome some of the disadvantages she faced in her early life. 

She has not only achieved her goals, and more, but has done so while maintaining her values and 
her integrity. "I deliver results," she says on closing the interview, "And I continue to do so with 
total commitment and a genuine love of what I do."

As the interview fades one might imagine the sound of Frank Sinatra's famous song as he sings: 
"I faced it all and I stood tall, and did it My Way".    
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