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Leonteq has received 
more than 15 awards 
since its foundation  
in 2007

Leonteq’s explicit goal is to make a difference through particular 
transparency in structured investment products and to be the  
preferred technology and service partner for investment solutions.

We count on experienced industry experts with a focus on achieving 
client’s goals and a first class IT infrastructure, setting new stand-
ards in stability and flexibility.
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OUR DIFFERENTIATION

Modern platform
•  Integrated IT platform built from ground up with a focus on automation of key processes in the 

value chain

• Platform functionality to address increased customer demand for transparency, service, liquidity, 
security and sustainability

Vertical integration
•  Control of the entire value chain as a basis for proactive service tailored to specific needs of clients

•  Automation of key processes mitigating operational risks

Competitive cost per issued product
•  Modern platform resulting in a competitive cost per issued product allowing for small ticket sizes



This publication is designed to uncover the reality of the Asian opportu-
nity, and the potential for greater engagement between the region and 
Switzerland.

It aims to do this via a look at investment strategies and trends, as well 
doing business profitably and sustainably in what is arguably the most 
exciting region globally.

It is for single family offices, multi-family offices, independent / external 
asset management companies, boutique private banks and other relevant 
institutions – looking to build on and enhance the connectivity between 
Asia and Europe.

The content covers trends in asset classes and investments. It also in-
cludes topics relating to wealth structuring, tax optimisation, business 
formation and setting up operations in Asia – to understand how to do 
business in Asia today given the investment, regulatory and compliance 
dynamics and requirements.

This will help answer questions such as:

 Should you be accessing Asia from Europe? Or setting up operations 
on-the-ground?

 How do you set up your business in different Asian markets?
 Should you be allying with an independent wealth manager, or an 

established private bank – and why?
 Are plug-and-play solutions appropriate or desirable?
 Is it better to combine resources with other firms like you?
 Where can you find real connectivity for you and your clients?

The content in this publication reflects these issues and their implications, 
along with other market trends which practitioners should be cognisant of 
as they help clients plan. 

I hope you enjoy reading these insights and derive value from them.  

Andrew Crooke
Editor
Hubbis
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Feature articles

The SwiSS-ASiA Link – creATing more connecTiviTy 

The opportunity to build greater connectivity between the Swiss and Asian wealth 

management markets is increasingly apparent. Whilst Swiss managers face many 

challenges in making the most of accessing Asia, there remains a huge untapped 

pool of wealth for them to reach if they do it right, according to panelists at 

Hubbis’ SWISS-ASIA Wealth Exchange 2014 in Zurich. 

Doing buSineSS proFiTAbLy in ASiA

Profitable growth, operational efficiency, and a lower cost-to-serve are three criti-

cal goals for market players striving for success within today’s reality of Asian 

wealth management, said panellists at Hubbis’ SWISS-ASIA Wealth Exchange 

2014 in Zurich.

FinDing The moST vALue in ASiA ToDAy

Asia continues to be an attractive destination which lures investors trying to 

access its growth story, said panellists at Hubbis’ SWISS-ASIA Wealth Exchange 

2014 in Zurich. The challenging part is to be able to choose the right investment 

vehicle and asset class to enter the market. 

ForgeT AbouT yieLD - how To DeLiver perFormAnce 

According to panellists at Hubbis’ SWISS-ASIA Wealth Exchange 2014 in Zurich, 

delivering performance has taken precedence over achieving a certain yield. The 

spotlight has also sharpened on transparency around performance and managing 

client expectations.

embrAcing gLobAL TAx TrAnSpArency

The sweeping global changes around global tax transparency present more 

advantages than challenges for advisers wanting to get to know their clients 

better and develop deeper relationships with them, said panellists at Hubbis’ 

SWISS-ASIA Wealth Exchange 2014 in Zurich.

opTimiSing weALTh in A gLobAL, TrAnSpArenT worLD

Panellists at Hubbis’ SWISS-ASIA Wealth Exchange 2014 in Zurich explored 

the need for a lot more time and energy in identifying relevant structures and 

solutions to help clients navigate today’s more transparent world.
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expert insights

in purSuiT oF The ASiAn opporTuniTy  
Bernard Fung of Credit Suisse

why europeAn inveSTorS ShouLD geT more ASiAn expoSure
Steve Knabl of Swiss Asia

 

Firm profile

reDeFining The inveSTmenT experience

Leonteq Securities AG is taking its award-winning offering to a new level 

with further white-labeling and platform development initiatives to help 

investors identify better, more relevant investments, and in much less time.
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US$2,500100 Vs 
3,000

AEOI2017

“When GDP crosses US$2,500 
per capita, that’s when 

consumption really takes off.”
Page 18

“Published data points to 
an estimated 3,000 single 

family offices globally, with 
only around 100, or 3%, 

in Asia Pacific.”
Page 9

“The new regulatory frameworks 
create a need for more talented 

people with stronger skills.... [But] 
it is hard to find the right people”

Page 30

“India is only projected to 
cross the ‘consumption 

growth’ threshold in 2017.”
Page 18

45

“While the average age of 
a client in Switzerland is 

typically between 65 and 75, 
the range in Asia is more like 

45 years of age.”
Page 2

7%

“If you look at the risk-
adjusted returns [in Asia], with 
low volatility at around 2% to 
3%, returns over the past 10 

years have been about 7%.”
Page 23

SwiSS-ASiA weAlth exchAngeiii



tmf-group.com



SwiSS-ASiA weAlth exchAnge2

feature article

The SwiSS-ASiA Link – creATing 
more connecTiviTy
The opporTuniTy To build greaTer connecTiviTy beTween The SwiSS and aSian wealTh 

managemenT markeTS iS increaSingly apparenT. whilST SwiSS managerS face many 

challengeS in making The moST of acceSSing aSia, There remainS a huge unTapped pool 

of wealTh for Them To reach if They do iT righT, according To paneliSTS aT hubbiS’ SwiSS-

aSia wealTh exchange 2014 in Zurich. 

With Switzerland’s wealth management 
industry experiencing one of the most 
significant states of flux of its history, 
banks and other advisory firms are 
looking increasingly to Asia as the cat-
alyst for growth. 

There are certainly plenty of opportu-
nities to build on the Swiss brand in 
Asia, and a lot of investment dollars 
flowing eastwards. 

However, there are crucial differences 
between the two regions which should 
be borne in mind.

For example, the demographics in Asia 
are very different; while the average 
age of a client in Switzerland is typi-
cally between 65 and 75, the range in 
Asia is more like 45 years of age.

Accessing Asian clients must, there-
fore, be done in a different manner, 
and convincing them in the same way 
of the need for wealth management 
services is likely to be tougher.

Yet for those European institutions 
with a long-term view on Asia, a qual-
ity team and the commitment to estab-
lishing a presence on the ground, there 

is scope to build stronger connectivity 
with Switzerland. 

These were some of the main views 
and conclusions of panel speakers at 
the Hubbis’ SWISS-ASIA Wealth Ex-
change 2014 in Zurich.

building The brand

An important part of breaching the 
Asian market is finding the balance be-
tween sticking with what firms know, 
and having the agility to be able to 

herwig van hove
notz Stucki group

“anybody who comes to asia in 
the hope for a quick buck and fast 
growth has to think again”

 “The biggest challenge is converting [the Swiss] brand into a 
resonating product set that matches the cultural norms in asia.” 



Contact us to find out how we can help
visit www.allocatedbullion.sg for more information
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challengeS ahead

While Swiss wealth management in 
Asia is not a new story, there is still 

some way to go before independent 
managers, and even some of the larg-
est banks, can really claim a grasp on 
the region. “The foothold is definitely 
there,” says Ritter. But a key challenge 
is to thrive over those already well-es-
tablished in the region who understand 
the very different dynamics.

Even UBS, for example, which is by far 
the largest Swiss player on the ground 
in the Asian market – has yet to snare 
a significant chunk of the huge poten-
tial from the region’s growing pool of 
investible assets, adds Van Hove. 

One of the biggest challenges wealth 
managers are facing in Asia is convinc-
ing potential clients of the value-add. 

This is a challenge as many of them 
are first-generation wealth.

According to Van Hove, his biggest 
competitors are not other wealth man-
agers, but cash, real estate and fixed 
income investments.

Many such wealthy individuals in Asia 
have established significant cash-gen-
erating businesses, particularly via real 
estate, so new players in the market 
are faced with an enormous challenge 

adapt to what the client wants, says 
Herwig van Hove, managing partner at 
Notz Stucki Group.

In terms of the former, Swiss manag-
ers do hold an important advantage in 
terms of branding.

“The perception of Swiss private bank-
ing [in Asia] is quite good,” says Van 
Hove. “Anything with the word ‘Swiss’ 
in front of it is seen as high quality.” 

Dana Ritter, Co-founder and managing 
director of Dragon Wealth, agrees that 
branding is Switzerland’s biggest as-
set, yet argues it needs to be localised 
when entering Asia. 

“The biggest challenge is converting 
that brand into a resonating product 
set that matches the cultural norms in 
Asia,” he explains.

Bruno Patusi
ernst & young

“asia is not one market, it 
consists of different countries, 
and as such there are different 

regulatory regimes that come 
into play”

Dana ritter
Dragon wealth

“a key challenge is to thrive over 
those already well-established in 
the region who understand the very 
different dynamics”

 “There is also much to be done to improve the value chain in the 
wealth management space, especially since much of the growth of 

business has been built on outdated iT infrastructures.” 
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to convince such individuals to turn 
their money over, explains van Hove. 

Cost is another important factor to 
bear in mind. 

“Labour costs are enormous in Asia,” 
says Bruno Patusi, partner, wealth & 
asset management leader at Ernst & 
Young based in Zurich. 

There is also much to be done to im-
prove the value chain in the wealth 
management space, especially since 
much of the growth of business has 
been built on “outdated IT infrastruc-
tures”, claims Patusi. 

This does, however, spell potential 
benefit for smaller and more innovative 
firms, as the banks will need more time 
to get up to speed, he adds. 

SucceSS facTorS 

Despite the hurdles, there are several 
crucial factors to remember when look-

ing to build connectivity between the 
Swiss and Asian markets.

First, it is critical to understand the 
very different approach to doing busi-
ness in Asia.

For example, it is comparatively easy 
to secure a meeting with a wealthy po-
tential client in Asia, says Van Hove. 

However, the leap to translating that 
meeting into an actual business oppor-
tunity will be greater. 

Similarly, flexibility around such meet-
ings is vital, as a follow-up meeting will 
typically happen far faster than it does 
in Switzerland. As such, it is essential 
that any wealth management profes-
sional seeking to do business in the re-
gion has some kind of local presence. 

“Unless you are local and ready to drop 
everything to go where [the client] 
wants to meet you, that opportunity 
goes away again as quickly as it came,” 
says Van Hove.

It is also vital to remember that Asia as 
a region is vast. 

“Asia is not one market, it consists of 
different countries, and as such there 
are different regulatory regimes that 
come into play,” says Patusi.

Client interests and needs also vary 
between the developed markets like 
Singapore and Hong Kong, and those 
still in their infancy, such as Indonesia. 

Despite the initial costs, however, 
there remains a huge amount of un-
tapped wealth for Swiss managers to 
focus on in the Asia market. 

The real key to accessing this opportu-
nity is longevity.

“Anybody who comes to Asia in the 
hope for a quick buck and fast growth 
has to think again,” says Van Hove. 
This is ultimately a business of trust, 
he explains, and it will take some time 
in the Asia market to adapt offerings 
and ultimately gain that trust. 
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in PurSuiT of The ASiAn 
oPPorTuniTy 
geTTing direcT acceSS To aSia’S numerouS induSTrial, inveSTmenT and STrucTuring 

opporTuniTieS haS become Too imporTanT for wealThy familieS from around The world 

To ignore, SayS bernard fung, head of family office ServiceS and philanThropy adviSory 

for crediT SuiSSe in aSia pacific. buT careful planning and a TargeTed approach are 

criTical SucceSS facTorS.

Getting access to the pace and depth 
of growth that characterises the Asian 
investment story is ever-more impor-
tant for the future prosperity of many 
non-Asian families and other investors.

On the one hand, the region represents 
a logical next step for many business 
owners as their industrial operations 
expand into new markets in Asia.

On the other, the majority of investors 
which come to the time-zone are hunt-
ing for specific assets in markets which 
they expect to grow faster than most 
of the rest of the world – at least for 
the next 5 to 10 years.

In many cases, this translates to 
searching for “value assets”, says Ber-
nard Fung, head of family office servic-
es and philanthropy advisory for Credit 
Suisse in Asia Pacific. 

“Being in Asia gives them the ability 
to access private investment opportu-
nities and networks which they can’t 
from elsewhere in the world,” he adds.

aSian prioriTieS

Despite the prospect of business 
growth in Asia, plugging the gaps in 

asset allocation to the region tends to 
drive interest in expansion eastwards.

In general, exposure to Asia has been 
less than what seems to make sense 
given either the growth to date or the 
forecasts. And interest in non-public 
companies, in particular, is leading to 
a more hands-on approach.

For instance, says Fung, while large 
funds are sold outside Asia, smaller 
companies are not well-covered. 

As a simple example, there is no ETF 
yet which covers regional growth com-
panies with between US$1 billion and 
US$5 billion in assets. 

According to Fung, the priority – seek-
ing fresh growth via private investment 
channels – highlights the forward-
thinking nature of many of these fami-
lies. “Many families realise that while 
they are successful in their home mar-
kets, their next-generation wealth is 
not going to be generated from there,” 
he says.

In short, they want to either find an 
opening, or partner with a business 
within Asia, which can hopefully offer 
more potential than what they have ac-
cess to at home.

Bernard Fung
 Credit Suisse

SecreTS of a SucceSSful 
SeT-up

Yet building sustainable operations in 
Asia cannot be achieved overnight. 
Partnering successfully with private 
companies to bring in experience and 
value-add is the hardest thing to do, 
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explains Fung. “It requires relation-
ships to be borne and developed from 
both sides.”

The first step along the road – for 
probably around 60% of entrants set-
ting up in Asia – involves what he calls 
a “light” approach.

That typically means creating a basic 
company structure, for example to give 
them a research presence or a fact-
finding office. 

The individual tasked with manning 
this operation will be based in the rel-
evant local market and will spend their 
time gathering knowledge. “This does 
not constitute conducting a regulated 
activity and no decisions are made ini-
tially from the Asian office,” says Fung.

Once this groundwork is in place, the 
investment will likely get a bit more 
serious. That might mean allocating 
some capital to a specific portfolio 
which is dedicated for the representa-
tive to manage in this region for any 
relevant asset class.

The third stage, says Fung, involves 
meeting the various companies they 
are targeting.

This is where Fung says tapping into 
the network of a private bank which is 
already well-established in the region 
can make a big difference. 

“It creates the ability for a client enter-
ing the region to be supported in meet-
ing relevant people for the investment 
purposes of the incoming investor.”

creaTing The righT 
connecTiviTy

However, one of the common pitfalls 
for non-Asian investors is underesti-
mating the difficulty of networking in 
this region. 

“Many of the business families in Asia 
are not that keen to meet new people 
from other parts of Asia,” says Fung, 
“let alone other parts of the world.”

Relevance and referencing is therefore 
required. “That requires careful under-
standing from both sides as to the pur-
pose of the meeting,” he adds.

One of the important principles from 
the perspective of the bank, which is 
helping to facilitate networking, is the 
duty of confidentiality it owes to its cli-
ents, and therefore not disclosing a list 
of clients to a market entrant.

“We need to understand who is com-
ing, identify who would be prepared to 
meet with them, and then be able to 
manage the discussion,” says Fung. 

“The objective is to allow clients on 
both sides to create wealth, and at 
some point, by doing the right thing 
for clients, further wealth created will 
be banked with us.”

Another of the unique services that 
Credit Suisse offers is the concept of 
dedicated incubation space inside the 
institution’s Singapore headquarters.

Non-Asian investors ultimately find val-
ue in this in two key ways. First, is the 
physical presence it creates. 

“They need to establish connectivity 
with a global bank with a strong local 
presence within Asia Pacific,” says Fung.

Secondly, given that many entrants 
are unknown in Asia, being able to 
produce a business card which lists a 
well-known office address – such as 
“One Raffles Link” – with the introduc-
ing firm being Credit Suisse, suggests 
that a certain amount of know-your-
customer has already been done. “That 
is valuable for these clients, rather 
than having a rented office address,” 
explains Fung. 

Untapped family office 
potential
 

The penetration of family offices in 

Asia is low and disproportionate to 

the rapidly-growing size of the 

wealth pool.

Published data points to an estimated 

3,000 single family offices (SFOs) 

globally, with only around 100, or 3%, 

in Asia Pacific, managing US$1.2 

trillion of assets.

At least half of them were set up only 

in the last 15 years, suggesting that 

the concept of a family office is still a 

relatively new phenomenon. 

Other key factors support Asia’s 

attractiveness. “To set up an SFO, 

the amount of family wealth under 

management is generally at least 

US$100 to US$150 million,” says 

Fung. “The Credit Suisse Global 

Wealth Report 2013 estimates that 

there are close to 34,000 ultra high 

net worth individuals (UHNW) globally 

with more than US$100 million in 

wealth, with 25% of these or more 

than 8,400 in Asia.”

Yet, he adds, only 3% of existing 

global SFOs are in the region.

Adds Fung: “As more of our UHNW 

clients are entering the mature phase 

of their wealth lifecycle in the coming 

years, they will start thinking about 

long-term wealth management and 

succession planning, and increasingly 

need advice on structuring their 

wealth and management of liquidity 

for the next generation. Setting up an 

SFO can be an important part of this 

process.”
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Doing BuSineSS ProfiTABLy 
in ASiA
profiTable growTh, operaTional efficiency, and a lower coST-To-Serve are Three criTical 

goalS for markeT playerS STriving for SucceSS wiThin Today’S realiTy of aSian wealTh 

managemenT, Said panelliSTS aT hubbiS’ SwiSS-aSia wealTh exchange 2014 in Zurich.

Recent consolidation within the Asian 
wealth management industry has fur-
ther highlighted the need for clearly-
defined strategies and client segmen-
tation to fuel profitable growth.

That must also be backed up by op-
erational efficiency and a lower cost-
to-serve.

In line with this, there is a realisation 
among institutions that they either 
need scale or must focus on a particu-
lar niche to survive and thrive in the 
face of various challenges.

This was according to panel speakers 
at Hubbis’ SWISS-ASIA Wealth Ex-
change 2014 in Zurich.

Although the availability of active mon-
ey and Asia’s fast-paced environment 
makes it relatively easy to set up a 
business on the ground, without focus 
a firm will likely lose everything, says 
Andrew Hendry, managing director for 
M&G Investments in Asia.

Echoing these sentiments, and based 
on his own experiences of working 
in the Asian markets, Alex Borissov, 
founding partner of Finaport, says that 
one of the biggest challenges compa-

nies face in their initial days is to keep 
their business afloat.

It is during this time also that man-
agement needs to evaluate the work 
done, to see if any business objectives 
or processes need to be realigned to 
ensure success. 

Yet even before committing to set-
ting up operations in the region, Ul-
rich Knopp, a partner at MilleniumAs-
sociates, says organisations should 
also question the need for having any 

presence at all in Asia. If market re-
search indicates they have better op-
portunities in another region, then he 
says that company should follow these 
rather than aspiring to be a part of the 
Asian growth story. 

“In such cases, organisations suffer,” 
he explains. 

“[This is] either because their product 
is not well-received in the market or 
they were not able to live up the local 
expectations,” he says. 

Alex Borissov
finaport 

“one of the biggest challenges 
companies face in their initial days 
is to keep their business afloat”
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was ready to customise its service and 
offerings to make them more relevant 
to the market, the other wasn’t. Need-
less to say, while the latter did not 
achieve any success, the former, albeit 
small in size, was very successful and 
also profitable.” 

honing TalenT 

One of the other challenges which 
plagues the industry is finding the 
right resources. 

Hendry attributes the shortage of tal-
ent to the lack of depth in the market. 
Unlike in the US, where salespeople 
in the wealth space are highly com-
petitive, developed and professional, 
Asians tend to consider their job as 
a status symbol without any sense of 
loyalty towards the organisation. 
 
At the same time, Tanner says that the 
digital banking wave in Asia might cre-
ate some competition in the market to 
the role of humans.

What this should do, he explains, is to 
motivate advisers to outperform the 
machines and re-establish their own 
credibility with their clients.

parTnering for growTh 

When looking to access a new market 
in Asia, panellists said it might also be 
a good idea to call on the assistance 
of a local partner, especially when they 
are operating outside of Singapore and 
Hong Kong.

Not only can they help speed up the 
process but they will also help provide 
deeper and quicker market access, 
claims Tanner. 

prioriTiSe and cuSTomiSe

If Asia manages to live up to expec-
tations and become the largest wealth 
management centre in the world in the 
next few years, innovation will follow. 

And to achieve success and leverage 
such opportunities, an organisation re-
ally needs to be self-aware of its capa-
bilities as well as its limitations, sug-
gests Hendry. 

In terms of prioritising, Urs Tanner, 
managing partner of APASWISS, says it 
is important for an organisation to con-
sider what it truly wants to represent. 

No longer is it realistic for individual 
firms to expect to be all things to ev-
eryone. Indeed, the current model 
where large universal banks do every-
thing is disintegrating.

Plus, customers will also change and 
they have more avenues now – such as 
looking to non-financial services pro-
viders for simpler products. 

Using a reference to two of his past 
clients as an example, Ralph Mogicato 
of Hixon Consulting says: “While one 

Andrew hendry
m&g investments

“To achieve success and leverage 
opportunities, an organisation needs 
to be self-aware of its capabilities as 

well as its limitations”

urs Tanner
APASwiSS

“it is important 
for an organisation 
to consider what 
it truly wants to 
represent”
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why euroPeAn inveSTorS ShouLD 
geT more ASiAn exPoSure
STeve knabl, managing parTner of SwiSS aSia, ouTlineS Some of The main reaSonS why 

european inveSTorS need To increaSe Their allocaTionS To aSia.

More European investors are under-
invested in Asia, typically a result of 
a lack of knowledge about the region 
and a more conservative mind-set 
post-financial crisis.

“Our European clients used to invest 
in Asia heavily and did not hesitate to 
allocate to Asian-focused hedge funds, 
but this has changed since the finan-
cial crisis,” says Steve Knabl, managing 
partner of Swiss Asia, an independent 
asset management company (IAM). 

“Many of them lost a lot of money so 
they now only tend to want products 
they can liquidate at any time.”

But Knabl says these European inves-
tors should re-think their strategies.
 

Three driverS To inveST

First, Asian clients, especially young 
Chinese consumers, are buying more 
and more consumer goods – a key 
factor in driving the global economy. 
Funds which have strategies that are 
consumer-focused, therefore, provide 
a good avenue. “European investors 
can get access through passive prod-
ucts as a relatively safe way of getting 
exposure,” explains Knabl.

Direct investment is another good op-
tion, he adds. “If they have the means 
to invest in good ideas, they should 
come to Asia, source the rare pearls, 
and invest directly themselves.”

Another benefit for European investors 
of looking to invest in Asia relates to 
the increased compliance burden in 
the region. Many external asset man-
agement companies today are pre-oc-
cupied by trying to fulfill growing and 
complex compliance mandates. “Unfor-
tunately they simply don’t have enough 
time to take the same amount of care 
of their clients’ investment needs as 
they used to,” says Knabl. “They are 
predominantly pre-occupied with com-
pliance matters instead of promoting 
the Asian market opportunities.”

This increasing compliance burden 
provides an opportunity set for IAMs 
like Swiss Asia which are hiring sea-
soned bankers who no longer wish to 
spend most of their time dealing with 
compliance issues. As a direct result, 
they can spend more time managing 
clients’ needs and expectations relat-
ing to their investments and portfolios.

Further, the development of the inde-
pendent model in Asia in the last few 
years means that European investors 

Steve Knabl
 Swiss Asia

can get access via robust platforms of-
fering more flexibility and more sophis-
ticated investment strategies.

Knabl says this is highlighted by the 
growing interest from European asset 
managers in talking to his firm about 
helping them move to Asia to manage 
their clients from Asia. 
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finDing The moST vALue in 
ASiA ToDAy
aSia conTinueS To be an aTTracTive deSTinaTion which lureS inveSTorS Trying To acceSS 

iTS growTh STory, Said panelliSTS aT hubbiS’ SwiSS-aSia wealTh exchange 2014 in Zurich. 

The challenging parT iS To be able To chooSe The righT inveSTmenT vehicle and aSSeT 

claSS To enTer The markeT. 

In years gone by, investors sought 
to access Asia directly. They bought 
Chinese property bonds and stakes in 
Asian telecom companies, for example, 
but ignored the need to appraise the 
share of the pie that these investments 
represented as part of the overall 
growth of the region. 

“I think the landscape is much broader 
than it used to be in terms of how we 
can participate and how we can ben-
efit from the growth dynamics of the 
region,” says Norman Villamin, chief in-
vestment officer for Coutts in Europe.

But those investors which made mis-
takes from rushing into the market 
seem to have learned from them, adds 
Vikas Gattani, founder and chief exec-
utive officer of Progress Capital.

“They should have been looking at 
things like liquidity and volatility. An 
important factor now relates to the 
fact that Asian currencies can be very 
volatile, which is something investors 
have started to pay heed to.”

conSumpTion-led growTh

While Asia has been a high-growth re-
gion for the past few years, a struc-

tural transition has taken place. “Previ-
ously, growth was driven outwards by 
exports,” says Seamus Donoghue, chief 
executive officer of Allocated Bullion 
Solutions. “Now we are seeing it tran-
sition into consumption-led growth.”

With such a change has come new op-
portunities to access the upside. 

That being said, the various countries 
across Asia move at different speeds. 
Some of them, like China, have already 

norman villamin
coutts

“The landscape is much broader 
than it used to be in terms of 
how we can participate and how 
we can benefit from the growth 
dynamics of the region”

“an important factor now relates to the fact that asian currencies 
can be very volatile, which is something investors have started 

to pay heed to.”
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my, panellists pointed to India as an 
investment destination which hasn’t 
disappointed in terms of investment 
returns. “Investing in Chinese equities 
has not made money over a long pe-
riod of time, whereas investing in In-
dian equities has made investors a lot 
of money,” says Villamin. 

He adds that he thinks it is important 
dig deeper into the two countries to 
find growth opportunities.

In reality, the differences between 
India and China are stark. In the for-
mer, the private sector is hindered by 
governmental roadblocks yet still leads 
growth and development; the latter is 
propelled by public sector enterprises 
spearheaded by government policies. 

And according to Gattani, the election 
of the new Indian prime minister pro-
vides a stronger tailwind for business.

opporTuniTieS in new 
markeTS

With Asia’s markets at different stages 
of development, new markets like In-
donesia look promising.

In particular, Gattani expects con-
sumption to take off in this market 
with the new government in place and 
seemingly augmenting the prospects of 
the country. 

Countries like Burma and Vietnam, for 
example, are at early stages of opening 
up their economies to foreign invest-
ments, and the expectation is that at 

moved into a phase where growth is 
driven by consumption while others, 
like India and the Philippines, are still 
struggling to transition and continue 
to depend on exporting services for 
growth. “When GDP crosses US$2,500 
per capita, that’s when consumption 
really takes off,” says Gattani, quoting 
an IMF study.

It is soaring in China, for instance, 
where GDP is double that level, and 
consumption has taken off visibly in 
countries like Thailand and Indonesia, 
where the GDP is slightly greater than 
the quoted benchmark. 

India, on the other hand, is only pro-
jected to cross the “consumption 
growth” threshold in 2017.

evaluaTing china and india

While China and India are often seen 
as competitors, with China leading 
overall given its super-sized econo-

vikas gattani
Progress capital

“Those investors which made 
mistakes from rushing into the 

market seem to have learned 
from them”

Seamus Donoghue
Allocated Bullion Solutions

“previously, growth was driven 
outwards by exports. now we 
are seeing it transition into 
consumption-led growth”

“previously, growth [in asia] was driven outwards by exports. 
now we are seeing it transition into consumption-led growth.”
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xavier Burkhardt
eurofin Asia group

“globally one of the risks is 
the exposure to the slowdown 

of chinese growth for some 
countries like malaysia, 

indonesia and australia”

some point in the future they will put 
in place a regime that is pro-business.

To give it some context, Villamin says 
these two markets are probably at the 
stage where Thailand and Indonesia 
were in the 1980s. 

“If you look back at those markets, 
you would want to be invested in the 
provision of electricity, telecoms, wa-
ter and infrastructure,” he says.

a riSky aSia of Tomorrow

At the same time as getting excited 
about Asia’s growth potential, inves-
tors must also beware the pitfalls.

In line with this, an early assessment 
of risks is important to be able to safe-
guard the portfolio from avoidable 
losses, said speakers. Key risk factors 
include geo-political issues and coun-

try risk, but many more are hidden be-
neath the surface.

“Globally one of the risks is the ex-
posure to the slowdown of Chinese 
growth for some countries like Ma-
laysia, Indonesia and Australia,” says 
Singapore-based Xavier Burkhardt, in-
vestor relations manager for EuroFin 
Asia Group. 

He also emphasises the difficulty in un-
derstanding all aspects of the venture 
when financing SME/SMI companies.

Therefore, he adds, transparency 
and corporate governance might be a 
source of risk, too.

This all highlights the importance of 
working with local partners which have 
a greater understanding of the domes-
tic market, to assess such risks.

Villamin points to another important 
risk when he warns against underesti-
mating the governments. 

He calls it “long cycle reform”, with it 
being hard to predict what each regime 
will do. 
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forgeT ABouT yieLD - how To 
DeLiver PerformAnce 
according To panelliSTS aT hubbiS’ SwiSS-aSia wealTh exchange 2014 in Zurich, 

delivering performance haS Taken precedence over achieving a cerTain yield. The 

SpoTlighT haS alSo Sharpened on TranSparency around performance and managing 

clienT expecTaTionS.

While Asian – and most other – mar-
kets around the world are performing 
considerably better than they have 
done in recent years, the chances of 
capturing alpha are lower than they 
were a decade ago. 

Finding a way to respond to this and 
meet the demands of investors for in-
vestment performance – along with 
greater clarity and fewer surprises in 
relation to that performance – has be-
come a priority.

This was according to panel speakers 
at Hubbis’ SWISS-ASIA Wealth Ex-
change 2014 in Zurich.

meeTing changing inveSTor 
appeTiTe

To keep up with the changing needs of 
customers, Mark Browne, head of busi-
ness development for Secure Wealth 
Management in Switzerland, believes 
the industry must provide something 
which is eminently transparent, liquid 
and client friendly.

The desire for transparency, in particu-
lar, is coming from the fact that inves-
tors are chasing alpha, so are seek-
ing opportunities which can provide 

a certain upside to their investment. 
However, it is not always possible to 
achieve that. “There is only so much 
alpha to go round,” says Browne, “and 
frankly, there are far too many people 
in the wealth management industry to 
capture it all.”

Meanwhile, in comparison with Europe-
an investors, which are relatively more 
sophisticated and are looking at risk/
reward, Asian clients are much more 
focused on the hunt for absolute yield, 
says Lei Zhu, senior portfolio manager, 
Asian fixed income, at Credit Suisse. 

Thomas Zgraggen, head of portfolio 
management for EFG Asset Manage-
ment in Switzerland, adds: “We tend 
to see our European clients utilising 
investment solutions with lower target 
returns, more in line with conservative 
risk profiles, whereas our Asian clients 
generally have higher target-return 
profiles.”

Given the shrinking size of the avail-
able amount of alpha, however, prod-
uct manufacturers are trying to help 
clients achieve targeted returns while 
lowering the cost of transactions for 

Lei Zhu
credit Suisse

“asian clients are much more 
focused [than european 
investors] on the hunt for 
absolute yield”
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“Asian investors have home bias for 
a good reason,” she explains. “If you 
look at the risk-adjusted returns, with 
low volatility at around 2% to 3%, re-
turns over the past 10 years have been 
about 7%. And products which are 
closer to home have a higher rating, so 
it’s a very natural choice.”

SlighTly bulliSh on uS 
equiTieS

Although US equity markets have been 
quite volatile, Zgraggen advises inves-

the relevant investment vehicle they 
create. “I think the focus still has to be 
very much on the hidden killers of per-
formance – costs,” says Browne, whose 
firm delivers investment ideas through 
ETFs to reduce transaction fees to a 
fraction of most other products.

conSideraTion for home 
biaS

Noticeable about most Asian investors 
is their generally strong home bias.

They tend to allocate a large chunk of 
their portfolios to investments in their 
own region, and especially into equity, 
fixed income and properties.

Compared with Europe, where clients 
tend to diversify their portfolio via dif-
ferent currencies, Zgraggen observes 
that despite advice, some Asian clients 
hold on to their home bias and have a 
strong emphasis on the local market in 
the portfolio.

Zhu, who is originally from China and 
has worked in Singapore for the past 
10 years, suggests that the home bias 
among Asians is fairly reasonable and 
it isn’t a cause for concern. 

Thomas Zgraggen
efg Asset management

“we tend to see our european 
clients utilising investment 
solutions with lower target 

returns, more in line with 
conservative risk profiles”

mark Browne
Secure wealth management

“The uS is set to perform well 
because over the next few years, the 
shale gas which has been found will 
replace the huge deficit created by 
energy imports”

tors to neither be too bearish nor too 
proactive right now.

While he doesn’t expect investment re-
turns to be too high, he says he sees 
trends and momentum coming back 
positively in the US again.

Browne shares the opinion that over 
the next 12 to 18 months, it isn’t a 
good idea to be bearish. 

He believes that the US is set to per-
form well because over the next few 
years, the shale gas which has been 
found will replace the huge deficit cre-
ated by energy imports.

He also points to the high cash bal-
ances on US corporate balance sheets, 
being re-geared either through buy-
backs or M&A deals. 

The goal should be to use the dips to 
buy a stock or take a position and set-
tle down.

Ultimately, alpha is available to enable 
clients to achieve performance from 
the market and local knowledge is re-
quired. Perhaps a better way to deliver 
good returns is to make investments 
more cost-effective and reduce trans-
action expenses. 
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reDefining The inveSTmenT 
exPerience
leonTeq SecuriTieS ag iS Taking iTS award-winning offering To a new level wiTh 

furTher whiTe-labeling and plaTform developmenT iniTiaTiveS To help inveSTorS 

idenTify beTTer, more relevanT inveSTmenTS, and in much leSS Time.

Investors and financial intermediaries 
alike continue to grapple with chal-
lenges such as identifying the “right” 
products, the lack of transparency and 
portfolio reporting, and the relevance 
of investment information.

In many cases, the majority of time in 
the investment process gets spent try-
ing to find suitable structures and as-
sets rather than on execution.

The solution comes down to creating 
greater efficiencies via automation. 

It then becomes realistic to expect bet-
ter investment decision-making and at 
the same time a more intuitive, user-
friendly customer experience.

Leonteq is making significant strides 
towards this. It has launched what it 
calls a “Smart Data” initiative and en-
tered into a cooperation with Avaloq 
as the latest extensions of its business 
plan towards redefining the investment 
experience for end-users.

“Our focus is on increasing the produc-
tivity of our investors on both sides of 
their cost structure,” says Jan Schoch, 
chief executive officer of Leonteq Se-
curities AG.

Upstream in the value chain, this 
means faster and more accurate in-
vestment design and execution; down-
stream, it is about facilitating faster 
product set-up and trade matching 
within the investor portfolio, as well 
as an increase in risk transparency for 
portfolio reporting.

finding The righT producT 

The essence of the Smart Data busi-
ness is to provide more end-user ana-
lytics to investors, to drive and auto-
mate the investment decision process 
for clients. 

This will put an end to sifting through 
the seemingly endless universe of 
combinations of underlyings and pay-
offs investors face when trying to cus-
tomise the “right” product, 

The process involves product selec-
tions and proposals being generated 
by Leonteq’s product engines based on 
direct input parameters of the investor 
– specifying their investment objective 
and historical behavioural patterns.

“The principle idea is derived from the 
fact that the human brain is not ca-

Jan Schoch
Leonteq Securities AG 

pable of assessing and capturing all 
possibilities and combinations of in-
vestments in an acceptable amount of 
time, if even at all,” explains Schoch. 
“Speeding up investors’ research time 
while increasing the quality of their 
findings will lead to significant produc-
tivity gains for them.”
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There are benefits for other aspects of 
the investment process, too. 

Better diversification and improving 
risk/return profiles are two examples. 
“Historically, the average investor fo-
cuses only on a limited universe of 
underlyings leading to a sub-optimal 
portfolio allocation,” says Schoch. 

“The new tools will support and en-
able the investor to look outside the 
box and broaden the universe of possi-
bilities within their investment horizon 
and strategy.”

One of the firm’s existing products, The 
Underlying Optimizer, already demon-
strates the power of enhanced analyti-
cal capabilities. Deployed in Septem-
ber 2013 on Leonteq’s own platform, 
it enables intermediaries to come up 
with the optimum basket of underly-
ings within a personalised universe for 
a given structure. 

“We can optimise almost 3 billion com-
binations of underlyings in 2 minutes 
with this tool,” says Schoch.

pre-empTing The inveSTor

Schoch’s ultimate goal is to understand 
an investor’s thought process and ob-
jectives using Big Data technology.

“Nowadays, close to 1 million different 
structures are created on our platform 
every year,” he explains. “Thanks to 
such a rich database of historical pric-
ing and product requests, we are now 
in a position to identify trends within 
the investor crowd but also within a 
sub-group of peers, ultimately leading 
to better personalised investment pro-
posals for our investors.”

The firm can therefore observe, in real 
time, the most popular sectors and un-
derlyings, the average risk profile of its 

Doing more in Asia

Leonteq is also expanding its range of 

products and services under its own 

name in Singapore, following approv-

al of its capital markets license by the 

Monetary Authority of Singapore.

While the local sales and distribution 

team was established in 2012, the 

license now allows Leonteq Securities 

(Singapore) to operate as an indepen-

dent business entity licensed to deal 

in securities.

This will serve as the company’s hub 

in Asia, including its business in 

Hong Kong, founded in 2010. 

Jan Schoch says the firm is com-

mitted to a long-term investment in 

this growing market and is optimistic 

about further developments in Asia.

To support this expected growth, 

Leonteq has also moved into new 

premises in Asia Square Tower 1. 

Sales and distribution in Asia of 

Leonteq’s products combined those of 

its white-labeling partners contrib-

uted roughly 15% to Leonteq’s total 

operating income in 2013. 

Adds Schoch: “The industry is at the 

start of using technology as an en-

abler to industrialise the entire sector. 

We will continue to develop tools and 

servicesto help overcome issues relat-

ing to the lack of transparency and the 

relevance of investment information.”
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investors as well as the evolution over 
time of such parameters. These can 
subsequently be plotted against mar-
ket conditions, the macro-economic 
situation and other factors.

The vision is that the investor will only 
have to design an investment universe 
by using selection criteria like sector, 
region and implied volatilities. The 
platform will then instantly deliver an 
optimised basket of underlyings for 
an optimised structure. “The investors 
also get product suggestions based on 
their investment profile and see the 
average investor profile,” adds Schoch.

efficienT proceSSing 

The firm has also become increasingly 
focused on tapping the know-how it 
has built up to take care of all aspects 
of investment product creation. That 
translates to the downstream part of 
the value chain.

This has resulted in a new commitment 
to various aspects of trade process-
ing, such as booking, product creation 
within a system, and risk reflection 
within the investor’s portfolio. And 
the desire to automate the after-trade 
cycle for the benefit of its investors is 
supported by its strategic partnership 
as of mid-2014 with core banking pro-
vider Avaloq.

In practice, this will become visible 
through increased automation in mul-
tiple areas, such as trade entry, prod-
uct set-up and position reporting, ul-
timately leading to reducing the time 
investors require to monitor their posi-
tions in the portfolio. 

“This focus on downstream features 
targets more productivity for our in-
vestors but also more transparency 
and visibility when it comes to their 
risk management,” explains Schoch. 
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emBrAcing gLoBAL TAx 
TrAnSPArency
The Sweeping global changeS around global Tax TranSparency preSenT more advanTageS 

Than challengeS for adviSerS wanTing To geT To know Their clienTS beTTer and develop 

deeper relaTionShipS wiTh Them, Said panelliSTS aT hubbiS’ SwiSS-aSia wealTh exchange 

2014 in Zurich.

While automatic exchange of informa-
tion (AEOI) through different reporting 
frameworks aims to bring global tax 
transparency, it might not have the 
negative impact everyone is expecting. 

This was according to panellists at 
Hubbis’ SWISS-ASIA Wealth Exchange 
2014 in Zurich.

“I try to emphasise that the term ‘tax 
transparency’ might be a bit of a mis-
nomer because we have found that 
opaqueness is still going to be an op-
portunity,” says John Shoemaker, head 
of product management, trusts and 
foundations at UBS.

In general, panellists believe that al-
though disclosure of information is 
necessary, and inevitable, the scope 
for effective wealth planning, invest-
ment management and structuring 
which aren’t necessarily tax transpar-
ent will still exist.

The key, says Shoemaker, is managing 
client expectations. Sitting down and 
discussing the regulations and their 
impact ahead of time with a plan of 
action for the future is probably the 
best way to get ahead of the game, 
he explains.

underSTanding clienTS 
beTTer

More broadly, transparency is an ex-
cellent opportunity for advisers to im-
prove their knowledge about a client.

Eric Boes, global head of FATCA solu-
tions at Amicorp Group, says wealth 
managers should pivot their discus-
sions with clients around the impact of 
these new regulations – to learn more 
about their citizenships, tax residences 
and the structures set up in the past.

“The term ‘tax transparency’ might be a bit of a misnomer because we 
have found that opaqueness is still going to be an opportunity.”

John Shoemaker
uBS

“Sitting down and discussing 
the regulations and their impact 
ahead of time with a plan of action 
for the future is probably the best 
way to get ahead of the game”
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on the return on their investments, 
Boes recommends wealth management 
practitioners to increasingly turn to 
trusts and foundations to help clients 
achieve their objectives. At the same 
time, however, he warns that clients 
must realise most of these structures 
are also going to need to be disclosed.

Yet disclosure isn’t necessarily a 
bad thing. Information will only be 
shared with the revenue authority of 
the country where the client is a tax 
resident. And given that most clients 
are not generally looking to evade or 
avoid taxes, this will help them to plan 
their investments and also make dis-
closures peacefully. 

It is therefore critical to ensure clients 
do not perceive the disclosure of infor-
mation as something which is negative.

Shoemaker says that a myopic focus 
will deter clients from taking a multi-
jurisdictional approach to protecting 
their wealth.

going digiTal 

With significant changes underway in 
the wealth advisory space, there is 
also a growing need for clients to be 
engaged on a digital platform to help 
them execute their transactions. The 
rationale is that such platforms are 
more efficient, plus they put the power 
in the consumer‘s hands. 

Developing a digital interaction with 
clients also provides farms with far 
greater insights into a client’s life.

In particular, Boes says it is especially 
important for wealth advisers to dis-
cover whether tax mitigation, asset 
protection or estate planning is the 
ultimate objective for their clients. A 
better understanding will not only help 
these advisers to offer better solu-
tions; it will also strengthen the over-
all relationship.

Adds Francesco Vanacore, managing 
director and head of products and so-
lutions at Credit Suisse Trust: “In the 
discussions we are now having with 
clients, we need to distinguish be-
tween three dimensions.” 

These are the legal part, the tax part, 
and the regulatory dimension which is 
focused on transparency, he explains.

advocaTing diScloSure

In terms of solutions for clients which 
look to mitigate the impact of taxes 

francesco vanacore
credit Suisse Trust

“The complexity is becoming 
greater and it is hard to find the 

right people”

eric Boes
Amicorp group

“wealth managers should pivot 
their discussions with clients 
around the impact of these new 
regulations”

“it is critical to ensure clients do not perceive the disclosure of 
information as something which is negative.”



SwiSS-ASiA weAlth exchAnge30

feature article

And going forward, having a digital 
engagement has the potential to en-
able firms to meet the requirements of 
common reporting standards for mul-
tiple jurisdictions. 

also an opportunity to help shape the 
regulations. And with many authori-
ties grappling with the international 
framework, they seem to welcome the 
co-operation and assistance of practi-

to understand the matter and how we 
can come up with a common solution.”

Shoemaker adds that it is important 
to assist the regulators in developing 
countries with insights about global 
practices so that the rules they come 
up with are internationally congruent 
and don’t hinder smooth integration of 
reporting requirements.

However, the new regulatory frame-
works create a need for more talented 
people with stronger skills and, often, 
some form of legal education. “The 
complexity is becoming greater and it 
is hard to find the right people,” says 
Vanacore. Boes agrees, adding that it 
is increasingly difficult to find talent 
which can understand the cross-border 
regulations and their impact. 

“we are willing to approach regulators to discuss this with them.
There is a learning curve on their side in order to understand the 

matter and how we can come up with a common solution.”

collaboraTing wiTh 
regulaTorS 

In jurisdictions at a relatively early 
stage of considering AEOI, there is 

tioners which have a global presence, 
explained speakers.

“We are willing to approach regulators 
to discuss this with them,” says Boes. 
“There is a learning curve on their side 
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oPTimiSing weALTh in A gLoBAL, 
TrAnSPArenT worLD
panelliSTS aT hubbiS’ SwiSS-aSia wealTh exchange 2014 in Zurich explored The need for 

a loT more Time and energy in idenTifying relevanT STrucTureS and SoluTionS To help 

clienTS navigaTe Today’S more TranSparenT world.

Whether it is the appropriateness of 
estate and succession planning struc-
tures, or the ability of advisers to ser-
vice clients’ needs in relation to wealth 
transfer – wealth management organ-
isations are grappling with how to ad-
dress these and other challenges.

Ultimately, the pitfalls stem from the 
fact there is not always enough care 
taken with a client, nor proper advice 
given to them. 

So the focus must be on ensuring the 
most suitable solutions are found and 
then implemented for every individual 
or family, explains Nigel Rivers, global 
head of private clients at TMF Group. 

Yet, adds Geralda Kral, senior wealth 
adviser and business development at 
Quilvest (Switzerland), advisers often 
do not understand the needs of a client 
as they do not have a very close rela-
tionship with them. “One of the rea-
sons could be due to the presence of 
multiple intermediaries,” she suggests.

chooSing The righT 
STrucTure 

A notable characteristic of many 
wealthy Asians is the international di-

mension of their investments. For ex-
ample, they may have property in the 
UK or the US, or shares in US or Eu-
ropean companies. As a result, clients 
must beware of the tax implications of 
owning these assets, advises Jonathan 

Kropman, partner at Berwin Leighton 
Paisner LLP. He also advises clients to 
think of their assets in terms of succes-
sion – focusing on who will inherit the 
asset, who will be running the busi-
ness, and so on. 

nigel rivers
Tmf group 

“The focus must be on ensuring 
the most suitable solutions are 
found and then implemented for 
every individual or family”

“To achieve success and leverage such opportunities, an 
organisation needs to be self-aware of its capabilities as well as 

its limitations.”



SwiSS-ASiA weAlth exchAnge32

feature article

Sovereign Group in the UK, says fam-
ily offices and trust companies need 
to have the diversity and range to ad-
minister a family’s requirements in the 
most obvious places, based on cost 
and service.

impacT of global 
TranSparency

To deal with the requirement for trans-
parency on all structures, clients and 
advisers must review the existing ones.
“Compartmentalising the assets is key 
to this,” says Kropman.

He explains that it then becomes pos-
sible to figure out ways to deal with 
the different assets which are spread 
across different geographies. 

Adding to this complexity is the fact 
that family members may be spilt 
across different countries, plus, each 
of them may have a different strategy 
for their assets. It is important to keep 
that in mind when recommending a so-
lution, says Kral.

In addition, transparency has also 
brought the relevance of citizenship 
and residency to the forefront, and 
more so in Asia, adds Rivers. However, 
he cautions, attention must be paid to 
structures in any high-tax jurisdictions. 

Adds Denton: “With the younger gener-
ation’s fondness to travel and go cross-
border, an adviser can nicely dovetail 

In general, panellists agreed that the 
industry is moving towards more so-
phisticated, multi-element plan struc-
tures, supported by a lot of advice.

One of the key drivers for this, says 
James Martin, group marketing direc-
tor at Trident Trust, is the globalisation 
of families. 

“There are also some big regulatory 
drivers such as FATCA and other leg-
islative icebergs which are pushing 
the market towards more substantive 
structures,” he explains.

This highlights the need for structures 
to be robust and for an exit plan to be 
in place, adds Kropman.

And it is ever-more relevant given the 
increasing importance of global tax 
transparency. In line with these trends, 
Simon Denton, managing director for 

Simon Denton
Sovereign group

“with the younger 
generation’s fondness to go 
cross-border, an adviser can 
nicely dovetail residency and 

citizenship planning in their 
wealth planning structures”

James martin
Trident Trust

“There are some big regulatory 
which are pushing the market 
towards more substantive 
structures”

“no longer is it realistic for individual firms to expect to be 
all things to everyone.”
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Jonathan kropman
Berwin Leighton Paisner LLP

“clients should think of their assets 
in terms of succession – focusing on 

who will inherit the asset, who will 
be running the business”

geralda kral
Quilvest (Switzerland) 

“advisers often do not 
understand the needs of a 
client as they do not have 
a very close relationship 
with them”

residency and citizenship planning in 
their wealth planning structures.” 

effecTive ciTiZenShip and 
reSidency planning

Inevitably, clients have different cri-
teria which need to be met when it 
comes to planning for an alternative 
citizenship or residency.

Some of these include education, safe-
ty, tax and quality of life.

Denton says that the best places to 
consider when it comes to citizenship 
and residency planning are Switzer-
land, the UK, North America, Canada 
and Singapore.

“Clients regard Singapore as a top-
profile jurisdiction, safe and not bur-
densome when it comes to taxation.” 

According to Martin, the decision to 
choose a jurisdiction for an alternative 
citizenship or residency is entirely the 
clients’ prerogative and will be influ-
enced by specific personal priorities. 
While he says a lot of US passport 
holders resident outside of the US are 

reportedly ready to renounce their US 
passports due to FATCA, Rivers, on the 
other hand, says he would recommend 
that Chinese clients do look at the US.

Canada has also been a favoured des-
tination for Chinese individuals, given 
the strong community on the ground 
in places like Vancouver.

However, the immigration route to 
Canada has closed for the time being, 
shifting the focus back to the US.

In Europe, meanwhile, Rivers says 
countries such as Portugal, Cyprus 
and Malta have created schemes to at-
tract high net worth individuals, either 
through land purchases or investment. 

This, he explains, is very attractive for 
Asians as it gives them access to the 
whole of Europe via this route. 

preServing wealTh beTTer

Careful planning and structuring is es-
pecially important for Asian clients.

Rivers says it has been difficult to pass 
wealth from the first generation to the 
next mostly because of poor succes-
sion planning.

And even where it has passed to the 
next generation, it has often done so 
without a proper governance structure 
in place for the core assets. 

More optimistically, Rivers explains 
that the market is now evolving – and 
with this, clients and advisers are be-
ginning to understand there are prop-
er ways to ensure a smooth transition 
of wealth. 



These include the best wealth management 

forums of their type in each local market in Asia – 

including Hong Kong, China, Singapore, Malaysia, 

Indonesia, Thailand, India and Taiwan.

 

Since late 2010, 9,500 delegates have attended 

more than 80 successful conferences, seminars 

and thought-leadership discussions. These forums 

are designed to give market practitioners the 

opportunity to enhance their market knowledge, 

product expertise and advisory skills.

 

The events cover a wide variety of industry 

themes, including private banking, indpendent 

wealth management, compliance & regulation, 

wealth planning and technology within 

wealth management.

 

Delegates include senior management, product 

gatekeepers and senior advisers from the largest 

as key personnel in compliance, operations, risk 

management, technology and HR. Event reports, 

articles, interviews, videos and multi-media 

presentations are distributed across our full 

database following these forums.

JANUARY

Forum
Compliance in Asian Wealth Management Forum

Alternative investments
Tuesday 27th January, Hong Kong

Publication
Asset Management Yearbook

FEBRUARY

Forum
Asian Wealth Management Forum
Thursday 12th February, Conrad, Hong Kong

MARCH

Forum
Independent Wealth Management Forum

Commodities
Tuesday 17th March, Hong Kong

Forum
Taiwan Wealth Management Forum
Thursday 26th March, Le Meridien, Taipei

Publication
Independent Wealth Management in Asia

APRIL

Forum
Indian Family Wealth Forum
Tuesday 7th April, Mumbai

Income strategies
Thursday 9th April, Singapore

Real assets
Tuesday 28th April, Hong Kong

Publication
Family Wealth in Asia

Publication

MAY

Forum
Asian Wealth Management Forum

Commodities
Thursday 14th May, Singapore

HUBBIS HOSTS PROFESSIONAL & 
INTERACTIVE EVENTS OF VARYING SCALE

Forum
Thailand Wealth Management Forum
Thursday 21st May, Four Seasons Hotel, Bangkok

Forum
Philippines Wealth Management Forum
Thursday 28th May, Shangri-La Hotel, Manila

Publication
Indian Family Wealth



OCTOBER

DPM
Wednesday 7th October, Hong Kong

Forum
Indonesian Wealth Management Forum
Thursday 22nd October, Shangri-La Hotel Jakarta

Forum
SWISS-ASIA Wealth Exchange
Tuesday 27th October, ConventionPoint, Zurich

Publication
Special Report on Insurance in Asia

Publication
Wealth Management in India

NOVEMBER

Forum
Asian Family Wealth Forum

Forum

Thursday 12th November, Four Seasons Hotel, Hong Kong

Forum
China Wealth Management Forum
Thursday 26th November, Grand Hyatt, Shanghai

Publication
SWISS-ASIA Wealth Exchange

Publication
Special Report on Emerging Markets

Publication
Wealth Planning

DECEMBER

Accessing China’s growing wealth
Tuesday 1st December, Hong Kong

Real assets
Thursday 3rd December, Singapore

Taking the IAM industry to the next level
Tuesday 8th December, Hong Kong

Taking the IAM industry to the next level
Thursday 10th December, Singapore

Publication
Adviser Technology in Asian Wealth Management

Publication
Special Report on Alternative Investments

Publication
Special Report on Commodities

Publication
Wealth Management in China

JUNE

DPM
Tuesday 16th June, Singapore

Forum

Forum
Malaysian Wealth Management Forum
Thursday 25th June, Le Meridien, Kuala Lumpur

Forum
Structured Products Forum
Thursday 4th June, Pan Pacific, Singapore

Publication
Swiss Private Banking & Wealth Management

JULY

Publication
Wealth Management in Asia

Publication
Wealth Management in Malaysia

AUGUST

Forum
Indian Private Banking Forum
Thursday 27th August, Mumbai

Publication
Special Report on Equities

SEPTEMBER

Income strategies
Tuesday 1st September, Hong Kong

Forum
Structured Products Forum
Thursday 3rd September, Pan Pacific, Singapore

Thursday 10th September, Melia Hotel, Hanoi

Forum
Vietnam Wealth Management Forum

Publication
Special Report on Investment Advice

Publication
Special Report on Income

Alternative investments
Thursday 15th October, Singapore
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