
Link to Article on website
Link to Event Homepage

Link to Content Summary page
Link to Photos

Link to Video Highlights

1       Wealth Solutions & Planning

VIDEO HIGHLIGHTS - ASIAN WEALTH SOLUTIONS FORUM 2018

Asian Wealth 
Solutions 
Forum 2018
video highlights

At the Hubbis Asian Wealth Solutions Forum 2018
in Singapore on November 1st, we interviewed 

leading industry experts. Want to know what you missed - 
click here to view the highlights.

You can also read the transcripts in this document - and click on 
the name of the person to view their individual comments.
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Brendan Dolan
Old Mutual International

I think we’re seeing insurance 
being used increasingly in the 
wealth management arena, particu-
larly around Asia. As a solution for 
high net worth clients, we’re seeing 
increased demand. It’s almost come 
back into fashion, to be honest, 
where good old- fashioned tradi-
tional life insurance is getting more 
airtime. That can be driven by the 
solutions for the clients but also 
interestingly from a regulatory point 
of view. For example, CRS using 
insurance to report, not in terms of 
hiding assets or moving assets 
around, but actually as a way of 
simply recording the assets in the 
changing regulatory world.

Craig Ellis
Charles Monat

In regard to new products, I’m 
not necessarily of  the view that 
we’re going to see absolutely new 
products, but I think we’re going to 
see more interest and emergence in 
recent introductions and innova-
tions in the life insurance product 
there in the high net worth  space, 
particularly the index universal life 
and also the variable universal life. 
The reason I say that is that, we’ve 
seen for a long period of time that 
the traditional universal life and the 
whole of life have been supported 
very much by the financing of those 

premiums. Now as the financing 
costs increase, that creates a differ-
ent situation and a subject matter 
for discussion and solution. These 
type of products will offer different 
ways of addressing the financing 
issue, be it through variable univer-
sal life where you’re pledging assets, 
or in the indexed area where you’ve 
got your investments in index 
funds, which generally will give you 
a higher rate of return and a bit of a 
different equation in regard to the 
financing aspect.

Gerard Gardner
EFG Wealth Solutions

The challenges that are being 
faced now are those that are fairly 
typically of wealthy families glob-
ally, except maybe there’s a longer 
history in Europe and in America of 

dealing with these challenges and 
sharing the problems that the fam-
ilies have outside the family circle. 
This is beginning to emerge as the 
need for transfer of wealth to the 
next generation becomes a more 
pressing need.

Marcus Hinkley
Hawksford

I’m speaking about family gov-
ernance today. Too much of what 
we talk about these days is about 
transparency and the burdens of 
trusteeship. But having a look at 
family governance, how people can 
plan with their future, succession 
planning. Well, that was the topic 
of my speech today. The conse-
quence of people not taking that 
seriously is the rags-to-riches story 
- it’s really important.
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Mark Smallwood
HP Wealth Management

In the next five years, approxi-
mately 40 percent of the wealth of 
the ultra high net worth in Asia will 
move to the next generation. So, 
there’s a tremendous amount of 
work that needs to be done to 
ensure that that transmission of 
wealth is smooth, efficient, and 
done in a way that ensures that the 
family is able to continue the wealth 
for future generations.

Woon Shiu Lee
Bank of Singapore

Asian families are really moving 
towards a perfect storm. Regulations 
are changing at breakneck speed. 
Their own circumstances are also 
evolving in a way that is not very 
comfortable for them because of in-
creasing tax exposures, exposures to 
different spouses from different ju-
risdictions and of course tax laws and 
legal regulations are also changing in 
a way that is very uncomfortable for 
them. So they are marching into a 
perfect storm. Because they are going 
to a perfect storm, they need all the 
guidance they can get from good 
advisors, banks, lawyers and inde-
pendent advisors. Whoever takes the 
lead in orchestrating a solution will 
have the edge over the others. 

Edmund Leow
Dentons

There are number of changes that 
are going on in the world now. Part 
of it is to do with regulation and tax 
planning and transparency and so on, 
but part of it also is to do with family 
governance and succession because 
people are very conscious of the 
regulatory changes. That’s what’s 
reported in the media. But what’s not 
reported in the media is the fact that 
families are also more conscious of 
disputes. There are more and more 
Asian families disputing. Members 
of the family are fighting each other 

all the time, much more so than 
before. The word of the patriarch is 
no longer law, so therefore families 
need to worry about that. Because of 
that, there’s a lot of work for lawyers. 
Lawyers are the people who put 
structures in place that can cater for 
family governance and hopefully 
avoid disputes. And if there are dis-
putes coming up, then of course, 
lawyers will be involved even more.

Georgina Foord
INTL FCStone

We’re here today supporting the 
Hubbis event because we believe it’s 
a great platform for us to promote our 
product which is a physical bullion. 
Recently we have found that the 
wealth management community 
have been looking for more access to 
gold and particularly physical gold. I 
think it’s a particularly good time at 
the moment for people to invest in 
physical gold. The markets are slight-
ly toppy so perhaps gold will help 
them to diversify their portfolios and 
hedge again future risks.

Zac Lucas 
Centenal

Today I talked about the manda-
tory disclosure rules and the impact 
they’ll have on Singapore and Hong 
Kong. Particularly the impact they’ll 
have for promoters of CRS avoid-
ance arrangements, whether they’ll 
cross Asia or into the region gener-
ally. Looking carefully at whether 
or not in Asia we will adopt their 
mandatory disclosure rules either 
in the same way as the EU or alter-
natively, we’ll wait a while to imple-
ment them. Basically, the message 
is that the rules on transparency are 
going to get harder and a lot more 
complex. Mandatory disclosure will 
effectively mean that arrangements 
that are entered into with avoidance 
in mind will likely surface with 
serious consequences for the indi-
vidual involved.
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Woon Hum Tan
Shook Lin & Bok

Some of the wealthy clients and 
families that we have approached or 
have come to us, tell us what are the 
issues and the concerns they have 
and we are happy to share with them. 
They are finding it difficult to get good 
advice, difficult to come together as 
a family and find a sustainable solu-
tion that’s compliant and going 
forward that can help the family, 
protect their wealth, protect the 
family together and transition wealth 
in a smooth manner. I think finding 
the right solution, finding the right 
advisors, is very challenging today.

Nirbhay Handa
Henley & Partners

Henley & Partners are the industry 
leaders in the investment migration 
space. A big part of what we do is 
government advisory and also we 
advise private clients. There are two 
reasons why people reach out to us, 
number one is essentially hedging 
the sovereign risk. We have a lot of 
countries in the sub-continent and 
in Asia where there is a bit of a sim-
mering political crisis and these 
people are looking for an insurance 
policy. Number two, life becomes 
much easier if you have an alterna-
tive citizenship of a country which 
allows you to travel freely – or visa 
free travel.

Pierre Vanrenterghem 
Rosemont

The main issues for families in 
Asia is the lack of access to good 
advisers, and a lack of access to 
knowledge. Buyers who want struc-
turing come to a firm l ike u s t o 
advise them on how to better struc-
ture their asset, tax compliance and 
succession planning.

Rohit Bhuta 
Crossinvest

There are many challenges that 
wealthy families face in Asia and 
these are multiplying as we move on 
and as the industry gets more and 
more complicated. A seminar like 
this organised by Hubbis where four 
hundred of the industry participants 
have gotten together here in Singa-
pore to address those challenges, to 
talk about how we can meet these 
challenges is exactly what we need. 

Rohit Ganguli 
EFG Bank

I think it’s common knowledge 
that there’s a large transmission of 
wealth, succession planning and 
liquidity planning. It’s a huge oppor-
tunity for private banks to be invo-
lved in, but it’s a long one. It’s 
something which banks have to 
be aware that it’s going to take 
time to materialise, but if they have 
patience, have the right discus-

sions, I think it’s a big opportunity, 
especially given the increased 
number of products which are avail-
able in the market.

Sebastien Hayoz
Asiaciti Trust

Really the highlight is to get this 
business back to basics or the in-
dustry back to basics. It’s just too 
complicated. It’s just too complex 
now and of course there are a lot of 
consolidations. There is a complex 
war and a lot of things have to be 
done, reviewed and considered. But 
actually in an engaging discussion 
was declined, we can start with the 
basics and then start from here and 
grow from here.

Simon Lints
Schroders Wealth Management

I firmly believe there’s a great 
opportunity here. In South east Asia 
there’s a huge amount of wealth 
being generated. The level of so-
phistication of clients is increasing. 
There’s a lot of younger generation 
who’ve been educated overseas who 
are coming back and with them 
bring knowledge and contacts and 
expectations. There’s internet with 
all that that brings with it. Clients 
are more sophisticated and more 
informed, so I think for good advi-
sors here and there’s many here 
today, there’s great opportunity to 
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get involved with these clients and 
to be able to charge for their ser-
vices accordingly.

Walter de Oude
Singapore Life

Singapore Life is doing fantasti-
cally well in the high net worth 
market where Singapore’s newest 
life insurance company, the fastest 
growing life insurance company in 
Singapore and already the largest 
writer of direct life insurance busi-
ness in Singapore. In the high net 
worth space we are offering univer-
sal life and variable universal life 
products. We are finding ourselves 
to be very successful because people 
seem to prefer Singapore as a des-
tination for their wealth rather than 
any other place. Singapore Life as 
an ambassador for Singapore is ben-
efiting significantly from that. As 
part of this conference we love pre-
senting what we’re doing and seeing 
great traction with our partners, the 
brokers, the private banks that we’re 
dealing with, all who are really 
seeing value from the services that 
Singapore Life is able to provide.

David Denton 
Old Mutual International

Insurance as an investment is the 
subject for our topic today. The back-
ground here of course is that every-

body today talks about platforms, 
and platforms being different things 
to different people. But largely, these 
are electronic means by way people 
hold their wealth, banking platforms 
and custody arrangements. The fact 
here of course is that this means that 
the individuals who own those plat-
forms are the beneficial owners of 
the assets. Life insurance is an in-
vestment. The owner of the policy 
is detached from the underlying 
asset. That brings a multitude of 
benefits, both potentially from a tax 
point of view and in terms of wealth 
transfer and sometimes in terms of 
confidentiality. Not necessarily from 
the tax man - that’s not the conver-
sation - but in terms of other people 
connected with the family, etc.  Let’s 
bear in mind from a common report-
ing standards point of view, what 
everyone owns in an insurance 
policy investment is all consolidated 
to one single line of reporting. With 
the possibility of data breaches and 
duplication of reporting, consolidat-
ing your wealth into one line has got 
to be a huge advantage.

James Tan
Tokio Marine Life Insurance

One of the keys things about the 
high net worth space is that there’s 
increasing wealth into the region of 
Singapore, but one of the things that 

we see that’s lacking is that custom-
ers are not adjusting their coverage 
to address some of the risks that they 
have from the insurance perspective. 
I think this is a great way for people 
attending this conference to under-
stand how insurance plays a role in 
their wealth management process. 
We have recently launched a new 
product. It’s called a TM Apex VIP. 
It is a very simple, transparent, US 
dollar, Singapore product. What is 
does is that it locks in the highest 
monthly com value and pays out to 
the customer in event of death the 
highest monthly value. It a very 
simple product and I think it’s de-
signed to meet the needs of custom-
ers that UL can’t satisfy.

Kimmis Pun
VP Bank

In Asia Pacific, especially South-
east Asia, there is lots of opportu-
nity for advising on the generation-
al transfer of wealth. Most of the new 
generations may prefer not to inherit 
a father or mother’s business, creat-
ing a generational gap. It’s a really 
great opportunity for VP Bank to 
come into this niche and advise them 
on how to structure their wealth, 
and also to assist in preserving the 
wealth among the generations. I 
really, really love the wealth plan-
ning forum here.
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Peter Triggs
DBS Private Banking

Wealthy families have a number 
of issues. One of the biggest issues 
in Asia today is the issue of succes-
sion. Often it’s succession of a 
family business. This is one of their 
key concerns. For the first time with 
the implementation of CRS, the 
exchange of information, clients are 
realising now that the time has come 
to really get some good advice. They 
need advice tax, they need advice 
on legal issues, they need advice on 
corporate succession and corporate 
governance and family governance. 
They’re looking for people they can 
go to, to be trusted advisors. I think 
that’s a challenge for our industry. 
We must not be perceived by clients 
as people who sell products. I think 
particularly the wealth planners 
have an opportunity to be perceived 
as trusted advisors. But they need 
to be prepared to listen. They need 
to be prepared not to have their own 
agenda. They need to be prepared 
to give advice that may not neces-
sarily be in line with vested interests 
in order to establish client trust. I 
think people who can meet this 
standard and also have the back-

ground, whether it’s tax, legal, trust 
- whatever it is - if they have the 
background to have really some-
thing useful to contribute, they can 
play a tremendous role. Becoming 
the trusted advisor to some of these 
high net worth families is both im-
portant but also incredibly reward-
ing if you can meet the required 
standard.

Richard Vargo
DBS Bank

At DBS we take a holistic ap-
proach to our client needs, and 
insurance is a very, very important 
part of the risk protection needs, 
the financial planning needs of 
consumers and in the high net 
worth space in particular, the suc-
cession and legacy planning needs 
of a customer. At DBS we offer a 
wide range of insurance products. 
Recently we launched our new 
cyber smart product to help people 
protect themselves again identity 
theft and something relatively new 
- cyber bullying. We think this is a 
very important product and we 
have interest from a wide range of 
our retail as well as our high net 
worth customers.  
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