
1       Wealth Solutions & Planning

PANEL SUMMARY - ASIAN WEALTH SOLUTIONS FORUM 2018

The Challenges  of 
Transitioning Family 
Businesses and Wealth 
 Wealth managers in Asia are increasingly facing up to 
the challenge of retaining clients once wealth passes 
to the younger generations. “It is essential to build and 
retain what I can call the ‘emotional’ connection to the 
broad family,” advised one private banking head at 
the opening of the third panel discussion at the Hubbis 
These were the topics discussed:

  How can RMs have a proactive, sensible and sensitive conversation 
with families about succession and business issues?

  What do UHNW families in Asia need – and how is this changing?
  What’s your role in all of this? How can you help set the family 

agenda – and keep the family together?
  How can you avoid family disputes?
  What are the issues and how do they get resolved?
  How to fight and when to fight?
  How do you make relationships sticky across generations? What are 

the touch points you must have?
  How are the demands of the next generation different?
  What motivates them when it comes to topics like ESG and 

Philanthropy?
  What governance structure can you put in place to minimise tensions 

and enhance the longevity of the structure?
  What shared values should drive family behaviour?
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EXECUTIVE SUMMARY 

Emotional connectivity as important as expertise
While wealthy families plan for the transition of their businesses and wealth to younger family members, private 

banker and wealth management firms are planning for the retention of those younger generations as future 

clients. To achieve this the advisers must convey emotional connectivity across the family generations, as well as 

convincing all constituents of their experience and expertise.

Work hard to reach out
Programmes such as seminars, conferences, retreats are all positive outreach options for connecting to the 

future inheritors of Asia's enormous private wealth, as the region faces succession issues across every country. 

Looking at business management, corporate and individual governance, as well as investment strategies, are all 

essential ingredients.

Understand family dynamics
The bankers that can engage with the broad range of family members to understand the dynamics of their 

clients will succeed best. Emotional empathy must be married to technical ability and it is quite rare to find the 

right person for that right mixture.

Advice-led objectivity required
Trust is essential, but all too often the wealth manager will be driven by commissions, which means an inherent 

conflict of interest. Advice on a "pure" basis to secure the best outcomes for family clients.

Consider the "new" paradigms
Environment, social and governance (ESG) and social impact principles are ever more important to the younger 

generations, and quite often the older generations want to consider how to create a positive legacy, for example 

through philanthropy. Understanding and reacting to these motivations is essential for the successful adviser.

Legacy plans need to be kept current
Families evolve, people change, and all too often legacy and succession plans do not evolve at the same pace. 

The panel advised that better inter-generational communication is required, and families should endeavour to 

keep their legacy plans relevant and up-to-date.

Disputes can't be avoided, so appropriate structuring helps
There will always be disagreement within families, but if bankers can help families create the right structures for 

holding and vesting wealth within families that will help side-step unnecessary loss. 
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“WE SPEND MORE AND MORE 
TIME now on legacy 
planning and sustaining 
this through the 

generations. Educating the younger generations is 
vital. But of course, we do find that clients move 
significant assets out of the bank to the preferred 
banks of the younger family members, so we need 
to engage the families earlier and focus on how 
we can truly connect with them, rather than just 
talking about the investment returns.”
     Another private banker in attendance explained 
that his bank has a number of initiatives, including 
conferences for the next generations, which the 
bank commenced more than 15 years ago. “We 
spend a lot of time thinking about what is relevant 
for each of the generations,” he reported, “and 
we have eminent speakers who guide on business 
management as well as governance and the 
avoidance of disputes.”

Horses for courses
He also explained that segmentation of the 
generations is important. “Typically,” he 
elucidated, “we would have a very senior banker 
looking after the wealth creator or founder, and 
we will have other bankers helping the future 
generations, to make sure we are fully engaged 
with them, for example inviting to them to our 
seminars and the retreats. In this way we position 
ourselves for the time they are decision makers for 
the wealth, we aim to be seen as the banker for the 

TUCK MENG YEE 
JRT Partners

PROF GUNTER DUFEY 
University of Michigan & NTU SG
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whole family. We also leverage our global resources 
and connections to further the service we offer.”
     “It is all about understanding the family 
dynamics,” advised another expert, who comes 
from a wealthy Singapore family. “Emotional 
empathy must be married to technical ability and 
it is quite rare to find the right person for that 
right mixture.”

Trust – without it, wealth management 
fails
Trust is the essential ingredient, added another 
guest, but he questioned the ability of the wealth 
management industry to separate ‘pure’ advice 
from commission-chasing, and therefore all too 
often there is an inherent conflict of interest.  
     A digital platform expert noted that when 
referring to the younger generation, these people 
might be in their 40s and are often far more 
digitally engaged than their parent-founders. “You 
do not need to be in your 20s to have an ease of 
accessibility to digital platforms, they often feel that 
for the investment and asset allocation strategies 
and activities, they do not need to meet advisers, 
although for legacy planning and other matters a 
face-to-face discussion is more pertinent.”

Looking on the brighter side
The discussion migrated to ESG [environment, 
social and governance] investing and general social 
impact principles. “A family we work with have 
made sure their younger generations are engaged 
on these matters,” she explained. “they get them 
closely involved in running the family’s CSR 

KIMMIS PUN 
VP Bank

Source: Asian Wealth Solutions Forum 2018 - Singapore
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programme to that understanding and motivations 
are aligned across the generations.”
     An expert noted that different generations have 
different attitudes and approaches. “The older 
generations cannot simply think that the younger 
generations want to follow in their shadows,” she 
said, “so we need to sit down with the family and 
discuss their visions, their thoughts, their plans 
and then we see where they align. As a private 
banker, we are aiming to bank with the whole 
family and in order to build their understanding 
together, this type of communication is important. 
We are even working with an educational 
institution to create a programme where the 
different generations they are able to learn 
together about the future of the family, for their 
future sustainability.”

Upgrading family legacy plans 
The Chair then remarked that a survey of the 
audience that day had highlighted how 82% of the 
attendees felt the families they deal with do not 
have a coordinated and structured succession or 
legacy plan in place. He then asked the panel why 
this should be the case.
     “I think to say these families have ‘no plan’ in 
place is a bit extreme,” said one expert. “But what 
we do often find is that the plans that are out there 
are not properly formed or duly considered. For 
example, you might have plans for a certain pool 
of assets to be transferred to certain beneficiaries 
who might not have an interest in them. So, why 
transfer them to people who will dispose of them 
immediately? So we need to help families think 
about the different needs of the generations and 

JEN CHER CHEW 
DBS Private Banking

“I THINK TO SAY THESE FAMILIES 
HAVE ‘NO PLAN’ IN PLACE IS A 

BIT EXTREME,”

also build plans for developing people who are 
stewards of the assets or the pool of assets. It is all 
about leadership skills as well as planning. In short, 
I think many families have plans but most are out of 
date with. Better communication is required.”
     Another guest commented that there is a 
considerable difference between families that have 

Source: Asian Wealth Solutions Forum 2018 - Singapore
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USD50 million or more to families that have USD5-
25 million. “I will assume that the audience was 
answering mainly for the lower wealth category,” 
she said. “For this type of family, we can see that 
the younger generations are usually well-educated, 
often from overseas institutions, and can more 
easily focus more on the sustainability of family 
wealth and future planning.” 
     A fellow panellist concurred, adding that the 
risk appetite of each generation and each family 
member is often different and must be considered 
in the overall planning.

Protection against corrosion
“We as bankers cannot prevent disagreement 
between family members,” a private banker 
commented. “But we can help with structures 
to mitigate or prevent loss when those disputes 
arise, thereby protecting family wealth rather than 
simply vesting certain assets with individuals who 
might then lose those assets in those disputes.”
      The last word went to another private banker who 
reiterated the need for families to avoid disputes by 
early and regular communication. “To achieve this 
it often makes sense to maybe bring a third party to 
facilitate that discussion within the family and that 
person has to have certain knowledge, experience, 
expertise, a broad understanding of solutions, tax, 
legal implications and so forth. That adviser must 
also be receptive to listening, as very often the 
solutions are in the subtleties that are conveyed in 
this process of communication.”  

Source: Asian Wealth Solutions Forum 2018 - Singapore
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