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At the Hubbis Malaysian Wealth Management Forum 2019 in Kuala Lumpur on 
July 7th, we asked leading industry experts for their 

exclusive and incisive insights

We hope you enjoy this summary – it’s packed with content from the forum. 
Click on the Speakers Name to view their BIO. 

You can also read the transcripts in this document - 
and click on Watch Video to view their exclusive interview.
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Carolyn Leng
Head, Private Wealth Malaysia, 
Group Wealth Management, 
Community Financial 
Services, Malaysia
Maybank

What changes are we seeing in 
client expectations and behavior 
in Malaysia?
Watch Video

Clients are expecting a different 
way of being serviced. At the 
end of the day, with so many 
regulation changes, there’s also 
a lot of transparency required. 
This is furthered by a growing 
expectation for transparency from 
the client, resulting in the need 
for more transparent reporting. 
In this way, a lot of clients are 
expecting bankers to be able to 
properly advise them from a 
taxation standpoint, a reporting 
standpoint. They also expect 
advice on how the positioning 
their investments, on their 
portfolio, and their overall 
family wealth going forward. 
Corresponding with this, we have 
seen an increasing number of our 
clients are becoming more and 
more global.

Robert Foo 
Managing Director, Founder
MyFP Services

What can you do to improve 
the value proposition in wealth 
management in Malaysia?
Watch Video

To improve the value proposition, 
what needs to happen is that we 
need to understand the value of 
wealth management services and 
advice. The trouble is, most of 
the market is in the business of 
becoming the middleman; sharing 
this fund or this insurance or this 
car solution, things like that. While 
I think that kind of business has 
its place, what we need to do is 
encourage an environment where 
advisors and wealth managers 
actually can charge for advice 
and services, rather than solely 
sourcing their income from the sale 
of products. This is a problem we 
encounter in both Malaysia, and in 
many other countries. Now, many 
other countries, like Australia, are 
trying to create a value for advice. 
The encourage this by saying: “Hey, 
if you sell investment products, 
you cannot get a commission.” This 
encourages practitioners to give 

advice, rather than push products. 
This means that people get advice, 
and that advice is being charged. 
This is something that I understand 
is also happening in India, as in 
order to gain a license you need to 
become a fully qualified financial 
planner, rather than a middleman.

What trends are we seeing in 
Malaysian Wealth Management?
Watch Video

I can understand where some of 
these people are coming from, as 
they are coming from a paradigm 
which has been defined for 
them. Therefore, they can only 
innovate within the constraints 
of this kind of environment, as 
they need to operate within the 
regulations, restrictions, and 
barriers they are facing. However, 
the point is that the world, in 
terms of competition, doesn’t 
depend on your own regulation. 
Take a simple example, like a 
company like Google and Apple. 
Have you head of Apple 15 years 
ago? No. Now, however, they 
are one of the largest companies 
in the world. This has been 
accomplished partly due to the 
fact that they compete in an 
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environment that has an open 
architecture structure. We in the 
wealth management industry, or 
in the financial advice industry, 
need to understand that our 
real competitor is technology. 
We have to provide value to 
the client, and fulfil the role of 
advisors, rather than just sticking 
to a middleman business.

Kenny Suen 
Principal Officer, 
Chief Marketing Officer
Bill Morrisons

Do you have a structured sales 
process? To what extent does this 
need to be improved / changed?
Watch Video

There’s no real structure sales 
process because all of my advisors 
have a different ‘forte’. We all 
come from diverse backgrounds. 
Some of them are very good in 
investments, some of them come 
from an insurance background, 
some are from trust background. 

We realise that every client 
is unique, and therefore look 
for tailored solutions, which 
comes with a holistic approach. 
Whenever our advisors interact 
with a client, we identify their 
needs, and from this conversation 
we may recognize that we may not 
be in the right position to advise 
them. We therefore use our team 
of specialists. These specialists 
work with the advisors to 
complement their input and help 
ensure that advisors are capable of 
providing the right advice.

Dominic Volek 
Managing Partner, 
Head Southeast Asia
Henley & Partners

How can Henley & Partners help 
HNWI clients in Malaysia?
Watch Video

Malaysia is a really interesting 
market for us. It’s a big growth 
area. In Malaysia you have a large 
expat community living here 

from the Middle East, from places 
like Bangladesh and India. We’re 
assisting a lot of these clients 
with citizenship by investment 
programs; these clients are 
looking for a citizenship, and 
therefore the right to own a 
passport of a second country. 
This gives them much greater 
mobility and travel freedom around 
the world, visa free access to the 
European Schengen area, the UK, 
Singapore, and Hong Kong. A lot of 
the time, these markets are often 
not available to these clients on 
a visa-free access basis. We also 
have a lot of Malaysian clients 
who are interested in places like 
the UK and Australia. Both these 
countries have interesting residence 
by investment programs; if you’re 
financially independent and you 
have the financial capacity, you can 
invest into the UK or into Australia, 
into what they call their “investor 
visas”, in order to eventually 
obtain permanent residence. This 
also opens up options for wealthy 
families and their children in 
terms of education and working 
opportunities. These reasons are 
why clients are coming to us from 
Malaysia and are examples of how 
we are working with the banks and 
the financial advisors in the country.

Shan Saeed 
Chief Economist
IQI Global

What Macro trends will create 
opportunities and challenges in 
2H 2019?
Watch Video

Technology is making a huge 
impact across all industries and 
banking is not an isolated industry. 
“Digital innovation of assets” 
are the new buzzwords in the 
industry, and that will continue 
to happen for the next three to 
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five years. Therefore, if you want 
to stay germane to the market it’s 
very important that you adopt 
technology, and technology 
can actually spur growth and 
productivity in many industries 
over the next three to five years.

Kimmis Pun 
Senior Managing Director, 
Head, Greater China
EFG Bank

What are the main opportunities 
that will continue to drive 
growth in wealth management 
in Malaysia?
Watch Video

Malaysia presents a great 
opportunity. If we want to see 
further growth, we need to look 
at a demographic of Malaysia. 
Malaysia is experiencing 
transfer of “old wealth” to the 
new generation. In the past, 
this “old wealth” was centered 
around manufacturing and 
properties. However, when this 
new generation inherits wealth 
from the parents, they are no 
longer involved in these areas 
of business. They are more tech 
savvy. They also have a greater 
concern for protecting the earth, 

living sustainability, and how to 
grow their assets in the current 
climate whilst maintaining social 
awareness. I believe that this 
shift in mentality means there 
is tremendous opportunity in 
Malaysia. We have recognised 
two key areas of opportunity. 
One is the emergence of this 
new generation. The second is 
Islamic private banking. We want 
to do something that is really 
meaningful in Malaysia. Therefore, 
I believe that both Islamic banking 
and the generational transfer 
are two great opportunities for 
Malaysia and represent a driving 
force of the domestic private 
banking business.

Julian Kwan 
Chief Executive Officer
InvestaCrowd

Is the Blockchain - the future of 
private wealth & asset management?
Watch Video

Absolutely. We believe that the 
use of blockchain technology, 
whether it’s public blockchains or 
private blockchains (distributed 
ledger technology) will form the 
new ecosystem of all financial 
products, structured products, 

stocks, bonds, real estate, and 
so on. You will see a digital 
representation of every single 
asset out there. I think it’s 
going to dramatically change 
the private banking and wealth 
management world, because 
we’re going to see a whole new 
world of product coming to the 
market that clients and wealth 
managers weren’t able to assess 
or invest into before.

John Robson 
Chief Commercial Officer
Quantifeed

What digital expectations do 
clients have?
Watch Video

Customers want to be able to 
access their wealth. They want 
to be informed about how it’s 
performing and what their next 
best move is through their digital 
platform. I think if we fail to 
deliver on that, then we’re very 
quickly going to find that there 
will be organizations who will be 
able to deliver on it. It’s all about 
information, but also executable 
ideas, and I think that’s the digital 
direction that we’re moving 
towards in the years to come.
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Andreas Wenger 
General Manager, Asia Pacific
IMTF

Are banks going in the right 
direction in their digital journey?
Watch Video

Banks want to be very digital, 
but even if they digitalise in the 
right way, I still think there is 
scope to challenge them. Just 
taking the current process and 
putting it into a new system will 
not create a new, efficient, digital 
process. If you look at the process 
of onboarding, that being as a key 
process for every bank, we still see 
an extensive number of manual 
steps. I think the banks need to 
rethink the process first. We can 
help them by challenging them, 
and thus encouraging them to 
bring in a system in which they 
can be a very compliant, whilst 
also making their clients happy 
through a positive user experience.

Anand Rai 
Senior Manager iWealth
Intellect Design Arena

What is RM Office – 2020 Advantage?
Watch Video

At Intellect Design Arena Limited, 
we are primarily focused on the 
BFSI sectors and the banking 
space. We have offices across 
the Globe and a presence in 
32 countries. Our structure is 
similar to that of a traditional 
bank; we have global consumer 
banking, global transaction 
banking, we have risk and cursory 
management, and we have 
insurance that caters to various 
lines of business for banks. The 
intent of our RM Office Advantage 
2020 strategy is to deliver a 20% 
increase in RM productivity and 
revenue. How do we achieve that? 

We have designed a structure so 
that whatever we do, RM is at 
centre, thus allowing us to cater 
to the needs of Relationship 
Managers. For example, as a 
Relationship Manager is supposed 
to generate new business, engage 
with customers more effectively, 
or a Relationship Manager is 
supposed to execute, plan and 
monitor in order to support the 
client, our strategy is intended 
to provide support through the 
development of a conceptual 
office, desk and tools. The office is 

considered as ‘nothing’ yet is linked 
to the capacity of the Relationship 
Manager. A desk is considered 
as ‘nothing’ but is linked to the 
capacity of the Relationship 
Manager to deliver results. The 
tools may be considered as 
‘nothing but are what enable 
those functionalities and help 
them to fulfil their responsibilities 
and increase efficiency. That is 
what our RM Office Advantage 
2020 strategy is about; providing 
an environment to support the 
Relationship Manager. 
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